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DRY    GOODS    REVIEW 


Are   Your   Methods   Progressive? 

Progressive  in  Selling  Equipment.      Progressive  in  Store  Equipment. 


The  Vacuum  Cleaner  That  Pays   For  Itself 

The  "ONWARD"  AUTOMATIC  "TRIUMPH" 

This  is  the  lightest,  most  powerful  and  most  practical  electric 
Vacuum  Cleaner  on  the  market  to-day.  It  contains  an  eight  horse- 
power motor  and  the  most  powerful  positive  rotary  pump  ever  put 
into  any  vacuum  cleaner  at  near  this  price.  This  gives  great  and 
even  air  displacement,  which  means  even  suction. 

The  dirt  is  collected  in  two  metal  separating  tanks,  thus  preventing 
it  from  reaching  and  ultimately  destroying  the  motor. 

May  be  safely  attached  to  regular  light  wire  without  interfering 
with  insurance  regulations. 

Write  for  free  circulars  and  discounts.  Weight  35  pounds. 
Retail  price,  complete  with  all  attatchments,  $110.00. 

Largest  builders  of  Hand  and  Electric  Power  Vacuum  Cleaners  in 
Canada. 


THE 

"ONWARD  " 

Rotary  Wall  Paper 
Display  Rack. 

is  a  revelation  to  the  merchant  cf 
modern  methods.  It  sells  quickly 
and  satisfactorily. 

The  "  Onward  "  is  made  entirely 
of  metal  and  the  50  racks  it 
contains  allows  100  samples  tj  be 
displayed  at  one  time — easily  put 
on  or  taken  off — no  pasting.  It  is 
easy  to  realize  the  benefit  derived 
from  the  display  rack.  Several 
customers  may  see  the  stock  at  cne 
time,  papers  may  be  compared 
more  easily. 

It  is  an  ornament  to  any  wall- 
paper department,  having  all 
nickel-plated  trimmings. 

Write  for  full  descriptive  circular. 
Made  in  two  styles,  $45.00  and 
$35.00,  F.  O.  B.  Berlin. 


Onward  Manufacturing  Company 


Berlin, 


Ontario 
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READY  £25  1912 


WE    anticipate   that   this    will    be    the    busiest    year 
in  our  history  and  preparations  have  been  made 
accordingly. 

1911  closed  with  reports  of  prosperity  from  every  pro- 
vince and  1912  opens  with  a  very  bright  outlook.  Busy 
factories  and  good  crops  indicate  that  the  consumers 
have  the  purchasing  power. 

Every    Department 

fn  our  immense  warehouse  has  been  prepared  to  meet 
exceptional  demands  for  SPRING  GOODS  of  every 
description. 

Our  travelling  staff  from  coast  to  coast  are  now  show- 
ing spring  samples  from  all  departments.  It  will  be  to 
your  advantage  to  see  their  lines  before  placing  orders. 


Our  Mail  Order  Department  is  al- 
ways at  your  service.  If  you  are 
in  need  of  anything  in  a  hurry- 
Write  us. 


GREENSHIELDS  LIMITED 


MONTREAL 
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NEW  RANGES  OF  THE 

are   now   being   shown   by   all    the   leading 
w^holesale  Dry  Goods  Houses. 

The  orders  booked  are  greatly  in  excess  of 
any  previous  season. 

Take   the    earliest    opportunity    of    placing 
your  order. 

The  makers  of  Wm.  Anderson  Zyphyr  re-inforce  the  ex- 
perience of  years  with  a  knowledge  of  to-day's  conditions  in  the 
dry  goods  trade.  It  is  their  business  to  watch  every  change  of 
fashion  and  provide  for  it.  That  is  why  they  sell  more  goods 
than  their  competitors.  That  is  why  they  can  sell  you  goods 
that  you  can  sell. 


Wm.  Anderson  &  Co.,  Ltd. 


iMv 


Pacific  Mills  % 

GlasgOAV,  Scotland 
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Awarded  the  certificate  of  the  INCORPORATED  INSTITUTE  OF  HYGIENE,  London,  Eng. 
Awarded   the   highest  prize,    "The   Grand  Prix,"  at   the  Brussels  Exhibition,  1910. 


Established 
1791 


The   Test    of 
Time 


HORROCKSES 

Lon^clotKs,  NainsooKs,  Cambrics,  India  Lon^clotKs,  etc. 

See  Horrockae*'  Name  on  Selvedge 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 

See  Horrockse*'  Name  on  Each  Sheet 


Flannelettes  of  the  Highest  Quality 


See  Horrock«es'  Name  on  Selvedge 


Horrockses' 

Manchester  and  London 
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"BLACK 
PRINCE 

A  Shirt 

With  Selling 

Features 


"  BLACK  PRINCE  "  is 
made  from  a  fleece-back 
black  serge,  absolutely 
fast,  and  fully  guaranteed 
to  stand  the  wear  and 
wash. 


This  cloth  is  confined  to  us  and  made  especially  for  "BLACK  PRINCE"  Shirts. 
"  BLACK  PRINCE  "  is  cut  full  in  body  and  long  in  the  sleeves,  and  every  seam  is 
double  stitched. 

Merchants  can  urge  the  sale  of  this  shirt  to  any  customer,  with  the  assurance  that 
it  will  give  satisfaction.     You  will  have  no  trouble  about  the  size  we  make. 

Write  to  your  wholesaler  to-day  for  sample  and  price. 

Stocked  by  most  wholesalers;  m:\do  and   suaranteed  by 


^MimileaC 
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What  Madame  Tells 

Her  Friend  About 

''Blackeye" 

Underskirts 

"  ....  I  bought  another  Blackeye  under- 
skirt, too — the  same  make  as  that  green 
one  that  T  wore  for  such  a  long  time. 

These  "Blackeye"  skirts  are  certainly 
stylish,  do  you  see  how  tight-fitting  this 
one  is?  It  will  make  my  new  suit  look 
fine. 

You  get  a  "Blackeye"  to  go  with  your 
new  suit — be  sure  you  see  the  label  on 
the  waistband — it  is  a  guarantee  that  the 
skirt  will  neither  crack  nor  split...." 

Made  and  Guaranteed  by 

Canadian  Converters 
Co.,  Limited 

Montreal 
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N'V    dl  i''\ 


In  Partnersnip 
^vitn   tne    Sun 


That,  in  brief,  is  the  explanation  of  our  success 
in  hnen-bleaching.  While  other  makers  have 
been  endeavoring  to  reproduce  the  pure  white- 
ness of  the  linen  of  a  hundred  years  ago  by 
using  fibre-destroying  chemicals  and  their 
beautiful  lustre  by  inserting  starch  in  the  sur- 
face, the  makers  of 


"(2^Ib  l^learf)"  Hinensi 


have  recognized  that  to  get  old-fashioned  linen 
they  must  use  old-fashioned  bleaching  methods. 
Every  piece  of  ''Old  Bleach"  (which  is  made 
with  warp  and  woof  of  equal  strength,  thus  pre- 
venting wearing  into  "ladders,")  is  washed 
with  mild  soap  and  then  bleached  in  the  sun's 
powerful  but  kindly  rays.  With  a  strong  fabric 
there  is  thus  combined  the  dainty  freshness 
of  great-grandmother's  lovely  linen.  No  chemi- 
cally bleached  linen  can  compare  with  "Old 
Bleach  "  either  in  wear  or  beautiful   appearance. 

BOOKLET    SENT    ON    REQUEST 

R.  H.  COSBIE 


Irisn   Linen  Agency 


TORONTO, 


ONT. 
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CopyriKht  1911  by  John  Bing 


BING  BROS.  A  G.  NUREMBERG,  the  largest  manufacturers  of  TOYS 

and  HOUSE  FURNISHINGS  in  the  world,  beg  to  invite  you  to  see  their 

exhibition  of  goods  at  381  Fourth  Avenue,  New  York  City. 


ABEL  MORRALL'S 


Celebrated 


N 


FED 


,es 


n' 


TO  BE  OBTAINED  FROM  ALL 


SMALL- 
WARES 


THE  BEST  JOBBING  HOUSES 
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SEE  THAT  YOUR 

Zephyr  Shirts  and  Washing  Suits 


bear  the 


DURO 

(REGISTERED    TRADE    MARK) 

TAB 

WHICH     GUARANTEES     THE     DYE 

AGAINST   SUN,  BOILING   IN  SODA, 

OR  ANY  KIND  OF  WASHING. 


oOPODy^ 


/ 


GUARANTEED  FADELESS 


Any  Garment  which  Fades  will 
be  Replaced  Free  of   Charge 


by  the  Proprietors 


GUARANTEED  FADELESS 


i 


Burgess,  Ledward 


&  Co., 

Limited 


Manchester,  England. 

A.  B.  COUCH,  Fraser  Building,  St.  Sacrament  St.,  Montreal. 

W.  E.  BIRRELL,  27  ^A/^ellington  St.  East,  Toronto. 

STUART  CAMPBELL,  Hammond  Buildings,  Winnipeg. 
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Dep't  A 

Cotton  Sheetings, 

Shirtings, 

Denims,  etc. 


Dep't  C 

Tweeds,  Coatings, 
Linens, 
Muslins. 


The 

Staple 

Dry   Goods 

House 

of  Canada 


Dep't  B 

Prints,  Ginghams, 

Flannelettes, 
Wrapperettes,  etc. 


Dep't  ex 

Dress  Goods, 

Silks,  Satins, 

etc 


Everything   in   Dry   Goods 
8       Big  Departments      8 


Dep't  D 

Men's  Furnishings, 

Hosiery,  Underwear, 

Workingmen's  Garments, 

etc. 

Business  Built 

on  a 

Solid  Foundation 

of 
Square  Dealing 

Try  our  Mail   Order 
Department 

Dep't  E 

Smallwares, 

Dress  Accessories, 

Novelties, 

etc. 

Dep't  F 

Ladies'  Hosiery, 

and  Underwear, 

Ladies'  Ready-to-wear, 

etc. 

Dep't  G 

House  Furnishings, 

Carpets, 

Oilcloths, 

Linoleums,  etc. 

Alphonse  Racine  CBis  Company 

340-348  St.  Paul  Street,  Montreal 


Ottawa 
111  Sparks  Street 


Quebec 
234  St.  Joseph  Street 


Manchester,  Eng. 
11a  Albert  Square 
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FALL  lil 


As  direct  importers  from    the  European  markets  we  are  in  a  position  to  offer  you 
the  very  latest  dictates  of  fashion  in  the  following  lines. 

We  are  distributors  in  Canada  for  some  of  the  largest  continental  manufacturers  and 
many  of  these  lines  are  shown  exclusively  by  us. 

Furs,  Bearskin  Coats.  Laces  and  Embroideries. 

Children*s  and  Misses'  Coats.      Dress  Goods. 
Coat  Sweaters,  Golfers  and  Knitted  Goods  of  all  kinds. 
Hosiery,  Mantlings. 

Our  ranges  of  the  above  lines  are  complete  in  every 
particular.     See    them  before   placing   your    orders. 

Our  travellers    start   out    this    month. 

McFadyen,  Valiquet  &  vShea 

I  DRY  GOODS  IMPORTERS 

1  59  St.  Peter  Street,  -         MONTREAL. 


. 


A  Message  for  the  Merchants  of  the 
Maritime  Provinces 

WE  would  be  very  glad  to  receive  your  orders  for 
Smallwares,  Hosiery,  Dress  Goods,  Ladies' 
and  Men's  Furnishings,  Cottons,  or  any  other  dry 
goods.  Our  Spring  1912  ranges  are  the  best  we  have 
ever  shown,  and  we  feel  sure  that  YOU  will  find 
them  "the  right  goods  at  the  right  price."       ::       ::       :: 

Vassie  &  Company,  Limited 

WHOLESALE  DRY   GOODS   AND   WOOLLENS 

ST.  JOHN,  N.B. 
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J.  &  N.  PHILIPS  &  CO. 


MANCHESTER 


Eng. 


ESTABLISHED     1747 


CANADIAN     ADDRESSES: 


211    Lindsay  Buildings 
St.  Catherine  Street  West 
MONTREAL 

471  Dovercourt  Road 
TORONTO 


1662  Georgia  Street 

VANCOUVER 
B.C. 

10  Elm  Street 
TRURO,  N.S. 
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EUROPA 
RIBBON 


For  Brilliancy,  Durability,  Value. 


All  buyers  interested  in  Ribbons  should 
give  our  Colored  Taffeta  EUROPA  a 
comparison. 

This  make  is  specially  manufactured  for 

J.  &  N.  Philips  &  Co. 

MANCHESTER,  ENG. 

It  is  made  of  the  BEST  SILK  and  NOT 
DRESSED, with  the  result  that  it  has  given 
every  satisfaction  in  varying  climates. 

The  width  of  EUROPA  is  No.  80,'^' 
but  the  same  quality  is  stocked  in   widths 

Nos.  30,4°'  40,46    60,5^    100,7^    120  ''"' 


Write    for    Shade    Cards    and    Prices 
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Have  You  Seen  the  New  Material  for  Blouses  and  Dresses  ? 

IF     NOT,    ASK     FOR 

"BROCADO" 

Absolutely    the    thing    for 

WEAR,     WASHING     and     APPEARANCE 

Stocked  in   all  the  leading  shades.      27  inches — 40  yards. 
Be  sure   to  ask  for  "BROCADO,"  as  (here  are  other  cloths  similar,  but   none  so  ^ood  in  value. 


"PHYLENE" 

34/5    inches — 40   yards.     Fast    Colors. 

The  "PHYLENE"  Costume  and  Dress  Cloth  is  already 
widely  known  for  its  Good  Value  and  Smart  Appearance. 

Stocked  in  all    Leading  Shades 


"AERO" 


AND 


"INDOMITABLE" 

Nurse    Cloth 

29/30  inches  and  30  inch — 40  yards — in  universal  demand. 

Pure    Indigo    Dye.      Loom  Finish.       Fast    to    Light 

and      Washing.         Range      comprises      90     designs. 

Still  unequalled  for  Wear  and    Durability. 

SHADE  CARDS  AND  PATTERNS  SENT  ON  APPLICATION. 


J.  &  N.  PHILIPS  &  CO. 

Manchester  England 
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Mohair  suitings  are  more  ihan 
ever  desirable  this  season,  be- 
cause, in  addition  to  their  own 
particular  demand,  they  pro- 
vide a  splendid  substitute  for  the 
erstwhile  popular  tussah  silks 
and  shantungs. 

B.  D.  A.  Mohairs  for  Spring 
come  in  a  vast  array  of  sparkling 
patterns  and  plain  colors.  A 
strong  advance  demand  for 
white  aad  cream  suitings  proves 
that  the  Mohair  suit  will  be  a 
prominent  feature  of  Spring 
Apparel. 

B.  D.  A.  Mohairs  are  ever- 
stylish  and  forever  practical. 

You  can  sell  them  from 
January  to  December. 

BRADFORD  DYERS 
ASSOCUTIOiN 

oi  BRADFORD,  ENGLAND 
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Beldin^  Paul  Corticelli  Limited 

SILK  Manufacturers 

MILLS:  Montreal,  P.O.;  St.  Johns,  P.O.;  Coaticooke,  P.O. 

Silks     Silks     Silks 

Silk  Fabrics         Silk  Threads 
Silk  Ribbons        Silk  Scarfs 
Silk  Mitts  Silk  Braids 

Silk  Gloves  Silk   Cords 

III  different  qualities,  suitable  for  all  trades. 

We  are  the  only  manufacturers  of  Silk  Ribbons  in  Canada. 

CORTICELLI  ROLLED  TAPES,  high  standard  of  quality,  hon- 
estly put  up,  5  yards  each  width.  The  newest  and  most  convenient 
form   for  handling.     Sole  manufacturers  of  Twilled  Tapes  in  Canada. 


Wis1)ing  Won 

t1)c  Compliments  of 

t1)c  Season 


Give   our   travellers   a   hearing,    and   look   at   our  samples   before 
purchasing.     Extra  good  values. 

Beldin^  Paul  Corticelli  Limited 


Sales  Rooms: 
MONTREAL,  TORONTO, 
WINNIPEG,   VANCOUVER, 
%M//2^     a^d  SYDNEY,  AUSTRALIA. 


sroou  ^iLit^ 
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The  stepping-stone  to 
GARLAND'S 

We  have  outgrown  our  quarters,  and  have  had 
to  add  an  extension  to  our  building,  as  will  be  seen 
by  the  cut  below.  This  is  the  natural  result  of 
continued  satisfactory  service  to  our  hundreds  of 
patrons,  who  appreciate  our  efforts  to  give  them  the 
lines    they    require    when    they  require  them  and  at 

prices  which  enable  them  to 
realize  their  share  of  profit. 

Let  us   thank  our  many 

patrons    for    their    favors    of 

the    past  year    and  for  their 

part    in   bringing    about    the 

'.1.       necessity  for  an  enlargement. 


vmi 


y 

<r   1 


\A\t 


It  'I 


Best  and  Latest 

GOODS. 

Prompt  and  Satisfactory 

SERVICE. 
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a  big  spring  business 


DRAPERIES, 


Etc. 


We  are  better  prepared  this  season  than  ever  to 
supply  the  needs  of  our  patrons  in  DRAPERIES  and 
FLOOR  COVERINGS  of  all  kinds,  including  the 
staple  patterns  and  color  combinations  in  Tapestries 
to  the  most  exclusive  high-grade  Axminsters  and 
moderate  priced  velvets.  Our  lines  are  very 
comprehensive  and  are  worthy  your  early  inspection. 

Our  DRAPERIES  are  unexcelled  anywhere  for 
quality,  style  and  value.  They  leave  little  room 
for  improvement  and  would  brighten  up  your 
stock    for    Spring. 

Let  us  express  you  a  few  special  samples,  which 
we  believe  will  interest  you. 

John  M.  Garland,  Son  &  Co. 

Ottawa,      -      Canada 

Sole  Agents  in  Canada  for  Celebrated  Airedale  Serges 
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Year  of  Practical  Service  for  the  Retailer 

The    "Review's"    Outlook    for    1912  —  Confidence    That    Merchants    are    Ap- 
proaching   Period    of    Great    Opportunity  —  Success   of    the    Past    Year     and 
Plans    for    Still    Greater    Development. 


TO  the  Dry  Goods  Review  the  stock-taking  sea- 
the  merchant.  So  far  as  the  latter  is  con- 
son  is  in  every  .sense  as  important  as  it  is  to 
cerned,  it  is  a  time  when  serious  thought  is  given, 
not  only  to  the  record  of  the  past  year,  but  also  to 
plans  for  still  greater  things  during  the  new  year. 
The  Review  has  a  similar  point  of  view. 

Did  this  paper  recognize  its  responsibility  to  the 
Canadian  dry  goods  trade  during  1911?  How  did 
it  perform  the  work  required  of  it?  Was  its  infor- 
mation timely,  reliable,  and  entitled  to  the  confi- 
dence of  its  readers? 

These  are  the  questions  which  confront  the  pub- 
lisher of  every  newspaper  sooner  or  later  and  often 
the  best  answer  is  found,  as  in  the  case  of  the  mer- 
chant, in  the  evidences  of  success  presented  by  the 
year's  business.  Looking  back  over  the  year,  how- 
ever, there  are  frequent  occurrences,  developments, 
statements  which  tend  to  prove  that  the  course  fol- 
lowed was  correct,  that  the  information  was  reliable 
and  timely,  that  the  service  given  was  satisfactory 

Improved  News  Service. 

The  great  feature  of  the  year  so  far  as  the  Review 
sees  it,  was  the  publication  of  a  midmonth  number 
(24  issues  in  the  year)  by  means  of  which  the  trade 
was  kept  in  much  closer  touch  with  markets  and 
was  enabled  to  follow  important  tendencies  more  in- 
telligently. Buyers  were  given  a  much  more  com- 
prehensive view  of  the  style  trend  in  all  lines. 
Twice  a  month  the  situation  was  reviewed  by  expert 
writers  whose  experienced  judgment  made  their 
statements  of  first  importance  to  the  buying  end. 

Accuracy  of  Style  Forecasts. 

One  outstanding  fact  assures  the  Review  that  in 
some  degree,  at  least,  it  has  measured  up  to  its 
responsibilities — that  is,  the  absolute  accuracy  of  it^ 
forecasts  on  all  salient  style  and  market  points.  In 
ready-to-wear  garments,  in  knitted  goods,  in  dress 
goods,  trimmings,  accessories,  men's  clothing  and 
furnishings,  the  final  development  confirmed  in 
every  respect  the  information  given  by  the  Review 
months  before,  and  at  a  time  calculated  to  he  most 
appreciated  by  buyers. 

Supplementing  this  news  service,  articles  ap- 
peared regiTlarly  containing  merchandising  sugges- 
tions based  on  first  hand  knowledge  of  market  con- 
ditions. With  its  two  issues  monthly  The  Review 
has  found  it  possible  to  give  the  merchant  more  of 
that  practical  co-operation  demanded  by  strenuous 
competitive  conditions.      His  medium   of  informa- 


tion must  be  frequent  in  order  that  he  may  act  to 
advantage.  This  was  the  idea  behind  the  change 
inaugurated  by  the  Review  one  year  ago,  an  idea 
that  will  explain  further  development  planned  for 
1912. 

Information  Must  be  Applicable. 

Frequent  personal  interviews  and  communica- 
tions with  Canadian  dry  goods  merchants,  buyers 
and  salesmen  convince  the  Review  that  academic 
preachments  on  principles  already  well  grounded 
will  do  very  little  to  solve  the  many  different  busi- 
ness problems  of  to-day.  What  is  required  is  prac- 
tical information,  discussions  of  applicable  methods, 
treatment  of  live  subjects  by  men  competent  to  see 
every  side  and  to  place  correct  estimate  upon  sug- 
gestion. 

A  Year  of  Prosperity. 

It  is  the  Review's  belief  that  the  new  year  will  be 
one  of  the  l>est  in  the  history  of  the  Canadian  dry 
goods  trade.  All  signs  point  in  that  direction,  but 
it  will  be,  none  the  less,  a  year  in  which  merchants 
must  exercise  their  keenest  foresight,  must  make 
every  step,  every  change,  every  development  count. 
Increased  opportunity  often  means  increased  respon- 
sibility, closer  competition,  a  larger  number  of 
enterprising  minds  applied  to  the  same  end.  It  is 
this  outlook  which  convinces  The  Review  that  its 
plans  for  the  year  must  be  laid  upon  even  more 
practical  lines  than  ever  before.  It  will  be  no  year 
for  theory  that  is  not  backed  up  by  common  sense; 
there  will  be  no  opening  for  statement  that  it  not 
based  upon  intimate  knowledge  of  conditions  and 
influences. 

Twenty-three  years  of  constant  contact  with 
every  phase  of  dry  goods  selling  places  the  Review 
in  a  position  to  materially  assist  the  merchant  in 
directing  his  business  along  most  satisfactory  lines 
and  no  effort  will  be  spared  to  mark  its  service  with 
that  efficiency  which  the  year  will  demand. 


WINDOW  TRIMMERS 

AND 

CARD  WRITERS 

See  the  list  of  prizes  in  the  Art  of  Dis- 
play Department  of  this  paper  to  be 
awarded  in  connection  with  The  Canadian 
Window  Trimmers'  Convention  in  August. 

SEND  IN   YOUR  WORK  ! 

BOOST  THE  CONVENTION! 
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McCALL  FASHIONS 

For   Spring 

19    12 

will  be  the  styles  which 
American  women  every- 
where will  prefer  and 
demand. 

Will  they  find  them  at 
your  store  or  some  other? 

On  your  answer  to  this 
question  will  depend  the 
sale  of  thousands  of 
dollars'  worth  of  dress 
goods  and  accessories. 

Write  for  full  partic- 
ulars of  the  McCall  Pat- 
tern Plan  for  1912. 


fV^- 


McCall  Pattern  No.  4359 


The  McCall  Canadian  Office  and  Factory  in  Toronto,  the  largest  and  best 

equipped  pattern  plant  in  the  Dominion,  enables  us  to  offer  you 

McCall  Patterns  and  Fashion  publications  on  the  same 

terms,    conditions,    etc.,  as  are  enjoyed  by 

United  States  Dealers. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Some   Clerk   May  Have  Forgotten  to  Charge   the 
Goods  filiisj  Customer   Bought         ^^^ 


Successful  Merchants 

Put  a  Receipt  in 

Every  Parcel 

because  it  is  the  only  way  to 

Protect  the  Merchant 
Protect  the  Clerk,  and 
Protect  the  Customer 


againstthe  mistakes, carelessness,  forget- 
fulness,  or  dishonesty  which  cause  con- 
stant disputes,  loss  of  trade,  loss  of  profits 
and  all  round  dissatisfaction. 

The  only  method  of  issuing  a  receipt  that 
can  lot  be  altered,  automatically  as  each 
•ale  is  rec3rded,  is  with  the  National  Cash 
Register. 


Mistakes  of 
this  sort  happen, 
not  once,  but  many 
times  each  day  in  your 
store,    unless    you   are 
using  a  National  Cash  Register. 

You    go  to  considerable    expense  to  draw  customers,  maintain   an 
attractive  store  and  hire  clerks.     Each  sale  you    make    represents 
an  actual  profit  to  you— it  is  placed  right   within    your   grasp— on 
your  counter.  And  then  it  may  be  turned  into  a  dead  loss  in  one  second! 
You  can  prevent  that — you  can  be  sure  that  you  get  every  cent  that 
belongs  to  you,  and  hold  and  protect  it  when  once  it  is  in  your    hands 
with   a  National  Cash  Register. 

The  National  Cash  Register  will  also  tell  you  at  a  glance  at  any  time 
exactly  how  many  sales  have  been  made  up  to  the  minute,  the  actual 
money  received,  the  number  of  charge  accounts  and  the  amount  charged. 
It  will  tell  you  w^hich  of  your  clerks  makes  the  most  sales— which  clerks 
make  mistakes,  so  that  you  make  them  all  more  careful  and  useful. 

A  National  Cash  Register  is  as  Necessary  to  You  as  Your  Bank 

For  each  protects  the  money,  the  profits  you  have  worked  so  hard  to  get.  A  million  storekeepers  who 
are  using  National  Cash  Registers  tell  us  that  tliei'  would  not  do  business  without  them--could  not  in 
fact.  A  National  Cash  Register  combines  the  ever  watchful  eye  of  the  proprietor  with  machine-like 
accuracy  in  attending  to  details.  It  will  help  you  to  serve  more  customers  in  less  time  and  do  away 
with  the  delays  that  sap  profits. 

WRITE  FOR  BOOKLET  AND  NEW  PRICE  LIST  m 

The  National  Cash  Register  Co. 

Head  Office  and  Factory  for  Canada  at  Toronto.  F,  E.  MUTTON,  Canadian  M^r. 


We  manufacture  Cash  Registers  in  various  styles  and  prices  to  suit  every  pocket  and  every  busines*  from  $13  to  $870 
We  guarantee  to  supply  a  bstter  Cash  Rej;ister  for  less  money  than  any  other  concern  in  the  world. 
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A  Year  of  Co-operation 

ti  f^  0-OPERATION "  i.s  the    keynote    of    this 

V^  number  of  the  Review.  The  theme  owes 
its  .selection  to  evidences  contained  in  candid  state- 
ments by  merchants  during  the  past  year  that  many 
of  the  problems  retarding  the  success  of  their  efforts 
were  due  to  lack  of  .sympathetic  team-work  among 
employees  and  among  merchants  themselve.<. 


At  the  beginning  of  another  year  it  is  a  subject 
upon  which  there  should  be  the  clearest  under- 
standing by  those  to  whom  it  must  appeal. 

In  the  first  place  it  is  just  as  important  that  mer- 
chants as  a  body  should  have  a  smooth  running 
working  basis  in  the  communities  in  which  they 
live  as  it  is  that  the  sales  force  should  be  conver- 
sant with  the  contents  of  to-morrow's  advertisement. 
No  progress  can  ever  be  made  in  the  interests  of  any 
town  or  city  so  long  as  its  mercantile  constituency  is 
not  pulling  together,  does  not  understand  itself  or 
make  itself  understood,  does  not  evince  that  public 
spirit  which  appeals  so  strongly  to  the  mind  of  the 
people. 

Apart,  however,  from  the  merchant's  position  in 
the  community,  the  Review  is  as  keenly  interested 
in  the  means  whereby  he  might  secure  more  efficient 
service  through  co-operation  in  his  business.  This 
number  devotes  con.*ideral)le  of  its  space  to  a  dis- 
cussion of  the  subject.  Co-operation  between  the 
merchants  and  the  printer  in  order  to  secure  better 
results  in  the  appearance,  if  not  in  returns,  of  its 
advertising,  a  co-operation  between  members  of  the 
sales  force  that  will  immediately  indicate  a  live 
interest  in  the  business,  co-operation  between  mer- 
chants and  their  employees,  calculated  to  inspire 
their  confidence  that  he  has  their  welfare  and  suc- 
cess at  heart;  co-operation  between  buyers  and  trav- 
eling salesmen,  with  a  view  to  more  considerate  view 
of  the  problems  upon  which  there  has  been  mi.sun- 
derstanding  injurious  to  both  sides,  a  co-operation 
that  will  suggest  itself  to  customers  and  cultivate  in 
them  a  more  appreciative  interest  in  the  local  mer- 
chant's enterprise — these  are  phases  of  the  subject 
demanding  immediate  attention. 

It  is  a  theme  that  .should  have  vital  appeal  at  the 
present  time  with  a  new  year  begun  and  a  new 
season  fast  approaching.  No  organization  can  work 
to  advantage  imless  the  various  components  be  in 
absolute  .sympathy  with  each  other. 
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Fiction  in  Advertising 

TF  one  might  judge  from  adverti.semeut.s  in  the 
daily  papers  during  the  past  three  months,  the 
conclusion  seems  justifiable  that  manufacturers  and 
wholesalers  have  been  combating  very  serious  con- 
ditions. Some  "startling"  headings  liave  been  em- 
ployed in  explanation  of  "extraordinary  clearances." 
For  example,  it  is  heralded  in  one  place  that  "manu- 
facturers have  been  forced  to  sell;  that's  why  we  are 
able  to  quote  these  wonderful  prices."  In  another 
town  a  full-page  advertisement  bears  the  following 
intelligence.  "  The  lot  was  placed  on  sale  by  a. 
manufacturer  who  needed  the  money  and  we  were 
able  to  take  it  by  reason  of  our  splendid  buying 
power."  A  third  merchant  confides  thus  in  his  cus- 
tomers: "We  received  a  private  intimation  that  a 
jobber  had  decided  to  ease  his  stock,  so  we  were 
there  on  the  ground  floor.  We  doubt  if  prices  like 
these  have  even  been  offered."  Here  is  a  ■'•'  good 
one"  from  a  weekly  newspaper:  "The  whole -alcr 
and  manufacturer  must  fall  back  on  the  country 
merchant  when  they  run  into  financial  shoals.  This 
explains  our  ability  to  offer  these  goods  at  the  prices 
quoted.  We  have  done  our  share  to  solve  a  very 
serious  problem  for  these  big  houses,  but  at  the 
same  time  we  give  you  the  opportunity  of  a  lifetime 
to  save  money." 

Now,  while  it  may  be  all  true  enough  that  at 
certain  seasons  of  the  year  it  is  very  desirable  that 
stocks  be  cleared,  as  a  matter  of  good  business,  there 
seems  to  be  no  reasonable  excuse  for  a  merchant  to 
lock  the  doors  and  bar  the  windows  of  wholesale 
houses  and  manufacturing  concerns  in  describing 
his  opportunities.  As  a  matter  of  fact  there  are 
those  who  employ  the  language,  not  because  there 
is  any  incontrovertible  fact  behind  it,  l)nt  inerely 
as  the  first  excuse  available  to  hand  out  to  the  people 
in  putting  on  a  sale  with  the  object  of  clearing  out 
Hues  likely  to  be  held  over.  The  Review  knows  of  a 
case  where  two  manufacturers  and  one  jobber  were 
made  to  "fail"  to  .serve  the  purpo.^e  of  one  of  these 
sales  for  which  the  merchant  had  been  able  to  make 
some  exceptional  purchases,  but  not  because  of  any 
"trouble"  in  distributing  centres. 

Announcements  of  this  class  arc  absolutely  un- 
neces.sary,  and,  what  is  more,  they  create  false  impres- 
sions of  the  country's  mercantile  prosperity.  If  a 
merchant  has  stock  to  clear,  if  he  has  purchased 
goods  to  advantage  and  has  all  the  essentials  of  a 
promising  "event,"  he  will  find  that  results  will 
come  as  readily  and  in  as  good  volume  if  he  will 
confine  himself  to  the  news  value  of  his  different 
items  and  to  clear-cut  statement  of  fact.  Fiction  in 
advertising  serves  no  good  purpose.  No  need  to  flag 
the  assignee  before  the  actual  circumstances  de- 
mand it. 


An  Efficient  System 

ONE  of  the  most  important  resolutions  that  a 
merchant  can  make  wdth  the  beginning  of 
the  New  Year  is  to  render  still  more  perfect  the 
system  which  takes  care  of  the  hundred  and  one 
little  details  of  his  business. 

Very  often  an  important  department  is  in  charge 
of  some  member  of  the  statt",  and  it  is  necessary  for 
him  to  plan  out  a  system  of  his  own  in  order  that  his 
work  be  done  properly.  These  systems  within  the 
larger  general  system,  frequently  prove  unsatisfac- 
tory under  strain.  Some  part  of  an  order  may  be 
overstocked,  a  small  item  missed  which  might  mean 
tlio  loss  of  a  good  .sale.  The  other  day  a  merchant 
found  that  the  head  of  his  drapery  department  was 
carrying  in  his  head  the  different  quotations  which 
he  made  on  prospective  contracts.  Another  merchant 
discovered  that  his  window  trimmer  kept  no  record 
of  the  space  used  by  different  departments.  In  the 
first  case  a  dispute  about  a  bill,  and  in  the  second 
case,  the  complaint  of  a  manager  that  his  department 
did  not  get  a  fair  show,  discovered  the  defects  in  sys- 
tem. A  merchant  recently  told  The  Review  that  the 
head  of  one  of  his  sections,  kept  his  most  important 
information  in  a  small  book  in  his  vest  pocket.  He 
lost  it  and  several  very  important  contracts  which  he 
had  in  view  were  overlooked.  Now  reports  are  turn- 
ed in  daily  and  kept  on  file  in  the  office. 

It  is  just  as  necessary  for  the  merchant  to  exam- 
ine every  adjuct  of  his  business  system  at  the  begin- 
ning of  a  New  Year,  as  it  is  for  an  engineer  to  test 
his  locomotive  thoroughly  before  starting  out  on  a 
long  run. 

That  Policy  of  Retrenchment 

AT  this  season  of  the  year  when  many  mer- 
chants are  probably  thinking  of  retrenchment, 
when  they  decide  that  employees  of  long  .standing 
must  go,  as  well  as  those  employed  only  for  the 
Christmas  rush,  they  should  seriously  consider  the 
wisdom  of  a  course  that  would  ensure  their  staff 
that  would  the  better  enable  them  to  push  forward 
for  greater  busine.ss. 

While  the  merchant  may  not  choose  to  entertain 
the  fact  that  employees  discharged  are  certainly  not 
going  to  boost  his  business,  he  should  not  choose  to 
disregard  the  other  side  that  he  probably  could  find 
work  for  them  to  do  which  would  have  the  effect  of 
enhancing  the  store's  reputation,  and  leave  a  notice- 
able impression  upon  sales  records.  The  Review  is 
not  advocating  a  policy  of  increased  expenditure, 
only  asking  the  merchant  to  look  about  him  for 
opportunities  to  which  he  could  assign  to  advantage 
|)eople  whom  he  might  otherwise  be  constrained  to 
release.  It  is  all  a  matter  of  broader  outlook  and 
more  vigorous  effort  at  the  beginning  of  a  New 
Year  when  plans  for  an  approaching  sea,son  have  to 
be  worked  out. 
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Rooster  Brand 


When  you  travel 
on  the 


Canadian  Railways 


did  you  ever  think  of  the  army  of  men 
in  their  employ  who  wear 

WHITE  COATS? 

Do  you  know  that  nearly  all  those 
coats  are 

ROOSTER  BRAND? 


Robert  C.  Wilkins  Co.,  Ltd. 

MANUFACTURERS 

Business  Office  and  Factory  :    FARNHAM,  QUE. 

Montreal:  23  Dowd  St ,  R.  C.  Wilkins,  Jr. 
Winnipeg:   63  Albert  St.,  T.  Whitehead 


A  3-in-l  Combination  Desl( 

NOTE    THESE    PROMINENT    FEATURES. 

Answers  the  purpose  of  typewriter  desk,  writing  table 

and  filing  drawer. 

Where  space  is  costly  this  office  device  is  invaluable. 

Has  two  drawers,  but  can  also  be    furnished    with    a 

Filing  drawer. 

It  is  very  rigid  when  extended. 

Is  an  entire  office  on  legs. 

Would  just  solve  your  office  work. 

W^  sell  by  mail  direct. 

WRITE  TO-DAY  FOR  PRICES  AND  ILLUSTRATED  FOLDER 

DEPT.   A. 

The  Ontario  Desk  &  Supply  Go. 

15  Arthur  Street 

ELMIRA  ONTARIO 


BATTING 


NORTH  STAR,  CRESCENT  AND  PEARL 

These    brands    represent    the    batting   that   your 

customers  want. 

They're  made  from  long  staple  cotton,  white  as  snow, 

lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out  into  strong 

sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands. 


Order    of  your    Wholesaler. 


ROBERT   HENDERSON   & 

Dry  Goods  Commission  Merchant 
181-183  McGili  Street,  Montreal 

James  Stanbury  &  Co.,  Toronto 


CO, 
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Fighting  Vital   Retail  Problems  in  1912 

Buyers    Not   Always   to    Blame    for    Overbuying  —  Rule     of     Clean    Stocks, 

Greater    Turnover     and     Deliveries    to    Provide    Greater    Working     Capital 

—  A    Policy    of    All-round    Efficiency    Unaffected   by    Sentiment. 


WITHOUT  doubt  the  most  cot^tly  lessons  to 
advertisers,  managers,  buyers  and  employ- 
ers in  dry  goods  businesses  during  the  past 
ten  years  has  been  due  to  overbuying.  Whatever 
stock  system  is  in  practice  this  has  always  been  over- 
balanced by  the  stumbling  block,  which  sooner  or 
later  comes  to  all  buyers.  Numbers  of  instances  can 
be  cited  and  there  is  no  intention  to  place  the  blame, 
but  simply  discuss  primary  and  contributory  causes, 
which  lead  to  such  results. 

'  Not  Necessary  in  Average  Business. 

Some  merchants  call  it  investment,  and  it  might 
be  named  by  any  other  form  of  speculation,  but 
many  stores  in  Canada  to-day  will  show  such  con- 
ditions on  countless  stock  sheets,  whether  the  mana- 
ger is  aware  of  it  or  not.  In  the  average  business, 
turnover  is  not  sufficient  to  necessitate  such  immense 
stocks,  and  merchants  carry  assortments  which  in 
self-interest  are  unreasonble. 

It  is  not  so  much  a  polic}'  of  plunging,  as  the 
gradual  collecting  of  stocks  owing  either  to  unneces- 
sary buying  or  neglect  to  clean  up  profits  within 
stated  times,  on  those  orders,  which,  during  a  .style 
period,  were  justified.  Stock  sheets  show  gradually 
increased  amounts  with  .surprising  regularity,  as 
years  pass. 

A  Stonewall  Reality. 

It  will  be  claimed  that  inventory,  if  taken  on  a 
correct  basis,  is  worth  one  hundred  cents  on  the 
dollar  and  goodwill  of  business  is  an  asset  not  to  be 
overlooked.  Easiness  is  growing  but  the  recurring 
trouble  is  present  annually. 

It  is  very  seldom  that  the  policy  of  plunging- 
works  out  and  it  does  not  paj^  to  be  too  conservative 
but  everywhere  buyers  and  managers  are  faced  with 
the  stonewall  reality  that  stock  has  been  increa.sed, 
often  without  corresponding  increase  in  sales  and 
turnover. 

It  is  repeated  that  such  is  a  very  active  problem 
with  many  merchants  to-day  and  must  be  remedied 
in  order  to  defy  competition.  It  is  being  success- 
fully solved  by  systematized  departmental  stores. 
Merchants,  who  overcome  this  problem  and  profit 
by  results  shown  in  larger  establishments,  can  better 
control  their  bu.siness  and  .show  substantial  growth. 

By  No  Means  a  Theory. 

Every  merchant,  buyer  and  salesman  has  work- 
ed out  a  fairly  satisfactory  method  or  theory,  but  it 


is  questioned  if  it  is  thoroughly  or  .scientific  enough. 
It  would  be  an  ideal  business  in  which  turnover  is 
sufficient  to  pay  costs  of  the  goods  sold  or  in  fact 
where  merchants  could  do  business  Avithout  capital 
or  stock  investment  or  more  direct,  where  sales  are 
completed  before  goods  have  to  be  paid  for.  It 
is  not  theory  in  some  of  the  larger  stores  and  it  is 
jiossible  to  hew  closer  to  these  lines  than  is  being 
done  by  many  merchants. 

Must  Recognize  Conditions. 

There  are  always  comparisons,  as  to  what  other 
fellows  are  doing,  and  ded  actions  can  be  made  as  to 
one  town  or  another  with  equal  accuracy.  Whether 
these  deductions  are  considered  irrelevant  or  odious 


Buyer. — Let  me  see  :  I  think  I  shall  take  10  pieces. 

Salesman.— Ten  pieces  !    Why  not  take  a  case?    Blank  &  Co.  over 
in  Tonchbuin  took  a  case.    You  can  handle  as  much  as  they  do. 


may  be  a  matter  of  individual  opinion  but  locality 
excuses  do  not  count  as  strongly,  as  they  did  five  or 
ten  years  ago.  Merchants  must  recognize  these  con- 
ditions and  adopt  the  necessary  methods  of  insuring 
better  success  of  their  stores. 

Numerous  objects  must  be  attained,  expansion 
of  profits,  (that  is  net  profits)  and  reduction  of  ex- 
penses in  the  first  place.  There  is  no  doubt  but 
that  inventories  will  show  decided  increases  in  the 
cost  of  doing  business,  salaries,  rent,  light,  heat  and 
extras,  but  it  is  questionable  if  provisions  have  been 
made  to  offset  these  increased  amounts. 

Opinions  Differ  on  This  Point. 

Returning  to  the  attack  on  stock,  the  result  aim- 
ed at  is  to  have  stock  carried  remain  normal,  unless 
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extra  departments  are  added.  Under  prevailing  con- 
ditions, this  is  showing  a  decrease  but  to  actually 
decrease  stocks  with  a  corresponding  increase  in 
turnover  combined  with  a  main  desire  that  all  goods 
should  pay  for  themselves  through  sales,  is  the  sec- 
ond instance.  These  are  widely  diversified  objects 
but  do  merchants  really  know  what  thoy  are  doing, 
or  realize  what  is  l)eing  done  to  reach  this  basis? 
Different  stocks  in  different  towns  would  warrant  the 
conclusion  that  there  is  widely  diversified  opinions. 

Reasons  for  Overbuying. 

What  are  the  fundamental  reasons  for  overbuy- 
ing. Thej^  are  numerous  and  in  several  instances 
result  from  shortsightedness.  Established  business 
and  buying  power  is  a  very  strong  factor.  It  is 
stated,  with  pride,  that  "the  buyer  goes  to  Europe," 
'■'we  import" — with  consequent  piling  up  of  quanti- 
ties, which  are  considered  investment  but  are  carried 
because  of  working  capital. 

Every  importing  buyer  on  his  .'-emi-annual  buy- 
ing trip  forecasts  what  he  may  require  for  the  next 
six  months  and  although  satisfactory,  there  are  mis- 
takes. No  buyer  is  clever  enough  to  buy  six  months 
ahead  under  present  style  conditions.  If  he  could, 
dry  goods  would  be  a  never-ending  source  of  profit 
with  no  chances  taken. 

Salespeople  Lose  Interest. 

Piles  of  aforesaid  goods  are  received  in  such 
quantities  that,  except  in  staples,  salespeople  are 
tired  of  seeing  them  before  they  are  sold  and  lose 
interst.  There  is  no  redress  in  cases  of  mistakes, 
and  these  occur.  Repeats  are  slow  and  what  hap- 
pens? In  buying  these  staples  there  is  a  saving  of 
wholesalers'  profits  or  margins  on  quantity  pur- 
chases, but  quantities  entailed  are  a  pitfall  to  over- 
buying. It  is  not  import  buying  that  is  in  fault 
but  influences  of  quantity,  which  are  criticised. 
Sooner  or  later  buyers  forget. 

Buyers  may  argue  that  there  is  no  telling  how 
much  buisness  can  be  done  if  they  are  given  a 
chance,  but  support  is  not  always  consistent.  This 
will  be  mentioned  later.  Deliveries  are  another  mat- 
ter and  ten  pieces  now  and  ten  pieces  again  sell  as 
well  as  twenty  pieces  at  one  shipment  and  does  not 
have  to  be  paid  for  as  soon,  which  is  a  help  to  in- 
creased turnover  of  stock. 

Another  question !  Are  expen,ses  involved 
counteracted  by  extra  .savings  on  quantity  import 
purchases?  How  many  merchants  figure  or  know 
the  advances  or  losses  made,  if  any? 

Motive  Always  Overbuying. 

Dry  Goods  retail  firms  are  growing  Avith  the 
country  and  stores  throughout  Canada  are  no  longer 
one-man  e.stablishments.  It  is  all  very  well  at  the 
end  of  the  year  to  see  how  much  better  things  could 
have  been   done,  but  to  rectify  or  anticipate  those 


policies  and  mistakes  another  year  is  a  cHfferent  mat- 
ter. Merchants  have  to  give  their  confidence  and 
literally  trust  their  capital  in  other  hands  to  direct, 
and  this  increases  the  numbers  of  perplexing  prob- 
lems. When  mistakes  are  made  merchants  blame 
I'uyers  and  buyers  blame  their  employers.  Some- 
times both  are  at  fault  through  lack  of  co-operation 
but  the  motive  is  always  overbuying. 

Enthusiasm  is  largely  responsible  and  the  con- 
tagion works  both  ways.  Nine  salesmen  out  of  ten 
are  given  an  order  for  a  stated  quantity  of  one  line 
and  they  immediately  suggest  doubling  it.  Name 
half  the  quantity  in  the  first  place  and  results  are 
the  same.  Lack  of  firmness  in  agreeing  in  many 
cases  means  overbuying,  as  in  making  selections 
l)uyers  are  guided  by  last  year's  orders  arid  sales, 
even  if  it  is  memory. 

Quantity  Required — Time  Basis. 

Instances  are  given  of  large  orders  received  in 
another  town  and  compared  with  quantities  being 
placed.      Sometimes   salesmen    are    right   but    mer- 


Merchant.— Well,  here  are  tlio  records.  The  stock  has  increased 
and  there's  nothing  else  for  it. 

BuvER  — Why  do  you  tell  me  now?  I  should  have  known  two 
nioiilhs  affo.  Why  did  you  not  take  nie  into  your  confidence  ?  1  see  I've 
had  a  handicap  I  knew  notliing  of. 

chants  have  to  pa^-  for  goods  bouglit.  If  such 
conditions  are  evident  they  are  worth  inciniring  into, 
comparing  locality  served,  ability,  policy,  agressive- 
ne.ss  and  ultimate  success.  Reasons  will  .soon  be 
evident  and  it  is  tlicii  time  to  decide.  It  is  not  how 
much  other  fellows  buy  but  quantity  required  for 
the  store  they  work  for  that  buyers  must  remember, 
until  cases  are  identical. 

Gifts  to  Salespeople. 

There  are  many  minor  reasons,  which  assist  to 
overbuying  and  the.se  are  ever  at  work.  Besides 
tho.se  few  men  who  insi.st  on  a  l)onus,  which,  from 
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travelers'  reports  are  not  decreasing,  there  are  ex- 
cuses of  preference  or  personal  friendship.  Each 
merchant  has  to  contend  with  gifts  to  salespeople, 
against  the  rules  but  unknowingly  evident.  Any- 
thing to  get  an  order.     Travelers  are  not  to  blame. 

Can't  Resist  Temptation. 

Perhaps  the  most  overlooked  cause  of  overbuy- 
ing is  an  inability  to  resist,  combined  with  the 
ranges  of  samples  most  buyers  are  compelled  to  look 
at  in  order  to  get  a  broad  grasp  of  market  condi- 
tions. This  is  an  excellent  way  to  keep  conversant 
with  styles,  and  it  is  perfectly  right  that  buyers 
should  see  everything  offered,  if  time  permits,  or 
make  time,  but  it  is  morally  impossible  that  every 
representative  receive  an  order. 

Travelers  do  not  yet  realize  that  refusal  to  buy 
to-day  does  not  mean  curtailing  future  business  or 
precludes  possibility  of  another  order.  Many  make 
it  a  rule  not  to  call  again  and  thereby  prejudice  their 
own  chances  of  opening  a  good  account.  A  minor 
order  is  given  in  consequence,  and  it  is  these  small 
statements  which  often  count  up  into  figures  at  first 
unthought  of  and  forces  buyers  to  refuse  on  the  next 
trip. 

Persistent  Checking  Required. 

Other  causes  require  persistent  checking,  can- 
celation, overlapping  orders  and  quantity  duplicat- 
ing. Many  buyers  are  unjustly  accused  of  always 
returning  goods  but  it  is  a  safe  guarantee  that  they 
know  what  they  purchased  in  the  beginning.  Week- 
ly order  sheets  for  immediate  delivery  overlap  plac- 
ing orders  and  a  necessity  at  once  for  goods  not  in 
stock  in  one  wholesale  and  bought  elsewhere,  is  dup- 
licated by  a  shipment  sent  on  when  goods  are  re- 
ceived at  the  warehouse.  A  few  dozen  does  not  make 
any  difference,  or  it  is  not  noticed  in  checking,  bills 
come  in  and  nothing  is  said  until  stock-taking,  when 
the  quantity  left  helps  to  swell  the  charge  of  over- 
buying. 

Buyers  Often  in  the  Dark. 

Suppose,  for  instance,  it  is  decided  to  increase 
stock  and  buyers  have  placed  orders,  is  there  any 
way  of  checking  amounts  before  signing  sheets?- 
True,  approximate  figures  are  possible  and  some 
stores  insist  on  an  estimate  being  stated  by  house 
representatives.  In  most  cases,  as  far  as  the  amount 
to  which  orders  will  figure  up  is  concerned,  buyers 
are  often  completely  in  the  dark  and  remain  so  until 
surprised  on  receipt  of  invoice.  Here  is  the  begin- 
ning of  other  troubles. 

Lack  of  Efficient  System. 

Buyers  are  disappointed  in  support  given  by  the 
management.  Some  other  departments  get  prefer- 
ence of  windows  and  advertising  space.  No  atten- 
tion is  given  to  representation  or  necessities  of  his 


stock  within  the  seasonable  time,  as  was  to  he  ex- 
pected. Sometimes  the  amount  of  publicity  is  not 
attended  with  corresponding  results-  to  last  year's 
efforts.  There  are  no  statistics  to  guide  in  amount 
of  stock  on  hand  weeklj^,  monthly  or  semi-annually. 

With  some  statement  each  week  of  sales,  stock.<5 
at  the  same  time  last  year,  approximate  stock  now-, 
instructions  as  to  weekly  sales  or,  if  necessary, 
amount  of  reduction  of  stock  to  normal  level  at  a 
seasonable  date,  is  not  available. 

This  information  should  be  in  the  hands  of  every 
buyer,  not  total  amounts  but  divided  as  to  sections 
with  instructions  and  comments. 

Do  salesmen  and  buyers  get  this  departmental 
information  or  is  that  letting  them  know  too  much 
about  business? 


Manager.— W  hatdo  you  intend  doing  with  that  pile?    Could  we 
not  have  done  with  part  of  it  and  repeated  in  Blay  .' 

Buyer.— It  certainly  looks  a  lot. 


Is  the  semi-annual  clearing  sale  a  series  of  losses 
on  some  quantities,  which  could  have  been  success- 
fully ^old  earlier  in  the  season  at  a  better  price  even 
if  it  meant  partial  reduction? 

How  much  is  there  between  loss  in  the  beginning 
or  at  the  end  of  the  season? 

Selling  "Off  the  Side." 

Apparent  sales  success  is  an  excuse  for  overbuy- 
ing and  in  reality  is  nothing  more  or  less  than  sell- 
ing "off  the  side"  of  an  ever-increasing  stock.  While 
monthly  sales  mount  higher  there  is  every  reason 
for  congratulations,  but  it  is  entirely  overlooked 
that  stock  is  getting  beyond  eontrol.  Any  man  can 
distribute  the  cream  of  an  incoming  stock  but  it 
takes  a  .salesman  and  buyer  to  do  so  without  increas- 
ing investment. 
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Mental  Summary  Not  Reliable. 

This  same  excuse  has  another  influence  and 
while  far-fetched  it  is  true  before  the  year  is  over. 
One  buyer  is  as  anxious  as  another  to  make  a  show- 
ing and  takes  exactly  similar  steps,  greater  stock  to 
effect  larger  sales,  simply  because  of  the  success  of 
his  confrere  in  another  department.  He  may  know 
that  total  buying  has  increased  but  he  has  only  a 
mental  summary  of  total  new  stock  and  no  idea  how 
far  amounts  of  profit  on  sales  and  daily  turnover  off- 
sets the  increased  amount  of  purchases.  No  doubt 
he  may  have  an  approximate  idea  but  sometimes 
sales  have  not  really  shown  any  such  profit  on  ac- 
count of  stock  reductions  on  quantities  which  are 
surely  the  result  of  accumulations,  poor  buying  or  in 
other  words,  tributary  to  overbuying.   ■ 

Working  With  a  Bi;rden. 

If  a  loss  is  registered  against  a  department  with 
no  corresponding  charge  against  the  merchandise 
account  of  that  section,  buyers  are  working  with  a 
burden  equal  to  amount  of  total  reduction.  As  for 
the  year's  profits,  it  will  be  claimed  they  will  show 
up  all  right,  but  this  does  not  tend  to  get  the  buying 
on  a  scientific  basic. 

Do  merchants  or  buyers  know  the  total  loss  or 
profit  of  such  reduction  on  a  pile  of  goods  thrown 
out  for  an  average  price  selling  or  clearance?  What 
is  the  total  charge  against  said  reduction,  taking 
plus  or  minus  percentage  and  adding  actual  cost  of 
doing  business? 

Indirectly  this  has  an  important  influence  on 
overbuying,  because  it  suggests  to  buyers  that  they 
have  working  capital,  which  can  be  exepended  in 
new  merchandise,  whereas  such  amount  is  still  rep- 
resented in  stock. 

As  an  ea.sy  instance,  say  that  total  profit  is  $100 
estimated  on  a  purchase  partly  sold  at  stipulated 
profit.  There  are  100  yards  left  on  which  a  loss  of 
10c  a  yard  means  $10.  This,  plus  the  costs  of  doing 
business  (which  are  still  going  on)  figured  at  20  per 
cent,  on  $50  worth  of  goods,  is  another  $10.  First 
profit  is  thereby  reduced  to  $80,  whereas  buyers  are 
working  on  a  capital  of  $100  and  therefore  spend- 
ing $20  still  represented  in  stock,  thereby  increasing 
stock  $40.  This  may  seem  small,  compared  with 
the  yearly  turnover  but  it  is  the  repetition  of  this 
pr(K'Ccding  that  makes  the  management  wonder  that 
departments  have  nmch  larger  stocks  than  what  was 
implied  by  having  stock  in  good  shape,  or  was  ex- 
pected. 

Short-Sighted  Policy. 

Each  merchant's  troubles  in  tliis  respect  are  in 
accordance  with  the  perfection  of  his  sys-tem  or  to 
succe.s.sful  methods  he  has  evolved. 

About  the  only  result  so  far  has  been  "to  fire" 
the  buyer,  curtail  for  a  time  and  then   proceed  to 


allow  another  buyer  to  do  just  the  same  until  his 
probation  is  over  and  he  exceeds  his  limit,  after  the 
management  has  lauded  his  achievements  as  a  buy- 
er. Buyers  discuss  the  matter  with  travelers  and 
they  are  often  right  in  their  assertion  that  a  short- 
sighted policy  is  being  pursued.  It  is  claimed  buy- 
ers do  as  well  as  conditions  permit  and  often  know 
more  than  they  are  given  credit  for  in,  actually  siz- 
ing up  demands  and  growing  with  the  community. 

Themselves  to  Blaaie. 

Of  course,  there  are  buyers,  who  overbuy  and  it 
seems  impossible  to  point  out  to  them  that  their 
success  and  corresponding  increase  of  salary  either 


Salesman.— Throw  it  out,  I'm  tired  of  it. 
BuvER.— I  think  that  will  sell  without  cutting  the  price. 
Merchandise  Man.— No  ;  put  a  price  on  it. 
Merchant.—  !    !    ?    !    ! 

with  the  firm  they  are  at  present  connected  with,  or 
another  employer,  depends  on  keeping  within  con- 
trol, payments  and  investment  on  stock.  These  same 
men  after  they  have  had  a  lesson  will  start  in  busi- 
ness for  themselves,  do  identically  the  same  and 
reach  such  results  in  one,  two  or  three  years,  sooner 
oi'  later.  In  such  cases  they  have  themselves  to 
l)lame  for  losses.  It  would  seem  that  although  buy- 
ers often  bear  the  brunt  of  merchants'  side-stepping 
the  issue,  they  are  not  entirely  at  fault.  More  often, 
they  are  dismissed  as  a  result  of  circumstances  and 
lack  of  co-operation. 

More  Scientific  Basis. 

Wliat  are  merchants  going  to  do  to  attain  this 
fourfold  result  or  put  their  selling  force  on  a  more 
scientific  l)asis  in  order  to  in.sure  support  to  buyers'' 
First  of  all,  is  to  increase  yearly  stock  turnover  often 
enough  to  allow  of  the  least  financial  investment 
and  to  spread  the  amounts  of  payment  so  as  to 
permit  taking  all  discounts.  Most  merchants  know 
this.  To  do  so  is  another  matter  and  results  do  not 
necessarily  involve   less  buying  but  greater  assist- 
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ance  in  handling  to  enable  buyers  to  carry  out  their 
policy,  provided  merchant  and  buyer  see  as  one 
in  cases  of  quantity  purchases. 

Distance  from  markets  may  be  quoted  as  a  reason 
to  make  closer  buying  an  impossibility,  but  one 
thing  is  certain,  buyers  can  always  get  goods.  It 
is  in  reality  the  closeness  to  many  large  centres  of 
distribution  which  has  made  merchants  more  inde- 
pendent. 

Increase  Stock  TrRNOVER. 

It  will  be  stated  that  merchants  cannot  increase 
numbers  of  stock  turnovers  a  year  on  account  of 
lines,  which  must  be  carried,  that  the  same  turnover 
cannot  be  done  with  less  stock  at  a  given  time. 

Is  this  true?  It  is  suggested  that  merchants  criti- 
cize their  stocks  and  satisfy  themselves  how  much 
stock  they  could  do  without  to  do  the  same  business 
if  surplus  or  slow  sellers  were  eliminated  or  had 
never  been  stocked.  By  judicious  use  of  advertising, 
quick  sales  and  turnover,  express,  night  letter,  and 
telephone  or  telegraph  it  is  possible  to  increase  stock 
turnover.  This  is  a  first  remedy  toward  meeting  the 
problem. 

In  comparing  and  criticizing  many  stocks  in  one 
town  and  another  and  it  is  often  a  general  condi- 
tion, it  is  asserted  that  if  merchants  would  consent 
to  relieve  their  stocks  of  unsalable  accumulations, 
charge  it  up  against  departments  and  their  pro- 
ceeds, greater  turnover  would  result  within  a  year. 
There  would  be  that  much  more  working  capital 
to  be  re-invested  in  goods,  which  under  a  new  policy 
combines  greater  turnover  because  new  goods  bought 
are  kept  moving.  If  goods  do  not  measure  to  this 
standard  it  is  for  buyers  to  pass  them  up. 

The  Desired  Result. 

Quantity  shipments  of  many  lines,  staples,  un- 
derwear, etc.,  can  be  scattered  over  more  shipments 
and  received  as  required.  This  is  not  costing  any 
appreciable  extra  amount.  It  lessens  stock  without 
depreciating  sales  and  is  more  in  keeping  with  short- 
er datings  or  taking  discounts  within  10  or  30  days. 
Turning  stock  12  times  a  year  practically  means 
no  investment  and  pays  for  itself.  Some  stores  are 
doing  this  in  several  departments  and  it  is  up  to 
merchants  to  endeavor  to  bring  their  sections  nearer 
to  this  result. 

Following  this  decision  comes  the  problem  of 
discerning  which  stock  shall  be  eliminated.  It  is 
usually  the  case  that  merchants  are  busy  with  office 
work,  cash  and  sales,  too  busy  in  fact  to  look  after 
system  between  buyer,  advertiser  and  salesmen.  This 
accounts  for  his  inability  to  detect  mistakes  until  it 
is  too  late. 

Merchandise  men  have  become  a  necessity  and 
few  retailers  can  successfully  act  for  themselves  or 
independently.  Weekly  bargain  day  or  clearance 
sales  do  not  always  mean  that  stock  is  kept  clean,  as 


there  is  often  a  year's  difference  between  times  of 
price  reduction  on  identical  lines  in  different  towns. 
Rules  of  turnover  and  sales  are  best  criterions  of 
clean  stock. 

It  is  not  necessary  for  merchants  to  lose  touch, 
but  there  is  that  about  the  situation  which  should 
assure  buyers  that  support  so  necessary  to  successful 
turnover  of  stock.  It  should  not  be  forgotten  that, 
under  a  merchandise  man's  supervision,  stock  is  ac- 
tually worth  more  on  account  of  business  ability. 

Avoid  These  Serious  Mistakes. 

There  is  no  reason  for  antagonism  between  buy- 
ers and  merchandise  men.  This  attitude  has  some- 
times led  to  grave  mistakes  and  rules  of  retailing 
which  entailed  losses  for  several  reasons.  It  is  grant- 
ed that  buyers,  salesmen  and  advertiser  get  weekly 
statements  of  results  and  that  each  is  cognizant  of 
what  is  being  done  or  has  to  be  accomplished  by 
stated  dates  and  that  merchandise  men  know  their 
I'usiness  from  an  efficiency  standpoint. 

First  of  these  mistakes  is  a  policy  of  starving 
stock,  literally  forcing  buyers  to  refuse  what  they 
know  was  good  buying  because  stock  must  be  kept 
down  to  a  limit.  Instead  of  this  contingency  and  it 
must  be  admitted,  buyers  are  as  close  to  selling,  as 
merchandise  men  that  is  within  their  own  depart- 
ments, with  control  both  ways  and  co-operation, 
these  lines  could  be  handled  to  help  increase  turn- 
over. In  many  instances  this  could  be  done  quite 
easily  if  merchandise  men  understood,  perfectly, 
coming  business  or  style  demand. 

Sacrificing  Goods. 

Secondly,  there  is  a  tendency  to  sacrifice  goods 
at  times,  which  are  worth  more.  This  gives  rise  to 
numerous  bargains  and  it  may  be  claimed,  helps 
keep  customers  coming,  but  in  many  departments 
it  seems  foolish  to  quote  staple  lines  at  or  below  cost 
because  an  order  goes  through  that  stock  must  be 
reduced  to  a  stated  figure  for  stock-taking  or  other 
reasons.  Instead  of  cleaning  out  unsalable  or  slow 
lines,  heads  of  departments  make  prices  effect  ad- 
justment and  immediately  place  another  order  for 
identical  goods,  which  cannot  be  improved  upon. 
Such  steps  may  make  working  capital  to  be  used 
between  seasons  but  how  often  leaders  are  found  to 
include  lines  which  will  be  rebought  within  30 
days. 

Not  Always  a  Case  of  Value. 

Thirdly,  in  a  spirit  of  "I  told  you  so"  and  fric- 
tion between  merchandise  men  and  buyers,  mistakes 
are  made,  which  are  never  in  an  employer's  interest. 
In  keeping  with  most  clerk's  rules,  all  slow  selling 
lines  or  odds  and  ends  are  relegated  to  .spaces  under- 
neath counters  or  piled  away  until  a  price  will  be 
put  on  for  clearance.  Buyers  agree  to  prices  sug- 
gested by  merchandise  men,   knowing  that  better 
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prices  could  be  had  with  increased  turnover.  It  is 
not  a  case  of  value  always,  but  space  for  display  or 
location.  While  merchandise  men  are  showing  their 
efficiency  in  keeping  close  to  departments  and 
pounding  prices,  they  could,  instead,  get  prices  sug- 
gested, from  another  buyer,  whose  location  is  pre- 
ferred. 

It  may  meet  with  strenuous  opposition  at  the  be- 
ginning, but  often  works  out  that  another  buyer 
can  make  a  profit.  This  is  a  question  of  salesman- 
ship often  beyond  buyers'  control,  but  easily  reme- 
died by  placing  goods  before  passing  crowds  and  al- 
lowing other  buyers  to  profit  at  the  expense  of  such 
quotations. 

This  discrimination  is  a  finesse  of  salesmanship 
more  often  necessary  than  amount  of  stock,  sales, 
and  information  imparted  by  merchandise  men.  It 
is  a  guarantee  that  competition  and  advertising  in 
these  cases  is  increasing  values  of  stock. 
Preference  to  Accounts. 

Fourth,  buyers  are  instructed  to  give  preference 
and  purchase  from  certain  houses,  because  of  long- 
standing account  or  other  reasons,  perhaps  senti- 
mental. Merchants  who  are  open  to  conviction,  and 
ready  to  increase  turnover  will  compare  values  in 
such  cas^s  and  allow  buyers  to  convince  them, 
when  better  lines  can  be  procured.  With  limited 
capital,  it  is  unwise  to  spread  accounts  but  by  care- 
ful handling  and  the  same  method  of  turnover  it  is 
possible  to  make  sales  pay  for  purchase  price  quite 
often.  Then  there  is  knowledge  and  confidence  of 
superior  values. 

Getting  Most  Value. 

It  is  as  easy  to  pay  for  a  seller  from  one  house 
as  a  non-seller  from  another  and  a  blame  sight  easier 
when  goods  sell  and  better  values  are  received  and 
given.  No  one  firm  can  lead  year  after  year  in  all 
lines  and  it  is  for  buyers  to  discern  by  comparison, 
where  they  can  get  most  value  each  year.  Why 
then  should  they  be  handicapped?  This  is  one 
detrimental  feature  to  greater  turnover  and  through 
this  turnover  to  be  in  a  position  to  demand  better 
values  that  merchants  are  erperiencing  to-day. 

A  .sensible  rule  to  follow  is  to  insist  on  guaran- 
teed better  selling  values  with  those  l>eing  sacrificed, 
which  can  always  be  done  preparatory  to  another 
season.  There  is  added  confidence  expressed  by 
salespeople.  By  comparison,  this  same  connection 
or  policy  accounts  for  the  leading  patronage  one 
firm  always  enjoys  in  a  town's  favor  compared  with 
its  competitors.  Any  merchant  who  adopts  this 
policy  for  one  year  cannot  be  persuaded  to  revert, 
as  this  is  the  result  of  specialty  business  within  his 
gra.sp.     Turnover  always  tells. 

The  L.\rge  and  Small  Store. 

Now  in  regard  to  turnover.  It  is  easier  to  buy 
for  a  store  with  a  large  output  than  it  is  for  one 
of  smaller  sales.     On  one  hand,  with  large  sales. 


almost  anything  can  be  sold  and  it  is  s-imply  a  case 
of  judging  quantities,  which  is  done  by  having 
goods  come  in  simply  to  replace  sales  made.  Other- 
wise with  increased  demand  and  sales  there  is  quick- 
er inquiry  for  goods,  which  often  proves  a  hint  to 
coming  sales  and  means  a  run  which  can  be  prepared 
for.  For  this  reason,  it  will  be  admitted  that  larger 
.stores  always  have  new  goods  firet  even  if  it  is  only 
10  days  in  advance. 

That  Catlike  Suspicion. 

Average  mercantile  buyers  in  small  towns  are 
really  cleverer  than  city  buyers  and  have  to  exer- 
cise more  care  in  their  selections.  If  a  mistake  is 
made  it  is  harder  to  rectify  and  increased  turnover 
would  help  them  out  of  their  dilemma.  There  are 
also  about  twenty-five  people  to  criticize  and  tell 
about  a  mistake  made  and  only  too  glad  to  get  a 
chance,  all  because  merchants  do  not  support  their 
buyers,  as  confidently  as  when  they  pulled  off  a 
money-making  deal,  which  proved  successful. 
Nothing  is  ever  heard  of  these  but  there  is  always  a 
catlike  suspicion  or  hope  of  cause  to  call  a  mistake 
in  overbuying.  In  a  departmental  store  similar  buy- 
ing would  not  mean  a  noticeable  error  because  of 
demand  and  everyday  opportunities  of  selling  any- 
thing that  might  be  ofi^ered  if  prices  are  made  right. 
What  It  Means  for  1912. 

A  policy  of  bettering  business  conditions  does 
mean  an  encouraging  view  for  1912.  It  may  not  be 
necessary  to  get  rich  in  a  year  or  even  in  numbers  of 
years,  but  there  is  a  growing  satisfaction  in  know- 
ing that  each  year  is  bearing  its  own  burden.  Very 
few  merchants  are  in  business  for  pleasure,  but  for 
next  year's  profits.  These  will  be  much  enhanced 
l)y  getting  closer  to  business  and  solving  the  prob- 
lems involved  in  as  far  as  they  apply  to  that  business.. 
Turnover  With  Profit. 

Turnover  with  corresponding  profit  is  the  object. 
Turnover  means  greater  buying  without  overbuying, 
and  once  this  problem  is  evolved  there  is  satisfaction 
for  merchant,  buyer,  salesman  and  merchandise 
man.  It  may  only  mark  the  business  experience  of 
a  lifetime — this  combat  against  these  principles  sug- 
gested by  merchandise  men  and  buyers,  but  condi- 
tions are  not  the  same  as  they  were  twenty  years  ago, 
or  ten  or  five  years. 

Business  is  business  in  1912,  and  it  is  going  to 
merchants  who  have  the  largest  turnover  and  pro- 
vide cleanest  stocks. 

Be  sure  values  and  styles  are  right  and  go  ahead. 
There  is  no  sentiment  in  business.  Buy  carefully, 
often  and  confidently,  assorting  deliveries  to  keep 
down  stock  consistent  with  greater  turnover,  and 
insist  on  deliveries.  In  cases  of  exceptional  transac- 
tions, hold  a  consultation,  but  make  sure  about  ship- 
ment. This  will  mean  a  greater  fight  than  the  other, 
but  it  is  sure  of  success,  no  matter  how  long  a  busi- 
ness has  been  established. 


This  department  is  open  to  the  use  of  dry  goods  retailers, 
wholesalers,  and  manufacturers  for  enquiry  or  discussion  upon 
matters  of  practical  interest  to  the  trade.  The  Review,  however, 
does  not  necessarily  hold  itself  responsible  for  personal  opinions 
■expressed.  The  department  is  solely  for  the  purpose  of  facili- 
tating  helpful   exchange   of  information,   ideas  and  views. 


For  Better  Trade  Relations 

Retailer  Declares  that  the  Obligations  Impos- 
ed by  Inter-dependence  are  Often  Overlooked 
—  Complains  of  Poor  Deliveries. 

Editor  Dry  Goods  Review: — Perhaps  there  are 
very  few  persons  in  Canada,  either  in  or  out  of  the 
retail  dry  goods  trade  who  ever  stop  to  think  of  the 
actual  value  of  that  trade  as  a  whole  to  the  people 
of  Canada. 

For  so  long  have  we  been  subject  to  the  laws  and 
ways  of  competition — of  every  man  for  himself, 
without  any  regard  to  the  other  fellow — that  we 
have  lost  sight  of  our  solidarity  and  our  place  in 
the  political  economy  of  this  Dominion. 

Let  us  state  at  the  out.'-^et  that  the  retailers  of 
dry  gods,  the  men  who  hand  them  out  piece  by  piece 
and  yard  by  yard,  are  men  with  whom  Canadians, 
as  civilized  beings,  cannot  dispense.  We  have  the 
manufacturers,  the  wholesalers  or  jobbers  and  the 
retail  trade.  We  are  each  and  all  dependent  and 
interdependent.  Recognition  of  that  fact  and  bear- 
ing it  in  mind,  shows  the  necessity  of  having  the 
inter-relations  such  as  will  afford  every  part  its  best 
opportunities.  So  much  is  it  overlooked  that  manu- 
facturers and  wholesalers  are  apt  to  overlook  their 
obligations  to  render  retailers  good  and  efficient  ser- 
vice. That  may  be  putting  it  in  new  form,  but  it 
is  putting  it  in  proper  form.  Poor  service  upon 
the  part  of  manufacturers  and  wholesalers  is  respon- 
sible for  a  larger  proportion  of  unsuccessful  retail 
business  than  manufacturers  and  wholesalers  are 
prepared  to  admit.  If  all  orders  were  filled  by  manu- 
facturers and  wholesalers  as  exactly  as  payments  are 
looked  for  from  their  customers  the  retail  trade  in 
Canada  would  be  revolutionised. 

It  may  be  different  with  some  of  the  larger  con- 
cerns who  no  doubt  get  their  orders  better  looked 
after  on  account  of  their  largeness;  but  there  is  a 
general  feeling  throughout  the  retail  trade  of  which 
this  is  an  expression,  that  the  orders  taken  by  manu- 
facturers and  wholesalers  from  the  general  trade  do 
not  receive  that  careful  and  rigid  attention  to  which 
the  trade  is  entitled. 


Retailers  must  have  the  goods  they  want  when 
tliey  want  them,  or  their  business  cannot  be  done. 
And  they  are  entirely  dependent  upon  the  manu- 
facturing and  wholesale  trade  for  their  supplies. 
Too  many  manufacturers  and  wholesalers  ignore  the 
fact  that  the  date  for  delivery  is  as  much  a  part  of 
the  contract  as  the  date  of  payment.  They  seem  to 
think  that  once  an  order  for  goods  is  taken  it  may 
Ije  filled  at  their  convenience,  or  not  at  all,  and  it 
makes  no  difference.  In  fact,  so  general  has  this 
attitude  become  with  manufacturers  and  wholesalers 
that  the  actual  necessities  of  the  general  public, 
who  are  dependent  upon  the  retail  trade  and  upon 
whom  the  retail  trade  depends,  scarcely  enter  into 
the  consideration  at  all.  Not  only  that,  but  there 
seems  to  be  a  general  laxity  (upon  the  part  of 
Canadian  manufacturers  particularly)  in  regard 
to  giving  the  goods  up  to  sample.  Whether 
it  is  that  there  are  not  enough  persons  en- 
gaged in  manufacturing  to  supply  the  wants  of  the 
trade  with  proper  stuff  at  the  proper  time,  or  that 
the  wholesale  trade  does  not  look  well  after  the 
matter  to  see  that  they  do,  there  can  be  no  doubt 
that  one  of  the  crying  evils  from  which  the  Cana- 
dian retail  trade  is  suffering  to-day  is  that  of  poor 
deliveries  of  wanted  goods.  No  doubt,  the  dividing 
of  large  houses  into  departments  where  the  manag- 
ers are  expected  to  do  a  gigantic  business  on  a  small 
stock  of  supplies  has  a  great  deal  to  do  with  bad 
deliveries  and  its  worse  results  of  substitutions  and 
faulty  goods.  When  we  recognize  as  we  should  that 
the  retail  trade  must  have  necessary  supplies,  which 
in  turn  they  must  get  from  the  manufacturing  and 
wholesale  interests,  we  will  have  taken  the  first  step 
towards  effecting  a  community  of  interests  between 
them  all  which  all  thinking  retailers  know  we  do 
not  now  possess.  Over-buying  or  underbuying  is 
the  retailer's  own  part  with  which  he  must  reckon 
and  for  which  he  cannot  blame  any  but  himself. 
But  when  he  fails  to  get  what  he  orders  at  the  time 
agreed  upon,  or  worse  than  that,  gets  something  for 
which  he  did  not  bargain  at  all,  that  part  of  the 
business  is  not  his  responsibility. 

The  very  same  obligation  should  rest  upon  the 
wholesale  and  manufacturing  interests  for  the  exact 
filling  of  their  orders  as  to  quality,  quantity  and 
time  as  rests  upon  retailers  to  be  exact  in  dealing 
with  the  public.  At  present  the  former  obligation 
seems  a  minus  quantity  in  the  Canadian  dry  goods 
trade.  Canadian  Retailer. 
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and  that's  what  mothers  want.  See 
that  you  have  a  good  stock  of  the 
BUSTER  BROWN  Stocking  for 
Spring  and  make  sure  of  the  boys' 
trade  in  your  town.     It's  worth  while. 

±ne  Chipman,   Holton 
Knitting    Company 

Limited 

Liargest  Hosiery  Tylanufacturers 
in  Canada 

HAMILTON  WELLAND 


E.  H.  WALSH  ^  CO.,        Toronto,  Montreal 
Sole  Selling  Agents  and  Winnipeg 


The  imposing  new  structure  built  by  Jas.  A.  Ogilvy  &    Sons,    Montreal,     which    they    will 
occupy  this  month.     The  store  has  a  frontage  of  130  feet  and  a  depth  of  'MO  feet. 


Ogilvy  Store  Planned  for  Efficient  Service 

Montreal   Firm    Will    Shortly    Occupy    Magnificent    Building    Equipped    on 

Scientific     Principles  —  Forty      Years     of     Steady      Growth  —  Fixtures     and 

Methods  that  Will  Facilitate  Merchandising  Along  Modern    Lines. 


MORE  than  forty  years  ago  Ja^.  A.  Ogilvy 
ct  Son.*  started  business  in  a  small 
store  opposite  the  St.  Antoine  Market. 
Mountain  Street,  Montreal.  After  a  while  the 
premi-^es  became  too  small  and  the  business 
moved  to  larger  quarters  on  St.  Antoine  Street, 
ea.^t  of  Mountain.  The  next  move  was  to  a 
larger  store  at  the  north-west  corner  of  Mountain 
and  St.  Antoine  Streets.  As  the  city  grew,  the  busi- 
nes  continued  to  prosper;  finally  the  store  at  the 
corner  of  St.  Catherine  and  Mountain  Streets  was 
purchased  and  occupied.  .\t  this  stand  business  in- 
crea.sed  from  year  to  year,  until  it  was  very  apparent 
that  larger  and  improved  facilities  wore  nece.ssary  to 
handle  the  numerous  customers. 

After  much  careful  thought,  a  four  .«torey  build- 
ing, 130  X  240  feet,  was  erected  at  the  north-west 
corner  of  Mountain  and  St.  Catherine  Streets,  just 
opposite  the  former  stand. 

This  building  is  an  up-to-date  fireproof  structure. 
Tt  will  be  occupied  early  in  the  new  year. 


The  Modern  Merchandising. 

In  comparing  the  methods  practiced  forty  years 
ago  with  the  conditions  at  }>resent  we  find  many 
changes.  Forty  years  ago  there  were  no  advertising 
managers,  window  trimmers,  show-card  writers,  etc. 
One  man  could  attend  to  all  the  necessary  work. 

But  as  time  pa.ssed  methods  changed;  and  this 
firm  were  not  .slow  in  accepting  what  they  recognized 
as  up-to-date  impro\-ements.  By  adopting  these 
methods,  is  no  doubt  an  important  reason  why  the 
firm  of  Jas.  A.  Ogilvy  &  Sons  grew  with  the  city. 

To-day  there  are  men  in  this  business  who  have 
l)een  with  it  from  the  start.  It  is  very  interesting  to 
listen  to  tlie  accounts  of  the  methods  of  doing  busi- 
ii('~>  ill  former  times. 

T.  (i.  Irland  has  charge  of  the  advertising  de- 
partment, mail-order  department,  and  all  other 
work  relating  to  tliis  parlicular  part  of  the  .lore's 
Imsiness. 

Liberal  use  of  the  daily  papers  keep  the  doings 
of  this  store  well  before  the  public  eye.    In  this  way 
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Floor  plan  of  new  Ogilvy  store,  Montreal,  with  entrances  from  St.   Catherine  antl  Mountain  Streets.     The  aisles  between  sections  are 
about  17  feet  in  width  while  the  miiiu  aisles  are  upwards  of  24  feet  in   width. 


prices,  seasonable  goods  and  special  sales  receive  the 
maximum  amount  of  publicity.  In  addition  to  this 
policy,  special  booklets  and  circulars  are  issued  at 
v'arious  parts  of  the  year.  This  year  a  Christmas 
booklet  was  issued  well  in  time  for  the  busy  shop- 
ping period.  In  this  booklet  were  prices  and 
descriptive  matter  of  merchandise  suitable  for  Christ- 
mas presents.  "  The  Christmas  Gift  Book,  1911," 
was  the  title.  On  the  inside  of  the  back  cover  was  a 
glove   certificate   which   was  found   very   useful   to 


those  who  wished  to  send  gift  gloves.  It  read  as 
follows:  "  This  is  to  certify  that  payment  in  full 
has  been  made  for  one  pair  of  Ogilvy's  gloves,  same 
to  be  delivered  to  bearer  upon  presentation  of  this 
certificate  at  our  Glove  Department."  In  this  way, 
if  one  had  a  friend  living  at  a  distance  or  .should 
not  be  sure  of  the  exact  size  worn,  all  that  was  neces- 
sary was  to  send  to  the  store  the  price  with  shade 
of  glove  as  well  as  the  size,  when  a  glove  certificate 
would  be  sent ;  which,  when  presented  by  the  friend, 
would  entitle  her  to  the  aloves  as  ordered. 


ricjUNTAlN      OtQCCI 

Second   floor  of  new   Ogilvy    building,   Montreal,   showing   arrangement   of   ready-to-wear   and    millinery    departments. 
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Attracting  the  Tourist. 

There  has  been  more  or  less  advertising  to  attract 
the  attention  of  the  tourist.  Lines  of  merchandise 
that  would  appeal  to  this  class  of  customer  were 
givicn  publicity  in  special  circulars,  booklets,  or 
other  similar  productions. 

Up  to  the  present,  the  firm  have  not  issued  a 
general  catalogue.  But  after  the  new  store  gets 
running  smoothly,  it  is  the  intention  to  issue  cata- 
logues at  certain  seasons  of  the  year.  With  the 
opening  of  this  important  department,  vast  benefits 
will  no  doubt  result. 

Effective  Windows. 

In  the  past  Jas.  A.  Ogilvy  &  Sons'  windows  have 
been  classed  with  the  best  in  the  city  of  Montreal. 


The  Mail  Order  Section. 
On  the  third  floor  will  be  the  mail  order  depart- 
ment. This  feature  will  be  given  special  attention ; 
and  with  an  attractive  catalogue  an  increase  in  the 
annual  turnover  will,  to  a  certain  degree,  be  due  to 
this  department. 

A   Hospital  Room. 

The  hospital  room  is  another  modern  conveni- 
ence that  is  receiving  special  attention.  This  room 
will  be  situated  on  the  third  floor,  near  the  elevators 
and  stairways.  With  rest,  waiting  and  dressing 
rooms  on  the  same  floor,  the  convenience  of  the 
public  will  be  looked  after  to  the  satisfaction  of  all. 

Placing  the  Fixtures. 
In  all  there  were  twenty-five  carloads  of  fixtures 
especially  made  for  this  store. 

The  plan  of  the  placing  of  the  fixtures  and  pil- 
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Third  floor  of  the  new  store,  showing  housefurnishing  sections,  (lining  rooms,   waiting  rooms,  workrooms,  etc. 


This  department  is  in  charge  of  B.  M.  Dixon,  who 
has  displayed  excellent  taste  in  the  field  of  decora- 
tion and  artistic  display  of  merchandise.  In  this 
new  building,  the  window  space  will  be  several  times 
greater  than  that  of  the  building  formerly  occupied. 
The  show  windows  extend  along  the  entire  build- 
ing facing  on  St.  Catherine  and  Mountain  Streets. 
The  depth  will  be  from  seven  to  eight  feet.  Mahog- 
any finish  will  be  at  the  back  and  top  of  all  the 
windows.  This  manner  of  finishing  backgrounds, 
etc.,  is  being  adopted  by  many  of  the  up-to-date 
concerns  that  are  making  improvements  from  time 
to  time.  Between  the  top  of  the  mahogany  back- 
ground and  the  ceiling  is  a  row  of  glass  windows 
which  extends  the  entire  lengtli  of  the  show-window 
space.  These  windows  will  help  considerable  in  giv- 
ing light  to  the  interior. 


lars  is  such  that  much  space  is  saved.  All  pillars 
are  surrounded  by  various  fixture  arrangements. 
The  division  of  the  floor  .space  of  the  three  .stories, 
into  the  right  proportion  of  counter,  aisle,  shelf  and 
display  space,  was  made  after  much  scientific  delib- 
eration. The  result  is  very  gratifying,  and  much 
credit  is  due  the  designer,  David  Ogilvy,  architect 
and  engineer,  Montreal,  who  had  charge  of  the  en- 
tire work. 

Throughout  the  building  the  finish  is  in  mahog- 
any. Many  improvements  are  apparent  at  various 
.sections.  For  example,  at  the  end  of  each  section  is  a 
specially  designed  receptacle  for  depositing  waste 
paper  and  other  articles  that  are  generally  thrown 
on  the  floor  to  be  cleaned  up  later  on  in  the  day. 
By  this  departure  from  the  old  method,  much 
extra  work  will  be  done  away  with,  and  at  the  same 
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time  tlie  appearance  uf  the  store  will  be  improved 
by  the  absence  of  rubbish. 

How  Time  is  Saved. 
ill  every  store  much  care  is  generally  taken  tu 
keep  the  goods  in  as  good  a  condition  as  possible.  A\, 
night  cloths  are  covered  over  the  tables  and  show- 
stands,  and  in  front  of  shelvings  are  hung  screens. 
The  hanging  of  these  screens  generally  takes  time 
and  patience.  A  new  arrangement  is  adopted  in  tliis 
store.  All  shelving  li.xtures  have  a  groove  in  the 
top,  from  which  is  attached  a  curtain  with  a  slide 
attachment  that  lits  in  the  groove.  In  drawing  this 
curtain,  very  little  lime  irs  taken.  Through  the  day. 
the  ourlain  is  gathered  at  one  end  of  the  row  of 
shelves,  and  a  little  pull  is  all  that  is  necessary  iu 
cover  the  entire  section. 

Akrangement  of  Departments. 
On  the  ground  Hoor  are  situated  the  glo\es,  laces, 
hose,  dress  goods,  men's  furnishings,  blankets,  small- 
wares  and  other  closely  related  departments.  On 
the  second  floor  will  be  found  the  cloak,  whitewear, 
millinery,  boys'  clothing,  and  alteration  and  fitting 
rooms.  On  the  third  floor  are  situated  the  waiting, 
resting,  and  dressing  rooms,  the  kitchen  and  serv- 
ery  rooms,  and  the  hospital  room,  the  carpet,  rug, 
linoleum,  curtain,  upholstery  and  mail  order  depart- 
ments. On  each  floor  there  will  be  rooms  and  de- 
partments not  mentioned  in  this  article. 

Handle  Crowds  to  Advantage. 

The  general  idea  carried  out  in  the  architecture 
of  the  various  departments  is  to  divide  the  space 
in  such  proportions  that  the  most  people  can  lie 
handled  with  the  least  crowd.  This  is  a  very  im- 
portant feature,  particularly  on  such  occasions  as 
Christmas  and  similar  occasions.  The  accommoda- 
tions are  such  that  1,100  people  can  be  standing  .v 
the  counters  at  one  time,  and  still  have  the  aisle 
space  for  a  couple  of  thousand  people  more.  All 
these  items  were  carefully  thought  out  by  the  archi- 
tect before  the  building  was  started. 

In  the  larger  stores,  one  often  sees  aisl&s  that  are 
too  wide  and  are,  therefore,  out  of  proportion  to  th-,' 
arrangement  of  that  particular  section.  This  means 
a  waste  of  space  (something  that  is  veiy  valuable  in 
the  business  part  of  a  city),  and  leads  to  crowding 
in  some  other  section.  The  spaces  for  the  employes 
are  also  designed  with  the  same  care,  so  as  to  have 
just  the  right  amount  of  comfortable  working  space 
without  crowding  the  employes,  and  on  the  other 
hand,  to  do  away  with  all  superfluous  space. 

To  Facilitate  Rapid  Service. 
All  shelves  are  movable,  so  as  to  give  the  right 
amount  of  space  to  any  special  line  of  merchandise 
that  might  be  put  upon  them.  There  are  also  about 
rO  per  cent,  extra  shelves  held  in  reserve  for  any 
special  use  that  might  come  up  later  on. 


A  telephone  service  is  intalled  for  the  use  of 
the  customers.  These  telephones  will  be  strictly 
private,  a  feature  not  found  in  many  of  the  large 
department  stores. 

The  placing  of  elie  closely  allied  departments  in 
the  proper  relation  of  proximity  to  one  another  is 
an  improvement  worth  noting.  This  enables  a  cus- 
tomer to  do  a  large  amount  of  special  shopping  with- 
out travelling  from  one  part  of  the  store  to  another. 

The  Basement. 

The  basement  will  be  utilized  for  bargain  goods 
and  special  lines.  The  ceiling  is  high,  and  through- 
out this  department  is  well  suited  to  the  purpose  for 
wliich  it  will  be  used.  In  the  basement  as  well  as 
on  the  first  floor,  the  ^■entilation  system  changes  the 
air  on  these  floors  every  seven  minutes. 

It  should  not  be  omitted  that  throughout  the 
entire  store  the  flxtures  are  constructed  with  the 
view  of  making  them  low  enough  to  prevent  the 
obstruction  of  the  xiew  from  any  object  that  would 
interest  the  public. 

How  Goods  are  Handled. 

From  the  time  the  goods  enter  the  store  from  the 
wholesaler,  until  they  leave,  done  up  in  parcels  for 
the  individual  customer,  they  are  handled  by  most 
economic  methods.  AVhile  these  may  not  differ  to 
a  great  extent  from  methods  applied  by  other  de- 
partmental concerns,  the  system  employed  is  suited 
to  this  particular  establishment,  and  would  be  hard 
to  improve. 

The  goods  enter  the  rear  of  the  building  in 
cases,  and  are  opened,  loaded  on  the  elevator  and 
taken  to  the  fourth  floor.  It  is  here  that  the  reserve 
stock  is  kept.  From  the  stock  kept  in  this  depart- 
ment the  depleted  stocks  in  the  store  below  are  re- 
plenished as  often  as  any  line  gets  short. 

In  the  morning  the  stock  boys  collect  numbers 
of  the  lines  of  goods  that  need  replenishing,  and 
these  are  taken  from  the  reserve  stock  and 
brought  down  to  the  right  floor  by  the  special  eleva- 
tor built  for  this  and  other  similar  purposes. 

Special  arrangements  have  been  made  to  facili- 
tate the  delivery  of  the  goods  after  they  are  sold. 
Every  merchant  knows  this  is  a  vital  point  in  the 
merchandising  of  goods.  The  method  employed  by 
•Tas.  A.  Ogilvy  &  Sons  makes  it  possible  to  deliver 
the  goods  bought  by  a  customer  in  the  shortest  pos- 
sible time  after  the  purchase  has  been  made. 

As  the  parcels  are  purchnsed  they  are  put  in 
special  drawers  installed  for  this  purpose.  At  short 
intervals  of  time  a  boy  comes  around  and  takes  all 
parcels  from  these  receptacles,  and  from  here  the 
jiarcels  are  sent  down  the  parcel  chute  to  the  ground 
floor.  They  are  then  assorted  and  put  into  separate 
l)ins  assigned  for  each  route.     These  bins  are  pulled 

(Concluded  on  page  76) 
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The  best  of  a  tre- 
mendous range  sub- 
mitted to  our  buyer 
by  the  manufactur- 
ers of  England  and 
Canada,  these  ging- 
hams are  acknow- 
ledged by  those  who 
have  seen  them  to 
be  the  most  taste- 
ful we  have  ever 
shown.  Both  kinds, 
Anderson  "  Scotch  " 
finish  at  10c,  and 
"Kingcot,"  the  Can- 
adian line,  at  9,''2C, 
cannot  be  surpassed 
for  excellence  of  ma- 
terial and  beauty  of 
design. 

We  can  ship  at 
once. 


The  W.  R.  Brock  Company  (Limited) 


MONTREAL 


Pleaf:e  mention  The  Review  to  Advertiserg  and  Their  Travelers. 
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"Sovereign"  dress  goods 
are  selected  from  the  ranges 
of  the  best  makers  in  the 
world.  The  shades  and 
weaves  have  been  chosen 
with  special  consideration 
for  the  tastes  of  Canadian 
women,  and  the  range  is 
easily  the  most  tasteful  and 
desirable  of  any  ever  shown 
by  us.  Values  are  right, 
as  a  sample  of  our  GB 
Mercurial  voile  at  37^c. 
will  show. 


The  W.  R.  Brock  Company  (Limited) 


MONTREAL 


Please  mention   i  he  Review  to  AdverUetis  aiud   1  iccir   1  lavcLcm. 
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Designed,  cut  and  made 
up  by  experts,  under  the 
most  sanitary  conditions, 
"  Her  Ladyship "  lawn 
blouses  are  right  up  to 
the  minute  in  style,  per- 
fect in  workmanship  and 
possess  the  daintiness  and 
individuality  so  sought 
after  by  your  friends- 
We  know  they  will  sell 
and  please. 


The  W.  R.  Brock  Company  (Limited) 


MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Take  a  look  at  "Lion" 
shirts — they  are  particu- 
larly desirable  this  year. 
Cut  on  generous  lines, 
well  fitting  and  perfectly 
tailored,  they  are  gar- 
ments that  will  appeal  to 
your  male  customers. 
An  immense  variety  of 
patterns  and  designs  can 
be  had,  but  SC5,  a  $9.00  a 
dozen  shirt,  with  soft 
French  cuff  and  with 
which  a  soft  collar  is  sup- 
plied, is  a  favorite. 


The  W.  R.  Brock  Company  (Limited) 


MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Carpets  that  satisfy  -that's  what  you  buy  when  you  order 
"  Lion  "  piece  carpets  and  rugs. 

The  product  of  the  best  makers  in  this  country  and 
abroad,  our  customers  know  that  for  quality  of  material, 
beauty  of  design  and  value  "  Lion  "  floor  coverings  can- 
not be  surpassed.  Many  of  the  designs  are  confined  to 
us  for  Canada.  We  would  like  to  show  you  "King" 
velvet  rugs,  size  16  x  29^^  at  $6.00  dozen.  We  can  ship 
at  once. 


The  W.  R.  Brock  Company  (Limited) 


MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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February    Missionary    Work 

Changing    Stocks    From    Winter    to    Summer 
Lines  — Windows  Show  New  Goods  and  Pur- 
chasing Power —  Valentine  Windows 

AFTER  January  white  sales,  merchants  start 
semi-annual  furniture  sales  and  silverware 
events,  as  near  the  beginning  of  the  month 
as  possible. 

In  February  business  acumen  is  necessary  to  keep 
up  to  previous  records  and  show  an  increase,  besides 
effecting  a  clearance  and  deciding  about  stock,  quan- 
tities, reduced  prices  and  preparing  for  Spring- 
goods. 

It  is  a  short  month  and  an  endeavor  is  made  to 
do  in  28  days  (with  an  extra  day  to  help  this  year) 
an  average  month's  turnover.  New  stock  is  crowd- 
ing in  and  must  have  room — dress  goods,  wash  fab- 
rics and  ready  to  wear.  At  the  same  time,  the  dif- 
ference made  in  stock  denotes  the  end  of  Winter 
and  beginning  of  Spring.  February  is  clean-up 
month  preparatory  to  new  season's  business. 

Lower  Surplus  Stocks. 

Care  is  taken  in  going  through  stocks  to  put  back 
winter  lines  which  it  is  not  necessary  to  clear  and 
bring  forward  new  goods.  It  is  always 'found  on 
stock  sheets  that  in  some  sections  stock  is  heavier 
than  was  expected  and  here  foresight  is  displayed 
now  in  successful  handling.  Advertisers  and  win- 
dow trimmers,  through  the  management,  direct  their 
energies  to  lower  these  surplus  stocks  and  to  effect 
complete  riddance  of  many  winter  lines.  These  must 
be  merchandised  carefully,  so  as  to  make  a  timely 
clean  up. 

New  goods  are  being  marked  every  day  and 
Spring  lines  sent  forward  to  departments.  After 
stocktaking  is  over  goods  re-rolled  and  freshly  tick- 
eted, stock  throughout  the  store  on  counters,  in 
shelves  and  on  tables,  begin  to  take  on  a  bright 
appearance.  :    !^  ' 


b\^ 


An  Energetic  Bid. 

It  might  almost  be  said  that  February  business 
does  not  follow  any  stated  policy,  except  that  sug- 
gested by  stock  sheets,  and  outside  of  time-honored 
furniture  and  silverware  sales,  it  is  true.  There  is 
an  element  which  is  always  present  in  aggressive 
stores  and  that  is  the  energetic  bid  made  for  busi- 
ness. Trimmers  are  called  upon  in  February  for 
numbers  of  job  or  clearance  windows  but  there  is  an 
occasional  change  in  which  new  merchandise  is 
shown  with  renewed  enthusiasm. 

Window  decorators  are  mostly  interested  in  pre- 
paring their  Spring  settings,  backgrounds,  interior 
ledges  and  cases.  While  there  is  plent}^  of  work  to 
do  to  keep  windows  neat,  clean  and  effective  there 
is  not  usual  responses,  and  trimmers  enjoy  a  couple 
of  weeks'  respite,  while  getting  ready  for  opening 
displays. 

At  the  same  time  much  attention  can  be  devoted 
to  over-hauling  and  re-arranging  departments  to  im- 
prove section  locations,  make  necessary  alterations 
or  do  any  building  which  has  been  planned. 

This  is  a  good  reason  to  boom  for  extra  business 
and  as  strong  an  advertisement  as  a  firm  can  liave. 
Rome  merchants  always  make  building  alterations 
each  Februar}^  and  keep  people  talking,  which  is 
in  reality  the  sviccess  of  business  advertising. 

Improve  Facilities. 

Decorators  are  expected  to  prepare  for  the  next 
season's  trade,  and  while  this  is  directed  by  heads 
of  departments,  trimmers'  duties  will  comprise  fix- 
ing of  curtains,  draperies,  dressing  arches,  cleaning 
drapes  and  curtains  after  carpets  and  rugs  are  re-laid 
and  everything  has  been  renovated.  All  painting, 
paperhanging  and  plastering  is  done  now  Ledge 
cornices  are  filled  in  and  retouched  wherever  broken 
and  everything  completed  to  make  store  facilities 
better  for  the  coming  season.  Windows  are  repaint- 
ed, especially  interiors  and  tops  to  add  to  lighting 
properties. 
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IF  any  one  of  your  salesmen  should  double  his  sales  slips  to-morrow,  you  would 
watch  to  see  how  he  did  it.     If  he  kept  up   this    pace  you  would  be  willing  to 
double  his  wages,  wouldn't  you?     He  could  double  his  sales  if  he  could  display 
all  his  goods  to  every  customer,  that  is    the    very     thing    which   the    Taylor-Made 
Rack  System  does;  it  shows  all  the  goods  for  your  salesman,    yet   you   don't   have 
to  pay  him  a  higher  salary. 


This   store   equipped    with    the   Taylor- 
made  Rack  System. 


Double  Bar  Rack 

Made  of  Polished  Steel  Tubing. 
6  feet  long,  6  posts,     -        $10.50 
"      6     "  $11.50 


8 
10 


$12.50         10 


Double  Bar  Rack 

Made  of  Oxydized  Steel  Tubing. 
6  feet  long,  6  posts,     -       $13  00 
8     "       "      6      "  -        -      $14.00 
"      6      "        -  $15.00 


No.  331B,  Combination  Suit  Hanger, 
inserted  trouser  bar,  $7.50  per  100 
No,  33,  Same  without  bar, 

$6.50  per  100 
No.  33IB,  Boys',  15  in.  wide 

$7.50  per  100 
No.  39B,  Overcoat  Hanger,  with  insert- 
ed bar,  for  extra  size  suits 

$8.50  per  100 
No.  39,  Same  without  bar 

$7.50  per  100 


No.  64  Combination  Suit  Hanger 
with  wire  attachment  to  pre- 
vent trousers  from  slipping 
off,  -  $9.00  per  100 


Ail  Racks  on  Ball  Socket  Rollers  shipped  K.D.  Crated.     No  tools  or  skill  required  to  set  them  up. 


Single  Bar  Rack 

Made   of   IVi-in.   Polished    Steel  Tubing 

Gilt  Fittings 

Ball  Socket  Rollers 

6  feet  long,  2  posts     -     -    $8  00 

8  feet  long,  3  posts     -     -    $9.00 

10  feet  long,  3  posts     -     -  $10.00 

Made  of  1  Ji-'"-  Oxydized  Tubing 

6  feet  long,  2  posts     -     -    $10.00 

8  feet  long,  3  posts    -    -    $11.00 

10  feet  long,  3  posts    -    -    $12.00 


The  Taylor   Manufacturing   Co. 


82  Queen  St.  North. 


HAMILTON,  ONT. 


Phone  3550 


Please  mention  The  Review  to  Advertisers  and  Then-  Travelers. 
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Many  of  the  staff  will  be  taking  holidays  and 
milliners  and  assistants  are  away  on  Mid-winter  vaca- 
tions or  visiting  wholesale  warehouses.  During  their 
ahsence  many  changes  and  clearances  are  made, 
which  could  not  otherwise  be  done  without  sugges- 
tion and  better  for  being  done  now.  Sometimes 
these  are  changes  done  by  order  of  heads  of  these 
sections  or,  again,  necessary  adjustments,  which  if 
done  otherwise  would  mean  criticisms  or  convey  a 
misintended  hint  of  dissatisfaction.  Conditions  make 
February  the  best  time  to  do  such  things  if  every- 
thing is  to  be  in  readiness  by  March  1st  and  the 
proper  enthusiasm  inspired  in  commencing  Spring 
campaigns. 

Trimmers  Visit  Large  Centres. 

It  is  also  a  good  opportunity  for  window  trimmers 
to  brush  up  ideas  and  visit  larger  centres  in  search 
of  ideas.  Each  one  is  ruled  l)y  circumstances  within 
the  store  but  if  in  any  way  it  is  possible  to  exchange 
or  find  ideas,  during  the  two  weeks  interim  in  Fel)ru- 
ary  is  the  best  time  to  get  leave.  By  returning  at 
the  last  of  the  month,  it  is  possible  to  visit  Spring 
wholesale  millinery  openings. 

It   Ple.vses  the  Customer. 

Customers  look  for  results  and  are  not  likely  to  be 
disappointed  after  decorators  visit  larger  centres,  at- 
tend school  or  avail  tlxemselves  of  many  avenues  of 
information.  A  series  of  new  drapes,  background 
styles  and  color  combinations  is  learned.  Trimmers 
work  with     more    assurance    and    therefore    faster. 


which  means  increased  number  of  windows.  Mer- 
chants in  larger  stores,  except  in  unavoidable  cases, 
send  their  men  at  the  firm's  expense  and  find  it  a 
good  investment  in  having  window  trimmers  grasp 
new  styles  and  showings  with  broader  scope.  It  is 
reflected  in  windows  every  time. 

Give  New  Stocks  Precedence. 
All  Spring  goods  are  interesting  to  handle  and  are 
brought  forward  to  departments.  It  is  a  good  plan 
to  go  through  departments  carefully  and  discern 
between  salable  and  unstaple  lines  and  not  carry 
them  into  Spring  merchandising  while  making 
room  for  new  stocks. 

Early  Displays  Wanted. 

The  growing  tendency  is  to  start  seasons  earlier 
and  displays  which  effect  this  are  wanted.  In  dress 
goods  sections  there  will  be  calls  for  windows  of  new 
dress  fabrics,  silks  and  trinnnings  in  original  wrap- 
pings— either  a  natty  display  of  new  cloths  or  com- 
bined groupings  of  full  l)olts  with  bands  left  on, 
making  manufacturer's  name  and  trade  mark  prom- 
inent. 

People  who  buy  early  are  at  leisure  to  make 
.selections,  being  assured  of  fashion  favorites  and 
also  of  prompt  delivery  by  leaving  their  orders  for 
dressmaking,  ensuring  them  first  place.  There  will 
be  a  final  lot  of  odds  and  ends  thrown  out  while 
arranging  stocks  and  shades  in  order  of  style  prefer- 
ence for  Spring.  This  is  another  window  for  a 
.special  event. 

(Continued  on   page  nO.) 


Well  iKiUiuced  rlisphi.v  of  iuflividii.-illy  lioxed  liiifii  euibroi(h'ri>rl  guest  .irid  liedmoui  towels — effective  ,i  iraii.i,''('iiient  of  l.abe's 
and  ribbons  to  add  (.-olor.  A  high  cl.-iss  showiiiR  on  "T"  stands,  pyramid  pi'dest.ils  and  jjlass  plate.s.  H.  C.  Mi'Donald,  Murray- 
Kay   Co.,   Ltd.,   Toronto. 
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Please  mention   The  Review 


ONKCN 

INTERCHANGEABLE 
^  WOOD  WINDOW  FIXTURE         ^^ 

YOUNITS 

"Better  Than  Ever" 

The  Most  Wonderful  Set 
of  Interchangeable  Win- 
dow-Fixtures in  the 
World,  Gives  You 

not  one  fixture — but  hundreds 

of  fixtures — 

not  one  window-trim — 

but  hundreds  of  window-trims. 

I  can  show  you  how  every  one  of  the 
trims  illustrated  here  were  made  with 
"ONKEN  YOUNITS"  from  the 
same  set. 

I  can  show  you  how  a  great  many 
more  just  as  good,  or  better,  were 
made  with  this  same  set.  Get  next 
to  this  now ! ! 

Send  for  "A  Message  from  Hell."  It 
tells  all  about  my  "YOUNITS."  Send 
the   coupon. 

THE    OSCAR    QNnUN     (^O. 

767  Fourth  Avenue 
CINCINNATI,  OHIO,  U.S.A. 


_  21 

^,°^  THE  OSCAR 

No^'^r  ONKEN  CO., 

^^  767   Fourth  Ave., 

.    v^  ^  Cincinnati,  Ohio 

-^^  Send     me    FREE       A 

^  \^  ^      Message  from  Hell. 

Name 

Address • 

City State 

U>  A  dvertisers  and  Their  Traveler*. 
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Window  Trimmers' 

First  Annual  Display  Contest  And  Prizes 

19  12 

Awards  to  be  made  at  the  August  Convention,  Canadian   Window   Trimmers'   Association. 

Twenty  Valuable  Prizes 


Handsomely  Engraved  Silver  Loving  Cup.       Five  Gold  and  Silver  Medals. 
Air  Brush.       Special  Manufacturers'  Awards. 

Classification  of  Prizes: 

Class  1 — Annual  Grand  Prize. — Silver  loving  cup,  suitably  engraved,  for  the  best  eolleetioii  of  good  or  original 
window  and  unit  trim  photographs  submitted  by  contestant  during  the  year.  Cup  to  beeonie  property  of  the  win- 
ning deeorator  eaeh  year.     Presented   by   Dry   Goods   Review. 


Original  Windows 


Class  2 — Open  to  all  trimmers  in  cities  of  100,000 
or   over. 

1st    Prize — Gold    Medal. 
2nd  Prize — Silver  Medal. 

For  the  best  window  of  the  year  showing  most 
beautiful   and   original  background   and   groupings. 

Merchandising  Windows 

Class  4 — Open  to  all  trimmers  in  towns  and  cities 
up  to  50,000. 

1st    Prize — Gold    Medal. 
2nd   Prize — Silver  Medal. 

For  the  best  display,  merchandising  or  business- 
bringing  windows  judged  by  sales  and  effective  arrange- 
ment for  such  event. 


Holiday  or  Opening  Windows 

Class  3 — Open  to  all  trimmers  in  cities  from  50,000  to 
100,000. 

1st    Prize— Gold    Medal, 
2nd   Prize — Silver  Medal. 

For  best  holiday  or  opening  window,  millinery  and 
ready-to-wear   display. 

Men's  Wear  Windows 

Class  5 — Open   to   men's  wear   trimmers   of  Canada. 

1st    Prize — Gold    Medal, 
2nd   Prize — Silver  Medal. 

For  best  men's  wear  units  and  furnishing  tables  or 
windows  dressed,  showing  arrangement  of  units  iu 
completed    trim. 


Class  6— Card  writers'  Grand  Prize 

Fountain    Air    Brush  for   best   collection    of   show    cards   and    practical    tickets   submitted    by    contestant   showing 
work    used    in    actual    merchandising.      Model   F    Air  Brush,  donated  by  Paasche  Air  Brush  Co.,   Chieago. 


Floral  Decorations 


Class  7 — Open  to  all  trimmers. 

1st     Prize — $10.00     In     cash. 
2nd   Prize — $5.00   in   cash. 

Awarded  by  Botanical  Decorating  Co.,  Chicago.  For 
best  window  or  Interior  decoration  trimmed  with  artifi- 
cial  flowers. 


Unit  Trims 


Class  9 — Open  to  all  trimmers. 

1st    Prize — $10.00. 
2nd    Prize — $5.00. 

Awarded   by    Clatworthy  &   Son,  Ltd.,    Toronto.      For 

best  unit  trims  or  displays  on  metal  fixtures  (dry 
goods  or  men's  furnishings)  and  combined  arrange- 
ment of  same. 


Original  Drape  or  New  Form 

Class   8 — Open   to  all   trimmers. 

Prize — Gold-headed    cane. 

Awarded  by  Dale  &  Pearsall,  Toronto.  For  best 
original  drape  on  any  of  their  fixtures  or  forms,  or  for 
new  model  stand  and  drape  suitable  for  commercial 
purposes. 

Best  Dressed  Show-cases 

Class    10 — Open    to   all  trimmers. 

1st  Prize — Gold    Medal. 
2nd   Prize — Silver   Medal. 

Awarded    by    .Tones    Bros.    Co.,    Ltd.,    Toronto.      For 

best  dressed  sliowrase,   any  line  of  merchandise  in  cases 
manufactured  by   this   firm. 
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Background  Suggestions  Best  Show  Ca*e  Display 

„,         ,,/->„*       11  t  •„„^ „  Class   12 — Open    to   ;ill   trimmers. 

Class  11 — Open  to  all  trimmers.  ' 

iKt    Prize— .flO.OO. 

1st    Prize — Brass    candlesticks.  2nd    Prize ¥5.00. 

Awarded    by    Joseph    K.    Wilson,    Toronto.      For    best 
Awarded    by  Toronto   Brass   Mfg.   Co.,   Toronto.     For  roiinter   or  ease   displays  fitteil    witli    (Kssex)    S.   X.  dis- 

best  practical  background  suggestion  or  period  setting.  play    racks.     Any   suitable   line   of  menbandise. 


Term«^  of  Contest 


All    niembers    of    the    Canadian    Window    Trimmers'   Association   are  eligible  to  enter  in   any  class  without  restric- 
tions,   except    that   no    trimmer    can    cuter   a    class    in   a   city  of  less   ijopulation   than   that   stipulated. 

Any   number   of   photographs  can   be   submitted,  but     one    view     only     is    necessary    to    enter    competition     in    any 
class. 

Photographs    must    be    of    this    year's    work,    and  must  not  have  been  submitted  in  any  other  contest  or  published 
elsewhere. 

All    photographs    to    be    forwarded   to    the    secretary   at    time    goods    are    displayed    to    be    filed    for    Grand    Prize. 
Pictures   will   be  returned  to  contestants  after  the   Convention,   if  requested,   except   classes   10   and    12. 

Contestants   must  give   detailed   description  of   windows,    color    scheme    and    general     plan,    cost,    etc.,    marked    on 
back   with   name   and    address,   and    whether   for   Annual   Contest.      Class   number   must   also   be  designated. 

All   windows,  unit  trims  or    show   cards   to   be   available   for   publication    in    Dr.v    Goods    Review. 


Contest  Closes  August  1st,  1912. 


Importance  of  Awards.  -  Points  Considered 

All  Decorators  and  Card  writers,  aiming  at  proficiency  or  better  results 
will  submit  photographs  in  different  classes  because  each  award  stands  for 
individual  success  and  distinction.  The  honour  to  be  gained  is  valuable.  To 
receive  a  prize  in  any  of  these  classes  it  is  assured  trimmers  they  must  submit 
their  best  work  and  efforts  to  gain  such  distinction.  Each  award  is  a  lasting 
testimonial,  designates  a  premier  position  and  is  considered  as  such  by  competent 
judges  and  fellow  trimmers. 

Prizes  will  be  beautifully  designed  and  engraved  with  trimmer's  name, 
date,  class  or  proficiency  it  represents.  Every  trimmer  has  an  equal  chance 
in  competing  with  trimmers  working  under  similar  conditions,  windows, 
appropriations  and  merchandising  schemes.  Compete  for  Grand  Prizes  and 
Special   Prizes    and   send    along   photographs. 

In  judging  windows  submitted,  the  judges  appointed  by  the  Prize  and 
Reception  Committee  will  be  disinterested.  Each  display  is  to  be  considered 
as  to  its  merits  under  the  conditions  implied  in  each  class.  Three  trimmers 
of  recognized  authority  will  be  appointed  judges  and  will  award  prizes  for 
attractiveness,  originality,  selling  merit  and  general  effect  gained  for  merchandise 
shown,  relative  to  the  different  competitions. 


Canadian  Window  Trimmers'  Association 

1432University  Ave.  ...  Toronto 
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MONTH  OF   MISSIONARY  WORK 

(Continued  from  page  46.) 

Displaying  Accessories. 

Hosiery  and  gloves  are  shown  in  boxes  just  as 
they  come  from  warehouses.  In  some  stores  hosiery 
sales  are  successfully  held  and  price  windows  of  new 
lisles,  cottons  and  seasonable  qualities  are  possible. 
Winter  gloves  and  odd  lots  of  ribbon  stock  are 
cleared  out  and  mean  bargain  windows.  Embroid- 
eries and  laces  are  shown  as  separate  displays  and 
more  attention  given  to  featuring  patterns  at  lead- 
ing prices.  Flouncings  are  a  feature  for  this  year's 
sales  and  should  prove  effective  in  a  stocky  display, 
while  for  contrast  full  pieces  of  laces,  allovers  and 
nets  with  name  of  make  attached  attract  early 
buyers. 

Wash  goods  departments  are  practically  com- 
pleted. This  combined  with  cottons  and  Spring 
sewing  necessities,  such  as  wash  dres.ses,  blouses, 
underwear  and  bedding,  fresh  and  new,  induce  cus- 
tomers to  attend  to  such  things  early.  Prints  and 
ginghams  at  regular  prices  in  full  pieces  opened  out 
in  windows  to  show  prevailing  colors  and  patterns, 
are  always  more  or  less  stocky.  Flannels,  wrapper- 
ettes  and  kimona  cloths  are  condensed  and  small 
lots  cleaned  out  to  make  room. 

Show  the  New  Carpets. 
Carpets  fit  in  with  furniture  sales  and  one  or  two 
carpet  windows  are  necessary — news  rugs  and  car- 


pets— but  furniture  windows  make  it  practical  to 
show  these  lines  in  effective  environment  and  there- 
fore well  enough  represented  at  this  season.  Carpet 
departments  can  take  advantage  of  furniture  sale 
advertising,  although  it  is  slightly  early  to  expect 
great  results  but  more  or  less  missionary  work  is 
accomplished  for  housecleaning  and  April. 

Furniture  is  shown  in  complete  sets  and  rich 
individual  pieces  either  as  price  contrast  or  entirely 
fitting  up  different  rooms  in  any  house.  This  with 
one  or  two  silverware  windows  has  the  call  and  all 
other  departments  are  tributary  except  for  decisions 
for  pronounced  clearance.  A  color  scheme  for 
cards,  streamers  and  background  is  used  in  furni- 
ture and  silverware  exhibits. 

Importance   of   Ready-to-Wear. 

Incidentally  whitewear  and  blouses  need  a  dis- 
play and  about  this  time  first  shipments  of  Spring 
suits  will  be  ready,  which  will  make  an  impression 
and  warrant  first  announcements  of  advertisers  and 
co-operation  of  window  trimmers. 

Getting  After  Large  Orders. 

Catering  to  hotel  and  boarding  house  business 
is  an  added  incentive  and  dodgers  and  circulars 
are  prepared,  in  fact  windows  denote  that  large 
orders  receive  contract  prices.  These  help  to  swell 
February  'sales.  Soime  merchants,  at  this  time, 
when   staffs   are   otherwise   slack,   maintain   depart- 


Spring  Imekgrouiul  suggestions,  Louis  XV.  period,  setting  in  tan.  old  rose  and  gold.  Top  cornice  and  panels  are  done  in 
bisfjue  or  tan  shades,  finished  with  dull  gold  beading  and  Louis  X\'.  corners.  Hanging  straight  at  the  upper  back  is  an  old 
rose  curtain  finished  with  gold  fringe  and  at  each  end  between  panels  are  heavy  velour  curtains  to  match,  draped  plain.  Gold 
scrolls  are  used  to  finish  at  top.  To  make  panels  more  effective,  pastel  metallic  roses,  in  soft  shades,  are  used  to  border 
period  pictures  ef  that  time.     Suggested   and  drawn   by   E.    P.   Burns,    Robert    Simpson    Co.,    Ltd.,    Toronto. 
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ORDER  YOUR 
SPRING 
DECORATIONS  NOW 


WE    HAVE  IT: 


One  of  tbe  best  and  most  economical 
decoratives  for  large  interior  decora- 
tions. You  can  decorate  your  stores 
for  about  one-fourth  or  less  than 
what  your  decorations  have  been 
costing  you ;  yet  giving  the  same 
effect  as  the  more  expensive  ma- 
terials. You  can  use  larger  quan- 
tities of  materials  to  carry  out  your 
ideas  to  a  better  advantage  and  give 
a  more  beautiful  effect  than  what 
you  have  been  trying  to  do  with 
decorations  that  have  cost  you  more. 


ALL  YOU  HAVE 
TO  DO  IS 


to  get  natural  tree  branches  with 
plenty  of  small  twigs.  You  can  use 
a  large  branch  or  a  small  one,  as 
you  desire,  and,  from  the  descrip- 
tion, yon  could  tell  the  amount  of 
blossoms  you  would  have  to  use. 
On  account  of  the  difference  in  the 
size  of  the  Apple  Blossoms  and  the 
Suow  Balls,  you  will  readily  see 
that  your  decollation  will  require  a 
greater  amount  of  Apple  Blossoms 
than  Snow  Balls.  You  would  also 
have  to  use  foliage  to  bring  out  the 
effect  of  the  Snow  Balls  and,  in  this 
way,  you  would  not  I'equire  as  great 
amount  of  flowers. 

^^1'  sliall  be  pleased  to  give  any 
information  you  may  desire  on  this 
point.  Get  in  touch  with  us  now 
and  avoid  delays  and  disappoint- 
ments in  your  early  spring  decora- 
tions. 

We  can  also  furnish  this  decora- 
tion in  fireproof  wherever  it  is  re- 
quired without  extra  charge. 


WE  GOT  DOWN 
TO    THE    POINT 


on  tlie  express  rate  from  our  plant 
to  different  points  in  Canada.  For 
instance,  should  you  use  large  quan- 
tities of  blossoms  packed  in  boxes 
they    will   weigh   as   follows: 

15,000  Apple  Blossoms  packed  in 
corrugated  boxes  36x3fixl8  average 
35  to  40  pounds.  2,000  Snow  Balls 
packed  in  corrugated  boxes  36x30x18 
will  average  from  30  to  40  pounds. 
This  weight  gives  you  an  average 
of  from  8  to  10  pounds  so  that  if 
you  desire  loose  leaves  to  use  with 
.vour  decorations,  your  blossoms  and 
lenves  would  go  at  the  50-pound 
rate. 

NOTICE     THE     RATE 

Goods  packed  in  36x36x18  corrugated 
boxes. 

25        50 
lbs.     lbs. 
London,    Ontario     .$1.10    $1.13 

Toronto    1.20      1.38 

Ottawa   1..30       1.63 

Montreal    1.30       1.75 

Quebec    1.40      2.00 

DUTY  27%. 
The  above  rate  gives  you  an  Idea 
of  the  cost  of  shipping  to  your  near 
points,  including  duty  on  the  goods, 
so  you  see  the  cost  of  the  express 
rate   from    our    plant. 


100 
lbs. 
$2.25 
2.75 
3.25 
3..50 
4.00 


OUR   LARGE  1912 


catalog  for  other  decorative  ma- 
terials is  just  off  the  press.  Write 
for  it  now  and  it  will  be  mailed 
direct  to  you  from  our  mailing  de- 
partment  in    Canada. 


No.  1 — The  above  cut 
shows  you  a  natural  tree 
branch  about  24"x50"  In 
size,  and  gives  you  an  idea 
of  about  how  many  blos- 
soms and  leaves  it  would 
take   for   your   trim. 


No.  3 — The  above  cut 
shows  you  a  branch  30"x 
50"  in  size  and  will  give 
you  an  idea  of  about  how 
many  Snow  Balls  and 
leaves  would  be  required 
to  complete  same  ready 
for    your    decoration. 


No.  2 — This  cut  shows  you  the 
branch  completed.  There  are  42 
apple  blossoms  and  leaves  used  on 
same.  The  leaves  are  simply  past- 
ed on  the  natural  branch  and  the 
blossoms^  have  short  stems  so  they 
can   be    twisted    on    the   branch. 

Loose  blossoms,  either  Peach  in 
pink,  or  Apple  blossoms  in  white, 
we    quote    you    as    follows : 

1,000  lots   $3.00  per  thousand 

5,000  lots  and  over  $2.75  per  thousand 

Tissue  apple  leaves  in  natural 
veined  effect  that  can  be  pasted  on 
natural  branches  at  25  cents  per 
thousand. 

Apple  leaves  in  two  sizes,  5,000 
lots  and  over  at  20  cents  per  thous- 
and. 


No.  4 — Notice  the  same  branch 
after  it  is  finished  with  an  aver- 
age of  43  leaves  and  13  blossoms. 
We  furnish  four  sizes  In  the  snow 
balls,  which  make  a  very  natural 
appearance.  They  come  assorted  in 
green  tinted  and  solid  white,  wliich 
give  them  a  very  beautiful  effect. 
We   quote   them   as   follows i 

1,000    $18.00   per  thousand 

2.000  lots  and  over  16.00  per  thousand 
Leaves  per  thousand  lots  at  50  cents 

per   thousand. 
Leaves,    5,000    lots    and    over,    at    40 

cents   per  thousand. 


12-14-16    ST.    VERMILION    ST. 

DANVILLE,    ILLINOIS 


U.  S.  A. 


,  J.  F.  GASTHOrr  CO.  . 

LEADING  MANUFACTURERS  OF 

ARTIFICIAL   FLOWERS  and    HIGH    ART 
DECORATIVE  SUPPLIES. 
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Fashion  Says: — 

Hali-Borchert 
Dress  rorms 

and  who  is  there  to  doubt  the 
last  word  of  dame  fashion  when 
such  fashion  authorities  as  the 
follow^ing  use  and  recommend 
these  widely  known  dress  forms: 

"Le  Bon  Ton,"  "Le  Costume 
Royal,"  "L'Art  de  la  Mode," 
"The  Designer,"  "The  Delin- 
eator," and  other  leading 
fashion  journals. 

They  use  them  because  the  lines 
of  the  Hall-Borchert  are  toned 
up  to  the  highest  key  of  fashion 
demand. 

Your  displays  will  be  more  ap- 
pealing if  this  modern  dress  dis- 
play form  be  used. 

W^rite  for  catalogue  and  prices. 

The  Hall-Borchert  Dress  Form 
Company  of  Canada,  Limited 

70-76  PEARL  STREET,         TORONTO 
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A  LETTER  WITH  A  MORAL 

Read   what  the  AdTertising  Manager   of  a  great  New  York  and  Boston  Specialty 
House  says  ahout  the 

KOESTER  SCHOOL 

Here  is  proof  of  the  quality  of  the  instruction  receiT- 
•d  at  this  world-famed  instit-jtion  that  has  helped  so 
many  men  to  advance  in  ability  and  salary.  If  it  paid 
this  man  to  travel  1800  miles  to  take  a  course  in  window 
dresiiing,  show-card  writing  and  retail  advertising  at  the 
i  KOESTER  SCHOOL 

t  certainly  means  that  taking  a  similar  course  will  pay  you. 

We  have  a  list  of  2U  Canadians  who  have  been  here 
recently,  taken  a  course,  and  these  men  are  always 
pleased  to  tell  others  of  what  has  been  so  beneh'ial  to 
them.  On  request  we  will  send  a  list  and  a  set  of  liter- 
ature explaining  all  courses  in  detail.  If  you  are  in- 
terested in  advancing  yourself  you  will  write  for  this 
to-day  to 

THE    KOESTER  SCHOOL 
306  Jackson  Blvd.  -  Chicago,  III.,  U.S.A. 


ments  for  making  up  household  requirements,  to 
order,  for  large  buyers.  Napkins,  sheets,  pillow 
cases  and  linens  are  finished  free  of  charge  or  at 
a  nominal  price  to  offset  expenses.  Window 
trimmers  adopt  proven  rules  to  direct  business  to 
these  departments;  merchants  send  samples  and 
personal  letters  giving  quotations  which,  if  prices 
are  right,  lead  to  liberal  responses. 

The  Valentine  Season. 
Valentin©  windows  are  next  on  the  list  and 
favor  prizes  and  gifts  in  stationery  departments  are 
worked  into  striking  displays.  There  are  a  host  of 
things  which  go  to  make  up  such  an  exhibit  and 
trimmers  will  be  surprised  if  they  give  study  to 
this  department,  or  in  truth  without  stationery  sec- 
tions, just  how  many  lines  fit  in  to  help  make  an 
interesting  exhibit.  Hearts  and  Cupid  with  his  bow 
and  quiver  of  arrows  lend  themselves  easily  to- 
manipulation  either  for  background  or  setting. 
Ribbons,  silver  presents,  books,  valentines,  candies, 
tea  table  or  reception  dainties,  entertaining  papers, 
cards,  programmes,  candles  and  red  shades,  tissue 
paper  novelties  are  all  part  of  Valentine  festivities. 
Any  department  can  be  made  subject  to  Valentine 
customs  and  prove  good  advertising. 

Month  of  Energetic  Preparation. 
So  with  a  determination  to  start  every  season 
with  everything  absolutely  new,  if  possible,  and 
also  to  effect  an  earlier  commencement  each  season 
by  giving  prominence  to  new  shipments  quantities 
and  special  purchases,  it  will  be  a  pleasure  to  an- 
nounce that  February  business  shows  an  increase. 
This  will  be  the  case  and  prove  effective  from  mer- 
chants' and  trimmers'  standpoint  if  windows  and 
interiors  mirror  a  bid  for  this  business  in  an  aggres- 
sive way.  February  is  a  month  for  energetic  prep- 
aration for  successful  Spring  sales,  which  should 
commence  in  earnest  by  the  middle  of  the  month. 


January  Sales  Windows 

Viewing   the    Practical    Points   of  Decorating, 
Coupled  With   a  Few  Notes  on  Merchandise 

By   J.    A.    KOERBER, 
Strawbridge  &  Clothier.  Philadelphia. 

IT  has  come  to  be  a  fixed  practice  in  January 
to  conduct  a  white  sale  just  as  naturally  as  it 
is  to  have  an  August  Furniture  Sale.  But  in 
later  years,  the  methods  of  handling  this  import- 
ant sale  have  become  a  concern  of  the  decorator  as 
important  as  any  other  effort  of  the  year.  The 
decorator,  to  get  best  results,  must  plan  ahead. 

"While  the  slogan  is  "stocky  window"  this  does 
not  necessarily  mean  an  indiscreet  piling  up  of 
merchandise  in  windows.  We  have  learned  that  a 
stocky  window  can  be  made  an  interesting  window 
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The  Waste  Paper  Ouestion 
Effectually  Solved 

>RICE  need  no  longer  stand  in  the  way  of  your  turning ^<??<r  waste  paper  to 
profit,  for  in  the  ''Davenport"  and  "Parr"  balers  you  have  the  most 
desirable    types    of   press  at  the  lowest  possible  prices.     They  combine 


H 


J9 


The  "Davenport" — Price  $35.00. 

The  "Davenport"  Paper  Bnler  is  very 
simple,  but  exceedingly  powerful  and 
durable.  Its  construction  is  mechanical- 
ly perfect  in  every  detail.  Note  the 
simplicity  of  the  ratchet  mechanism  as 
shown  in  the  cut.  All  powet  parts 
are  made  of  crucible  steel  and  are 
therefore  practically  unbreakable.  The 
wood  parts  are  made  of  thoroughly  sea- 
soned hardwood.  The  chains  used  are 
the  celebrated  BBB.  tested  to  with- 
stand   a    strain     of    15.500    llis. 


a/l  the  advantages  of  machines  costing   twice 
will  perform  their  work  in  the  most 
perfect  manner.      Our  $24 ''Parr" 
Baler  is  the  lowest  priced  wooden 
baler  manufactured. 

The 

Davenport 

Paper  Balers 

are  ideal  for  baling  paper,  rags, 
straw,  excelsior  and  similar 
waste  accumulated  in  every  store. 

The  baler  occupies  a  floor  space  of 
27x48  inches,  stands  48  inches  high  and 
weiglis  250  lbs.  It  produces  a  bale 
measuring  18x20x30  inches,  weighing 
from    100   to   175   lbs. 

Press  is  easily  operated,  has  a  large, 
convenient  opening  at  the  top,  and  re- 
quires only  three  wires  for  tying.  Bale 
is  firm  and  substantial,  easy  to  handle 
and  can  he  removed  without  difficulty. 
Over  5,000  merchants  are  using  our 
lialers.  and  they  are  giving  satisfaction 
in    every    case.      Price    $35.00. 


as   much    or  even  more,  and 


"Parr; 


99 


Ratchet    Meclianibiii    of    Ihe    "Diivenport"    I'aper   Baler. 


Improved 
Paper   Baler 

$^2  J_00 


We  make  four  dif- 
ferent styles  and 
three  different  sizes 
in  "Parr"  Balers, 
priced  at  $24,  .?28, 
ijirjO  and  $38,  5%  dis- 
count cash  in  ten 
days.  The  $24  Press 
is  tlie  clieai)est  on 
the  marliet.  In  our 
Improved  "Parr" 
Baler  illustrated, 
maximum  density  is 
easily  obtained  by 
means  of  the  side 
wheels,  which  per- 
mit of  great  lever- 
age oven  when  oper- 
ated by  a  boy  o' 
fifteen.  These 
presses  are  strongly 
built  .-md  will  give 
long     service. 


;, 

P 
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The   "Davenport" — Sliowing  Bale 
Compressed   and    Wired. 


The   Improved   Parr  Baler. 


Descriptive   circulars   gladly    mailed    on    request.      Our  Service   Department   helps  you   dispose   of   your    waste   at  the   best 
prices.     Take  steps  at  once  to  save  your   waste  and    sell    it    at   a   good    profit.      Write    us    NOW. 

Shipments    F.O.B.   Davenport,    Iowa. 


AGENTS     WANTED 


THE   DAVENPORT  MFG.  COMPANY 

DAVENPORT,  IOWA,  U.S.A. 
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Early  showiug  of  fine  Marquisettes. — Tills  window  baekgrouud  is  Louis  XV.  period,  designed  b.v  .T.  A.  Koerber,  and  con- 
sidered one  of  the  best  permanent  backgrounds  in  the  United  States.  Every  detail  is  correct.  The  floor  was  puffed  with  green 
silk  velour.  Three  forms  are  closely  fitted  with  embroidered  Marquisettes  and  from  each  shoulder  the  goods  were  loosely  draped. 
Few  pins  were  used,  and  materials  suffered  no  damage.  Trimmings  added  to  an  attractive  effect.  Ribbon,  parasols  and  hats  all 
harmonized.     For   Strawbridge  &   Clothier,   Philadelphia. 


Fine    muslin    underwear   window. — One    of   a 


series   during    January.       It    showed    a   fine   line    of    goods    with    no    pretence    to 


crowd  same-  each  garment  stood  alone.  Background  was  a  permanent  cream  brocade,  panelled.  Gold  candelabras  were  placed 
one  at  each  side.  In  the  corner  was  24-inch  pedestal  holding  a  glass  shelf,  on  which  was  shown  a  fine  chemise  on  "T"  stand. 
Smaller  stand  held  corset  cover  to  match.  In  rear  centre,  two  fine  skirts  were  shown  on  plaques  held  by  a  standard  at  4.-5 
degrees  angle.  Three  French  forms  were  dressed  with  fine  skirt  and  dressing  sacque,  and  the  balance  finished  as  can  be  readily 
seen    in   photo.     J.   A.   Koerber,   Strawbridge   &   Clothier,  Philadelphia. 
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The  Latest  Out 


TANNEHILL 


OR 


MERMAID 


Drapery  Form 


WE'RE    here    introducing    to    the    window   trimmers    of 
Canada   the    latest   novelty    in   Paper   Mache    drapery 
forms     The   Tannehill    or    Mermaid     Drapery    Form — 
the  first  time  on  the  Canadian  market  and    a  most  practical 
form  for  displaying  dress  fabrics,  waistings,  etc. 

The  features  — Sweeping  lines  with  close  clinging 
effect,  graduated  skirt,  allowing  also  of  perfect  blouse  sug- 
gestion and  treatment  of  trimmings,  simulating  early 
"  Victorian"  outlines. 

It  is  approved  by  leading  trimmers ;  is  light  and  in- 
expensive and  very  serviceable.  Order  now  for  future 
delivery  and  avoid  delay — get  in  line  for  Spring  openings. 
Used  extensively  and  with  great  success  in  all  large 
American   cities   and    progressive   towns. 


MANUFACTURED  BY 

DALE  AND  PEARSALL 

Manufacturers  of  High  Class  Wax  Figures  and  Display  Forms 

106  FRONT  ST.  E.  TORONTO 
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Decorative 
Backgrounds 


designed  and  mmde 
especially  for  your  own 


Show  Windows 


Something  new,  something 
different,  an  improvement 
over  old  methods 

Your  inquiry  will  be  cheer- 
fully considered 


J.  Clarence   Bodine 


Designer  and  Manufacturer 
of  Backgrounds  for  Show  Windows 

Studio,  854J  North  State  Street 
Phone  Dearborn  752  CHICAGO,  ILL. 


r 


LAMSON 


■^ 


Air-Line  Cash 
and  Package 
Carriers 


fesss^ 


•^^  The  result  of  thirty  years' 
store  service  experience. 

•^  Over  fifty  thousand  sta- 
tions in  America  alone. 

•^  An  easy  single  movement 
of  the  arm  raises  the  basket; 
another  movement  drives  the 

basket   rapidly  over  the    longest 

line. 

•^  The  easiest-to- operate,  the 
best  made,  best-finished,  best 
working  Carriers  of  its  type. 

WRITE  FOR  BULLETIN  F-1. 

There  is  no  style  or  type  of  Cash  or 
Parcel  Carrier  not  made  by  LAMSON. 

Lamson   Consolidated  Store  Service  Co. 


161   Devonshire  Street,  Boston 

yjgencies  In  all  principal  cities. 


V. 


SERVICE 


.J 


to  the  shoppers  and  have  seen  a  stocky  window 
crowded  with  interesting  onlookers  as  they  looked 
closely  at  the  make  of  the  gowns,  how  well  the  seamg 
are  finished,  how  good  the  lace  or  embroidery  is, 
how  well  it  is  cut  and  if,  perchance,  it  is  displayed 
on  a  form,  how  well  it  fits  and,  at  last,  won  by  the 
price,  the  desire  to  possess  comes. 

We  have  undoubtedly  noticed  how  the  ad.  man 
goes  into  detail,  describing  the  well-made  garments, 
that  the  workmanship  is  not  below  standard  be- 
cause the  goods  are  found  among  January  sales 
goods  at  such  attractive  prices  and  he  usually  plays 
his  part  well  to  say  what  he  has  to  say  forcibly  and 
then  it  remains  for  the  decorator  to  equally  con- 
sider as  he  handles  the  merchandise.  He  mu^ 
show  these  in  such  a  manner  as  to  confirm  the  ad. 
man's  story,  and  so  he  is  careful  in  the  layout  of 
his  window  to  conceal  these  vital  points  which 
cause  sales  of  the  garments.  He  makes  a  stocky 
show  but  in  no  sense  hides  merchandise  that  should 
show,  or  after  a  good  unit  setting  is  made,  he  does 
not  put  a  price  placard  to  hide  two-thirds  of  the 
grouping. 

Various  features  can  be  used  to  make  January 
windows  attractive,  a  little  touch  of  color  can  be 
used  or  where  there  are  a  number  of  windows  uni- 
form color  can  be  used.  We  have  used  with  good 
results  in  linen  windows  a  certain  color  of  ribbon 
on  the  fancy  boxes. 

While  muslin  underwear  and  linens  play  a 
a  great  part  in  early  days  of  January,  the  cottons, 
dress  goods,  embroideries  and  blankets  come  strong- 
ly to  the  front  followed  by  many  lines,  and  as  the 
month  rolls  on  the  new  goods  are  arriving  and  re- 
quire early  showing.  January  has  become  the 
preparatory  month  for  Spring  opening  show,  too, 
so  making  an  exceptionally  busy  month. 


Dividing    Advertising    Costs 

Different  Methods  Adopted  — One   House    Re- 
cognizes   two    Classes,    Special    and   General 
—  Latter  is    40    Per    Cent,    of   Whole. 

In  the  departmental  store,  where  each  depart- 
ment is  conducted  under  dift'erent  management,  and 
where  each  manager  is  endeavoring  to  make  the 
best  showing  possible,  the  question  arises,  What  is 
the  correct  system  to  adopt  to  divide  the  cost  of 
advertising,  and  proportioning  it  justly  to  each  de- 
partment? 

There  might  be  many  suggestions  made  in  re- 
gard to  different  methods  that  might  be  employed, 
but  they  all  seem  to  have  some  weak  point. 

In  interviews  with  leading  advertising  men  some 
important  facts  were  learned  in  regard  to  the  meth- 
ods considered  best  to  adopt. 
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Good  Displays  Al^^^ays  Attract 


No.  42. 
Counter   Stand 


YOU  know  that  people  walk 
past  the  poorly  kept  window 
but   stop    and    look  at  the 
well    dressed   one. 

They  judge  your  store  by 
your  window  and  a  good  deal  of 
trade  depends  on  how  your  window 
compares  with  the  other  fellow's. 


No.    29. 

Utility  Tie  Stand 

with  Shirt  Easel  Attachment 


ARTISTIC  FIXTURES 


^^^^. 


No.  105. 

Adjustable  Cross  Bar  Stand 
with  Roman  Base 


We  make  artistic  and  ser- 
viceable fixtures  in  Brass,  Nickel 
and  Oxidized  Metal. 

They  show  the  goods  to 
the  best  advantage  and  add  to 
the  attractiveness  of  the    display. 

Write  for  our  illustrated 
catalogue  and  consult  it  when  you 
need  display  fixtures. 


No.     225. 
Waist  Form 


Toronto    Brass    Manufacturing    Company 


17-21     Temperance     Street 


TORONTO 
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FLOOD    YOUR    STORE 
WITH  DAYLIGHT 

You  need  plenty  of  daylight  to  display 
your  goods,  especially  colors.  People  are 
careful  about  buying  articles  shown  in 
artificial    light. 


ik^K^.i- —■>-.„ 

Showing  Office  BEFORE  Luxfer  Prisms  were  installed. 


Showing  Office  AFTER  Luxfer  Prisms  were  installed. 


LUXFER    PRISMS 


increase  the  light  in  your  store  during" 
the  daytime  5  to  25%.  They  refract  the 
light  rays  at  the  required  angle  into  the 
interior  of  your  store  as  far  as  100  feet 
from    the    window. 

It   is    a    soft,   natural   light,    not    a 
glaring    artificial    one. 

LUXFER    PRISM 

TORONTO 


If  you  have  lighting  troubles,  Luxfer 
Prisms  are  what  you  want.  They  are 
not  an  expense  but  a  first-class  investment. 
They  save  enough  lighting  bills  to  soon 
pay  for  themselves. 

Send  for  our  illustrated  catalogue, 
showing  sidewalk  prisms,  transoms  and 
window  fronts.  Estimates  cheerfully  given. 

COMPANY,   Limited 

MONTREAL 
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The  Jones  Floor  Cabinet 

For  Whitewear,  Waists,  Hats  and  Clothing;  in 
fact,  for  any  department  of  the  retail  Dry 
Goods  or  Department  store.  Counter,  Table 
and  Storage  Cabinets. 

This  is  only  one  idea  among  fifty  shown  in 
our  catalogue  that  helps  sales  in  the  retail 
textile  trade. 

Let  us  send  you  a  copy 


JONES  BROS.  &  CO.,  LIMITED 


Dry  Goods  and  Department  Store  Builders 
Show  Rooms  and  Head  Office,  29-31  Adelaide  St.  W.,     - 

Factories— Toronto,  Dundas  and  Montreal 


TORONTO 
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Profitable  Display  Demands  Practical  Fixtures 


No.  2 — Practical  Ribbon  Cabinet 


Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 


Holding 

From 

30  to  700 

Bolts 

o{ 
Ribbon 


PRACTICAL 

RIBBON 

CABINETS 


PRICE  LIST 


Cabinet 
No. 

0  27Mx  63^x26>^ 

1  28^x14    x26 

2  28^x14     x38 

3  28Mxl8Jix38 
i    28^x231^x38 

5  28^x27^x38 

6  28^x32^x38 

8    28^^x42^x43% 


Capacity 
Bolts 
50 
100 
150 
250 
325 
400 
475 
700 


$  6  00 
10  00 
13  50 
18  50 
23  00 
26  00 
30  00 
42  00 


MADE  OF  OAK 


No.  3  -Practical  Ribbon  Cabinet 


Practical  Counter  Notion  Cabinet 

Dimensions — width,  28-in.;   height  at  back,  10:%-in.t   height  in  front,  4^  s-in. 

Made  regularly  in  5  lengths— 3 7-in.,  48-in.,  60-in..  72-in.  and  96-in.  The  37-in.  is 
divided  into  6  compartments,  $J^x6x3  in-.  10  compartments.  6^2x6x3  In.,  4  compartment!. 
8x6x3  in. ;  all  inside  measurements.  Longer  lengthi  are  dirided  into  same  size  compartments 
but  proportionate  number.  Boxes  are  removable  and  the  sides  are  made  of  white  basswood. 
finished  natural.  The  bottom  is  wire  mesh,  thus  preventing  the  accumulation  of  dust.  The 
frame  it  made  of  oak  with  antique  finish.     All  compartments  have  card  holders  for  price  marks. 


No.  5,  37-in    long 
No.  6,  48-in.  long 


PRICE  LIST 

$  9  00  No.  7,  5a-in.  long 

10  00  No.  8.  72-in    long 

No.  9,  96-ln.  long        $16  00 


$11  50 
13  50 


Practical  Piece  Goods  Fixtures 


Practical  Counter  Notion 
Cabinets 


The  proper  c^isplay  of  ginghams,  prints,  and  piece  goods  in  general  requires  a 
Practical  Counter  or  Floor  Fixture.  Either  holds  torty  pieces.  Any  piece  removed 
without  disturbing  the  others.  Strong  spring  wire  shelves,  adjustable  to  any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft.  6  in.,  20  in.  counter  space.   Price,  $6.50. 
Practical  Floor  Fixture,  height  5  feet.     Price,  $7.50.  CounterFixture 

FOR   SALE   BY   THE   WHOLESALE   DRY   GOODS   AND    NOTION    HOUSES.  SEND   FOR   CATALOGUE 

ALL    PRICES    F.  O.  B.    EASTERN     CANADIAN    CITIES 

A.  N.  RUSSELL  &  SONS  CO.,  Manufacturers.  ILION,  N.Y. 


^ 


No.   166  STAND 
Very    useful    for    Gloves,  Laces,   Handker- 
chiefs,   Hosiery,  etc. 


Effective    Displays 


are  the  merchant's  greatest  helps  in  mak- 
ing sales.  In  order  to  make  proper 
displays,  good  fixtures  are  essential. 

"  Clatworthy  "  Fixtures 

are  strong  and  durable  and  have  that 
artistic  appearance  that  marks  them  as 
superior  in  the  fixture  world. 

Our  beautifully  illustrated  booklet 
shows  all  the  latest  creations  in  up-to- 
the-minute    fixtures    and    display   forms. 

A  request  from  you  and  we  will 
mail    one    promptly. 


Clat^wortHy  &.  Son,  Limited 

"THE  ACTUAL  MANUFACTURERS" 

159-161   liing'  St.  W.       -       Toronto,  Ont. 
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The  advertising  manager  of  one  large  depart- 
ment store,  says:  "  We  have  our  advertising  divided 
in  two  classes,  viz.,  special  and  general.  Our  general 
class  includes  any  publicity  intended  to  help  the 
store  as  a  whole,  and  the  large  advertisements  Uvii 
include  the  mentioning  of  many  lines  of  merchan- 
dise from  all  parts  of  the  store.  In  such  advertising 
as  this,  the  cost  is  distributed  over  all  the  depart- 
ments. By  doing  this  the  cost,  apportioned  accord- 
ing to  the  amount  of  business  done  by  each  indi- 
vidual department  is  considered  about  as  near  the 
right  method  as  could  be  installed.  The  expense  to 
one  particular  line  of  goods  would  not  be  out  of 
proportion  to  the  business  done  in  the  run  of  a  year. 

"  When  we  advertise  a  special  department,  the 
expenses  are  charged  to  the  departments  that  would 
receive  direct  benefit  from  this  special.  Take  mil- 
linery for  example:  On  certain  occasions  we  make  a 
'special'  of  this  line  only.  In  figuring  up  the  dis- 
tribution of  the  costs  one-third  is  charged  to  millin- 
ery and  the  remaining  two-thirds  are  distributed 
over  the  glove,  veiling,  dress  goods  and  other  depart- 
ments that  are  sure  to  benefit  by  such  an  advertise- 
ment. It  would  not  be  fair  to  charge  the  entire 
expense  to  millinery,  for  the  other  lines  would  be 
getting  additional  trade  without  any  expense.  This 
is  only  one  instance  out  of  many  that  might  be 
mentioned  where  the  specializing  of  one  department 
means  additional  business  for  several  other  closely 
related  lines  of  merchandise. 

"There  are  departments  that  would  not -bring 
much  business  to  other  parts  of  the  store,  if  a  .special 
advertisement  were  used  for  the.se  lines.  In  cases 
of  this  kind,  the  department  receiving  special  men- 
tion bears  the  expense.  But  cases  of  this  kind  are 
not  numerous.  For  the  most  part,  the  people  that 
come  to  the  store  to  see  specially  advertised  goods 
are  sure  to  make  additional  purcha-ses  before  leaving. 

"  We  do  not  take  into  consideration  the  floor 
space  required  for  exhibiting  and  storing  of  goods. 
All  charges  are  made  to  the  department  in  the  pro- 
portion of  publicity  it  receives,  either  directly  or  in- 
directly. 

"All  heading  displays,  borders,  business  editori- 
als, etc.,  are  charged  to  'general.'  In  the  course  of 
a  year,  our  general  advertising  amounts  to  about  40 
per  cent,  of  the  whole.  While  the  methods  employ- 
ed by  other  firms  are  not  in  the  same  proportion,  the 
general  idea  should  hold  good,  if  up-to-date  methods 
are  to  be  employed." 

The  Montreal  Wholesale  Dry  Goods  Association 
of  the  Board  of  Trade  held  its  annual  general  meet- 
ing on  December  21st,  with  President  Thos.  Bropli>' 
in  the  chair. 

The  retiring  president,  Thos.  Brophy,  was  unani- 
mou.sly  chosen  as  the  association's  nominee  for  elec- 
tion to  the  Council  of  the  Board  of  Trade. 


Make  Your  Stock 

Sell  Itself  Without 

Price  Cutting 

Keep  your  goods  well 
displayed  in  your  cases 
or  on  your  counter  where 
your  customers  may 
select  without  pulling 
down  piles  of  boxes,  half 
empty,  some  broken, 
others    soiled.     Use     the 

SCHILLING 

ADJUSTABLE 

DISPLAY  RACK 

and  keep  your  goods  always  in 
shape,  without  the  chance  of  them 
becoming  back  numbers  for  lack 
of  showing. 

These  racks  are  made  for  hosiery, 
shirts,  gloves,  neckwear,  veilings, 
laces,  trimmings,  handbags,  etc., 
adjustable  to  different  widths. 

Write  for  Booklet  and  Prices. 

A.  F.  Flanders  Mfg.  Co. 

BRIDGEBURG,  ONT. 


Raymond  Bros. 


Outside 
Appearance 

adds  prestifire  to  your 
store  in  the  eyes  of 
your  trade. 

An  awning  affords 
protection  from  the 
sun  and  excessive 
light  to  the  interior 
thus  allowinK  your, 
stock  to  retain  its  new 
appearance  —  a  point 
that  will  always  make 
it  saleable,  and  inci- 
dentally add  to  your 
profits. 

Ask  us  for  quota- 
tions. 


London,  OnL. 


JA*lc"Et  CARRIERS 


SAVE  TIME  &  MONEY 


OUR  GUARAN  i  EE 

We  willinstala  System  of  ClipeCarrierH 
in  your  store;  you  use  Iheui  TEN 
DAYS,  and  if  vou  do  not  find  thai 
lli-VKiveyouKETTKRandQUICKKK 
sl.;i;VIGE  than  any  other  Wli;!-; 
CAKRIER.  PNEUMATIC  TtJIU'.S, 
CAHLE  CARRIER.S  or  CASH  REC- 
ISTERS,  we  will  remove  them  at  our 


CATALOG  FREE  

THE    GIPE. CARRIER  COMPANY 
99    ONTARIO   STREET  TORONTO  ONT 

EUnOPCAM  Office: lit  nOLB0KN.LtHD»H ex.  IMC. 
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Rhinestone  Jewelry  Sells 

Pearls    Spoken    of    For    Spring    Trade  —  Ear- 
rings a  Money-making  Line  —  Imitation  Lace 
in  Jewelry 

JEWELRY  has  had  an  unusual  number  of  re- 
peats in  all  popular  lines  this  year.  This  is 
partially  due  to  the  fact  that  it  is  now  the 
height  of  fashion,  and  also  to  the  fact  that 
staple  lines  have  not  sold  so  well  owing  to  delayed 
cold  weather,  leaving  people  with  more  money  to 
spend  on  the  side  lines.  This  was  certainly  true  of 
the  Christmas  trade,  when  an  exceptional  amount 
of  jewelry  changed  hands.  Many  large  stores  took 
cognizance  of  this  fact  by  giving  very  prominent 
position  and  enlarged  space  to  the  popular  jewelry 
lines. 

Among  the  best  sellers  and  those  which  promise 
to  increase  in  popularity  in  the  season  which  is 
coming  are  ear-rings.  These  have  sold  far  beyond 
anything  which  could  have  been  reasonably  expect- 
ed, the  trade  in  Canada  being  heretofore  rather  con- 
servative in  taking  up  new  lines  of  ornaments. 

New  Eak-ring  Designs. 

Drop  effects  and  pear  drops  in  pearls  have  been 
among  the  best  selling  lines.  Rhinestones  are  in 
great  demand  this  season.  Small  drop  medallions 
of  these  popular  stones  are  used  with  the  stud  of  a 
single  opaque  stone  or  pearl  with  screw  fastening 
for  unpierced  ears.  The  rings  for  unpierced  ears 
register  the  majority  of  sales.  Pompadour  designs 
are  seen  in  the  new  offerings  for  the  coming  season. 
These  are  very  light  and  dainty  in  style.  The  most 
striking  effect  in  ear-rings  at  the  present  time  is  the 
hoop.  This  is  simply  an  adaptation  of  the  old-fash- 
ioned gipsy  ear-ring. 

Generally  speaking  pearls  and  rhinestones  lead 
in  ear-rings  as  in  other  forms  of  jewelry.  Turquoise 
had  a  good  season  this  past  Autumn,  and  it  still 
sells  well,  but  it  is  not  so  good  as  the  rhinestone 
numbers. 

Lace   Effects   in   Jewelry. 

From  New  York  and  Paris  comes  the  news  that 
all  sorts  of  jewelry  designs  in  imitation  of  lace  will 
be  considered  as  the  high  style  feature  of  the  coming- 


season.  There  are  clever  reproductions  of  the  side 
jabot  of  lace,  and  also  of  the  apron,  double  and 
triple,  and  of  the  eascade  effects.  These  ai-e  made  up 
of  rhinestones  and  filigree  and  among  the  lace  effects 
imitated  are  the  popular  Macrames  and  Venises. 

For  brooches  and  pins  there  is  a  strong  feeling 
in  favor  of  the  ultra  new  bow-knot  effects.  All  these 
little  touches  which  suggest  ribbon  or  laces  are  very 
good  this  season.  The  lover's  knot  and  the  pump- 
bow  are  among  the  prettiest  of  the  designs  shown, 
and  sure  of  a  large  share  of  popular  appreciation. 
These  patterns  are  usually  carried  out  in  filigree  and 
rhinestone. 

For  Spring  selling  it  is  expected  that  pearls  will 
be  very  good.  These  are  shown  in  strings  for  neck- 
laces, and  also  in  fancy  necklace  effects.  There  are 
very  pretty,  new  barpins,  consisting  merely  of  a  row 
of  whole  pearls,  among  the  lines  which  are  spoken 
of  as  leaders. 

A  handsome  departure  in  jewelry  brought  out  by 
the  Fall  trade  was  the  set  of  pendant  and  ear-rings 
nicely  boxed  and  got  up  in  the  latest  style  to  retail 
at  exceptionally  reasonable  prices.  These  were  ex- 
cellent imitations  of  the  real  gems,  and  good  sales 
were  registered.  The  Spring  will  see  fresh  importa- 
tions along  the  same  lines. 

Hat-pins  for  the  coming  season  are  smaller  than 
before,  many  consisting  merely  of  a  single  stone 
plainly  set.  It  is  expected  that  pearls  will  be  very 
good  and  importei\s  are  stocking  them  quite  freely. 
Amethysts  are  also  good. 


Jewelry  Trade  in  Montreal 

Montreal,  Jan.  2. 

A  splendid  business  has  been  transacted  in  vari- 
ous lines  of  the  latest  design  in  ear-rings,  necklaces, 
etc.  Large  and  magnificent  displays  were  made  dur- 
ing the  Christmas  rush,  and  the  sales  amounted  to 
a  sum  far  in  excess  of  past  years.  Now  that  the  rush 
is  over,  merchants  should  settle  down  to  planning 
out  a  policy  for  conducting  Spring  and  Summer 
business. 

New  styles  are  appearing  on  the  market  almo.st 
every  day.     Ear-rings  in  the  long  drop  effect  are 
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New  Spring  Samples 

That  Will  Sell  Quickly 


All  Bags  Have 

Inside  Change 

Purse. 


2077 — Seal  or  Colored  Leather, 

Long  or  Short  Leather 

or  Silk  Cord  Handle. 

6-inch  to  retail  at  $1.00. 

7-inch  to  retail  at  $1.25. 


2084— 7-inch,  Black  Seal  Leather. 

Also    in    Colored    Leathers.       Leather 

Lined.     Cord  or  Leather  Handle. 

To  retail  at  $1.50. 


Black  Velvet  Bag,  with  Braided  Motifs 

in  Soutache.     Also  Fringe  and  Cordeliere. 

Large  variety,  to  retail  from  $2.00  up. 


2074 — Made    in   Real    Seal    and 

Alligator  Calf. 

Bright  Silver,  Gold  and  Gun 

Metal  Frames.      Silk  Lined. 

To  retail  from  $7.50  to  $10.00. 


Our    Representatives  : 

GEO.  B.  TOYE 
T.  C.  McGOVERN 

will  visit  you  soon  with  complete 
It  will  pay  you  to 


line. 


wait  for  them. 


2075— Made  in  Real  Seal  and 

Alligator  Calf. 

Bright  Silver,  Gold  and  Gun 

Metal  Frames.     Silk  Lined. 

To  retail  from  $7.50  to  $10.00. 


The  Western  Leather  Goods  Co.,  Limited 


1191    Bathurst   Street,   Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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OUR 

JUBILEE 


Sincere  Thanks 

are  hereby  tendered  to 
our  numerous  friends  and 
cu«tomers  throughout  the 
Dominion  for  their  gener- 
ous patronage  during  the 
past  25  years,  and  we 
take  this  opportunity  of 
announcing-  our  adher- 
ence to  our  old  motto, 
Honest  Goods  at 
Honest  Prices." 

Long  experience  in 
the  Trimming  business 
enables  us  to  produce 
the  best  goods  in  ^the 
market,  and  to  guaran- 
tee entire  satisfaction  to 
our  customers. 

Yours  faithfully, 


Managing  Director. 

The 

MOULTON 
MANUFACTURING  CO. 

LIMITED 
MONTREAL 


quite  the  proper  style.  Many  of  these  new  models 
show  three  or  four  danglers. 

Some  of  the  samples  show  various  sized  rhine- 
stones,  the  largest  being  set  close  to  the  ear,  and  the 
the  smaller  danglers  hang  from  this.  Many  of  these 
rhinestones  are  very  brilliant  in  the  evening,  and 
give  a  dazzling  effect. 

Apart  from  rhinestones,  the  imitation  turquoise 
is  receiving  much  more  attention  than  usual.  The 
imitations  are  so  near  the  real  stone  that  it  is  hard 
to  distinguish  from  the  real.  The  low  price  at  which 
these  imitations  can  be  retailed  is  another  fact  which 
bears  much  weight  with  many.  Necklaces,  brooches, 
belt  pins,  and  many  other  articles  are  showing  this 
stylish  stone  either  in  the  real  or  in  the  imitation. 

Shell  goods  will  show  these  jewelry  effects  to 
good  advantage.  Many  of  the  newest  lines  of 
samples  show  great  varieties  of  rhinestones. 


Valentine's  Day  Novelties 

Merchants  should  make  a  point  of  having  all 
souvenirs  and  valentines  ready  against  the  14th  of 
February.  To  order  at  least  fairly  early  means  to 
have  a  good  choice,  which  again  means  the  attract- 
ing of  the  better  class  of  customers. 

A  pretty  novelty  which  sold  well  last  year  con- 
sisted of  a  heart  shaped  pin-cushion  mounted  on  a 
card  or  valentine.  All  such  lines  should  be  prom- 
inently featured  in  window  display  just  before  the 
day. 


Profitable  Toilet  Goods 

A  line  which  has  proved  itself  worthy  of  the 
careful  attention  of  the  retailer  because  of  excellent 
sales  this  season  has  been  the  white,  composition- 
covered  toiletware.  This  is  having  a  good  run  for  a 
perfectly  traceable  reason.  There  has  been  of  late 
a  widespread  tendency  to  prefer  white  enamel  and 
washable  articles  in  the  bedroom.  Hence  the  white 
toilet  accessories  have  arrived  at  the  right  moment. 

Good  holiday  sales  were  registered  in  the 
brushes,  boxes  and  photo  frames  in  this  style.  The 
photo  frame  is  especially  attractive  as  it  greatly 
resembles  ivory.  These  articles  are  easy  to  keep 
fresh  looking  and  are  practically  indestructible. 

Toilet  goods  of  all  sorts  were  prominently  feat- 
ured in  special  circles  and  tables  to  catch  Christmas 
trade.  This  proved  a  money-making  proposition, 
and  went  to  show  how  much  can  be  made  out  of  this 
line  when  rightly  handled.  Such  articles  as  safety 
razors,  fancy  puff  and  powder  boxes,  manicure  sets 
and  articles  in  silver  for  the  toilet  table,  as  well  as 
vanity  boxes  and  brush  sets  are  all  excellent  sellers 
shown  conspicuously.  Perfume  containers  of  all 
sorts  have  sold  well  this  year,  especially  where  up- 
to-date  and  novel  sprinkling  stoppers  and  special 
holders  are  featured. 
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Beads  Will  Bring  Big 

Business 


SPRING     1912 


To  the  Wholesale  Trade: 

We  [shall,  this  season,  carry  a  large  and  varied  stock 
of  Beads.  Beads  for  trimming-,  such  as  Bugles,  Seed 
Beads,  Cut  Beads,  Wooden  Beads,  Nail  Heads,  Jewels, 
Flat  and  Round  Pearls,  Pearl  Drops,  etc.,  in  an  endless 
variety  of  shapes  and  colors;  also 

BEAD  NECKLACES  AND  LONG  CHAINS 


Retail  Merchants 

can  order  through  any  reliable  jobber  and  we  advise 
doing  so  early  while  selections  are  best,  and  be  in  a 
position  to  meet  the  demand,  as  there  will,  no  doubt, 
be  a  shortage  when  the  season  is  here. 


Rhinestone  and  Pearl  Jewellery  will  also  be  exceptionally 
good  for  Spring  and  Summer. 


Wholesale  Trade  Only  Supplied 
DEFRIEZ    AND    WOODMAN,    LIMITED 

64  WELLINGTON  ST.  W.,  TORONTO 

Branches  at  Montreal  and  Winnipeg 
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KRUEGER'S  ceTT 

Dainty  Novelties  ^J-^^L. 


Krueger's  Dainty  Novelties  are  shown  ONLY  in  our 
New  York  Salesrooms.  If  you  wish  to  see  samples, 
and    cannot  call,  write   and  we  w^ill   send    them. 


RICHARD   G.   KRUEGER 

Manufacturer  and   Importer  of   Infants'   Novelties 
162     WEST    2l8t    STREET,  -        NEW   YORK 


Good  Button  Season 

Demand  Heavy  on  New  Types  —  Bronze  the 

Feature    in    Coloring  —  Influence    of 

Stylish  Colors. 

Manufacturers  have  reported  an  excellent  sale  of 
button  forms  and  of  buttons  this  season.  There  is 
every  prospect  that  the  coming  one  will  be  particu- 
larly good  in  these  lines,  a  banner  year  in  fact.  The 
reason  is  that  the  reversible  fabrics  and  the  newer, 
plain  tweed  effects  demand  something  to  trim.  As 
the  use  of  other  trimming  is  not  permissible,  tho 
buttons  are  elaborate  in  proportion.  This  will  again 
1)6  seen  this  coming  year,  though  in  somewhat  revis- 
ed fashion. 

The  vogue  of  tan  which  is  now  so  generally  pro- 
phesied for  next  Spring,  and  the  certain  vogue  of 
black  and  white  effects  will  be  reflected  in  the  new 
l)uttons.  Advance  numbers  shown  by  tho.se  who 
cater  to  the  making-up  trade  bear  out  this  opinion. 
There  are  many  of  the  new  "bronze"  effects  and  also 
of  striped  black  and  white  Avith  metal  rims  as  finish. 

Another  specially  good  number  will  be  the 
purple  button.     This  shade  bids  fair  to  riyal  the 


Buttons    for    1912, 
for  pongees. 


including    numbers    for    the  new    suitings   and 
Shown   by   the  Manufacturers'  Supply  Co., 
Toronto. 


popularity  of  the  black  and  white  effects.  There  are 
also  shown  some  handsome  lines  in  greys  and  blue-. 
In  shape  the  new  button  for  coats  is  large  and 
flat.  The  smaller  ones  shown  for  sleeves  and  vents 
are  of  the  same  shape.  There  are  also  some  rounded 
and  globular  shapes  seen,  but  these  are  in  the  minor- 
ity in  comparison  to  the  others.  Combinations  of 
metal  with  the  various  compositions  and  with  pearl 
in  dark  shades  strike  the  keynote  of  style.  The 
mixed  color  schemes  in  a  sort  of  marbled  effect  are 
very  good.  Buttons  are  now  offered  specially  for 
combining  with  summer  suitings,  such  as  pon-.-oe. 
These  have  the  bright-finished  metal  rims,  usuar.y 
of  gold,  and  centres  of  light  shades. 
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NAIAD 


Naiad  sounds  the  highest  note 
of  progress  in 


Dress  Shields 


The  Naiad  Shield  Value  is  un- 

approached  because  it  does  not 
deteriorate  with  age  and  fall  to 
powder  in  the  dress — is  the  only 
shield  "  as  good  the  day  it's 
bought  as  the  day  it's  made." 


invisible 


Its  beauty  is  unrivalled  and  in 
use  The  Naiad  Shield  is  lost  to 
sight  in  the  lingerie. 


ean 

Naiad  Cleanliness  is  supreme. 
It  can  be  STERILIZED  after  use 
by  immersing  in  boiling  water  for 
a  few  seconds  only  and  pressed 
with  a  heated  iron. 

Unadvanced    Price 

As  Naiad  Shields  are  free  from 
rubber  and  its  substitutes,  no  ad- 
vance in  price  has  been  necessary. 

Guarantee  with  Lvery  Pair 


Wrinch,  McLaren  &  Go. 

MANUFACTURERS 

77  Wellington  Street  W.     -     TORONTO 
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J.  Y.  SHANTZ 


D.  B.  SHANTZ 


MANUFACTURERS     OF 

FINE  LINES  OF  BUTTONS 

IVORY,  HORN,  PEARL,  PEARLETTE 

All  leading  Wholesale  Houses    handle 

'    our  goods  in  Canada,  and  leading  button 

houses  in  the  United  States  who  recognize 

our   goods   as  of   the    best    manufactured 

on  the  continent. 

The  JACOB  Y.  SHANTZ  &  SON  CO.,  limited 

BERLIN  -  ONTARIO 

Factories:  Berlin,  Ont.;  Buffalo,  NY. 
W^arehouse:  Chicago,  111. 


Imagine  a  thread   more 
brilliant  than  silk 

For  art  needle  work  the  more  brilliant  the  thread  is 
the  better.  Your  customers  will  verify  this  statement 
and  you  will  find  that  they  will  approve  the 

"FLOSSILLA  ROYAL" 


It  is  a  fibre  thread  which  gives  a  most  radiant  appear- 
ance to  any  worked  article  and  will  give  more  satis- 
faction than  any  other  make  on  the  market.  Stock  up 
now  with  "Flossilla  Royal." 

Send  for  Sample  Skein 
and  Shade  Card. 

Sold  only  by 

Hambly  &  Wilson 

Manufacturers  and  Importers 

77  Wellington  St.  W.        -       TORONTO 

Stamped  Goods.      Berlin  Wools.      D.M.C.  Threads. 


Returning  Favor  for  Combs 

Bandeaux  at  Present  Command   Best  Sales — 
Shell    Goods    to    be    Popular    Again    Shortly 

From  abroad  and  from  New  York  comes  tlie 
news  that  the  comb  is  surely  returning  to  favor  this 
coming  season.  Merchants,  no  doubt,  have  been 
wondering  why  combs  did  not  at  once  waken  up 
with  the  introduction  of  the  parted  and  side-puffed 
coiffure.  The  reason  has  been  partly  that  this 
fashion  has  only  become  universal  here  in  the  last 
few  weeks,  and  also  that  it  takes  the  public  some 
time  to  become  educated  to  a  radical  change.  Then, 
again,  the  bandeau  trade  has  been  so  large  that  there 
was  practically  no  room  for  anything  else  featuring 
as  a  novelty. 

The  return  of  combs  will  be  greatly  facilitated 
by  the  rage  for  brilliants  or  rhinestones  for  all  pur- 
poses of  decoration,  including  the  coiffure.  The 
combs  of  medium  size  with  single  and  double  rows 
of  rhinestones  have  already  begun  to  move.  The 
plain  and  fancy  shell  goods  will  shortly  follow,  and 
there  is  every  reason  to  suppose  that  the  coming 
year  will  see  vast  improvement  on  the  last. 

At  present  the  lines  which  are  selling  best  in 
shell  are  the  barrettes  of  medium  size,  both  in  plain 
buckle  and  in  strand  and  fancy  patterns.  Bandeaux 
of  rhinestones  set  in  metal  and  also  in  shell  have 
sold  well  recently,  and  a  great  many  new  designs  of 
the  fancy  sort  are  being  offered  for  the  coming 
season. 

Fabric  and  pearl  bandeaux  have  been  among  the 
best  selling  articles  in  any  fancy  goods  line  this 
season.  Ornamental  net  and  cap  effects  have  also 
sold  well,  but  the  regular  lines  of  hair  nets  have 
been  slow.  Bandeaux  with  trimmings  of  made- 
flowers  and  metallic  laces  in  every  degree  of  elabora- 
tion have  been  especially  good.  Small  medallion 
and  other  novel  forms  of  ornament  have  been  selling 
freely.  These  are  usually  gotten  up  with  jewelled 
settings  and  metallic  ornamentation  in  considerable 
richness.  All  of  these  types  have  taken  well  owing 
to  the  new  style  of  coiffure  and  they  will  continue  in 
vogue  while  the  present  type  of  dressing  lasts. 


Fashionable  Hair  Goods 

There  is  no  attempt  to  deny  that,  owing  to  the 
low  style  of  hair-dressing  in  vogue,  especially  the 
Dutch  coils,  there  is  but  little  demand  for  pads.  An 
exception  may  be  made  in  favor  of  the  triple  pad 
used  as  a  foundation  for  the  Dutch  coils. 

There  has  also  been  a  fairly  good  sale  of  those 
lines  of  turban  pads  which  lend  themselves  to  use  as 
a  basis  for  the  formation  of  the  Psyche  knot.  Be- 
sides these  lines,  the  ones  which  have  sold  and  are 
selling  are  the  coils  themselves  and  switches. 


Dry  Goods  Review 


FANCY  GOODS,  NOTIONS  AND  TOYS 


69 


A  Foreword  on  the  Spring  Fashions  of 

=_1912_ 


THE  SUCCESS  OF  THE  FALL 

THE  FORER^JN^ER  OF  NEW  ACHIEVEMENT 


THE  TRIUMPHS  ol  the  Autumn  and  Holiday 
Seasons  do  not  lead  us  to  rest  on  our  oars.    The 

NEW  SPRING  LINE 

now  being  developed  here  gives  rise  to  renewed 
enthusiasm.    It  will  be  ready  to  inspire  the  trade 

ABOUT  JANUARY  15th 

To  see  it   is  a  condition  precedent   to  successful 
buying  for  the  season. 

Elaborate  Novelties  and  Leather  Bags 

THE  NEW  LINES  will  embrace  a  perfect  galaxy  of  Novelties  and  Leather  Bags.  The  novelties 
will  present  not  only  new  ideas  in  form,  but  also  a  charming  array  of  colors.  And  speaking  of 
colors  we  may  specify  for  one  thing,  A  REIGN  OF  WHITE  as  exemplified  in  a  strong,  new^ 
line  of  Leather  and  Fabric  Creations.     SEE  THEM. 


NEW  BELTS 

Ladies'  and  Children's 

White,  Hazel  Brown,  Heyl 
Enamel 


WIDE  MODELS 

For  Ladies 

Ooze  Calf,  etc.     A  comprehen- 
sive line 


Limousine  Cases,  Travelers'  Slippers,  Brush  Sets 

These  can  no  longer  be  considered  as  supplementary  lines,  but  have  taken  their  place  among  the 
regular  lines  of  progressive  dealers.  Be  ready  for  the  tide  of  travel  that  starts  southward  in  late 
Winter  and  early  Spring. 


Postscript 

IN  A  SINGLE  announcement 
it  is  not  possible  to  specify, 
much  less  describe,  the  in- 
numerable items  which  will 
go  to  make  up  our  Spring 
Showings.  More  detailed  in- 
formation, therefore,  will  be 
given  from  time  to  time  through 
the  customary  trade  channels. 


OUR   GOODS 

REALLY    APPEAL 

TO  TRAVELERS 


P.  W.  LAMBERT  &  CO. 

Manufacturers  of  Fashionable  Leather  and  Fabric  Novelties 
64-66  Lispenard  Street  :  :  :  :  :  NEWYORK 
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Frameless  Suodu  Bag. 


Parisian  Novelty  Bag  of   Braided   and 
Beaded  Satin  Broche. 

Shown  by  the  Western  Leather  Goods  Co.,  Toronto. 


Gun-raetal  Mount  and  Finish  in  Calf. 


At  present  individuality  and  simplicity  are  the 
two  important  features  of  coiffure  fashions.  A  good 
variety  of  styles  are  seen,  permitting  a  woman  to 
express  her  individual  taste  in  arranging  her  hair. 
Generally,  the  low  and  medium-low  coiffures  nre 
preferred;  however,  there  is  no  set  style.  Many  of 
the  fashionable  coiffures  show  the  Psyche  knot 
effect.  Switches  or  puffs  are  used  to  produce  this, 
and,  as  a  general  rule,  three  puffs  are  used.  But  of 
course  there  is  no  set  number  and  as  many  as 
desired  may  be  added. 

At  present  the  "biscuit"  form  of  hair  dressing- 
is  popular,  particularly  with  young  women,  who 
wear  triple  biscuits  with  one  over  each  ear.  When 
older  women  use  the  triple  biscuits  they  are  arranged 
closer  together  so  as  to  leave  the  ears  exposed. 

Styles  for  present  hair  dressing  do  not  require 
as  many  ornaments  as  did  the  styles  in  the  past. 
Bandeaux  are  seen  in  a  good  variety  of  styles.  The 
metal  effects  in  buckles,  circles,  etc.,  are  seen  on  vel- 
vet backgrounds.  For  the  most  part,  these  numbers 
are  intended  for  evening  wear. 


Frameless   Bag   Featured 

Velvets  in     Black  "With    Fringe    Trimming  — 

Velvet  Suedes  Selling  Well  —  Some  Tendency 

in    Favor    of    Strap    Handles   in    Leathers 

Velvet  bags  of  black  and  suedes  of  all  the  popu- 
lar shades  are  the  lines  which  sell  best  at  the  present 
time  and  these  are  again  being  offered  for  Spring 
trade  with  a  few  novel  innovations.  One  of  these 
is  the  frameless  bag.  This  is  made  with  metallic  top 
finish  as  usual,  but  lacking  the  rest  of  the  metal 
frame  which  makes  the  bag  very  flexible,  and  is 
decidedly  dressy  in  appearance.  The  velvet  suede 
finish  is  that  which  will  most  commend  itself  to  the 
buyer  this  season. 

On  velvet  bags,  and  also  on  the  few  fancy  suedes 
and  bags  of  mixed  materials,  the  retailer  may  expect 
this  year  to  see  fringe  used,  if  the  number  is  one  of 
the  new  ones.  This  rule  has  a  few  handsome  excep- 
tions ill   the  case    of    black  velvets    for  wear  with 


Every  net  is 
individually  in« 
spected  three 
times  before 
completion,  and 
all  imperfect 
nets  thrown  out. 

MADE  IN 

ALL 
HUMAN 

HAIR 
SHADES 


™  COIFFURA 

TIDYAVEAR^ 

i  HAIRNETS   \ 


V;()(YYyWYYYWvVVYXA/yXA7^AN 


^v 


REAL    HUMAN    HAIR 

NOTE  THE  TIGHT  HAIR 


MEDIUM 

LARGE 

EX.  LARGE 

ALL  OVER 

SUPERFINE 

Each  net  in 
envelope. 

ROSENWALD 
BROS. 

5 el*  Manuliclarers 
•ad  Paleoltcs 

LONDON 
PARIS  >nd  VIENNA 


Sole  Agents  for  Canada:  DIECKERUOFP,  RAFFLOER  &  CO.,  Limited,  Oor.  Simcoe  and  WeUiugton  8t«.,  Toronto,  and  515  St.  Paul  St.,  Mantrtal. 
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Look  Where  You  Will 


You    will    not   find    anywhere    such   a   comprehensive   assortment   of 

Hair  Goods,  Hair  Ornaments,  Jewelry 

and  Novelties 

as  we  are  offering. 

Many  of  these  lines  we  manufacture  in  our   own    factories   and    can 
therefore  sell  them  at  rock-bottom  prices. 

Look  over  your  stock  of  these  goods  now.     In  all  probability  it  is  in 
need  of  replenishing  after  the  holiday  rush. 


BAGS.  Velvet,  Tapestry,  Beaded  and 
Leather  Bags.  Also  a  full  line  of  Silver 
Mesh  Bags.  Prices  ranging  from  $2.25 
per  dozen  to  $24  each. 

BARRETTES-  F"rom  $7.20  per  gross  to 
$4  each.  A  complete  line  of  Hair 
Ornaments,  unmatchable  values,  made 
in  our  own  factory. 


HAIR  GOODS.  "Veribest"  Hair  Clus- 
ters and  Curls  from  $6  per  dozen  to 
$36  per  dozen.  Switches  and  Hair 
Roils  of  every  description. 

COMBS.     From  $12  per  gross  to  $15  each. 

FANCY  JEWELRY.  Brooches,  Neck 
Chains,  Belt  Buckles,  Hat  Pins,  etc. 


Samples  upon  request.        Goods  shipped  subject  to  your    approval. 

J.  Abeles,  Limited 

233  to  239  Bleury  Street  Montreal,  Canada 
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Note  These  Lines  of 

BUTTONS 

They  May  Interest  You 

Our  Special  exclusive  patterns  in  Ivory  and  Pearl 
have  holes  well  rimmed  and  are  boxed  in  our  famous 
double  boxes. 

We  can  fill  orders  promptly  for 

IVORIES — for  men's  and  ladies'  wear. 
PEARLS — fancy  and  staple. 
COVERED-crochet,  etc. 
METALS — in  all  designs. 

We  are  specialists  in  fancy  buttons. 
Write  for  samples. 

Merchants    Button   Company 

WATERLOO.  ONTARIO 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  Australasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     S2.5U     Mailed  Free 

Specimen  Copy  will  be  supplied  on  applicatioci. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E,C. 

New  York,  29  Broadway 


strictly  tailored    suits.     These    have  cordeliere  and 
tassels  or  plain  cord  handles. 

As  the  Spring  opens,  there  will  be  a  decided  ten- 
dency in  favor  of  strap  handles  on  the  leather  bags 
designed  for  wear  with  plain-tailored  suits.  The 
plain  handle  is  gaining  as  the  public  wearies  of  the 
cordeliere  which  is  certainly  not  so  practical. 
Brocaded  and  Embroidered  Effects. 
Among  high  class  fancies,  the  chief  interest  cen- 
tres round  the  French  importations  of  brocaded  and 
onil)roidered  effects  in  delicate  shades  and  embel- 
lished with  gold  and  silver  touches.  These  are,  of 
course,  designed  chiefly  for  dressy  and  evening  wear. 
They  include  some  lovely  pompadour  shadings  in 
brocade  enriched  with  delicate  embroidery  and  fin- 
ished with  gilt  or  silver  cordeliere.  The,se  bags  show 
the  effect  now  so  prominent  in  trimmings  of  all 
sorts,  namely,  the  introduction  of  .set  jewels  where 
beads  were  formerly  used. 

A  novel  shape  is  seen.     This  is  narrow  at  the  top 
and  widens  at  right  angles  just  l)elow  the  frame- 
work, the  lower  part  being  of  extra  large  .size.    The 
shape  was  seen  in  dressy  bags  for  evening  wear. 
Equipped  with  Toilet  Accessories. 

Bags  fitted  out  with  toilet  accessories  are  now 
being  shown  both  in  plain  and  fancy  materials.  A 
handsome  type  was  of  black  calf  in  very  fine  grain 
and  had  special  pockets  for  powder  puff,  liquid 
rouge  or  perfume,  pencil,  etc.  These  articles  are 
made  to  set  flatly  against  the  sides  of  the  bag,  by  no 
means  impairing  its  shape  or  filling  it  too  full. 

Small  bags  are  again  seen  for  popular  trade. 
These  will  take  the  place  of  purses  and  are  of  a 
convenient  size.  They  are  really  just  little  models 
of  successful  lines  in  regulation  size. 

On  the  whole,  the  frame  that  will  sell  next  season 
is  the  seven  or  eight  inch  frame.  The  very  large,  as 
the  very  small,  must  give  place  to  the  medium  size 
which  is  practical  without  being  clumsy. 

Fancy   Novelties   Offered 

Opportunity    Approaching    in   Valentine    Day 

—  Good     Sales    of     Scarfs  —  Feature    Toilet 

Articles 

Among  the  newest  offerings  in  embroideries  and 
fancy  goods  are  the  grey  linen  grounds,  used  instead 
of  the  neutral  colored  crash  with  the  same  typo  of 
embroidery  that  has  been  popular  on  the  German 
crash.  The  latter,  however,  is  the  article  which  will 
be  the  leading  one  in  all  lines  of  fancy  goods,  such 
as  cushions,  scarfs  and  covers. 

During  the  season  which  has  just  clased,  there 
have  been  shown  qnite  a  number  of  black  satin 
cushion  .slips,  both  plain  and  painted  or  embroid- 
ered. This  tendency  was  mentioned  early  in  the 
Fall,  and  has  since  made  its  appearance  here  in 
(Concluded  on  page  76) 
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Newest  Creations  in  Head  Dress 

We  are  at  all  times  in  touch  with  the  fashion  centres,  and  you  can  rest 
assured  that  we  can   supply    your    every   requirement  in  HAIR  GOODS. 

The  Hair  Goods  section  is  one  of  the  best  paying  departments  in 
up-to-date  dry  goods  and  general  stores.  NOW  IS  THE  TIME  TO  PLACE 
YOUR  SPRING  ORDERS. 


Headquarters  for 

SWITCHES      BRAIDS       PADS 

TURBANS       PSYCHES  C 

CURLS        ROLLS        PUFFS 
RAW  HAIR       NETS 
etc.,  etc. 

Our  "TORTILLON"  sfyle  is  a 
favorite.        Ask  for  it 


IF  IT'S 

ANYTHING  IN 
HAIR  GOODS 
WE  HAVE  IT 


SEE  THAT  ALL 
HAIR  GOODS 
YOU  BUY  BEAR 
OUR  TRADEMARK 


/ 


Look  for  this  Label  in  Blae 


Ask  your  WHOLESALER  for  our  Goods  and  Special  Folder 
They  all  carry  them 

THE  STANDARD   HAIR  CO. 

263  Notre  Dame  Street  West,  Montreal 
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Linen  Textiles  in  Making  and  Finishing 

Industry  That  has   Passed  From   Handloom   to   Widespread    Operation   and 
has  Practically  Developed  Into  an  Art  —  Buying  the  Flax,  Testing,  Weaving, 

Bleaching  and  Finishing 

For  the  "'Review"  by  F.  Dunn.  Linen  Manaeer.  Hamilton  Co..  Montreal. 


This  is  the  first  of  a  series  of  articles 
in  Textile  Manujadure  by  Mr.  Dunn, 
who  is  thoroughly  conversant  with  every 
detail  of  production  and  merchandising 
requirements. 


CENTURIES  ago  textile  manufactured  goods 
relied  chiefly  on  the  hand-loom  for  their  pro- 
ductions, although  then  these  goods  were  un- 
doubtedly the  acme  of  quality  and  durabil- 
ity, unequalled  for  wear.  These  days  have  practic- 
ally passed,  few  hand-looms  are  going,  especially  in 
linen  weaving  in  the  Old  Country.  The  pleasant  re- 
frain of  the  hand-loom  shuttle  to  the  good  wife  was  a 
joy  and  gratitude,  as  she  depended  on  the  hand-loom 
productions  to  bring  in  her  daily  maintenance  and 
family  support.  The  Scottish  linen  industry  was, 
centuries  ago,  situated  in  Fifeshire,  and  hand-looms 
played  an  important  part  in  the  manufacture.  In 
Dunfermline  museum  to-day  relics  of  these  by-gone 
days  are  exhibited.  There  you  have  banners,  flags 
and,  most  curious  of  all,  the  "seamless  shirt,"  woven 
by  a  Henry  Meldrum,  on  a  hand-loom,  made  from 
Russian  flax,  and  woven  ready  for  wear,  without  one 
seam.  It  is  a  work  of  art,  and  was  so  greatly  prized 
by  the  descendants  of  the  weaver  that  they  gave  it  to 
the  above  mentioned  museum  as  a  relic  of  their  old 
handicraft. 

The  linen  industry  to-day  is  an  entirely  different 
occupation.  Manufactories  are  all  over  the  north  of 
Ireland  and  east  and  northeast  of  Scotland  making 
linens  of  every  description  for  every  part  of  the  civ- 
ilized world. 


Buying  the  Flax. 
In  the  commencement  of  linen  manufacture  the 
l)uyer  of  the  flax  "tow"  and  fibre  plays  an  important 
part  in  the  making.  He  must  thoroughly  under- 
stand the  strong  and  weak  points  of  the  flax,  and  the 
testing  machine  he  sometimes  handles  vividly  points 
out  the  durable  qualities  of  the  "bunches"  he  in- 
spects, generally  prior  to  ordering.  The  "spindles" 
of  the  yarn  are  in  different  weights,  and  vary  ac- 
cordingly in  price.  The  designing  of  the  patterns 
and  card  cutting  are  prominent  in  the  manufacture, 
and  preparing  the  "size"  or  dressing  of  the  flaxen 
threads  is  a  uniqvie  feature  of  the  industry.  The 
mounting  of  the  loom  and  preparing  the  loom  for 
the  weaver  is  not  an  easy  task,  for  the  special  order 
depends  greatly  to  a  certain  extent  on  the  way  the 
manager  carries  out  his  ideas  and  the  length  of  the 
web  he  intends  to  run. 

Weaving  a  Work  of  Art. 
Weaving  nowadays  has  become  a  work  of  art. 
The  skillfulness  of  the  linen  weaver  is  cunningly 
displayed,  and  although  she  may  finish  the  web  of 
cloth  with  a  "jesp"  or  .small  "felter"  (as  it  is  called) 
here  and  there,  it  is  altogether  marvelous  the  out- 
standing feature  of  the  design  on  the  cloth. 

Now,  in  linen  weaving,  the  general  rule  is  to  have 
the  warp  yarn  much  stronger  than  the  weft,  the  idea 
being  that  the  warp  has  to  withstand  much  friction 
from  the  reed  of  the  loom  working  backwards  and 
forwards  upon  it.  In  wearing  and  washing, 
and  in  the  continual  rub  of  using,  this 
strong  warp  chafes  the  weaker  weft,  and  every  care- 
ful housekeeper  must  have  noticed  that  her  linen  is 
not  wearing  into  holes  but  into  "ladders."  The 
rungs  of  these  tiny  ladders  are  the  threads  of  the 
warp  and  never  those  of  the  weft. 


LOOKING    FOR    GOOD    BUTTONS? 


V\7^HETHER  for  fine  ivory,  pearl,  covered  or  horn  buttons,  we  are  always  prepared  to 
supply  your  needs  for  the  best. 

We  manufacture  all  kinds  of  buttons  and  have  many  exclusive  and  novel  designs  to  offer  the  trade. 

There's  good  profit  in  handling  our  line  and  satisfaction  to  your  patrons. 


Richard  Roschman  &  Bro., 


Waterloo,  Ont. 
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ODORLESS 

Double  Covered 

DRESS    SHIELDS 

^  OMO  Dress  Shields  will  help  you  to  get  more  business  in   1912  by  direct  sales 
and  attracting  trade  generally. 

^  The  sales  of  the  OMO  are  steadily  increasing  with  retailers  now  handling  this 
superior  shield. 

^  And  the  long  list  of  retailers  is  growing  week  by  week. 

^  The  OMO  Dress  Shield  is  known  to  women  for  its  quality,   durability,   and  by 
reputation. 

^  When  they  ask  for  anv  but  just     dress  shields,"  they  are  almost  sure  to  ask  for 
the  OMO,  because  of  our  widespread  magazine  advertising. 

^   OMO  Dress  Shields  are  double  covered,  light,  odorless — best  wearing  and  most 
effective.      Every  pair  is  guaranteed. 

^   OMO  Sheeting,   Infants'  Pants,    Bibs,   etc.,  are   also  great  departments  of  this 
business. 

THE  ot^  MANUFACTURING  CO. 


MIDDLETOWN, 

MAKERS  OF 

Quality  Goods 


CONNECTICUT 


DE  GRAFF  &  PALMER 

Selling  Agents 
222  4th  Ave.,  NEW  YORK 
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The  weft  is  generally  the  lighter  thread,  and  the 
warp  the  heavier  fibre. 

Inspecting  the  Web. 
After  the  web  comes  off  the  loom  it  passes  on  to 
the  service  room  for  inspection,  where  girls  are  em- 
ployed; firstly  at  a  cropping  machine,  to  clip  off  all 
the  loose  or  stray  or  floating  threads  on  the  surface 
of  the  cloth,  then  other  inspectors  pick  out  the  small 
jesps  or  draw  felters  together  by  deftly  darning  the 
smaller  imperfections,  before  it  finally  leaves  for  the 
bleaching  fields.  The  bleaching  process  turns  the 
brown  flaxen  damask  into  the  whiteness  of  the  driven 
snow.  The  glossy,  snow-white  linen  leaving  the 
bleaching  fields  is  a  sight  worth  seeing. 

Bleaching  Processes. 
The  bleaching  processes  of  to-day  vary,  some  are 
under  the  guidance  of  the  common  salts,  starch  and 
callender  finish,  some  are  of  the  grass  bleached  form. 
The  latter  method,  although  most  durable,  is  only 
practically  done  in  North  of  Ireland ;  where  in  one 
instance  the  linens  are  chiefly  grass  bleached,  rely- 
ing solely  on  the  sun's  rays  to  turn,  as  it  were,  the 
natural  brown  flaxen  color  of  the  damask  into  the 
glowy  whiteness  of  snow.  The  soft  mellow  finish 
on  these  goods  are  without  exception  unsurpassed. 
They  feel  to  the  touch  like  as  if  they  were  made  of 
silk.  There  is  nothing  like  the  sun's  rays  for  bleach- 
ing linens. 

After  they  leave  the  bleaching  field  the  laphouse. 
is  reached.  Here  numerous  men  are  employed,  some 
■''reeling"  the  cloth  to  find  out  the  defects  in  the 
bleaching  or  the  weaving,  some  classifying  the  quali- 
ties by  their  web  number,  others  the  designs,  and 
pressing  of  the  lapped  goods,  ready  for  the  selling 
point. 

Tracing  Imperfections. 
Probably  out  of  a  web  of  say  thirty  cloths,  if  the 
weaver  has  been  careful,  there  may  be  a  cloth  or  two 
imperfect;  either  by  the  weaving  or  a  broken  design, 
which  sometimes  occurs.  If  the  latter,  then  the 
whole  web  is  practically  imperfect  in  this  respect. 
These  "jobs"  or  "imperfects"  are  eagerly  looked  after 
by  enterprising  job  buyers  all  over  the  dry  goods 
centres,  and  play  an  important  part  in  their  sales 
of  this  merchandise,  for  these  defects  are  scarcely 
noticed,  and  can  be  offered  at  a  discount  from  the 
ordinary  price  to  the  careful  housekeeper. 

Linen  goods,  therefore,  have  risen  from  the  low- 
est possible  grade  to  the  highest  of  textures,  origin- 
ated on  the  handloom  centuries  ago,  and  housekeep- 
ers in  countries  far  and  wide  appeal  as  it  were  to 
Great  Britain  for  their  glossy  table  linens. 

There  are  many  items,  hundreds  of  items,  in 
linen  weaving  and  textile  industry  to  touch  upon 
that  space  does  not  permit,  but  I  will  endeavor  to 
touch  upon  other  staple  lines  next  issue,  such  as 
weaving  and  finishing  processes  applied  to  wool  and 
worsted  fabrics. 


The  Ogilvey  Store. 

(Continued  from  page  38) 

out  to  the  wagons,  loaded  and  delivered  to  the  pur- 
chasers. 

From  the  time  the  goods  enter  the  building, 
until  they  leave  it,  the  routes  do  not  cross.  There  is 
very  little  chance  for  making  a  mistake,  or  getting 
the  goods  mixed,  as  would  be  the  case  if  in  their 
journey  through  the  establishment  the  different 
lines  of  goods  going  out  should  cross  the  path  of 
goods  just  arriving. 

The  Entrances. 

Entrances  to  the  building  are  situated  on  St. 
Catherine  and  on  Mountain  Streets,  each  consisting 
of  interior  and  exterior  sets  of  single  folding  doors. 
At  each  entrance  there  will  be  a  right  and  a  left  set 
of  doors,  between  which  will  be  a  supporting  pillar. 
Four  groups  of  three  doors  each  is  the  whole  thing 
in  a  nut.shell. 

Each  set  of  doors  will  swing  one  way  only.  In 
this  way  a  continual  string  of  people  can  be  entering 
by  the  three  doors  at  the  right,  while  the  same  num- 
ber may  be  leaving  by  the  three  doors  at  the  left. 
By  making  use  of  this  system  much  of  the  halting 
caused  by  the  doul)le  doors  is  expected  to  be  done 
away  with. 

In  each  vestibule,  behind  the  supporting  pillar, 
will  be  a  glass  enclosure  that  will  be  used  for  dis- 
plays of  various  novelty  lines  of  merchandise  . 


Fancy  Novelties  Offered. 

(Concluded  from  page  72) 
considerable  force.     It  is  in  harmony  with  the  grow- 
ing trend  towards  the  istyles  of  decoration  of  two 
generations  ago,  a  tendency  which  is  now  seen  in  all 
lines  of  merchandise. 

During  the  holiday  season  there  were  excellent 
sales  of  buffet  and  table  scarves  of  the  oblong  kind, 
rather  than  the  square  or  round.  These  are  often 
placed  on  square  tables,  giving  the  effect  so  familiar 
in  the  halls  of  houses  arranged  in  Colonial  style. 
The  oblong  scarf  has  been  the  leader  and  there  will 
be  more  of  these  ordered  for  next  year's  selling  on 
this  account. 

Cushions  in  Persian  and  Turkish  rug  designs, 
fabric  of  soft,  long-haired  satin,  were  .sold  well  this 
Christmas.  Many  persons  choose  this  style  of  cush- 
ion to  correspond  with  the  rugs  so  widely  popular. 

Pompadour  floral  eff'ects  both  on  crash  and  on 
finer  materials  have  sold  well  as  a  novelty  this  sea- 
son. The  tiny  flowers  in  raised  work  and  the  dainty, 
miniature  leafage  form  a  pretty  contrast  to  the  rough 
goods  and  neutral  tint.  Cluny  lace  has  been  seen 
with  these  effects,  making  an  excellent  ensemble. 

Bags  have  had  a  better  sale  than  ever  this  season, 
they  are  being  shown  in  all  styles  for  sale  during  the 
coming  year. 
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The     Best     and     Most     Popular    Hoops    on    the    Market. 


"DUCHESS"  HOOPS 

The    Pelt    Cushion    protects    the 

fabric     and     embroidered     work 

from     Injury     and     holds    either 

light    or     heavy    fabrics    tightly 

stretched.     Sold   for   10   years    in 

over    18,000    retail    stores. 

Made   in    the    round    and    oval    shapeM. 
"DUCHESS"  (round)— Sizes  1.  5.  6.   7.  8,    10.  12.   Inch  diameters. 
"DUCHESS"  (oval)— Three  sizes,  3x0,  4y2s9  and  Oxl'J  inches. 

THE 

"DUCHESS- 
OVAL" 

accommodates  a  full 
design  for  embroid- 
ering as  in  a  large 
round  hoop,  but 
lias  the  convenience 
ill  use  of  a  small 
hoop. 


"ROYAL-OVAL 


»>    A  lower   priced,   smoothly   finished 
and     carefully     fitted,     plain     oval 
Hoop   (without  the  Felt  Cushion  or  Bow  Spring.) 


Made  In   Three  Sizes 

6x12  inches,  for  drawn  work,  pillow  covers,  etc. 
4V4x9  inches,  a  popular  size  for  all  kinds  of  work. 
3x6  inches,   for  working  designs  on    hosiery,  etc. 


'PRINCESS" 


Has  a  nickel-plated 
l)0W-spring  which  ad- 
justs itself  to  thick  or 
thin  fabrics,  holding 
the  material  firmly  and 
without  injury. 
Made  in  the  round  and 

oval  shapes. 
"Princess"  (round). — 
Sizes:  4.  5,  6,  7,  8.  10, 
12-inch  diameters. 
"Princess"  (oval)  —  three 
sizes:  3x6,  4%x9,  and 
6x12   inches. 


THE 
"PRINCESS- 
OVAL" 

accommodates  a  full 
design  for  embroid- 
ering as  in  a  large 
round  hoop,  but  has 
the  convenience  in 
use  of  a  small  hoop. 


"SPECIAL-SELECT" 


A  lower  priced,  smoothly  fin- 
ished    and     carefully     fitted, 
plain  round  Hoop,  (without  the  Felt  Cushion  or  Bow-spring.) 

Made  in  Sizes:  4,  5,  6.  7,  8,  10,  12-inch  diameters. 


Order  To-day.      Your  jobber  can  supply  you.     THE   GIBBS   MFG.  CO.,      CANTON,   OHIO,  U  S.A. 


Revolution 

In  the  Dress 
Shield  Business 


C^^  ^--rA0^S^^ 


Sells  at  sigKt 

A.  big  thing  for  tKe  Spring 
Trade 

Made  in  SilK,   I^inen  or 
NainsooK 


Canadian  Representative : 

C.  J.  BEACHAM 


PRESST 

MAP/HALI,\. 
IMMOVATION 


COVER  OF  SHIELD 

IS    DETACHABLE, 

FROM  RUBBER  PART 


SHIELD 


PATENT  h5 
20097 


EASILY   CLEANSED 

AND     REPLACED. 

EXTREMELY  ABSORBENT. 


V/^iJif   /Ai'  l^/VGCAf^O 


Daniel   Hone,    1    CKiswell  Street 


London 
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Plain   and   Fancy   Buttons 

A  Showing  For  Spring  Worthy 
of   Your    Early    Consideration 

Buttons  are  in  vogue  as  much  as  ever  for  Spring  1912  and  the  present 
indications  are  such  that  the  demand  will  be  even  greater  than  many 
have  anticipated. 

We  have  given  careful  attention  to  the  lines  that  will  be  most  used 
and  the  result  is  that  w^e  are  prepared  to  meet  all  requirements  promptly. 

We  also  import  a  choice  selection  of  LACES,  BRAIDS  and  TRIMMINGS* 

Our  regular  lines  of  buttons  are:- 

IVORY  ANCHOR  BRASS  HORNOID 


PEARL 


CROCHET 


FANCY  METAL 


FURRIERS' 


We  also  manufacture  an  exclusive  range  of  PLAIN,  FANCY  and  COM- 
BINATION COVERED  BUTTONS. 

A.  WEYERSTALL   &   COMPANY 

BUTTON  MANUFACTURERS  WHOLESALE  ONLY 

145  Wellington  St.   West  TORONTO 


DONT  BE  MISLED 
SELL 


DRESS   SHIELDS 

For  Quick  Returns 

NO  DEAD   STOCK   ON  YOUR   SHELVES   IF   YOU   SELL   KLEiNERT'S 
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Barrels  of  fun  at  small  cost,  be  merry  and  make  money. 
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Recognizing  the  ever-growing  demand    of  the  puhlic  for  articles  of  amusement,  we  have  undertaken  to  manufacture  a 
large  variety  of  such  articles  to  retail  at  10c  to  25c. 

LATEST  CREATIONS  OF   FUN 

Including    such    articles    as    new     and    entertaining    Puzzle*,    Juin.:>in2    telescopes,  Sneezing  powder.  Exploding 
cigars,  Trick  performeis,  and   101   other  novelties. 

THEY   SELL    THEMSELVES  IN  ANY  STORE  AND  BRING   GOOD  RETURNS. 
New  illustrated  catalogue,   giving  full  particulars,  for  the  asking. 

NOVELTY  MANUFACTURING  &  ART  PRINTING  CO. 

334  NOTRE  DAME  ST.  VI  EST.  MONTREAL,  QUE. 


The  most  perfect 
reproduction  of 
Hand-made  Goods. 
Unequalled  for  Dur- 
ability and  Clean- 
ing. 


LACE 
CURTAIN 

and  NETS 


Supplied  in  a  large 
variety  of  designs 
and  prices.  Pro- 
nounced by  experts 
"The  Aristocracy  of 
Window  Decor- 
ation." 


N.B.      Our  represrntative  from  Nottingham  visits  the  Canadian  markets  twice  a  year. 
Sole  Manufacturers :—  and  a  cummunication  from  ];ou  will  ensure  a  call. 

T.  I.  BIRKIN  &  CO.,  Broadway,  Nottingham,  ENGLAND 
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Improved   Samples  for   Fall 

Women's  and  Children's  Ranges  of  Underwear 

Now  Ready  for  Placing  —  Style  Influences 

—  Development  of  Juvenile  Lines. 

UNDERWEAR  .samples  for  women  and  chil- 
dren are  mostly  complete  for  Fall,  1912.  Un- 
shrinkable garments  with  many  import- 
ant improvements  and  better  values  with  added  vari- 
ety and  detail  of  finish  are  strong  points  of  several 
complet-ed  new  ranges.  A  profitable  season's  busi- 
ness is  expected  by  manufacturers,  and  wholesalers. 
Judging  from  values,  improvements  and  added 
lines  now  ready,  merchants  will  be  able  to  select 
fine  assortments  for  placing  numbers. 

Each  manufacturer  has  his  leading  qualities  and 
merchants  buy  these  season  after  season,  as  practi- 
cally staple.  Buyers  no  longer  confine  themselves 
to  any  one  range  but  buy  tho.se  lines  which  are  as- 
sociated in  customers'  minds,  through  advertising 
and  actual  wearing  satisfaction. 

In  Canadian  goods,  unshrinkable  garments  have 
become  general  and  advertised  numbers  asked  for 
year  after  year.  While  these  staple  numbers  are 
always  stocked  because  of  wearing  and  makers'  repu- 
tation, Iniyers  have  several  added  considerations 
place<l  before  them  this  year  for  approval  to  round 
out  stock  .showing. 

Buyers,  who  have  already  had  an  opportunity  to 
see  Fall  ranges  have  decided,  that  this  year's  sam- 
ples eclipse  former  values,  qualities,  finish  ad  range 
of  selection. 

Better  Profits  Likely. 

Price  quotations  are  easier  compared  with  last 
year's  values  and  while  this  perhaps  should  not  be 
made  too  important,  there  is  a  difference  of  from 
71/2  per  cent,  to  10  per  cent.,  and  merchants  will 
probably  be  able  to  make  a  better  profit  showing  in 
this  department.  It  is  pos.sibly  an  extra  jobber's 
profit  but  as  far  as  manufacturing  is  concerned, 
buyers  can  expect  or  arrange  to  buy  values  slightly 
closer  than  a  year  ago. 


It  is  evident  at  this  time,  that  either  better-fin- 
ished or  weightier  garments  at  outside  prices  will 
be  offered  or  quotations  will  mean  better  values  to 
meet  those  favored  prices  for  retailing.  Broadly 
considered,  ranges  will  appeal  to  buyers  from  repre- 
sentative lines  and  buying  connections. 
Optimistic  Outlook. 

Stock  outlook  is  particularly  bright  as  far  as 
jobbers  are  concerned,  and  assortments  are  cleaned 
up  pretty  fine.  Regarding  Spring  and  Summer 
weights  repeats  are  coming  in  increased  quantities 
and  it  is  these  latter  orders  which  mean  an  increased 
volume  in  output  at  the  mills.  So  far,  this  Fall 
and  Winter  season  has  not  been  altogether 
satisfactory  from  retailers'  viewpoints  on  account  of 
mild  weather. 

After  Christmas,  business  is  more  or  less  slow 
and  it  is  claimed  that  underwear  placing  for  next 
year  will  not  be  as  satisfactory  on  account  of  stock 
carried  over  by  many  merchants.  Some  wholesale 
buyers  are  inclined  to  take  a  conservative  view,  but 
when  reports  for  .January  and  February  are  avail- 
able it  is  hoped  that  cold  meather  will  have  forced 
.«ales  .sufficiently  to  deplete  retail  stocks.      There  i.s 


Patented   form   fitting  and  adjustable  vest   for   infants   and   child- 
ren   up    to     8     years — no     buttons — no     pins — all     qualities — 
guaranteed  unshrinkable.     Controlled  and  made  in  Canada 
by    Eag;l,e  Itoitting  Co.,    Hamilton. 
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WEAR  UNDER 


UNDERWEAR 


DO  YOU  VALUE  GOOD  HEALTH  ? 
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"CEETEE" 
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THE  C.  TURNEULL  CO,  OF  GALT,   LIMITED. 

GALT,  ONTARIO 


These  Advertisements  Mean 
Profit  and  Reputation  to  You 

They  were  written  for  your  benefit -and  have  been 
appearing  in  the  leading  Dailies,  Weeklies  and  Month- 
lies throughout  Canada  for  months. 

Now,  you  know  what  make  goods  move  rapidly— 
ADVERTISING  and  QUALITY. 

Advertising  creates  the  demand.  Quality  makes  repeat 
orders  and  permanent  customers. 

Are  you  holding  up  YOUR  END  by  connecting  YOUR 
STORE  with  this  advertising  to  the  public? 

Display  the  goods  and  show  cards  in  your  windows— 
on  your  counter. 

Tell  your  customers  that  what  their  advertisements  say 
is  RIGHT. 

AND  YOU  KNOW  IT 

At  least  you  do  if  you  carry  our  goods. 

If  you  don't  it  is  your  DUTY  to  your  customers  to  get 
the  goods  at  once. 

These  goods  are  made  in  all  sizes  and  weights  for  men, 
women  and  children. 

Write  to-day. 

Also  manufacturers  of  TurnhuIVs  high- 
class  rilhed  underwear  for  ladies^  and 
children,  and  TurnhuIVs  "5\f"  'Bands 
for   infants. 

The  C.  TURNBULL  CO.  of  GALT 

Limited 

GALT,        -       ONTARIO 

Manufacturers  Established  1859 
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Dry  Goods  lUvifw 


"Maple  Leaf"  Hosiery  and  Mitts 


Canadian 

Knit 

Goods 


With  a 
MARK  Canadian 


MADE  BV 
♦  "'•GODERICH  KNITTING  CO 


Name 


Goods  of  honest  make  and  an  honest  profit  for 
every  merchant.  The  demand  for  quality  knit 
goods  to-day  is  on  the  increase,  and  this  de- 
mand must  be  supplied  at  all  odds.  Merchants 
who  sell  inferior  articles,  whether  or  not  they 
are  asked  for  them,  will  find  their  custom  slip- 
ping away. 

"MAPLE  LEAF"   BRAND 

hosiery  and  mitts  are  made  to  wear  and  to 
give  the  maximum  of  satisfaction  to  the  cus- 
tomer and  also  to  the  merchant. 

See  our  new  Cashmere  Lines  for  1912. 


Goderich  Knitting  Company 


LIMITED 


GODERICH 


ONTARIO 


THE  HALL-MARK  OF  R«|rJ«tered  No.  202,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI-^ 

RLE,  and  starting  with  TWO  THREADS 
in    the   TOP,   it    increase!    in   WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  In  Fit. 
Guaranteed  Unstirinicabli 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had    from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


.'-till  a  lot  of  underwear  business  to  be  done  and  it  is 
not  a  hard  matter  to  reduce  higher-priced  quantities 
with  consistent  window  display  and  advertising. 
Many  cheap  grades  sell  up  to  June  1st  and  manu- 
facturers are  optimistic  and  do  not  expect  that  when 
this  .season's  business  is  complete  merchants  will  be 
hampered  with  any  unusual  quantities  or  inclined 
to  conserve  their  buying. 

Direct  Style  Influence. 

Style  is  to  be  a  more  iinportant  factor  in  buying 
and  selling  underwear  for  next  season,  and  some 
ranges  show  the  extent  of  preparation  for  this  con- 
tingency. It  is  well  recognized  that  combinations, 
l)oth  for  women  and  children  were  taken  in  larger 
(piantities  than  ever  last  season  and  for  Spring  for 
this  reason.  It  will  be  found  that  knitted  Prin- 
cess slips,  in  different  qualities  and  ribs  are  in  grow- 
ing demand,  owing  to  styles,  which  are  now  assured. 

In  view  of  the  vogue  of  transparent  blouses  and 
close-fitting  gowns,  low-necked,  sleeveless  and  knee- 
length  garments  will  be  worn  to  give  the  fashionable 
lines.  Some  manufacturers  are  introducing  combin- 
ations and  one-piece  undergarments  with  Spring 
needle,  Ijl  rib,  finer  at  the  waist  than  the  body  for 
about  twelve  inches,  or  under  the  corset  to  allow  of 
l)etter  fitting  following  with  this  season's  styles. 
Fine  silk,  silk  and  wool,  silk  lisles  and  mercerised, 
one-piece  underwear  with  strap  shoulders,  ribbons 
and  beautiful  new  insertions  are  to  be  favored  with 
high-class  buyers  as  the  Spring  season  develops. 
.Many  of  these  laces  and  insertions  are  hand  crochet 
in  intricate  designs  and  garments  themselves  are 
knitted  .seamless.  This  demand  will  grow  with 
Sunnuer  selling  and  is  also  foreseen  in  Fall  sampleti 
now  ready.  Style  is  also  reflected  in  the  trend  for 
white  and  general  demand  for  1|1  ribs,  both  in  one- 
piece  and  two  piece  garments.  Outside  of  natural 
wools,  white  is  taken  in  a  ratio  of  2  to  1,  except  oc- 
casionally in  outside  centres. 

Manufacturing  Improvements. 

There  is  sufficient  variety  in  almost  any  one  of 
the  ranges  to  meet  buyers'  requirements  and  to 
enumerate  each  garment  in  detail  would  be  imprac- 
ticable. 

Each  line  embodies  features  to  meet  retailing 
prices.  It  is  in  small  details  and  improvements  in 
manufacture  that  each  value  is  stronger  and  neat- 
ness in  finish,  laces  and  headings  are  superior  to 
any  yet  shown.  On  garments,  which  a  year  ago 
were  finished  with  cotton  or  mercerized  tapes,  this 
year  all  wool  or  silk  ribbons  are  used.  On  fine  wool 
garments,  insertions  and  edgings  in  silk  and  w^ol 
are  effective. 

Inset  shoulders  have  been  introduced  in  $4.50 
lines  as  well  as  included  wherever  practical  on  all 
garments  and  combinations  above  that  price.  This 
improvement    alone    combined    with    unshrinkable 
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*  Our  Goods  "  speak  louder  than  words 

A  few  logical  reasons  why  we  have  a  good  claim 


on  your  Orders  for  1912.     Think  them  over  ! 


BECAUSE 

BECAUSE 

BECAUSE 

BECAUSE 

BECAUSE 
BECAUSE 
BECAUSE 
BECAUSE 

BECAUSE 
BECAUSE 

BECAUSE 
BECAUSE 


We  are  the  largest  manufacturers  of  knit  underwear  in  Canada 
for  women  and  children. 

The    manufacturer,    being    "the  Backbone"    of    a    successful 
Wholesale  or  Retail  business,  you  should  choose  the  best. 

The  larger  the  concern,  the  more  safeguards  it  can  throw  around 
its  products. 

We  do  business  on  a    profitable  basis,  realizing  that  goods  not 
yielding  a  reasonable  profit  should  not  be  made. 

We  would  not  discount  the  market  by  selling  at  cost. 

Our  prices  are  absolutely  the  lowest  consistent  with  the  quality. 

We  aim  at  perfection.     Complaints  with  us  are  not  chronic. 

We  protect  our  customers  against  loss  by  settling  all  legitimate 
claims  promptly. 

We  make  you  dealing  pleasant  and  profitable. 

The  largest  number  of  houses  have  chosen  our  goods  in  pre- 
ference to  all  others. 

Every  merchant  who  has  handled  it  has  prospered. 

Our  service  "Serves  you"  best. 


is   the   best   that  effort  and  improvement  can  make   and    has   the    "Earning 
Power"    that  will  boost  your  profits. 

Make  it  a  point  to  see  our  Range  of  samples  for  Fall  1912, 


THE  EAGLE  KNITTING  CO.,  Limited 

Controlled   by  .1.  R.  MOODIE  &  SONS,  Ltd. 

HAMILTON,  -  -  CANADA 


F.  M.  BARNARD,  Sole  Selling  Agent,     TORONTO,   MONTREAL,  ST,  JOHN,  N.B. 
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FOR  INFANTS  AND  CHILDREN 


For  Health,  Comfort  and  Convenience 


For  Health 


Full  Length. 


It  won't  work  up. 


Double  Breasted. 


For  Comfort 

No  Pins.  No  Buttons. 

It  won't  work  up  because  it  fastens  below 
curve  of  abdomen. 

For  Convenience 

Fastens  in  front. 

WrItB  for  Booklot  and  name  of  neatest  Jobber. 

This  feature  makes  absolutely  the  most  practical  vest  from  all  view  points 
compared  with  anything  on  the  market  to-day,  and  in  our  estimation  and 
from  the  encouragement  already  received  from  our  customers,  the  garment 
will  be  a  boon  to  every  underwear  business  fortunate  enough  lo  handle  it. 

We  have  secured  and  control  the  Patent  Rights  for  Canada  and  respectfully 
announce  the  "  VANTA  VESTS  "  will   be  made  and   sold  only  by  this  firm. 

Deliverie     to  commence  February. 

Prosecution  against  infringements  on  "  Patent  Rights  "  will  be  rigor- 
ously enforced. 


The  Eagle  Knitting  Company,  Limited 

Controlled  by  J.  R.  Moodie  &  Sons,  Limited 

Hamilton  Canada 

F.  M.  Barnard,  Sole  Selling  Agent,  Toronto,  Montreal  and  St.  John 


Dry  Goods  Review 


KNITTED    GOODS 


85 


"Monarch  Knit" 


Motor 


1912's 
NEW 
MUFFLER 


Scarfs 


FOR 

MEN  OR 
WOMEN 


T^ON'T  fail   to   see   the   extensive 
■*^     range  of 

^'Monarch  Knit" 

Motor  Scarfs 
FOR  1912 

We  are  showing  the  latest  patterns  for 
both  ladies'  and  men's  wear.  It  would  not 
be  good  business  policy  to  place  your  order 
before  examining  our   range. 

The  Monarch  Knitting  Company,  Limited 


DUNNVILLE 

ST.  THOMAS 


ST,  CATHARINES 


CANADA 

BUFFALO,  N.Y. 
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Make  1912  the 
knit  doods  year 


^-^ 


The  constant  and  increasing 
demand  for  knit  goods  of  all 
kinds  has  shown  itself  in  hun- 
dreds of  knit  goods  departments 
all  over  the  country.     Has  it  in  yours  ? 

Don't  miss  this  opportunity — get  busy  and  take 
in  the  harvest.  Make  1912  the  knit  goods  year 
of  your  business.  See  our  new  range  of  Women's 
Sweater  Coats. 

The  Monarch 


Ladles'  99 


Dunnville,  Ont. 


St.  Catharines 


v.. 


v.. 
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Children's  Sweaters 
and  Sweater  Coats 


Do   you    keep    up  your  end 
°3  of     the    supply  that  is  needed 
j  '7m''  every     year     for     the     little 
folks    of    your    town   or  city  ? 


"Daisy  4" 


Let  us  back  you  up  with 
our  trunks  of  new  samples.  They  will  be  along  your  way 
very   soon.     Don't   miss    seeing   them  for  your  own  sake. 

WAIT  AND  SEE 

Knitting  Co.,  Ltd. 


St.  Thomas,  Ontario 


Buffalo,  N.Y. 


"Buster  4' 


.J 
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KNIT  GOODS 
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Clever  Styles  in 


"MONARCH" 

SWEATER   COATS 


For  Men 

Our  1912  samples  will  inter- 
est every  man  who  wears  knit 
goods.  They  comprise  the 
widest  range  and  altogether 
the  most  attractive  assortment 
we    have   ever  shown. 

Look  for  a  bumper  business 
in  Men's  Sweater  Coats  this 
year  by  preparing  for  it. 

Stock  the  '^Monarch"  line 
and  you  will  not  be  disap- 
pointed. 

WATCH    FOR    OUR   TRAVELLER 


Monarch  Knitting  Co.,  Limited 


Dunnville,  Ont. 


Buffalo,   N.Y. 


St.  Catharines,  Ont. 
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Samples  of  the  celebrated 

DOMINION   BRAND 
SWEATER    COATS 

Are   Now   Ready    For   Spring 


Whether  for  man  orwoman,  the  Dominion  Brand 
has  in  the  past  proved  itself  the  master  of  the 
situation. 

It  has  met  the  demand  for  superior  goods,  which 
is    especially    desirable    in    all  knit   gar- 
ments,   more    than    in    any    other    line. 
Wait  for   Burritt's  man 


Dominion  Brand   Hosiery 

Though  it  is  the  kind  that  pleased  mothers  of  boys  for  years  it  is 
again  making  a  forward  step  in  the  installation  of  automatic  ma- 
chines, this  will  give  better  quality  for  a  lower  price — a  chance  for 
you,  Mr.  Merchant,  to  make  better  profit.       Wait   for  our  Samples. 


A. 


Burritt  &  Co. 


Mitchell,  Ont. 


ALL-WOOL  UNSHRINKABLE 

Underwear 


Every  customer  who  purchases 
JAY  Underwear  will  be  a 
satisfied  customer. 


Viewed  at  from  every  point  of  view^comfort, 
durability,  weight,  range  of  sizes,  cost— JAY 
is  emphiatically  the  underwear  for  Canadians. 

The    patented   improvements,  securing  greater  comfort  and 

-,   _      _  durability,  added  to  the    high  skill    dis- 

IN.  B.     Lvery    genuine  i  i    •      •  r  i  i 

JAY   garment  bears  V^^Y^d  m  its  manufacture,    have  made 

this  Trade  Mark.  T       A    "VT 

THE  WORLD'S  LEADING   WOOLLEN  UNDERWEAR 


Wholesale  Agents:     I.  &   R.   Morley  ;    Geo.    Bretlle  &  Co. 

LONDON,     ENGLAND 


Steele's  Adv.  Serv- 
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For 
over 
twenty  years 
Hermsdorf's 
name  has  stood   for 
fastness,  for  purity,  for 
permanence,  for  absolute 
dependability  in  black  hosiery 
dyeing. 
For  over  twenty  years  it  has  pro- 
tected the  retailer's  reputation  for  re- 
liability— increased  his  trade  and  multi- 
plied his  profits. 
In  your  hosiery  department,  Mr.  Merchant, 
are  you  "selling"  the  real  fast  blacks— or 
"handling  "  those  of  doubtful  dye  ? 
If  you  could  ask  one  thousand  or  one  hundred  thousand 
women  what  they  know  about  black  hosiery,  you  would 
realize  once  and  for  all  time  that  Hermidorf  is 

"  The  y^ame  that  Sells  the  Stocking 


-#i^ 


Works:  Chemnitz,  Saxony 

American  Bureau: 

235  W.  39th  St.,  N.Y. 

Write  for  FREE  Book 
on  Advertising  and 
V^indow    Trim- 
ming 


Concluded  from  page  82.  ' 

qualities  ensures  better  fitting  and  wearing  satisfac- 
tion to  customers,  as  garments  do  not  pull  at  the 
shoulder  against  the  weave  but  with  the  inset. 
Samples  show  clean,  soft  feeling  garments  through- 
out. Regular  fleece  or  plush-lined  qualities  are  carr 
ried  to  meet  retailing  prices,  where  these  lines  are 
>till  asked  for. 

Ranges  of  Combinations. 

Some  ranges  show  as  many  as  fifteen  qualities 
in  combinations  from  .fij  dozen  to  $36  dozen.  Out- 
side of  those  style  features  already  noted,  elasticity 
and  weight  are  next  in  importance.  All  styles,  short 
and  long  sleeves,  ribbed  cotton,  medium  weight  woqI 
with  cotton,  all-wool  and  silk  and  wool  in  knee  or 
ankle  lengths  are  represented  and  salesmen  are  en- 
thusing over  the  detail  of  finish  and  superiority  of 
each  grade.  Each  shows  the  improvements  noticed 
throughout  in  two-piece  garments. 

Regulation  black  tights  are  shown  with  elastic, 
tape  draw  string  or  sateen  bands  and  either  knee  or 
ankle  length.     Prices  remain  the  same. 

Long  or  short  sleeve  corset  covers,  snug-fitting 
garments  with  open  fronts,  high  or  low  neck,  finish- 
ed with  clear  quality  pearl  buttons  and  neatly  made 
are  quoted  to  meet  retailing  figures.  Manufacturers 
are  fully  cognizant  of  the  demand  for  better  grades 
in  all  kinds  of  women's  underwear  and  are  advising 
l)uyers  to  this  effect. 

Juvenile  Underwear  Important. 

Much  of  the  development  in  underwear  sales  has 
resulted  in  greater  attention  given  to  juvenile  sizes. 
Merchants  used  to  be  satisfied  with  one  or  two  qual- 
ity assortments,  probably  three  at  most,  and  moUiers 
were  averse  to  paying  almost  as  much  for  children's 
as  for  adult  sizes.  However,  children  must  be  care- 
fully clothed  and  health  and  neatness  are  just  as 
important  to  little  ones  as  their  elders.  Co-oper- 
ative advertising  has  educated  customers  to  better 
numbers.  In  infant's  sizes,  higher  priced,  natural 
and  white  fine  wool  garments  either  open  front  or 
fold  over  rubens  have  always  sold  for  warmth, 
health  and  comfort  reasons.  For  larger  children, 
4  to  14  years,  ranges  are  about  as  usual. 

New  patented  vests  are  now  on  the  market  and 
manufactured  for  the  first  time  in  Canada,  which 
are  an  improvement  for  children  of  all  ages.  They 
are  put  on  like  a  coat,  no  buttons  or  pins,  and  being 
double  breasted,  covering  entire  chest  and  abdomen, 
safeguard  health.  First  ranges  show  4  qualities, 
fine  merino  cotton,  cotton  and  wool  mixtures,  silk 
and  wool  and  all  silk  in  white  only,  sizes  1  to  5  at 
prices  from  $2.25  dozen  to  $6.50  dozen,  advanced  ac- 
cording to  sizes.  Larger  sizes  are  had  to  special  or- 
der. 

These  form-fitting  and  adjustable  garments  have 
one-piece  backs,  seamless  sleeves  and  shaped  cuffs, 
are  unshrinkable    and    guaranteed    to    retain  their 
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Right  Now 


Pe^j 


^rj^/e 


is  the  time  to  prepare  for  your 
^  Trade  ^arK  Spring  Underwear  Trade 


ArUNSHRIKKABLE». 


Just 

Show 

Your 

Customer 

The 
Pen-Angle 

TRADE  MARK 


— but  don't  place  your  order  until  you  have 
seen  the  Pen-Angle  line  for  1912,  which  offers 
one  of  the  largest  and  most  complete  ranges 
of  BALBRIGGAN  Underwear  on  the  market. 

These  lines  are  carried  by  represen- 
tatives of  all  the  large  wholesale  houses.  Ask 
your  regular  traveller   to  show  them  to  you. 


for  men  and  boys  (both  in  combination  and 
two-piece  garments)  is  the  best  selling  line 
you  can  handle,  because  of  its  proven  good 
quality  and  the  steadilyjgrowing  demand  our 
strong  advertising  creates.  Stock  Pen- Angle. 
It's  the  kind  your  customers  will  want. 
They  have  only  to  see  it  to  recognize  its 
superiority. 


Penmans  Limited,  -  Paris,  Canada 

Underwear-Hosiery-Sweaters 
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shape.  They  can  be  worn  without  wrinkhng,  w^ork- 
ing  up  or  shpping  down,  due  both  to  the  method  of 
weaving  and  fastening  and  have  therefore  an  added 
advantage  of  comfort  and  convenience. 

Improvements  in  Children's  Lines. 

Furtlier  improvements  will  include  lines  in  in- 
fants' sizes  with  diaper  attached,  also  adjustable 
■ftdthout  pins,  called  vestments,  which  will  be  made 
in  different  qualities.  There  is  every  reason  to  be- 
lieve that  these  garments  will  be  appreciated  by  the 
trade  and  prove  ready  sellers.  So  far,  sales  promise 
to  be  extra  good  and  buyers  have  expressed  their  in- 
tention of  arousing  interest  in  juvenile  underwear 
for  next  fall  by  adding  these  makes  as  .soon  as  sam- 
ple ranges  are  completed. 

Sleeping  Bag  for  Children. 

Closed  crotch  combinations  for  children  are  also 
a  departure  for  underwear  buyers  to  enthuse  about 
and  advertise,  which  are  new  this  season.  Another 
line  shown  in  addition  is  a  sleeping  bag  for  chil- 
dren made  to  close  with  a  draw-string  and  tie  at 
the  bottom.  They  sell  at  a  reasonable  figure  and 
need  introduction  to  mothers  to  increase  sales.  Very 
little  change,  if  any,  is  noticeable  in  fleece-lined 
sleeping  suits,  corsets,  waists  and  children's  bands. 
Black  tights  are  an  everyday  necessity  for  school 
wear  especially  in  cities  and  usual  qualities  and 
prices  are  given. 


Style  to  Make  Sales 

Advisable   to   Clean   Up  Sweater  Coat  Stocks 

and    Plan    for    Early    Buying  — Higher  Prices 

Predicted  —  Important  Style  Changes. 

Many  ranges  of  sweaters,  sweater  coats  and  knit 
goods  novelties  are  complete  and  have  been  rushed 
forward  to  show  early  buyers.  There  is  a  note  of 
confidence,  l)oth  in  presenting  samples  and  in  the 
reception  by  buyers.     Although  Christmas  business 


was  not  as  brisk  as  was  expected  on  account  of  back- 
ward weather,  it  is  hoped  that  stocks  on  hand  will 
clean  up  before  new  shipments  come  forward.  At 
the  present  time   sales  are  slow. 

In  considering  next  season's  samples  it  is  advis- 
able to  reduce  stocks  as  fine  as  possible  on  account  of 
style  changas.  This  is  the  advice  also  of  buyers  who 
have  already  placed.  A  number  of  improvements 
and  important  style  features  are  seen  and  next  sea- 
son's ranges  are  better  than  ever,  and  different,  which 
has  decided  larger  store  managers  to  deplete  stock 
assortments  before  February  shipments  arrive. 

Merchants  are  perhaps  nut  under  snch  necessity 
and  have  until  Marc4i  to  effect  this  result.  Sweater 
coats  generally  are  staple  enough,  but  it  is  assured 
buyers  that,  with  next  season's  values,  qualities  and 
styles  in  view  that  careful  adju.stment  will  be  good 
business  foresight  for  double  reasons  this  year.  These 
are  apparent,  when  .samples  come  to  be  considered, 
but  present  exigencies  are  not  so  urgent  that  it  is 
policy  to  lose  money,  but  to  make  an  eff^ort  to  clear 
stocks  and  sell  garments  in  stock  will  be  more  than 
a  help  to  next  season's  displays.  It  will  mean  better 
paying  turnover  next  year.  Outside  of  the  idea  of 
always  having  new  stock,  buyers  will  not  be  hampered 
with  garments  which  will  prove  detrimental  to  plac- 
ing new  styles  unless  sold  now.  It  will  be  a  good 
move  to  be  able  to  buy  new  numbers  for  Fall,  1912, 
for  style  value,  and  novelty  reasons.  Garments  car- 
ried over  will  lose  in  comparison  with  next  Fall 
styles. 

Higher  Prices  Predicted. 

It  is  predicted  that  prices  will  be  higher  and  large 
manufacturers  are  anticipating  advances  in  the  price 
of  worsted  yams.  This  is  interesting  in  view  of  the 
practice  of  late  buying,  and  buyers  are  advised  to 
protect  themselves  on  those  staple  num])ers  which 
are  now  safe  as  ho.siery  and  underwear. 

First  samples  are  not  any  higher-priced  and  mer- 
chants are  protecting  their  own  interests  by  closely 
watching  the  yarn  market  at  this  time.    By  buying 


Do   You  Know — 

For  style  of  garment,  quality  of  yarn   and   superior  workman- 
ship, we  are  leaders. 

ERIE  KNITTING   COMPANY,  LIMITED 

DUNNVILLE,  ONT. 
Selling    Agents:    Messrs.    COYLE    &    RODGER, 

77    York   Street,    TORONTO,  and  230    McGill  Street,  MONTREAL 
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Line  4355 


More  Room  for 
"Beaver"  Brand 

Increased  Popularity  Demands  Increased  Capacity 

/^UR  already  large  factory  and  first-class  equipment  have 
^-^  been  reinforced  by  10,000  more  square  feet  of  space, 
with  several  new  and  improved  machines  for  knitting"  and 
finishing". 

This  gives  us  ample  room  and  facilities  to  meet  the  growth 
of  the  business  and  to  improve  our  already  good  deliveries. 

We  will  be  in  a  position  this  year  to  give  even  more  efficient 
service  than  has  yet  been  our  privilege.  Our  lines  have  been 
strengthened  by  many  new  numbers,  and 
we  can  truthfully  say  that  there  is  not  one 
weak  number  in  our  whole  line. 


"Beaver"  Brand 
Knit  Goods 

are  finished  in  the  most  up-to-date  style,  and 
are  nicely  boxed.      Our  line  consists  of 


Line  R,  $6  00 


Coats,  Toques,  Sashes,  Mufflers,  Mitts  and  Gloves 


We  also  have  a  specially  designed  Hockey  Cap,  the  design  of 
which  is  registered  and  has  met  with  unqualified  success.  It 
is  controlled  by  us.  See  this  cap  before  ordering  ycur  supply 
for  191 2, 

Our  full  line  of  stockings  and  half  hose  is  equalled  nowhere 
for  value  and  perfect  fit. 

Our  travellers  are  on  the  road  direct  from  the  factory.  See 
their  samples  before  ordering. 


R.  M.  Ballantyne,  Limited 

Stratford,  ::  Ontario 


Line  4675 


a- 


-a 
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staple  lines  earlier,  they  will  help  deliveries  and  tend 
to  decide  those  numbers  which  are  always  sold  out 
first,  besides  aid  manufacturers  to  cope  with  usu'al 
rushes,  when  everybody  is  dem'aiidinp;  immediate 
shipments. 

For  most  stores,  deliveries  have  been  much  better 
this  Fall  than  any  previous  season  owing  to  the 
trem.' -.Tidous  output,  but  it  is  certain  that  when  this 
year's  samples  are  laid  before  merchants,  orders  will 
be  increased  in  keeping  with  the  larger  possible  sales 
outlook,  which  ranges  embody.  This  year's  volume 
will  be  greater  than  ever  and  manufacturers  are  simp- 
ly stating  their  position  and  asking  the  co-operation 
of  buyers. 

Great  Range  for  Selection. 
Ranges  of  men's,  women's  and  children's  gar- 
ments cover  many  styles,  weaves,  color  combinations 
and  novelties.  V  neck  styles  will  always  be  good 
sellers  in  all  sizes.  There  is  a  strong  feeling  for  mili- 
tary or  convertible  collars.  High  or  adjustable  neck 
styles  are  particularly  good  and  have  been  well  re- 
ceived on  men's  garments  this  season.  All  lengths 
are  shown  from  busters  for  children,  to  28-30-inch 
coats  and  full  length  style*  for  women.  Most  buyers 
are  agreed  on  .•shorter  lengths.  Sales  and  quantity 
orders  will  be  on  28-'ineh  coats. 

Relative  Position    of  Colors. 

Colors  cover  a  broad  range  and  the  ratio  of  plac- 
ing will  give  a  fair  estimate  of  the  selling  demand 
for  each  shade.  In  buying  dozens  and  assorting  sizes, 
1  dozen  white,  1  dozen  grey,  and  %  dozen  cardinal, 
navy,  and  combinations  which  are  unlimited,  white 
and  .sky,  white  and  cardinal,  gray  and  cardinal,  etc. ; 
1/4  dozen  two  .shades  of  one  color  or  all  plain  tan,, 
khaki,  brown,  pearl,  slate  and  reseda  are  proportion- 
ate. 

La,4  season  foniid  athletic  colors.  Navy  and 
white.  Varsity-royal  and  white  and  clul)  combin- 
ations, good  in  both  knit  goods  and  sporting  sections. 
There  also  developed  inquiries  for  black,  and  %  doz. 
garments  are  chosen  in  different  priced  numbers,  ex- 
pecting a  larger  demand  next  year  and  to  have  a 
sprinkling  to  show.  Novelties,  both  in  color  combin- 
ations and  lengths,  will  be  taken  to  fill  retail  prices 
for  better  numbers  up  to  $10.00. 

Fit  is  important  and  primarily  governs  custom- 
ers as  they  buy  sweater  coats.  If  a  coat  fits  well,  look'^ 
stylish  and  is  about  right  in  price,  there  is  little  sales- 
man.'^hip  required. 

The  Season's  Prospect. 
Success  in  next  season's  selling  will  demand  dem- 
onstrations of  fitting  and  important  style  features, 
having  right  garments  and  showing  them  first.  There 
is  a  bright  prospect  for  merchants,  judging  from 
samples,  values,  styles  and  high-class  garments  al- 
ready seen.    Spring  deliveries  will  start  in  February. 


Scarfs  and  Protectors. 

Motor  scarfs  and  patented  protectors  are  coming- 
in  for  more  attention.  Several  extra  mills  are  show- 
ing tihem  this  year  either  direct  to  the  trade  oi' 
through  jobbers.  This  season's  sales  and  demand  have 
been  a  bright  spot  and  Christmas  selling  was  excep- 
tional. Buyers  will  be  able  to  select  a  broad  range 
covering  new  styles,  weaves,  color  combinations  and 
qualities.  Wool,  wood  fibre,  mercerized,  and  all  silk, 
with  fringed  ends  in  all  shades  and  prices,  will  make 
it  possible  to  show  muff'lers  or  scarfs  to  retail  from 
25c  each  through  the  range  of  prices  up  to  $10  each. 


Fleeced  Bed  Slippers 

Bed  slippers  are  usually  associated  with  5-10-15c 
stores  and  departments.  Some  dry  goods  stores 
handle  them  but  there  is  an  erroneous  idea  that  it  is 
impossible  to  procure  domestic  lines.  Fleeced  bed 
slippers  with  turn  back  top,  finished  with  contrast- 
ing colors,  sky,  pink,  nile  and  tan,  assorted  and  trim- 
med with  silk  ribbons  to  match  are  shown  for  next 
.season.  They  should  prove  a  profitable  line  for 
either  underwear,  faney  goods  and  notion  sections. 
All  sizes  can  be  had  and  samples  are  cosy,  warm 
and  dainty. 

The  diversity  of  colors  could  be  assorted  through 
all  the  popular  shades  of  double  Berlin  knitted  slip- 
pers without  affecting  the  sales  of  better  lines.  These 
new  foot  warmers  are  confined  to  bargain  tables, 
hour  sales  and  special  price  events  with  much  suc- 
cess. 


Hosiery  Trade  in  Montreal 

Montreal,  Jan.  3. — There  is  no  doubt  that  ho.siery' 
trade  suffered  during  'the  past  year,  on  account  of 
cheap  silks,  and  the  high  price  of  cotton.  For  these 
two  reasons,  staple  lines  were  generally  neglected, 
and  when  they  were  offered,  profit  was  far  from  a 
reasonable  one. 

Cheap  silk  hosiery  came  on  the  market  all  of  a 
sudden.  It  is  true,  the  demand  grew  very  rapidly, 
and  mills  were  unable  to  supply  goods  as  fast  as  they 
were  wanted.  In  this  in.'ltance,  as  in  the  case  of  re- 
versible fabrics,  manufacturers  that  anticipated  de- 
mands, reaped  large  benefits  from  increased  sales. 

Prospects  for  the  coming  year,  give  dealers  con- 
fidence that  an  increase  over  the  past  year,  is  to  be 
expected.  With  cheaper  cotton,  goods  can  be  pro- 
duced that  will  sell  at  lower  prices,  consequently  the 
demand  with  be  greater.  With  cheaper  cotton,  the 
manufacturer  will  be  gi\-on  a  chance  to  o];)tain  his 
just  profits  on  outputs,  a  feature  that  was  not  possible 
in  the  year  1911. 
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The  New  Tailor-made 

KEN  KNIT 

Sweater  Coat 

for  men,  women   and   children 

Marks  a  new  era  in  the  knit  coat  business 
of  Canada  and  supplies  a  want  which  has 
been  felt  for  some  time. 

It  meets   the   demand    for  a   PERFECT- 
FITTING  KNIT  GARMENT. 


The 

Tailor- 

Made 

Knit 

Coat 

or 

Men, 

Women, 

Children 


^^ 

^ 

4 

1             .A' 

L 

1 

, 

Three 

Samples 

from 

Our 

Spring 

Stock 

of 

Ken 

Knit 


HIGHEST    GRADE    COATS 
MADE    IN    CANADA 

They  are  perfect-fitting,  tailor-made,  full  fashioned  and 
hand-made.  Spring  samples  ready  early  in  January. 
Write  for  samples  and  prices. 


The  Ken  Knit  Co. 


Limited 


Woodstock,  Ont. 


Agents: 
Port  Arthur   to   Vancouver  -        -        S.   Groff   and  Sons,   Winnipeg 

Ontario       -        -       -       -        -        -        -        -        -J.   E.   McClung,  Toronto 

Quebec        ---------     p.  deGruchy,   Montreal 

Maritime     -       -        -       -        -        -        -  F.   S.   White,   St.   Stephen,   N.B. 


Please    iiiiiiliiiii    Tin    Heview   to    A  (I i'erf.i!<er-'<  mill    Th'ir    Tnirelerti. 
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The  Demand /or 

"Onyx" S  Hosiery 


THATiE    ■^•bESD*^    mark 


*'Merode  'Vs4  Underwear 

''Harvard  Mills" 

iS)  Underwear 

Is  Constantly  Increasing 

Throughout  Canada 


Dealers  wishing  to  take  up  these  three  Reputable  Brands 
of  Quality  are  requested  to  write  to  our  New  York  Head- 
quarters for  full  information. 

We  carry  a  $4,000,000  stock. 

Our  service  is  unquestionable. 

Every  article  bearing  our  Trade  Marks  is  made  to 
live  up  to  Standard — not  to  meet  a  price. 


WRITE  US  FOR  FURTHER  INFORMATION 

Lord  &  Taylor 

Wholesale  Distributors 


New   York 


Please  ■luention    The  Eevieiv  to  Advertisers  aiuJ   Their  Tncvelers. 
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UNDERWEAR 

vvell  Snaked  at  First 
ee6s   its  Siia^e   to  the  Last 


This  is  'a  right  royal  talking  point  in  favor 
of  underwea;^^  So  many  makes  lose  their 
shape  after  th^^cst  washing,  but  Ellis  Spring 
Needle  Underwear  never  does,  even  after 
is  worn  as  thin  as  nanpr 


It 


si^oape 
et  i^the 


The  big  secret  i^the  quality  of  the  yarn 
and  the  manner  in  which  it  is  treated  along 
with  the  scientific  as  ^Bll  as  practical  shape 
it  is  knit  to. 


Show  your  customers  t^^^beneflt  of  an 
under-garment  that  keeps^»;  shape  and 
demonstrates  the  superior  fl^^^es  of  the 
Ellis  Spring  Needle  Underwear  Over  the 
nondescript  variety.  You  will  have  no  tfouble 
in  building  a  satisfactory,  growing  vnder 
business  both  for  men  and  women 
Ellis  line. 

Stock    our    Closed    Crotch    Combin 
The  Garment  for  Fit  and  Comfort. 


THE  ELLIS  UNDERWEAR  CO 


HAMILTON, 


SELLING  AGENTS  : 


CANADA 


Maritime  Provinces,  J.  A.  Murray.  Sussex.  N.B.;  Montreal  and  Quebec  Province.  F.  O.  Barrette  &  Co..  Montreal;    Ontario.  The  Edward 
Burns  Co..  Toronto  ;     Port  Arthur  to  Pacific  Coast.  Bryce  &  Co..  Winnipeg,  and  J    J.  Thompson.  Vancouver. 


Please  mention   The  Reri<  n    h,   Ad r,  i-liscrs  (nid   Thrir   'I'mi  i  h  ,.k. 


jSuccess  of  MacKays  as  Retail  Merchants 

Several  Notable  Examples  of  Progressive  Development  —  Young  Men  Who 
"Were  Able  to  Assume  Responsibility  —  Hamilton  Business  that  has  Out- 
grown   its    Premises  —  Extensions   to    Meet    the    Requirements    of    Growth. 


The  MacKay  arms.      7  lie   motto  "Manu  Forti  " 

—  "with  a   strong   hand."    is    as   appropriate   in 

relation    to  the  strenuosities   of  business  as  it  was 

to  ibe  warlike  activi'ies  of  feudal  tlmei. 


\T' 


0  any  person  at  all  familiar  with  the  Cana- 
dian retail  trade,  wlio  has  paid  more  than 
passing  glance  at  the  history  of  concerns  en- 
igaged  therein,  one  interesting  fact  among  many 
others  has  undoul)tedly  impressed  itself.  It  is  the 
ifrequency  with  which  one  encounters,  from  Hali- 
jfax  to  Vancouver,  the  same  family  names  and  often 
;the  same  firm  names,  though  the  enterprises  thereby 
represented  and  the  men  engaged  therein  are  in  no 
way  associated  with  each  other. 

Some  months  ago.  The  Review  gave  a  descrip- 
tion of  the  chain  of  stores,  and  the  history  of  the 
[various  retail  concerns,  which  owed  their  existence 
land  prosperity  to  men  bearing  the  name  of  Robin- 
teon.  But  there  are  other  names  which  stand  out 
prominently  in  Canadian  mercantile  activity. 
There  is  McKay,  Campbell,  Grey,  Anderson  and 
quite  a  few  others,  but  not  all  as  suggestive  of  Scot- 
tish origin.  And  when  one  comes  to  think  of  it, 
be  cannot  very  well  get  away  from  the  conviction 
that  the  merchant  of  Scottish  birth  or  antecedants 
has  figured  very  conspicuously  in  the  successes  of 
the  Canadian  dry  goods  trade.  From  the  weight  of 
fevidence  at  hand,  he  will  long  continue  to  do  so. 
\  One  entertains  a  very  important  fact  in  consider- 
ing any  one  of  these  groups  collectively.  It  is  that 
ithey  represent  a  very  considerable  factor  in  dry 
goods  merchandising.  Tlie  head  of  a  large  whole- 
kale  concern  once  observed  that  "if  all  of  the  Cana- 
dian merchants  of  the  same  name  were  to  organize 
^nto  distinctive  groups  for  buying  and  selling  it 
[would  bring  about  a  revolution  in  the  dry  goods 
i'trade." 

;  To  consider  the  constituents  of  these  groups  in- 
jdividually,  one  is  none  the  less  impressed  with  the 
[record  of  success  of  steady  growth,  and  healthy  de- 
Ivelopment  which  marks  much  of  the  history.     In 


the  different  retail  concerns  bearing  the  name  of 
McKay,  one  finds  an  excellent  example.  Several 
sketches  are  available  to  The  Review  for  this  num- 
ber, in  which  not  only  the  progress,  but  the  policies 
and  methods  which  have  contributed  to  the  success 
of  these  firms,  are  described. 


Growth  Has  Been  Insistent 

R.    McKay    &    Co.,    Hamilton,    Have    Had    to 

Take    in    Four    Stores    for  Growing    Business 

—  New    Building    Now    Necessary 

A  DEVELOPMENT  which  ha*;  necessitated, 
from  time  to  time,  the  occupation  of  larger 
premises,  and  which  is  again  demanding  more  ade- 
quate aceonnnodation,  has  marked  the  record  of  R. 
McKay  &  Co.,  Hamilton.  The  firm  was  organized 
in  1882,  under  the  name,  McKay  Bros.,  the  part- 
ners being  Robert  McKay  and  J.  D.  McKay.  They 
occupied  a  store  24  x  70  ft.  at  the  corner  of  John 
and  King  Streets,  Hamilton.  After  Sy^  years,  they 
moved  to  the  present  location,  when  they  occupied 
one  store  24  x  70  feet,  and  in  a  few  years  added  an- 
( liber  store  about  the  same  size. 


The  Original  Mackays. 

The  "original  Mackays,"  so  far  at  least  as 
the  Canadian  dry  goods  trade  is  concerned,  were 
two  brothers,  who  coming  from  Sutherlandshire, 
early  in  the  last  century,  established  a  dry 
goods  business  in  Montreal,  and  became  very 
wealthy.  They  were  followed  from  Scotland  by 
a  younger  son,  Donald,  who  went  into  partner- 
ship with  his  brother-in-law,  and  thus  originat- 
ed the  firm  of  Gordon,  Mackay  &  Co.,  which 
still  bears  the  name,  although  there  are  no  Mac- 
kays now  connected  with  it,  Donald  Mackay 
died  a  few  years  ago  at  the  age  of  ninety-five. 

The  wealth  of  the  Montreal  brothers,  who 
died  without  children,  passed  to  a  nephew,  who 
learned  the  dry  goods  business  and  is  now  Hon. 
Robert  Mackay,  member  of  the  Senate,  director 
of  the  C.P.R.,  and  Bank  of  Montreal,  and  vice- 
president  of  the  Bell  Telephone  Co. 
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A  third  store  was  taken  in  shortly  after  this  and 
in  1903,  the  fourth  was  added.  The  dividing  walls 
v.-ere  then  taken  out  and  the  four  converted  into 
one  large  store.  Then,  of  course,  the  firm  only  oc- 
cupied the  ground  flour  for  business  purposes,  but 
as  growth  became  miore  insistent  they  gradually 
took  in  the  upper  floors.  To-day  they  have  three 
floors  for  merchandising  purposes  and  one  for  man- 
ufacturing. 

J.  D.  McKay  retired  from  the  business  about 
ten  years  ago.  Robert  McKay  is  now  the  senior 
member  and  A.  A.  McKay,  junior  member.  Rob- 
ert McKay  formerly  had  charge  of  a  department 
in  the  wholesale  house  of  McMaster  &  Co.  He  has, 
for  years,  been  honorary  president  of  the  Argonaut 
Rowing  Club,  Toronto,  and  in  earlier  days,  ranked 
high  as  an  oarsman. 

The  McKay  store  at  the  present  time  has  a 
frontage  of  70  feet  and  a  depth  of  150  feet.  A 
men's  wear  section  has  separate  entrance.  If  there 
are  any  departments  which  are  specialized  to  great- 
er extent  than  others,   thev  are  millinerv  and  im- 


ported gowns  in  connection  with  the  ready-to- 
wear  department  and  housefurnishings.  The  milli- 
nery department  occupying  the  larger  portion  of 
one  floor  is  undoubtedly  one  of  the  most  completely 
equipped  and  handsomelj^  appointed  in  Canada.  It 
w^as  described  in  detail  not  long  ago  by  The  Review. 
The  fixtures  are  in  mahogany  and  their  dimensions 
and  arrangement  such  that  goods  may  be  displayed 
to  exceptional  advantage.  The  milliner  in  charge 
makes  two  trips  annually  to  Paris.  Situated  as  it 
is  on  the  third  floor,  and  approached  both  by  ele- 
vator and  stair,  its  influence  upon  other  depart- 
ments is  most  evident.  Adjoining  it  is  the  depart- 
ment for  children's  wear,  blouses  and  whitewear. 

The  housefurnishing  department,  on  the  second 
floor  has  made  a  very  successful  feature  of  complete 
contract  work  in  home  decoration — drapery,  wall- 
paper, carpets  and  upholstery.  This  department  oc- 
cupies a  large  section  of  the  second  floor  and  is  well 
equipped  to  facilitate  suggestion  and  selection.  The 
suit,  skirt  and  coat  departn;:ent  occupies  an  adjoin- 
ing portion    of   this    floor. 


^ 
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R.MCKAYaCO 
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A.    A.    McKAY 

.Junior  Metnbpr,  R.  McKay  &  Co. 
Hamilton. 


R.  McKAY  CO.'S  STORE.  HAMILTON'.  ONTARIO 


ROBERT   McKAY 

Senior  Member,  R.   McKay  &  Co., 
Hamillnn. 
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A  somewhat  exclusive  and,  at  the  same  time, 
advantageous  location  for  the  imported  gown  sec- 
tion has  been  provided  on  balcony  at  the  rear  of 
the  main  floor.  This  has  Ijeen  equipped  with  draw- 
ers and  fixtures  suitable  for  carrying  these  very 
dainty  creations.  It  is  a  department  which  has 
proved  very  profitable,  exceptionally  so  during  the 
recent  visit  of  the  Duke  and  Duchess  of  Connaught. 
This  department  is  in  charge  of  the  silk  l)uyer. 


R  -  M«iBAY»CO 


I  An  Early  Start  at  Xmas  Buying  Makes  a  Sale  Finisli 
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Two  advci-tisctiieiits  of  R.  McKay  \-  Co.,  HainiUiin,  the 
smaller  .id.  uieasuriug-  ly.i  iiu-lies  by  17  inches,  in  small  type 
paragraphs  without  illustration,  appeared  in  1004,  while  the 
page,  well  illustrated,  effectively  arranged,  with  adequate  em- 
phasis on  news  values  of  the  different  items,  appeared  during 
the  past  Christmas  season.  Business  development,  specialization 
of  departments  and  keen  appreciation  of  striking  newspaper 
appeal    are    evident    in   this    comparison, 

A  dressmaking  department  has  proved  a  profit- 
able adjunct  in  developing  a  business  in  made-to- 
order  suits  and  dresses,  thus  co-operating  with  the 
dress  goods  department.     During  the  slack  seasons 


McKays  gloves  are  guaranteed. 

?8.  iMflKai}  Jc  gIo;^#loii^-(lIprtififalg 

Ijta  (Errtifralr  .ntiii., 

...fain        ' 
Original  No. 


ARE    NOT    ReSPONSiei-E 


pretenttd  al  our  Clout   Det>anmtnl. 

R.  McKay  &  Co 

iRtifi&Xte   if   t_OST 
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A  form  of  certificate  adopted  in  the  glove  department  of  K. 
McKay  &  Co.,  which  is  particularly  suitable  for  gift  occa- 
sions and  helps  solve  the  misfit  pioblem.  This  certificate 
properly  signed  and  filled  out  may  be  presented  in  the  de- 
partment for  the  goods. 

of  the  year  the  making-up  of  garments  at  a  mini- 
mum price  has  been  found  a  good  advertising  and 
trade-bringing  feature. 

While  the  firm  u.se  newspaper  space  to  advant- 
age regularly,  their  display  windows  have  undoubt- 


edly become  one  of  their  most  effective  advertising 
mediums.  These  artistically  trimmed,  always  at- 
tractive spaces,  correctly  index  the  progressive  char- 
acter of  the  firm.  As  window  decorator  and  ad- 
man, H.  Robinson,  has  been  a  close  student  of  the 
essentials  of  effective  display  and  is  applying  his 
knowledge  in  aesthetic  though  practical  business- 
bringing  form.  Recently,  permanent  backgrounds 
of  mahogany  were  installed  in  all  of  the  windows. 
To-day,  with  a  selling  space  many  times  greater 
than  that  of  20  years  ago,  it  is  evident  that  the  busi- 
ness of  R.  McKay  &  Co.  is  fast  outgrowing  its  pres- 
ent quarters,  and  it  is  understood  that  a  new  build- 
ing that  will  better  serve  the  steady  development 
is  in  contemplation  for  the  near  future. 


Successful  Locality  Business 

Old  enough  to  be  the  parent  of  the  Hamilton 
establishment  is  the  McKay  store  situated  at  296 
Queen  St.  East,  Toronto,  which  is  conducted  as 
an  entirely  separate  concern.  It  is  under  the  super- 
vision of  Robert  McKay,  and  was  for  some  time 
managed  by  his  son,  A.  A.  McKay,  previous  to  his 
active  a.ssociation  with  the  Hamilton  business.  The 
succe.'^s  of  this  store  is  largely  due  to  specialization 
of  locality  requirements.  Under  the  circumstances, 
there  is  considerable  advantage  in  keeping  the 
.store  open  until  nine  o'clock  each  evening,  when 
those  people  do  their  shopping  who  cannot  find  it 
convenient  to  run  into  the  city  for  frequent  re- 
quirements during  the  day.  Thus  it  is  nece.s.sary 
in^  order  to  compete  with  the  large  uptown  stores, 
that  values  have  some  comparative  merit,  and  Miss 
Maxwell,  who  now  has  charge,  states  that  careful 
buying,  the  assurance  that  values  are  right,  and 
satisfactory  service  are  the  three  factors  that  have 
contributed  to  the  prosperity  of  this  store.  The 
ca.^h  principle  is  applied. 

Since  it  was  opened  about  forty  years  ago,  the 
store  has  practically  outgrown  itself  six  times.  The 
])resent  dimensions  are  about  100  feet  by  80  feet, 
while  the  original  store  was  only  about  20  feet 
frontage  by  60  feet  depth.  All  departments  are 
on  one  Hnor.     Ladies'  aarnients  and  accessories  are 


THEY  WERE  READY  FOR  THE  BOOST. 

A.  fact  which  stands  out  prominently  in  the 
accompanying  accounts  of  the  euccsss  achieved 
by  MacKays  in  the  Canadian  dry  goods  trade 
is  that  some  of  them  were  young  men  who,  when 
opportunity  offered,  were  able  to  take  over  or 
assume  the  responsibilities  of  the  business  in 
which  they  started  as  employes  on  very  low 
steps  of  the  ladder.  This  suggests  a  lively  in- 
terest in  the  business  to  which  they  allied  them- 
selves and  that  mastery  of  detail  so  essential  to 
them  in  thsir  latsr  position  as  business  heads. 
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Ladies'  Underwear 


For  Fall  1912 


Our  samples  for  Fall  1912  will  soon  be   in  the   hands   of  our  travellers 
and  we  ask  you  to  be  sure  to  see  them  before  placing. 

We  especially  call  your  attention  to  our  new  Combinations,  viz  : — 


cLe/fvrvam^ 


^Mom\)vnationd 


being    something    unique    in    Combinations,    perfectly    seamless    body,    and 
perfect  fitting  in  every  way. 

The  body  part,  being  of  much  lighter  material 
than  the  lower  part,  does  away  with  seams  and  heavy 
material  under  the  corsets,  and  gives  extra  warmth 
where  required. 

This  line  will  be  featured  in  all  of  our  well- 
known  brands: 


The  mode  of  manufacture  of  these  Combinations 
has  been  registered. 

No  stock  will  be  complete  without  these  lines. 
MANUFACTURED  ONLY  BY 

S.   LENNARD   &   SONS 

DUNDAS,    ONTARIO 

SOLE  SELLING   AGENTS:— 

Richard  L.  Baker  &  Company 

100  Wellington  Street  West,  Toronto,  Ont. 
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specially  featured,  ami  it  is  notable  that  business  in 
young  people's  lines  has  strongly  developed.  With 
its  large  frontage,  the  store  has  an  excellent  display 
equipment.  The  windows  and  advertising  in  a  lo- 
cality paper  are  the  advertising  mediums.  Special 
prices  are  regTilar  attractions. 


Doubled   the   Business 

What  A.  H.  McKay,  Newcastle,   N.B.,   Has 

Done    in    Five    Years  —  Bought     Out    His 

Employer 

THAT  is  indeed  a  pleasing  retrospect,  when  after 
five  years,  a  merchant  finds  that  his  last  year's 
business  is  double  that  of  the  first  year.  Such  has 
been  the  record  of  A.  H.  McKay,  Newcastle,  N.B. 
Mr.  McKay  came  from  Essex,  England,  in  1897, 
and  was  employed  as  salesman  by  the  late  James 
Brown.      Then    in    April.    1904,   he   purchased   the 


A.    H.  McKAY,    NewcasUe,    N.   B. 

stock  and  busine.'^s  of  his  eiii])loyer.  Mr.  Brown  had 
opened  this  store  some  35  years  previously,  so  that 
the  business  was  well  established,  but  the  new  owner 
was  not  satisfied  with  that.  He  made  extensive  al- 
terations to  the  store  in  1907,  in^^talling  plate  glass 
windows  and  making  other  modern  improvements. 
In  addition  to  general  dry  goods,  the  departments 
are  clothing,  ladies'  footwear,  and,  on  the  second 
fioor,  fancy  goods,  toys  and  novelties.  This  depart- 
ment was  installed  two  years  ago,  and  has  proved 
very  successful. 

Mr.  McKay's  views  on  important  essentials  in 
the  dry  goods  business  are  embodied  in  the  follow- 
ing statement  to  The  Review: — "I  consider  that 
courteous  and  obliging  salespeople  are  a  prime  neces- 


sity and  I  am  careful  to  keep  only  those  who  pos- 
sess these  qualities.  I  believe  in  a  liberal  use  of 
printers'  ink.  and  preferring  newspaper  advertising 
to  any  other  method.  We  have  adhered  to  the 
cash  system  as  closely  as  possible  with  the  result 
that,  at  the  present  time,  the  amoimt  outstanding 
is  very  small." 

All  of  which  may  be  regarded  as  the  explana- 
tion, in  great  measure,  of  that  excellent  five-year 
record  previously  referred  to. 


Building  Larger  Store 

W.    B.     McKay     Co.,     Sussex,     N.B.,     Plans     for 

Thriving   Business  —  Succeeds  Former   Employer 

—  Activities   Cover    Wide    Scope 

STILL  another  story  of  remarkable  growth,  and 
again  it  comes  from  New  Brunswick.  W.  B. 
McKay  Co.,  Sussex,  N.B,,  are  building  a  new  store 
on  the  site  of  their  old  one.  The  latter  has  been 
moved  to  an  adjoining  lot.  They  are  still  doing 
business  in  it,  pending  the  completion  of  the  new 
structure,  drawings  of  which  accompany  this  arti- 
cle. 

"It  is  almost  impossible  to  describe  how  the 
goods  are  arranged,"  writes  Mr.  McKay,  "as  we  are 
so  cramped  for  room  that  every  space  available  is 
crowded  with  goods  and  this  makes  it  very  hard  to 
make  proper  display,  as  a  good  many  things  we 
carry  in  stock  are  under  cover  all  that  time.  We 
are  therefore  under  a  big  disadvantage.  This,  how- 
ever, has  not  hindered  our  business  from  growing 
and  we  feel  sure  that  we  can  greatly  increase  our 
sales  when  we  get  in  our  new  building." 

Is  not  this  a  pretty  fair  picture  of  a  business 
that  is  just  bursting  its  sides  to  get  into  larger 
premises? 

While  it  has  not  yet  been  decided  how  the  de- 
partments will  be  arranged  in  the  new  store,  the 
plan  will  be  something  similar  to  that  of  the  old 
store  with  the  exception  that  men's  clothing  will 
be  on  the  first  floor.  The  second  floor  will  be  used 
for  ladies'  whitewear,  ready-to-wear  garments,  millin- 
ery and  store  rooms.  The  old  store  will  probably 
be  used  for  furniture,  carpets,  wall  paper,  etc. 

A  balcony  is  being  built  on  the  first  floor  which 
will  be  used  for  office  and  cash  girl.  It  will  com- 
mand a  view  of  the  entire  store  and  give  extra  floor 
space.  The  new  building  will  have  a  full-size  base- 
ment, 7%  feet  clear.  The  second  floor  will  have 
a  12  foot  ceiling  and  the  first  floor  15  Vo  feet.  The 
structure  will  be  of  concrete  blocks  with  concrete 
wall. 

The  store  now  occupied  by  W.  B.  McKay  Co., 
Ltd.,  was  built  by  Jas.  E.  White  &  Co.  in  1858.  This 
firm  had  been  in  business  in  Sussex  since  1848  or 
'49,  and  some  years  later  the  name  was  changed  to 
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H.  W.  PLANT  &  CO. 

LEICESTER,   ENGLAND 

Manufacturers  of  Cardigan  Jackets.  Vests.   Sweater  Coats,  Ribbed  and  Knit,  Children's  Hats 

Hoods.  Gaiters,   Infantees:  "Women's  and  Children's  Ribbed    Undervcsts.  etc.,  efc,  etc..  etc, 

Diploma  of  Merit,  Royal  Military  Exhibition,  1890. 


"We  are  showing  a  splendid  range 
of  Novelties  in  'Woollen  Mufflers. 
Motor  Scarves,  Caps.  Sweaters, 
Sweater  Coats,  etc.,  etc..  for 
Fall  1912. 

Let  ns  know  your  requirements 
in  Knitted  \A''oollen  Goods.  We 
can  fill  them. 


The  "  Imperi,Tl  "    "Vest  MufOer. 
(In  all  coloi  s.) 


The  "Aeroplane"  Muffler 
All  colors. 


Seward  Bros. 

251    St.  James  Street, 
MONTREAL,        P.Q. 

Sole  Agents  for  Canada. 


The  New  "  Aeroette   "  Hood  Muffler,  which  is 

proving   so   popular.     Make  sure  you  get  the 

"  Aeroette."     (In  all  colors  ) 


MARK 

_REGISTERro, 

TIGER  BF^AND. 


I 


T'S  mighty  satisfying  to  a  merchant  to  be  able  to  supply  his  customers  with  exactly 
what  they  want.       When  they  ask  for 


Tiger    Brand 

UNDERWEAR 

nothing  else  will  do,  for  they  have  already  worn  it  and  know  its  quality,  or  they  have 
heard  such  favorable  reports  on  it  that  they  are  determined  to  give  it  atrial.  Fine-spun 
yarns,  woven  into  a  soft,  elastic  fabric,  and  fashioned  into  garments  of  a  variety  of  styles 
and  sizes  that  afford  a  fit  for  every  figure.  A  high  quality  garment  at  a  moderate  price. 
Be  prepared  to  show  Tiger  Brand  Underwear  and  to  answer  inquiries  for  it.  It  will 
make  sales  for  you,  and  better  still,  satisfied  customers. 

Gait  Knitting   Company,  Limited,  Gait,  Ont. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelei 


104 


DRY     GOODS     REVIEW 


Pen  sketch  showing  front  elevation  of   tlie    new    store  now  being  built  by  W.   B. 

McKay  Co.,  Sussex,  N.B.    Good  display  space  is  provided  for.    See 

accompanying  floor  plans. 


C.  T.  White  &  Co.,  and  W.  H.  McKay  started  to 
v/ork  for  them  in  April,  1872.  A  few  years  later 
this  firm  was  bought  out  by  White  &  McLeod,  and 
about  owo  years  later,  Mr.  White  sold  his  share  out 
to  Mr.  McKay,  and  the  firm  was  then  called,  Mc- 
Leod, McKay  &  Co.  Shortly  after  this,  Mr.  McLeod 
retired  from  the  business  and  his  share  was  taken 
over  by  C.  T.  White.  In  about  two  years,  Mr.  Mc- 
Kay sold  out  his  interest  to  Mr.  White,  but  remain- 
ed with  him.  The  firm  was  then  called  C.  T.  Whit-e. 
In  1881,  C.  T.  White  sobl  the  business  to  Mr. 


McKay  and  a  company  was  formed  under  the  name 
of  W.  B.  McKay  &  Co.  On  July  25,  1910,  the 
business  was  incorporated  under  the  name  of  W.  B. 
McKay  Co.,  Ltd.,  with  $49,000  capital.  The  offi- 
cers:— W.  B.  McKay,  president;  C.  D.  Davis,  vice- 
president;  Gordon  B.  McKay,  secretary-treasurer. 

The  scope,  departments,  equipment,  and  ser- 
vice of  this  firm  may  be  summarized  as  follows: — 

Departments: — Staple  and  fancy  dry  goods, 
boots  and  shoes,  millinery,  ready-to-wear  clothing, 
men's   furnishings,    furniture,    crockery,    wallpaper, 


PI 


ui  of  ground  floor,  new  store  now  being  erected  by   W.  B.  McKay   Co.,   Sussex,   N.   B. 
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Your    New   Yearns    Resolution    Should    Be 

To  Go  After     y^<^  Bigger 
Underwear  y\^^      Business 


To  start  right  you 

must    put    the    right 

Underwear   in    your 

department,    goods    that 

are  best  known  to  the  public 

— the    ultimate    buyer — known 

for    the    good     qualities     and 

lasting    appearance. 


UNDERWEAR 

is    known    by  name — is    known    to   the   consumer  as    our  goods — and 
as  reliable  goods. 

The  permanent  business  that  other  dealers  have  built  with  "Peerless 
Brand"  stands  as  a  criterion  for  its  efficiency,  and  it  is  on  "Merit"  and 
"Mutuality"  that  we  ask  you  to  see  "Our  Range  of  Samples  for 
Fall    1912,"  which    are    now    being    shown. 

AND  "WE  GIVE  DELIVERY  AS  YOU  LIKE  IT.' 

PEERLESS  UNDERWEAR  CO. 

Hamilton,    Canada 

WE   ARE    REPRESENTED   BY 

ONTARIO -C.  &  A.   G.  CLARKE.  Empire  Building.  Wellington  Street  West.  Toronto. 
BRITISH  COLUMBIA     GEORGE  A.  CAMPBELL  &  CO..   Mercantile  Block.  Vancouver,  B.C. 
QUEBEC— J.  CARSON.  I  12  St.  Peter  St..  Montreal.  ERNEST  HAMEL.  I  15  St.  Joseph  Street.  Quebec,  Que. 
MARITIME  PROVINCES-G.  A.  WOODILL.  20  and  21  Roy  Building.  Halifax.  N.S. 
MANITOBA.  SASKATCHEWAN,  ALBERTA— HANLEY.  MACKAY,  CHISHOLM  CO.,  Limited, 
129    Albert  St.,  Winnipeg,   Man. 
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Made  from  pure  woolen  yarns ;  is  soft  to  feel ;  perfectly  fitting  and 
absolutely  unshrinkable. 

There's  profit  for  the  merchant  as  well  as  continued  satisfaction 
for  himself  and  his  best  trade  if  he  carries  a  full  range  of  "St. 
George"  Brand  Underwear  for  men.  Every  garment  is  cut  to  fit 
and  finished  to  sell.     All  first  class  jobbers  sell  it. 

Schofield  Woolen  Company,  Limited 


OSHAWA,  ONT. 


THE  JAEGER  cos 


"EwrB«A.o  JAEGER    PURE    WOOL 


UNDERWEAR 


The  introduction  of  "The  Jaeger  Co.'s  EWE  BRAND"  has  led  to 
largely  increased  sales  during  1911. 

If  you  are  not  already  handling  this  line,  we  should  like  to  hear  from 
you  in  order  that  our  Travellers  may  make  a  point  of  seeing  you  early. 


SWEATER    COATS. — In    our    new    range    we    are    showing    several 
novelties  in  high  collars  and  fleecy  knits. 


DR.  JAEGER'S  '^"SStS^  SYSTEM  IX/e'd^' 

WHOLESALE  WAREHOUSE      -     52  VICTORIA  SQUARE,  MONTREAL 
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carpets,  etc.,  groceries,  flour  and  feed,  hardware, 
wholesale  and  retail  tobaccos,  confectionery  and 
pipes. 

Goods  delivered  to  all  parts  of  the  town,  orders 
taken  every  Monday,  Wednesday,  Friday  and  Sat- 
urday. 


GBOv/teRY    DEPARTMENT 

oH34ng3 


opponuruTT  of  ifving  tt 


C«ndy. 


In  PUokod  Proi  Oil  Glut 


Kkh  Cut  QUaa 


H^^  I W.  B.  McKAY  CO.,  LTD 


Pipe*  and  Tobau 


A  Striking  contrast  in  advertisements.  Tlie  small  inset  ex- 
ample was  41/2  by  7  inelies,  and  was  used  by  W.  B.  McKay  &  Co., 
in  1896.  The  page  ad.  appeared  recently.  These  specimens  are 
indicative,  not.  only  of  larger  and  more  vigorous  business,  but 
of  broader  conception  of  the  power  of  bright,  newsy  advertising. 

Store  closes  at  six  Monday,  Wednesday  and  Fri- 
day ;  at  eight,  Tuesday  and  Thursday ;  at  ten,  Satur- 
day. 

^  Staff.— Eleven. 

Advertising. — Once  every  week  in  weekly  news- 
paper. 

The  firm  own  four  warehouses: — 30  x  60  feet, 
28  X  40  feet;  25  x  60  feet;  28  x  65  feet,  which  are 


HA  KOWAfC 


,53f*-- 


used  to  store  flour  and  feed,   wool,   molasses,  oils, 
paints,  nails,  etc. 

The  accompanying  sketch  of  the  property  oc- 
cupied by  this  firm,  the  arrangement  and  extent  of 
their  warehouses,  is  an  interesting  "exhibit"  as  to 
the  activities  of  a  thriving  mercantile  enterprise. 

liSft 


Arrangement  of  store  and  warehouses  occupied  by  W.  B.  Mf- 
Kay,  Sussex,  N.  B.  Note  how  old  store  is  being  moved  to  make 
room  for  new  structure. 


WHEN  MACKAYS  MUSTERED  4,000  MEN 

History  has  it  that  the  MacKays  were  a  clan 
of  considerable  prominence  in  Scotland  during 
those  parlous  times  when  vigilance  was  largely 
the  price  of  safety  and  when  a  man's  position 
was  established  by  the  strength  of  his  arm  and 
the  importance  of  his  fighting  force.  Their 
greatest  chief  was  probably  Angus  Dow,  who  at 
one  time  mustered  4,000  men,  or  a  body  sufl&cient 
to  operate  three  or  four  large  sized  depart- 
mental stores.  By  reason  of  services  rendered 
the  Crown,  the  head  of  the  clan  was  raised  to 
the  peerage.  This  explains  the  coronet  on  the 
coat-of-arms.  The  clan  motto  "Manu  Forti," 
the  "daggers  proper,"  the  bears'  heads  and 
other  constituents  of  the  heraldic  emblem  are  in- 
dicative of  warlike  conception.  The  present 
head  of  the  clan  is  Lord  Reay. 


cKocKen  y 


5 tore   roo7r\ 
=     -for  cjToce.ries 
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G,RoC£f!l£S 


GENTS  ftJRNISHINGS     %\mXl<,T<rrH 
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OFFICE 
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stove  at  present  occupied   by  W.  B.  McKay,   Ltd.,   Sussex,  N.  B.,  moved  to  make  room  for  new  building. 
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^Tf0S,ERY/^5^--^,^o 


^nii^F  ^(ff^^^ 


We  are  now  receiving  and  putting   into  stock 
iplete  ranges  of     QjiCenOua/^l^    Hosiery 
and  Gloves  for  Women  and  Children. 


comi 


Also    KwgQualiiu"^  Men  s    Half   Hose  for 
Spring  1912. 


MAIL  ORDERS  WILL  RECEIVE  OUR  PROMPT  ATTENTION. 

Our  travellers  will  call  upon  you  shortly  with  full  range  of  Hosiery, 
Men's  Half  Hose  and  Cashmere  and  Ringwood  gloves  for  Fall  1912. 

THE  RICHARD  L.  BAKER  CO.,  TORONTO,  ONT. 


Health  Brand  Underwear 


Our  stock  is  now  complete  in  all  lines 
of  Fall  weights  for  Women  and  Children. 

We  have  also  a  complete  stock  of  short 
and  no  sleeve  Women's  Vests  in 
medium   weights   at  all   prices. 


Greenshields  Limited 


Montreal 
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Has  Promising  Outlook 

The    Ladies'    Tailoring    Business    Started    in 

Small  Way   by  G.  L.  MacKay,  Toronto 

—  Steady  Development 

A  BUSINESS  that  looks  to  be  shaping  towards 
larger  proportions  than  originally  anticipated, 
is  that  which  was  started  in  a  small  way  by  G.  L. 
MacKay  when,  seven  years  ago,  he  opened  a 
ladies'  tailoring  establishment  at  101  Yonge  St., 
Toronto.  Previous  to  this,  Mr.  MacKay  had  for 
some  years  been  engaged  in  the  production  of  men's 
made-to-order  shirts  and  ladies'  shirtwaists,  and  in 
traveling  through  the  country  as  a  salesman,  con- 
vinced himself  that  an  opportunity  was  waiting  for 
him  in  ladies'  tailoring.  He  therefore  withdrew 
from  the  existing  partnership,  and  decided  to  give 
scope  to  his  ideas.  At  101  Yonge  St.,  his  first  store, 
he  continued  to  make  men's  shirts  to  order,  but 
specialized  strongly  first,  in  ladies'  tailored  shirt 
waists.  For  a  time  it  was  uphill  work,  but  later 
development  was  such  that  suits,  coats  and  gowns, 
as  well  as  millinery,  were  included.  One  year  ago 
last  October  he  moved  to  a  larger  and  much  more 
adequate  establishment  at  the  corner  of  Yonge  and 
Alexander   Streets.      The   great   advantage   of   this 


location  is  that  it  is  located  within  easy  distance  of 
a  good  section  of  the  city.  The  store  itself  is  about 
27  ft.  by  90  feet,  while  an  additional  depth  of  100 
feet  is  u.sed  for  factory  purposes. 

In  connection  with  this  business,  a  very  profit- 
able wholesale  demand  for  tailored  shirt  waists  has 
been  developed.  These  lines  are  made  chiefly  of 
habitau  silks,  flannels  and  Scotch  zephyrs.  Mr. 
MacKay's  pioneer  representative  in  the  West  on 
this  line  was  his  sister  Miss  Cora  MacKay.  He 
also  makes  frequent  selling  trips.  Now,  his  plans 
have  in  view  an  elaboration  of  his  original  idea,  an 
enterprise  of  much  broader  scope. 

"The  great  problem  in  connection  with  ladies' 
tailoring,"  said  Mr.  MacKay,  "is  summed  up  in  the 
one  word  'style.'  We  are  in  constant  touch  with 
New  York  and  Paris,  for  with  the  knowledge  that 
women  have  to-day,  ignorance  of  the  latest  ideas 
would  be  disastrous.  So  many  people  go  abroad 
nowadays,  and  are  so  well  up  in  the  latest  develop- 
ments of  the  fashion  centres  that  one  must  know 
what  he  is  talking  about." 

Mr.  MacKay,  like  "the  Hamilton  McKay,"  has 
taken  considerable  interest  in  athletics.  He  was  at 
one  time  chairman  of  the  Canadian  Wheelman's 
Association,  and  is  a  meml)er  of  the  Argo  Rowing 
Club. 


store    of   G.     L. 


MnrKay,     49.5  Yonge    St..    Toronto.     See   article.     Here  a   specialty    has   been    made 
of     tailoreil     waists.      suits     and     gowns. 
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SWEATER 
COATS 

For   Ladies 
and   Gentlemen 

Our  lines  for  1912  are 
up-to-date  and  good 
value. 

Write  for  catalog  and  prices 

Jerseys  and  Sweaters 

made  to  order  in  club 
colors. 


dCOTT  KNITTINO  COMPANY 

24  RYERSON  AVENUE  :  :  :  TORONTO 


The    Pleasant    Feel 
and   Long   Wear 

bring    your   customers   back   for  the 

"OXFORD" 

.  This   underwear    is    shaped    to    con- 
form perfectly  to  the  lines  of  the  figure. 

Win   your   customers'  confidence  by 
introducing  this  best  or  all  underwear. 

SEE  OUR  1912  RANGE 

OXFORD    KNITTING    CO. 

Woodstock  ...  Ontario 
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How   an   Idea   Worked    Out 

Geo.  E.  McKay,  Toronto,  Opens  Five  Stores  in 

Three  Years,  Specializing   in   Men's  $10    Suits 

and   Overcoats. 


THAT  there  will  always  be  a  decided  call  for 
$10  suits  and  overcoats  for  men,  j^rovided  they 
look  well,  fit  properly  and  give  reasonable  wear,  is 
the  idea  that  occurred  to  Geo.  E.  McKay  as  a  trav- 
eling salesman,  and  which  he  has  demonstrated  be- 
yond all  doubt  during  the  past  few  years  in  Tor- 
onto and  Hamilton. 

Mr.  McKay  was  formerly  a  tailor  in  Leaming- 
ton, later  in  Windsor  and  in  1903  he  came  to  Tor- 
onto and  joined  a  tailoring  firm.  In  1905  he  sold 
out  his  interest,  and  in  1906  took  a  position  with 
the  Campbell  Mfg.  Co.,  Montreal,  as  traveling  sales- 
man. After  three  years,  in  1909,  he  bought  out 
the  Campbell  clothing  store,  in  King  street  west. 
Toronto,  which  carried  high-class  clothing.  One 
year  later  he  opened  his  first  $10  store  at  271 
Yonge  street,  Toronto.  That  same  year  saw  a  second 
store,  at  22  Queen  St,  East,  Toronto,  and  shortly 
afterwards  a  third  store  was  opened  at  324  Queen 
St.  West..     In  Dec,  1910,  he  added  a  fourth.  130 


Ray  street,  and  a  fifth  has  been  opened  in  Hamil- 
to-n. 

]\Tr.  McKay  states  that  all  of  his  stores,  including 
that  in  King  St,  West,  in  which  high-grade  lines 
are  still  featured,  have  had  a  very  good  year. 
While  the  stores  are  not  large,  they  have  a  smart, 
busines.s-like  appearance,  and  the  lines  are  effective- 
ly displayed.  A  practical  tailor  is  in  charge  of 
each.  In  working  out  his  idea  Mr.  McKay  has 
applied  the  cash  principle  and  he  points  out  that 
specialization  in  low-priced  garments  does  not 
necessarily  mean  low-priced  ]iatronage.  His  cus- 
tomers are  drawn  from  every  section  of  the  city. 
He  is  his  own  buyer,  and  making  his  selections  as 
he  does,  in  the  open  market,  his  practical  experi- 
ence as  a  tailor  is  a  valuable  asset. 

Mr.  McKay's  only  complaint  is  that  he  did  not 
start  to  work  out  his  idea  soon  enough,  but  five  new 
stores  in  three  years  looks  like  pretty  good  going. 


FOR  this  article  dealing  with  the  success  of 
the  MacKays  in  Canada,  an  account  of 
each  business  conducted  by  merchants  of 
that  name  has  not  been  available  for  this  num- 
ber of  The  Review,  but  will  appear  later. 


The  four  men's  clothing  stores 
of  Geo.  E.  McKay,  Toronto — i:;ii 
Bay  Street,  22  Queen  E.,  324 
Queen  W.,  nuA  271  Yonge  Street. 
Mr.  McKay  also  owns  the  Camp- 
bell Clothing  Store,  King  St.  W'., 
and  a   store  in  Hamilton. 


This  group  of  photos  is  jnter- 
I'sting  since  they  show  how  one 
man  has  established  an  idea — 
that  of  specializing  in  $10  suits 
and  overcoats  for  men.  All  of 
tliese  stores  have  been  opened  in 
tlie  past  few  years.  Mr.  McKay 
was  formerly  a  tailor  in  Leam- 
ington,   Ont. 
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Fine  wax  head 
mounted  on  all 
brass  square 
base  and  stand- 


BUY 
RICHARDSON'S 


HEEL  REST 


No.  19-C— $4.50  per  doz. 

DRAPERY   STAND 
Oxidized   Copper 


(CAREFULLY  MODELLED) 

WaxFig'ures  and  Forms 

THe  Display  Fixtures 

are  absolutely  new  with  exclusive 
designs.  Their  use  will  assure 
trade  and  convince  you  that  we 
are  still  the  Form  and  Fixture 
House   of   Canada. 

Seasonable  designs  in  keeping  with 
latest  New  York  styles  can 
frequently  be  seen  at  our  show- 
rooms.    Call  and  see. 

CATALOGUE    ON    APPLICATION  No.  30J-J3.00  do.. 

A.    S.    RICHARDSON     (EL    CO. 

Largest  Manufacturers  of  Wax  Figures  and  Display  Forms  in  Canada. 

Showroom-  99  ONTARIO     ST.  HT^  — ^-^* 

Factory      -101  1   OrOIlXO 


No.  153— $24.00  per  doz. 

CARD  HOLDER 
Nickel  Base 


No.  5.Sr.     Revolving  Rack 
Japanned  oxiui^ed.  plain    foot 
and  standard,  oxidized  copper 
top  ring,  price  $10  50      Nickel 
lop  ring.  iui.OO. 

No.  555.     Revolving  Rack. 
Fancy    Foot.     Standard     and 
Ring,   brass     nickel    plate    or 
oxidized.  $14.00. 


YOU    SAVE    MONEY 

by 

Buying  Fixtures  From  Us 
BECAUSE 

we  make  only  the  best  and  most 
up-to-date  Fixtures,  Bust  Forms, 
Wax  Figures,  etc. 

We  are  the  oldest  and  largest 
manufacturers  in  Canada. 

Let  us  figure  on  some  Fixtures 
for  your  store. 

A   postal   card    will   bring  you 
our  Catalogue. 


r= 


No.  79. 
Tee  Stands  3/8  x  1/4.  top  bar  18  in  ,  base  5  in., 
assorted  sizes  in  heights.  $12.00  per  doz. 
Ditto  larger  sizes.  $13.00  per  doz. 

No.  92- 
Tee  Stands  !/2x5/16  in.,  base  6K  in.  top  bar 
20  in.  assorted  sizes  in  heights.  $18.00  per  doz. 

No.  94. 
Tee  Stands  5/8  x  3/8  in.,  base  7  in.  assorted 
heights.  $24.00  per  doz. 


DELFOSSE    &    COMPANY 

Established  in   1900 

Offices  and  Sample  Rooms:   247-249  CRAIG  STREET  WEST, 
Factory:   1,  3,  5,  7  HERMINE  STREET, 

MONTREAL 
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TO  MERCHANTS 


PA 


l^ 


YORK 


AND  DECORATORS 


WE  are  about  to  issue  several  catalogues  devoted  to  various  kinds  of  stores,  and  should  be  pleased  to  enter  your 
name  on  our  list  for  free  copies.  Write  us,  therefore,  at  your  earliest  convenience,  stating  what  lines  of 
merchandise  you  are  "trimming." 

Our  new  catalogues  will  be  devoted  to  every  phase  of  window  dressing  and  display,  from  the  big  department,   or  general 
dry  goods  store,  to  the  smallest  shops  in  any  line. 


J.  R.  PALMENBERG'S  SONS,         -         710  Broadway,  NEW  YORK 

Established  1852 

10  and  12  Hopkins  Place 
BALTIMORE 


30  Kingston  Street  1  Rn<:-rnM 

110  Bedford  Street  (     ^  Factory  :  87,  89,  and  91  West  Third  Street,  New  York 


BRITISH  AMERICAN  DYEING  CO. 


The   Largest  and    Best 
EquijTjped 

DYE  VV^ORKS 

In    the   Dominion 
SEND  FOR  PRICE  LIST 


GOLD  MEDALLIST  DYERS 


JOSEPH  ALLEN,  Manager 


Dres*  Goods,    Cloths,    Tweeds,    Drills,     Ducks,    Cottons   and  Velveteens,    Hosiery 
Yarns,  Gloves,  Braids,    Etc. 

DYED,     FINISHED    AND     PUT    UP 

Also 
FEATHERS.    SILKS,    VELVETS,    RIBBONS,    LACE,    ETC 


^^•-  Y,2?l^,aVt?ft'^^^^^     MONTREAL 


UNEQUALLED. 


TORONTO 


OTTAWA 


QUEBEC 


ESTABLISHED  1849 

BRADSTREETS 

Offices  Throughout  the  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.  Ottawa,  Ont.  Montreal,   Qxie. 

Edmonton.  Alta.      St.  John,  N.B.        Quebec,  Que. 
Halifax,  N.S.  Vancouver,  B.C.    Toronto,  Ont. 

London,  Ont.  Hamilton,  Ont.       Winnipeg,  Man. 

Reputation  gained  by  long  years  of  vigorous, 
conscientious  and  successful  work. 

THOMAS  C.  IRVING.  ^7.trrL**^2nfd".' 

TORONTO,  CANADA 


w 


ESTERN 


Incorporated 
1851 


ASSURANCE 
COMPANY 


FIRE 

AND 

MARINE 


HEAD  OFFICE,    TORONl'O,  ONT. 

Assets  over    -    -    -    -  $  3,000,000.00 

Losses  Paid  Since  Organization 


of  the  Company,  over 


54,000,000.00 


HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice-Pre8id«ut 

W.  B.  MEIKLE,  General  ManaE«r 

C.  C.  FOSTER.  Seetetary 


Store  Management-Complete 


16  Full- Page 
Illustrations 


272  Pages 
Bound  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 

BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 
Complete 

$1.00  POSTPAID 

"Store  Management — 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may   be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 

CHAPTER  v.— THE 
STORE  POLICY— What  it 
should  be  to  hold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Meeting  cut  rates. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution. Handling 
telephone  calls. 
Courtesy.  Rebating 
railroad  fare.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Send  us  $1.00.    Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

TECHNICAL    BOOK    DEPARTMENT 
143-149  University  Ave.,  -  Toronto,  Canada. 
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FUR  TRADE  NEWS 


Year's  Style    Outlook 

Flat,   Wide   Stole   and    Muff  Will  be  Shown 

Again    in    Popular    Numbers — Parisians 

Favoring  Mole. 

OWING  to  cold  weather  having  been  delayed 
past  the  usual  period  this  winter,  there  has 
been  some  slowness  in  the  sales  of  furs  in 
the  eai!itern  provinces  and  as  far  west  as  Ontario. 
On  the  other  hand,  while  the  weather  was  excep- 
tionally cold  early  in  the  season  in  many  western 
points,  the  fact  that  the  harvest  had  not  been  thresh- 
ed out  early,  and  there  was  a  certain  tightness  in 
money  operated  to  make  sal&s  somewhat  slow  at 
first. 

This  fact  should  not  cause  the  merchant  to  fly 
to  the  extreme  of  selling  now,  when  the  public  who 
must  have  furs  will  either  buy  them  or  shiver 
through  a  long  winter,  at  prices  which  are  so  re- 
duced as  to  unreasonably  cut  into  the  profits  of  the 
year.  This  is  a  mistake  which  should  never  be 
made.  There  are  two  reasons  for  this.  Furs  are  high 
priced  articles  and  are  constantly  rising  from  year 
to  year.  Provident  people  who  can  afford  to  buy 
are  anxious  to  do  so.  Many  persons  make  a  habit 
of  buying  in  the  early  Spring.  The  ordinary  re- 
ductions will  satisfy  them.  On  the  other  hand,  as 
the  late  Fall  means  a  long  Winter,  many  will  buy 
after  Christmas  who  in  an  earlier  season  would  have 
bought  before.  There  is  no  cause  for  the  merchant 
to  grow  disheartened  for  at  least  a  month  more,  and 
to  start  a  bee  of  price-cutting  now  would  simply 
cause  people  to  hold  back  till  Spring  in  the  hope  of 
then  obtaining  panic  pricas.  This  is,  of  course,  ex- 
aggerating the  possible  situation,  as  nothing  of  the 
sort  is  likely  to  happen.  But  it  is  emphatically  a 
season  when  the  merchant  has  everything  to  gain 
by  keeping  his  head,  and  making  common  cause 
with  his  fellow  merchant. 

Should  any  furs  be  left  over  in  quantity  this 
season,  beyond  the  loss  of  carrying  over,  there  is 
little  to  be  feared.  This  year  has  seen  a  decided 
change  of  shapes,  and  it  is  highly  improbable  that 


next  year's  output  will  be  different  in  essentials, 
particularly  in  the  case  of  the  popular  lines.  The 
merchant  who  feels  that  he  must  turn  over  his  stock 
and  take  in  a  totally  new  supply  next  year  whether 
sales  are  slow  or  fast  should  plan  l^eforehand  in  case 
the  next  few  months  prove  slow,  and  hold  specially 
attractive  Spring  sales.  The  Spring  sales  idea  in 
furs,  far  from  being  overworked,  is  not  now  half  as 
well  understood  and  worked  up  as  it  should  be.  This 
is  the  cause  that  so  many  merchants  in  small  places 
refuse  to  carry  a  really  good  line  of  furs.  They 
object  that  the  stock  does  not  move  as  it  should, 
when  actually  the  fault  lies  with  their  own  insuffici- 
ent grasp  of  the  situation. 


Mole  the  Latest  Fur 

The  latest  news  received  from  Paris  says  that 
the  mole  fur  is  now  the  most  fashionable  of  all  lines 
mentioned  for  popularity  early  in  the  season.  New 
York  is  also  taking  up  this  fur,  and  the  Fifth  Ave- 
nue trade  registers  constant  demands  for  the  mak- 
ing of  evening  and  dressy  coats  of  mole  and  mole 
combined  with  other  furs.  Sets  of  this  fur  are  also 
in  great  demand. 

This  all  points  in  the  direction  of  a  great  de- 
mand for  mole  here  next  season,  and  during  the 
residue  of  this,  a  fair  demand.  The  Parisian  de- 
signers have  not  finished  with  the  possibilities  of 
this  fur.  There  is  little  doubt  that  next  season  will 
see  it  in  the  front  rank. 

Beautiful  effects  are  produced  by  combining 
mole,  with  ermine  in  coats.  With  the  added  com- 
bination of  lace,  this  effect  produced  one  of  the  most 
stunning  of  the  season's  output  of  draped  or  classic 
design  coats.  The  idea  of  combining  one  fur  with 
another  is  practically  just  beginning,  and  there  will 
be  more  of  these  types  as  the  art  of  mixing  the  furs 
without  losing  the  individual  advantages  of  each 
progresses.  At  present  the  rage  for  deep  collars 
and  lapels  makes  the  task  of  the  designer  an  easy 
one  when  it  comes  to  combined  effects. 
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Features  of  This  Department 

Final  word  as  to  relative  selling  position  of  fabrics 
for  Spring. 

Short  supply  of  white  serges  and  fancies  will  un- 
doubtedly mean  increased  vogue  for  tan. 

Chiffon  taffetas  the  leading  silk  novelty. 

Cotton  situation  and  latest  price  news  on  printed 
goods. 


Scarcity  in  White  Serges 

Run  on  These   Fabrics  and  on  Worsted  Fancies 

Likely  to  Overtax  the  Supply  —  Tans  Second  Choice 

—  Navy    and    Black  Serges   Good    Sellers 

MANUFACTURERS  who  are  in  a  position  to 
make  white  serges  and  white  worsted  and 
woolen  fancies,  have  all  the  business  and 
more  than  they  can  care  for,  and  it  is  becoming  ap- 
parent that  the  situation  so  far  as  demand  and  sup- 
ply is  concerned  is  going  to  duplicate  that  which  ob- 
tained in  reversible  last  Fall.  Never  before  in  the 
Autumn  months  has  fashion  pointed  so  strongly  to 
the  vogue  of  white.  It  is  the  leading  feature  of  pres- 
ent Paris  styles,  and  the  fashionable  Parisian  is  wear- 
ing white  to  a  greater  extent  than  ever  before  at  this 
season  of  the  year.  The  craze  is  also  striking  the 
American  market  and  the  suit  or  dress  of  white 
corduroy  or  serge  worn  with  dark  furs  is  fast  becom- 
ing a  craze  on  Fifth  Avenue,  and  buyers  everywhere 
are  hastening  to  place  orders  for  this  class  of  goods. 
White  fabrics,  it  must  be  premised,  are  not  so 
easily  nor  so  quickly  produced  as  colors,  and  the 
mills  must  be  specially  organized  to  handle  them  as 
there  are  numerous  mechanical  and  manufacturing 
difficulties  to  contend  with,  which  make  the  rate  of 
production  slow.  As  a  rule,  they  cannot  be  made  in 
the  same  mill  as  colored  goods.  For  these  reasons, 
and  because  of  the  great  demand,  a  decided  shortage 
is  predicted  to  develop  early  in  the  season.  Next  to 
white  serges  and  fancies,  many  authorities  are  in- 
clined to  place  tans,  and  they  also  point  out  that  a 


short  supijly  of  white  will  mean  an  increased  sale  of 
tans. 

Notwithstanding  their  long  run,  serges  continue 
in  undiminished  popularity,  not  only  in  white  and 
tan,  but  also  in  navy  and  black.  French  serges, 
coating  serges,  and  an  assortment  of  serge  weaves  in- 
cluding soft-finished  diagonals  and  cheviot  weaves 
are  selling. 

Mannish  worsteds,  and  light-weight,  smooth-fin- 
ished tweeds  are  much  in  evidence,  and  whip-cords 
and  Bedfords  are  coming  on  as  a  novelty  feature. 

In  popular-priced  fabrics,  the  jobbing  houses  are 
finding  a  ready  sale  for  silk  and  cotton  voiles,  and 
Bradford  fancies  in  black  and  white.  Poplins  also 
are  in  good  demand.  Blue  is  the  leading  color,  fol- 
lowed by  tans  and  grey. 


Satins  and  Satin  Faces 

These  Fancy  Fabrics  are  Leading  —  Satisfactory 

Sales   Made    in    Foulards  —  Strong    Demand   for 

Bengalines   on    Other    Side 

The  buying  season  for  Spring,  1912,  is  now  well 
advanced,  and  indications  are  that  there  will  be  no 
change  either  in  the  character  or  the  position  of  the 
materials  expected  to  sell. 

Soft,  satin-faced  fabrics  have  appealed  both  to  the 
retail  buyers  and  to  the  cutting-up  trade,  and  hold 
and  apparently  will  hold  the  sales  record  for  the 
coming  season.  In  all  silk  manufacturing  centres, 
this  class  of  silk  shows  the  largest  amount  of  orders 
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DOMINION  TEXTILE  CO.,  LIMITED 

Steelclad  Galatea 

Best  Wash  Fabrics. 

Color  Guaranteed. 

Ask  your  jobber  to  show  you  samples. 
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placed.  Such  fabrics  as  duchesse,  paillette  and  satiu 
de  Chine  are  big  sellers  in  plain  silks.  There  is, 
however,  a  growing  feeling  for  fancies,  and  the  cut- 
ting-up  trade  is  vising  soft  bright  silks,  particularly 
in  stripes,  to  a  large  extent.  Even  the  new  crepe 
weaves  are  satin-finished  and  there  promises  to  be 
quite  a  high-class  demand  for  these  fabrics. 

Foulards  have  sold  fairly  well,  much  better,  in 
fact,  than  was  indicated  at  the  end  of  the  previous 
Summer  season.  The  new  patterns  show  plenty  of 
ground  and  the  designs  are  largely  confined  to  small 
classic  patterns  and  this  applies  to  both  serge  and 
satin  finishes.  Borders  are  high  style,  the  patterns 
being  mostly  in  simple  designs  and  in  monotone 
efl^ects. 

Chiffon  taffetas  are  still  regarded  as  the  leading 
silk  novelty  and  buyers  for  the  large  city  stores  are 
placing  sample  orders  so  that  they  can  give  the  ma- 
terial a  try-out.  This  fabric,  in  both  plain  and 
changeable  effects,  is  an  acknowledged  favorite  iu 
Paris  for  tailored  dresses,  tailored  suits,  and  for  mil- 
linery purposes.  Canadian  milliners  bought  this 
fabric  in  anticipation  of  a  demand  for  the  Fall  seas- 
on, and,  therefore,  are  prepared  to  meet  the  demand 
for  Spring  selling. 

Black  and  white  stripes  in  taffetas,  tamolines,  and 
wash  silks  are  included  in  popular-priced  selling 
lines. 

In  the  States,  a  strong  demand  for  Beugalines  is 
said  to  be  a  feature  of  the  demand  but  the  nearest 
approach  here  is  a  somew'hat  limited  interest  in  pop- 
lin weaves. 

Montreal  Fabric   Market 

More  Suitings  and  Fewer  Coatings  — Fancy  Wool 

Materials  —  Mohairs    for    Summer    Wear  —  Dress 

Materials  in  Curls  and  Loops  in  Cotton,  Wool  and 

Linen— Terry    Cloths  —  Chinchillas    for     Fall. 

Montreal,  Jan.  2. — At  present,  the  demand  foi" 
cream  goods  and  serges  in  A'arious  colors,  is  taking 
the  lead.  The  demand  for  cream  materials  is  larger 
than  it  has  been  for  years.  The  retail  trade  began  to 
buy  later  than  is  usual.  In  the  dress  goods  depart- 
ments, orders  are  being  placed  with  prudence,  taking- 
into  consideration,  immediate  and  future  deliveries, 
the  entire  business  recorded  will  be  in  excess  of  the 
past  few  seasons. 

For  Spring,  double-faced  materials  are  not  mov- 
ing up  to  the  expectations.  First  orders  have  been 
comparatively  light.  Indications  point  to  the  u.se 
of  more  suitings  and  fewer  coatings  for  the  Spring 
trade,  than  was  shown  during  the  present  Winter 
season. 

For  Spring,  fancy  wool  materials  are  in  demand. 
Whipcords,  in  ebeap  as  well  as  high  grades  are  being 
booked  in  good-sized  quantities. 


Mohairs  in  Favor 

Mohair  suitings  and  coatings  are  thought  well 
for  Spring.  These  materials  contain  the  beautiful 
soft  effects  that  are  giving  promise  of  popularity  in 
the  dry  goods  departments. 

The  mohairs  are  light,  cool  and  dustproof,  thus 
making  an  ideal  m'aterial  for  Summer  wear.  Dainty 
patterns  in  large  variety,  are  being  shown  in  the  new 
ranges  of  samples. 


Dress  Goods  Novelties 

The  dress  goods  trade  during  the  past  season  has 
shown  a  wonderful  trend  toward  the  new  and  novel. 
This  phase  of  the  department  has  been  well  mani- 
fested in  various  ways  throughout  the  markets.  Now, 
that  Spring  is  coming  on,  there  .should  be  some  men- 
tion made  of  the  materials  that  are  taking  the  place 
of  the  usual  productions. 

The  latest  cloths  that  the  cutters  are  buying  are 
curls  and  loops  in  cotton,  wool  and  linen.  For  im- 
mediate and  future  deliveries,  there  are  several  widths 
of  Terry  cloths  in  a  variety  of  colorings.  So  well  are 
these  clothes  taking  in  the  States,  that  manufactur- 
ers cannot  make  the  deliveries  as  fast  as  buyers  de- 
miand. 

Apart  from  cloths  of  this  exact  variety,  there  are 
modifications  of  these  goods  being  offered  in  the 
form  of  linen  and  woolens.  The  linen  fabric  is  called 
an  etamine  crash,  while  the  wool  goods,  which  have 
a  Turkish  towel  effect,  are  being  made  and  confined 
to  the  firms  that  are  the  purchasers.  At  present, 
these  goods  are  being  bought  freely,  but  the  opinion 
is  that  the  demand  will  be  short  lived. 

White  Terry  cloth  is  well  adapted  to  trimming, 
and  is  largely  used  in  nrany  of  the  better  class  gar- 
iiieiits. 


I 


Freuch   striped    suiting'.      Shown   by   William   Agnew   &   Co., 
Montreal. 
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Summer    Fabrics 

T^HE  best  paying  White  Goods  department  is  the 
^    one  that  is  on  a  "Flaxon"  basis.    As  the  unques- 
tioned leader  of  White  Goods  in  quality,  "Flaxon" 
has  also  proved  its  premiership  as  a  profit-coiner. 


The  "Flaxon"  line  for  1912 
is  complete.  New  weaves, 
new  fancies,  new  printed 
patterns.  To  see  them  is  to 
realize  why  "  Flaxon "  will 
be   the   most   popular    fabric 


Clarence  Whitman 
&  Company 

New  York  Philadelphia 


TIIAOe 


for  next  Spring  and  Summer, 
and  don't  forget  that  "Flaxon" 
advertising  is  going  to  help 
every  dealer  who  is  prepared 
to  take  advantage  of  this 
great  nation-wide  selling  force 


MARK 


112CoristineBldg. 
Montreal 

Boston         Chicago        St.  Louis 
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Chinchillas  for  Fall 

Prior  to  this  season,  Cliinchillas  liave  not  been 
worn  very  extensively  for  fifteen  years.  It  was  prob- 
ably on  tliis  account  that  these  have  not  been  made 
by  leading  men's  wear  factories.  But  for  Fall,  1912, 
a  large  trade  is  looked  for  in  this  material.  Conse- 
quently, mills  in  America  are  starting  to  manufac- 
ture this  material  for  men's  wear.  For  ladies'  wear, 
these  materials  have  been  receiving  some  attention  in 
the  past. 

From  the  large  number  of  mills  that  are  going 
to  make  these  fabrics  for  the  next  season's  heavy- 
weiglit  line,  it  is  plain  that  the  production  is  going 
to  be  larger  than  in  many  past  years.  Already,  many 
of  the  finer  fabrics  are  being  shown  in  both  solid  and 
fancy  backs. 


Strength  of  White  Fabrics 

The  fact  that  it  is  possible  to  see  women  wearing 
white  costumes  in  December,  in  the  metropolitan 
centres,  may  explain  the  irregularities  in  the  sales  of 
wliite  goods.  In  this  department,  many  surprise? 
have  been  experienced  by  buyers.  Many  of  tlie  em- 
broideries that  have  been  so  much  worn  during  the 
past  Summer,  have  been  replaced  by  welts,  white 
corduroys,  fine  piques  and  pretty  crepes. 

Whether  poplins,  welts,  cords,  piques,  or  crepe,- 
are  considered,  it  is  admitted  that  the  white-finished 
have  more  than  held  their  own  against  the  piece-dyes, 
or  the  fancy  lines  in  colors.  There  is  a  growing  call 
for  many  of  the  fine  quality  mercerized  corded  stripes 
that  were  offered  a  few  years  ago.  It  is  a  fact  thai 
from  time  to  time,  the  imitations  in  the  coarse  card- 
ed fabrics  run  many  of  the  finer  lines  of  goods  out 
of  the  market.  But  at  present,  many  of  the  combed 
yarn  manufacturers  are  renewing  their  faith  in 
these  goods,  as  serviceable  and  pretty  for  dress  wear. 

Predict  a  Good  Season. 

Men  in  the  white  goods  business  prophesy  a  par- 
ticularly good  business  in  the  white  goods  depart- 
ments. If  these  predictions  come  true,  and  the 
Spring  and  Summer  seasons  prove  to  be  true  white- 
goods  seasons,  in  all  probabilities  the  demand  will  be 
fully  supplied  by  the  mills.  This  is  not  the  case  with 
printed  or  dyed  goods.  The  time  required  to  put 
quantities  on  the  market,  is  longer  than  the  time 
taken  to  move  quantities  of  white  goods  for  Summer 
dresses. 

Crepes,  both  for  blouses  and  dresses  have  been 
largely  sold.  Checks,  plaids,  and  cords  have  a  strong 
vogue.  Fine  lawns,  batistes  and  mulls  wdll  be  worn. 
Dimities  are  staple  for  future  business.  The  plain 
wliite  bordered  goods  are  very  popular,  in  fact,  every 


cloth  with  a  border,  whether  printed  or  woven,  seems 
in  high  favor.  The  printed  metal  borders,  "Made 
in  England,"  have  been  well  sold  as  a  novelty;  but 
of  all  the  dangerous  cloths  to  be  overstocked,  this 
one  easily  carries  off  the  palm. 


Prices  on  Printed  Goods 

Manufacturers  Say  They  are  at  the  Low  Level 

—  Distribution  of  Cotton  Crop  Being  Equalized 

--Bright  Prospects  in  Canadian  Trade. 

Montreal,  Jan.  2. — With  the  Government  cotton 
crop  estintate  in  hand,  merchants  see  very  little 
to  change  their  early  views  of  the  prospects  of  being 
able  to  see  an  opj^ortunity  to  offer  goods  to  the  trade 
at  prices  that  have  not  been  equalled  for  many  years. 
Values  on  goods  have  worked  down  by  degrees,  un- 
til they  are  as  low  as  they  were  before  the  boom  in 
the  year  1906.  To-day,  there  is  nothing  intrinsic  in 
the  value  of  goods  to  cause  buyers  to  waste  more  time 
talking  about  the  effect  of  the  cotton  crop  upon 
jDrices.  The  fact  is,  there  has  been  an  abundant  crop 
of  cotton  grown,  and  it  is  being  offered  at  reasonable 
prices.  The  values  have  been  put  to  very  low  levels, 
and  in  fact,  to  levels  that  do  not  promise  nmch  profit 
to  the  mills. 

That  the  virus  of  cotton  i^peculation  has  been 
allowed  to  enter  so  largely  into  the  calculations  of 
the  financial  heads  of  retail  and  jobbing  houses,  is 
unfortunate  for  merchandising  methods.  This  meth- 
od has  lent  much  aid  to  the  speculators,  who,  annu- 
ally, make  large  sums  from  the  stagnation  of  busi- 
ness. But  now  an  abundant  supply  of  cotton  is 
guaranteed  and  with  manufacturers  quite  willing  to 
take  up  the  ordinary  chances  of  production,  the  time 
has  come  when  far-seeing  imerchants  will  advise  the 
placing  of  moderate  contracts  so  as  to  allow  the  mills 
to  proceed  with  their  production  in  sufficient  quan- 
tities to  keep  the  market  in  a  healthy  condition. 

There  are  many  who  think  the  demand  for  cot- 
ton merchandise,  will  control  the  values.  Although 
there  are  quantities  of  cotton  on  the  market,  the  de- 
mand is  large;  consequently  the  prices  will  keep  up 
in  proportion  to  this  demand.  England  is  buying 
liberally,  so  are  other  countries.  Tliis  will  equalize 
the  distribution  of  the  crop  to  such  an  extent  that 
much  change  in  price  cannot  be  looked  for  at  the 
present,  at  least. 

Alread}'  the  prices  on  printed  goods  are  as  low  as 
could  be  expected.  Ginghams,  ducks,  denims  and 
lieavy  colored  goods  are  reasonably  priced. 

From  all  over  the  country  comes  the  word  that 
business  is  brisk,  and  the  outlook  for  the  coming  sea- 
.son  a  hopeful  one. 
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1HERST 

Your  store  will  win  and  deserve 
a  name  as  "  the  place  to  go  for 
tweeds" — if  you  stock  the 
Hewson  1912  Spring  line.  Our 
output  this  season  surpasses  even 
our  own  fine  record  for  quality, 
catchiness  and  smart  style.  Just 
look    over    the    swatches     and 


you 


'11  k 


now 


T*  PURE  WOOL 
weeds 


Above  all  else,  Saleability 
is  the  Hewson  Tweeds'  trade- 
winning  merit — saleability  and 
real  satisfaction  to  merchant 
and  customer  alike.  Not  a 
slow- moving  pattern  in  the 
line — and  not  a  chance  of 
complaint  from  the  buyer. 


Better  Able  Than  Ever  to  Give 
You  Value  In  Pure  Wool 
TweedSj  Ladies'  Costume 
Cloths  and  Fine  Sweaters. 


New  machinery,  a  bigger  mill,  and  a  standard  of  quality  no  weaver 
in  the  world  excels — these  and  the  Hewson  name  guarantee  you, 
for  191 2,  that  the  Hewson  lines  will  outdo  even  their  past 
successes.  Count  on  us  for  good  service,  real  values  and 
goods  that  SELL  on  actual  merit. 

'^he  Hewson  trcreeller  who  will  soon  visit  you  has 
(hat  to  show  you  which  ^ou,  as  a  man  of  enterprise 
and  judgment,  want  to  see — and  will  want  to  buy. 

The     business     heretofore     known     as     Hewson 
Woolen  Mills  Ltd.,  will   hereafter  be  carried  on   as 


HEWSON 


URE 
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EL 
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IVI            1 

T 

AMHERST,    NOVA   SCOTIA 
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Since  the  official  crop  estimate  was  received,  cot- 
ton has  advanced  slightly.  There  is  no  prominent 
reason  for  this  so  far  as  the  outsider  can  see.  It  may 
be  on  account  of  the  opinion  of  some,  that  the  reports 
are  larger  than  the  real  crop.  Or  the  demand  may 
be  the  direct  cause.  Whatever  the  cause,  it  is  appar- 
ent that  prices  have  gone  as  low  as  they  will,  for  the 
present  at  least. 

Some  good  judges  claim  that  the  price  of  fine 
combed  yarn  goods  are  at  the  bottom,  or  very  close  to 
it.  Although  there  is  not  any  immediate  uplift  in- 
dicated, the  demand  will  no  doubt  have  a  tendency 
to  keep  the  prices  firm. 


Cotton  Suitings  in  Favor 

Selling  Power  of   Rep,  Piques  and  Cords 

Becomes  Stronger — Novelty  Dress  Fabrics 

are  Also  Taken  Freely. 

Novelty  cotton  dress  fabrics  are  selling  freely 
both  to  the  counter  and  the  cutting-up  trade.  With 
the  increasing  .sale  of  dresses  the  cutting-up  trade 
forms  an  important  outlet  for  cotton  fabrics  and 
moreover,  one  that  is  always  on  the  alert  to  secure 
the  latest  and  newest  fabrics. 

Fine  cotton  voiles  are  selling  well  as  to  a  great 
extent  they  are  taking  the  place  of  the  more  expensive 
silk  and  mixture  voiles  for  veiling  purposes.  For 
dress  purposes,  fine  voiles  emhelished  with  silk 
stripes,  have  been  well  taken  and  there  has  been  a 
fair  demand  also  for  printed  effects.  Foulards,  pat- 
terns printed  on  mercerized  cloths  and  batistes  have 
been  active  sellers  as  the  patterns  and  colorings  are 
uncommonly  attractive,  the  effect  being  closely  akin 
to  that  of  the  silk  fabric  imitated. 

Borders  are  meeting  with  a  very  fair  sale  both  in 
printed  and  in  woven  effects  and  will  form  the  lead- 
ing novelty  in  light-weight  fabrics. 

As  the  season  advances,  more  is  heard  of  heavy 
cotton  fabrics  and  the  selling  power  of  cotton  suit- 
ings, rep,  piques  and  cords  becomes  stronger.  Na- 
tural and  tan  shades  in  crash  and  linen  suitings  have 
also  commanded  a  very  big  sale. 

With  white  coming  into  a  leading  position,  more 
interest  is  now  being  taken  in  white  fabrics  for  Sum- 
mer selling.  Piques  and  corduroy  welts  are  the 
novelties,  but  at  the  present  moment,  voile  is  the  best 
seller.  Sheer  white  voiles  are  meeting  with  great  suc- 
cess. These  fabrics  have  been  freely  ordered  by 
waist  and  lingerie  dress  manufacturers,  and  the  same 
also  applies  to  fine  cotton  crepes.  The  crepes  used 
for  novelty  waists  are  as  soft  and  as  sheer  as  possible 
and  comes  both  plain  and  decorated  with  embroider- 
ed dots  and  small  figures. 

In  heavy  goods,  poplins,  reps  and  Ottomans  are 
included  in  the  heavier  goods  selling,  and  there  has 
been  a  fair  amount  of  orders  placed  for  dress  linens. 


Wanamaker's  Fabric  Display 

Extreme  Novelties  in  Cotton   and   Linen   Ma- 
terials —  Possibilities     of     High-priced     Lines 
—  Cossack  Linen  and  Durbar  Voile. 

Several  of  the  large  New  York  stores  opened  their 
Spring  fabric  season  recently.  Wanamaker's  dis- 
play of  extreme  novelties  in  cotton  and  linen  mater- 
ials attracted  considerable  attention.  Last  year  this 
store  had  considerable  success  with  high-priced  cot- 
tons ;  and  as  a  result  they  are  showing  more  novelties 
in  cotton  fabrics  this  season  than  they  have  ever 
shown  before. 

Tlie  buyers  in  this  store  contend  that  dress  fabric 
department  buyers  are  not  awake  to  the  possibilities 
of  merchandising  high-priced  cottons.  Many  of 
these  buyers  still  continue  to  deal  in  ginghams, 
calicoes,  etc.  But  in  this  advanced  age,  when  im- 
provements are  apparent  in  all  lines,  many  delicate 
and  beautiful  constructions  and  effects  can  be  ob- 
tained out  of  cotton  as  we.ll  as  from  other  materials. 
To-day  the  fashionable  woman  wdll  purchase  a  ma- 
terial that  has  beautiful  effects,  regardless  of  their 
ingredients. 

At  the  Wanamaker  opening,  one  of  the  extreme 
novelties  was  a  Cossack  linen  with  a  filet  border  and 
a  fringe.  It  had  a  general  crash  finish,  and  came 
in  all  the  plain  and  standard  colors  at  from  $2.50  to 
$3.50  per  yard.  On  account  of  its  good  wearing 
qualities  as  well  as  its  attractiveness,  it  is  expected 
to  be  a  favorite  among  the  novelties  for  suitings  dur- 
ing the  coming  season. 

Voiles,  chiffons,  crepes  and  piques  were  among 
other  novelties  that  were  shown  in  various  designs 
and  combinations.  Embroidered  and  bordered  ef- 
fects were  prominent  features  in  the  display.  Many 
Oriental  suggestions  were  apparent  in  the  matter  of 
patterns.  Considerable  attention  was  attracted  to- 
ward a  voile  with  printed  border  in  a  Durbar  effect. 
A  filet  applique  border  formed  the  construction  of 
another  voile.  Varieties  of  striped  voiles  were  very 
attractive,  the  best  numbers  having  an  artificial  silk 
stripe. 

In  the  foreground  the  collection  of  crepe  effects 
were  an  unusual  feature.  Ratine  borders  and 
fringes,  as  well  as  applique  embroidered  effects,  were 
shown  in  materials  to  sell  at  $2.00  a  yard  up.  A 
beautiful  cotton  marquisette  with  open  eyelet  em- 
broidery attached,  was  shown  in  a  material  to  retail 
at  $6.50  per  yard.  Fine  sheer  mousselin  and  French 
piques  were  s'hown  in  embroidered  flower  designs. 

The  extensive  showing  of  linen  and  voile  robes 
and  robings  were  a  feature  of  this  display.  These 
articles  ranged  in  price  from  $8  to  $50  apiece.  Hand- 
embroidered  flower  effects  were  prominent  on  both 
voile  and  linen  materials.  It  is  understood  that  the 
fabrics  were  sent  to  Japan,  where  they  were  em- 
broidered.— Journal  of  Commerce. 
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Concentrate  on  Dress  Goods 

The  Buyer  Should  Now  Carefully  Size  Up 

the    Selling    Situation  —  Opportunities 

for  Business 

BUYERS    are   eoul-eiitrating    their    liiinds  and 
energies  on  the  coming  Spring  season,  and 
are  busy  noting  style  changes  and  sizing  up 
the  new  tendencies  in  tlie  effort  to  have  the  seUing 
fabrics  and   colors  on   hand  when  the   new  season 
commences. 

Now,  also,  is  the  time  for  the  Ijuyer  to  look 
around  and  to  carefully  size  up  the  selling  situation. 
The  piece  goods  department  for  some  .seasons  now 
has  had  a  hard  row  to  hoe,  and  buyers  have  to 
carefully  plan  and  calculate  so  that  no  possible  busi- 
ness escapes  them  if  the  selling  returns  are  to  be 
kept  up  to  the  mark.  Every  ebb  and  flow  of  trade 
has  to  be  watched  and  calculated  for,  and  no  pos- 
sibilities of  doing  business  missed. 

Inroads  of  Ready-to-Wear. 

Both  the  wholesale  and  retail  trade  freely  admit 
that  the  ready-to-wear  department  has  made  inroads 
into  piece  goods  selling,  and  that  during  the  past 
few  seasons  the  dress  goods  man  has  had  his  work  cut 
out  to  hold  business  up  to  an  even  level.  An  extra 
handicap  felt  by  both  merchant  and  manufacturer 
has  been  the  extremely  short  length  of  material  used 
for  the  fashionable  suit  and  gown.  This,  of  course, 
is  a  matter  of  fashion  and  is  one  over  which  the 
buyer  has  little  control. 

But  just  because  of  this  element  of  fashion  there 
is  always  hope  for  a  change  that  will  restore  pros- 
perity, and  the  buyer  who  is  alert  is  always  scan- 
ning the  horizon  for  the  first  indications  in  this  di- 
rection so  that  he  can  be  prepared  to  take  full  ad- 
vantage and  add  to  the  prosperity  of  the  department. 

If  the  trade  were  to  be  polled,  undoubtedly  the 
verdict  would  be  that  notwithstanding  all  drawbacks, 
conditions  are  nmch  better  this  year  than  last  in  the 
dress-goods  section.  For  one  thing,  stocks  are,  as  a 
rule,  down  to  a  more  workable  margin,  and  therefore 
the  load  is  not  such  a  heavy  one  to  carry.  The  stand- 
ing of  the  department  is  also  more  clearly  defined, 
and  the  buyer  has  a  better  idea  as  to  the  class  of  cus- 
tomers he  has  to  cater  for. 

The  needs  of  the  woman  who  employs  the  dress- 
maker have  long  been  well  defined,  but  in  these  days 
when  the  good  dressmaker  is  a  scarce  article  the 
department  can  hardly  be  maintained  on  her  custom. 

A  growing  class  and  one  well  worth  looking  bet- 
ter after  is  the  woman  who  buys  patterns  and  does 
her  own  dressmaking.  The  dress  goods  buyer  should 
see  to  it  that  her  needs  are  looked  after  in  other  sec- 
tions and  that  the  various  aids  to  home  dressmaking 
are  not  only  stocked  but  prominently  displayed  and 
pushed  in  the  proper  section.     City  stores  are  find- 


ing a  large  sale  for  shoulder  pads  and  bust  forms, 
collar  forms,  and  for  sets  of  forms  and  canvas  pad- 
ding for  coats  -and  suit  coats.  There  is  quite  a  vari- 
ety on  the  market  and  it  is  easy  to  select  a  line 
that  gives  good  satisfaction.  These  aids  are  man- 
tailored  and  shaped  and  are  made  of  hair-cloth  and 
canvas  properly  shaped  and  shrunk. 

The  Pattern  Department. 
If  the  pattern  department,  as  it  should  be,  is 
located  in  close  proximity  to  the  dress  goods  depart- 
ment; these  pads  could  with  advantage  be  sold  in 
the  same  section.  If  they  are  carried  with  the 
notions,  a  display  should  be  arranged  in  the  pattern 
department.  In  any  case  some  arrangement  should 
he  entered  into  whereby  the  buyer  of  the  dress  goods 
department  can  see  that  such  accessories  are  stocked. 

Growth  op  Ladies'  Tailors. 
Another  feature  that  is  developing  in  the  larger 
cities  is  of  interest  to  the  dress  goods  buyer  and  is 
worth  consideration.  In  many  stores,  quite  an  ap- 
preciable proportion  of  the  business  done  is  with 
ladies'  tailors,  and  it  would  seem  to  be  only  a  ques- 
tion of  a  little  time  before  special  efforts  are  made 
to  attract  this  class  of  trade.  These  tailors,  as  a  rule, 
carry  only  a  limited  stock  or  even  no  stock  at  all  but 
either  sell  from  samples  or  make  up  the  customer's 
own  materials.  When  a  little  thought  is  given,  it 
will  be  seen  that  there  is  plenty  of  scope  for  his  ac- 
tivities. He  attracts  that  large  section  of  the  trade 
that  finds  it  difficult  to  obtain  suitable  garments  in 
the  ready-to-wear  section.  The  woman  who  cannot 
be  fitted  from  the  standard  sizes  without  the  alter- 
ation problem  becoming  an  aggravating  one  goes 
to  the  ladies'  tailor.  So  also  does  the  woman  who 
wishes  for  something  individual  in  style,  cloth  or 
color,  or  who  is  afraid  to  patronize  the  ready-made 
section  because  she  objects  to  seeing  the  same  or  a 
very  similar  garment,  to  her  own  worn  by  nearly 
every  woman  she  meets, 

These  tailors  find  their  patrons  among  the  people 
who  can  afford  a  fairly  high-priced  suit.  As  a  rule, 
they  charge  from  about  $15.00  to  $20.00  for  making 
and  tailor's  findings,  the  cloth  trimmings  and  coat 
lining  being  found  by  the  customer.  As  a  rule,  too, 
they  give  good  cut,  fit  and  finish  and  the  customer 
gets  individual  style  and  a  better  fabric  for  the  same 
money  as  she  would  have  paid  for  a  high-grade  suit. 

There  is  little  doubt  that  this  class  of  business  is 
growing  in  the  larger  cities  and  it  is  only  a  question 
of  time  before  it  invades  the  smaller  ones.  The 
tailor  is  keen  after  business  and  is  a  shrewd  buyer, 
and  it  looks  as  though  it  was  becoming  a  point  where 
it  is  up  to  the  buyer  of  the  dress  goods  department 
to  cater  to  this  trade.  Just  how,  depends  largely 
upon  circumstances,  but  in  all  possibility  the  man 
who  objects  to  trade  discounts  will  find  a  new  prob- 
lem presented. 
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How  Raw  Cotton  is  Marketed 

Most  Liquid  Form  of  Collateral  that  a  South- 
ern Banker  Can  Hold  —  Loose  Methods 
Employed. 

By  James  M.  Logan. 

From  the  time  when  the  last  light  frost  bites  the 
vegetation  in  the  Spring  in  the  South  Land  until 
Christmas  time,  the  cotton  crop  is  uppermost  in  the 
mind  of  the  southern  banker.  Until  after  the  large 
accounts  have  been  liquidated,  they  are  a  source  of 
interest  and  anxiety  to  many  southern  examiners. 

It  m'ay  be  said  that  the  southern  farmer  can  fail 
in  every  other  crop;  but  if  he  is  able  to  raise  from 
one-half  to  three-quarters  of  a  bale  of  cotton  to  the 
acre,  with  cotton  from  ten  to  twelve  cents  per  pound 
in  price,  for  short  staple,  the  south  can  still  pay  all 
her  bills  and  have  a  handsome  surplus  left  for  home 
investment,  and  to  carry  her  through  another  year. 

When  it  is  considered  that  Texas  alone  yields 
from  two  hundred  million  to  three  hundred  'million 
dollars  worth  of  cotton  annually,  it  will  be  undei- 
stood  what  an  enormous  amount  is  attached  to  this 
crop.  How  important  it  is  to  the  people  of  the 
south,  that  the  adequate  facilities  in  the  way  oi 
money  be  forthcoming  for  the  prompt  moving  of 
the  crop.  Cotton  is  always  sold  for  cash,  and  a  bale 
of  it,  under  normal  conditions,  is  the  most  liquid 
form  of  collateral  which  a  southern  banker  can  hold. 

From  the  first  of  September  on  into  the  winter, 
as  fcxst  as  the  cotton  opens,  the  planter  has  it  picked 
and  ginned  as  rapidly  as  possible.  Except  in  rare 
cases,  the  product  is  immediately  sent  to  the  nearest 
market  for  sale.  Usually,  the  nearest  market  is  some 
small  town  within  six  or  eight  miles  of  the  farm. 
The  farmer  drives  into  town  with  from  one  to  three 
bales  of  cotton  in  his  wagon.  When  he  comes  in,  the 
first  buyer  approaches  him,  slashes  the  bale  open 
with  a  knife,  reaches  in  as  far  as  he  can,  and  pulls 
out  a  sample  of  the  product.  He  then  makes  the 
farmer  a  bid,  and  if  the  farmer  does  not  accept  the 
bid,  he  leaves  it  standing,  and  other  buyers  make 
their  bids.  The  result  is  that  before  the  close  of  the 
day  the  farmer,  like  many  other  of  his  fellow-men, 
has  sold  his  cotton  at  from  $50  to  $75  per  bale.  It 
has  been  weighed,  left  in  the  cotton  yard,  a  cheque 
has  been  given  on  the  bank,  all  the  farmer's  bills 
have  been  paid,  and  he  goes  home  well  pleased. 

The  drain  on  this  little  bank  has  been  sufficient 
to  almost  deplete  it  of  its  cash.  But  it  telephones 
to  its  nearest  reserve  point  for  currency,  which  will 
be  received  on  the  following  morning. 


After  the  cotton  has  been  stored  in  the  yard,  it 
has  to  be  pressed  before  it  can  be  shipped.  Like 
every  other  product,  there  are  different  grades  of  cot- 
ton. To  obtain  a  certain  amount  of  one  special 
grade  of  cotton  the  buyer  has  to  purchase  a  large 
amount  of  the  unassorted  product.  This  causes  the 
buyers  to  have  loans  from  the  banks.  The  'handlino- 
of  these  bank  accounts  give  the  bankers  some  little 
trouble. 

In  my  opinion,  there  is  no  business  to-day  that 
is  handled  with  such  loose  methods  as  to  safety  as 
the  cotton  business.  It  is  to  a  large  degree,  due  to 
the  character  of  the  buyers,  that  the  banks  do  not 
lose  more  than  they  do. 

As  has  been  stated  before,  cotton  is  the  great  debt 
paying  power  of  the  south.  In  view  of  this  fact,  the 
bankers  and  the  railroads  i^hould  co-operate  in  some 
way  to  safeguard  the  handling  and  the  shipment  of 
this  crop,  which  means  so  much  to  the  world. 


Linen  Prices  Will   Hold 

Spinners  Planning  to  Recoup  on  Losses  Dur- 
ing Past  Season  —  Coarser  Lines  May  be  Re- 
duced —  Reports    From    Continental    Centres. 

In  Ireland  and  Scotland,  the  best  opinions  agree 
that  linen  prices  will  hold  about  the  same  'as  to-day, 
for  the  next  six  months.  Possibly  the  coarser  lines 
may  be  afTected  to  a  slight  extent.  It  is  claimed,  that 
during  the  past  season,  spinners  lost  on  practically 
every  transaction,  as  at  no  time  was  the  cost  of  yarns 
proportionate  with  the  cost  of  production.  After  this 
state  of  affairs,  it  is  natural  for  the  spinners  to  think 
of  a  plan  to  recoup. 

If  some  of  the  coarser  lines  sell  at  slightly  reduced 
prices,  it  will  be  due  to  the  amount  of  cotton  used  in 
the  production.  Many  of  the  coarser  numbers  have 
the  warp  composed  of  cotton,  consequently  the  price 
would  be  liable  to  lean  towards  the  downward  tenden- 
cy- 

From  the  Continental  linen  centres  come  reports 
that  there  is  a  general  difficulty  among  spinners  to 
maintain  prices.  During  the  past  few  weeks  the  buy- 
ers have  been  adopting  a  cautious  policy.  There  is 
good  evidence  of  demand,  and  business  has  been 
checked  by  the  poor  prices  offered.  Spinners  have 
generally  preferred  to  lose  orders  rather  than  sell 
merchandise  at  lower  prices. 

At  a  meeting  of  the  German  linen  manufacturers 
just  held  in  Berlin,  it  was  stated  that  though  the  past 
year  has  not  been  a  good  one,  the  prospects  for  the 
future  are  very  satisfactory. 
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Silk  Department 

Spring  1912  finds  this  department  with  everything  that  might 
be  desired  in  SILKS. 

Silks  will  be  very  popular  for  Spring  and  we  lead  in  lines  such  as : 

COLOR  SILKS— Epingle,  Shot  Epingle,  Chiffon  Taffeta,  Glace 
Taffeta,  Shot  Charmeuse,  Satins,  Messaline,Duchesse  Messaline, 
Grenada,  Satin  de  Chene,  Untearable  Serge,  Crepe  de  Chene, 
Tamaline,  Moire,  Foulard,  Tussors,  Shantung,  Morette, 
Japanese,  Crapes,  Hat  Crapes. 

BLACK  SILKS— Satins,  Merveilleux,  Paillette,  Duchesse 
Messaline,  Grosgrain,  Faille  Francaise,  Bengaline,  Ottoman, 
Chiffon  Taffeta,  Peau  de  Soie,  Moire. 

Black  and  Colored  Velveteens,  Corduroy,  Couch's  Silk  Velvet, 
Mantle  Velvet  and  Mantle  Plush. 

Soft  Satins  Will  Be  Very  Good.    See  Our  Full  Range. 

GREENSHIELDS  LIMITED 

MONTREAL 


%A.  B  M  B  ^'J^ 


PATENTED 


An   Exact   Reproduction   of 
Hand  Made   Lace 

possessing  the  same  exceptional  qualities  for 
appearance  and  durability 


GXianufactuved 
of 


3vish  Zinen/"^;c'^r'- 


BIRKIN  &  CO. 


NOTTINGHAM,  ENG. 


Manufacturers  of  B.  B.  Torchons,  Finest  Quality  Valenciennes  and  Novelty  Laces 

Represented  in  Canada  by  A.  B.  FISHER,  4  Manchester  Bld^.,  33  Melinda  St.,  Toronto 

Please    iiienlivn,   The  Review   to    Adverfisf-rs  and   Their   Travelers. 
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JAS.   I'.   CLEIGHORN. 
Loug   actively    identifled   with    the    dry    goods   trade    in    Montreal, 
whose    death    occurred    recently. 

Death  of  James  P.  Cleighorn 

James  P.  Cleighorn,  whose  death  occurred  on 
December  14th,  was  one  of  Montreal's  oldest  citizens. 
He  was  born  on  the  3rd  of  October,  1830.  A  member 
of  the  Board  of  Trade  for  sixteen  years,  Mr.  Cleig- 


h(ini  was  twice  elected  president  of  that  body,  in  1889 
and  1890.  He  was  president  of  the  International 
Mining  Company,  a  director  of  the  Merchants'  Manu- 
facturing Company,  and  Sun  LiJ«  Insurance  Com- 
pany, a  life  governor  of  the  Montreal  General  Hos- 
pital, and  several  other  charitable  institutions. 

His  commercial  career  began  more  than  half  a 
century  ago,  when  he  became  a  junior  clerk  in  the 
dry  goods  establishment  of  J.  G.  Mackenzie  &  Co. 
With  the  death  of  the  late  Hector  Mackenzie,  Mr. 
Cleighorn  was  taken  into  the  partnership  of  that  firm., 
of  whicli  he  remained  a  member  for  forty  years. 

He  is  survived  by  two  sons,  Major  George  S. 
Cleighorn,  member  of  the  W.  R.  Brock  Company, 
and  Charles  P.  Cleighorn,  an  insurance  broker  of 
Montreal. 

The  funeral,  December  16,  was  largely  attended. 
Many  prominent  business  men  paid  their  last  respects 
to  the  former  President  of  the  Board  of  Trade. 

Amongst  those  present.,  were  George  Handrill, 
and  other  members  of  the  Board  of  Trade,  together 
with  Lieut.-Col.  Brock,  Lieut.-Col.  Gault,  Harry 
Joseph;  Dean  Sheplierd,  of  McGill  University;  Harry 
Jamieson,  J.  R.  Dougall,  George  Chillas,  H.  A.  Darl- 
ing, John  M.  Duff,  Alex.  Fraser,  George  Creek,  Mr. 
St.  George,  Dr.  MacKenzie,  Aleen  Cumings,  A.  A. 
Belique,  H.  B.  Tait,  F.  W.  Hawthorne,  H.  Binet,  Mr. 
Froimimings,  Mr.  Berchard,  J.  John.son,  C.  B.  Gordon, 
K.  Booth,  and  others. 
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WHEN  THE  LINEN 

BUSINESS  WAS 

YOUNG 

And  that's  a  good  many  years  ago,  our 
ancestors  appreciated  linen.  It  then 
was  the  staple  fabric  for  all  kinds  of 
uses.  To-day  pure  linen  is  more  of  a 
luxury,  and,  being  such,  the  good  house- 
wife prides  herself  on  the  fineness  of  her 
linen  napery. 

Liddell's 

Linens  are  known  far  and  wide  for 
their  superior  quality  and  beautiful 
brilliant  finish  and  are  to-day  foremost 
on  the  linen  market. 

R.  H.  Cosbie 

Wellington  St.  W.    -     Toronto 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  relia- 
able  and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 
210  St.  James  Street        -  -  Montreal 
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Customers  For  40  Years 

Dundas  &    Flavelle,    Who    Have    Just   Celebrated 

Their    51st    Birthday,    Have     Some    Old    Timers 

on  Their  List 

In  celebration  of  their  51st  anniversary,  Dundas 
&  Flavelle,  Lindsay,  held  an  event  in  which  51  cents 
was  the  featured  price.  Everything  was  marked,  for 
the  time  being,  to  emphasize  the  birthday  idea, 
and  in  the  centres  of  the  half-page  advertisement, 
photos  of  the  founders,  the  late  Wm.  Cluxton  and  the 
late  J.  R.  Dundas,  were  used.  The  anniversary  cele- 
bration was  extended  over  two  weeks,  November  11  to 
25,  inclusive. 

This  business,  established  in  1860,  has  been  grow- 
ing steadily.  The  fiftieth  anniversary  was  held  in 
1910.  M'any  families  in  Victoria  County  have  been 
dealing  with  Dundas  &  Flavelle  continuously  for  35 
or  40  years. 

An  Incentive  to  Ambition 

"The  man  who  feels  that  he  is  working  for  mere 
living,  will  do  his  work  mechanically  and  more  or 
less  indifferently.  The  mere  incentive  to  promo- 
tion is  not  sufficiently  strong  to  offset  inertia  in  the 
average  man.  There  must  be  a  strong  underlying 
influence  for  efficiency,  if  he  is  to  give  the  best  that 
there  is  in  him.  For  profit,  the  dynamic  influence 
of  businass  is  desired.  To  close  the  door  to  such  an 
ambition  on  the  part  of  the  intelligent  employe  is 
to  stifle  his  business  instinct.  Why  should  the  em- 
ploye not  share  this  instinct  with  his  employer,  and 
develop  it  for  their  mutual  benefit?  This  is  not 
philanthropy,   nor  sentiment;    but    plain    business 


sense.  The  details  of  any  profit-sharing  plan  must, 
necessarily  vary  with  local  conditions,  but  tlie  prin- 
ciple can  be  applied  very  generally,  and  involves 
some  aiTangement  whereby  the  employes  receive 
added  compensation  in  proportion  to  their  increased 
efficiency  of  service,  as  shown  by  increased  profits. 

"Such  added  compensation  should  preferably,  not 
be  paid  in  direct  cash,  but  should  be  invested  in  the 
business,  by  stock  ownership  or  otherw^ise,  so  that  its 
value  may  be  increased,  and  will  depend  directly 
upon  the  employe  to  what  extent  the  invested  amount 
increases  in  value.  The  financial  interest  of  the  em- 
ployes will  thereby  be  so  interwoven  with  the  success 
of  the  business,  that  self-interest,  if  no  higher  mo- 
tive, will  serve  to  promote  efficient  and  continuous 
service." — W.  W.  Freeman,  addressing  Montreal 
Manufacturers'  Association. 


One  of  the  most  valuable  business  sites  in  the 
retail  district  of  Montreal  has  just  been  purchased 
by  the  Robert  Simpson  Company  for  the  better  ac- 
commodation of  their  trade  in  that  city.  The  pro- 
perty comprises  a  large  frontage  on  St.  Catherine 
Street,  opposite  the  main  entrance  of  the  new  Mount 
Royal  Hotel,  just  east  of  Peel  Street.  The  depth  is 
about  800  feet,  and  the  price  will  probably  be  excess 
of  six  figures. 

The  company's  business  will  be  continued  under 
the  present  name  of  John  Murphy  &  Co.,  but  the 
greatly  increased  area  will  enable  a  considerable  ex- 
tension of  stock,  so  that  what  is  now  chiefly  a  high- 
class  dry  goods  house,  will  become  in  effect  a  general 
departmental  store  similar  to  that  in  Toronto. 
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DUNDAS    AND    FLAVELLES    LIMITED 


1911 


#ur.3uim*5ay 


'■Rome  V.1S  not  built  in  a  da>''  neiiher  was  ihis  business  which  to-day,  after  an 

unbroken  ppriud  of  fifty  one  years,  stands  as  a  tribute  of  untiring  efforts 'to  p!ease  the  people. 

The  first  week  of  our  Great  Fifty-First  Anniversary  Sale  has  been  a  great  success.  The  hundreds 
who  have  thronged  our  store  have  been  delighted  with  what  51  cents  will  buy  during  this  Sale,  to 
herald  this  notable  event.      Come  and  help  us  celebrate. 


51c  „ 


Striped  VoUes 


MiUineiy 


Handl^erchlefs 

PUie  Wool  Hose  ""'  *"'"""'  '""   --'*•*''  Tbe  lau  Ml-  wm.  aailon  TTi(  L)tt  Wi.  J.  *  Dnadu 

—:.  :r  :-  -"T^.:"::  ;iS"£"ir'£''^'Hr^  our  FOUNDEits 

•  •" "^     sic  l.T, ',;.,/  '",.'  -"•"•    3  5]         rinr-OD«  ^UTi  )|o '.beM  geaU'-oicD  etUbUibcd  Uili  b<ula«M,  tbi  AjiUTtiUfT 

Kid  Cloves  Towelling 


Underskiits 


Men  s  Section 

^i':S"""":~-~'  sic 


•r  wbitb  wc  b«w  Celebris 


Caipets 


:s?Kr'r r™  "sic 


Table  Linen  Flannelette 

iu.'.:''ii '~^   5(c  ■:;.';"'—''■■'•  sic  mbds. 


Black  Dress  Goods,  


Advertisement  by 
Dundas  &  Flavcl- 
les  to  mark  their 
51st  anniversary. 
The  51-cent  price 
was  predominant 
throughout  the 
whole  i^torc. 
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DOVELTY  is  the 
essential  feature 
of  the  neckwear 
business  and  we  expect 
you  will  agree  with  us 
on  seeing  this  spring's 
production  that  our  de- 
signers have  produced, 
more  distinctive  ideas 
which  will  sell  at  a  profit 
than  ever  before. 

^  The  requirements  of 
all  the  different  parts  of 
Canada  represented  by 
our  seventeen  salesmen, 
coupled  with  years  of 
experience  in  selecting, 
materials  and  trimmings, 
have  given  the  designers 
a  great  scope  and  they 
made  good. 

See  Salesmen   or 
write    Us. 


Ladies'  Wear,   Limited 


F.  P.  EVANS, 

President 


TORONTO 


W.  F.  GOFORTH, 

Vice-Pres. 


Please  mention   The  Revietv  to  Advertisers  and   Their  Travelers. 
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The  Buyers'  Viewpoint 

Fichus  of  all  kinds  should  have  good  sale  this 
coming  season — Rich  nets  and  laces  in  new  berthias 
— Brilliant  jeweled  effects  in  dress  trimmings — The 
new  flouncings  and  bandings. 


New  Year  Neckwear  Outlook 

Great  Variety    of    Styles    From   the    Stock   to 

the    Bertha  —  Coat    Collars  and   Fichus  to  be 

Good  —  Prospect    of    Excellent    Season 

REPEAT  orders  during  the  holiday  season 
have  been  very  large,  and  little  rest  has 
been  piven  to  the  manufacturer  till  the  last 
minute.  As  always  happens,  retailers  put  off  order- 
ing in  a  sufficient  number  of  cases  to  keep  the 
makers  rushed  right  up  to  Christmas. 

"While  protesting  against  this,  and  urging  those 
who  habitually  do  it  to  make  a  New  Year's  Resolu- 
tion not  to  do  the  same  thing  next  Easter,  it  is  a 
satisfaction  after  all  to  think  that  trade  has  been  so 
good.  On  account  of  the  difficulty  of  teaming  in 
the  bad  weather,  a  considerable  number  of  com- 
plaints came  in  from  outlying  districts.  Taken  on 
the  whole,  however,  a  greater  volume  of  trade  than 
ever  before  has  been  done.  There  is  every  prospect 
of  the  approaching  season  being  a  "bumper"  one  in 
many  lines  of  dress  accessories,  particularly  in  laces 
and  neckwear. 

Distinct  Style  Changes. 

Certain  well-marked  features  stand  out  as  of 
prime  importance  in  the  n€w  neckwear  output  for 
1012.  First  of  these,  though  not  in  the  novel  class, 
is  the  side  jabot.  This  does  not  mean  that  the  jabot 
familiarized  to  all  during  the  pa.st  Fall  is  to  be 
again  worn  exactly  in  style  as  before.  On  the  con- 
trary, many  innovations  are  introduced,  marking- 
distinct  style  changes.  Important  among  these  is 
the  side  lai)el  effect  replacing  or  supplementing  the 
side  jabot.  Combinations  of  the  two  effects  are  very 
conmion  among  the  new  models,  and  some  very 
pretty  specimens  are  .«een  which  can  only  be  de- 
.scril>ed  by  the  word  "composite."  These  include 
arrangements  of  the  side  lapel  or  jabot  with  ca.scade 
or  apron  effects.  This  style  of  jabot  is  handy  for 
wear  with  coats  wbicli  button  high,  leaving  little 
space  for  a   large    frill.      Many  jabots    have  a  very 


small  lapel  turning  back  over  a  side  frill  of  consid- 
erable size. 

Quite  a  number  of  stock  collars  are  shown  for 
Spring.  At  the  present  juncture,  no  one  can  say 
just  how  much  attention  will  be  paid  to  these  lines. 
Certainly,  Canadian  trade  of  late  years  has  remained 
persistently  with  the  low  collar.  At  the  same  time, 
the  stock  collar,  really  a  necessity  to  the  vast  major- 
ity of  women,  will  register  greatly  increased  sales 
if,  as  now  seems  likely,  more  attention  is  paid  to 
keeping  it  as  up-to-date  as  possible.  The  handsome 
designs  showing  a  stock  collar  combined  with  the 
most  novel  types  of  jabot  should  have  a  splendid 
sale.  These  collars  are  of  medium  height  and  have 
in  connnon  the  characteristic  of  being  rounded  to 
the  iieck  in  natural  effect  and  transparent  as  com- 
pared with  the  product  of  other  years.  Little  or  no 
boning  is  used  in  the  stock  collars  of  this  season. 
Generally  speaking,  the  materials  are  sheer,  such  as 
net,  mull,  point  d'esprit  and  lace.  Fine  Brussels  is 
the  chief  of  these. 

The  Low  Collars. 

Of  the  low  styles  of  collars  there  is  a  bewildering 
variety.  The  most  outstanding  feature  from  the 
point  of  view  of  style  is  the  Bertha.  This  is  newer 
than  the  fichu  of  the  past  season.  A  compromise 
between  the  two  types  has  been  effected,  with  re- 
sults that  promise  to  be  excellent  from  the  merchan- 
dising point  of  view.  The  Bertha  with  fichu  ends 
which  cross  or  knot  gracefully  on  the  bust  is  a  type 
which  will  prove  just  novel  enough  and  not  too 
novel  to  sell  well  with  any  merchant,  wherever  lo- 
cated. Houses  which  desire  to  show  the  cream  of 
the  style  will  stock  the  more  pronounced  tyi:)es,  such 
as  the  Bertha  in  plain,  rounded  .shoulder  effect, 
front  ends  meeting  much  in  the  style  of  the  Dutch 
collar.  A  large,  soft  bow  of  ribbon,  a  stiff,  velvet 
pump-bow,  or  the  Quaker  bow  may  be  worn  with 
this  style  of  Bertha  as  a  finish. 

Other  types  wliicli  might  l)e  called  cither  a 
Bertha  or  lichu  have  itointed.  low-rounded,  or  deep 
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New  jabot  effects  of 
real  Irish  aud  Maltese. 
Spring  designs  by  the 
A.  T.  Reid  Co.,  Ltd., 
Toronto. 


Middy  effects  at  the  back.  Some  of  these  come  as 
high  as  the  base  of  the  neck,  while  others  leave  a 
low  Dutch  or  low  neck  outline.  Every  sort  of  shape 
is  seen  in  the  front  ends,  even  including  the  newest 
ideas  in  one-sided  effects.     Crossover  ends  are  also 


seen. 


Sailor  front  effects  are  among  the  numbers 


Lawn  and  lace  collar.     From  Spring  range  of  Ladies'  Wear,  Ltd., 
Toronto. 


named  as  sure  of  popularity.  Novelty  fronts  of 
large  size  and  various  shapes  are  seen  with  the  new 
fichus  proper.  There  are  so  many  different  designs 
in  the  construction  of  these  that  it  is  impossible  to 
give  a  detailed  description  of  them.  Fichus  of  all 
kinds  should  have  a  good  sale  this  coming  season. 
In  the  making  of  the  new  Berthas  and  fichus, 
the  materials  used  are  generally  washable.  For  the 
more  expensive  lines,  nets  and  laces  of  good  depth 
are  employed.  The  cheaper  numbers  for  simple, 
Summer  dresses    are  of   mull  and   lawn  in  various 


thicknesses  and  qualities.  These  are  trimmed  with 
such  laces  as  the  new  shadow  Vals.,  guipure  edges, 
and  Maltese.  Irish  lace  and  insertion  was  also 
noticed. 

Novelty  in  Dutch  Collars 

Regular  lines  of  Dutch  collars,  which  always 
sell  well,  are  given  new  life  by  the  introduction  of 
some  strikingly  novel  features.  Among  these  are  the 
double  point  at  the  back  and  the  deep  front  point 
effect  of  the  Quaker  style.  This  collar  had  its  rise 
from  the  play,  "The  Quaker  Girl,"  so  popular  in 
London  last  season.  Quaker  collars  of  various  de- 
signs will  be  featured  in  the  output  for  Spring  sel- 
ling, and  will  be  prime  favorites.  The  Quaker  collar 
proper  is  made  with  two  distinct  sections.  It  will 
easily  be  seen  how  this  is  going  to  adapt  itself  to 
wear  with  a  blouse  closing  either  back  or  front. 

The  new  lines  of  Dutch  collars  show  many  with 
attachment  of  side  frill  or  apron  jabot.  A  feature  of 
these  articles  is  that  in  a  majority  of  cases  the  frill 
may  l)e  laundered  easily. 


Collar  and   cuff   set   of   Macrainc   la<f.     Courtesy  K.   D.    Fairbairn 
Co.,   Toronto. 
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ous  names.  Of  these,  "lemon"  is  perhaps  the  best. 
Lace  of  this  shade  is  used  on  white  material,  and 
vice  versa. 

Collars  of  rich  and  expensive  laces,  such  as  Mac- 
ram  e,  Venise,  plain  and  repousse,  and  also  of  real 
Irish  crochet  are  selling  excellently  even  where  prices 
are  fairly  stiff.  Handsome  imitations  will  have  a 
good  sale,  and  there  is  little  in  this  Spring's  offerings 
in  these  lines  that  falls  short  of  the  real  thing.  When 
it  comes  to  real  laces,  Irish  crochet  is  probably  the 
l)est  regarded  of  anything  on  the  market. 

In  the  way  of  novelties,  some  colored  embroidered 

jabots  in  side-pleated  effects  and  also  in  lapels  are 

being  shown.     These  have  dainty  patterns  of  floral 

design  in  several  shades  in  the  one  piece.     Others 

There  has  been  a  gradually  increasing  demand     have  but  one  shade.     All  of  these  are  practical  and 

for  collars  in  very  sheer  materials.     This  year  there     was^hable  in  character. 


New    types    of  Bertha    collar  for    Sprinj 
Ltd.,   Toronto 


Shown    by   Sandersons, 


t    ia3   1 


Types    of    new    veilings,  showing  shadow,   fllet  and  chenille       dotted      effects.     Imported   by  Canada  Veiling  Co.,   Toronto. 


will  be  put  out  a  large  proportion  of  these.  Very 
daintj'  and  sure  of  an  extensive  sale  in  hot  weather 
are  the  sheer  batiste  or  lawn  types.  Trimmed  with 
laces  of  heavier  materials,  a  pretty  contrast  is  effected, 
while  the  shadow  laces  just  brought  out  serve  for 
those  which  are  intended  to  be  transparent  through- 
out. 

Heavy  low  collars  wliich  will  sell  next  season  are 
the  Eton  and  Byron  types.  There  is  no  doubt  but 
that  these  will  have  a  good  demand,  despite  the  fact 
that  they  are  no  longer  new. 


The  Vogue  of  Ecru 

There  has  been  a  little  change  in  the  color 
scheme  which  merits  noting.  Whereas  former 
years  saw  white  as  practically  the  only  color  in  gen- 
eral use,  this  year  promises  to  bring  in  a  strong 
vogue  for  a  rich,  warm  diade  of  ecru,  called  by  vari- 


Coat    set,    new    style    transparent    yoke    and    two    Spring   jabots. 
From  Flett,   Lowndes  &   Co.,  Ltd.,   Toronto. 
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Pleated  side  frill.     Fvom  [Spring-  range.     Courtesy   Ladies'  Wear, 
Ltd.,  Toronto. 

The  Coat  Collar  Sets 

Coat-collar  sets  will  be  exceedingly  good,  as  lace  is 
being  used  extensively  for  the  lapels  and  collars  of 
Spring  suits.  Collar  and  cuff  sets  are  good  in  them- 
selves for  wear  on  blouses.  These  come  in  Macramc 
and  Venise,  in  white,  cream  and  ercu.  There  will 
be  large  sales  of  these  collar  and  cuff  sets,  especially 
for  coats  of  Spring  suits,  when  the  new  season  opens 
up.  Irish  crochet  will  be  among  the  expensive 
offerings. 


The  New  Dress  Trimmings 

Fringes  "Will  be  Strong   as   Ever  —  Made 

Flowers  Shown  —  Jew^eled  Trimmings    for 

Evening  Dresses 

It  is  not  a  certainty  that  wash  fringes  will  be 
among  the  best  selling  trimmings  for  the  coming 
Spring.  The  straight  fringe,  the  ball  fringe,  the 
knotted  and  the  mixed  lacet  and  cord  effects  Avill  all 
sell,  with  the  emphasis  on  the  first  two. 

Ball  fringes  present  the  greatest  variety  of  any, 
there  are  the  pear  shaped  drops,  the  round  drops  anrl 
the  various  combination  effects  which  can  only  be 
classed  as  novelties.  These  latter  are  especiall}- 
handsome,  and  should  be  eagerly  received  by  those 
in  the  costume  trade  who  are  looking  for  something 
new  and  suitable  for  Summer  dresses  and  suits  of 
wash  materials.  Fringes  of  silk,  metal  and  crystal 
will  again  sell  when  the  season  advances. 

<$> 
Jeweled  Effects  Strong 

Trimmings  for  full  dress  costumes  of  the  year 
which  has  just  begun  will  include  a  goodly  quantity 
of   very  brilliant  jeweled  effects.     There  is  now  no 


doul^t  but  that  the  crystal  and  pearl  bands  and  motifs 
will  be  the  feature  of  the  coming  year,  but  even 
stronger  than  these  are  all  effects  which  include  the 
use  of  the  set  jewel,  especially  the  rhinestone.  A 
trimming  which  consists  onlv  of  these  jewels  linked 


Guipure  laee   jaljot.      Courtesy    R 


Fairbairn   Co.,   Toronto. 


together  invisibly,  to  give  flexibility,  is  now  spoken 
of  as  the  most  correct  and  up-to-date  article  of  trim- 
ming for  evening  dress  thiat  there  is  on  the  market. 

Next  Fall  will  undoubtedly  see  these  trimmings, 
probably  in  elaborated  forms,  selling  freely.  They 
will  be  in  demand  this  Spring  wherever  wedding  out- 
fits are  being  purchased.  Certainly  for  effectiveness 
nothing  could  well  he  offered  of  a  more  striking 
character. 

Besides  the  crystal  and  rhinestone  trimmings 
mentioned,  pearls  are  regarded  as  in  a  very  good  posi- 
tion for  the  coming  season.  Other  precious  and  semi- 
precious   effects  will  also  sell  well. 


Side  lapel  and  stock  with  jaliot  and  lapel  comliination.     Sbown  by 
the  F.  C.  Daniel  Co.,  Toronto. 
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This  is  our  D474 


This  is  our  D508 


Prepare  for  Spring 

Now  the  time.     This  the  line. 


Our  Travellers '"""^'^.^''^ 

respective 

grounds  showing  a  new  range 
of  Ladies'  Neckwear,  Beits, 
Ruching,  Linen  Collars,  Fancy 
and  Tailored  Waists,  Cloth  and 
Lingerie  Dresses,  also  a  full 
line  of  exclusive  imported  Lace 
Collars,  Jabots    and    Coat    Sets. 


The  lines  they  show  are  better 
than  ever  to  meet  the  needs  of 
stores  catering  to  a  distinctive 
trade. 

An  inspection  of  our  line  will  be 
to  your  greatest  advantage. 


L 


R.    D.    FAIRBAIRN   &  CO.,  LIMITED 

107  Simcoe  Street,  Toronto 


President— Rhys  D.   Fairbairn 


Vice-Presidents— F.  J.  Knight,  W.  C.  Cliff 
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Top  sample  is  cut-out  trimniiug  for  lingerie  dresses.  Lower 
sample  is  banding  for  pongee  dresses,  showing  use  of  buttons 
and  cut-out  effects.  Courtesy  A.  H.  Wheeler,  manufacturers' 
agent,   Montreal. 


Popularity  of  Made  Flowers 

Made  flowers  have  had  a  good  run  this  season,  so 
much  so  that  many  houses  were  completely  sold  out 
before  the  Christmas  demand  was  over.  They  will 
again  he  shown  for  the  year  1912,  both  for  jabots, 
corsage  knots  and  for  dress  trimmings  of  all  kinds. 


Many  of  the  evening  dresses  at  exclusive  func- 
tions this  Fall  had  the  made  flower  as  the  most 
prominent  outstanding  garniture.  A  large,  silver 
lily  at  the  raised  waist  line  of  a  gown  seen  at  the 
Yacht  Club  ball  in  Toronto  was  one  of  these.  Another 
gown  had  a  pomted  and  draped  train  with  a  great 
rose  at  the  place  where  the  train  was  caught  up  to 
the  skirt. 

Evening  gowns  for  young  girls,  both  for  not- 
outs  and  for  coming-out  dresses,  show  wreaths  and 
garlands  of  made  flowers  of  small  size.  These  will 
again  be  used  in  the  coming  season. 

Especially  for  neckwear  and  for  use  as  trimming 
on  the  new  sashes,  small  made  flowers  will  be  featur- 
ured  at  once  for  Spring  selling  by  all  the  leading 
neckwear  and  trimming  houses  and  merchants 
should  secure  a  good  supply,  as  nothing  is  more  cer- 
tain than  that  they  will  he  wanted,  and  many  were 
disappointed  at  not  being  able  to  get  them  this 
Christmas. 

It  is  found  that  the  made  flowers  are  not  only 
good  in  themselves,  but  that,  when  featured  at  the 
ribbon  counter,  they  help  to  sell  ribbon  when  that 
line  shows  any  tendency  to  slowness. 

Bronze  Buttons  Shown 

Buttons  for  the  coming  year  show  a  great  variety 
of  effects  whidi  are  decidedly  on  the  ornamenital  if 
not  the  ornate  order.  There  will  be  large  size  but- 
tons specially  designed  for  the  tweeds  which  are  to 


Spring  flounclngs,  lo-inch,  show- 
ing novel  features  of  Vandyke 
points,  square  medallions,  Mac- 
rame  and  Irish  insets.  Courtesy 
of  The  Lace  Goods  Co.,  Limited, 
Toronto. 
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To  Our  Many  Friends 
in  The  Trade 

The  outgoing  year  of  1911  and  the  incoming 
1912  find  us  in  a  particularly  grateful  and 
appreciative  mood. 

Our  numerous  clients  have  been  especially 
good  to  us  in  1911,  sufficiently  so  to  have  us 
close    the  year   ahead  of  all  previous  records. 

They  have  also  expressed  their  confidence 
in  us  for  the  New  Year  to  the  extent  that  we 
are  in  the  possession  of  business  enough  to 
keep  us  going  at  top  speed  for  months  to  come. 

We  desire  to  convey  at  this  season  our 
sense  of  appreciation  of  this  confidence  and 
to  pledge  ourselves  to  do  all  in  our  power  to 
merit  its  continuance  in  the  future. 

Wishing  our  many  customers  and  friends 
the  Compliments  of  the  Season  and  a  Bright 
and   Prosperous  New  Year. 

The  Williams,  Greene  (^ 
Rome  Company,  Limited 

BERLIN  WATERLOO  HANOVER 
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Sample  on  the  right  is  of 
45-ineh  flouncing.  The 
others  are  bandings  and 
flouncings  to  match.  All 
shown    for    Spring. 


Courtesy  of  Voss  &  Stuff 
man,  Montreal. 


be  popular  next  year.  The.se  lines  also  include  the 
smaller  sizes  for  u.se  on  -sleeves  and  vents.  There  is 
to  be  a  good  demand  for  tan  and  fawn  .shades,  and 
many  of  the  buttons  reflect  this  in  point  of  color. 

Bronze  effects  are  being  featured  in  the  Spring 
offerings  in  New  York.  This  color  is  not  at  all  gTeen- 
ish  as  former  bronzes  have  been,  but  rather  on  the 
golden  brown  type.  It  is.  used  as  a  centre  with  large 
buttons,  covered  with  transparent  celluloid,  and  hav- 
ing metal  rims  to  correspond. 

A  good  color  range  included  bronze  as  above, 
gray,  and  'blue  in  two  shades.  The  shapes  were  flat, 
but  some  rounded  shapes  will  again  be  seen.  A  fullei' 
color  range  would  include  purple,  red  and  black.  A 
good  many  oval  shapes  are  seen,  and  on  the  whole, 
the  tendency  is  towards  the  flatter  type. 


Gallolith  is  much  u.sed  in  the  construction  of  the 
suiting  buttons  for  the  new  year.  Band  effects  and 
barred  stripes  are  exceptionally  good.  There  will 
also  be  shown  a  narrow  stripe  to  go  with  the  pin- 
striped goods  so  popular  for  early  Spring.  A  barred 
stripe  centre  in  a  narrow  rim  is  considered  a  promis- 
ing number. 

Many  inquiries  have  already  been  registered  for 
mother  o'  pearl  effects  with  a  metal  rim,  chiefly  in  the 
very  dark  shade. 

A  handsome  specialty  which  should  be  of  great 
intere.st  to  the  trade  just  now  is  the  button  with  gold 
rim  and  colored  centre  specially  designed  to  go  with 
pongee  or  Summer  suitings  in  light  colors.  Centre 
shades  include  light  blue,  tan,  red,  and  others  cal- 
culated to  match  well  with  the  shades  used  t.n  trim 
these  materials. 


Washable  trimmings  for 
Summer  dresses,  includ- 
ing new  designs  in  Irish 
and  filet  lace.  Shown  by 
A.  Weyerstall  &  Co.,  To- 
ronto. 
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Perrin  Gloves 

Entire   Knitted   Linings 


Are  really  knitted  wool — and  silk  and 
wool  gloves — enclosed  in  leather  shells. 

We  show  over  100  numbers  in  both 
Men's  and  Women's — in  all  classes  of 
leather.    They  retail  at  $1.50  and  upward. 

Also  we  are  showing  many  distinctive 
new  numbers  in  Fur-lined  Gloves. 

Gloves  in  Wool,  Cashmere 

etc. 

We  are  showing  a  large  range  of  Wool 
Gloves;  also  KAYSER  Cashmeres  and 
Silks  for  Women. 

These  Gloves 

are  World  favorites,  and  enjoy  a  large 
reputation  in  Canada. 


The  entire  salesforce  all  over 

Canada  is  now 

showing  the  above  lines. 


Perrin  Freres  &  Cie. 

28  Victoria  Square,  ::  Montreal 
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Chiffons  and  Veilings 

Bordered    Ninon    a     High-class    Novelty  — 

Shadow    Effects    in    Veilings  —  The    Tunic 

Overdress 


Shadow  designs  are  the  leaders  among  veilings 
shown  for  the  coming  Spring  and  Summer.  There 
has  been -good  sale  all  along  for  the  Shetlands,  and 
these  now  appear  in  new  patterns.  The  wool  and 
the  wool  finished  veils  are  good  in  this  style.  But 
shadow  meshes  hold  the  fort  as  far  as  Spring  pre- 
dictions go. 

Smaller  designs  appear  among  those  numbers 
which  are  strictly  Spring  goods.  There  are  a  great 
■many  dainty  little  floral  and  conventional  effects 
seen.  A  combination  which  has  the  .stamp  of  nov- 
elty and  is  finding  favor  rapidly  is  the  black  and 
white  combination  in  the  .shadow  veiling.  In  a 
particularly  handsome  specimen,  a  few  white 
threads  had  been  woven  into  the  pattern  over  the 
black  ground;  the  effect  on  the  whole  was  greyish. 

Chenille  dots  are  seen  on  the  shadow  as  well  as 
very  sheer,  plain-mesh  ground.  These  dots  are  in 
high  favor  for  Spring  selling  and  the  most  exclu.^^ive 
designs  feature  them.  A  novel  touch  is  seen  in  the 
introduction  of  filet  meshes  in  very  fine  weaves. 
Filets  are  seen  in  j^erfectly  plain  and  also  in  chenille- 
dotted  patterns. 

Generally  speaking,  the  ground  meshes  of  the 
new  veilings  are  of  the  finest  and  most  delicate 
description.  The  cobweb  meshes  of  last  year  were 
not  so  delicate  as  these  new  arrivals.  Diagonal  pat- 
terns are  among  the  favored  styles.  But  there  will 
be  fewer  of  the  disfiguringiy  large  motifs  which 
only  helped  to  make  veils  unpopular  in  Canada  in 
former  seasons. 

Black  is  the  leading  color  as  usual,  but  black 
and  white  will  be  especially  strong  this  year. 


The  Tunic  Overdress 

One  of  the  lines  which  has  returned  this  year 
to  another  lease  of  popular  favor  is  the  overdress. 
This  is  usually  made  of  some  veiling  material,  and 
is  regai'ded  as  in  the  class  of  dress  accessories,  being 
carried  by  most  firms  in  that  department. 

The  latest  arrival  of  this  sort  consists  of  a  ninon 
or  double  width  with  printed  border  in  a  choice  of 
efTects.  A  new  design  in  floral  of  an  Oriental  char- 
acter and  also  a  small  conventional  flower  of  early 
Victorian  design  were  two  of  the  best  patterns.  A 
deep  band  with  or  without  more  shallow  bands  or 
scattered  ornamentation  was  the  prevailing  design. 
In  or  about  this  band,  which  might  or  might  not  be 
of  contrasting  color  to  the  fabric  itself,  were  grouped 
whatever  motifs  constituted  the  pattern. 

Not  only  have  these  new  ninons  the  advantage  of 
being  cheaper,  but  they  possess  superior  draping 
and  wearing  quality  to  the  .silk  chiffon  of  similar 
appearance. 

Tunic  overdresses  will  be  made  of  several  of  the 
heavier  materials  this  coming  season.  A  crepe  of  a 
type  only  u.sed  for  scarves  formerly  is  now  shown 
in  deep  border  design  and  double  width,  especially 
for  the  purpose  of  the  tunic.  This  has  as  its  newest 
feature  the  fact  that  it  is  opaque.  This  is  a  .striking 
feature  of  the  new  tissues,  and  is  considered  to  be 
typical  of  advanced  fashion  ideas.  The  tissue  men- 
tioned was  shown  in  a  number  of  patterns,  includ- 
ing a  very  beautiful  and  co.stly  eft'ect  of  velvet  cut 
])rocade  in  a  floral  design  having  the  appearance  of 
being  hand-painted. 

Rich  Ribbons  Shown 

Montreal,  Jan.  2. 
The  various  ribbons  brought  out  for  ultra-fash- 
ionable use  on  millinery,  for  sashes,  etc.,  show  many 
new  ideas.     A  wide  ribbon  with  large  over-checks 


"W^".-  *^ 


Types  of  filet  uiosh  effects  in  veilings.     Note  black  and  white  at  right.    Shown  by  Caiiaila  Veiling  Co.,  Toronto. 
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WE  most  heartily  thank  our  many  friends  for 
their  kindness  during  the  year  1911,  in 
return  for  which  we  have  tried  to    give 
good  service  and  courteous  treatment.     This  year 
our  staff  of  salesmen  on  their  respective  routes  are 
as  follows:  — 

MAIN  LINE,  NORTH-WEST:— 
Mr.  Ernest  C.  Thompson 

PROVINCE  OF  QUEBEC:— 

Mr.  J.  Granger  Guild 

EASTERN  ONTARIO:— 

Mr.  McCulIough 

SOUTHERN  ONTARIO:— 
Mr.  Geo   O'Brien 

NORTHERN  ONTARIO:— 

Mr.  Fred  Johnson 

MARITIME  PROVINCES: - 

Mr.  W.  H.  Fell 

MANITOBA  &  NORTHWEST:— 
Mr.  Frederick  Mens 

TORONTO:— 

Mr.  Baker 

who  with  their  assistants  shall  throughout  the  year 
place  before  our  customers  the  latest  novelties  from 
the  fashion  centres  of  the  world.  The  house  staff, 
under  the  management  of  Mr.  J.  D.  Couch,  will 
be  pleased  to  give  every  attention  to  visitors  who 
favor  us  by  calling  at  our  warehouse,  where  they 
will  see  at  all  seasons  of  the  year  the  largest  range 
of  novelties  in  Veilings,  Laces,  Embroideries  and 
Dress  Accessories  shown  in  Canada.  We  are 
always  glad  to  show  our  goods. 


Canada  Veiling  Company 

84-86  Wellington  St.  W.,     -     TORONTO 
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made  up  of  pin  stripes  is  being  shown  for  millinery 
and  sash  uses.  The  checks  come  in  a  good  range 
of  colors. 

Ribbons  with  the  new  gauze  effect  were  very  smart. 
This  ribbon  is  made  up  of  stripes  and  open-work  de- 
signs on  one  border,  the  remaining  portion  being 
plain.  With  tasty  combination  of  colors  that  is 
used,  this  number  should  take  well  with  the  high- 
class  trade.  Black  and  white  ribbons  in  various 
stripe  make-ups,  checks  and  other  effects,  are  prom- 
ising for  sashes,  hats  and  many  other  uses. 

All  kinds  of  sashes  seem  to  be  popular  for  Spring 
and  Summer  wear.  These  can  be  worn  either  at  the 
side  or  at  the  back,  and  one  end  should  be  longer 
than  the  other.  Fringed  ends  are  very  popular.  For 
young  girls,  the  flounced  or  plain  ribbons  are  ex- 
tremely fashionable. 

During  the  coming  season's  business  thousands 
of  yards  of  ribbons  will  be  sold  for  these  sashes,  and 
from  all  appearances  they  will  for  the  most  part  be 
made  up  of  ribbons  anything  but  simple.  Satins, 
silks  and  other  combinations  must  be  worn,  so  as 
to  blend  with  the  rich  texture  of  the  materials  which 
constitute  the  various  dresses.  Not  only  should  the 
sash  have  bows  hanging  over  the  skirt,  but  these 
bows  should  be  so  arranged  that  they  fall  from 
rather  high  girdles. 

Ribbons  as  a  trimming  for  hats  are  used  in 
many  attractive  manners.  Quaint  effects  are  pro- 
duced by  the  use  of  tassels  and  fringes,  together  with 
touches  of  Oriental  colorings. 


Exceptional   Lace   Season 

Widest    Possible    Scope    to    be    Given    Individual 

Choice  in    Buying  —  Relative    Selling    Importance 

of   the    Varieties 

It  has  before  been  stated  in  these  columns  that 
the  approaching  season  would  prove  an  exceptional 
one  in  the  matter  of  laces.  This  is  borne  out  by  the 
quantity  and  quality  of  the  goods  which  are  now 
every  day  arriving  in  the  wholesale  houses  here. 

The  widest  possible  scope  is  to  be  given  for  in- 
dividual choice  in  buying,  and  the  buyer  will  have 
to  rely  on  his  own  acumen,  as  there  are  so  many  dif- 
ferent types  being  inquired  for  as  to  preclude  detailed 
mention.  It  is  declared  that  these  will  sell  well  one 
and  all.  But  in  this  very  general  nature  of  the  trade 
this  year  lies  a  certain  amount  of  danger. 

All  the  laces  will  sell,  but  all  will  not  sell  in  every 
place.  The  buyer  will  have  to  use  his  discrimination 
on  this  point.  His  choice  should  include  the  widest 
possible  range  among  those  lines  which  his  customers 
can  reasonably  be  expected  to  purchase  in  a  season 
when  laces  will  be  wanted  by  all  classes  of  people. 


New  Shadow  and  Craze  Nets 

The  lines  which  should  sell  well  with  any  mer- 
chant include  the  new  shadow  effects  in  Val.  and 
craze  nets,  both  washable  laces,  in  all  widths  includ- 
ing flounces  for  Summer  dresses,  the  Clunys  of  1912, 
also  a  great  variety  of  widths,  the  Irish  laces,  Mac- 
rames,  Venise  and  Chantilly.  These  are  all  well 
understood  as  popular  lines.  Higher  class  trade  will 
want  these,  and  also  the  silk  shadow  effects.  Point  de 
Paris,  Renascence  designs  and  real  Irish  crochet.  It 
is  not  to  be  supposed  that  these  are  all  of  the  laces 
which  will  be  asked  for  this  Summer.  As  said  before, 
Concluded  on  page  149. 


A  filet   Ince   banding.      Shown   by   .lul  Heln, 
Montroal. 


Mermaid    pattern    of    filet.      Shown    by   Jul 
Hein,    Montreal. 


New  type  of  filet  lace.    .Shown  by  Jul  Hein, 
Montreal. 
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The  Ribbon  House  of  Canada 


BARRY  RIBBONS 


Barry's  For  Quality 


Quality  consistent  with 
good  value  is  our  aim.  In 
the  past  we  have  reached  our 
goal  and  have  stood  second  to 
none  for  quality  in  the  ribbon 
world. 

Barry's  For  Style 

We  have  featured  all  the 
leading  styles  dictated  by  lead- 
ing fashion  artists  in  the  old 
and  new  world,  showing  many 
designs,  exclusive  to  ourselves. 

Barry's  For  Assortment 

Our  range  never  was  so 
comprehensive  as  it  is  this 
season,  W^e  anticipate  a 
greater  demand  for  the  Barry 
Ribbons  than  ever  and  are 
prepared  for  it. 

Barry's  For  Mail  Orders 

Get  in  touch  with  us  for 
your  rush  orders.  We  speci- 
alize on  mail  orders  and  give 
prompt  service.  See  our 
samples. 


Walter  H.  Barry  &  Company 


Montreal, 

Winnipeg  Branch:  Sylvestre  Wilson  Building. 


P.O. 

J.  R.  GALBRAITH,  Mgr. 


"N 
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Owing  to  our  expanding  business,  we  were  obliged  to  seek  larger 
premises,  these  we  have  found  in  the    handsome    new    warehouse 

80-82  WELLINGTON  STREET  WEST 

which  is  now  being  rebuilt  for  us. 

W^e  purpose  moving  during  January    and    will   show    in    our    new 
premises   the  finest  lot  of  lace  merchandise  we  have  ever  imported. 

Our  Spring  samples  are  no7v 

ready    for    yotir     attention.  \,^ 

THE  STERLING  LACE  &  NOVELTY  CO. 

70  Wellington  Street  West 
TORONTO 


as 


SPRING,  1912 


Laces, 
Frillings, 
Ruchings, 
Fringes, 


Braids, 
Cords, 
Tassels, 
Girdles. 


LATEST  NOVELTIES 

Our  Own  Manufacture 

I!!£MOULTON  MFG.  CO.,  Limited 

Craig,  St.  Louis  and  Gosford  Streets 
MONTREAL 


FANCY 
PARASOLS 

Our  new  line  is  now 
on  the  road.  iWe  in- 
vite comparison  before 
placing    your    orders. 


The 

Irvin^Umbrella  Company,Ltd. 

Manufacturers 
79-83  Wellington  St.  West,  Toronto 
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CASH'S"^"— Girl" 


A-:   SEEN    AT  THE 

TORONTO  EXHIBITION 

1911 


Dress.  Hat  and  Parasol  trimmed  with  CASH'S  WASH    IKIMMINGS 


Your  Embroidery 
Stock  IS  NOT  Com- 
plete without     LE 

Cash's 
Wash  Trimmings 

The  demand  for  these  remark- 
ably pretty  trimmings  is  increas- 
ing more  and  more  each  season, 
they  are  seen  in  all  the  leading 
Drapery  Stores  in  London, 
Paris  and  New  York,  and  are 
manufactured  solely  by 

J.  &  J.  GASH,  Limited 

COVENTRY,  ENGLAND 

To  protect  our  customers  from 
cheap  imitations  we  have  regis- 
tered in  the  United  States  all 
our  1912  designs. 
Place  your  orders  early  so  as 
r>Acu.    Ai^ACTi -rrmv^Tv/iT^^^c  to  insure  prompt  and  complctc 

CASH  S    WASH  TRIMMINGS    can  be  appliedlnlhemos//as/,ion.  . 

able  manner  to  all  summer  dresses;  colors  are  guaranteed  fast;  can  be  obtained  from     CieilVery. 

all  leading  Dry  Goods  Stores. 

The  complete  line  can  be  seen  at  our  MONTREAL  OFFICE,  301  St.  James 
Street,  MONTREAL,  or  at  our  Agents  in  VICTORIA  and  VANCOUVER,  B.C. 
(J.  Howard  A.  Chapman). 

Sample   cards  and  prices  will  be  sent  from  either 
of  the  above  addresses,  or  from 

J.  &  J.  CASH,  Limited 


South  Norwalk,  Conn. 


U.S.A. 
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Pewny's  Kid  Gloves 


Will  help  your  Glove  Department 


Write  us  for  samples  of  our  $9.00  and  $11.50  Ladies'  Fine  Kid  Gloves. 
These  are  positively  the  best  values  shown  by  any  house  in  Canada. 


W^e  have  a  clearing  line  of  Ladies'  Kid  Gloves  which  we  will  sell  at 
$4.00  per  doz.  in  all  colors,  and  another  special  which  we  will  sell  at 
$6.50  per  doz.  in  all  colors,  with  blown  fingers. 


In  Men's  Fur  Lined  Cape  and  Fur  Lined  Mocha,  we  have  two  special 
Hnes  at  $18.00  per  doz. 


Greenshields  Limited, 


Montreal 


We've 
Got  the 
Button 
for  1912 


The  Button 
Man  is  on  his 
way  now  to  see 
you  and  show 
you  Spring 
samples.  ' 

Your  interest 
Order   for    our 


is   guarded  by  holding  your 
prices.      Every    sample    is 


marked  in  plain  figures. 

Specials  are  shown  in  Silk  Covered, 
Crochets  and  Combination  Rims. 

Quantity  and  early  buying  put  us  again  in 
top  place  on  Pearl  Cabinets.  Note :  Less 
small  and  more  large  size  Pearls  in  every 
cabinet    this    season. 

LETTER  ORDERS  ARE  FIH  ED  THE 
SAME    DAY    THEY   COME   TO    US. 

The    Ontario    Button   Co. 

BERLIN,  ONTARIO 


British  America  Assurance  Company 

A.D.   1833 

FIRE  A.  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hob.  G(o  A.  Cox,  President  W.  R.  Brock,  Vlot-Prt«ld(nt 

Kobtrt  Blckerdlke,  M.P.,  W.  B.  Melkle,   E.  W   Coi.  Gto,  A.  Marrow 

D.  B.  Haona,  Augustu*  Mysrs,  John  Hoskia,  K.C.,  LL.D. 
Frederic  NIcbolU,  Alex.  Laird,  James  Kerr  Osborns,  Z.  A.  Laah,  K.C, 

Sir  Henrr  M.  Pellall,  E.  R.  «ood. 
W,  B,  nt9lkl»,  amn»ral  Managmrf  P.  H.  SImm,  Saor^tary 

CAPITAL  $1,400,000.00 

ASSETS        -        -  2,182,753.85 

Losses  paid  since  nRCANiZATiON     29.833,820,96 


WINDOW  TRIMMERS 

AND 

CARD  WRITERS 

See  the  list  of  prizes  in  the  Art  of  Dis- 
play Department  of  this  paper  to  be 
awarded  in  connection  with  The  Canadian 
Window  Trimmers'  Convention  in  August. 

SEND  IN   YOUR  WORK! 

BOOST   THE  CONVENTION! 


PI 
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Exceptional  Lace  Season 

Concluded  from  page   144. 

they  are  too  numerous  to  mention,  and  any  of  them 
may  leap  into  popularity  with  hut  little  warning. 

Washable  shadow  flounces  of  good  depth  will  be 
greatly  in  demand  for  the  sheer  batiste  dresses,  which 
are  considered  one  of  the  best  lines  for  the  coming 
season.  Similar  designs  in  craze  net  will  also  be  in 
request.  Bands  to  go  with  these  will  be  of  medium 
uddth,  six  or  eight  inches  being  considered  potential 
favorites.  Very  wide  bands  will  also  appear  again  on 
the  high-class  article. 

Position  of  Macrame,  Cluny,  Brussels 

Macrames  have  come  in  for  a  good  deal  of  discus- 
sion of  late.  The  great  question  is  whether  they  arc 
to  run  for  Summer  as  well  as  Spring.  As  prospects 
now  are,  it  seems  highly  probable  that  this  lace  will 
last  well  on  into  next  season.  Many  new  and  some- 
what modified  types  are  appearing  in  all  the  novelty 
forms.  There  is  a  distinct  tendency  to  make  the 
Macrame  look  a  little  less  coarse  by  the  introduction 
of  motifs  taken  originally  from  laces  of  a  lighter 
character.  Ecru  Macrame  is  said  to  be  specially  good 
for  Spring. 

There  is  no  dubiety  about  the  status  of  the  Cluny 
laces  of  practically  all  widths.  Patterns  include  some 
novel  effects  resembling  the  stitches  of  real  Maltese, 
and  standing  out  in  specially  effective  way.  It  is  con- 
fidently predicted  that  this  Spring  will  see  excellent 
sales  of  linens,  and  this  invariably  means  good  sales 
of  Cluny.  Bands  of  considerable  width  -ndll  be  asked 
for. 

Allover  laces  for  yokes  and  sleeves  will  be  seen 
in  the  new  shadow  Val.  and  other  shadow  patterns. 
Bru.ssels  net  with  small  figures  and  also  point  d'esprit 
net  will  be  used  for  this  purpose.  Plain  net  is  con- 
sidered the  Ijest  style  or  all  for  yokes,  and  good  sales 
of  the  sheer  sorts  will  be  seen. 

Great  Run  of  Irish 

The  Irish  laces  are  now  in  a  position  of  great 
.strength.  Their  run  began  after  a  period  of  depres- 
sion in  the  vogaie  accorded  to  the  Irish  crochet,  a 
vogue  which  began  last  season,  and  has  since  increased 
continually.  The  lines  now  asked  for  include  the 
crochet,  both  the  real  and  the  imitation,  but  it  seem^ 
likely  that  the  baby  Irish  effects  will  come  back  again 
with  even  greater  impetus. 

Considerable  emphasis  is  laid  on  the  ecru  and  tan 
tints  in  lace  for  the  approaching  season.  There  is  no 
doubt  but  that  the  shades  of  tan  will  be  popular  in 
suitings  and  dress  goods,  and  that  tan  in  wash  goods 
will  also  be  good.  This  means  that  laces  to  match 
will  be  worn. 

Very  fine  .shadow  Maline  will  be  in  vogue  for 
several  .special  purposes.  One  of  these  is  the  double 
neck  frill,  which  appeared  early  in  the  .season  in  New 


York,  but  will  not  l)e  generally  featured  here  till  the 
Spring.  This  double  frill  effect  sometimes  combines 
black  and  \yhite,  but  usually  is  all  white.  Not  only 
neck,  but  also  bodice  trimming  frills  are  shown  in 
Mahne. 

Pronounced  Types  of   Lace 

Some    Irish    Designs    Used     on     Coats  —  The 

Tendency    Toward    Use    of    Tarnished    Gold 

and    Silver    Trimmings. 

Montreal,  Dec.  22,  1911. 

The  favored  Carrick-ma-cross  lace  is  of  two  kinds, 
applique  and  Guipure.  In  reality,  the  Carrick-ma- 
cross  is  a  form  of  cut-work.  In  both  varieties  the  or- 
namental part  is  made  of  muslin  with  the  background 
cut  away.  In  the  applique,  the  muslin  is  first  sewed 
on  to  a  Brussels  net  with  an  over-and-over  stitch.  To 
secure  the  required  appearance  the  sewing  is  done 
along  the  outline  of  the  design.  After  the  stitching 
process  is  completed  the  muslin  background  is  cut 
awa}^,  leaving  little  pieces  of  muslin  to  hold  the  de- 
signs together. 

In  the  Guipure  variety  there  is  no  net  used,  the 
cut-work  designs  being  held  together  by  needlepoint 
stitches. 

Beaitty  of  Irish  Lace. 

In  all  the  varieties  of  high-class  lace,  the  Irish 
point  is  no  doubt  the  purest  and  most  beautiful.  It. 
is  made  in  several  countries,  and  is  composed  entirel}' 
of  buttonhole  stitches.  In  Ireland,  there  are  two 
varieties  made,  viz. :  Flat  point  and  rose  point.  The 
rose  point  is  distinguished  from  the  flat  point  by  the 
padding  that  is  used..  By  means  of  this  the  ornamen- 
tation is  raised  in  relief. 

The  sort  of  upholstery  lace  that  one  associates 
with  the  old-time  tidy,  is  now  a  favorite  one  for  use 
on  small  coats.  The  coarser  webs  in  the  Macrame 
and  Torchon  are  the  favorites.  A  rich,  brownish 
cream  in  the  Macrame,  and  a  pale,  putty  grey  in  the 
Torchon,  are  favorite  colors.  On  a  recent  model, 
.showing  a  child's  coat,  the  collar  of  torchon  was 
edged  with  a  band  of  dull  tinsel  braid. 
Lace  for  Neckwear. 

Collars  of  Macrame  lace  are  deep,  and  tho.se  in 
the  dark  creams  are  regarded  as  more  stylish  than 
the  color  of  white  Irish  or  any  other  lace.  This  ap- 
plies to  street  wear;  for  lliero  is  nothing  better  than 
a  nice  white  collar  for  indoor  wear.  Much  of  the 
Irish  lace  approved  of  for  cliildren's  wear  is  of  the 
bebe  sort;  Ijut  the  lace  of  naturally  coarse  kind  can 
])e  used,  as  it  can  never  be  too  clumsy. 

In  the  expensive  imported  lines  of  coats,  hats  and 
frocks  that  appeal  to  the  high-class  trade,  there  are 
many  models  that  follow  after  the  tendencies  shown 
in  adult  styles.  Thex'e  is  a  decided  tendency  toward 
the  use  of  tarnished  gold  and  silver  trimmings. 


Hats    to    Match    the   Gown 

Feature  that  is  Having  Some  Vogue  in  Paris 

—  Draped  Models,  Henry  VIII.,  and  Lace  Hats 

the  High  Novelties. 

PAIUSIAN  milliners  are  now  busy  with  millin- 
ery models  for  patrons  who  are  going  South, 
Typical  of  the  coming  styles  are  the  smart, 
dressy  suits  of  taffeta  completed  with  draped  toques 
in  sweeping  folds  and  trimmed  with  an  up-standing 
aigrette  to  match.  A  suit  of  this  kind,  a  Drecoll  pro- 
duction, was  of  navy  blue  taffeta.  The  coat  was  very 
original,  being  sharply  cut  away  in  front  and  witli 
deep  cape  collar  coming  well  over  the  shoulder  and 
deep  turned  back  cuffs.  Both  the  coat  and  the 
straight  plain  skirt  were  edged  with  a  taffeta  ruche, 
and  the  draped  hat  was  of  the  same  silk. 

It  would  seem  as  though  there  was  more  inten- 
tion of  matching  the  hat  to  the  gown  than  there  has 
been  for  a  very  long  period,  for  nearly  all  the  gowns 
seen  so  far  have  had  a  hat  to  match  in  color,  if  not 
in  shade.  Thus,  another  Drecoll  gown  seen  at  the 
same  time  was  of  velour  de  laine  in  pale  soft  tan,  and 
to  wear  with  this  dress  a  jaunty  little  pointed  crowned 
hat  with  a  brim  rolling  up  at  one  side  was  provided. 
This  iiat  was  faced  with  velvet  to  match  and  a  twist 
of  the  same  went  round  the  crown,  securing  an 
aigrette-like  cluster  of  blue  cornflowers. 

Another  toilette  also  had  its  matching  hat,  but 
unlike  the  two  other  models  described,  this  was  a  low- 
crownod,  wide-brimmed  hat,  rolling  softly  off  the  face, 
of  yellow  Italian  straw  that  had  for  its  sole  trimming 
a  large  bushy  feather  of  willow  green. 

Yet  another  hat  seen  here  had  a  large  tam  crown 
of  violet  straw  mounted  on  an  underbrim  covered  witli 
tiny  frills  of  string-colored  lace,  and  with  a  feather 
combining  the  two  colors  placed  high  at  the  side. 


Copy  of  Peasant's  Cap. 
Quite  original  as  to  color  and  design,  and  preg- 
nant with  ideas  for  the  coming  season,  were  three 
(Termainc  hats.  One  was  a  clever  copy  of  a  peasant's 
cap  rejiro'duced  in  fine  Alencon  lace  over  a  full  puffy 
crown  of  pink  velvet,  and  with  jus-t  a  line  of  sable  as 
a  trimming.  Fur  is  so  fashionable  that  it  is  not  lightly 
given  up,  and  lines  of  fur,  mere  threads,  as  it  were,, 
to  edge  boAvs  or  rosettas  and  band  in  full  crowns,  pro- 
mise to  \)e  used  well  into  the  Spring  season. 

Another  peasant  cap  model  was  of  bright  canaiy 
vehet  with  the  full  crown  wound  and  knotted  about 
in  the  true  Marmotte  fa.shion.  Under  this  mob  of  vel- 
vet appears  a  ruche  formed  of  a  pleating  of  lace  both 
up  and  down  and'  centered  by  the  inevitable  band  of 
fur.  Many  of  these  models  have  no  band  under  the 
lace  frill,  and  consequently  it  falls  directly  upon  the 
hair. 

Marie  Antoinette  Turbans. 

Destined  for  Monte  Carlo,  Ijeontine  was  showing 
some  immense  Marie  Antoinette  turbans.  One  was 
of  brilliant  changeable  taffeta  in  shades  of  blue  and 
green.  The  silk  was  shirred  in  long  puffs  around  a 
flat  crown,  and  over  all  waved  a  long  grey  ostrich 
feather.  Another  hat  of  much  the  same  shape  was 
of  deep  wine  colored  velvet,  and  the  lovely  feather 
was  of  the  same  rich  color,  shading  out  to  pink  at  the 
tip. 

Many  hats  seen  in  Paris  at  the  present  time  are 
of  gold  or  silver  Chantilly  and  Maline  laces.  Gold 
an^d  silver  lace  head  dresses  have  had  their  run,  and 
now  tliey  are  being  replaced  by  large  picture  hats  of 
the  same.  Milliners  are  much  interested  in  these 
hats,  and  predict  that  later  they  will  be  copied  in  all 
lace  hats  in  ecru  and  champagne  for  Spring  wear. 

Concluded  on  page  154. 
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These  Six  Shapes  in  Black   Mohair  or  Black  Chip  at  $12.00  per  dozen. 
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SPRING  1912 


A    few    Good  Sellers  for  the    Coming  Season 

We  also  make  an  exclusive  line  of  Soft  Bonnet  effects  in  the  latest  novelties 

Write  for  a  Sample  Order.     Satisfaction  Guaranteed. 
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These  four  Shapes  in  Black   Mohair,   $12.00  per  dozen;    in   Black  Chip,   $13.50  per  dozen. 


Buy 
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the 

Factory 

Or  tier   by    Number. 


Made  Success  of  Ready-to- Wear  Millinery 

Merchant   Tells    How  He   Cut  Down  Expenses   and  Had    Profitable    Season 

by     Handling     Goods     That     Dispensed     With     Expensive     Workrooms  — 

Enabled    to    Meet    Mail    Order    Business    and    Hold    Local    Trade. 


IN  this  article   a   merchant  describes  his  experi- 
ences of  the  past  four  years  in  running  a  de- 
partment for  ready-to-wear  millinery  in  con- 
nection with  his  dry  goods  store: 

"  I  have  given  this  section  particular  attention 
for  the  past  eight  seasons,  as  I  knew  that  through 
this  medium  I  was  getting  a  lot  of  people  to  come 
into  the  store.  A  millinery  department  never  fails 
to  draw  the  ladies  every  season,  and  if  other  goods 
are  properly  displayed,  with  clearly  marked  price 
tickets,  the  merchant  is  bound  to  get  other  business 
from  these  customers.  They  probably  first  come  in 
to  look  at  the  new  styles  in  hats. 

Dispensed  With  Expensive  Help. 

"  In  starting  the  ready-to-wear  millinery  depart- 
ment, I  did  away  with  all  the  expensive  help,  which 
included  a  milliner,  $15  a  week ;  trimmer,  $10  a 
week ;  three  paid  hands,  average  $3  a  week,  making 
a  total  cost  of  $34  a  week.  In  place  of  these  I  en- 
gaged a  saleslady  at  $5  a  week,  thereby  saving  $29 
a  week  in  salaries.  And  then  I  didn't  require  the 
saleslady  for  three  weeks  after  the  wholsale  millin- 
ery openings.  This  meant  a  saving  of  $102.  I  fig- 
ured that  this  would  buy  a  very  good  stock  of  hats 
to  start  with. 

"  I  received  wholesale  readj'-to-wear  catalogues 
and  made  a  selection  from  these.  I  ordered  them 
just  the  week  before  I  wanted  to  open  up  for  the 
Fall  openings  and  selected  the  most  staple  shapes 
and  colors  which  I  thought  best  adapted  to  our  trade. 

"  In  all  I  had  about  seventy-five  ready-trimmed 
hats.  After  I  got  these  in,  I  advertised  our  opening 
of  medium-priced  ready-to-wear  millinery,  engaged 
a  saleslady  who  never  had  a  day's  experience  in 
millinery  and  commenced  business.  After  the  first 
three  days'  selling  I  had  hardly  any  hats  left. 

Hats  Sold  Rapidly. 

"  I  sent  in  an  order  for  about  seventy-five  more 
hats,  which  came  in  within  a  week  and  after  a  few 
day.s'  selling  were  run  down  again.  So  we  rushed 
in  another  order,  doubling  the  amount,  which  took 
about  ten  days  this  time.  This  meant  that  we  were 
losing  many  profitable  sales  right  in  the  heart  of 
the  .season.  But  our  trade  was  good  all  through  the 
season.  We  did  no  trimming  at  all,  although  ,ve 
often  changed  a  feather  or  wing  to  suit  a  customer 
in  order  to  make  a  sale. 

"Another  season  I  will  be  better  prepared  than 
last,  as  I  will  get  in  a  very  large  assortment  right  on 
the  start  and  so  have  the  cream  of  the  trade.  On 
account  of  not  having  any  expensive  worki'ooiiis  to 


maintain  you  can  let  your  stock  run  down  as  the 
season  progresses,  and  in  fact  you  can  start  the  bar- 
gain-giving much  earlier  than  if  you  have  to  hold 
on  to  help  pay  for  the  expensive  workroomss. 

"  I  .should  advise  any  merchant  adopting  this  sys- 
tem, to  select  a  saleslady  who  has  had  some  experi- 
ence in  trimming  hats  as  it  would  be  a  big  help 
in  changing  the  trimmings  to  suit  certain  customers. 
Staple  Shapes  and  Colors. 

"  Put  in  a  large  assortment  of  staple  shapes  and 
colors  and  not  too  expensive  until  you  find  out  what 
you  can  handle. 

"After  paying  all  charges,  figure  on  an  average 
profit  of  fifty  per  cent.,  which  is  much  better  than  in 
the  old  way  when  we  looked  for  double  on  all  our 
hats. 

"Another  feature  of  the  ready-to-wear  millinery 
department  is  that,  coming  on  at  the  close  of  the 
season,  it  is  not  necessary  to  keep  the  saleslady  in 
that  department,  as  she  can  l)e  transferred  to  an- 
other part  of  the  store,  .stopping  entirely  the  expense 
of  the  millinery  section. 

"  Sometimes  I  found  it  necessary  to  send  one  or 
two  of  the  other  salesladies  in  the  store  to  assist  in 
selling  when  the  customers  were  coming  too  fast  and 
find  that  they  have  been  as  successful  in  selling 
hats  as  they  would  be  in  any  other  line  of  goods  in 
the  store. 

"  This  ready-to-wear  millinery  does  away  entirely 
with  all  the  chances  of  dissatisfaction  that  the  geur 
eral  merchant  is  at  present  confronted  with  in  the 
choosing  of  a  milliner.  My  experience  has  been 
that  you  go  to  the  openings,  pick  out  a  milliner 
whom  probably  you  never  saw  before ;  then  you  pur- 
chase a  lot  of  goods  for  making,  trinnuing,  etc. 
Pos.sibly  your  bill  runs  up  in  the  hundreds.  Then 
you  pay  the  milliner's  fare  and  expense,  as  well  as 
probably  one  or  two  others  of  this  department  be- 
fore they  get  started  to  work. 

"  Everything  is  keen  excitement  as  the  openings 
approach  and  the  girls  are  working  hard.  Then 
come  the  openings.  Everything  is  fine  for  possibly 
two  or  three  weeks.  After  that,  business  begins  to 
lag,  the  work  rooms  are  becoming  more  careless 
every  day.  Possibly  the  merchant  drops  in  una- 
wares, finds  some  of  the  girls  writing  long  letters  on 
ribbon  paper,  possibly  eighteen  yards  in  length. 
Some  Handicaps. 

"  Then,  if  the  merchant  dare  have  the  audacity 
to  say  anything  to  the  milliner,  in  many  ca.ses  she 
will  rt'sent  it.     Yet,  he  must  swallow  it  for  it  is  pretty 
Concluded  on  j^age  154. 
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MILLINERY  and  FANCY  DRY  GOODS 


In  order  to  cope  more  efficiently  with  our  rapidly  growing  trade 
in  the  western  provinces  we  will  open  a  branch  office  in 
Vancouver,    B.C.,    on    March   1st,  with    A.    Brignell,    Manager. 

A  carefully  selected  stock  of  Millinery  and  Fancy  Dry  Goods  will 
be  carried  at  all  times  and  inspection  is  invited. 

Farrell,  Belisle  &  Co. 

257  Notre  Dame  Street,  West,     -    MONTREAL 
106-108  Rue  du  Pont,  QUEBEC  522  Seymour  St.,  VANCOUVER 


THE  BEND -IT  BANDEAU 


PATENT  NO.  13027. 


No  Sewing 


No  Damage 

To    Hat   or 
Trinnmirig. 


THE    ONLY    PERFECT    NON-SEWN    BANDEAU 
IN  THE  WORLD. 

CONVINCING  TESTIMONY 

of  the    utility  and    high  importance  of  the  Bend-it  is   its 
general  adoption  by  over 

300 

wholesale  Business  Houses  throughout  England  and  the 
Colonies. 

Made  in  various  shapes,  in  velvet,  sateen,  etc      Prices 
from  3  9  per  dozen. 

MANUFACTURERS  TO    WHOLESALE  ONLY 

B.   D.   CRUMP    &   CO.,    9   Old  St.,    LONDON,   ENG. 


Showing  method  of  fixing  to  any 
Hat,  in  a  few  seconds,  simply 
b»Bd  3  unbreakable  Rust-proof 
Clips  firmly  inside  hat. 


Please  mention   The  Revleiu  to  Advertisers  and  Their  Travelers. 
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Hats  to  Match  Gowns. 

Concluded  from  page  150. 

The  newest  note,  however,  lies  in  the  Beefeater  or 
Henry  VIII.  draped  or  beret.  These  hats  have  a 
large,  full,  flat  crown,  placed  on  an  underbrim  and 
trimmed  witb  just  one  up-standing  plume  or  feather. 
These  \u\is  are  made  of  velvet  at  present,  but  for 
Spring  wear  the  crown  will  be  developed  in  hemi). 
hair  or  other  soft  fine  braids. 

Draped  Effects  Indicated. 

There  is  no  question  but  there  is  nuich  interest 
developing  in  draped  effects,  and  draped  crowns  and 
draped  brims  are  strongly  indicated.  Many  of  the 
leading  milliners  are  using  these  draped  effects,  and 
even  in  picture  hats,  and  it  is  certain  that  taffeta  will 
be  so  treated  in  the  early  season  models. 

Hats  made  without  a  wire  frame  are  again  at- 
tracting attention,  and  besides  taffeta,  straw  braids 
sewn  together  will  be  used  to  fashion  soft  toques. 

Though  many  large,  low,  flat  models  are  in  evi- 
dence, the  high-crowned,  medium-sized  hat  is  still  a 
big  factor,  and  high  beehive  and  dome  crowns  are 
by  no  means  done  with. 


Made  Success  of  Ready-to- Wear  Hats. 

Concluded  from  page  152. 
hard  to  discharge  her.  If  you  do,  all  her  help  may 
walk  out  with  her.  Then,  think  what  scandal  there 
would  be  in  the  town,  besides  all  the  yards  of  goods 
and  the  season's  trimmings  are  on  his  hands.  What 
can  the  merchant  do?  He  is  handicapped,  and 
must  grin  and  bear  it,  thinking  that  next  season  he 
will  get  a  milliner  who  will  look  after  his  interests 
better. 

"  With  the  season  just  closing  I  am  more  than 
satisfied  with  the  results  and  next  season  I  expect  to 
do  much  better. 

"I  believe  that  the  time  has  arrived  when 
ready-to-wear  hats  will  come  in  the  same  as  suits 
and  coats.  A  few  years  ago  it  was  not  thought  pos- 
sible.    All  this  is  to  the  betterment  of  business. 

"  With  the  above  system  any  merchant  can  com- 
pete in  low  prices  with  any  mail  order  house  in 
Canada,  thereby  preventing  business  from  going  out 
of  town  that  otherwise  would  go." 


Features  of  the  New  Millinery 

The  large  headsize  still  continues  and  the  head 
sinks  into  the  hat.  Many  of  the  new  models  go  to 
such  an  extreme  in  this  respect  that  the  whole  of  the 
upper  part  of  the  face  is  shaded  by  the  brim. 

Milliners  are  attempting  to  push  floral  effects,  and 
there  is  .some  hopes  of  a  bigger  demand  when  the 
early  Spring  is  over,  but  just  at  present  it  must  be 
confessed,  ostrich,  aigrette  and  feather  effects  are  de- 


cidedly mosit  in  evidence.  The  newest  form  in  which 
ostrich  comes  is  the  Prince  of  Wales  mounts  and 
there  is  little  doubt  about  their  becoming  popular 
when  Spring  arrives.  The  flowers  seen  so  far  are  in 
silk  effects  and  are  mounted  in  such  a  form  as  to  be 
easily  used  to  take  the  place  of  an  aigrette  or  feather 
mount.  Silk  roses  and  poppies  are  favored  for  this 
purpo-e.  Fine  flower  effects  are  also  showing,  and 
whole  hat  crowns  are  made  of  them. 

So  far,  pressed  shapes  liave  been  tlie  best  sellers. 
Straws  are  more  varied  than  usual,  but  hemi)s  will 
continue  their  popularity.  There  is  more  interest 
shown  in  Milans,  and  leghorns  are  expected  to  do 
well  with  the  better  trade.  Large  cow-boy  shapes  in 
Panama,  Javas  and  peanut  straws  are  expected  to  sell 
for  Summer  outing  hats. 

Wings  and  fancy  feather  effects  are  the  favored 
early  sea.^on  trimmings,  and  usually  these  feathers 
are  placed  U2)riglit  in  front  or  at  the  side  where  the 
new  straw  .shapes  have  a  dent  for  the  purpose  of  re- 
ceiving them.  Feathers,  velvet  and  ribbons  to  .some 
extent  will  form  the  trimmings  used  on  the  early 
.season  hat.  Later,  quantities  of  maline  are  to  be 
used  in  the  form  of  bows,  loops,  folds  and  shirred 
]>uffs.  Lace,  made  with  portions  of  the  pattern  of  the 
new  agaric  or  looped  toweling  fabric  will  be  the  high 
noveltv. 


The  Queen's  Irish  Lace 

If  the  Queen  should  wear  the  beautiful  Youghal 
lace  presented  to  her  by  the  ladies  of  Belfast,  at  one 
of  the  Court  ceremonies  in  India,  it  will  not  bo  the 
first  time  that  Her  Majesty  has  highly  honored  the 
lace-making  industries  of  Ireland.  The  lace  tucker 
of  the  Coronation  robe  was  of  Innisaiiacsaint  needle- 
point— a  lace  that  reproduces  the  style  of  the  Vene- 
tian of  the  17th  century,  sometimes  called  rose  point. 
More  than  sixty  years  ago  this  industry  was  started 
at  Tynan,  in  the  County  Armagh,  by  Miss  L.  Mac- 
Clean,  the  rector's  daughter.  She  derived  the  know- 
ledge from  carefully  picking  to  pieces  an  old  bit  of 
Venetian  lace.  Miss  MacClean  and  her  brother-in- 
law,  Dean  Tottenham,  introduced  the  industry  of 
Innismaesaint  in  his  parish,  on  the  banks  of  the 
Lough  Erne,  in  the  year  18G7.  It  is  here  that  the 
most  beautiful  needlework  is  still  produced.  It  is 
hoped  that  Queen  Mary's  patronage  will  stimulate 
the  demand  for  this  truly  artistic  falbric. 

Brocades  and  Poplins. 
For  long  years  under  the  shadow  of  neglect  at 
home,  and  competition  abroad,  the  making  of  Briti.sh 
silks  is  at  last  reviving.  Within  the  last  few  years 
this  industry  has  made  excellent  progress.  It  is  true 
that  very  few  looms  now  remain  in  ancient  Spital- 
fields,  and  that  Coventry,  the  old  provincial  centre  of 
the  silk  weavers'  craft,  nowadays  gives  employment  to 
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more  cvcle  ami  iiKilor  maker.- 


l)Ul  in  various  direc- 


tions the  silk  industry  is  improving  so  much  that  ii 
is  pro]:)osed  to  bold  a  national  exhibition  of  British 
and  Irish  silks.  It  is  suggested  that  this  shall  take 
place  in  London  some  time  late  in  the  Spring  of  nexL 
year. 

To  the  feminine  world,  .^ucli  an  cxhihition  .shouh! 
be  of  enormous  interest,  for  every  woman  loves  the 
rustle  of  silks,  and  to  in.struct  her  in  the  variou.s  uses 
to  which  home-made  silks  are  now  being  adopted, 
would  be  a  liberal  education  for  a  girl  who  loves 
dainty  things. — The  Iri^li  Draper. 

Conference  of  Salesmen 

Ladies"  Wear,  Limited,  make  a  habit  of  having 
all  tlieir  .sale.snien  gather  in  Toronto  once  a  year  wheii 
matters  pertaining  to  business  are  discussed  and  re 
quirements  of  all  the  different  districts  of  Canada 
gone  into  and  as  far  as  pos,*ible  adopted.  Valuable 
information  is  gathered  in  this  manner,  and  this 
practice  in  a  measiu-e  is  responsible  for  the  high 
standing  this  firm  has  attained  in  their  products. 

Following  this  annual  convention  this  year  tlie 
men  were  entertained  at  a  theatre  party  and  after- 
wards a  banqu.et  at  the  King  Edward  Hotel,  where 
the  president  of  the  firm  presided.  The  toast  list 
consisted  of  three  toasts,  one  to  our  King,  and  Coun- 


try, one  to  the  firm,  and  one  to  the  salesmen.  The 
very  best  of  feeling  existed  between  the  traveling 
staff  and  the  inside  men,  and  a  very  enjoyable  even- 
ing was  spent. 

The  menu  card  pre])ared  for  the  banquet  was  in 
unique  form.  The  cover,  in  forn:i  and  design,  repre- 
sented the  rear  platform  of  a  train,  scheduled  as  the 
"Ladies'  Wear,  Limited."  Another  feature  of  the 
card  was  a  reeajjitulation  showing  an  increase  of  40 
per  cent,  in  the  number  of  Scotchmen  employed  by 
the  firm.  In  1910  it  was  shown,  there  were  five 
"Macs"  on  the  staff,  while  in  1911  there  were  seven. 

The  accompaaiying  photograph  shows  the  force 
of  this  progressive  concern  gathered  ah'out  the  festive 
board:  F.  P.  Evans,  president;  W.  F.  Goforth,  vice- 
president;  Geo.  C.  Dunninig,  sale-<  manager;  A.  J. 
AVestlake,  L.  R.  McCrae,  F.  Westlake,  A.  F.  Ileakes, 
W.  G.  Dunseith,  L.  McClure,  J.  A.  Haines,  J.  C. 
Dean,  G.  McKerrac'her,  .1.  McTavi.sh,  J.  P.  Keating, 
W.  R.  McArthur,  D.  C.  Haig,  C.  R.  Wing,  V.  L. 
Evans,  W.  H.  McClellan,  B.  N.  Robinson,  R.  G.  Mor- 
ton, F.  R.  Turner,  D.  W.  Mclnto.^h,  S.  Scott.  IT.  D. 
Luft'man,  W.  N.  Magee. 

It  is  occasions  such  as  this  that  add  materially  to 
the  enthusiasm,  that  fine  esprit  de  corps  which  makes 
for  all-round  efficiency.  Th'at  the  Ladies'  Wear, 
Limited,  may  have  a  propitious  run  in  1912  is  the 
Review's  New  Year  wi.sh. 


The   House  and  Sales  Force  of  Ladies'  Wear  Liiiiitccl,  Toi-onto,  at   the    ]iaii(met 
following  tlieir  aiiiuial  t Oiifereiice. 


VigorousGrowth  of  Young  Vancouver  Firm 

Mackay    Smith,    Blair   &    Co.,    by    Hard    Work    and   Well    Applied    Business 

Methods    Have    Built    up     Excellent     Wholesale     Business —  An    Interesting 

Piece    of    Business    History  —  Promising    Future    for     British     Columbia. 


FROM  a  small  store,  30  x  80  feet,  on  Cordova 
street,  Vancouver,  which  they  opened  14 
years  ago,  the  wholesale  firm  of  Mackay 
Smith,  Blair  &  Co.,  have  developed  until  to-day 
they  have  the  largest  wholesale  dry  goods  ware- 
house in  Vancouver,  a  building  of  six  floors  with  a 
floor  space  of  23,000  feet  with  extra  floor  space  in 
another  building  of  7,200.  They  are  wholesalers 
of  men's  furnishings  and  dry  goods,  manufacturers 
of  shirts,  tweed  pants,  overalls,  tents  and  hand-knit 
sweater  coats. 

Vancouver  then  a  Small  City. 

The  history  of  the  growth  of  the  vigorous  young 
firm  forms  an  interesting  narrative.  Mackay  Smith, 
the  president  and  managing  director,  went  to  British 
Columbia  in  1885,  coming  direct  from  "John 
O'Groats"  in  Scotland  to  "Land's  End"  in  Canada 
by  way  of  the  Northern  Pacific  Railway,  (the 
Canadian  Pacific  Railway  at  that  time  not  being 
finished  into  British  Columbia)  and  landed  in  Van- 
couver, then  a  small  city  of  about  12,000. 

Strenuous  Work  as  Traveler. 

Although  he  had  a  practical  knowledge  of  the 
diy  goods  business,  he  found,  on  arriving  in  Van- 
couver, that  there  was  very  little  chance  of  getting 
employment  as  there  were  only  a  few  small  shops. 
Like  many  others,  therefore,  he  had  to  do  what  he 
could  for  a  living,  many  of  the  positions  being  far 
away  from  a  dry  goods  store.  For  ten  years  he 
drifted  around  the  province  and  eventually  was 
employed  as  traveler  for  one  of  the  two  wholesale 
dry  goods  houses  in  British  Columbia  at  that  time, 
C.  Strauss  &  Co.,  Victoria. 

They  only  employed  one  traveler,  in  conse- 
quence of  which  Mr.  Smith  had  to  travel  all  over 
British  Columbia  from  the  International  Boundary 
to  the  Alaskan,  and  from  the  Coast  across  the 
mountains  by  wagon  roads,  where  there  were  any, 
and  by  mountain  trails  on  horseback. 

During  these  trips  he  met  Mr.  Blair,  another 
Scotchman  who  came  to  the  country  ten  years  ear- 
lier and  had  taken  up  land,  but  found  later  that  it 
was  more  profitable  to  handle  the  yard  stick  than 
the  plow,  and  was  at  that  time  keeping  a  general 
store  in  the  interior. 

Formed  Partnership  in  1898. 
Mr.  Smith  eventually  induced  him  to  form  a 
partnership  and  go  into  the  wholesale  business  in 


Vancouver.  This  they  did  in  1898.  The  store  was 
small  but  the  stock  was  smaller,  as  the  firm  haid  a 
very  limited  capital.  However,  they  stuck  to  it  and 
managed  to  make  a  living  and  gradually  an  excel- 
lent business  developed  in  response  to  their  well- 
applied  eff'orts. 

Two  Busy  Factories. 

Mackay  Smith,  Blair  &  Co.  have  to-day  a  shirt 
and  overall  factory  where  they  employ  about  75 
hands  and  a  knitting  factory  where  they  make  hand- 
knit  sweater  coats,  employing  about  50  hands.  They 
employ  eight  traveling  salesmen. 

Specializing  as  they  do  in  the  heavier  lines  of 
men's  goods,  the  firm  supplies  lumbermen,  miners, 
fishermen  and  clothing  for  railway  and  other  con- 
struction work. 

Employees  as   Stockholders. 

About  three  years  ago,  the  business  was  con- 
verted into  a  limited  liability  company,  but  the 
personnel  of  the  firm  remains  the  same  and  a  num- 
l)er  of  the  employees  are  now  stockholders. 

Mr.  Williams,  one  of  the  fii'st  employees  is  man- 
ager of  the  shirt  and  overall  factory. 

Separate  Knittinc  Company. 
The  knitted  goods  factory  which  was  started  only 
three  years  ago.  as  a  side  line,  has  grown  .so  rapidly 


Warehouse 
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C.   A.   CARMAN. 
Managing  Director  of  Knitting  Department. 

that  the  Mnii  could  tiot  hni^er  run  it  with  their 
general  busines!^,  .so  they  have  formed  a  separate 
company,  known  as  Pride  of  the  We.st  Knitting 
Mills,  and  it  will  be  conducted  sej^arately  with  C.  A. 
Carman  as  niaiiager.  Mr.  Carman  was  the  firm's 
first,  traveler,  pioneering  a  great  deal  of  the  northern 
territory,  the  Yukon  and  the  Cariboo,  etc. 

Future  of  British  Columbia. 
A.sked  to  what  he  attributed  the  success  of  his 
business,  Mackay  Smith  replied:  "First,  we  worked 
hard:  second,  we  sell  oidy  good  goods  at  a  fair 
profit:  third,  we  are  always  courteous  to  our  custo- 
mers whether  they  are  white,  brown  or  yellow. 
Conseciuently,    we    have    grown    with    the    country. 


I.   V.    ST.   G.   WILLIAMS 
Manager   Shirt  and   Overall   Manufacturinj; 


Department. 


We  attend  strictly  to  business.  Neither  Mr.  Blair 
nor  myself  have  ever  taken  any  prominent  part  in 
public  affairs. 

"You  ask  me  about  our  stafi'.  They  stay  with 
us.  We  pay  them  well,  treat  them  white,  and  al- 
low them  to  invest  their  surplus  money  in  the  busi- 
ness.    We  issue  a  catalogue  once  a  year." 

Mr.  Smith  gave  expression  to  his  conviction 
that  the  whole  interior  of  British  Columbia  will  be 
revolutionized  with  the  completion  of  the  Grand 
Trunk  Pacific  and  Canadian  Northern  Rys.  and 
development  that  is  l)ound  to  take  place  by  open- 
ing up  all  the  raw  material  tliat  is  hidden  within 
the  mountains. 


GILBERT   BLAIR. 

Secretary-Treasurer. 


MACKAY  SMITH. 

President    and    Managing    Director. 


The  marked  trend  in  favor  of  period  effects  in 
housef urnishings  is  having,  an  influence  which  mer- 
cliants  should  study  carefully.  This  department 
describes  lines  that,will  l)e  strongly  featured  as  the 
result  of  these  tendencies. 


The   Coming   Wall   Papers 

This  Year  Will  See  Many  Leather  Effects 
Selling — Strapping  and  Ornaments  Used. 

WALL-PAPERS  for  the  coming  year  are 
again  to  .show  .self-colored  effects  united 
with  the  use  of  strappings  and  separate 
ornaments  such  as  panel  motifs  and  medallions. 
The  leather  finished  surfaces  will  be  featured  more 
than  ever.  These  have  now  been  brought  to  a  high 
degree  of  perfection,  and  the  new  offerings  are  of  a 
quality  which  quite  defies  detection.  Among  these 
the  vellum  and  i)archment  effects  are  the  most  ex- 
clusive, but  the  line  which  will  sell  widely  consists 
of  familiar  leather  effects  such  as  alligator,  calf, 
etc.  Colorings  are  mostly  natural,  and  the  range 
includes  such  tints  as  elephant  grey,  mouse  and  also 
the  tans. 

Generally  speaking,  green  will  as  usual  be  the 
leading  wall  tint.  There  is,  however,  great  talk 
about  the  new  .shades  of  tan  and  brown.  There  will 
be  the  usual  demand  for  florals  in  effects  suitable 
for  bedroom  use,  and  also  for  very  handsome  floral 
strappings  and  ornaments  for  use  on  the  drawing- 
room  papers  which  are  self-colored.  These  florals 
are  in  Pompadour  shades,  and  the  delicate  and  ef- 
fective color  schemes  remain  mo.stly  in  natural 
shades  of  the  flowers  represented.  Purple  has  been 
better  understood  and  used  these  la,st  few  years 
than  ever  before.  This  shade  will  be  featured  by 
high-class  houses  again  this  year. 

Black  has  appeared  in  many  of  the  newest  decor- 
ative schemes  for  interiors,  and  touches  of  black  in 
floral  borders  and  also  in  strappings  and  other  orna- 
ments will  undoubtedly  be  wanted  as  the  season 
opens.  At  present  only  the  'exclusive,  specialty 
shops  are  showing  these  effects,  but  there  is  little 


doubt  that  they  will  be  generally  asked  for  this  com- 
ing year. 

•  Effects  which  rc})r()diice  chintz  and  cretonne  pat- 
terns are  strong  as  ever.  It  is  expected  that  there 
will  be  even  more  than  usual  demand  for  the  wall- 
))aper  which  is  offered  with  a  matching  tissue  for 
bedrooms,  boudoirs  and  sitting-rooms.  As  a  result 
of  this,  Canadian  manufacturers  are  resolved  not  to 
be  behind,  and  they  will  show  a  handsome  line  of 
papers  with  tissues  to  match.  These  products  are 
now  to  be  had,  l)ut  there  will  be  a  really  large  and 
representative  ,sho\ving  when  next  season's  goods 
are  brought  forward. 

For  dining-rooms  there  has  been  a  good  demand 
for  the  tooled  or  Spanish  leather  effects.  These 
were  freely  sold  in  many  places  where  expen.sive 
papers  have  not  had  a  very  good  sale  in  the  past. 
The  reason  of  this  is  that  people  are  becoming  more 
and  more  educated  to  the  idea  of  putting  in  better 
goods  in  the  home  rather  than  more,  and  more 
often.  A  paper  such  as  as  this  greatly  outlasts  an 
ordinary  paper  and  is  in  itself  a  decoration  to  the 
wall,  relieving  the  hoiiseholder  from  the  obligation 
to  buy  pictures  whether  he  can  afford  them  good  or 
not. 

Filet  Lace  Curtaining 

Novelties  Shown  for  Spring  Selling  1912  —  Bor- 
dered Patterns  and  Handsome   Reproductions 
of  Verdure  Tapestry  —  Scrims  are  Strong. 

A  type  of  window  curtain  which  is  now  being 
prominently  shown  by  leading  houses  is  of  filet 
lace  or  net,  or  trimmed  with  this  fabric.  In  all  forms, 
the  filet  laces  are  having  an  enormous  vogue  for  the 
coming  Spring,  and  these  curtains  should  sell  especi- 
ally well  in  the  Spring  sales  of  housef  urnishings. 
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LINOLEUM 

For  Spring,  1912 

can  be  easily  and  quickly  settled  after  an  examination  of  our  NEW  RANGE 
OF  PATTERNS  for  Spring-,  as  we  have  placed  in  the  hands  of  the 
WHOLESALE  DR.Y  GOODS  TRADE  a  collection  of  designs  and 
colorings  surpassing  any  we  have  ever  before  produced. 

^  It  is  to  the  interest  of  every  dealer  in  Linoleums  and 
Oilcloths  to  inspect  our  range  before  placing  any  orders 
for  next  season,  and  we  believe  all  will  agree  with  us  that 

I     DESIGNS    1 
OUR  QUALITY  ARE    RIGHT 

I     PRICES    J 

Manufactured   by 

The  Dominion  Oil  Cloth  Co.^  Limited,  MontreaL 
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Some  beautiful  patterns  are  offered,  chiefly  in 
soft  weaves  which  both  wash  and  drape  well.  These 
include  the  Irish  adaptations  of  filet  motifs,  the 
squares  representing  figures  and  symbolic  or  her- 
aldic devices,  and  the  conventional  designs  as  well. 
Many  of  these  patterns  are  very  old  and  were  among 
the  earliest  productions  of  mediaeval  lace,  being 
used  for  church  decoration,  and  on  ecclesiastical 
robes.     The  purest  designs  emanate  from  Italy. 

A  pretty  curtain  net  to  retail  at  verv^  moderate 
prices  showed  two  distinctive  patterns,  the  lion  and 
the  mermaid.  Lions  rampant  and  couchant  are  seen 
in  these  patterns,  as  well  as  other  familiar  forms  of 
heraldry. 

A  beautiful  all-over  lace  curtain  material  was 
of  coarse  filet  with  designs  of  a  floral  type,  the  whole 
not  iinlike  the  hand-fade  guipure  on  fishnet  ground. 
The  richne&s  of  these  new  curtains  quite  surpasses 
all  that  has  been  shown  for  seasons  past. 

Metropolitan  trade  will  take  a  good  quantity  of 
the  new,  soft  nets  and  all-over  lace  effects  both  in 
white  and  ecru.  But  the  trade  throughout  the 
country  in  general  are  still  asking  for  scrims  in 
quantity  far  beyond  the  demand  on  all  other  lines. 
The  scrim  curtain  now  holds  the  place  formerly 
occupied  by  the  curtain  of  Nottingham  lace  of  happy 
memory.  There  is  little  doubt  but  that  the  scrim 
curtain  has  come  to  stay. 

Scrims  Universal  Sellers 

Scrim  has  been  steadily  gaining  on  other  lines, 
in  some  cases  completely  ousting  them.  While 
Madras  still  sells  well  in  many  places,  it  is  evi- 
dent that  scrims  are  practically  the  universal  window 
drapery  to-day. 

New  patterns  include  some  pretty  bordered  nov- 
elties and  really  handsome  reproductions  of  the  ver- 
dure tapestry  effects.  For  the  most  part,  however, 
the  tendency  is  towards  the  art  moderne  in  design 
and  towards  patterns  which  can  best  be  described  as 
distinctly  conventional.  The  Tudor  rose  has  been 
a  favorite  among  the  floral,  conventionalized  effects. 

There  has  been  a  tendency  all  round  to  introduce 
the  tiny  flower  in  Pompadour  design  and  coloring, 
and  this  has  made  itself  manifest  in  the  new  scrim 
patterns.  There  are  a  few  floral  effects  to  be  had 
in  this  dainty  design. 

Among  popular  lines  of  nets  which  will  sell  well 
this  year  are  the  modified  designs  in  Arab  style. 
These  are  now  of  smaller  pattern  than  formerly 
and  the  tints  are  also  somewhat  lighter,  though 
champagne  rather  than  cream  is  still  in  use.  Square 
motifs  and  filet  designs  generally  are  considered 
rather  the  be.st  sellers  out  of  the  lot. 

Madras  will  sell  well  this  season,  but  chiefly  in 
white  effects,  as  the  merchants  generally  complain 
that  the  sale  of  the  colored  Madra.sses  in  cheap  imita- 


tions has  spoilt  the  sale  of  this  line  in  the  regular 
way.  In  the  colored  Madrasses  which  appear  this 
season,  greens  and  tans  are  most  prominent. 

French  and  English  Tissues 

A  line  which  has  the  charm  of  novelty  and  at  the 
same  time  has  proved  itself  a  reliable  seller  con- 
sists of  the  new  linens  and  chintzes.  The  most  cost- 
ly of  these  ure  of  French  manufacture,  but  some 
very  handsome  numbers  are  shown  as  the  product  of 
English  manufacturers. 

Brilliant  floral  designs  appear  to  be  the  leading 
and  almost  the  only  patterns  of  the  new  linens  and 
chintzes,  also  cretonnes.  The  tapestries  mentioned 
above  were  about  the  only  exception  to  this.  The 
touch  of  black  is  now  more  pronounced  than  ever, 
and  is  noticeable  in  many  of  the  best  appearing  and 
highest  priced  numbers.  All  bright  floral  shades  are 
good,  with  special  emphasis  on  the  purples,  lilacs, 
rose  shades,  and  gold  tints,  and  combinations  of 
these.  Tissues  are  extremely  brilliant,  almost  too 
n^uch  so  to  the  eye  of  the  one  who  does  not  know 
that  in  this  very  brilliancy  lies  their  chief  recom- 
mendation from  the  style  point  of  view. 
*       *       * 

Cluny  lace  will  be  much  used  on  portieres  of  the 
various  materials  suitable  for  lace  combination  this 
season.  It  will  also  be  well  considered  for  window 
curtains  and  for  trimmings  wherever  lace  is  used  in 
interior  decoration. 


Tapestry  Widely  Popular 

Monochromes    and    Small    Patterns    in   Brocades 

—  Mohairs  Again    Used  —  Brilliant  Floral  Designs 

in  Linens   and    Chintzes. 

Upholsteries  present  the  greatest  degree  of  nov- 
elty of  any  line  of  house  furnishings  to  be  had  this 
year.  There  have  been  many  interesting  develop- 
ments in  the  season  which  is  just  over,  and  these 
are  reflected  in  the  orders  which  are  being  placed 
for  the  new  year. 

In  the  first  place,  it  is  hardly  necessary  to  say 
that  there  has  been  an  unprecedented  popularity 
with  the  tapestry  lines.  These  used  to  be  .shown  in 
woolen  goods  chiefly,  but  now  the  most  interesting 
of  the  tapestries  are  in  mixtures  and  many  in  linen 
surfaces.  The  weave  is,  of  course,  precisely  the 
same  as  in  the  case  of  the  real  tapestry.  The  way 
in  which  these  combined  yarns  are  made  to  re- 
semble the  ancient  tapestries  admired  by  all  is  quite 
wonderful.  There  have  been  this  year  several  of- 
ferings of  a  linen  faced  tapestry  in  verdure  design 
which  absolutely  defies  detection. 

The  advantage  in  the  use  of  fabrics  other  than 
wool  is  not,  as  might  at  first  be  thought,  so  much  in 
added  cheapness,  but  rather  in  durability  and  clean- 
liness.   Insects  do  not  attack  the  linen  fabric  as  they 
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New  Designs  in 
Carpet  and  House  Furnishing  Dept. 

for  Spring  1912 


Our  New  Importations  are  now  in  stock.     It  is  the  most 
comprehensive  showing  in  our  history. 


Early  Selections 


are  advisable.  Your  every  requirement  as  to  quality 
and  price  can  be  met  in  our  assortment. 

Squares  and  Carpets 

In  these  lines  our  stock  is  very  complete.  As  squares 
are  very  popular,  we  carry  all  qualities.  Wilton,  Ax- 
minster,  Brussels,  and  Tapestry,  also  Hemp,  are  carried 
by  the  roll. 


Some  Suggestions 


Oilcloths    and     Linoleums 
(all  widths  and  qualities.) 

Large  assortment  of  Mats. 

China   and   Japanese   Mat- 
tings. 


Nottingham,  Swiss,  and 
Tapestry  Curtains. 

Curtain  Nets  in  the  newest 
productions.  Madras  and 
Art  Muslins. 


Extensive    lines   of     Chenille   Curtains  and   Covers,  Cre- 
tonnes, Furniture  Coverings,  Pillows  and  Cushions. 


Examine  our  extensive  range  of  above  lines  and  compare  our  prices  before  buying. 


GREENSHIELDS    LIMITED 

MONTREAL  CANADA 
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do  that  which  is  made  of  wool.  Moreover,  dust  does 
not  collect  in  the  same  way  as  with  the  latter.  Then 
again,  the  mixture  fabrics  are  made  practically  sun- 
proof. Their  price  depends  largely  on  the  richness 
of  the  pattern,  and  is  aboiit  the  .same  as  tliat  of  the 
wool  tapestry.  In  every  case  they  can  easily  he 
cleaned  and  mav  also  be  washed  in  ca.se  of  need. 


IKk 


1^   ^- 


A    type    of   tapestry    now    selling    for    upholsteries    und    baugiiigs. 
Shown    by    Geo.    H.    Hees,   Son    &    Co.,    Toronto. 

The  goods  above  described  come  in  double  width 
this  year.  There  are  many  designs  .specially  suited 
to  portieres  and  hangings  as  well  as  to  upholstery 
purposes. 

Generally  speaking,  the  tapestries  which  may  be 
expected  to  sell  most  freely  are  the  Verdures  and  the 
Gobelins.  The  first  are  suited  to  practically  any 
sort  of  interior,  and  as  such,  in  popular  demand. 
The  second  line  is  one  which  is  considered  high 
styles  for  rooms  of  the  better  class,  and  is  much 
used  with  William  and  Mary  interiors  as  well  as 
with  the  Jacobin.  Besides  these  there  are  some  very 
handsome  tapestries  in  silk,  usually  int^ended  for  the 
Louis  drawing-room  or  boudoir.  These  are  in  a 
variety  of  designs  which  include  the  Watteau  shep- 
herds and  .shepherdesses  and  some  dainty  florals  of 
the  Pompadour  type. 

The  New  Brocades 

There  is  a  very  general  feeling  for  brocade  in  all 
forms  this  year,  and  it  may  be  expected  that  there 
will  be  more  than  usual  interest  in  the  new  lines 
of  brocades  for  upholstery  and  hangings.  The 
French  patterns  are  now  in,  and  many  dainty  novel- 
ties'  are  to  be  seen. 

This  year  these  is  a  decided  tendency  in  favor  of 
monochrome  effects.  There  are  also  smaller  pat- 
terns than  for  some  time  past.  In  French  silks 
there  were  seen  some  patterns  suggestive  of  the 
pseudo-classical  designs  of  the  later  Louis  and  also 
the  Adams  designs.     These  included  the  oval  medal- 


lion, the  wreath  and  the  floral  trail.  In  brocaded 
.silks  the  best  seller  has  been  green,  but  there  is  talk 
of  the  revival  of  rose  this  season.  It  will  be  remem- 
bered that  rose  is  especially  good  in  all  lines  of 
dress  goods  and  this  always  has  its  reaction  on  the 
decorative  fabrics. 

Return  of  Mohairs 

The  mohairs  which  people  had  come  to  regard  as 
a  thing  of  the  past  have  been  revived  this  season 
and  are  now  meeting  with  a  good  demand.  Shadow 
patterns  in  self-color  are  the  line  featured,  and 
sales  up  to  date  have  been  quite  beyond  expectations. 

According  to  the  demand  already  regi.ster&d,  the 
coming  season  .should  see  a  strong  revival  of  this  too 


r 
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Tapestry  Portieres 

We  are  manufacturers  of  an  excellent  range 
of  Tapestry  Curtains  and  Draperies  and  will  be 
pleased  to  send  samples  from  our  Spring  Line 
upon  request. 

WRITE    TO-DAY 

DOMINION  HAMMOCK  MFG.  CO. 

DUNNVILLE,  ONT. 


John  R.  Foster  &  Co.,  London  (Eng.) 

ESTABLISHED  50  YEARS. 

Manufacturers  and  Warehousemen  of 

Upholstery  Trimmings   and    Smallwares,    for 
Curtains,  Draperies  and  Furniture. 

Borders,  Edgings,  Fringes,  Gimps,  Cords,  Etc. 
Artistic    Embroidery. 
City  Warehouse:  44a  Gutter  Lane,  E.C. 

Factory  :   3-4  Winsley  St.  and   50-51   Castle  St.  East,  W. 
Cablegrams — Terfos,   London. 

Agent  for  Eastern  Canada  :   Mr.  Edgar  Fenton, 
713  Empire  Building,   Toronto. 
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A  Good  Resolution  for  1912 

"/  will  sell  GALE  BEDS.     They  are  the  kind 
that  give  satisfaction  !  " 


No.  3460. — Brass  Bedstead.     A  very  ornate  and  attractive  Bed.     One  of  our  many  designs. 

GALE  Beds  have  a  National  Reputation   for  strength  and  durability. 
They  are  well  made  by  expert  workmen  and  every  bed  is  carefully 
inspected  before  being  sent  out. 

When   you  buy  Gale  Beds   you   don't  get  cheap,  shoddy  goods — you 
get  the  very  best  that  can  be  produced. 

This  is  the  reason  for  the  expression  heard  from  dealers  who  handle 
Gale  Beds— "They  Give  Satisfaction." 

Gale    Beds    and    Couches    are    made    in   all    sizes   at  all    prices,   but 
Quality  is  never  sacrificed  for  Price. 

GEO.  GALE  &  SONS 

Manufacturers    of   Brass    and    Iron    Bedsteads;    Cuban    and    New   Dominion 
Springs;  Hair,  Superba  and  Mattresses  of  all  Kinds,  and  Pillows 

WATERVILLE,  P.Q. 

Branch  Warerooms:  TORONTO  MONTREAL  WINNIPEG 


Please  mention  The  Review  to  Advertisers  and  'Their  Travelers. 
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Resolve 


to  make  Wall  Paper 
an  issue  —  not  an 
incident,  in  your  1912 
business.  It  will  pay 
you  if  it  is 


Write  us.  Let  us 
place  the  great  1912 
line  before  you. 

Stauntons  Limited 

Wall  Paper  Manufacturers 
933  Yonge  St.     -     TORONTO 


long  neglected  line.  This  will  be  advantageous  to 
the  merchant,  as^'the  line  is  one  which  carries  with 
it  no  danger  of  loss,  owing  to  the  fact  that,  once  in, 
it  is  certain  to  remain  a  good  length  of  tiine.  and 
the  fabric  is  not  of  the  novelty  order  on  which  losses 
are  so  often  experienced. 

Another  advantage  of  the  new  mohairs  is  that 
they  are  both  extraordinarily  durable  and  present 
the  latest  shades  in  the  color  range,  and  also  they 
may  be  retailed  at  a  very  moderate  rate. 


Passing  of  the  Broom 

Vacuum  Cleaner  an  Essential  in  the  Well- 
Ordered,  Sanitary  Home  —  The  Merchant's 
Opportunity  —   Improvements    on    Machines 

Vacuum  cleaners  are  quickly  becoming  an  every 
(lay  necessity  in  homes,  places  of  business,  offices, 
lialls  and  public  conveyances.  In  fact  wherever 
people  congregate.  In  looking  forward  to  next  year's 
business,  merchants  must  recognize  the  growth  in 
favor  and  consequent  demand  prevailing  for  vacuum 
cleaners  because  of  their  practical  utility  and  also 
from  a  sanitary  point  of  view.  This  applies  forcefully 
to  home  furnishing  departments,  carpet  sections  and 
dry  goods  stores  generally. 

The  sentiment  of  "broom  and  dust  cap"  has 
'been  handed  down  from  mother  to  daughter  for 
past  generations  but  modern  housekeeping  methods 
are  quickly  superseding  this  idea.  Since  the  advent 
of  vacuum  cleaners  their  use  has  become  universal. 
They  are  recognized  as  belonging  to  regular  facili- 
ties. Instead  of  "  Friday  sweeping  day,"  modern 
housekeepers  have  set  "  Vacuum  cleaner "  days. 
This  is  but  one  of  many  home  facilities  housewives 
have  had  to  adopt  with  improved  home  comforts 
and  sanitary  inventions  of  the  past  few  years. 

In  business  offices,  churches  and  public  buildings 
results  are  just  the  same.  Many  business  men,  who 
pride  themselves  on  their  offices  and  the  established 
appearance,  which  fittings  and  furnishings  convey, 
were  always  at  a  loss  to  overcome  the  slovenly  con- 
dition of  their  rugs,  curtains  and  hangings  until 
every  day  use  of  vacuum  cleaners  made  it  possible 
for  them  to  overcome  this  trouble.  Caretakers  are 
instructed  to  use  their  machines  each  morning  with 
corresponding  results. 
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Latest  improvements  are  of  interest  to  merchants 
who  are  considering  handling  vacuum  cleaners  either 
for  home,  store  or  office  use  or  for  sale  as  a  line 
associated  with  furniture,  or  home  furnishings.  Sev- 
eral merchants  in  Canada  are  now  successfully  dem- 
onstrating and  selling  these  machines  and  advertise 
them  as  a  profitable  line.  Dry  goods  merchants  also 
rent  machines  and  all  business  for  this  department 
is  in  charge  of  the  upholstering  section,  such  as 
making  draperies,  home  decorating,  carpet  laying 
and  recovering  furniture.  It  is  very  seldom  that  a 
salesmen  does  not  sell  a  machine  after  one  demon- 
stration. 

Hand-gasoline  and  electric  cleaners  are  now  oper- 
ated very  cheaply — the  cost  of  supplying  an  electric 
driven  machine  being  about  2  cents  an  hour.  Ma- 
chines are  lighter  than  ever  and  working  parts  easily 
removed  or  adjusted  and  kept  in  perfect  working 
order.  The  suction  created  is  stronger  than  in  ma- 
chines yet  introduced  and  gear  is  noiseless  and 
very  powerful.  There  is  less  reason  for  clogging  as 
screws  and  nozzle  devices  have  been  completed 
whereby  every  corner  or  crevice  is  reached,  such  as 
cleaning  vmder  baseboards  or  gathering  small  par- 
ticles, crumbs,  threads,  cuttings,  etc.,  and  also  for 
furniture  and  upholstering. 


Machines  are  made  as  simple  as  possible,  are 
easily  handled  or  moved  and  there  is  practically 
nothing  to  get  out  of  order.  Even  a  child  can 
operate  a  hand  or  power  driven  machine,  and  if 
properly  used  they  last  a  lifetime.  In  an  electrical 
machine  all  that  is  necessary  is  to  attach  to  an  ordin- 
ary electric  socket,  by  means  of  electric  cord  pro- 
vided, and  turn  on  the  power. 

These  different  machines  are  now  made  so  that 
they  make  a  striking  display  within  any  department, 
not  only  at  house-cleaning  time,  but  all  the  year 
round.  Merchants  are  enabled  to  give  a  broad 
guarantee  fully  backed  by  manufacturers.  Any 
parts  becoming  defective  within  one  year  are  re- 
placed free  of  charge  and  department  heads  can 
demonstrate  as  well  the  actual  working  attributes 
of  the  machines  they  feature. 

It  is  all  a  matter  of  time  and  progress  and  as 
"time  stops  for  no  man,"  merchants  are  realizing 
that  in  the  march  of  progress  they  have  an  unlim- 
ited opportunity  in  reaping  the  benefit  of  the  de- 
mand for  improved  vacuum  cleaners.  Customers 
are  buying  machines  now  and  if  400  can  be  sold 
in  one  place  there  is  certainly  an  opening  for  that 
many  in  every  town  or  city  in  Canada.  It  is  up  to 
buyers  and  merchants  this  coming  Spring. 


DEARDEN- 

The  Name  that 
is  Synonymous 
with  Quilt  Value. 

Many  Dry  Goods  Men  do  not 
realize  how^  a  bed  quilt  can  'make' 
or  'mar'  a  room,  and  it  is  excep- 
tional to  find  a  merchant  making 
the  most  of  this  attractive  and 
profitable  line. 

Sell  'Dearden'  Quilts  !  Your 
Quilt  Department  is  capable  of 
large  and  profitable  expansion  if 
you  are  featuring  this  favorite  line. 

We  will  make  ,any  description 
of  Quilt  that  your  market  requires. 
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Buyers    Coming    to    Market 

Big  Bulk  of  Suit  Orders  Will  be  Placed   Dur- 
ing January  — Outlook  Very  Promising  —  The 
Salient    Style    Feature  of    the  Season 

SUITS  look  decidedly  promising,  though 
travelers  representing  the  manufacturers  who 
have  made  their  initial  trips  have  taken  com- 
paratively small  orders.  It  is  not  because  buyers  are 
not  interested  in  suits,  ])ut  because  they  intend  to 
look  more  closely  into  the  style  question,  and  to  see 
how  the  situation,  is  shaping.  The  expressed  inten- 
tion of  the  majority  of  buyers  is  to  place  tlieir  orders 
for  suits  when  they  come  to  market  on  or  about  Janu- 
ary 15th.  This  visiting  of  the  Canadian  buying 
centers  at  this  date  is  becoming  a  fixed  one,  and  each 
recurring  season  sees  the  buyers  down  in  greater 
numbers. 

As  Easter  comes  as  early  as  April  7th  this  year, 
the  early  showing  of  Spring  suits  )uust  take  place  in 
the  first  days  of  February,  which  is  not  going  to  give 
the  manufacturers  any  too  much  time  to  turn  out  the 
garments. 

■  La,*t  fall  it  was  the  coat  that  exhil)ited  the  novel 
and  attractive  touches  tliat  liold  the  attention  and 
made  for  successful  selling.  This  Spring  it  is  the 
suit  that  is  attractive  and  new,  and  designers  seem 
to  liaveput  special  strength  into  the  production  of  the 
Spring  line. 

Favored  Style  Tendencies. 

Fashion  tendencies  are  well-defined,  and  after  a 
thorough  study  of  the  models  shown  by  the  leading 
manufacturers,  The  Review  presents  the  following 
summary  of  the  leading  tendencies:  The  vexed 
question  of  coat  lengths    is    well    settled,  and  the 


Features  of  This  Department 

Authentic  style  and  market  news  relative  to 
Spring  lines.     Illustrations  of  good  selling  lines. 

Some  injusticas  of  the  confining  problem  discus- 
sed. 

The  alteration  question  couvsidered  in  relation  to 
the  buying-end. 

The  vogue  in  Paris  and  its  influence  upon  the 
approaching  season. 


Spring  suit  coat  lengths  are  to  be  26  and  24  inches. 
To  many  of  the  more  conservative  buyers,  the  shorter 
lengtli  will  (loul)tless  appeal,  but  the  2()-inch  will  be 
the  smarter  and  more  fashionable  length. 

Since  the  beginning  of  the  early  Fall,  trimmed 
suits  have  ])een  gradually  coming  into  a  stronger 
l)0.sition.  The  new  Spring  suit,  however,  is  not  too 
elaborately  trimmed,  but  has  refined  trimming 
touches  of  braid  or  silk.  Another  tendency  which 
increases  the  fancy  eff'ect  is  the  odd  shapijig  of  the 
seams,  and  the  use  of  lines  of  buttons  and  loops. 
This  trimming  is  very  much  used  on  skirts  to  give 
the  appearance  of  a  slash  that  has  been  left  unbvit- 
toned,  and  rows  of  buttons  and  loops  are  so  applied 
as  to  give  the  extremely  fashionable  one-sided  eff'ect. 

Models  made  of  striped  fabrics  have  the  trimmed 
effect  given  by  the  manipulation  of  the  stripes.  Thus, 
vertical  panels  and  bands  are  used  on  both  coats  and 
skirts.  Very  few  large  collars  are  seen,  and  the 
capacious  types  of  last  season  are  replaced  by  collars 
short  at  the  back  as  being  suitable  for  Spring  and 
Summer  wear.  Quite  a  lot  of  attention  is  paid  to 
the  back  of  the  coat,  and,  as  a  rule,  a  definite  trim- 
ming scheme  in  accord  with  the  design  is  adopted. 
Broadcloth  is  also  freely  used  to  give  the  double-faced 
eff'ect. 

Modified  Cutaway  Effects. 

Extreme  models  show  very  pronounced  cutaway 
efl^ects,  but,  as  a  rule,  this  feature  is  very  much  modi- 
fied. A.  very  usual  style,  and  one  that  is  particularly 
attractive,  is  for  the  cutaway  eff'ect  to  follow  the  lines 
of  the  skirt.  Thus,  when  the  skirt  has  a  rounded 
tunic  effect,  the  fronts  of  the  coat  are  rounded  to 
correspond,  and  when  the  .skirt  is  in  wrap-over  style, 
leaving  an  inverted  V  to  be  filled  in,  the  coat  corners 
are  cut  to  match. 
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Spring    Announcement 


1 
9 
1 
2 


A 


NEW  firm,  a  new  name    and    a    new 
;   line.  j 


We  have  opened  a  first-class  factory,  at 
the  address  below,  with  every  facility  to  turn 
out  a  range  of  goods  unexcelled;  in  fact,  un- 
equalled in  the  trade  to-day. 

OUR  SPECIALTY  : 

Misses/  Stouts'  and  Small 

Women's  Sizes  in 

SUITS  AND 

CLOAKS 

We  have  felt  the  demand  there  was  for 
out-of-the-ordmary  sizes  in  women's  garments 
and  have  determined  to  meet  this  demand  in  a 
worthy  manner.  titl^^*  » i^^'  ,i 

Our  Mr.  Bregman,  formerly  partner,  designer 
and  general  manager  of  Princess  Mfg.  Co.,  who 
has  had  years  of  experience  in  this  business,  per- 
sonally supervises  the  designing  and  make-up  of 
all  garments,  thus  guaranteeing  absolute  satisfac- 
tion in  every  instance. 

The  quality  of  "Patrician"  goods  is  the  best 
and  the  styles  are  strictly  up-to-the-mmute. 
Prices  are  moderate. 

Our  representatives  will  be  out  by  January 
1  5th  with  the  Spring  samples.  It  will  pay  you 
to  wait  for  this  new  line. 

When  in  Toronto  call  and  see  us.  We 
will  always  have  something  to  interest  you. 


Patrician  Cloak  &  Suit  Co. 

SAMUEL    BUILDING 

King  and  Spadina  TORONTO 
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Misses'  simple  tailored  dress  of  wliite  serge,  sliowiug  surplico 
effect  with  oue-sided  braid  and  button-trimmed  revere.  Tlie 
sleeves  are  full  length  and  set-in.  The  four-gored  skirt  has 
8titohed-in  panels  back  and  front,  with  a  slashed  effect  empha- 
sized by  three  buttons  on  the  front  panel.  Courtesy  of  the  Clayson 
Skirt   Co.,    Toronto. 


The  new  collar  finish  is  important,  as  it  is  limp 
and  soft.  It  can  be  made  without  detriment  to  the 
cut  of  the  collar  or  to  retention  of  shape.  The  cloth 
of  the  suit  is  only  used  as  an  under-face  when  it  is 
very  lightweight,  thin,  firm  silk  being  substituted. 
Revers  and  collars  are  of  satin,  faille,  corded  and 
novelty  silks  or  Shantung.  As  the  season  advances, 
it  is  very  probable  that  white  collars  will  be  seen,  and 
that  they  will  be  of  pique,  allover  and  heavy  lace 
and  detachable.  Heavy  laces  such  as  Venise  and 
Macrame  will  be  freely  u«ed  to  trim  collars  and  cuffs. 


Pepkim  effects  are  used  for  some  of  the  high- 
grade  models,  and  there  are  many  semi-belted  effects, 
the  belts,  as  a  rule,  appearing  at  the  back  and  in 
front. 

Buttons  as  Trimming  Feature. 

Buttons  are  a  decided  feature,  and  come  in  large 
bone,  pearl  and  metal  combinations,  generally  with 
a  rim  and  bomb  centre.  Large  bound  button-holes 
are  used,  and  loop  and  button  effects  are  freely 
applied. 

Serges  are  to  be  the  leading  fabric,  with  fancy 
worsteds  and  lightweight  tweeds  much  in  evidence. 
New  York  is  featuring  whipcords  and  Bedford.s,  and, 
doubtle,?s,  this  market  will  follow  this  lead. 

Few  Gores  in  Skirts. 

There  is  little  difference  between  the  styles  of 
suit  and  separate  skirts.  Both  are  cut  with  as  few 
gores  as  possible,  with  the  three-gored  skirt  most  in 
evidence,  and  with  wrap  over,  long  tunic  and  side 
effects  in  the  lead.  The  panel  at  the  back  is  retain- 
ed, but  it  is  stitched  in  under  a  wide  tuck.  Serges, 
mannish  worsteds,  tweeds  and  a  few  voiles  are  the 
leading  fabrics  for  separate  skirts.  Salesmen  have 
done  well  with  wash  skirts.  Reps,  poplins,  cotton 
suitings  and  linens  are  selling  in  white,  and  crash 
and  suitings  in  natural  and  tans.  Piques  are  the 
noveltv  fabric. 


Appreciates  Review's  Service 

In  the  dry  goods  business,  one  of  the  great 
dominating  factors  nowadays  is  style — not  only 
in  garments,  but  in  fabrics,  housefumishings 
and  practically  every  department  of  the  store. 
The  buyer  who  knows  prices  and  market  condi- 
tions, but  is  lacking  in  style  information,  will 
make   a   failure. 

From  the  first,  this  has  been  the  object  of 
The  Dry  Goods  Review's  work — to  give  to  the 
trade  the  information  it  must  have,  not  only 
on  market  conditions,  but  on  the  salient  features 
of  style  development  in  order  to  facilitate  in- 
telligent  buying. 

Recently  a  representative  of  that  paper  at- 
tended an  important  style  convention  in  Toledo. 
The  Review  was  the  only  Canadian  newspaper 
represented  and  its  report,  issued  in  supplement- 
ary form,  was  the  first  to  reach  the  Canadian 
trade.  This  service  was  appreciatcfl  by  de- 
signers, manufacturers  and  buyers.  McKay 
Bros.,  Owen  Sound,  referring  to  this  report, 
stated  in  a  recent  letter: — 

"We  wish  to  thank  you  for  your  advance 
report  of  the  new  Spring  styles  which  we  receiv- 
ed Dec.  1.  We  appreciate  this  very  much,  in- 
deed, as  it  is  a  great  help  to  us  in  buying  for 
next  season." 
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It's  the  something  different  that  does  it. 


The  New  Set-in 
Sleeve 


I 


T  is  a  commonplace  that  "ECLIPSE" 
invariably  feature  the  newest  and 
most  correct  sleeve. 


This  is  brought  out  in  a  striking  way 
in  the  new  spring  range  of  waists  in  the 
form  of  Set-in  sleeve. 

The  waists  for  1912  show  distinct  feat- 
ures from  other  seasons,  including  the 
deep  armhole,  low  shoulder  with  changed 
contour  of  shoulder  line,  self  lapel  and 
jabot  effect. 

We  carry  a  large  stock  of  tailored 
waists  at  various  prices  for  immediate 
delivery. 

Orders  receive  careful  attention. 
Travellers    now    out     with      real    new 
things. 

THE 

ECLIPSE  WHITEWEAR  CO 

LIMITED 
TORONTO,  ONTARIO 
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Dress  of  cotton  crepe  trimmed  with  bands 
of  agaric,  or  looped  Turkish  towelling.  The 
front  of  the  waist  shows  a  square  sailor  collar 
which  continues  over  the  shoulders  and  down 
the  back,  forming  a  pointed  basque  caught 
under  a  belt  of  green  leather.  Large  buttons, 
covered  to  match  the  belt,  close  the  dress 
in  front. 


Suit  of  latine,  showing  new  collar  effect — 
the  revers  being  of  the  cloth  and  the  collar 
of  another  material.  Military  trimming 
of  braid  and  buttons  trim  the  front  of  the 
cut-away  coat. 
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Novelty  net  waist  of  cluny  allover  with  gui- 
pure medallions  and  crochet  drops,  and 
featuring  set-in  sleeve.     To  retail  at  $4.00  each. 


The  Stamp 
of    Fashion 

is  attached  to  every 
waist  that  leaves  our 
show  rooms. 

There's  a  distinct  ex- 
clusiveness  of  style 
about  Ladies'  Wear 
Garments,  which  is 
lacking  in  the  ordinary 
run  of  waists. 

Our  aim  is  to  appeal  to 
the  better  class  of  trade 
who    demand    novelty. 

See  Salesmen   or 
write  us  for  sam'^les 


Ladies'   Wear,   Limited 


F.  P.  EVANS, 

President 


TORONTO 


W.  F.  GOFORTH, 

Vice-Pres. 


11: 
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Dress  of  strii>e<l  Koulard  with  border  effect.  Set-in  sleeve, 
kimono  style,  with  lace  under-sleeve.  Medium  blgh  w.aist  line 
with  tunic  effect.  Shown  by  courtesy  of  the  Engle  Whitewear 
Manufacturing   Co.,   St.   Hyacinthe,   Quebec. 


Dresses  to  be  Leading  Line 

Simple  Tailored  Models  are  Strongly  Featured 
—  Smart  Street  Gowns  in  Serges,  Panamas  and 
Bradford  Mixtures  —  Good  Season  in  Prospect 

The  manufacturers  of  ladies'  dresses  have  put  out 
a  wonderful  line  for  Spring;  a  line  so  varied  and  so 
rich  in  novelty  that  it  plainly  indicates  the  position 
dresses  will  take  in  the  coming  season.  Stores  will 
surely  have  to  devote  more  space  to  the  carrying  of 
this  line,  for  women  can  now  buy  ready-to-put-on 
dresses  for   almost    every    occasion.      Wonderfully 


cheap  and  smart  cotton  house  dresses  well-cut  and 
well-made  of  chambray,  print,  percale  or  gingham 
are  finding  a  ready  sale,  not  just  for  Spring  only,  but 
all  the  year  round.  This  trade  has  been  built  up  in 
a  season  or  so  all  because  the  dresses  are  becoming 
and  practical,  and  cost  very  much  less  than  if  the 
material  was  bought  and  the  dressmaker  was  hired 
in  by  the  day. 

Lingerie  models  are  beginning  the  season,  and 
both  very  cheap  and  high-priced  models  have  been 
ordered  out  for  the  January  sales.  Popular-priced 
models  are  developed  in  lawn  and  Valenciennes  lace, 
but  the  better  grade  models  are  of  allover  and  deep 
burnt-out  embroidery  flouncings.  Quite  a  new  model 
had  the  waist  and  tunic  of  allover,  with  the  skirt 
under  the  tunic  finished  with  narrow  lace  ruffles  of 
Valenciennes  lace.  The  tunic  and  the  fichu  was 
edged  with  a  narrow  cotton  fringe,  and  the  joining 
of  the  waist  and  skirt  was  under  a  lace  insertion. 
White  rows  of  Val.  lace  filled  in  the  "V"  at  the  neck. 

One-sided  Effects. 

Simple  tailored  models  fastened  over  at  the  left 
side  under  a  row  of  buttons  are  the  accepted  style  in 
all  materials.  Very  much  use  is  made  of  one-sided 
effects  both  at  the  front  and  back.  Though  the  waist 
line  is  raised,  it  is  lower  than  last  season,  and  the 
simple  waist  is  joined  on  to  the  plain  skirt  by  a  piping 
or  under  a  belt. 


Fashion  Tendency  in  Dress. 

Dresses — An  excellent  season  is  indicated. 
Lingeries  opening  the  season.  Simple,  popular- 
priced  models  are  of  lawn,  trimmed  with 
Valenciennes  lace.  High-priced  models  are  of  all- 
over  embroidery,  voile  and  crepe  and  deep  em- 
broidery flouncings  trimmed  with  heavy  laces, 
shadow  laces  and  fringes. 

Simple  tailored  models  lead  in  linens,  cotton 
suitings,  piques,  serges,  silks,  satins  and  foulards 
for  Spring  wear.  These  models  have  the  left 
sided  closing  in  front  with  wide  revers  and  one- 
sided effects.  The  waist  outlines  the  figure,  and 
the  ^A  set-in  sleeve  leads.  There  is  a  tendency 
towards  fichu  Bertha  finishes.  Narrow  turned- 
back  collars  of  silk,  satin  or  lace  are  used,  and  an 
entirely  new  feature  is  the  pleated  full  of  lace  or 
net. 

The  raised  waistline  is  still  a  leading  feature 
with  the  skirt  piped  on  to  the  waist  or  the  join 
hidden  under  a  belt.  The  skirts  are  two-piece 
and  three-piece  models  with  stitched  panel  back, 
wrap-over  and  tunic  effects  trimmed  with  lines  of 
buttons  and  loops,  braids  and  fringes. 

Lingerie  waists  have  the  set-in  %  sleeve; 
tailored  models  show  the  long  sleeve.  Laces  in 
Cluny,  Irish,  Maltese  and  shadow  form  the  new 
trimmings,  and  a  new  feature  is  the  use  of  net 
for  vest  and  trimming  effects. 

Cotton  fringes  used  on  lingeries  is  a  new  fea- 
ture. Veiled  effects  are  still  in  favor,  but  nets 
and  allover  laces  are  taking  the  place  of  chiffon. 
Waists  of  fancy  silk  are  strongly  indicated  for 
the  coming  Spring. 
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ALLEN'S  BRAND 


Ot-k 


MAM   IV  CAIUOA 


QUALITY  VALUE  STYLE 


Our  lines  comprise  Ladies', 
Misses'  and  Children's  Muslin 
Underwear,  Shirtwaists, 
Blouses,  Dresses,  Dressing 
Jackets    and    Bathing     Suits. 


Fine  Swiss  Lawn,  Swiss 
Embroidery,  Torchon  Lace 
and  Insertion. 


Swiss  Embroidery,  Back  and 
Front  trimmed  with  Maltese 
Insertion. 


A  large  variety  of  additional 
designs  and  styles  for  Spring 
1912  will  be  ready  for  your 
inspection  early  in  January. 
Write  for  samples  if  you 
cannot    wait     for     Traveler. 


Electros  of    styles   advertised 
sent  free    to    our   customers. 


No.  2541 

Linenette  Shirtwaist,  small 
and  large  tucks,  soft  collar 
and  cuffs,  boxed  separately. 


No.  2572 

Persian  Lawn,  fine  tucki. 
Trimmed  double  edge  Swiss 
Embroidery,  Graduated 
side  Jabot  of  fine  Swiss 
Embroidery , 


Allen  Manufacturing  Company 


105  Simcoe  Street, 


LIMITED 


TORONTO 
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Dress    of    fine  lawn,    elaborately    embroidered    and    trimmed    with 

natural  liuen  lace  and  fine  tucking.     Courtesy  The 

Star  Whitewear  Mfg.  Co.,  Berlin,  Ont. 


The  skirts  are  as  severe  as  the  waists,  and  are  cut 
with  two,  three  and  four  gores,  and  show  tunic  and 
panel  effects  often  produced  where  the  material  is 
striped  by  an  horizontal  and  vertical  arrangement 
of  the  fabric. 

Various  Neck  Finishes. 

Collars  are  not  so  large  as  last  season,  and  often 
the  front  of  the  collar  is  in  one-sided  effect.  Neck 
finishes  are  various,  and  many  are  coUarless.  Little 
Victorian  collars  are  used  overlaid  with  one  of  lace, 
and  the  turn-back  cuffs  match.  Lace  cannot  be  said 
to  be  lavishly  used,  but  touches  of  lace  appear  on  the 
majority  of  the  dresses  no  matter  what  the  fabric. 
No  trimming  is  used  at  all  lavishly,  with  the  possible 
exception  of  buttons.  Fringe  is  also  used  on  both 
cotton  and  other  fabric  dresses  to  edge  tunics,  sleeves 
and  fichus. 


Crepes  are  high  style,  and  cotton  crepe  is  being 
introduced  in  New  York ;  but,  as  yet,  in  Canada,  has 
only  appeared  in  the  blouse  line.  Sheer  cotton  voile 
is  a  fabric  that  is  expected  to  be  popular,  both  in  white 
and  in  pastel  and  fancy  colors,  and  often  made  up 
over  a  silk  slip  in  matching  or  contrasting  colors. 

Fair  orders  are  being  placed  for  serges  and 
Panamas  for  street  wear,  and  Bradford  mixtures  of 
wood  silk  and  cotton  or  wool  are  taking  a  high  place 
in  the  dress  trade.  These  mixtures  come  in  stripes 
and  in  fancy  checks  in  white  and  in  black  and  white. 
They  are  practically  uncrushable,  and  will  shed  dust 
and  dirt  and  promise  to  give  good  wear. 

Silk  and  Cotton  Fabrics  Used. 

Soft  satins,  such  as  duchesse  and  paillette,  and 
satin  finished  fancy  silks,  as  well  as  striped  taffetas, 
glace  and  plain  taffetas,  foulards,  striped  tamolines 
and  wash  silks  are  all  selling.  Cotton  fabrics  form  a 
long  list,  for  besides  voils  and  crepes,  there  are  radium 
foulards,  mercerized  printed  batistes  in  soft  finishes, 
and  piques,  cords,  welts,  suitings  and  linens  in  heavy 
goods.  As  the  season  advances  there  promises  to  be 
a  decided  movement  in  favor  of  smart  little  tailored 
dresses  in  these  heavy  cottons. 

For  present  selling,  velvet  dresses  are  being 
shown.  These  dresses  follow  the  general  style  tenden- 
cies, and  show  tunic  effects  edged  mth  fringe  one- 
sided reveres  and  lace  yokes  and  trimming  touches. 


Fashion  Tendency  in  Suits,  Coats  and  Skirts. 

The  low  closing  one-sided  effects,  trimmed 
backs,  and  cutaway  fronts  are  new  features  that 
are  very  prominent. 

Suits,  skirts  and  separate  skirts  follow  the 
same  lines,  and  are  cut  with  one,  two  and  three 
gores.  New  features  are  wide  front  gores, 
wrapped  over  one-sided  effects  and  simulated 
tunics,  with  lines  of  buttons  and  loops,  braids  and 
fringes  the  accepted  trimming.  Later  models 
show  the  raised  waist  line  with  the  inside  band, 
and  either  the  stitched-in  panel  or  a  wide  tuck 
marking  the  back. 

Materials — Serges,  tweeds,  mannish  worsteds, 
Panamas,  with  Bedford  cords  and  whipcords  as 
the  novelties. 

Coats — Loose,  straight-cut  models  suitable  for 
wraps  and  auto  wear.  The  sleeves  are  set  into 
a  wide  armhole,  and  are  cut  loose  and  straight, 
and  widen  considerably  at  the  cuff,  which  has  a 
turned  back  finish  in  mannish  effect.  The  closing 
is  low  and  well  over  to  the  left  side,  and  the 
collars  are  short  at  the  back  with  big  revers. 
Ribbed  silks,  fancy  silks  and  striped  silks  form 
the  facings. 

The  materials  are  serges,  tweeds  and  striped 
worsteds,  with  large  buttons  in  bone  galalith, 
pearl,  crystal  and  fancy  metals  much  used.  There 
are  later  indications  for  fancy  cutaway  effects  in 
cutaway  %  length  models  in  double  faced  satins, 
silks  and  white  serges. 
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Style  No.  17 

Dark  Grey  Broadcloth  Suit, 
clouded  finish ;  collar  and 
cuffs  trimmed  with  plain 
light  grey  Broadcloth;  coat 
Silk  Taffeta  lined;  new  plain 
tailored  skirt;  high  waist, 
one-sided  effect. 


Toln>IMTO 


Stvlk  No.    17. 
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Style  No.  860 

Black  Velvet  Dress;  yoke 
and  cuffs  of  Allover  Lace ; 
has  new  set-in  Kimona 
Sleeve;  trimmed  with  Black 
Messaline   Silk  and  Fringe. 


(@Ti£fe) 


SrVLE    No.  8bj. 
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Style  No.  6 

Fine  Panama  Cloth  Suit 
with  raised  seams;  has  two 
tone  Cord  Silk  Trimming  on 
collar  and  cuffs,  and  Braid 
strapping;  8  gored  skirt, 
panel  back  and  front. 


Style  No.  6. 


78 
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Style  No.  1203 

Child's  Panama  Cloth  Dress; 
one-piece  style  with  set-in 
Kimona  Sleeve;  Peisian 
Silk  Band  trimmed ;  box 
pleated  Pannel  Skirt;  comes 
in  Cardinal,  Navy,  Brown 
and  Black. 


Style   ijo^^,. 
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Advance  Vienna  model  of  navy  serge,  the 
two-frored  skirt  having  pleads  let  in  at  each 
side  and  three-tier  tunic  effect  of  stitched 
bands  of  the  cloth.  The  coat  has  a  stitched 
on  basque  or  pepluiu,  into  which  the  back 
is  slightly  fulled.  The  sleeves  have  the 
wide  cuff  and  are  three-quarter  length,  and 
the  neck  finish  is  of  folded  black  satin. 


Suit  of  checked  woolen  material  in  black 
and  white.  The  four-gored  skirt  has  a 
ro\inded  tunic  effect,  matching  the  fronts 
of  the  coat,  and  both  the  coat  and  skirt  are 
trimmed  with  a  wide  soft  silk  braid.  The 
inlaid  collar  o  fancy  silk  is  edged  with  the 
braid,  and  hraid  and  crochet  buttons  trim 
the  three-q\iarter  wide-cut  sleeve. 


Advance  Vienna  model  of  striped  woolen 
material,  the  three-gored  skirt  haviner  side 
panel  and  bands  of  the  cloth  used  in  hori- 
zontal fashion.  Vertical  and  horizontal 
panels  compose  the  coat,  and  other  new 
features  are  the  rounded  fronts  and  limp 
collar  of  ribbed  silk  and  black  satin. 
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Pine   eiiiliioidered    waists,   lined    tliruughout   with   Jap.   silk,   fancy 

net    yoke,    excellent   valne    aiul   style.      Shown    by 

Emeness    Co.,    Ltd.,    Toronto. 

Lingerie  Waists  Favored 

Laces  Taking    Place  of    Embroideries  —  Net  Used 

W^ith  Lawn  and  Lace  -  Buttons  an  Important 

Feature  —  Fancy  Silk  Waists. 

Waiists  have  sold  extra  well  all  through  the 
Fall  season  and  very  much  better  than  they  have 
done  for  a  considerable  number  of  seasons  back. 
Therefore,  the  logical  conclusion  is  that  as  waists 
always  sell  better  in  the  Spring  than  in  the  Fall,  the 
season  just  opening  will  be  a  l)etter  one  in  the  waist 
business  than  iisual.  Buyers  certainly  have  shown 
great  interest  in  the  Spring  line  and  the  manufac- 
turers have  been  busy  since  the  first  showings  were 
made  on  the  road. 

Lingerie  waists  will  \m  strongly  featured  at  the 
January  sales,  and  much  special  merchandise  has 
been  prepared  for  this  event.  Though  set-in  and 
even  long  sleeve  models  will  be  shown,  the  major- 
ity of  the  waists  on  j^ale  will  be  of  the  kimona  variety. 
This  is  because  merchants  feel  that  this  model  will 
sell  and  that  as  models  showing  the  new  sleeve  can- 
not be  obtained  in  quantity,  it  is  wise  to  push  the 
old  model  and  have  the  new  one  on  hand  to  mark 
the  opening  of  the  Spring  .selling. 

The  fact  that  kiiuonas  will  sell  does  not  mean 
that  there  is  any  change  in  the  style  situation,  for 
from  the  style  point  cf  view,  the  set-in  model  is  the 
right  sleeve  and  is  the  one  that  will  sell,  particularly 
in  the  large  centres.     There  is  no  doubt,  however, 


that  kimona  effect  will  be  taken  for  some  time  yet 
in  certain  districtJ^  that  have  not  had,  as  yet,  one 
season's  clear  run. 

Buyers  who  are  ])laciiig  orders  for  the  new  set-in 
sleeve  should  be  cta-eful  that  the  models  they  buy  are 
cut  wide  enough  in  the  arinlu)le,  for  if  this  is  not  the 
case  the  waist  will  iu)t  set  nor  lit  right,  nor  will  it  be 
comfortable  to  wear.  The  nuijority  of  the  .sleeves 
promise  to  be  tliree-(iuarter  length  and  the  tendency 
is  for  fuller  triinmings  as  a  finish  as  the  season  ad- 
vances. Tailored  waists  have  the  full  length  sleeve 
and  some  extreme  trimmed  models  have  the  long  or 
the  seven-eighth  sleeve. 

IIkavv  and  LiciHT  Laces  Used. 

Laces  are  taking  the  place  of  embroideries, 
though  embroidery  is  used  to  some  extent.  As  a  rule, 
the  eml)roidery  is  in  the  form  of  a  motif  or 
front  that  can  be  used  in  connection  with  lace  trim- 
mings. The  very  latest  effect  is  the  surplice  front, 
and  (Miiliroidered  bands  with  or  without  .'^calloped 
edges  are  specially  made  for  this  effect.  Eyelet  laoe 
or  burnt-out  and  padded  French  hand  embroidered 
sprays  are  all  used.  Laces  are  both  heavy  and  light, 
tlie  new  sliadow  laces  being  the  leading  novelty  in 
light  laces  Cluny  is  holding  its  own.  l)ut  imitation 
Irish.  Veiiise  and  duche.'^se  are  all  in  evidence, 
P^'ench  filet  ])romises  to  be  used  later.  Fine  Valen- 
ciennes and  Maltese  laces  are  also  used. 

Net  Trimminc. 


.\    new   featun 


111 


liic    production    of    lino-erie 


waists  i-  tbe  use  of  net  in  conjunction  with  lawn  and 


New  waist  of  laoe  and  embroidery  in  cross-over  effect  and 
torining  short  basque  at  the  sides  which  end  under  a  pleated 
postillion    of  the  embroidery   at   the   back. 
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Two  Selections  From  Our  Spring  Ran^e 


STYLE  -054.-$10.5() 
Cream  Serge  Dress,  ex- 
cellent quality,  neatly 
corded  in  self  color  and 
piped  with  black  satin, 
fine  tucked  net  yoke. 
This  dress  can  be  had  in 
navy  and  black  also. 


STYLE  7063.-$ll.50 
Chiffon  Dress,  lined 
throughout  with  heavy 
jap  silk,  and  trimmed  with 
wide  "Plauen"  insertion, 
sherring  on  skirt  and 
waist,  rosette  of  chiffon. 
Can  be  had  in  any  shade. 


Would  be  pleased  to 
send  sample  card  with 
colorings  of  chiffon  to 
those  desiring  same. 


The  Undeniable  Advantages  of  House  Buying 

A  visit  to  our  show  rooms  will   prove  an   investment  worth  while. 

New  styles  are  constantly  being  produced,  and  excellent  conditions 
for  inspecting  the  range  are  at  your  disposal. 

Special  values  can  be  picked  up  when  you're  in  the  city. 

Think  over  these  advantages  of  house-buying  and  accept  our  standing 
invitation  to  look  us  up  when  you  are  in  town. 


PHONE   ADELAIDE    1397 

DARLING   BUILDING,  96104  SPADINA  AVENUE, 


TORONTO 
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Dressy  tailored  suit  of  striped  woollen  material.  The  cutaway 
coat  is  edged  with  a  band  trimming  of  the  same  and  a  similar 
band  simulates  a  tunic  effect  on  the  skirt.  The  revers  are  of  the 
striped  fabric,  and  the  collar  of  fancy  silli.  The  back  shows  the 
fashionable  one-sided  effect  on  both  skirt  and  coat.  Courtesy  of 
the  Ontario   Cloak   Co.,   Toronto. 


lace.  The  net  used  matches  the  ground  of  the  shadow 
laces  and  is  termed  "aero"  net.  A  very  smart  waist 
in  surplice  style  had  the  V  at  the  neck  filled  in  with 
this  net  and  the  sleeves  were  trimmed  with  bands  of 
the  net  separated  by  very  scant  ruffles  of  shadow  lace. 

Though  many  lingerie  models  are  elaborately 
trimmed,  the  trimming  is  kept  flat  and  does  not 
break  with  the  outline.  Very  many  models  are  what 
may  be  termed  demi-tailored — that  is,  they  have  the 
simple  effect  of  tailored  waists  and  yet  carry  a  good 
deal  of  trimming. 

Though  there  seems  to  be  a  feeling  against  side 
frills  at  the  present  moment,  designers  express  confi- 


dence in  them  later  when  the  waist  can  be  worn 
without  a  coat.  Side  frills  have  had  a  big  run  on 
the  other  side  and  should  duplicate  that  run  in  Can- 
ada, and  the  run  is  all  the  more  likely  to  come  be- 
cause models  that  can  be  easily  laundered  are  being 
prepared.  An  extremely  pretty  idea  is  a  pleated 
ruffle  of  lace  easily  detachable  and  caught  down  the 
cer.ier  by  a  row  of  tinted  [learl  liuttons.  The  Inittons 
in  this  case  were  pale  violet  but  any  color,  of 
course,  could  be  used. 

Cotton  fringes  are  to  be  much  used  and  buttons 
play  an  important  part  this  year,  with  tiny  pearl 
and  crochet  in  ball,  oval  and  round  shapes,  but  newer 
still  are  the  crystal  buttons  that  form  a  wonderfully 
smart  and  pretty  finish  to  some  of  the  latest  lingerie 
models.  These  buttons  are  used  on  models  that 
recall  the  1860  CJaribaldi  so  much  worn  at  that  date. 
The  waist  buttons  up  the  front  and  has  a  round  col- 
lar of  dotted  muslin  simply  edged  with  heavy  lace. 
Models  of  this  class  are  often  edged  with  heavy  lace. 

Waists  of  Voile  and  Crepe. 

Fine  sheer  voile  is  very  mvich  favored  for  the 
summer  lingerie,  and  every  line  of  waists  seen  shows 
models  of  this  fabric,  both  in  tailored,  demi-tailored 
and  in  trimmed  models.  Newer  than  voile,  but  per- 
haps not  so  extensively  used,  comes  sheer  cotton 
crepe.  Very  handsome  waists  are  developed  from 
this  fabric  trimmed  either  with  Cluny  or  Iri.sh  cro- 
chet lace.  One  point  in  favor  of  this  fabric  is  that 
it  requires  no  ironing,  just  a  vigorous  shake  is  suf- 
ficient. 

Plain-tailored  waists  are  developed  in  soft  piques, 
both  plain  and  with  stamped  designs  and  light 
weight  vestings,  linens  and  linen  finished  fabrics. 
For  the  most  part,  these  waists  have  soft  turned- 
down  collars  and  cuffs  to  match,  though  some  are 
finished  with  the  regulation  stiff  collar. 

Popular  priced  lingeries  follow  the  general  ten- 
dencies exhibited  by  the  better  lines,  but  are  devel- 
oped in  Swiss  embroideries  and  the  cheaper  Valen- 
ciennes. 

Though  many  high  necks  are  seen  the  greater 
number  of  the  newer  models  show  the  collarless 
effect.  Many  have  a  square  yoke  of  lace  or  embroid- 
ery and  the  .surplice  waist*  show  the  let-in  V  cut 
straight  across  the  top. 

Fine  nets  are  taking  the  place  of  chiffons,  an-d 
handsome  net  and  lace  waists  both  in  white,  cream, 
ecru,  and  to  a  less  extent  in  black,  are  selling  freely. 
Not  only  are  nets  selling  but  there  is  a  revival  in  all- 
over  lace  waists  headed  by  linen  Cluny  and  it  looks 
as  though  the  new  filets  would  be  extensively  used 
for  waist  purposes. 

Makers  of  high-class  blouses  are  putting  out  ex- 
tensive lines  of  fancy  silk  waists  for  the  coming 
season,  and  the  outlook  is  for  good  business  for 
waists  of  this  kind. 
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Garments/  .  \  Suits 

Styles  of 
Distinct  Type 


"Cultuie'  garments  are  made  to  give  lasting 
satisfaction,  at  a  price  not  exorbitant  and  yet  sufficient 
to^ensure  honest  quality  and  workmanship. 

The  first  in  quaHty,  first  in  style,  first  in  workman- 
ship.    Eeady  for  Spring  showing. 

WOMEN'S  AND  MISSES' 
SUITS,  COATS  AND  DRESSES 

are  touched  with  that  style  distinction  that  has  made 
this  well-known  make  the  most  popular  line  on  the 
market  to-day  with  people  of  refinement. 

'  Culture"  suits  and  coats  appeal  to  the  passer-by 
at  first  sight  and  closer  inspection  invariably  brings 
quick  sales. 

For  real  live  selling,  see  our  range  for  Spring. 


The  Ontario  Cloak  Co.,  Limited 
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Coats    Loose,    Straight    Cut 

Serges,  Worsteds  and  Tweeds  Featured —  Nat- 
ural Shantung,  Satin,   Lace,   Linen,  Pique  and 
Allover  Used  for  Collar  Facings. 


Manufacturers  are  now  ready  with  an  exten- 
sive line  of  coats  for  the  coming  season.  Tliough 
there  is  some  talk  of  shorter  models,  only  one  or  two 
are  shown,  and  it  would  seem  as  through  the  full 
length  models  would  still  dominate  for  the  connni; 
season,  though  later  and  in  dressier  effects,  some 
three-quarter  length  models  may  appear. 

The  general  line  of  coats,  though  smart,  are 
really  utility  models  that  are  developed  in  serges, 
mannish  worsteds  and  tweeds.  Many  of  these  coats 
are  evidently  intended  for  wrap  coats  and  for  auto- 


m()l)ile  wear  for,   though  very  smart,  they  are  evi- 
dently liuilt  with  an  eye  to  use  and  wear. 

Straight  line  effects  rule  and  the  new  coats  are 
loose  and  roomy  and  still  the  new  models  preserve 
the  fashioiiahle  narrow  skirt.  The  sleeves  are  roomy 
and  set  into  wide  cut  armholes,  and  though  in  man- 
nish effect  and  finished  with  a  turn-back  cuff,  show 
a  tendency  to  flare.  The  new  collars  are  short  at  the 
back  but  widen  out  into  wide  revers  and  plain  cord- 
ed and  striped  silks,  natural  Shantung  and  satin  are 
among  the  favored  facings.  Lace  is  used  on  some 
models  ;nid  there  are  also  linen,  pique  and  allover 
collars  in  course  of  preparation.  Touches  of  braid 
are  freely  used  and  buttons  ionn  no  inconsiderable 
trinnning  item.  The  buttons  used  are  large  and 
very  attractive.  They  are  of  bone,  galalith,  crystal 
and  fancy   metals.     Large  bomb  effects  with  a  con- 


On  the  left  is  a  suit  of  black 
and  while  whipcord.  The 
jacket  lias  joined  basque  and 
tliree-quaiter  sleeves,  wide 
at  the  cutf  ;  and  collar,  cutis 
and  pocket  are  of  Delft  blue 
cloth,  and  the  buttons  aie 
blue,  with  black  rims. 


Centre  model  is  a  smart  suit 
of  striped  woolen  material 
in  dark  and  light  grey,  with 
band  trimmings  of  grey  cloth 
in  reversible  effect. 


The  third  suit  is  of  deep  tan 
serge,  with  four-gored  skirt 
showing  double  tunic  effect. 
The  cut-away  coal  opens 
over  a  vest  of  pique  and  the 
collar  is  of  lace  and  pique. 
Pearl  buttons. 
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Snapshots    at    Longchamps 


Siiiij)le  tailoied  princess  dress  of  black  velvet,  bulti)ned 
from  neck  to  lieiii.  with  a  line  of  ermine  as  the  finish 
for  a  jabot  of  lace  down  both  waist  aud  skirt.  Note  the 
long  tight  sleeve  pointed  over  the  hand  and  finished 
with  a  band  of  ei  nune,  also  the  narrow  turn-down  col- 
lar that  finishes  the  neck.  This  was  one  of  the  most 
sti-iking  costumes  worn. 


Figure  on  the  right  wears  a  simple  tailoied  dress 
of  black  velvet  with  ermine  muff  and  scarf,  and 
the  hat  is  one  of  the  new  draped  models,  with 
fantasie  plumes  of  straight  ostiich. 

The  other  is  a  suit  of  plush,  with  i)lain  skirt,  bor- 
dered with  a  band  of  fox  fur  and  simple  straight 
line  coat,  with  set-in  bell  sleeve  edged  with  the 
same.  The  velvet  hat  is  one  of  the  new  Beef- 
eater or  Henry  VIII.  models,  trimmed  with  a 
handsotne  ospi'ey  moimt. 


186 


R  K  A  D  Y  -  T  ()  -  W  E  A  K     ( ;  A  R  M  E  N  T  S 


Dry   Gouds  Review 


St 


ar 


Here's  Where  The 
Children   Come   In 


for  a  lion's  share  of  our  big 
factory's  output.  We  cater 
to  the  Httle  ones'  needs  in  a 
way  most  satisfactory  to  our 
patrons.  This  line  is  often 
neglected  in  stores,  but  like 
ready-to-wear  garments  for 
grown-ups, 

CHILDREN'S    DRESSES 

are  fast  becoming  a  popular 
demand  and  every  year  sees 
our  output  increase  material- 
ly over  the  last. 

For  Spring,  1912,  we  have 
made  special  arrangements 
to  meet  every  wanf.  Our 
line  shows  the  most  complete 
range  that  could  be  desired. 

Our  prices  are  very  modest 
consistent  with  good  value 

Our  representative  will 
call. 


The    Star   Whitewear 

Berlin 
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Spring  Thoughts  In 
Women's  Dresses 


LACE!  LACE!!  LACE!!! 
Fashion  says,  "Lace  for  trim- 
mings in  Lingerie  dresses 
this  Spring."  Laces  from 
Nottingham,  Laces  from 
Calais,  Laces  from  Plauen,  in 
Vals.,  Torchons  or  Barmen, 
all  find  their  place  in  our  new 
range  for  spring. 

This  range  is  especially 
designed  to  appeal  to  such  as 
wish  to  dress  becomingly  and 
modestly  and  at  the  same  time 
in  accordance  with  the  latest 
decrees  of  fashion.  Our  styles, 
while  perfectly  in  keeping 
with  the  latest  developments, 
still  retain  that  air  of  refine- 
ment that  characterizes 
Canadian  Ladies.  The  dealer 
who  handles  this  line  will  find 
it  of  decided  benefit  to  him  in 
increased  sales. 

Our  travellers  will  show 
this  range  to  you.  You  can- 
not afford  to  buy  until  you 
have  seen  our  line. 


Manufacturing    Co.    Limited 

Ontario 
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STYLE  5827  is  a  fancy  bor- 
dered Tokio  Silk,  made  with 
one-sided  effect  and  finished 
with  yoke  of  lace  and  gilt 
buttons.  The  colors  are  Silver- 
grey,  Tan  and  Navy,  and  price 
$6.50. 


The  Old  Firm 


HELENA  COSTUME 

COMPANY 
NOW  SPECIALIZE 

DRESSES 

We  have  become  an  old-established 
firm  in  the  manufacture  of  shirt  waists 
and  skirts  and  now  we  branch  out  into 
the  dress  business,  with  a  complete 
line  worthy  of   the   Helena   reputation. 

Every  style  we  are  showing  in  our 
Spring  range  is  exceptionally  smart  and 
extraordinarily  good  value. 

Whether  you  buy  or  whether  you 
only  look,  don't  fail  to  see  the  big  lead 
we  have  on  the  trade  this  Spring  in  the 
new  line  we  are  introducing. 

Hold  your  order  until  you  see  the 
Helena  traveller. 


HELENA     COSTUME 


LONDON 
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With   a  NcAV  Line 

NOTE  THESE  SPRING 

SAMPLES 


Picked  at  random  from 
our  extensive  showing  of 
women's  dresses,  now 
ready  to  be  presented  to 
the  trade  for  approval. 

Send  for  samples  of 
these  lines  and  wait  for 
the  full  range  before  plac- 
ing your  Spring  order. 


STYLE  5804  is  an  English  all  Wool 
Panama  made  in  tailored  style,  with 
high  waist  line,  set-in  kimona  sleeves 
and  finished  with  lace  collar  and  silk 
bow.  The  colors  are  Black,  Navy, 
Green,  Cardinal,  Grey  and  White. 
Price  $3.75. 

STYLE  5815  is  a  Wool  Taffeta,  in 
colors  of  Alice  Blue,  Silver  Grey, 
Champagne  and  Reseda.  This  is  made 
in  tunic  ef?ect,  set-in  kimona  sleeves, 
fancy  silk  braiding,  with  yoke  and 
cuffs  of  net,  and  finished  with  silk 
cord  girdle.     Price  $8.50. 


COMPANY 

CANADA 


Limited 
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trusting  rim  are    most  seen  and    some   buttons  are 
square  as  well  as  round  or  oval. 

Many  belted  effects  are  seen  and  the  low  side  clos- 
ing is  very  much  in  evidence,  while  one  of  the  new- 
est touches  is  the  rounding  of  fronts. 


lAttractive  Juvenile  Lines 

Manufacturers  Giving  Increased  Attention  to  This 

Department! — [Salient    Style   Features    for    Spring 

—  Price-cutting  Reported  on  Some  Lines. 

Designing  for  the  younger  generation  is  a  separ- 
ate field,  and  requires  the  same  degree  of  special  ex- 
perience and  attention  that  is  given  to  the  costuming 
of  their  elders.  Now  that  this  point  has  been  fully 
realized,  and  children's  clothes  have  been  specialized 
upon,  the  industry  has  grown  in  a  few  short  years 
to  enormous  proportions.  Moreover,  it  is  exhibiting 
a  tendency  towards  further  sub-division,  and  manu- 
facturers who  are  prepared  to  confine  their  energies 
to  just  one  branch  of  the  children's  business  are  en- 
tering the  field.  This  applies  more  particularly  to 
misses'  garments,  that  is,  to  the  garments  intended 
for  young  girls  in  their  'teens. 

Though  the  styles  fashionable  for  their  elders 
are  drawn  on  to  a  great  extent,  there  is  a  difference 
in  line  and  effects,  as  girls  of  this  age  require  that 
the  garments  they  wear  should  emphasize  their 
youthfulness;  not  give  them  the  appearance  of  being 
older  than  they  are.  Manufacturers  are  becoming 
alive  to  this  difference,  and  are  putting  their  strength 
into  the  production  of  this  new  line. 

Merchants  who  have  found  children's  garments 
a  profitable  investment,  would  do  well  to  investigate 
the  selling  properties  of  misses'  wear.  Those  mer- 
chants who  have  put  in  the  new  line  are  finding  that, 
provided  styles  are  up  to  the  minute,  and  cut  and 
:fit  right,  that  it  is  easy  to  get  just  as  good  prices  for 
misses'  garments  as  for  those  ladies  wear. 

An  Attractive  Line. 

A  specially  good  line  selling  in  the  larger  cities 
and  towns  are  smart  separate  skirts  of  navy  serge, 
imannish  worsteds  and  lightweight  tweeds.  These 
skirts  show  the  tunic  and  one-sided  effects,  and  the 
few  gores  that  rule  in  women's  lines,  but  have  more 
pleats  to  give  fullness  cunningly  arranged  so  as  not 
to  interfere  with  the  straight  line  effect.  A  few  models 
show  the  raised  waistline  with  the  belt  inside,  but  the 
majority  have  a  stitched  belt  of  the  goods  added,  as 
a  finish.  These  skirts  sell  chiefly  to  the  young  girls 
who  are  employed  in  office  work  and  are,  as  a  rule, 
worn  vn\\\  a  tailored  or  lingerie  waist. 

Navy  serge  is  decidedly  the  most  favored  fabric 
for  misi5es'  suits,  though  manv  models  are  .shown  in 


Suit  of  reversible  French  lircKulrloth,  plain  on  one  side  and 
striped  on  the  other.  The  collar  facings,  the  cuff  trimmings  and 
the  filling-in  of  the  slashed  effect  in  the  coat,  as  well  as  the 
simulated  underskirt,  are  of  the  striped  reverse.  Courtesy  of  the 
M.   Pullan   iSr  Sons,   Toronto. 


mannish  worsteds  and  tweeds.  Straight-line  effects 
are  highly  favored,  as  this  shape  of  coat  is  particular- 
ly flattering  to  immature  figures.  The  fronts  of  the 
coat  are  only  slightly  cut  away,  and  the  fancy  touch 
that  forms  such  a  strong  feature  in  Spring  styles  is 
added  by  the  use  of  fancy  silk  collar  facings  and 
touches  of  novelty  braid. 

The  increasing  favor  in  which  belted  models  are 
held  is  shown  in  the  production  of  semi-Norfolk 
styles  in  tweeds  for  the  very  best  trade,  the  belt  being 
of  patent  leather.  Skirts  are  two  and  three-gore,  and 
show  wrap-over  and  tunic  effects  with  stitched-in 
panel  baicks. 
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Pullan  Garments 
for  Spring 

The  most  complete  range  we  have  ever  pro- 
duced is  now  ready  and  on  its  way  over  the 
entire  Dominion  to  be  presented  to  the  merch- 
ants of  Canada  to  be  judged  as  to  their  respec- 
tive value— to  be  compared  with  other  lines  that 
may  have  been  presented  before. 

We  have  great  faith  in  our  Spring  1912  line 
and  believe  that  it  will  meet  with  favor  every- 
where as  in  previous  years.  For  fit,  style, 
quality  and  workmanship,  the  "  Pullan  Garment" 
cannot  be  excelled. 

We  wish  to  thank  our  many  patrons  through- 
out the  country  for  their  past  favors,  and  hope 
that  we  may  be  permitted  to  serve  them  again 
in  the  New  Year. 


See  the  "  Pullan"  line  before  you  decide, 
pay  you  from  every  standpoint. 


It  will 


Smart  Spring  Suits,  $10.00  to  $27.50 
Tailored  and  Novelty  Coats,  $7.50  to  $25.00 
Tailored   Skirts,  $3.00  to  $10.50 

Assorted  Open  Orders  carefully  selected  from  newest  styles 

M.  Pullan  &  Sons, 

Cor.  BAY  and  WELLINGTON.  TORONTO 
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HIS  question,  if  put  to  any  of  your  customers, 
might  arouse  some  show  of  indignation  and 
rightly    so    too. 

In  these  days,  nine  out  of  ten  of  the  people  who 
do  shopping  are  in  the  know  when  it  comes  to 
telling   value  of   goods. 

There  can  be  no  better  way  of  giving  satisfac- 
tion  to   your   customers   than   showing   them 

"Wilson  Waldman"  Values 
in  Costumes 

for  Spring.  This  line  comprises  the  greatest 
variety  of  styles  as  well  as  honest  values — 
values  that  are  readily  seen  by  the  casual  ob- 
server, as  well  as  by  the  woman  who  inspects 
a   garment  carefully    before  purchasing. 

Our  representative  will  call  soon.  If  they  do 
not  reach  you  in  time,  kindly  let  us  know  and 
we  will   send    samples   prepaid. 


Wilson,    Waldman 

161  SPADINA  AVENUE, 
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Know  Value? 


TYLE  may  overshadow  values  on  first  sight, 
but  upon  careful  examination  the  truth  comes 
out.  In  the  Wilson,  Waldman  line  the  values 
are  the  highest  and  yet  they  are  backed  up  by 
the   most  correct  and   latest   style   thoughts. 

"Where  you  get  these  two  elements  you  have  a 
stone   wall    which    will    hold    your  trade. 

Style  Abounds  in  the 
W.  &  W.  Line 

We  are  ever  in  league  with  the  style  artists  in 
the  fashion  centres  to  such  an  extent  that  the 
moment  a  style  is  formed  we  learn  of  it  and 
our   range   mirrors  it   in  an   incredibly  short  time. 

For  Style,  Quality  and  Price,  try  the  W.  &  W. 
Line. 


Costume     Company 

TORONTO,  CANADA. 
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Gown  of  black  ciepc  dc  ihiiir  with  a  Uchu  edged  witli  a  deep 
silk  fringe  opening  over  a  vest  of  net  witli  a  narrow  side  frill 
of  pleated  lace.  The  %  sleeves  are  edged  witli  a  rnftle  of  the 
crepe  finished  with  a  row  of  fringe.  A  wider  ruffle  simulates  a 
long  tunic,  and  ruffles  also  edge  the  skirt  and  define  the  waist. 
Shown    by    Ladies'    Novelty   Co.,    Toronto. 


Bordered  .  Serges. 

Serge  is  also  high  A\\v  for  tlie  plain  tailored 
dresses  that  niaiiufacturers  are  .showing  .so  freely. 
Very  attractive  models  are  made  of  bordered  serges, 
the  border  consisting  of  a  grou])  of  line  stripes  in 
contrasting  color.  Thus,  light  l)lue  or  white  stripes 
will  be  seen  on  navy,  and  white  on  cardinal  and 
black.  This  bordered  serge  is  fashioned  into  smart 
sailor  dresses  with  the  1)order  used  around  the  collar 
and  the  skirt.  A  neat  little  plain-tailored  street  dress 
developed  in  this  bordered  serge  emphasises  the 
vogue  of  the  one-sided  trimming  effect.     A  revere, 


edged  with  the  striped  border  from  the  waist  up,  was 
finished  under  a  slanting  fold  decorated  with  velvet 
buttons  in  groups  of  three.  The  three-piece  .skirt  was 
wrapped  over  in  front  in  diagonal  line  and  a  long 
revere  matching  the  one  on  the  wai.st  formed  the  only 
trimming  on  the  skirt. 

With  wdiite  in  strong  vogue,  a  big  sale  is  indicat- 
ed in  misses'  lingeries  in  voile,  allover  embroidery 
and  in  lace  and  embroidery  and  lace-trimmed  Swi.ss 
muslins,  lawns  and  batistes. 

Smart  little  tailored  dresses  made  from  cords, 
rep,  poplins,  cotton  suitings  and  linens  promise  to 
have  a  big  late  Spring  and  Summer  vogiie.  These 
dresses  are  very  plain  and  seA^ere,  and  feature,  as  a 
rule,  the  one-sided  effect,  and  have  one-sided  revers 
and  large  collars  of  white  linen  or  lawn,  .simply  fin- 
i.shed  wdth  a  row  of  hemstitching. 

Aggravation  of  Price-cutting. 

As  often  is  the  case  when  any  one  line  comes  to 
the  front  and  competition  becomes  keen,  complaint 
is  heard  of  price-cutting  carried  beyond  legitimate 
bounds  in  order  to  obtain  business,  and  it  is  specially 
aggravating  when  good  selling  numbers  are  dupli- 
cated away  below  the  actual  price  of  production. 
This  is  an  evil  that  both  the  manufacturer  and  the 
retail  trade  has  from  time  to  time  to  contend  with, 
and  for  which  there  seems  to  be  no  adequate  remedy. 

Time,  however,  works  its  own  cure,  and  the  only 
safe  policy  seems  to  be  to  attemd  strictly  to  the  pro- 
duction of  good  selling  styles,  at  good  profit-giving 
values,  and  in  no  case  to  1)e  drawn  into  a  retaliatory 
campaign.  Selling  under  cost  cannot  be  practised 
indefinitely,  and  the  man  with  the  right  goods,  at  the 
right  time,  and  at  the  right  values,  wins  out  in  the 
end. 

Novelty  in  Rompers. 

Something  very  like  this  has  happened  to  rom- 
pers, and  the  retail  trade  has  suffered,  but  buyers 
.should  remember  that  there  is  more  meaning  in  the 
word  ''cheap"  than  in  "low-priced."  Women  who 
buy  rompers  want  a  fabric  that  will  look  well,  and 
one  that  will  wash  and  wear. 

A  novelty  in  rompers  is  in  two  pieces,  consisting 
of  the  bloomers  and  the  little  belted  waist,  which  are 
ingeniously  buttoned  together  under  a  stayed  covered 
band.  The  advantage  is  obvious,  as  extra  bloomers 
can  be  bought,  and  the  ordinary  child  can  be  de- 
pended upon  to  wear  out  two  pairs  of  bloomers  to 
one  waist.  These  rompers  come  in  good  quality 
chambrays  and  small  patterned  prints  suitable  for 
.small  children's  wear,  and  buyers  would  do  well  to 
stock  the  extra  bloomers.  Indeed,  it  would  need 
little  salemaiTship  to  make  the  sale  of  an  extra  pair  to 
each  customer. 
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Princess  Garments 

are  distinctly  classy,  and  it  is  this  classy,  stylish  appearance 
that  has  popularized  these  garments  with  the  women  of 
Canada  who  are  particular  in  their  dress. 

Seldom  do  we  find  any  of  the  "PRINCESS" 

COATS    and    SUITS 


hanging  fire  on  our    hands,    and  we   have  yet   to  be  informed 
of  stickers  that  we  have  sold  merchants. 

"PRINCESS"  Garments  are   made    to    give  quick  sale. 

They    are    striking,  not    loud,  in   style,    they    are   neat,  well 

made     and    in     every    detail  appeal    to    the    purse    of  the 
average  woman. 

Should  our  representative  fail  to  call  on  you  as  early 
as  you  wish,  drop  a  card  to  us  and  we  will  give  you 
prompt    attention. 


The  Princess  Manufacturing  Co. 

Limited 
TORONTO,  :  :  ONTARIO 
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Tailored  suit  of  navy  serge.  The  straight-line  cutaway  coat 
has  the  low  side  closing,  fastened  with  fancy  braid  frogs.  The 
largo  revers  are  of  serge  and  the  new  style  collar  Is  of  Rajah 
silk,  edged  with  green  piping.  The  sleeves  are  of  the  three- 
quarter  style.  The  skirt  is  in  one-sided  effect,  with  high  girdle. 
Courtesy   Patrician   Cloak  &   Suit  Co.,  Toronto. 


Fine  Values  For  White  Sales 

Makers  Specializing  in    Garments    to    Sell    at 
Popular  Prices  —  Hand-Embroidered  Lingerie. 

Extra  preparations  have  been  made  for  the  Janu- 
ary whitewear  scales,  though,  to  a  certain  extent,  the 
term  "sale"  as  appUed  to  the  big  January  event  is 

i  somewhat  misleading.    January  sales  are  not,  as  the 

'  name  would  imply,  big  clearing  events,  but  they  are 
the  showing  of  new  garments  that  have  been  pro- 

;  duced  in  the  factories  with  a  special  view  to  their 

'  selling  at  the  January  sale. 


This  does  not  mean  that  si^ecial  prices  and  l:)ig 
values  are  absent,  for  most  of  the  manufacturers  give 
leaders,  and,  as  well,  there  are  makers  who  specialize 
on  garments  to  sell  at  popular  prices.  These  firms, 
by  close  attention,  produce  garments  that  can  be  sold 
at  a  profit  and  the  cut,  workmanship  and  materials 
are  such  that  they  will  add  to  the  reputation  of  the 
department. 

The  most  decided  iio\'elty  shown  this  year  is  tho 
new  hand-embroidered  lingerie.  The  embroidery  is 
done  on  hand  machines,  and  is  an  almost  identical 
copy  of  the  French  convent  work,  the  imitation  going 
so  far  ih;Some  cases  that  French  grey  thread  is  u.sed 
to  give  it  the  handled  appearance  of  hand  work.  As 
the  garments  are  cut  from  Canadian  patterns  the  fit 
is  such  as  the  Canadian  woman  has  been  accustomed 
to  having.  The  materials  are  sheer,  and,  though  de- 
signed with  the  utmost  simplicity,  the  designs  arc 
charming  and  pretty,  the  whole  effect  being  that  of 
the  high-priced  imported  French  hand-made  lingerie. 
The  edges  are  scalloped  and  the  neck  is  finished  with 
worked  holes  through  which  rose  or  blue  baby  ribbon 
is  run.  Though  made  by  machine,  such  is  the  per- 
fection of  the  workmanship  that  it  is  just  as  dainty 
as  the  hand-sewn  seams.  The  chemises  are  embroid- 
ered in  front  in  fine  sprays  often  with  a  touch  of  the 
popular  eyelet  work,  and  the  neck  and  the  arm-holes 
scalloped.  Drawers  are  finished  with  an  embroidered 
frill,  and  the  night-gowns  are  in  slip-over  style  with 
the  fronts  embroidered,  and  the  neck  and  angel 
sleeves  finished  with  scalloped  edges. 

Princes.^  slips  and  combinations  promise  to  have 
a  big  sale.  Night  dresses  come  in  varied  dainty  slip- 
over designs,  and  with  square  and  rounded  necks, 
and  there  will  be  splendid  values  offering  in  all  lines, 
particularly  in  drawers,  corset  covers  and  skirts. 


What  Montreal   is   Showing 

Lawns,  Batistes  and  Many  Sheer  Fabrics  Used 
for  Coming  Season  —  Outside  Coats  in  Wash- 
able Piques    and   Linens. 

Montreal,  Dec.  29,  1911. 

For  children's  wear.  Spring  samples  show 
extensive  lines  of  dresses;  these  are  shown  in  white 
as  well  as  in  a  large  variety  of  patterns  and  combin- 
ations of  coloi-s.  In  ginghams,  chambrays,  linens, 
muslins  and  other  wash  fabrics,  dainty  and  appro- 
priate checksi,  stripes  and  plaids  of  every  descrip- 
tion and  make-up,  are  among  the  Spring  samples. 

As  a  rule,  the  staple  checks  and  stripes  in  the 
fine  ginghams  and  chambrays  are  the  better  num- 
bers for  the  average  trade.  Little  trimming  is 
shown.  A  belt  effect  with  gathered  skirt,  is  one  of 
the  favorite  productions.     Wash  braids  are  used  on 
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DO  YOU  NEGLECT  THE    "  LITTLE 
ONES'  "  DEPARTMENT  ? 

There  are  merchants  who,  it  i.s  re- 
(^.I'ettable  to  say,  do  not  realize  the  value 
of  a  children's  dress  department,  or 
rather,  they  are  afraid  of  it.  Have  yon 
ever  tried  displaying  a  full  range  of 
cliildren's  dresse.s — dresses  for  the  in- 
fant or  for  the  girl  just  merging  into 
womanhood?  If  you  have  not,  you  are 
making  a  mistake  which  has  been  made 
by  many  a  merchant  in  the  past,  but 
wliich  is  now  dying  out. 

Think  what  it  means  to  you — your 
competitor  .?hows  a  beautiful  range  of 
children's  dressas ;  he  interests  mothers ; 
they  buy ;  he  gets  his  profit ;  they  know 
where  to  come  next  time,  not  only  for 
the  children,  but  they  get  the  habit  of 
coming  for  their  own  clothes — more 
bigger  sales  for  your  opposition.  You 
in  the  meantime  have  lost  a  customer 
and  perhaps  scores.     Think  this  over. 

We  are  exclusive  makers  of  chil- 
dren's dres.ses  and  are  the  leaders  in 
this  line.  Our  Spring  range  is  com- 
plete. Let  us  .show  you  our  .samples, 
for  we  can  interest  you. 


Home  &  Watts,   Ltd, 

19   Duncan  Street 
TORONTO 
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Dress  of  Chicliinette,  triininerl  with  messaline,  two-toned  lace 
and  fringe.  The  waist  has  Bertha  of  lace  and  fringe.  Sliirt  is 
high  waist  line  made  in  one-sided  tunic  effect  and  edged  with 
fringe.     Courtesy   Helena   Costume   Co.,   London,   Ont. 


some  of  the  attractive  garments;  buttons  and  laces 
are  also  used  in  moderation.  Pearl  buttons  in  plain 
and  fancy  lines,  are  used  to  particularly  good  effect. 

As  the  coming  season  will  l)e  a  record  one  in 
white  goods,  the  demand  for  white  dresses  for  the 
little  ones,  will,  it  is  expected,  meet  with  a  demand 
equal  to  that  in  the  ladies'  department.  Lawns, 
batistes,  and  many  other  sheer  fabrics  are  used  ex- 
tensively. Trimmings  of  lace,  embroidery  and  ma- 
chine work  in  various  designs  will  be  popular.  In 
looking  over  the  entire  lot  of  samples,  one  is  im- 


pressed with  the  idea  of  dainty  designs  in  the  popu- 
lar-priced lines,  as  well  as  in  the  better  numbers. 
While  many  of  the  better  numbers  of  children's 
dresses  are  shown  in  all  white,  many  of  the  novelty 
as  well  as  the  favored  numbers  are  being  shown 
with  touches  of  color.  Sashes  and  bows  of  ribbon 
are  introduced  to  particularly  good  advantage  in 
many  of  the  novel  lines. 

Black  and  white  checked  materials  are  well 
adapted  to  dresses  of  this  sort. 

As  cords  are  giving  good  promises  of  being  the 
proper  material  for  Spring  wear,  many  are  used  in 
the  children's  lines.  Piques,  reps  and  other  medium 
weight  materials  are  used  for  these  dresses. 

During  the  past  year,  the  business  done  in  this 
department  was  very  encouraging.  With  this  ex- 
perience combined  with  the  new  and  improved  lines 
that  are  on  the  market  for  the  coming  season's  trade, 
an  optimistic  view  is  apparent  throughout  the  coun- 
try. Although  the  merchants  are  careful  about  pur- 
chasing large  orders  of  this  line  of  merchandise,  and 
consequently  first  orders  are  not  as  large  as  they 
might  otherwise  be,  it  is  thought  that  as  the  season 
advances,  this  department  will  receive  special  atten- 
tion. 

Outside  coats  are  shown  in  washable  piques, 
linens,  etc.  On  these  coats,  belts  are  much  in  evi- 
dence. Lace  collars  and  cuffs  are  well  thought  of. 
Checks,  stripes  and  various  mixtures  are  sliown 
made  up  in  Spring  coats. 


Suggestion  Proved  Profitable 

Here  is  an  instance,  related  by  a  salesman,  in 
which  it  paid  to  suggest  something  else  when  a  cus- 
tomer asked  for  goods  that  were  not  in  stock:  The 
other  day  a  lady  entered  the  store  looking  for  silk 
fringe,  and  we  did  not  have  any.  She  had  tried 
almost  every  store  in  town,  and  was  unable  to  get  it. 
I  suggested  that  we  had  buttons  that  were  being  used 
for  trimming,  so  showed  her  what  we  had.  She  took 
a  fancy  to  one  particular  line,  so  I  asked  how  many 
she  required.  She  said  that  she  would  need  about 
two  dozen,  so  I  counted  the  buttons  and  found  that 
there  were  two  and  a  half  dozen,  so  told  her  that  I 
would  give  her  the  two  and  a  half  dozen  for  the 
price  of  the  two  dozen.  She  talked  to  a  lady  friend 
of  hers,  who  was  along  with  her,  and  she  advised 
her  to  take  them.  So  she  said  she  would  take  the 
buttons,  and  I  enquired  if  there  was  anything  else. 
I  finally  succeeded  in  selling  her  trimming,  interlin- 
ing, etc.,  for  two  dresses,  whereas,  had  she  not  been 
shown  the  buttons  someone  else  would  have  had  the 
sale.  It  was  a  small  sale,  but  still,  I  think  it  paid 
to  suggest  the  buttons,  for  most  likely  she  will  return 
when  in  need  of  goods  the  next  time. 
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DRESSES 

For  Spring 

are  more  beautiful  than  ever.  The  range  consists 
of  the  cream  of  our  designers'  best  efforts  with  the 
enthusiastic  support  of  our  efficient  staff  of  operators 
and  finishers. 

The  leading  styles  of  the  day  are  imaged  in 
every  garment  in  our  Spring  showing,  from  the 
lowest  prices  to  the  highest. 


No.  066. 
Organdie— Colors.  Black  and 
White.    Navy    and   White. 
Cadet  and  White. 
Summer  Dress. 


Let  us  send  a  few  samples 
for  your  approval 


The  illustrated  models  are  taken  from  our 
new  line  and  give  a  small  idea  of  the  stamp  of 
garments  we  are  prepared  to  show. 

Don't  wait  for  our  representative  to  call. 
Let  us  send  you  a  few  samples  entirely  on  your 
approval.  Give  the  Jf/^  /j  ^irie  of  dresses 
a  trial  this  Spring  yi/Jyf^^Jyjyy^-y,  ^^^d  you  will 
be     satisfied      that   J^,_x  -r^  what  we  say  is 

DROP    US    A    CARD   TO-DAY. 


Representatives:     Western  Ontario. 

L.  L   Rawson 


"Western  Canada. 

W.  A.  McArthur 


Eastern  Ontario. 

F.  E.  Rosser 


McKay  Bros.,  Limited 

Makers  of  High  Grade  Petticoats,  Dresses,  etc. 

182  Spadina  Avenue,  ::  Toronto 


No,  071. 
Loom  Gold  Satin— Colors,  Black, 
Navy,  and  Copenhagen. 


i'h'UHe   mention   The  Preview  to   Advcrti-sert;  and   Their   Ti'ni'rltrs. 


Great  Remedy  to  Alterations  is  in  Buying 

Buyers  in  Large  Departments  Give  Their  Experiences  —  Canadian  Trade 
Requires  Short  Waists,  Asserts  One  —  An  Inch  or  More  Off  Length  of 
Waist  Assures  More  Perfect  Fit  —  Domestic  Made  Garments  Give  Satisfaction 


THE  alteration  problem  is  receiving  consider- 
able attention  at  tbe  present  time.  The  large 
city  stores  kee])  many  hands  busy  on  this 
work.  There  are  those  who  hold  that  it  is 
not  right  to  charge  extra  for  alterations;  for  a  cus- 
tomer should  ()l)taiii  a  perfect-fitting  garment  or 
suit  at  the  same  price  as  the  person  who  goes  and 
purchases  without  having  any  alterations  made. 
AVhen  a  man  purchases  a  suit  from  a  tailor  he  pays 
for  a  perfect  fit.  If  the  suit  does  not  fit  at  first  it 
is  made  to  tit  without  any  extra  charge. 

In  an  interview  with  a  buyer  in  a  large  depart- 
ment, The  Review  received  much  valuable  informa- 
tion. This  buyer  states  that  although  he  is  doing 
a  larger  business  in  the  ready-to-wear  department 
than  in  former  years;  the  alteration  hands  have  been 
greatly  reduced  in  number. 

He  thinks  the  only  remedy  to  reduce  the  number 
of  alterations  is  to  employ  competent  buyers,  as  the 
buying  is  of  great  importance  in  all  ready-to-wear 
garments.  It  takes  a  man  about  two  years  to  be- 
come accustomed  to  the  requirements  of  a  certain 
locality.  After  that,  he  can  buy  garments  that  come 
very  near  the  requirements  of  the  store's  customers. 

But,  generally  after  the  first  two  years  the  buyer 
leaves  for  new  fields  to  conquer,  and  the  new  buyer 
comes,  and  the  same  state  of  affairs  is  experienced. 
Goods  are  bought  that  do  not  fill  the  requirements 
of  the  trade.  Consequently  a  lot  of  alterations  fol- 
low. 

This  buyer  states:  "I  used  to  buy  suits  from  32  to 
42  or  larger,  and  let  the  skirts  come  any  length  the 
mamifacturers  wished  to  send  them.  But  I  don't  do 
that  now. 

Alteration  Problem. 

"Take  for  instance,  the  size  36  jacket.  The  skirt 
usually  comes  41  inches  in  length.  Now  in  most  of 
cases  this  is  too  long.  1  most  always  buy  the  skirt 
38  to  39  inches  long  for  a  36-inch  jacket.  These 
lengths  sell  in  ten  cases,  while  we  have  one  that 
requires  longer  length. 

"The  Canadian  trade  requires  short  waists.  With 
the  waist  correct,  the  alterations  are  practically  nil. 
Of  course,  in  different  localities  the  styles  required 
juust  be  different  also.  The  style  which  would  fit  the 
people  of  a  Canadian  city  would  not  fit  the  people 
of  an  American  city.  Consequently,  this  is  where 
the  trouble  comes  in  selecting  buyers.  A  buyer  that 
is  used  to  the  wants  and  requirements  of  one  place 
is  at  sea  in  a  new  locality. 

"Summing  everything  up,  we  find  the  great  rem- 
edy  is  in    the   buying.      If  retail   merchants  make 


themselves  acquainted  with  the  trade  conditions  of 
their  localities,  use  very  careful  judgment  in  select- 
ing their  .stock,  in  regard  to  the  sizes  especially,  they 
will  find  that  trade  will  increase  and  alterations  will 
in  most  cases  greatly  decrease. 

"If  you  would  be  successful,  please  the  public 
Don't  charge  for  alterations.  You  should  have  gar- 
ments to  suit  your  customers,  that  is  why  they  come 
into  your  store.  They  are  willing  to  pay  well  for 
something  that  suits ;  and  if  pleased  with  your  goods 
and  manner  in  which  you  treat  them,  you  will  see 
them  again  at  some  future  date.  A  dissatisfied  cus- 
tomer seldom  returns  if  there  is  another  store  in 
town." 

Another  buyer   in    a   ready-to-wear   department 
states  that  he  finds  the  numbers  of  necessary  altera- 

Alteration  Tag 

Nam* ., 

Addpas* 

SaJM  Ho... 

PMd _.    .- ,  

Obars* 

O.O.D 

Dau 

Wh*n  WBDUd 

Ooat  of  AIMpatlon 

MMk 

Buat 


Alteration    tag  used   by   the    R«ady- 

to-wear  department,  John  Murphy 
Co.,  Montreal.  This  ticket,  ton- 
tainine   every   detail,  is   attached  to 

v'ndcrapm  *'^*    garment    to   be    altered,   and  on 

L«iiEtii  or  Back ''s  return  to  the  department  is  sent 

AOPOBS  Baok hy  the    manager  to    the    office. 

Aoro*H  Front 

Sloev* .". 

WaUC 

Ulpa 

Front ^. 

Rl«ht  SIdo 

i.*n  Sid* 


Back. 


tions  in  his  department  growing  less  every  year.  The 
total  alterations  this  year  are  about  seventy-five  per 
cent,  as  compared  with  former  years.  This  is  large- 
ly due  to  the  fact  that  Canadian  manufacturers  are 
turning  out  better  fitting  garments. 

The  main  ])oint  to  be  considered,  is  the  waist 
line.  In  former  years  the  waist  was  made  too  long, 
thus  making  alterations  necessary  in  many  cases. 
Now  the  manufacturers  are  taking  one  inch  or  more 
off"  the  length  of  the  waist.  By  doing  this  a  perfect 
fit  is  secured  in  a  far  greater  number  of  cases. 

This  buyer  thinks  Canadian-made  garments  are 
giving  just  as  good  satisfaction  as  American  or  other 
countries'  garments.  Canada  is  coming  right  to  the 
front,  in  styles,  etc. 

In  regard  to  charging  for  alterations,  he  said; 
"We    make    charges    when    making    alterations    on 
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UNPARALLELED 

Spring  business  will  follow  in  the  wake  of  the  Independent 
line,  which  is  now  on  the  road  to  your  store. 

Seldom  have  we  amassed  so   attractive  a  range   of  samples 
as   we   are   showing   this   season   in 

Women's  and  Misses' 

SUITS  AND  COATS 


Everything  in  Misses' 
Garments,  with  the  same 
individuality  of  style,  make 
and  finish  that  marks  the 
Women's  Wear  will  be  found 
in  our  samples  in  a  very 
large   variety. 

There  is  not  one  poor 
sample  in  the  lot,  as  you  will 
see,  and  our  values  are  of  the 
very  highest  order. 

We  would  consider  it  a 
favor  if  you  hold  your  order 
until  you  see  our  complete 
range. 


The  most  careful  selection 
of  styles  is  a  feature  of  the 
Independent  line,  which  is 
evident  to  the  discriminating 
buyer. 

A  style  must  be  correct, 
absolutely  correct  in  every 
detail,  before  it  is  included  in 
our  samples  of  Women's 
Suits  and  Coats. 

Our  garments  are  always 
critically  inspected  as  to  make, 
fit  and  finish  before  they  are 
allowed  to  leave  the  factory, 
thus  protecting  both  the 
merchant  and  ourselves. 


There's  a  mutual  advantage  to  the  merchant,  to  the 
consumer  and  to  ourselves  in  exercising  care  and  using  good 
judgment  in  manufacturing  Independent  Garments.  Let  us 
explain.     W^ait    for   our    traveller. 

The  Independent  Cloak  Company 


551-553  Queen  Street  West, 


TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Suit  of  navy  blue  bengaline,  showing  the  new  rounded  collar 
and  peplum  sljirted  coat  with  the  waist  partly  gathered  into  the 
peplum  at  the  back.  The  wide  tuck,  as  a  finish  to  the  back  of 
the  skirt,   is  a  very   recent  touch. 

marked-down  garments.  But  when  the  garments 
are  not  reduced  in  price;  on  all  garments  or  suits 
which  sell  for  fifteen  dollars  or  over,  no  charges  are 
made.  On  all  cheaper  garments  we  make  charges. 
On  skirts  that  sell  at  six  dollars  or  over  no  charges 
are  made  for  alterations;  on  skirts  under  six  dollars 
we  make  a  charge. 

"Our  charges  for  alterations  vary,  according  to 
the  amount  of  alterations  necessary.  We  aim  to  only 
charge  enough  to  meet  expenses  in  this  department. 
Competent  and  first-class  hands  are  employed  to 
make  the  alterations.  This  means  quick  and  satis- 
factory work." 


"We  buy  the  stock  sizes  from  32  inches  up.  The 
waist  is  ten  inches  larger  than  the  skirt  band.  Thus 
a  36-inch'  waist  has  a  skirt  with  a  26-inch  waist 
band. 

"The  success  of  the  ready-to-wear  department  de- 
pends in  a  great  measure  upon  the  buyer.  He  should 
purchase  garments  to  suit  the  customers  that  deal  at 
his  store.  In  changing  buyers,  a  store  may  be  bene- 
fited in  a  few  cases;  but  in  the  majority  of  cases  the 
new  buyer  means  "loss"  to  the  store." 


Forty-Five  Inch  Flouncings 

The  forty-five  inch  flouncings  of  Swiss  embroid- 
ery are  now  appearing  in  all  the  new  designs  offered 
for  Spring  trade.  The  grounds  of  the  better  clas? 
goods  are  very  sheer.  A  fine  batiste  or  else  a  very 
sheer  voile  always  marks  these  numbers.  In  nearly 
all  cases  a  choice  is  offered  of  the  same  pattern  on 
either  the  batiste  or  voile,  some  houses  also  showing 
a  heavy  linen  or  a  medium  lawn  ground. 

In  designs,  the  prominent  features  are  the  Van- 
dyke point  effects  and  the  use  of  lace  and  embroid- 
ery combined.  The  points  run  up  into  the  flounc- 
ing in  veiy  deep  outline,  while  many  edges  are  also 
finished  with  points,  usually  of  more  shallow  out- 
line. Practical  numbers  at  popular  prices  sho^y 
plain  hemming  edge  at  the  bottom,  and  others  h;ive 
scallop  edge,  the  newest  being  quite  irregular. 

Among  the  laces  which  appear  prominently  in 
in  tlie  new  Swiss  flouncings  are,  of  course,  the  Irish 
and  crochet  patterns,  insets  of  Venise  and,  most  re- 
cent of  all,  wide  insets  of  Macrame  lace.  This  la'-e 
is  peculiarly  effective  in  combination  with  embroid- 
ery, and  its  popularity  should  mean  that  these  num- 
bers will  be  particularly  good  sellers.  Richness  is 
the  effect  most  sought  after  in  the  new  flouncings, 
and  on  this  account,  patterns,  whether  fine  or  heavy 
of  design,  tend  to  be  well  covered  to  the  knee  at 
least,  while  others  show  motifs  which  run  up  well 
towards  the  waist. 


Style  Tendencies    for    Spring 

Suits — Style  tendencies  indicate  the  vrigue  of 
the  more  trimmed  model.  The  trimmings  include 
touches  of  braid,  lines  of  buttons  and  loops, 
and  collars  short  at  the  back  and  with  large 
revers  faced  with  corded  silks,  fancy  and  striped 
silks  and  satins.  Heavy  laces  are  to  be  mucli 
used,  and  later,  detached  collars  of  linen  piques 
and  embroidery  are  indicated. 

The  sleeves  have  the  straight  mannish  cut, 
with  a  tendency  to  widen  towards  the  cuff,  and 
are  full  length  for  the  popular-priced  suit  and 
2/4  for  high-grade  models. 

Suit  coats  are  24  and  26  inches  long,  and  are 
in  straight  line  effect,  with  fancy  cutting  of  the 
seams  prominent,  and  striped  fabrics  show  verti- 
cal panels  of  the  goods. 
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GARMENTS   THAT   FIT   ALL 

FIGURES 

Our  Dresses  are  made  in  Small  TVomen^s,  JVomen'^s 
and  Stout  Women^s  Sizes 


Style  No.  116.  Style  No.  10.  Style  No.  4. 

These  Three  Styles  at  $40.00  per  Dozen. 


\ 


Winnipeg  Office: 

Hammond  Block 


The  styles  for  cloth  costumes 
and  coats  are  now  settled  for 
Spring.  W^e  will  have  150 
Models  ready  after  January  1st. 


Illustration 

!^Shows  Models  ^of  our 
Tailored  Wash  Dresses. 
Made  in  fast  colors  in 
Chambrays  or  Lawns. 


Color 

Light  Blue,  Navy,  Lin- 
en, Mauve,  in  stripes  or 
solid  colors.  All  sizes. 
To  retail  at  $5.00. 

Send  trial  order  for 

a  dozen  assorted.  Electros 
supplied  free.  Tailored 
Wash  Dresses,  all  fin- 
ished seams,  in  100 
Models,  to  retail  at  $2.50, 
$3.00,  $3.50,  $5.00  to  $7.50. 

Fancy  Lawns,  Mar- 
quisettes, and  Lingerie 
Dresses,  in  all  the  newest 
cloths  and  designs  to  re- 
tail at  $5.00  to  $25.00. 


Montreal  Office: 
591  St.  Catherine  Street,  W^. 


NOVI-MODI  COSTUME  CO.,  Limited 


302-4-6  CHURCH  STREET,  TORONTO 


Please  wenilon   Tlu    Review  to  Adrcrlisc  rs  <uid  Their  Travelers. 


Paris    Wearing    White    Tailored    Suits 

All    Black,  All  White    and  Black    and    White    Lead    in    Color    Combinations 

—  The    Mid-Winter    Vogue    in    World's    Fashion   Centre  —  Fur  is    Strikingly 

Employed  —  The    Elongated    Jabot  —  Great    Future    for    Lace 

Staff   Corrtspondence 


Paris,  France,  Dec.  29. 
The  culmination  of  Winter  fashions  takes  place 
when  tth©  (irand  Prix  de  Autunni  is  run  and  the 
operatic  and  theatrical  season  begins.  The  (Trand 
Prix  presents  the  last  great  opportunity  to  study  the 
latest  ideas  in  outdoor  costuming  and  also  shows  the 
latest  note  in  Autumn  fashions,  and  the  styl&s  seen 
there  are  specially  interesting  to  the  man  who  is 
beginning  to  buy  for  the  Pall  of  1912. 

From  this  on  now  the  interest  of  fashion  creators 
will  be  more  and  more  centred  in  the  preparation 
for  the  fashionable  exodus  to  the  Riviera  and  Egypt. 
These  are  productions  that  will  fix,  to  a  great  extent, 
the  later  novelty  styles  for  the  coming  Spring. 

The  .smartness  of  the  little,  plain-tailored  dresses 
worn  at  the  Prix  de  Autumn  created  quite  a  furore. 
The  majority  of  them  were  of  extremely  simple  cut, 
Ijut  showing  most  markedly  the  line  and  distinction 
that  stamped  them  as  the  product  of  the  authorita- 
tive designers  of  the  Place  de  Vendome. 

White  at  Autumn  R.vces. 

By  far  the  greater  number  of  these  smart  little 
gowns  were  of  black  velvet,  and  many  were  of  soft 
ribbed  silks,  but  the  big  feature  to  attract  attention 
was  the  quantity  of  white  worn.  Indeed  it  was  a 
matter  of  remark  that  at  no  time  before  had  so 
much  white  been  worn  at  the  autunni  races. 

Smart  little  tailored  costumes  and  tailored  smts 
made  of  white  velvet,  vebtur  de  laine,  serge  soft  cloth 
and  white  satin  had  an  immense  vogue  and  stronalN 
indicate  what  is  coming  when  the  Spring  arrives. 

With  all  l)lack,  all  white,  and  black  and  white 
well  in  advance  of  all  color  combinations  the  white 
.suit  or  costume  trinnned  with  black  fox  or  skunk  i- 
as  smart  as  one  could  well  desire.  The  combination 
is  as  a  rule  achieved  by  using  bands  of  fur,  but  it  is 
not  unusual  for  the  dre.ss  or  suit  to  be  all  white,  re- 
lieved with  a  muff  and  neck  piece  of  furs  affording 
the  desired  contrast. 

In  spite  of  the  ab.sence  of  coluv  these  costumes 
are  very  striking  for  the  fur  often  extends  as  much 
as  one-quarter  of  a  yard  up  the  skirt.  The.se  deej) 
bands,  however,  are  not  only  expensive  but  they  are 
hard  to  hang  gracefully.  The  combination  of  such 
rich  fabrics  as  white  velvet  and  skunk  or  ratine  or 
wool  velour  and  black  fox  is  one  that  is  not  ea.sy  to 
overlook.  Mvich  quieter  in  effect  but  decidedly  rich, 
are  the  all  white  tailormades  trimmed  with  ermine 
or  white  fox. 


High  Gaiter  Top  Boots. 
•  With  costumes  and  suits  of  black,  or  of  black 
touched  up  with  white,  high  gaiter  top  boots  of 
patent  kid  and  ribbed  silk  are  worn.  Where  tlie 
dress  is  all  white  or  where  the  white  predominates 
o\er  l)lack  the  l)Oot  is  of  white  glace  kid  or  buck- 
skin, or  of  calf  with  the  gaiter  top  of  white  ribbed 
silk.  White  shoes  are  to  be  worn  all  through  the 
Winter  and  their  only  rivals  are  those  of  champagne, 
which  color  in  no  case  runs  oft'  with  tan,  the  shade 
chosen  being  more  on  the  pinki.sh  or  fie.sh  order. 

Many  of  the.se  tailored  dre.sses  showed  a  well- 
defined  tendency  towards  a  return  to  the  princesse 
gown,  and  a  well  marked  dress  of  this  kind  attracted 
great  attention  because  of  its  original  effect.  It  was 
oi  black  velvet,  with  a  lace  jabot  held  under  a  band 
of  ermine  running  straight  down  the  front,  and, 
moreover,  the  closing  came  down  the  front  under  a 
row  of  buttons  that  ran  from  throat  to  hem.  An- 
other original  touch  to  this  costume  was  a  short  sash 
of  light  blue  satin  tied  at  the  side'  and  with  the  ends 
M'cighed  down  with  a  deep  jetted  fringe. 

Length  and  slenderness  is  as  much  an  asset  to- 
day a.s  it  was  when  first  the  narrow  skirt  made  its 
appearance  and  this  feature  rules  in  .spite  of  the 
increasing  progress  in  favor  made  by  early  and  mid- 
nineteenth  century  modes.  This  is  why  the  raised 
waist-line  continaies  in  favor  and  so  many  skirts  are 
plain  and  totally  without  any  trimming  save  lines 
o'f  buttons  which  only  add  the  desired  effect. 
Skirts  are  still  cut  on  narrow  lines,  though  there  is 
more  room   for  freedom  of  motion. 

Rich,  Dark  Purples. 

\\\{\]  white  and  blads;  coml)inations,  in  the  first 
place  for  outdoor  wear,  and  with  all  black  a  close 
second,  colors  are  of  minor  importance  and  rich, 
dark  puri)les  are  the  only  colors  that  can  be  said, 
with  any  show  of  truth,  to  be  fashionable  for  out- 
door wear.  Purple,  .shading  from  deep  royal  to  pale 
violel  and  helio,  was  worn  by  many  well  known 
women.  Palma  velvet  and  .^kunk  and  deep  purple 
and  Persiaui  lamb,  or  chinchilla  or  .sable,  was 
well  worn. 

Recent  fai^hions,  both  on  the  last  race  days  and 
at  the  theatres,  would  .*eem  to  indicate  that  the  gi'eat 
man  dressmaker  who  has  been  .such  a  strenuous 
apostle  of  violent  color  contrasts  and  eccentric  gown- 
ing is  losing  ground. 

Wedded  to  Slender  Effect. 
"With  skirts  a  trifie  wider,  and  with  indications 
])ointing  to  the  fact  that  the  turning  point  has  been 
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No.  1451,  showing  stylish  dress 
of  Rep,  smart  side  effect,  new 
sleeve,  Irish  point  lace  collar. 
Colors,  White,  Blue,  Linen,  Brown 


The  House  That 
Specializes 
Ladies'  and  Misses' 
Dresses  Only 


BUYERS  ! 


Let  us  convince  you  that 
we  are  leaders  in  the  design- 
ing of  the  latest  novelties  in 
silk,  lingerie  and  wash  dresses. 

They  are  made  to  fit  and 
easy  to  sell.  Come  to  our 
showrooms  and  let  us  empha- 
size this  fact. 

Our  travellers  are  now  on 
the  road  with  a  full  range  of 
all  our  lines.  Do  not  fail  to 
give  them  a  look. 

THE 


Ladies'   Novelty   Mfg.  Co,,   Limited 


126     WELLINGTON     ST.     W, 


TORONTO 


■W.  E.  ROBINSON.   Pres. 


H.  D.  SOMERVILLE.  Man.  Director. 
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The  beautiful  seal  coat  shows  the  new  straight-cut,  loose  above 
and  narrow  at  the  feet.  Also  the  large  revers  and  extremely  low 
left-sided  closing  and  the  rounding  of  the  fronts.  The  derby  hat 
is  of  blacli  satin   with  an  immense  mount  of  black  osprey. 


safely  passed,  women  are  still  wedded  to-  the  slender 
effect.  This  means  that  the  undergarments  are  still 
as  carefully  regulated  and  that  no  means  of  elimin- 
ating excess  of  under-garments  is  neglected.  Light, 
soft  and  warm  combinations  of  silk  or  silk  and  the 
finest  wool  are  worn  next  to  the  skin,  and  over  these 
comes  the  low  but  long-skirted  corset,  then  a  bust 
shaping  corset  cover  and  a  combination  of  the 
sheerest  mull  and  lace,  over  which  is  worn  a  panta- 
loon skirt  of  the  same  materials. 

The  only  reason  why  this  skirt  deserves  its  name 
is  because  the  hem  is  caught  together  in  the  center 
to  keep  the  garment  in  place.  Some  women,  but  not 
many,  add  a  very  scant  petticoat  of  silk,  jersey-top 
finished,  with  a  flounce  of  chiff'on,  edged  with  tiny 
ruches.  A  new  feature  that  is  of  importance  to  the 
lining  trade  and  to  the  silk  manufacturers  is  that 
the  later  gowns  are  beginning  to  be  built  on  a  found- 
ation skirt. 

It  is  decidedly  difficult  to  get  news  of  the  new 
gowns  and  millinery  now  preparing  for  the  smart 
society  women  who  will  soon  take  flight  to  the 
Riviera  or  Egypt.  This  is  because  many  advance 
ideas  for  Spring  are  made  use  of  and  the  Parisian 


has  learned  to  guard  Avith  even  greater  vigilance  the 
modes  of  the  coming  seasons. 

Tailored  dresses  and  tailored  suits  are  being- 
made  up  in  glace  taftetas  and  newer  still  in  soft 
faille  in  dark  shot  effects,  with  the  collars  and  fac- 
ings of  heavy  lace. 

Immense  Vogue  of  Lace. 
But  after  all  the  newest  note  and  the  one  all 
authorities  are  agreed  upon  is  the  immense  coming 
vogue  of  lace.  This  is  the  prediction  one  hears  on 
all  sides,  and  it  is  strictly  in  accord  with  Parisian 
ideas  that  after  muffling  up  to  the  eyes  in  rich, 
heavy  furs,  that  they  should  be  thrown  aside  in 
favor  of  a  totally  opposite  fashion. 

Advance  Millinery  Models. 
Bonnets  and  caps  are  prominent  in  the  advance 
millinery  models  and  the  bonnets  have  tall  crowns 
and  poke  rims.  Two  and  even  more  laces  are  com- 
bined and  contrasted  in  the  making  of  one  model, 
and  much  dyed  lace  is  used  in  their  production. 
Other  materials  are  on  the  flimsy  order,  such  as  crepe 
de  chine,  charmeuse,  maline  and  tulle.  Chenille 
fringe  also  is  oddly  used  in  combination  with  lace. 


On  the  morning  of  December  20th,  fire  damaged 
the  store  of  M.  P.  Cook  &  Co.,  Yarmouth,  N.  S.  This 
company's  name  was  formerly  Cook  &  Stoneman. 
The  blaze  started  among  the  decorations  in  the  win- 
dow, and  in  an  instant  the  window  was  in  flames. 
The  fire  ran  along  overhead  trimmings  to  other 
goods,  which  fell  upon  the  counters,  setting  them  on 
fire.  All  four  plate  glass  windows  were  broken,  and 
the  interior  of  the  brick  building  damaged.  The 
stock  was  ruined,  and  the  damage  by  smoke  is  heavy. 
The  loss  was  covered  bv  insurance. 


HON.    GEO.    E.    AMYOT 

who    recently    celebrated    the    25th    anniversary    of    the    Dominion 

Corset   Co.,   by   a   banquet   at   Hotel    Frontenac,   Quebec.     Mr. 

Amoyt   was   recently  appointed   to   the   Legislative  Council 

of  Quebec. 
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THREE    WINNERS 

FOR     YOUR 

WAIST     DEPARTMENT 

^     The    best   trade   gravitates    to  the    best   department — of  course. 

fl     The   best    and   most  profitable  department  is  just  as  naturally  the  one  that 
emphasizes    QUALITY  GOODS    instead  of  mere  CHEAP   PRICES. 

^     When  you  combine  BOTH  attractions  of  High  Quality  and  Moderate  Prices, 
your   sales  will    prove   the    great    big    value    of 


GALE  WAISTS 

As  Trade  Winners  and  Custom  Keepers 


^     The  three  specials  illustrated  afford  an  unusual  buying  opportunity.      Order 
by  number.      Your  orders  will  be  filled  with  accuracy  and  dispatch. 


C753 


C780 


C861 


White  Lawn  with  dainty  Swiss  Front-        White  Lawn  of  fine  quality,  Swiss  em-        Costume    Duck   trimmed    with 
ings   and   heavy   Torchon   Lace.  broidery  motifs  withCluny  Laceinsertion.        Shepherd  s  check  in  bias  folds. 


$9.00 


$18.00 


$13.50 


H^ 


Gale   Manufacturing   Company 

Established  1863  LIMITED  Nearly  50  years 

TORONTO 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Good  Fashion  Judgment  the  Big  Factor 

1 1  That  is  Why  the    Garment    Buyer   Should    Heed    the    Significance    of   Latest 

'  Style    Information     Whether    it    Applies    Directly    or    Not  —  Difficulties    of 

Good    Selection    for    One    Locality    are    Multiplying  —  Successful    Man    not 

Too  Far  Ahead  or  Behind 


HE  REVIEW  each  season  is  finding  a  greater 
necessity  in  the  interests  of  its  readers,  to 
give  more  careful  consideration  and  more 
time  to  the  making  of  extensive  and  far- 
reaching  fashion  investigations. 

With  the  growth  of  the  dry  goods  trade  in  the 
Dominion  and  the  wider  distribution  of  expensive 
merchandise,  in  which  the  question  of  style  is  an  all- 
important  factor,  information  as  to  the  latest  devel- 
opments and  tendencies  of  fashion  and  their  probable 
effect  upon  the  value  of  merchandise  presented  for 
the  buyer's  consideration  has  a  wider  application. 

In  presenting  this  information,  The  Review  must 
of  necessity  judge  and  eliminate,  for  by  no  means 
all  the  new  modes  presented  register  a  success,  or 
even  exercise  a  definite  influence  upon  the  general 
trend  of  trade. 

Apart  from  this  process  of  elimination,  The  Re- 
view can  only  generalize  as  it  is  utterly  impossible 
to  fit  the  information  given  to  the  needs  of  any  mer- 
chant or  even  to  the  needs  of  any  one  group  of 
merchants.  For  just  as  The  Review  passes  upon 
the  information  it  gathers  from  many  sources,  it 
presents  only  that  which  experience  selects  as  suited 
to  the  general  needs  of  the  Canadian  trade. 

Use  of  Advance  Information. 
Just  in  the  siam©  manner,  each  merchant  and  buy- 
er must  treat  the  information  given  in  the  pages  of 
The  Review.  By  the  light  of  his  experience  and  the 
knowledge  he  has  of  his  own  business,  and  of  the 
tastes  and  ideas  of  his  customers,  he  must  use  the 
matter  given  in  The  Review,  retaining  and  using 
that  which  is  useful  to  him  and  discarding  those 
fashion  facts  that  are  too  extreme  for  his  use.  Above 
all,  merchants  must  be  broad  enough  to  realize  and 
admit  the  general  usefulness  of  the  advance  inform- 
ation for  future  guidance,  and  should  see  that  style 
features  illustrated,  though  they  may  have  little  or 
no  bearing  upon  his  own  buying,  are  not  necessarily 
of  no  value  therefore,  but  mav  be  of  the  highest 
use  to  the  buyer  of  another  business.  No  trade  is 
more  individual  than  dry  goods  and  in  this  respect, 
as  in  most  others,  the  individual  solution  of  the 
style  question  by  the  light  of  the  buyer's  own  needs 
is  the  only  effective  one. 

Giving  due  heed  to  the  style  question,  each  mer- 
chant and  buyer  has  to  work  out  his  individual 
application,  for  though  there  is  an  undoubted  value 
in  showing  advance  styles,  it  is  not  profitable  to  be 
too  far  ahead  of  customers  and  present  articles  of 
dress  that  would  be  too  conspicuous  for  them  to  wear, 
and  far  in  advance  of  their  tastes  and  needs. 


It  is  Up  to  the  Buyer. 

It  is  highly  important  for  every  buyer  to  think 
out  ju.st  how  far  he  can  go  in  the  matter  of  showing 
and  pushing  new  styles. 

His  First  Real  Progress. 

Many  a  merchant  dates  his  first  real  progress  in 
the  race  to  supremacy  from  the  time  when  he  first 
began  to  pay  more  real  attention  to  the  style  ques- 
tion than  his  competitors.  The  displaying  a  few 
garments  that  featured  in  a  modest  way  advance 
styles  and  the  showing  of  fabrics  and  colors,  while 
they  were  new  and  novel  were  the  first  steps  to  his 
becoming  the  leading  dry  goods  merchant  in  the 
connnunity  and  to  his  store  acquiring  the  reputation 
of  being  the  leading  authority  in  the  matter  of  fash- 
ion and  style. 

If  any  group  of  merchants  in  a  town  or  centre 
are  slow  in  pushing  and  displaying  what  is  new, 
this  gives  an  excellent  opportunity  for  a  man  who  is 
progressive  in  this  respect,  and  other  things  being 
equal,  to  lift  his  business  out  of  the  general  rut  and 
capture  the  leading  business  in  the  community. 

In  a  progressive  centre  the  fashion  lever  can 
always  be  used  most  effectively  to  extend  business. 
For  the  merchant  who  uses  it  intelligently  can  al- 
ways be  sure  of  a  following  that  will  ensure  him 
against  loss  in  his  attempts  to  educate  the  public 
sartorially.  In  such  cities,  profitable  attention  is  al- 
ways attracted  by  the  display  of  goods  that  are  typi- 
cal of  the  new  modes  always  provided  that  the  goods 
are  suited  to  the  needs  of  the  buying  public  the  store 
serves. 

It  is  very  possible  that  these  goods  are  not  strict- 
ly in  accordance,  or  strictly  speaking  in  the  same 
class  as  are  those  shown  in  the  leading  fashion 
centres,  but  they  must  represent  what  is  regarded 
as  the  very  latest  fashion  note  in  the  opinion  of  the 
people  for  whose  benefit  they  are  stocked. 
Convincing  the  Public. 

Possibly  because  they  are  so  striking,  some  dis- 
play pieces  will  not  sell,  but  they  have  performed 
their  mission  in  convincing  the  public  that  the  man 
who  shows  them  knows  what  is  correct  and  that, 
therefore,  his  store  is  the  one  to  patronize  when  up- 
to-date  goods  as  well  as  good  values  are  wanted. 
Obviously  this  showing  of  what  the  public  recog- 
nizes as  fine  and  fashionable  goods,  creates  a  good 
business  atmosphere,  and  gives  a  tone  and  standing 
to  the  store  that  can  be  obtained  in  no  other  way. 
Buyer's  Difficulties. 

With  the  rapid  development  of  business,  and  the 
consequent  multiplying  of  lines  of  goods;  with  the 
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Competition  is  tne  life  of  trade 


No.  714.    Misses'    and    Ladies'—  No.    723.    Misses'— Made  in  Pan-  No.  7S7,  Ladies'— Made    in   good 
M  ide  in  good  quality  French                ama.       All     newest      shades.  quality  Panama.    All  popular 

Serge  in  all  up-to-date  shades.  Price  $6.95  each.  shades.      Price  $10.50  each. 

Price  $7.75  each. 


HERE    IS    SOME    LIFE 

Live  numbers  which  will  promote  unprecedented  activity  in  your  Spring"  Ready- 
to-wear  business,  and  will  create  new  interest  in  your  department. 

XA' inter    Garments 

are  winners,  as  past  records  show.  They  fit  well,  wear  well,  are  made  well,  and 
are  gfood  up-to-date  styles.  They  are  g'ood  honest  values  and  we  want  you  to  see 
our  ranjjfe  of  coats  and  dresses  and  be  convinced  before  you  place  your  order. 
Spring  line  now  ready 

J.  H.  WINTERS    ^    COMPANY 

King   and    Spadina  -  -  TORONTO 


Plcjixc.    iiiciifion    TJifi  Review   to   A<l rcrtiscrs  (iiid    Their   Traveler.'^. 
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fact  that  the  development  of  the  demand  for  novelty 
goods  is  rapid,  the  difficulties  in  the  path  of  the  buyer 
is  much  augmented.  More  and  kev^ner  judgment 
is  needed  in  making  his  selections,  and  he  has  to  be 
much  more  intimately  in  touch  w^ith  his  public,  so 
that  he  can  not  only  buy  goods  that  he  is  sure  they 
will  take,  but  in  view  of  outside  competition,  he  has 
also  to  prepare  himself  with  styles  somewhat  in  ad- 
vance of  what  he  has  shown  before.  This  is  to  re- 
tain the  confidence  of  his  best  and  most  progressive 
customers,  who  if  not  thus  catered  for,  may  be  tempt- 
ed by  the  lure  of  more  advanced  styles  as  shown  in 
the  larger  cities.  This  the  buyer  has  to  do  because 
he  knows  that  all  buying  away  from  home  is  not  a 
matter  of  prices. 

Many  buyers  have  to  study  the  tastes  and  habits 
of  a  people  who  are  naturally  conservative,  where  if 
a  woman  dresses  in  what  would  in  some  sections  be 
considered  only  smart  and  stylish,  she  immediately 
becomes  conspicuous. 

In  other  centres  the  women  will  have  nothing 
but  the  latest  and  newest  and  their  fashion  informa- 
tion is  so  full  and  complete  that  any  article  of  dress 
that  does  not  conform  to  their  exacting  standard  is 
turned  down  and  will  not  sell.  Both  kinds  of  cus- 
tomers are  found  in  Canada  and  many  grades  be- 


tween. Canadian  buyers  have  therefore  no  light 
task  in  selecting  the  proper  goods  for  the  Canadian 
trade.  Canada  is  a  big  country,  and  besides,  a  diver- 
sity of  climate  to  be  considered  in  buying,  there  is  a 
diversity  of  tastes  also  to  be  satisfied. 

No  Simultaneous  Adoptions. 

It  is  well  known  that  merchandise  that  will  sell 
in  one  city  will  not  suffice  for  the  public  of  a  city  of 
similar  size  less  than  hundred  miles  distant.  In  some 
cities  fashions  that  become  popular  in  New  York 
are  talcen  up  almost  simultaneously,  while  others  are 
from  six  months  to  a  year  behind. 

The  most  important  knowledge  a  Canadian  buy- 
er can  possess  is  the  understanding  of  just  how  far 
he  can  go  in  the  taking  up  and  the  pushing  of  new 
styles,  and  in  this  respect  the  utmost  judgment  is 
needed. 

The  successful  man  is  not  too  far  ahead  of  his 
public,  neither  dare  he  be  too  far  behind  it.  It  is 
not  wise,  nor  is  it  profitable  to  be  too  far  ahead  of 
local  fashion  ideas,  neitlier  is  it  wise  to  lag  behind. 

The  merchant  who  neglects  the  fashion  factor 
and  who  is  slow  in  pushing  what  is  new,  is  opening 
the  door  wide  to  some  outside  competitor  and  is  either 
losing  or  soon  to  lose  his  best  and  most  profitable 
customers. 


-^ 


Your  Customers 
Will  Advertise 
You 

What  person  would  kick  on  having  a 
garment  labelled  with  a  neat 

Artistically  Woven  Silk  Label 

bearing  your  store  name?  Not  one 
in  one  thousand,  and  yet  you  let 
hundreds  of  garments  out  without  this 
small  inexpensive  advertisement. 

Writ*  for  samples. 

The   Colonial  Weaving   Co.,   Ltd. 

PETERBORO',  ONTARIO 


The  Stock   Collar 

Montreal,  Dec.  26th. 
For  the  necessary  high  collar  to  be  worn  with  the 
V-shaped  blouse,  white  tulle,  shadow  lace  and  dotted 
net  are  the  principal  fabrics  chosen.  Many  women 
no  doubt  regret  to  see  the  incoming  of  the  collar. 
And  some  will  still  cling  to  the  kimona  blouse,  be- 
cause of  the  freedom  about  the  neck.  However,  if 
a  woman  wi.shes  to  be  in  the  style,  it  is  no  longer  per- 
missible to  go  out  without  a  collar.  The  collarless 
fashion  was  done  to  death,  and  now  we  shall  prob- 
ably see  just  the  reverse. 

Long  fichus  will  be  popular  for  Spring  and 
Summer.  In  the  high-priced  lines,  the  crazy  hand- 
made laces  will  predominate.  The  fichu  is  so  strong 
that  many  of  the  foreign  houses  have  brought  out 
(h'ess  garnitures  in  the  form  of  draped  fichus  of  chif- 
fon with  crystal  beading. 

Large  numbers  of  the  side  fichus  were  ordered  by 
some  of  the  merchants,  and  this  stock  will,  in  many 
instances,  last  well  over  the  Winter  season.  So  with 
the  coming  of  Spring,  new  lines  and  effects  will  be 
taken  readily. 

Maline  frills,  eitlier  single  or  double,  will  be  a 
leader  in  the  general  trade.  In  the  double  frill  for 
Fall  two  colors  were  used.  This  idea  will  hold  good 
for  the  Spring  lines. 
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Removal  Notice  '''  %rSdT'''" 

Our  [90701 

Removal  pj,^^^^  907I    "^^^^"^^ 
Spells  '9072  J  ^^^^^^ 

Success 

VV^e  beg  to  announce  to  the  Canadian  Trade  our 
removal  to   new   and   more   commodious   quarters. 

15-17-19  East  26th  St. 

(MADISON  SQUARE  NORTH) 

The  mere  fact  that  we  are  compelled  to  increase 
our  facilities  THREE  FOLD  is  the  best  proof  of 
the  popularity  and  good  qualities  of  our  goods. 

In  the  manufacture  of 

DRESSES 

we  are  SUPREME.  We  thank  our  customers 
throughout  Canada  for  favors  received  during  the 
past  year  and  extend  to  the  entire  Canadian  Trade 
our  heartiest  good  wishes  for  a  Most  Happy  and 
Prosperous  New  Year. 

We  are  now^  showing   our  Spring  Line 

and  invite  Canadian  buyers  when  in  New  York  to 
call  on  us  at  our  new  headquarters  which  places 
us  in  a  better  position  than  ever  to  give  prompt 
and  efficient  service. 


WIESEN    ca    GOLDSTEIN 

Largest  Makers  of  Dresses  in  America 

FORMERLY    130-134    WEST    17th    STREET,    NEW    YORK 


Pleai^e   mention   The  Reviev)  to  Advertisers  and   Their  Travelers. 


212 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


The  Injustice  of  the  Confining  Problem 

Mistaken  Idea  That  Neither  Merchant  or  Manufacturer  Need  Have  Any 
Consideration  for  Each  Other  -  Wherein  Does  the  Merchant  Benefit  by 
Demanding  Exclusive  Goods?  -  Is  it  in  Accord  with  an  Enlightened  Policy  ? 


IS  tlie  merchant  justified  and  is  it  in  accord- 
ance with  an  enlightened  business  policy 
to  require  a  manufacturer  to  confine  his 
line  exclusively  to  one  store?  Or  is  the 
confining  of  goods  an  imposition  that  ought 
to  be  resisted  openly  by  the  manufacturer, 
for  resist  it  tacitly  lie  certainly  does?  Would 
not  the  merchant  himself  resist  such  an  attempt  on 
the  part  of  one  of  his  customers,  I  imagine  how 
astonished  and  indignant  he  would  be  if  any  woman 
l)uying  goods  made  a  similar  proposition  and  sug- 
gested that  because  she  was  buying  an  article  he 
should  withdraw  the  balance  of  his  stock  from  sale 
because  she  did  not  wish  any  other  person  in  the 
town  to  possess  a  duplicate. 

The  Retailer's  Viewpoint. 

One  can  easily  imagine  the  merchant's  answer, 
guarded  and  tempered  though  it  would  be  by  the 
knowledge  that  the  woman  niiaking  the  request  was 
a  good  customer,  valuable  as  such  and  one  not  light- 
ly to  be  ofi^ended.  In  any  case  it  would  be  emphatic, 
firm  and  to  the  point  and  would  convey  to  her  mind 
a  vivid  picture  of  the  losses  entailed  by  the  granting 
of  her  request,  and  the  utter  impossbility  of  doing 
business  in  such  a  manner. 

No  doubt  there  will  be  many  merchants,  and 
possibly  .some  salesmen,  who  may  doubt  the  wisdom 
of  The  Review  taking  up  the  matter  of  this  particu- 
lar trade  abuse.  The  Review,  however,  takes  the 
stand  that  this  paper  forms  the  intermediary  between 
both  parties  >and  that  it  is  equally  in  the  interest  of 
both  that  practices  inimical  to  the  trade  should  be 
fully  and  temperately  discussed.  The  only  way  to 
bring  about  more  healthy  and  mutually  satisfactoiy 
conditions  is  to  ventilate  unsound  practices. 
Mutual  Dependence. 

No  matter  how  large  a  business  is  or  how  far- 
reaching,  keen  and  powerful  its  buying  organization, 


it  is  neither  independent  of  its  customers  nor  of  its 
sources  of  supply.  When  it  comes  down  to  the  fiae 
point,  the  merchant,  to  do  business,  needs  the  manu- 
facturer, just  as  the  manufacturer  needs  the  mer- 
cliant.  Their  mutual  relationship  and  co-operation 
forms  the  root  of  all  successful  business  and  the  pros- 
perity of  the  one  is  built  upon  the  prosperity  of  the 
other. 

It  is  a  mistaken  idea  for  the  merchant  to  imagine 
that  he  need  have  no  consideration  for  the  man  who 
supplies  him  with  goods,  or  that  when  he,  or  his 
buyers  with  his  knowledge,  make  eonditons  that  are 
unjust  or  unfair,  tliey  are  helping  along  the  best 
interests  of  their  biLsiness. 

Except  in  the  case  of  places  under  5,000  inhabit- 
ants where  the  general  practice  is,  for  obvious  rea- 
sons, to  sell  to  only  one  merchant,  there  is  no  ques- 
tion about  it  that  the  confining  of  goods  is  regarded 
by  the  manufacturer  as  a  serious  imposition  and 
something  that  .should  not  be  asked. 

They  Confine  Only  on  Condition. 

Indeed,  the  stronger  firms  will  not  entertain  the 
proposition  except  under  certain  conditions,  that 
bind  the  merchant  practically  to  confine  his  buying 
to  them,  and  when  this  is  done  there  is  no  question 
about  which  party  to  the  agreement  has  the  advan- 
tage. Under  other  conditions,  where  for  reasons  of 
policy  a  large  manufacturer  consents  to  confine,  it 
is  perfectly  apparent  that  he  considers  the  keeping 
to  the  letter  of  the  agreement  is  sufficient,  and  that 
it  is  not  necessary  to  keep  strictly  to  the  spirit.  This 
attitude  is  shown  by  the  lax  interpretation  and  by 
the  fact  that  any  trifling  change,  that  will  make  an 
article  different,  will  pass  and  many  complaints 
about  "not  the  same  as  sample"  may  be  traced  to  this 
cause. 


A    FACTOR    IN     SECURING    RE- ORDERS 


Many  occasional  buyers  of  your  goods  would  be  regular   customers  but   for    the  fact  that 
there  is  nothing  about  the  goods  to  show  where  they  came  from. 

A  Neat  Woven   Label 

with  your  name  and  address  on  it,  sewn  on  to  every  piece  of  clothing,  whitewear,  underwear,  footwear, 
millinery,  etc.,  is  an  ex-ellent  advertisement  and  a  constant  reminder  to  a  buyer  of  where  he  got  what  he 
wanted.      We  have  a  wide  range  of  all  kinds  and  sizes  of  labels  at  different  prices. 

WRITE  FOR    SAMPLES    AND    PRICES. 

Canada    Label    (^    Webbing    Co.,    Limited 

9    MORROW    AVE  TORONTO. 
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M— "25.      Tan  French  Serge,  detach- 
able Cuffs  and  Collar  of  fine  Cream 
Seige.     also     to    be     had    in     Navy, 
Brown.  Wine.  Grey  and  Black, 
Sizes.  14.16,18,20  years, 

PRICE  $6.00 


M  — .07.  Fine  Navy  serjif  "/itn  Braid 
Trimming  in  Blacli.  ^A'hite  or  Red, 
Tie  of  Messaline  Silk.  Canbeordered 
with  or  v^ithout  Peplum. 

Sizes.  13.  15.  17  years, 

PRICE  $5.50 


IN 

1912 


we  aim  to  please  the  small 
women  and  junior  g^irls  with 
better  fitting-,  more  stylish  and 
moderately  priced  Dresses  and 
Skirts. 

The  two  numbers  illustrated 
are  from  our  spring-  range.  We 
are  preparing  many  new  and 
novel  features  that  we  are  sure 
will  interest  you. 

Our  travellers  start  Jan.  15th 
or  write  for  samples. 

The  Clayson  Co. 

DRESSES  and  SKIRTS 

280  College  St.,  Toronto 


COATS 

We  respectfully  appeal  for  an  inspection  of   our   line   before 
you  place  your  Spring  business. 
Everything  in  Coats. 

VC^ak     for     the     l^ational     JVlan." 

National    Rubber    Co.   of  Canada 

MONTREAL 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Even  the  coiifiuinci;  of  certain  nnniliers  from  a 
line  is  not  viewed  with  favor  by  thei  manufactui-er, 
though  often  in  this-  case  the  salesman  in  his  eager- 
ness to  close  the  order,  is  as  much  to  blame  as  the 
merchant.  In  short,  the  whole  policy  of  confining 
is  a  fruitful  source  of  trouble  and  loss.  It  greatly 
interfers  with  the  run  of  goods  through  the  factory 
and  increases  greatly  the  cost  of  production,  and  as 
well,  it  makes  the  factory  help  harder  to  handle. 

JIow  IT  Affects  Operatives. 
No  doubt  it  will  astonish  merchante  to  learn  that 
their  attempt  to  get  a  little  extra  profit  at  the  ex- 
pense of  the  manufacturer  and  the  customer,  for  that 
is  what  confining  goods,  as  a  rule,  amounts  to,  is 
directly  the  cause  of  the  factory  operative  receiving  a 
smaller  weekly  pay  envelope.  It  is  not  meant  that 
manufacturers  reduce  operators'  wages  because  of 
goods  being  confined  to  certain  merchants,  but  that 
as  it  works  out,  the  operatives  make  less  money.  So 
much  is  this  the  case  that  instances  could  be  cited 
where  manufacturers  have  had  to  forego  some  of 
their  legitimate  profit  to  increase  the  operators'  wages 
where  piece  work  was  the  rule. 

Large  Runs  Pay  Best. 
Most  operators  are  paid  by  piece  work  and  as  a 
rule,  operating  is  almost  purely  mechanical  and  the 
amount  of  work  a  single  operator  will  put  over  when 
the  making  of  the  article  is  thoroughly  known  is 
astonishingly  large.  As  a  fact,  it  is  the  large  run  of 
one  article  that  pays  best  both  from  the  manufac- 
turers' and  the  operators'  standpoint.  When  orders 
come  in  split  up  into  twelfth  and  quarter  dozens  this 
big  run  is  almost  impossible,  and,  moreover,  the  more 
frequent  repetition  of  various  processes  raises  materi- 
ally the  cost  of  manufacturing.  As  every  merchant 
must  know  this  C'xtra  cost  must  be  pro\aded  for,  and 
in  the  end  is  loaded  on  to  him,  and  through  him 
handed  down  to  his  customers.  So  that  he  has  vital 
interest  in  the  keeping  down  of  factory  costs. 

Unfair  Conditions. 
There  can  be  no  question  that  the  conditions  that 
surround  confining,  from,  the  manufacturers'  stand- 
point, are  hard  and  unfair.  For  one  thing,  the 
manufacturer  is  bound,  while  the  merchant  as  a  rule 
is  free.  Suppose,  for  istance,  the  salesman  for  a  par- 
ticular mianufaicturer  strikes  a  town  where  there  are 
several  good  storees  and  sells  to  one  merchant  and 
confines  his  line.  That  means  he  is  barred  from 
opening  any  further  account  in  that  place  and  that 
the  merchant  has  control  of  the  amount  of  business 
this  manufacturer  takes  out  of  that  town.  The  mer- 
chant is  not  tied  but  can  buy  of  whom  he  pleases, 
and  while  holding  the  first  manufacturer  to  hi? 
agreement,  can  buy  from  other  makers,  and  can'  cut 
the  first  man's  trade  down  to  a  few  dozen  articles, 
while  he  draws  his  stock  from  other  sources.  This 
means  that  the  first  manufacturer  loses  the  trade  of 
that  center,  at  any  rate  for  that  season. 


Even  under  happier  conditions,  confining  is  pre- 
carious business,  for  a  change  of  management,  or  a 
change  of  buyers,  means  as  often  as  not,  that  the 
account  is  lost  or  made  so  small  as  to  be  valueless. 
Then  conies  the  difficulty  of  opening  up  another  to 
replace  the  one  lost.  This  has  to  be  done  with  the 
stores  that  the  salesman  has  previously  ignored  and 
it  would  scarcely  be  in  accordance  with  human  na- 
ture if  these  men  allowed  the  opening  of  the  new  ac- 
count to  be  either  a  pleasant  or  an  easy  proceeding. 
Indeed,  the  .salesman  may  consider  himself  lucky 
if,  after  having  to  pocket  the  abuse,  he  gets  any 
kind  of  an  order. 

Forcing  the  Salesman. 
Some  buyers,  too,  have  mighty  unpleasant  ways 
of  forcing  salesmen  to  confine.  Take  for  instance 
the  following  case : — A  buyer  went  into  a  town  with 
a  line  of  novelty  goods  having  one  very  particularly 
attractive  numljer.  Naturally,  he  first  called  upon 
the  buyer  of  this  line  for  the  best  account  in  town. 
This  item  w^as  pick.ed  out  and  the  offer  of  a  big  or- 
der given,  as  an  inducement  to  confine.  As  the 
withdrawal  of  this  item  would  have  weakened  the 
selling  power  of  the  whole  line,  this  offer  was  refus- 
ed and  the  buyer  then  placed  an  order  for  sufficient 
to  make  a  good  window  and  counter  display. 
Smaller  orders  were  landed  from  the  other  stores. 

The  first  buyer  upon  delivery  immediately  made 
a  big  window  display  and  advertise'd  a  special  sale 
of  the  goods  at  cost,  thus  completely  killing  the 
sale  of  the  article  in  the  other  stores,  where  a  fair 
rate  of  profit  had  been  marked. 

The  result  was  a  big  killing,  and  a  splendid  ad- 
vertisement for  the  big  store,  but  it  was  disastrous 
for  the  man  who  made  the  goods.  When  approach- 
ed for  a  further  order,  the  buyer  turned  it  down, 
remarking  that  had  the  article  been  confined  to  him 
he  could  have  continued  to  sell  it  well  at  a  price  that 
would  have  been  profitable  to  both,  but  as  it  was,  he 
had  gotten  all  that  there  was  in  it  for  him,  out  of 
the  article.  Naturally,  the  buyers  in  the  other  stores 
were  sore  and  had  no  further  orders  to  place,  as  the 
sale  of  the  articles  was  killed  as  far  as  they  were 
concerned. 

How  It  Reacts  on  the  Manufacturer. 
Salesmen  say  that  the  man  who  watches  care- 
fully the  interests  of  buyers  and  who  confine  num- 
bers at  the  risk  of  .seriously  complicating  the  factory 
end,  need  not  expect  their  favors  to  tell  in  case  they 
should  either  change  their  firm  or  go  into  business 
for  themselves,  for  the  buyers  complained  of  can  see 
nothing  but  their  own  purposes. 

It  is  wonderful  to  see  to  what  lengths  some  of 
these  men  will  go  in  expectation  of  pushing  exclu- 
sive sale  rights.  A  buyer  of  this  class  placed  a  by- 
no-means  underly  extensive  boiler  with  a  salesman, 
with  the  proviso  that  no  other  man  in  town  .should 
have  the  same  numbers.  Now  this  firm  puts  out  a 
range  of  fifty  or  seventy-five  numbers  at  prices  on 
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Won't  Get  In 

TOO   DEEP 

if  you  take  a  plunge  with  a  full  line  of  "  Fair- 
sex  "  garments. 

These  Garments,  with  their  graceful  lines, 
perfect  fit,  exquisite  style  and  their  hard-to- 
beat  value  have  won  a  standing  for  many  a 
merchant. 

Our  representatives  are  about  to  start  with 
a  complete  line  of  Infants',    Children's  and 

Misses'  Coats  for  the  coming  Fall,  and  when 
they  call  upon  you  it  will  be  to  your  interests 
to  give  them  a  few  minutes  of  your  time. 

If  you  have  never  seen  the  "  Fairsex  ' 
range,  we  would  be  pleased  to  hear  from  you, 
and  we  will  instruct  salesman  to  call 


'^^^^ 
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L  II  J  _.!.,.,  J. -v. 


HUTNUR   CLOAn    CO. 

Specialists  in  Infants'  Misses'  and  Children's  Coats 
52-56  SPADINA  AVE.  TORONTO 
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which  it  can  be  seeii'  there  i.«  room  for  ample  choice. 
This  tirin  also  puts  its  name  on  all  articles  made, 
and  an  order  was  taken  from  the  same  line  but,  of 
course,  not  for  the  confined  numbens  from  another 
merchant  in  the  same  town. 

A  week  or  two  after  the  shii)ments  had|  been 
made,  the  first  merchant  wrote  into  the  manufactur- 
er demanding  a  rebate  of  $2.00  on  each  article,  as 
the  other  firm  was  exiling,  not  the  identical  article, 
but  one  of  a  corresponding  quality  at  $1.50  below 
the  first  merchant's  selling  price.  As  both  mer- 
chants were  paying  the  same  for  their  goods,  this 
.$1.50  represented  tlie  extra  profit  the  fii'st  man  was 
asking  on  his  exclusive  good.s.  There  was  a  further 
intimation  in  the  letter  that  unless  the  rebate  was 
paid,  the  whole  of  the  order  would  be  shipped  back. 
Naturally  the  manufacturer  would  not  furnish  one 
customer  with  annnunition  with  which  to  fight  an- 
other and  .«o  the  goods  are  now  on  their  way  back 
again. 

Certainly,  it  seems  neither  fair  or  square  that 
the  manufacturer  should  be  tied  to  one  finn  in  a 
city  or  town,  while  that  firm  is  free  to  buy  from  any 
and  every  manufacturer,  and  if  exclusive  goods  are 
a  necessity,  some  more  equitable  mode  of  proceed- 
ure  should  be  worked  out. 


Where  is  the  Benefit.^ 

But  the  question  is,  does  tlie  merchant  benefit  as 
much  as  he  thinks  he  does?  Does  not  the  very  fact 
that  he  has  the  exclusive  goods  for  .sale  open  the  way 
for  much  poor  merchiandising?  Is  he  not  often 
tempted  to  mark  goods  unduly  high  liecause  he 
knows  he  has  no  competition?  When  goods  are 
marked  above  value,  fewer  are  sold,  and  the  rate  of 
turnover  is  lowered.  Also  many  a  .store  has  obtained 
an  unenviable  reputaation  for  high  prices,  because 
goods  from  outside  have  been  compared  with  those 
in  the  merchant's  stock  that  were  marked  uji  from 
this  cause. 

Many  merchants  are  surprisingly  dense  on  this 
and  kindred  subjects  and  need'  a  special  reminder 
as  to  the  power  of  the  nimble  ninepence  when  com- 
l)ared  with  that  of  the  .slow  .shilling. 

It  is  a  question  if,  in  the  long  run,  it  pays  a  mer- 
chant to  put  in  an  absolutely  exclusive  line.  The 
inspection  and  the  comparison  of  one  line  with  anr 
other  is  one  of  the  most  valuable  assets  a  merchant 
has,  and  is  an  indispensable  part  of  modern  retail- 
ing, from  which  no  wi.se  merchant  cuts  himself  off 
absolutely.  Besides,  in  the  course  of  time,  changes 
take  place,  young  firms  with  better  methods  grow 
up  and  the  merchanif  wakes  up  to  find  that  he  is 
tied  up  with  a  has-been,  and  that  another  store  has 
obtained  Ills  trade. 
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This  plate  is  descriptive  of  the  Brush  Htroke  Script.      See  accompanying  article  for  instructions. 


Lesson   13  —  Complete  Course   in   Card  writing 

Deals    With    the    Popular    Flowing    Brush  Script    Lettering  —  Where  to   Use 
It   and    Where    Not  —  Brushes    Required    and    How   to    Use    Them. 

By  J.  C.  Edwards.     Copyright,  Canada,  1911. 


FEW  styles  of  lettering  lend  themselves  more 
gracefully  to  show  card  writing  than  does 
the  Brush  Script.  At  the  same  time  it  is 
strong,  legible  and  easily  made,  unlike  its  more 
delicate  parent  the  Outline  Script. 

There  are  many  styles  of  this  letter  taught  and 
some  quite  as  good,  perhaps,  yet  everybody  has  an 
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fancy  Idler  is  appronriai  c. 
Ncncr  use  capitals, oi\lij 
al  Ihcbooiunino  of  a  scnlcucc. 
except  in  hoadiROS  6\.s  svbovc 
or  lo  sioiiify  sv  proper  noun. 


Application   of  tlie    Brusli    Stroke  Script  aud  liarniouiziiig   letter. 

individuality  or  should  have  and  this  style  brings 
out  the  author's. 

Where  to  Use  it  and  Where  Not. 

Brush  Script  may  be  ased  where  any  other  style 
of  fancy  letter  could  be  employed,  but  never,  or, 
rather  seldom  where  the  card  proclaims  a  bargain. 
No  fancy  letter  is  in  keeping  with  bargains.  This 
mistake  is  too  often  made  to  the  detriment  of  the 
sale  and  cheapening  of  card  writing. 

Capitals  should  be  used  only  at  the  beginning 
of  a  sentence  or  as  is  shown  in  the  card,  capitals 
may  be  used  on  each  word  of  a  heading,  providing, 
of  course,  there  are  no  small  words  such  as  "and," 
"in,"  "it"  and  such  like.  The  lower  case  is  much 
more  flowing  and  readable  when  alone,  than  if 
broken  up  by  caps.  Any  proper  noun  should,  as 
in  ordinary  writing,  have  a  capital  but  in  no  case 
must  a  word  be  composed  of  all  capitals. 

Speed  May  be  Acquired. 
With  diligent  practice,  considerable  speed  may 
be  acquired  in  lettering  with  this  style  of  letter. 
The  whole  aim  is  to  get  a  neat  flowing  letter,  all  on 
the  same  slant.  Few  people  nowaday  do  not  know 
the  proper  slant  of  business-college-taught  writing. 
This  letter  should  be  made  the  same  with  each  letter 
joined  as  shown  in  the  accompanying  card. 

The  Combination  Card. 


lettering,  which  will  be  taught  in  subsequent  lessons. 
Suppose  that  you  associated  this  letter  with  a  heavy 
face  letter  such  as  Brush  Block,  the  result  would  be 
disastrous — simply  a  black  blotch  without  charac- 
ter, without  style.  To  bring  out  the  main  words  of 
a  card,  use  the  Brush  Script.  A  fine  line  letter 
such  as  Small  Brush  Stroke  Roman  made  with 
small  brush  or  pen,  may  be  used  as  a  reader,  giving 
a  pleasing,  strong  effect. 

The  card  here  shown  is  a  combination  of  these 
two  letters  and  gives  a  fair  idea  of  the  style  obtain- 
ed by  their  combined  use. 

The  Brush  to  Use. 
In  the  execution  of  this  letter,  a  brush  should  be 
used  that  will  give  the  maximum  width  of  stroke  of 
the  capital  and  which  will  also  draw  down  to  a 
smaller  stroke  for  the  lower  case  letter.  The  fine 
line,  of  course,  is  merely  an  edgewise  stroke  of  the 
brush.  The  brush  should  be  held  so  as  to  give  the 
correct  angle  to  every  line.  Keep  the  card  always 
squarely  in  front  of  you  when  writing.  Don't  fail 
in  this  or  the  proper  angle  will  not  be  obtained. 

Overloading  the  Brush. 
Some  pupils  insist  that  it  is  difficult  for  them  to 
get  a  clear-cut  line  or  stroke.     This  is  due,  largely, 
to  the  student's  carelessness  in  rubbing  out  the  sur- 
plus ink  and  his  fear  of  the  card.     Seems  funny  to 
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say  a  living  being  is  liable,  veiy  liable  to  be  afraid 
of  an  inanimate  abject  like  a  piece  of  plain  white 
cardboard.  Nevertheless  it  is  true.  He  is  afraid  to 
touch  the  brush  to  it  and  the  sooner  a  person  gets 
over  that  fear,  the  sooner  a  clear  straight-edge  stroke 
will  be  accomplished.  Practice  making  quick  sure- 
stroke  lines.  Do  it  quickly  but  with  a  dash  that 
will    at   first   seem    reckless.     Do  it  first   on    rough 


Two  days  later,  when  he  went  anxiously  to  the  bank 
to  learn  whether  he  was  to  obtain  his  loan  or  not, 
the  cashier  led  him  into  the  president's  office  and  the 
president  proved  to  be  the  man  who  had  exchanged 
that  pair  of  gloves.  The  storekeeper  secured  his  loan 
and  also  payment  for  one  pair  of  spoiled  gloves. 

This  sapient  old  official  had  deliberately  cut  the 
stitches  and  taken  back  the  gloves.     This  was  his 
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The  centi-e  card  of  this  group  was  Ijy  H.  Robinson,  R.  McKay  Co.,  Ilnmilton,  consists  of  figures  from  style  journal  applied 
to  tan  mat  inset  in  three-inch  beveled  card  border.  The  figure  is  niade  lo  stand  out  by  the  use  of  water  colors.  Letters  in  gold 
and   black.     Store  monogram   in   gold  and  black   in  upper  lefthaud  corner. 

Pebbled  cream  mat  was  used  for  the  two  side  cards,  by  Arthur  S.  Hardy,  Murray-Kay  Co.,  Toronto.  "Men's  Fashions"  card 
was  in  single  stroke  Roman,  done  with  No.  6  red  sable  brush.  The  lettering  shaded  with  charcoal  grey  and  the  ornament  and 
striping  in  tan,  and  cut  taken  from  magazine.  The  "I"  iu  "Imported  models"  was  outlined  and  filled  in  with  crimson  lake;  the 
scroll  and  striping  iu  gohl.     Lettering  in  black,   shaded  with  tan. 


l^aper  then  on  old  cardboard,  then  on  clean  white 
board.  Waste  a  few  pieces,  but  practice.  Don't  be 
afraid  to  practice.  Practice  this  alphabet  well  and 
then  put  it  into  u.se  when  you  have  mastered  the 
following  plate  No.  14,  as  the  two  are  inseparable. 
For  particulars  re  brushes,  etc.,  write  to  J.  E.  Ed- 
wards or  Dry  Goods  Review,  143  University  Ave., 
Toronto. 


The  Banker  Tested  His  Man 

A  few  years  ago,  a  young  man  startled  the  in- 
habitants of  a  thriving  Western  city  by  opening  an 
up-to-date  mens'  furnishing  goods  store  there.  He 
applied  to  the  cashier  of  one  of  the  local  banks  for 
a  loan  to  add  to  his  stock.  The  next  day  a  gray- 
haired,  prosperous-looking  man  wandered  in  and 
bought  a  pair  of  gloves  from  him.  Within  a  few 
minutes,  the  prosperous-looking  man  came  back. 
The  gloves  he  showed  had  begun  to  rip.  The  store- 
keeper examined  them.  The  stitches  looked  as 
though  they  had  been  cut  with  a  knife.  After  one 
quick,  estimating  glance  at  his  customer,  he  exchang- 
ed them,  without  remonstrance  for    another    pair. 


method  for  determining  whether  the  young  man 
was  there  temporarily  or  to  build  up  a  business.  The 
manner  in  which  the  storekeeper  had  acquitted  him- 
self of  the  emergency  convinced  him  that  the  young 
man  was  there  to  build  up  a  business — and  would. 
For  this  one  trivial  action  he  secured  backing  which 
opened  up  a  short-cut  to  his  ambition.  He  is  now 
at  the  head  of  one  of  the  busiest  and  most  prosperous 
stores  in  that  part  of  the  state. 


"3  in  1"  Model  "H"  Air 
Brush,  especially  designed  for  all  around 
window  trimming  and  rard  writing  pur- 
poses With  its  different  attachments 
it  takes  the  place  of  several  air  brushes. 
As  siTnple  to  operate  as  an  electric  push 
button. 


MERCHANTS,  TRIMMERS 
AND  CARD  WRITERS 


PAASCHE  AIR  BRUSHES 

are  used  with  remarkable  succeii 
by  thousands  o(  trimmers  and  card 
writers  in  all  parts  of  Canada  and 
the  United  States  for  making  signs, 
show  cards,  price  tickets,  coloring 
artificial  Rowers,  foliage,  draperies, 
back-grounds,  etc. 

An  Air  Brush  outfit  will  increase 
your  earning  capacity  many  fold. 

Write  for  Catalogue — 
it  tells  all  about  them. 


PAASCHE  AIR  BRUSH  CO..  Manufacturers,  SnioAGa  ""^  ^" 
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AGENTS    WANTED. 

AGENT  WANTED    by   first-class    Saxony    lace 
firm.      Must   be  well  connected.      Apply   to 
"L.P.,   6414,"  care  Rudolf  Mosse,   Plauen, 
7V,  Germany. 

AGENT  WAN  1  ED    for    Eastern    Canada,    New 
Brunswick,  Nova  Scotia,  Newfoundland,  eic, 
to  se.l  the  well  known  Skeldon  Blankits   and 
Tweeds     on     commissioo.        Apply    SKELDON 
MILLS,  Ayrshire.  (4) 

BRADFORD     FIRM     require    well    introduced 
Agont    for    Montreal.      Woollens,   worsteds, 
stuffs  and  linings.      Reply,    staling  full    par- 
ticulars, to  Box    213,    DKY    GOODS    REVIEW, 
701-702  eastern  Townships  Bank  BIdg., Montreal 
(2) 

HERE  ii  a  live  agent's  seller.     Needed  in  every 
home,  ofiice,  factory   and    garage.     Sells  on 
sight.     100  .profit.     Send  a  postal  for  free 
particul  rs.     A.  J.  COBBS,    Dept.  I,  350  Queen 
Street  East,  Toronto.  (4) 

AGENTS  WANTED    in   Montreal  and   Toronto 
by    London    manufac  urers    for    hair  goods, 
small*ates    and    notions.     Musi    have    first 
class  connections  and  r>-lerences.    Apply  Box  77, 
DRY   GOODS    RtVlEW,  88   Fleet    St..   London, 
England.  (2) 

AGENT  WANTED  for  Western  Canada,  and 
additional  one  for  Eastern  Canada,  to  repre- 
sent a  first-class  firm  of  English  manufac- 
turers of  ladies'  and  ciildren's  underclothing, 
baby  linen,  dressing  gowns,  blouses,  children's 
millinery,  etc.  Applicants  must  have  an  estab- 
lisied  connection  with  best  retail  houses.  Write, 
smlngfull  pirticmlars,  to  1  129,  SELL'S  ADVER- 
TISING OFFICES,  Fleet  Street,  London,  Eng. 
(2) 

LONDON  MANUFACTURER  wishes  to  get  in 
communicntion  with  Agent  calling  on  leading 
Retailers  in  Canada  to  sell  following  lines: 
Ladies'  and  Children's  White  Cotton  Under- 
clothing, White  Underskirts,  Flannel,  Ni-ns' 
Veiling  and  Flanne  etie  Night  Dre-ses,  Baby 
Linen  and  Infants'  Frocks.  Good  and  medium 
class  onlv.  Liberal  comuission.  Write  siv'ng 
London  references.  Box  63,  DRY  GOODS 
REVIEW,  88  Fleet  St.,  London,  England. 


AGENCIES   WANTED. 


AGENCIES  for  B.C.  wanted  by  man  well  known 
to  dry  goods  trade  who  can  get  the    business 
for  eo'id  reliable  firms.     Apply  Box  34,  HRY 
GQi^DS  REVIEW,  Toronto.  (3) 

A  FIRM  of  Selling  Agents,   offices  in   Toronto 
and    Vancouver,    are   open    to    negotiate    for 
men's  wear  lines   to  sell    to  the  large  retail 
trade,    Ontario     and     Western     Canada.      G      F. 
ADAMS  &  CO.,  64  Wellington  West,  Toronto. 


AGENCIES   WANTED  -  For    Manitoba,    Sas- 
katchewan  and    Alberta.      Specislty  lines   to 
the  retail  drv   goods     rade.      Address  J.   R. 
GALBRAITH,  P.O.  Box  765,  Winnipeg.      (tf» 

AN  experienced  dry  goods  traveler,  who   has  Al 
connecion  and  can  furnish  the  very  highest 
references,  is  op»n  for  agencies  for  Montreal 
and    Quebec    Province.     Address    J.    A.,    care   of 
DRY  GOODS  REVIEW,  Montreal.  (3) 


AN  experienced,  wide-awake  firm  of  Nottingham 
Agents  is  op;n  to  undertake  the  exclusive 
buying  of  laces,  embroidery,  hosiery,  Man- 
chester and  all  dry  goods  for  a  first-class  Cana- 
dian concern.  Address  Box  1511,  NEYROUD 
&  SONS,  Advertising  Offices,  14  18  Queen  Vic- 
toria Street,  London,  E.C.,  England. 


FIRM    OF    AGENTS    in    England    are   open    to 
•ct    as    Buyers    for     Cotton,     Worsted     and 
Wo  .lien    Piece    Goods.      806.?,     Williams's 
Advertisement  Offices,  Bradford,  England. 


PARTNER  WANTED. 


FOR    JUNIOR    PARTNER-Young   man,    Pro- 
testant      with     about     $2,000,     to      exttnd 
established   departmental   store   business    In 
growing   suburb   of    Moniretl.    Good    chance    to 
eventually  own  the  business      Address  "Partner," 
DRY  GOODS  REVIEW,  Montreal. 


FOR  SALE. 


?OR  SALE— Department  store  In  good  Alberta 
town.  Stock  $25,000  ;  yearly  turnover  $100,- 
000.     Address,  Box   1226,  Calgary. 


GENERAL  STORE.    Smallest  turnover  in   last 
six  years  $40,251 .     Present  year  will  go  over 
$45,000.     Stock   at    present   about    $12,000, 
reduced  if  purchaser  wishes.  Premises  so  id  stone 
store.     Can  be    rented  reasonably.     $3,500   cash 
will  handle.    GEO.  WHYTE,  Wapella.  Sask.  (tf) 


BUSINESS  OPPORTUNITY. 


To  RENT— A  brick  store    in   the    centre  of   the 
business  sec'ion  of  the   town   of  St.    Mary's. 
Ont.     Well   equipped   and  fitted   throughout. 
Very  suitable   for    retail    dry  goods   or  bfots  and 
shoes    For  full  pirticulars  address  R.  T.  GILPIN, 
St.  Mary's,  Ontario. 


SITUATIONS    VACANT. 


EXPERIENCED    Specialty    Salesman    wanted 
advertising    experience    desirable.      This    is 
go  'd  oosiiion  and  offers  splendid  opportunity 
for   advance nent.     St  tte  fullv  aee,  experience  and 
salary  expected.    MACLEAN  PUBLISHING  CO. 
LTD.,   143  University  Ave.,  Toronto. 


FINANCIAL  WRITER— We  propose  Increasing 
our  staff  of  editors  and  will  consider  ccn- 
fideniially  applications  from  iren  who  can 
furnish  evidence  of  high  character  and  good 
ability.  They  should  have  some  knowledge  of 
investments,  and  preferably  be  University  grad- 
uates with  newspaper  experience.  State  age, 
exo^rience  and  sala^v  wanted.  Address  THE 
FIN^NCIALPOSTOFCANADA,  143  University 
Ave.,  Toronto. 


SITUATIONS  WANTED. 


EXPERIENCED   window  trimmer  and   drapery 
buyer  desires  chance.     Hust'er.     Dept.  store 
work    prefered.       Address    "Drapery,"    care 
DRY  GOODS   REVIEW,  Toronto.  (1) 


EXPERIENCED  Salesman,  thoroughly  acquain- 
ted in  the  Maritime   Provinces,   is  open    for 
engagement    between     September     15th    and 
June    1st    yearly.      A     commission     arrangement 
will  be  considered.      Address  "Maritime,"  DRY 
GOODS  REVIEW.   Toronto. 


ASSIGNEE,  ADMINISTRATOR. 


TE.  VANSTONE.  Assignee,  Administrator 
.  Inspector  —  Will  investigate  for  banks  or 
wholesale  trade  any  dry  goods  or  general 
business  and  give  full  report.  Will  carefully 
liquidate  any  business  and  collect  bank  debts. 
Will  put  on  successful  legitimate  sales  for  any 
retail  store  that  is  overloaded  with  stocks,  selling 
on  commission  or  salary.  No  fake  advertising. 
A  square  deal  guaranteed.  Any  asiignments  made 
to  me  will  be  most  carefully  managed.  21  years 
of  hustling  retail  dry  goods  experience  for  myself 
in  Owen  Sound.  Reference-  best  wholesale  dry 
goods  or  any  retail  dry  goods  in  Owen  Sound. 
Address  T.  E.  VANSTONE,  336  Clendenan  Ave.. 
Toronto.  (1) 


WAREHOUSE  TO  RENT 


AT   REGINA,  SASK.,  a  first  class  distributing 
point.     New    wholesale   warehouse    flat,  40  x 
100  feet,  electric  lighted,  steam   heated,  elec- 
tric   elevator.      Dry    goods   or  gents'   furnishings 
preferred.     Write  Westman's  Agency.  Regina. 


MISCELLANEOUS. 


A  BOOK-KEEPING  STAFF  IN  ITSELF,  doing 
the  work  with   machine  precision    and    accur- 
acy, the  National   Cash   Register.     Write   for 
demonstration  literature.     National  Cash  Register 
Co.,  285  Yonge  St.,  Toronto. 

COUNTER   CHECK  BOOKS-Write  us  to-day 
for    samples.    We   are    manufacturers   of  the 
famous    SURETY    NON-SMUT     duplicating 
ti    Triplicating  Counter  Check  Books,  and    Single 
Carbon    Pads  In  all   varieties.     Dominion    Regis- 
ter Co.,  Ltd.,  Toronto. 


A  CCURATE  cost  keeping  easy  with  a  Dey  Cost 
t\  Keeper.  Automatically  and  exactly  records 
time  spent  on  each  job.  Several  jobs  record- 
ed on  one  card.  For  small  firms  Dey  combines 
employees' register  and  cost  keeper.  A  machine 
for  every  business.  Write  for  catalogue.  Inter- 
national Time  Recording  Company  of  Canada, 
Ltd.,  29  Alice  Street,  Toronto. 

BUSINESS-GETTING  typewritten  letters  and 
real  printing  can  be  quickly  and  easily  turn- 
ed out  by  the  Multigraph  in  your  own  office 
— actual  typewriting  for  letter  forms  real  printing 
for  stationery  and  advertising,  saving  25  p.c.  to 
75  p.c.  of  average  annual  printing  cost  AMERI- 
CAN MUL'IGRAPH  SALES  CO.,  Limited,  129 
Bay  Street,  Toronto. 

COUNTER  CHECK  BOOKS— Especially  made 
for  the  dry  goods  trade.  Not  made  bv  a  trust. 
Send  us  samples  of  what  you  are  using — we'll 
send  you  right  prices.  Our  holder  with  patent 
carbon  attachment  has  no  equal  on  the  market. 
Supplies  for  binders  and  monthly  account  sys- 
t-ms.  Business  Systems,  Limited,  Manufacturing 
Stationers,  Toronto. 

COPELAND-CHATTERSON  SYSTEMS— Short, 
simple.     Adapted  to  all   classes  of   business. 
Copeland-Chatterson-Co.,    Limited,    Toronto 
and  Ottawa.  (tf) 

DOUBLE  your  floor  space.  An  Otis-Fensom 
hand-pojver  elevator  will  double  your  floor 
space,  enab  e  you  to  use  that  upper  fk.or  either  as 
stock  room  or  as  extra  selling  space,  at  the  same 
time  increasing  space  on  your  ground  floor.  Costs 
only  $70.  Write  for  catalogue  "B."  The  Otis- 
Fensom  Elevator  Co.,  Traders  Bank  Building, 
Toronto.  (tf) 

ELLIOTT-FISHER     Standard      Writing-Adding 
Machines     make    toil    easier.     Elliott-Fisher 
Limited,  513    No.  83  Craig  St.  W.,  Montreal, 
and  Room  314  Stair  Building,  Toronto. 

EGRY  BUSINESS  SYSTEMS  are  devised  to 
suit  every  department  of  every  business. 
They  are  laborand  time  savers.  Produce  re- 
sults up  to  the  requirements  of  merchants  and 
manufacturers.  Inquire  from  our  nearest  office. 
Egry  Rt  gister  Co.,  Dayton,  Ohio;  123  Bay  Stj, 
Toronto;  258'/^  Portage  Ave.,  Winnipeg;  308 
Richards  St.,  Vancouver.  (tf) 

FIRE  BUCKET  TANKS  AND  OILY  WASTE 
CANS  cost  little  and  soon  pay  lor  their  cost 
in  reduced  insurance  rates.  Large  reduc- 
tions result  from  the  installation  of  Fireproof 
Windows,  Doors  and  Skyligi.ts.  We  are  special- 
ists in  these  lines  and  can  quote  you  a  close  price 
consistent  with  really  fireo'oof  (oods.  A.  B. 
ORMSBY,  Ltd.,  Toronto  and  Winnipeg.         novl2 

FIRE   INSURANCE.     INSURE  IN  THE  HART- 
FORD.    Agencies  everywhere  in  Canada. 

FROM  NOW  TILL  THE  END  OF  THE  YEAR 
we  offer  unusually  good  bargiins  in  second- 
hand Typewriters.  They  are  carefully  re- 
built, work  and  look  like  new,  but  the  price  is  a 
mere  fraction  of  theonginal  cost.  Write  for  cata, 
logue.  THE  MONARCH  TYPEWRITER  CO.- 
Limited,  46  Adelaide  St.  West,  Toronto,  Ont. 

HUNDREDS  OF  TYPEWRITERS  of  every 
make  and  condition  are  being  traded  in  as 
part  payment  on  the  famous  MONARCH. 
Price  and  quality  are  the  levers  we  use  to  prevent 
overstock.  We  believe  we  can  give  ihe  best  bar- 
gains in  rebuilt  typewriters  in  Canada.  A  postal 
will  bring  our  catalogu'  and  full  information.  The 
Monarch  Typewriter  Co.,  Ltd.,  46  Adelaide  St. 
West.  Toronto. 

KAY'S    FURNITURE   CATALOGUE    No.  306 
contains  160  pages  of  fine  half-tone  engrav- 
ings of  newest  designs  in  cirpets,   rugs,   fur- 
niture, draperies,  wall    papers  and    p   ttery,  with 
cash    prices.      Write    for   a   copy-it's  free.     John 
Kay  Co.,  Limited,  36  King  St.  West,  Toronto. 

MODERN  FIREPROOF  CONSTRUCTION. 
Our  system  of  reinforced  concrete  work,  as 
successfully  used  in  many  of  Canada's  larg- 
est buildings,  give  belter  results  at  lower  cost. 
"  Astrong  statement,"  you  will  say.  Write  us  and 
let  us  prove  our  claims.  That's  fair.  Leach  Con- 
crete Co.,  Ltd.,  100  King  St.  West,  Toronto.       (tf) 

MOORE'S  Non-Leakable  Fountain  Pens.  If 
you  have  Fountain  Pen  troubles  of  your 
own,  tne  best  remedy  is  to  go  to  your 
stationer  and  purchase  from  him  a  Moore's  Non- 
Non  Leikable  Foun  ain  Pen.  This  is  th-  one  pen 
that  gives  universal  satisfaction  and  it  costs  no 
more  than  you  pay  for  one  not  as  good.  Price 
$2  50  and  upwards.  W.J.Gage  &  Co.  Limited. 
Toronto,  Sole  Agents  for  Canada. 

THE"KALAMAZOO"  LOOSE  LEAF  BINDER 
is  the  only  binder  that  will  hold  lust  as  many 
sheets  as  you  actually  requlrr  and  no  more. 
The  back  is  flexible,  writing  surface  flat,  align- 
ment perfect.  No  exposed  metal  parts  or  compil- 
es ed  mechanism.  Write  for  booklet.  Warwick 
Bros.  &  Rutter,  Ltd.,  King  and   Spadina.  Toronto. 

AREHOUSE  AND  FACTORY  HEATING 
Systems.  Taylor-Forbes  Company,  Ltd. 
Supplied  by  the  trade  throughout  Canada. 
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Demand  For  Fine  Serges 

Men's  Styles  to  be  Soft  in  Shade  and  Finish 

—  Navy  Has  Taken   Well  — Outlook  For 

Next  Fall  and  Winter. 

The  orders  taken  for  Spring  and  Fall,  1912, 
show  some  interesting  facts,  as  far  as  serges  are  con- 
cerned. In  men's  suitings  for  Spring  a  large  trade 
was  done  in  the  very  fine  serge. 

The  lines  of  blue  serge  were  so  fine  that  they 
might  easily  have  been  taken  for  plain-faced  materi- 
als, if  seen  at  a  little  distance. 

•For  Fall  and  Winter  1912-13,  a  coarser  and 
more  substantial  line  of  serges  have  been  taken  l)y 
the  wholesale  trade.  The  finer  twilled  serge  does 
not  give  perfect  satisfaction,  on  account  of  its  liabil- 
ity to  "shine"  easily.  In  the  coarser  lines  for  men's 
suiting,  there  are  two  grades  of  twilling  that  have 
lieen  ordered  liberally.  While  the  medium  twill 
has  been  taken  in  large  quantities,  the  coarser  pat- 
tern has  attracted  the  attention  of  quite  a  number 
of  buyers,  as  there  are  numbers  of  people  who  prefer 
the  third-sized,  twill. 

Navy  serge  is  shown  in  three  shades — a  light,  a 
dark,  and  a  mid-shade.  It  is  the  mid-shade  that  ap- 
pears to  have  been  the  general  favorite  with  many 
of  the  buyers.  The  darker  shade  would  be  easily 
taken  for  black,  in  the  evening,  or  at  a  little  dis- 
tance away.  The  lighter  shade  is  by  no  means  a 
dead  number.  Satisfactory  sales  have  been  booked 
for  cloths  in  this  shade. 

There  has  been  much  talk  concerning  the  blue 
cloths  with  pin  stripes  of  white,  and  in  the  Old 
Country  this  pattern  is  taking  well,  but  Canadian 
tastes  difi^er  somewhat  in  regard  to  certain  styles  and 
patterns. 

It  is  a  notable  fact  that  men's  styles  follow  those 
of  the  ladies,  as  far  as  finish,  shades  and  weights 
of  cloths  are  concerned.  During  the  past  season 
ladies'  cloths  have  been  soft  in  shades  and  finish. 
Now,  in  the  men's  departments  we  are  to  see  the 
prevalence  of  the  .same  productions. 


A  report  from  London  states  that  there  has  been 
a  marked  development  in  ready-to-wear  overcoat  busi- 
ness. The  garments,  mostly  fleecy,  double-breasted 
and  heavy.  This  marks  a  decided  change,  as  five 
years  ago  the  well-dressed  Englishman  entertained 
no  suggestion  of  ready-to-wear. 


The  outfitting  houses  in  London  report  a  demand 
for  light  merino,  cotton  mixtures  and  silk  underwear 
for  AVinter  wear  and  this  is  taken  to  demonstrate  that 
Englishmen  are  becoming  converts  to  the  theory  of 
light  wear  in  the  hou.^e,  wdth  heavy  outer  garments 
for  out-of-doors. 


Among  the  late.st  and  most  practical  umbrella 
novelties  is  a  new-'shape  walking  length,  measuring 
only  25  inches,  but  having  a  spread  larger  than  28 
inches.  Another  is  a  ten-rib  article  measuring  2<> 
inches  and  spreads  more  than  28  inches. 


In  wa.sh  lines  for  children's  wear,  the  latest  re- 
ports from  New  York  indicate  that  sailor  and  Rus- 
sian styles  will  be  highly  favored.  Linens,  crasihes, 
mercerized  materials  and  even  wash  flannels  and 
silks  are  included  in  the  ran2;e. 


Shirt  of   Soisette,   with   soft  oollnr  .-ind    tie;  cut   shows  novelty 
cuffs.      Courtesy    The    Fraid,    Heillig    Co.,    Montreal. 
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Simultaneously 

with  our  entering  into  the  Year  1912, 

we    beg   to    introduce  to    the    Trade 

Sword's 

"Kant  Krush" 


(Wool-filled) 


Bengaline  ^' 


These  goods  are  specially  woven  to 
our  order.  Only  the  finest  wool  and 
silk  yarns  used  in  the  manufacture  of 
Kant  Krush  Bengaline,  removing  all 
possibility  of  creasing  for  the  wearer. 

Our  Indestructible  Interlining 

which  is  also  a  new  feature,  is  used. 

NOTE: — All  Straight  Derbys    with  Cord  running  up  and  down 
will  be  one  piece,  48  inches  long. 

SEND  FOR  SAMPLE  COLOR  CARD 

The  Sword  Neckwear  Co.,  Limited 

TORONTO.  ONTARIO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Begin   the   New  Year  Right 

Credit  Problem  Should  Receive  Careful  Con- 
sideration —  Clearing  Out   Old    Stocks  —  Effi- 
ciency in  the  Staff  and   in   Advertising 

TO  begin  the  new  year  aright  would  mean  a 
lot  of  changes  in  the  management,  as  far  as 
some  are  concerned ;  while  others  are  carry- 
ing their  business  along  the  right  channels  already. 
As  this  is  the  first  issue  in  1912,  it  might  be  well  to 
note  a  few  changes  that  would  be  of  great  benefit 
to  the  average  merchant. 

In  the  men's  wear  department  there  are  changes 
that  could  l>e  made  to  as  much  advantage,  as  in  any 
department  in  the  dry  goods  business.  There  are  no 
set  list  of  rules  that  could  be  written  to  suit  each  and 
every  individual  case ;  but  we  are  all  more  or  less 
prone  to  wander  from  the  direct  methods  on  certain 
occasions.  It  is  to  these  people,  as  well  as  those  who 
never  practice  certain  up-to-date  rules,  that  this  ar- 
ticle is  written,  with  a  view  to  inspire  and  instruct 
those  who  would  be  grateful  for  any  word  of  help. 

I  The  Credit  Habit. 

Probably  one  of  the  greatest  hindrances  in  men's 
wear  and  dry  goods  is  the  credit  habit  that  is  so 
prevalent  in  many  parts  of  this  country.  There 
are,  no  doubt,  many  instances  in  which  the  merchant 
is  carrying  a  customer's  account  on  his  books  from 
month  to  month,  and  this  same  customer  is  sending 
his  cash  elsewhere  for  that  which  could  be  obtained 
in  the  home  town.  It  is  here  that  a  change  could 
be  made  that  would  not  only  benefit  the  merchant, 
but  would  be  of  benefit  to  the  customer,  as  well. 

In  certain  parts  of  the  country  there  are  mer- 
chants in  business,  who  carry  their  customers  along 
for  at  least  twelve  months.  Every  Januaiy  their 
accounts  are  made  out  and  sent.  In  some  instances, 
prompt  notice  is  taken  of  these  notices;  hut  in  many 
of  the  cases,  a  settlement  is  not  obtained  for  another 
three  to  six  months.  And  there  are  a  few  who  will 
keep  the  merchant  out  of  his  just  dues  for  another 
year.  Now  this  sta;te  of  affairs  is  very  hurtful  to 
healthy  business.  Neither  the  merchant  nor  the 
customer  is  receiving  as  satisfactory  a  deal  as  they 
would  receive  under  more  slrict  business  methods. 

It  is  certain  the  merchant  cannot  sell  as  cheaply 
on  the  long  time  limit  as  he  could  for  strict  cash. 
If  he  does  he  is  losing  money.  On  the  other  hand 
the  customer  pays  more,  although  he  may  be  given 
plenty  of  time  to  settle. 

The  merchant  who  starts  the  new  year  on  a  more 
business-like  method  along  this  line  will  be  striking 
the  path  of  success  on  a  very  important  hranch.  Al- 
though there  cannot  be  a  strict  set  of  rules  to  go  by ; 
the  merchant  in  each  locality  should  establish  cer- 
tain rules  to  suit  his  locality.  By  improving  along 
this  line,  business  in  many  establishments  would  take 
on  a  new  glow  of  prosperity. 


Clearing  Out  Old  Stock. 
Another  item  that  could  be  adopted  to  great  ad- 
vantage would  be  the  system  of  clearing  much  of 
the  old  stock  from  the  shelves.  Of  course  there  are 
staple  lines  that  sell  just  as  well  this  year  as  they  did 
last.  In  these  departments  it  is  not  necessary  to  cut 
the  price;  although  in  a  general  sale,  some  of  this 
merchandise  should  be  introduced  to  help  work  off 
the  more  unsalable  articles.  In  lines  that  change 
from  one  season  to  another,  the  knife  should  be 
driven  deep,  if  it  is  necessary  to  do  so.  Goods  that 
are  out  of  idate,  grow  heavier  on  the  merchant's 
hands  the  longer  they  are  kept.  Even  if  they  have 
to  be  sold  at  a  loss,  it  is  better  to  have  the  money  for 
new  stock  than  to  have  the  value  lying  idle  and  pil- 
ing up  co.sts  in  the  form  of  insurance,  taxes,  etc.  It 
may  be  hard  to  sell  goods  at  less  than  cost,  hut  mer- 
chants who  have  studied  this  side  of  the  question  are 
of  the  opinion  that  this  is  the  only  profitable  method 
in  the  end.  Pick  out  the  stickers  and  use  your  com- 
mon sense  in  the  matter,  or  get  information  from 
reading  the  experience  of  others. 

Avoid  Spasmodic  Advertising. 

In  clearing  (»ut  the  old  stock,  advertising  and 
window"  trinnning  will  play  an  important  part. 
^]:)acc  sliould  be  used  to  advantage  in  the  news- 
papers. Windows  should  be  trimmed  so  as  to  be  in 
accord  with  the  advertising;  as  these  two  go  hand 
in  hand  in  up-to-date  merchandising.  It  is  accord- 
ing to  the  amount  of  stock  to  be  sold,  locality,  and 
many  other  influences,  that  decides  ju.st  how  long 
a  sale  of  this  sort  should  last.  It  is  a  bright  adver- 
tising man,  indeed,  who  can  give  the  public  some- 
thing new  along  the  same  line  of  goods  for  two 
weeks.  It  is  important  that  something  new  be  em- 
phasized in  each  day's  advertising.  Generally  it 
is  better  to  run  a  sale  for  too  short  a  time  than  to 
run  it  too  long. 

After  the  sale  is  over,  many  merchants  settle 
back  in  the  old  rut  of  advertising  spasmodically. 
Well-written  advertisements,  in  conection  with  ap- 
propriate window  trims,  are  drawing  cards  in  any 
store,  be  it  large  or  small. 

Appearance  and  Courtesy. 

Appearance  is  another  point  that  will  hear  con- 
siderable consideration.  It  is  the  appearance  of  the 
store,  both  outside  and  in,  that  causes  people  to  form 
their  opinion  concerning  the  standing  of  such  an 
establishment.  If  everything  is  kept  neat  and  trim, 
a  good  opinion  is  carried  away  with  those  who  enter; 
while  the  contrary  is  true  of  the  store  that  is  kept  un- 
tidy. 

Courtesy  is  an  accomplishment  that  goes  farther 
to  establish  a  business  than  all  the  outside  show  will 
accomplish.  If  a  customer  receives  proper  treat- 
ment, he  is  won;  if  on  the  other  hand,  neglect  or 
unbusiness-like  methods  are  indulged  in,  he  is  lost; 
no  advertising  w'ill  enlist  him  under  the  firm's  ban- 
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WE  WANT  YOU 

to   have   our  ** Special   Order"   sample 
line. 

Your  made-to-measure  business 
will  increase. 

Write  us  for  the  Spring  Set,  con- 
sisting of  two  hundred  novelty  suit- 
ings. 

Thirty  numbers  of  world-renowned 
Woolworth  Serges.    Guaranteed  colors. 


JOHN  DAWSON,  Limited 


145  Church  Street, 


TORONTO: 
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ner.  Merchants  should  give  this  consideration. 
Sometimes  it  is  the  methods  of  the  heads  that  drive 
custom  from  the  doors.  At  other  times  it  is  only  the 
policy  adopted  by  some  salesman  that  does  the 
damage.  In  either  cases,  the  result  is  about  the 
same.  If  this  is  read  by  any  person  connected  with 
a  store  or  public  office  of  any  kind,  the  advice  given 
here  will  benefit  all.  Courtesy  is  a  mighty  lever  with 
which  people  are  won,  and  without  which,  many  are 
lost. 

Exchanging  and  Refunding. 

The  exchanging  of  goods  purchased,  or 
the  refunding  of  money  on  unsatisfactory 
purchases  is  another  question  that  is  viewed 
in  many  lights  by  merchants.  Some  make 
it  their  policy  to  exchange  or  refund  in 
each  case  that  satisfaction  is  not  given.  Others 
refuse  to  take  back  anything  after  it  leaves  the  ])uild- 
ing.  While  there  might  be  good  arguments  on  both 
sides ;  it  is  a  fact  that  the  firms  that  show  the  largest 
growth  in  the  shortest  period  of  time  are  those  who 
adopted  the  method  of  obliging  customers  on  all 
reasonable  occasions.  While  the  business  of  those 
who  refuse  to  be  so  obliging  shows  increases  from 
time  to  time,  no  doubt  these  firms  would  be  show- 
ing larger  returns  if  the  "exchange  or  refund" 
method  was  adhered  to. 

More  Business  for  1912. 
Everv  mercliant  .should  make  a  resolve  to   do 


more  business  this  year  than  was  done  in  1911.  It 
is  surprising  how  much  more  interest  can  be  instill- 
ed into  the  biLsiness  if  the  results  of  each  succeeding 
month  .s-hows  an  advance  on  the  same  month  of  the 
previous  year.  It  can  be  done  quite  easily,  if  the 
resolve  is  put  into  practice.  Gettting  salespeople  to 
do  more  is  a  theme  worthy  of  nnich  discussion. 

It  is  a  fact  that  "momentum  can  be  increa.sed 
by  conscious  effort  on  the  part  of  individuals."  With 
this  fact  in  view,  we  have  the  keynote  of  the  situ- 
ation. Each  clerk  knows  something  about  all  lines 
of  goods  kept  in  the  store.  He  takes  pleasure  in  im- 
parting this  knowledge  with  other  miscellaneous 
topics  of  conversation.  In  many  cases  tlie  sale  is 
won  that  would  have  been  lost  under  the  old  condi- 
tions of  acting  the  part  of  a  silent  salesman.  The 
customer,  in  turn,  is  glad  to  know  the  product  him- 
self, and  feels  that  he  will  tell  his  friends  about  it. 
He  feels  kindly  toward  the  store  and  salesman  who 
took  the  trouble  to  explain  the  details. 

This  is  the  outcome  of  one  method  of  modern 
salesmanship  applied  in  actual  busines.^^  life. 


Original  Use  of  the  Silk  Hat. 

It  is  not  generally  known,  but  it  is  a  fact,  never- 
the  less,  that  the  silk  hat  of  to-day  is  a  relic  of  a 
utilitarian  purpose,  but  a  very  healthy  relic  surely. 
It  has  its  origin  as  a  measure  of  protection  to  a  rider's 
head  should  he  happen  to  be  thrown  off  his  horse. 


Clippings,  showing  Spring  lines  from  E.  A.  Small  &  Co.,  Ltd.,  Montreal,  manufacturers  of  Fit-Reform  Clotliing.  The  clip- 
ping at  extreme  left  of  third  row  is  a  neat  striped  trousering;  at  tlie  extreme  right  of  this  row  is  shown  an  overcoating;  the 
remaining  samples  show  suitings,  in  which  grey  and  brown  shades,  with  neat  patterns,  predominate.  The  third  sample  in  the 
top  row  is  the  only   one  showing  delicate  white  stripes  on  a   blue  ground. 
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Perrin's 
Gloves 


Do  You  Realize   Who 
Well-Gloved  Men  Are? 

They  represent  the  most  careful 
and  best  dressed  male  portion  of 
your  city.  Now,  do  you  realize 
what  their  trade  means  to  you 
and  your  store  ? 

To  satisfy  a  particular  man  with 
gloves  is  to  get  his  trade  for  the 
maximum  part  of  his  needs, 
especially  the  needs  which  run 
into  money,  his  clothing,  his  hats, 
his  shoes  and  many  of  his  acces- 
sories. 

Suit  him  with  gloves  and  you 
have  him.  PERRIN  GLOVES 
will  do  it. 

They  fit  well,  look  well  and  wear 
well,  and  the  price  is  reasonable. 

They  meet  the  requirements  of 
every  man  because  they  are  made 
scientifically  correct  for  all  the 
various  uses.  Prices  range  from 
$1.00  up.  They  give  you  a  good 
margin  of  profit. 

Perrin    Freres   &    Cie. 

28  Victoria  Sq.     -     Montreal 
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the  hat  being  designed  and  made  so  as  to  aflford  the 
greatest  amount  of  protection  should  the  head  come 
in  contact  with  the  ground.  But  because  men  once 
wore  top  hat  to  prevent  their  heads  from  being 
broken  when  falling  off  their  horses,  it  is  no  reitson 
why  we  who  do  not  run  that  particular  risk  need 
also  wear  them.  But  we  wear  them  nevertheless, 
which  only  goes  to  show  how  utilitarian  fashions 
leave  tneir  impression,  when  the  need  for  them  has 
pa.ssed  away,  as  witness,  the  retention  of  the  Inittons 
on  tiie  back  of  frock  coats,  which  were  designed 
originally  to  support  a  sword  belt.  It  has  been 
wrongly  said  that  if  we  wear  top  hats  now,  it  is  to 
indicate  that  we  belong  to  the  class  who  can  afford 
to  wear  such  things,  though  very  possibly  Ave  do  it  in 
all  ignorance  that  such  is  the  case.  But  this  is  a 
fallacy,  and  its  absurdity  is  shown  by  the  parallel 
statement  that  if  we  wear  buttons  on  the  back  of 
our  frock  coat  now,  it  is  to  indicate  that  we  belong 
to  the  class  who  can  afford  to  wear  buttons.  As  a 
matter  of  fact  the  silk  hat  is  w'orn  in  obedience  to 
the  dictates  of  dame  fashion,  without  the  slightest 
thought  or  care  as  to  its  origin  or  as  evidence  of  the 
affectation  of  wealth.  If  the  latter  were  the  reason, 
the  silk  hat  would  be  discarded  by  all  good  dress- 
ers, and  the  first  to  discard  it  would  be  the  wealthy 
class.  That  it  has  not  been  thrown  into  the  discard 
of  things  once  fashionable  is  due  to  the  fact  that  it 
is  the  one  thing  that  adds  that  indefinable  touch  of 
dressiness  and  gentility  to  the  wearer,  and  that  is 
why  this  vogue  has  never  diminished.  Ugly?  Not 
a  bit  of  it.  Let  the  caviling  cri'tic  say  what  he  may 
about  its  lack  of  artistic  expres.sion,  the  .silk  hat  has 
won  and  retained  its  popularity  because  it  deserved 
it. — S.\KT()Hi.\L  Art  .Journal. 

Popularty  of  Striped  Cloth 

If  a  certain  style  is  contiimed  year  after  year, 
there  is  generally  .some  important  cau.«e  for  its  con- 
tinuance. 

For  years,  striped  cloth  has  been  very  popular 
for  making  up  into  men's  clothes.  On  the  contrary, 
checks  have  been  rather  on  the  background.  Now 
in  looking  into  the  cause  of  this  vogue,  we  might 
find  several  apparent  reasons  for  this. 

When  a  man,  under  the  average  height,  puts  on 
a  double-breasted  coat,  he  finds  that  the  coat  makes 
him  look  a  little  shorter  than  he  really  is.  The  cut 
of  the  coat  is  accountable  for  this,  to  a  certain  ex- 
tent. But,  by  making  the  garment  from  striped 
material,  this  drawback  can  be  altered  to  a  certain 
extent.  Whenever  circumstances  permit,  a  .short 
man  should  w-ear  a  striped  suit.  Perhaps  it  is  here 
that  we  find  the  reason  of  the  extended  popularity 
of  striped  cloths. 

The  double-breasted  coat  is  an  ideal  style  for 
winter  wear.  It  is  warmer,  and  as  it  is  generally 
buttoned  up,   much   comfort  can  be  obtained    that 


would  be   lost  from 
style. 


wearing      the  single-breasted 


TJiere  will  undoubtedly  be  an  excellent  demand 
for  tweed  diats,  mixtures  and  veloui's  during  the 
Sirring  season.  The  latest  novelty  is  a  scratch-up 
stiff  hat.  They  are  imade  of  the  same  materials  as  the 
soft  hats  and  first  samples  are  shown  in  blacks,  gray.?, 
browns  and  mixtures. 

0 

Greens,  browns,  tans  will  occupy  prominent  posi- 
tion in  the  Spring  neckwear  card.  The  favor  for 
browns  is  explained  by  the  vogue  of  that  color  in 
suitings,  wliile  green  has  ahvays  been  a  more  or  less 
favored  Spring  color.  As  amnounced  some  time  ago, 
purple  promise's  considerable  strength,  and  new  lines 
indicate  that  new  colors  in  dress  goods  that  are  at  all 
wearable  for  ties,  will  be  featured. 

When  practically  through  his  Fall  trip,  C.  0. 
Douglass  contracted  pneumonia  at  Penticton,  B.  C. 
and  died  .shortly  afterwards.  Mr.  Douglass  was  the 
]»ioneer  .salesman  for  Stanfield's  unshrinkable  under- 
wear in  the  west.  For  several  years  he  controlled  the 
sales  of  this  line  from  Sudbury,  Ont.,  to  the  Pacific 
Coast.     Lie  was  on  the  sales  staff  for  over  ten  years. 


The  property  at  560  St.  Catherine  Street  West, 
Montreal,  has  been  purchased  by  C.  L.  Shorey.  for 
the  Male  Attire  Clothing  Company,  for  $90,00b.  It 
i.^;  the  intention  of  the  company  to  make  extensive 
alterations  to  the  premises,  and  utilize  them  after 
May,  1913,  when  the  lease  of  the  present  tenants 
expires. 

The  Male  Attire  Co.  now  occupies  a  store  on  St. 
Catherine  Street,  which  it  will  vacate  on  the  first 
of  May,  to  take  up  temporary  quarters  on  St.  Cather- 
ine Street,  between  Mountain  and  Drummond 
Streets.  The  property  at  560  St.  Catherine  Street 
has  a  frontage  of  26  feet  and  a  depth  of  126  feet. 


Sliiit  of  pongee  with  fiiney  stripes;  soft  ouffs  and  narrow 
neoliliiind  tiiat  can  be  starched  or  worn  soft  as  required.  Courtesy 
The    Fraid,    Heillig    Co.,    Montreal. 
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CAMEL  BROWN  is  the  new 
Suit  Shade  for  Spring  1912. 
Being  able  to  show  such  an 
extensive  range  of  this  shade 
as  will  be  shown  in  our  samples  will 
help  you  to  sell  more  clothes  and 
make  more  profits. 

In  order  to  do  a  bigger  business 
each  season,  you  must  have  new 
and  exclusive  creations  such  as  are 
always  found  in  *' Bvt  Clotl)es:' 


Jan'y  is  '' Sale  Season"  for  left- 
overs—  do  you  realize  the  loss  repre- 
sented by  stock  carried  and  sold  at 
cost  or  less  ?  It  means  you  have 
supplied  customers  to  whom  you 
might  have  sold  made -to-order 
suits  at  full  prices  and  profits. 
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With  '*Bvt  CloWes"  agency  you  re- 
quire only  a  limited  number  of  our 
Model  garments  and  sample  selling 
outfits.  Then  you  will  have  none 
of  these  profit-eating  stickers  to 
worry  about  at  the  season's  end. 

If  you  are  or  want  to  be  in  the  class 
selling  $18  to  $50  suits,  you  should 
in  justice  to  your  business  and  your 
customers  see  the  samples,  models 
and  general  class  of  ''Bvt  Clotf^es:' 
Write  us,  and  without  obligating 
you  in  any  way,  we  will  send  a  repre- 
sentative with  models  and  samples. 

Sample  outfits  ready  Jan'y  eighth. 

^rt  tailoring  Companp 

%mitth,  Toronto 
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Trade 


Regittered 


REPUTATION 

FOR  TREBLE  WEAR 

Behind  These  Austrian  Collars 


$1 


.25 


PER    DOZ. 


has  caused  d  i  s- 
criminating  men  to 
look  for,  and  insist 
upon  getting  collars 
and  shirts  that  carry 


$1 


.23 


PER     DOZ. 


After  Jan.  Ist,  1912     the 


Aher  Jan.  1st,  1912 


Trad 


Mark 


Registered 

Why  ?  Because  this  brand  guarantees 
them  THREE  to  FOUR  times  the 
wear  of  any  other  English,  American,  or 
Canadian  made  collars  at  the  same  price! 

Is  Your  Stock  Ready  for  These  Men? 

If  Not,  Write  for  Our  Special  Offer 
NOW 

The    Canadian    Underwear    Co. 

309  Notre  Dame  St.  W.,  MONTREAL 


Mark 


We  also  carry  a  full  line  of 

Boys'    Cloth  and  Wash  Suits;     Ladies'    and 

Men's    Hose    and    Sweaters ;    Men's    Lustre 

Clothing,  Mufflers  and  Mitts. 


Trade 


Mark 


Refc  istered 
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Reproduction 

Photographed 

from  Sample 


The 

Hard  Wear 
Glove 


What  harder  wear  can  any  glove   get 
than    that    which    is    given    by    train  men  ? 
There  are  other  and  varied  uses  gloves  are 
put     to     right     around    your    own    street 
that    give   the   durability    of     leather  gloves. 
This  is  where  the  "Ryan  Guarantee  Glove" 
comes  in  for  honors.     It  stands  where  others 
miserably.      Every  stitch    is   guaranteed 
every  inch  of  leather  is  warranted  per- 


That's  the  glove  for 
you  to  handle  and 
no  other— get  samples 
to-day. 


Robt.  Ryan 
&  Company 


Three    Rivers,    Que. 
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Utility 
Glove 


The  glove  that  can  be  used  for  teaming, 
driving,  handling  heavy  materials,  etc.,  is  in 
great  demand  these  days  and  must  be  one  of 
great  wearing  qualities. 

You  will  find  this  glove  in  the  "Ryan" 
samples  along  with  other  finer  grades  used 
for  street  wear  and  light  work.      "Ryan' 
gloves  are  absolutely  guaranteed  to  give 
satisfaction. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


The  Principles  of  Modern  Book-keeping 

Some  Interesting  Facts  in  Regard  to  the  Record  of  Every  Business  — 
What  the  Object  Should  be  in  Opening  Impersonal  Accounts  —  Too  Many 
Merchants    Contented    With    Conditions   That    Are    Apparently    Satisfactory 

(By    Howard    R.  Wellington.) 


IN   opening   a  set  of   books,   the  main   object  in 
view  is  to  know  the  net  profit  on  the  turnover 

for  the  year.  Some  merchants  are  perfectly 
.-^alistied  with  this  result,  but  the  keen  business  man 
will  want  to  know  the  profit  or  loss  on  each  depart- 
ment of  his  business  or  on  each  line  of  goods  carried 
in  stock. 

In  other  cases,  and  there  are  a  number  of  them, 
merchants  do  not  ever  take  stock  to  ascertain  thoir 
exact  position,  but  are  satisfied  because  condillnns 
seem  to  be  a  little  easier,  and  they  have  a  good  bank 
balance,  that  they  are  making  money,  whereas  their 
stock  may  be  much  lighter,  collections  may  be  bet- 
ter, they  may  have  been  selling  off  a  large  amount  of 
goods  at  a  very  slight  advance  on  cost,  consequently 
have  a  lot  of  ready  money  at  the  moment,  but  very 
little  profit  when  it  comes  to  taking  stock  and  mak- 
ing a  balance  sheet. 

Can't  Afford  to  Guess. 

No  merchant  can  afford  to  guess  at  his  financial 
position,  but  he  mu.st  have  accurate  figures  showing 
his  sales,  purchases,  cash  discounts  allowed  or 
earned,  general  expenses  and  salaries  and  then 
his  assets  and  liabilities. 

When  he  has  a  knowledge  like  this,  coupled  with 
a  statement  of  the  net  profit  or  loss  on  each  depart- 
ment of  his  Inisiness,  he  is  like  the  expert  physician 
who  has  a  thorough  knowledge  of  his  case,  and  is  in 
a  position  to  apply  a  remedy  which  is  immediately 
effective  in  restoring  the  patient  (his  business)  to  its 
normal  or  possibly  nuich  improved  condition. 

Opening  the  Books. 

The  essential  books  in  use  are: — I.  Cash  and 
Bank  Books;  II,  "Sales  Book  or  Sales  File;"  III. 
"Bills  Payable  and  Bills  Receivable;"  IV.  "Jour- 
nal" and  V.  "Purchase  Journal;"  VI.  "Ledger." 

These  books  will  record  any  transaction  neces- 
sary and  by  adopting  the  latest  devices  for  recording 
sales  and  purchases,  the  volume  of  posting  may  be 
greatly  reduced. 

1.  The  "Cash  and  Bank  Book."— In  the  regular 
columnar  cash  book  should  be  incorporated  a  column 
on  both  debit  and  credit  side  for  the  bank  account, 
crediting  the  bank  on  the  debit  side  with  all  with- 
drawals and  debiting  the  bank  on  the  credit  .«ide 
with  all  deposits. 

''Cash  Discounts."    ■ 

A  column  should  be  introduced  on  the  debit  side 
for  recording  the  amount  of  cash  discount  allowed 


to  a  customer,  the  total  of  which  column  is  posted 
to  the  debit  of  "Discount  Account."  On  the  credit 
side  a  similar  column  should  be  used  in  which  to 
enter  all  cash  discount  earned  for  paying  accounts 
promptly,  the  total  of  which  column  should  be 
Itosted  to  the  credit  of  "Discount  Account." 

f 

Other   Column — Debit   Side. 

A  column  may  be  used  on  the  del)it  side  for  the 
cash  sales  daily,  of  each  department  of  the  business. 
This  total  may  be  obtained  from  the  cash  sales  slips 
which  should  be  lettered  "A,"  "B,"  "C,"  etc. 

If  bills  receivable  are  discounted  at  the  bank,  a 
column  should  be  introduced  on  the  debit  side  in 
which  the  total  of  bills  discounted  each  day;  is 
inserted,  and  the  total  for  the  end  of  the  month 
is  posted  to  the  credit  of  "Bills  Receivable  Account" 
in  the  ledger. 

Other  Column — Credit  Side. 

Besides  the  cash,  bank,  and  discount  column  on 
the  credit  side,  columns  may  be  introduced  for 
freight  and  express,  expense,  salaries,  etc.,  and  as 
many  more  as  necessary  in  order  to  save  posting  by 
having  only  one  tdtal  to  post  at  the  end  of  each 
month  instead  of  innumerable  small  amounts  all 
through  the  month. 

Sales  File. 

The  credit  sales  are  recapitulated  under  depart- 
ment letters  on  a  sales  binder  from  the  daily  sales 
slips  and  posted  to  the  debit  of  cu.stomers'  accounts 
in  the  ledger,  either  in  detail  or  simply  giving  the 
date  and  amount,  particulars  being  obtained  from  a 
duplicate  sales  slip  which  may  be  inserted  when 
making  out  the  sale  and  which  may  be  attached  to 
the  customer's  statement  in  case  further  information 
is  required. 

Bills   Receivable  and   Bills  Payable. 

These  books  are  very  simple,  each  having  a  col- 
umn for  ca.sh  discount,  the  total  of  which  in  the 
bills  receivable  book  is  posted  to  the  debit  of  "Dis- 
count" account  and  vice  versa  with  bills  payable 
book. 

The  Journal. 

This  is  a  book  for  entries  which  cannot  be  readily 
made  in  any  other  book.  It  is  used  for  writing  oflf 
balances    in    accounts,    crediting    salaries,    debiting 

(Concluded  on  page  236.) 
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THE   DEACON    SHIRT    CO. 


Belleville,  Ont. 


CAMPBELL'S  CLOTHING 


The  clothing^  with  the  quality-huilt  reputation. 


The  line  that  gets  and  keeps  the  most  de- 
sirable and  profitable  trade  by  sheer  superior- 
ity of  quality  and  value  and  invariable 
perfection    of   fit. 

The  Campbell  Mfg.  Company,  I  imite^^ 

MONTREAL 
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JOIN  NOW! 

Start    The    Spring  ICampaign    Right 

€[[  Enthuse  for  the  August  Window 
Trimmers'  Convention. 

•If  Send  in  your  membership  and  enter 
the  First  Annual  Contest. 

€[[  Ask  someone  else  to  join.  Every 
window  trimmer  and  cardwriter 
invited  to  make  it  interesting  to 
his  fellow  workers  in  this  live 
organization.  Fill  in  this  blank, 
enclose  $2.00,  and  mail  to  the 
Secretary-Treasurer. 

DO  IT  NOW!  DO  IT  NOW! 

APPLICATION  FOR  MEMBERSHIP 

CANADIAN  WINDOW  TRIMMERS'  ASSOCIATION 

Secretary  C.  W.  T.A. 

143  University  Ave.,  Toronto 

I  nerehy  enclose  the  sum  of  Two  Dollars  for  memhersni^  in  the  Canadian    vvinaow 

Trimmers    Association.      I  am  now  employed  hy 

have  had years    ex;perience  as  window  trimmer. 

Signed. 


Dated. 
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PISFLAYRACK 


iThe. Single  Tie  Rack 


PATENTED. 


The  Double  Tie  Rac  k . 


AHordine  Different  Shapes. 


The  Shirt  Rack  has  Adjustable  Sides 
and  Bottom, 


The  Combination  Pile. 


The  Cross  Pile 


A    Perfect   Silent   Salesman 

This  new  invention  is  made  in  a  single  and  double  tie  rack,  shirt  rack, 
and  may  be  used  for  displaying  ties,  hosiery,  shirts,  pyjamas,  underwear, 
gloves,  veilings,  dress  trimmings,  etc. 

PRICE  LIST. 

Single  Section  Tie  Racks,  all  nickel $12.00  doz. 

Double  Section  Tie  Racks,  all  nickel 20.00  doz. 

Standard  Shirt  Racks,  all  nickel 20.00  doz. 

Standard  Adjustable  Shirt  Racks,  all  nickel     -        -        -        -  25.00  doz. 


Dominion  Agent 

JOSEPH    R.  WILSON 


Walcrn  Dislrihuler  _      .^     ,^ 

K.    A.    CAMERON  ^^4        ^^^\r'\^.\\ACr.^  '    '  Ea.i.rn  DUinbuUr 

204  2nd  St.  w.  ^^^   otaif    isuiiding  H.  B.  Mclaughlin 

CALGARY,  ALTA.  TORONTO  TRURO,  N.S. 

Also  A.  T.  REID  &  CO.,  LTD.,  Toronto;   NERLICH  &  CO.,  Toronto;  DALE  &  PEARSALL,  106  Front  East,  Toronto 
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Principles  of  Modern  Book-keeping 

(Concluded  from  page  232.) 

rents,  charging  interest  on  accounts,  etc.,  etc.  This 
is  a  book  which  should  have  little  use  in  naodern 
bookkeeiiing,  except  as  used  in  adjusting  accounts. 

The   Purchase   .Journal. 

This  book  will  save  a  great  deal  of  unnecessary 
labor  if  properly  used.  By  the  columnar  idea,  hav- 
ing a  column  for  the  accounts  appearing  most  fre- 
quently; a  few  postings  a  month  are  necessary  to 
impersonal  accounts.  Only  one  total  need  be  posted 
to  the  credit  of  the  concern  from  whom  goods  are 
bought,  the  various  invoices  l)eing  added  and  ex- 
tended into  a  column  such  as  "'Purchase  account." 
"Warehouse  Expense  Account." 

If  desired  to  keep  each  department  of  the  busi- 
ness separate,  extra  columns  may  be  added  for  the 
^arious  accounts  in  each  department. 

The  Ledger. 

For  an  ordinary  Ijusiness,  the  following  group 
of  accounts  would  give  the  merchant  all  the  neces- 
sary information  about  his  business,  so  as  to  enable 
him  to  figure  percentage  of  expenses,  etc. : — 

Sales  Accounts   (Personal). 
Purchase  Accounts   (Personal). 
General  Expense  Account. 
General  Salaries  Account. 
Rent,  In.surance  and  Taxes. 
Discount  and  Interest. 
Sales  and  Purchases. 
Freight  and  Express. 
Cash  Sales. 

Postage  and  Stationerv. 
Maintenance  Account. 
Light,  Heat  and  Power. 

In  addition  to  these  general  accounts,  a  separate 
set  of  accounts  may  be  opened  for  each  department 
for  items  directly  chargeable  to  the  department  and 
into  which  at  the  end  of  the  year  a  proportion  of 
these  general  accounts  will  be  charged. 


Hundred   Years  in  Business 

The   Remarkable    Record   of  A.  N.  Whitman 

&  Son,  Canso,  N.S.  —  Will  Shortly  Celebrate 

Centenary 

A.  N.  Whilmau  ct  Sua,  Can.'^o,  N.S.,  have  the  dis- 
tinction of  being  <>iie  of  the  very  few  firms  on  this 
continent  that  have  been  establi.^hed  for  one  hundred 
years,  nwd  what  is  more  extraordinary,  the  concern 
is  still  under  the  niainagemeut  of  members  of  one  'and 
the  same  family.  This  is  the  centenary  year  of  i\w 
venerable  firm  and  they  are  i)reparing  to  celebrate  \\ 
in  suitable  mann-er. 

Tlie  present  head  of  the  firm  is  E.  C.  Whitman. 
wlio,<e  grandfather  e.-'tablished  the  concern  in  1812. 
\t  that  time  the  business  con.sisted  principally  of  the 
exc'hange  of  merchandise  for  fi.sh  and  fur.  Some 
forty  years  after  its  establishment  the  business  was 
handed  over  to  the  youngest  son  of  A.  N.  Whitman, 
and  forty  years  later  he  handed  it  down  to  his  young- 
est son,  E.  C.  AVhitman. 

During  the  hundred  years  the  population  of  Can- 
so  has  grown  from  al>out  200  to  2.000.  The  fi.sh  de- 
])artnieut  of  the  liu'>ine,<s  is  now  operated  by  a  .separ- 
ate company,  of  which  E.  C.  Whitman  is  director, 
while  A.  N.  Whitnmn  &  Son  now  conduct  a  general 
merchandise  business  of  about  $100,000  a,  year,  in 
the  form  of  a  department  store,  with  an  outside  de- 
]»aitmont  handling  coal,  lumber  and  local  stearnboat 
agencies. 

Indicative  of  the  prominent  place  in  the  com- 
munity occupied  by  A.  N.  Whitman  &  Son,  is  the 
fact  that  the  president  E.  C.  Whitman  was  elected 
mayor  of  the  town  at  the  time  of  incorporation  and 
held  office  for  ten  years.  The  manager,  II.  C.  Rice, 
is  the  jiresent  mayor  of  the  town. 


This  view  of  the  Wliitman  stores  and  wharf.  Canso,  N.S.,  gives  s    me    idea    of    tlie    extended 
activities     of    this     hundred-year-old uusiness.     See  article. 
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£.  C    WHITMAN, 
President,  A.  N.   Whitman 
&  Son,  Canso,  N.S. 


H.  A.  RICE. 

Manager,  A.  N.   Whitman 
&  Son,  Canso,  N  S. 


A.  N.  Whitman 
&,  Son,  Canso, 
N.S.,  will  cele- 
brate their  Cen- 
tenary this  year. 


The  store  of  A.  N. 
Whitman  &  Son, 
Canso,  N.S..  in  1895 


H.  F.  MOFFATT. 
Director  and  Secretary, 
A.  N.  Whitman  &  Son, 
Canso,  N.S. 


FRED  Jl.  CARTER, 

^Director  and  Manager 

"Dry  Qoods  Tiepa  tmcnt, 

A.  N.   Whitman  &  Son, 

Canso,  N.S. 
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Teamwork From   the  JVlerchant  s 

viewpoint 


It  seems  to  me  that  honesty  in  advertising  is  one  of  the  great  essential 
things,  without  which  we  are  spending  money  helping  to  defeat  our  own  ends. 

We  consider  it  poor  business  to  advertise  goods  that  the  season  is  just 
opening  for,  at  "half  price,"  stating  that  we  have  bought  the  entire  output  of 
the  mill  or  manufacturer,  as  the  case  may  be,  and  then  have  customers  come 
and  find  out  that  we  have  only  our  regular  stock  at  regular  prices.  This 
cannot  help  but  be  disastrous  to  the  retail  trade  of  every  house  in  the 
city,  as  it  casts  reflections  on  all  merchants  in  general.  Let  us  all  take  a  leaf 
out  of  the  motto  of  some  of  our  largest  concerns,  whom  we  all  envy,  and  cut 
out  statements  that  are  misleading. 

J.  M.  YOUNG  &  CO., 

Brantford,  Ont. 

11       [1       II 

Any  store  carrying  more  than  one  line  of  goods  should  be  divided  into 
departments  with  someone  in  charge  responsible  for  the  buying,  turnover 
and  net  profit.  The  head  of  every  modern  store  will  so  use  his  salespeople 
that  they  will  co-operate  with  him  during  business  hours  and  out  of  them,  for 
the  further  advancement  of  business  and  for  special  teamwork.  Have  every 
salesperson  in  the  store,  when  they  have  served  a  customer,  invite  them  to 
visit  the  fur  department ;  have  them  word  the  invitation  so  that  customers 
will  feel  that  it  will  be  a  pleasure  for  the  store  to  show  the  stock  of  furs 
whether  customer  wishes  to  buy  or  not.  In  this  way  many  sales  will  be  made 
in  time.     For  other  seasons  of  the  year  other  departments  can  be  featured. 

WM.  MITCHELL, 

Kincardine,,  Ont. 

BUS 

We  quite  realize  the  importance  of  "teamwork"  in  our  store.  One  of 
the  best  aids  we  have  found  is  a  meeting  of  the  "heads"  of  the  various  depart- 
ments, at  which  plans  are  laid,  suggestions  received  and  considered,  and 
opinions  invited  as  to  the  various  matters  connected  with  the  business. 

This  meeting  takes  from  only  half  an  hour  to  an  hour  on  Wednesday 
mornings,  immediately  after  opening,  and  we  have  had  good  results  from  it. 
We  do  not  know  that  the  idea  is  original,  certainly  we  have  found  it  of  great 
assistance. 

R.  H.  WILLIAMS  &  SONS, 

Regina,  Sask. 
11       11       11 

Not  a  shadow  of  a  doubt  but  v/hat  there  would  be  greater  results  in  any 
store  if  the  salespeople  worked  into  each  other's  hands.  (Team  play,  if  you 
wish  to  so  call  it.) 

Instead  of  the  salespeople  in  each  department  standing  "pat,"  simply 
developing  their  own  end  of  the  business,  if  they  would  keep  in  touch  with 
what  is  going  on  in  other  departments,  and  in  an  off-hand  way  direct  the 
attention  of  customers  to  other  departments  of  the  store,  and,  incidentally, 
should  they  have  time,  introduce  a  customer  to  a  salesperson  in  an  adjoining 
department. 

Among  salespeople  to-day  there  seems  to  be  a  great  lack  of  interest  in 
the  general  welfare  of  a  business.  Perhaps  the  big  departmental  stores  are 
responsible  for  this. 

H.  J.  HOLLINRAKE  &  CO., 

Brantford,  Ont. 
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Very  effective  work  in  making  sales  can  be  done  in  one  department  for 
some  other  department;  in  this  way: — 

A  customer  is  buying  gloves ;  after  the  purchase  is  made  the  usual  ques- 
tion asked  is,  "Anything  else  for  you?"  The  customer  will  reply,  "I  want 
to  buy  some  curtains."  The  glove  saleslady  should  reply,  "We  have  a  fine 
stock  in  our  housefurnishing  department ;  Mr.  Jones,  who  is  in  charge  of  the 
department,  is  a  splendid  curtain  man,  he  will  be  sure  to  suit  you,  etc." 

I  have  found  bouquets  of  this  kind  are  sure  to  get  results ;  all  you  require 
are  the  goods  and  department  head  to  back  it  up. 

THOMPSON,  LTD., 

Sault  Ste,  Marie,  Ont. 
[i]       S       1] 

Co-operation  of  dress  goods  department  and  women's  ready-to-wear  with 
millinery  department. 

Dress  goods  and  ready-to-v/ear  department  salespeople  may,  with  tactful 
suggestions,  turn  many  a  sale  to  the  millinery  department.  It  is  so  easy 
when  selling  a  dress  or  suit  to  draw  the  customer's  attention  to  some  new 
hat  creation  that  is  correct  shading  and  in  perfect  harmony  with  the  trim- 
mings and  material  used.  Teamwork  with  these  departments  is  more  effective 
at  the  commencement  of  the  seasons,  particularly  just  after  the  formal  open- 
ings. Then  most  women  are  interested  in  hats,  and  a  timely  helpful  suggestion 
will  bring  results. 

THE  ROBINSON  CO.,  LTD., 

Napanee,  Ont. 
1]       11       11 

Teamwork  in  the  modern  retail  store  is  as  much  needed  for  the  success 
of  that  store  as  an  up-to-date  stock  and  good  service.  In  all  successful  stores 
to-day  will  be  found  good  clerks  who  are  working  together  for  the  success 
and  good  name  of  that  establishment,  and  while  they  may  strive  to  excel 
individually  in  sales,  they  are  always  ready  to  drop  a  suggestion  at  the  right 
time  and  in  the  right  place  that  will  help  some  other  department. 

A.  N.  WHITMAN  &  SON,  LTD., 

Canso,  N.  S. 

In  every  store  the  efficient  clerk  is  the  most  important  and  valuable  in- 
vestment in  the  business,,  but  even  his  value  is  in  proportion  to  the  united 
efforts  of  his  co-workers  for  the  accomplishment  of  the  store's  success. 

In  the  successful  organization  there  should  be  a  directing  influence  that 
moulds  the  policy,  but,  if  this  is  not  given  universal  publicity  among  the 
staff,  there  can  be  no  good  teamwork. 

This  can  best  be  accomplished  by  regular  meetings  of  all  the  heads  and 
sub-heads  of  the  entire  organization  when  this  policy  is  mapped  out  and  made 
clear.  The  advertising  man  should  always  know  everything  that  is  on  hand 
or  contemplated,  so  that  he  can  be  the  publicity  department  of  the  store, 
and  I  am  convinced  that  he  often  has  a  greater  work  to  accomplish  among 
the  clerks  of  the  store  than  he  has  among  the  customers.  Hov/  often  the  firm 
advertises  some  goods  to  the  customer,  and  the  clerks  either  do  not  know  or 
fail  to  give  the  support  to  the  advertisement  it  should  have. 

There  should  be  some  method  of  informing  every  employe  of  all  the 
publicity  and  policies  of  the  store,  so  they  can  work  together  in  carrying  them 
out.     This  applies  where  there  are  a  few  or  a  thousand  clerks. 

If  the  management  will  do  this  kind  of  teamwork  there  should  be  no 
excuse  foi  lack  of  teamwork  in  the  whole  organization. 

J.  E.  BROWN, 

Revillon  Freres, 

Edmonton,  Alta. 


Problems  That  Arise  in  Closing  the  Books 

What     Should     be     Taken     Into     Account  —  Procedure     for     Merchant     to 

Follow    in    Finding    the    Exact    Standing  of    His  Business  at    Least    Once    a 

Year  —  How  to   Prepare   the   Balance   Sheet 


THE  iDajority  of  merchants  who  close  their 
books  and  take  stock,  do  so  at  this  season  of 
the  year,  either  at  the  end  of  December  or 
January.  December  is  usually  a  very  busy  month, 
at  least  up  to  Christmas,  stocks  are  materially  reduc- 
ed and  the  week  between  Christmas  and  New  Year's 
Day  is  a  very  opportune  time  to  take  stock. 

We  find  upon  investigation  that,  in  spite  of  all 
that  has  been  said  about  the  advisability  of  an  annual 
stock-taking  and  balance  sheet,  sbill  there  are  a  large 
number  of  merchants  who  really  do  not  take  this 
seriously,  and  do  not  have  a  thorough  house-cleaning 
of  their  business  at  least  once  a  year. 

Some  or  its  Advantages. 

I.  You  must  know  the  exact  standing  of  your 
business  at  least  once  a  year — a  good  bank  balance, 
or  a  bank  balance  slightly  larger  than  the  previous 
year,  is  no  indication  of  an  increase  in  profits.  On 
the  other  hand,  a  small  bank  balance  is  no  indica- 
tion of  a  poor  year's  busine.ss. 

II.  A  merchant  may  never  know  whether  he  is 
carrying  a  larger  or  smaller  stock  without  actually 
listing  it  at  cost  or  invoice  price,  adding  duty  and 
freight  on  imported  goods,  and  it  is  absolutely  essen - 
tial  that  he  should  know  what  stock  he  is  carrying. 

III.  By  taking  stock  and  preparing  a  balanc(; 
sheet,  very  often  a  serious  leak  in  a  business  may  be 
stopped  and  a  husiness  saved  before  it  is  too  late  to 
prevent  a  catastrophe. 

IV.  By  taking  stock,  a  merchant  is  obliged  to 
look  carefully  through  his  entire  store,  and  old  or 
out-of-date  goods  are  brought  to  light  which  would 
not  otherwise  be  noticed.  Such  goods  should  be 
taken  in  away  below  cost  and  a  special  effort  made  to 
ci-po.-e  of  them  at  any  price.  You  might  as  well 
take  your  lo.ss  in  the  first  place    and    not    carry  as 

s  et:^  a  lot  of  valueless  goods,  the  accumulation  of 
w]  i(  h  will  eventually  ruin  your  business. 

V.  It  might  pay  a  merchant  to  cut  out  entirely  a 
'epartment  of  his  bu.'^ine^s  which  is  continually  los- 
ing money  and  eating  into  his  gross  profits.  The 
only  way  to  ascertain  this  information  is  to  take 
-tock  and  make  up  a  balance  sheet  with  profit  and 
loss  account  and  trading  account  for  each  department. 

The  Procedure. 
.'wtually   lit  -to(k   at  cot.      If  .some  goo  ""s  arc 
Mlrele^'s,  or  nearly  so,  take  them  into  stock  at  ?s  low 
■.  fi.Gure  as  you  can  afford.     You  will  benefit  if  you 
obtain  eventually  more  than  the  inventory  price. 


Do  not  add  ten  per  cent,  or  even  two  per  cent,  to 
your  inventory  sheets,  even  if  you  have  made  a  par- 
ticularly good  buy.  Give  the  U'cxt  year  a  chance  to 
make  a  big  margin  on  such  goods.  You'll  never 
make  a  mistake  by  adopting  this  plan. 

Insist  on  having  a  correct  trial  balance,  then  pro- 
ceed as  follows; — 

Ascertain  if  any  payments  of  any  moment  have 
been  made  during  the  period  and  which  prepay 
items  for  a  longer  period  than  the  one  under  review 
such  as  unearned  insurance,  prepaid  taxes,  etc.,  etc. 
If  each  year  is  made  to  stand  on  its  merits  this  step 
is  not  nece-S-sary,  but  often  large  amounts  are  paid 
during  the  period,  all  of  which  are  not  properly 
chargeable  to  that  time.  Bring  such  amounts  down 
to  the  debit  of  the  respective  account,  to  be  carried  as 
an  asset  for  the  coming  year,  transferring  the  balanco 
to  the  del)it  of  trading  account. 

Each  department  should  have  a  trading  account. 
Each  department  should  be  charged  with  direct  ex- 
penses, such  as  salaries,  rent  of  store  space,  etc.,  and 
a  proportion  of  the  general  expenses,  based  partially 
on  a  percentage  of  the  sake,  keeping  in  mind  the 
location  of  the  department  and  its  importance  to  the 
general  business  of  the  store. 

The  accounts  would  then  show  up  as  follows : — 

TRADING  ACCOUNTS. 

Dept.   A.  Dept.  B.            Total. 

Dept.  A.                 Dept.  B.  Tot.il. 

Stock    Dec.    1,    1910... $.3,000                     .$2,000  $5,000 

Purchases    6.000                       5,000  11.000 

Direct    Charges    ..     ..  2.000                      1,500  3,500 

Proportion   Charges    .   1,500                      1,500  3,000 

Salaries    2,000                       2,000  4,000 

Sales     $14,000  $15,000                   $29,000 

Stock    Dee.    1.    ]911...                   3.000  2,500                      5,500 

Profit    Dept.    A 2.500                      .WOO  8,000 


Totals 


$17,000    $17,000    $17,500    $17,500    $34..500    .$34,500 


PROFIT    AND    L,OSS   ACCOCNT. 

Balance  from   trading   account    

General    charges    $1,500 

Provision    for   losses    1,000 

Proprietor's  salary    2,000 

Net   profit    3,500 


$8,000 


(To  be  continued  in  a  later  issue.) 


$8,000 


$8,000 


Tooke  Bros.,  Montreal,  expect  to  have  the  new 
addition  to  their  establishment  finished  early 
in  the  new  year.  Thi?  building  will  be  100  x 
150  feet,  and  with  its  completion  the  company  are 
movins  to  their  new  general  offices  on  the  first  floor 
up,  These  offices  are  finished  in  chestnut,  and  are 
up-to-date  in  every  respect. 
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HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  whicii  the  ediiors  of  liie  "Revuvv"  do 
not  necessarily  hold  themselves  ^ebPon^lble 


IMPROVING  THEIR  OUTPUT. 

"Dominion"  brand  hosiery  manufac- 
tured by  A.  Burrith  &  ,Co.,  Mitchell, 
is  a  well  known  and  staple  line  and 
any  improvements  made  in  their 
range  of  woolen  seamless  hosiery 
would  almost  seem  impossible.  How- 
ever, this  firm  have  installed  several 
automatic  machines  for  the  manufac- 
ture of  ribbed  hosiery  and  are  show- 
ing a  number  of  new  lines,  made  on 
these  machines,  that  are  exceptional 
value.  These  machines  materially  re- 
duce the  cost  of  manufacture  so  that 
the  trade  is  oflered  a  better  article 
for  less  money  than  was  practical  be- 
fore the  new  machines  were  installed. 

The  trade  will  await  with  interest 
these  new  samples,  which  will  be 
shown  shortly,  full  ranges  in  different 
lines  manufactured  by  this  mill.  At- 
tention is  also  called  to  the  complete 
assortment  of  coat  sweaters  for  men 
and  women,  mitts,  toques,  sashes, 
gaiters  and  heavy  worsted  ribbed 
overhose. 

THE  S.  X.  SILENT  SALESMEN. 

Essex  "S.X."  silent  salesmen  are 
an  improvement  for  show-ing  mer- 
chandise. They  are  adjustable  display 
racks,  in  one  or  two  sections,  exten- 
sively used  for  handling  neckwear, 
hosiery,  shirts,  underwear  and  folded 
goods  to  better  advantage  both  on 
the  counter  or  showcase  or  within 
silent  salesmen  and  displays  proper 
Boxes  are  unnecessary,  unsightly 
packages  eliminated  and,  most  im- 
portant of  all,  space  is  saved.  This 
problem  is  alw-ays  present  in  dry 
goods  and  men's  furnishings  and  room 
is  a  great  consideration  in  many 
stores.  When  displayed  on  these 
racks,  goods  look  better,  stock  is 
kept  neater,  and  lines  are  before  cus- 
tomers at  all  times,  which  increases 
the  eflRciency  of  salespeople  and  the 
salability  of  goods. 

These  new  silent  salesmen  are  in 
single  or  double  sections.  Smaller 
sizes  are  open  or  closed  from  one 
half  to  four  inches  or  separatelv  at 
either  emd  to  allow  disniavs,  either  of 
straight  of  flowinsz;  end  ties  Cplain  or 
crosswise)  and  combination  piles  of 
hosiery,  neckwear,  etc.  Fixtures  are 
fitted  with  an  upright  standard  at 
each  end  to  keep  poods  in  position. 
Double  sections  are  also  adjustable  2 
to  14  inches  and  have  similar  stand- 
ards. Rides  are  raised  to  heights 
from  10  to  17  inches,  almost  automa- 
tically. 


There  is  no  possibility  of  scratching 
counters  or  tops  of  cases  or  glass 
plates  within  silent  salesmen  as  each 
rack  is  fitted  with  smooth  rounded 
knobs  as  a  protection.  Stands  are 
light  and  finished  in  highly  polished 
nickel  only. 

It  is  wonderful  the  amount  of  goods 
these  adjustable  display  racks  hold 
and  there  is  practically  no  limit  to 
the  lines  within  a  store  which  can  be 
shown.  When  counter  boxes  are  dis- 
carded an  ordinary  store  requires 
from  one  dozen  to  five  dozen  racks  to 
demonstrate  those  articles  or  goods 
laid  out  on  counters  or  placed  in 
cases,  which  are  innumerable. 

Stores  fitted  in  this  manner  give  a 
first-class  appearance  and  fixtures 
last  a  lifetime.  There  is  nothing  to 
lose  or  break,  no  screws  or  extra 
parts  are  needed  and  being  easily  gra- 
duated, room  is  gained,  as  sales  are 
made.  Goods  do  not  depreciate 
through  collecting  dust  or  handling, 
as  when  displayed  on  counters,  and 
S.X.  adjustable  display  racks  are  an 
assurance  that  goods  are  always  kept 
salable. 

.Joseph  R.  Wilson,  Toronto,  con- 
trols this  simple  device  and  is  pro- 
moting and  presenting  Essex  silent 
salesmen  to  merchants  in  Canada. 
Either  size  fixtures  are  not  expen- 
sive when  compared  with  number  of 
adinstments.  appearance  and  utilitv. 
Thev  add  value  to  eoods  displayed. 

HIGH-CLASS   TCATTTTED   GAR- 
MENTS. 

The  Ken  Knit  Co.,  Ltd.,'  Wood- 
stock, start  manufacturing'  in  their 
new  factory  under  very  favorahle 
au-spices.  Thev  are  now  readv.  builrl- 
insr  eompleterl.  machinery  instnlled. 
with  opei-ations  commenced  and  nre 
mnkins'  their  first  announcements  to 
the  trade. 

The  ofRcers  of  the  Company  are 
Ct.  F.  Mnhon  of  the  law  firm  of  Mc- 
Kay &  Mahon,  President:  KeTineth  W. 
Harvpy.  Manager,  and  W.  BirvoAV- 
r-lou2-h.  Treasurer.  Messrs.  Harvev 
nnd  Barrnwelouffh  are  well  known  as 
siif>eessful  manufacturers. 

This  manas-ement  has  behind  it  the 
close  association  for  years  with  knit 
eoods  conditions  and  a  thoroueh 
knowleds-p  of  the  advances  and  de- 
mands for  his'h-class  knitted  gar- 
ments in  Canada. 

The  btulding  is  120  feet  in  leneth, 
by  P.T  feet  in  width,  three  storevs  in 
height.  Tt  is  of  standard  mill  con- 
struction, brick  and  concrete,  entirely 
firenroofed  and  beautifully  finished 
with    nn   imnosin?  facade. 

This  new  firm  will  manufacture 
sweaters,  sweater  r-oats,  cardigan 
jackets,    all    kinds    nf    knitted    outer 


garments  in  fashionable  designs, 
knitted  motor  scarfs  and  silk  ties. 
These  will  be  presented  direct  [o  the 
retail  trade,  through  a  selling  organi- 
zation which  covers  Canada  from 
coast  to  coast.  Their  representatives 
are  experienced  and  well-connected 
travellers,  who  are  known  to  buyers 
and  merchants  generally  and  under- 
stand   locality   i-equirements. 

First  samples  are  shown  and  judg- 
ing by  these  and  the  reputation  of 
the  founders  as  first-class  manufac- 
turers it  can  be  readily  understood 
that  quality  of  finished  garments  will 
be  high  grade.  New  styles  and  color 
combinations  cut  on  man-tailored 
lines  ensure  perfect  fitting  and  im- 
provd  finished  garments  are  being 
turned  out  already. 

Samples  will  be  submitted  to  buy- 
ers early  in  January  and  it  is  ex- 
pected merchants  will  avail  them- 
selves of  the  opportunity  of  prepar- 
ing to  meet  next  Fall  demand  for  a 
better  class  of  knitted  garments  for 
men,  women  and  ciiildren. 

The  development  of  the  industry 
will  mark  an  advancement  in  knit 
goods  manufacture  in  Canada  and 
there  is  every  confidence  that  this 
business  will  grow  into  one  of  the 
largest  and  most  enterprising  plants 
in  the  Dominion. 

THE  DEMAND  FOR  WHITE 
GOODS. 

There  will  evidently  be  a  strong 
tendency  toward,  white  for  the  com- 
ing season,  states  a  New  York  report. 
While  there  never  was  a  season  in 
which  this  was  not  true,  it  probablv 
is  a  little  more  true  this  year  than 
before. 

The  range  of  white  goods  is  so 
varied,  with  such  an  infinite  varietv 
in  the  construction,  as  weis-hts  and 
finishes,  that  a  selection  of  big  sell- 
ers is  not  an  easy  task.  When  vou 
have  fixed  upon  the  different  cloths 
that  will  surely  be  "a  la  mode,"  the 
question  of  finish,  that  is  the  feel  and 
appearance,  is  of  vital  importance. 
Perhaps  the  question  of  finish  is  more 
in  evidence  on  the  American  side 
of  the  line  than  on  the  Canadian  side. 
American  women  have  been  educated 
to  it,  and  insist  upon  it.  Our  buvei's 
look  at  the  point  almost  as  critically, 
and  perhaps  more  so,  than  at  the 
actual  intrinsic  value  of  the  cloth 
they  buy. 

With  Americans,  the  so-called  linen 
finish  is  very  popular.  For  this  rea- 
son, the  "  Flaxon  "  finish  has  for 
several  years  been  much  in  demand. 
Th°se  Flaxon  cloths  are  perhaps  little 
known  in  Canada,  but  in  the  United 
States  they  are  certainly  favored.  Tn 
New   York,   almost     every    converter 
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•who  makes  a  piece  of  ■white  goods, 
has  imitated  its  finish,  and  some  of 
them  come  very  near  to  it.  This  has 
as  many  imitations  as  "Soisette," 
but  in  a  fewer  instances,  however, 
as  the  latter  has  many  imitations  in 
England  and  on  the  Continent  as 
well.  In  Canada,  some  of  the  mills 
are  no  doubt  making  materials  simi- 
lar to  "Soisette." 


CUTS   FOR   MERCHANTS. 

Greenshields  Limited,  Agents  for 
Priestley's  Line  of  Dress  Fabrics, 
are  offering  to  send  electros  of  their 
Spring  lines  to  merchants  interested 
in  improved  methods.  Up  to  the 
present  time,  this  offer  has  been 
taken  advantage  of  by  many  mer- 
chants throughout  the  country. 
Firms  wishing  to  begin  the  new 
year's  business  along  the  right 
groove  should  advertise  their  goods. 
Appropriate  illustrations  bring  good 
results. 

ENLARGED  THEIR  FACTORY. 

The  Ontario  Cloak  Co.,  Toronto, 
are  beginning  the  new  year  un-der 
exceptionally  favorable  conditions. 
An  addition  to  their  factory  of  5,000 
square  feet,  has  just  been  completed 
and  fully  equipped.  This  will  give 
them  greatly  improved  facilities  for 
meeting  the  urgent  requirements  of 
their  steadily  increasing  business. 
The  company  now  approach  the 
Spring  season  in  excellent  position  to 
continue  that  service  so  essential  in 
creating  a  well-satisfied  clientele. 


PATRICIAN   CLOAK   &   SUIT    CO. 

Princess  Patricia,  the  only  daugh- 
ter of  Canada's  new  Governor-Gen- 
eral H.  R.  H.  the  Duke  of  Con- 
naught,  is  decidedly  one  of  the  most 
brilliant  members  of  the  Royal 
Family,  and  not  the  least  of  the 
reasons  that  the  departure  of  the 
"popular  Connaughts,"  as  they  are 
called  at  home,  for  Canada  was  so 
much  regretted,  was  because  the 
Princess  Patricia  woiUd  be  of  the 
party. 

Believing  that  Princess  Patricia 
will  soon  be  as  great  a  personage  in 
Canada  as  at  home,  the  management 
of  a  new  firm,  the  Patrician  Cloak  & 
Suit  Co.,  Toronto,  who  are  now  or- 
ganized to  manufacture  high-class 
ladies'  garments,  have  asked  and  re- 
ceived special  permission  to  name 
their  line  after  the  Princess.  They 
believe  that  the  name  Patricia  will 
form  an  unequalled  passport  for 
their  line  and  on  the  other  hand  that 
the  garments  they  manufacture  will 
be  fully  worthy  of  the  name  they 
have  chosen. 

Louis  Brcgeman,  who  is  at  the 
head  of  the  new  firm  is  fully  known 
to  the  buyers  of  high-class  garments, 
as  he  has  been  before  the  trade  as 
the  designer  of  the  Novi-Modi  line 
for  a  period  of  tliirteen  years.  He 
afterwards  acted  in  the  same  capac- 
ity for  the  Princess  Mfg.  Co.,  and 
during  two  years  was  partner  and 
factory  manager. 

The  new  firm  has  secured  a  desir- 
able location  in  the  heart  of 
Toronto's  chief  garment  manufac- 
turing centre,  in  the  Samuels'  Build- 


ing at  the  corner  of  King  and  Spa- 
dina.  This  building  is  peculiarly 
adapted  to  the  carrying  on  of  a 
high-class  garment  industry  under 
the  best  possible  conditions  as  it  is 
thoroughly  sanitary,  has  perfect 
light  and  is  up-to-date  in  every  re- 
spect. Handsome  offices  and  show- 
rooms are  provided,  beautifully  fitted 
in  Mission,  and  every  privacy  and 
comfort  is  present  to  enable  buyers 
to  view  the  latest  syle  creations  in 
comfort  and  to  the  best  possible  ad- 
vantage. 

Mr.  Bregeman  has  just  returned 
from  New  York  and  will  devote  the 
next  few  weeks  to  the  production  of 
the  Spring  line  that  when  complete 
will  prove  a  revelation  as  to  the 
meaning  of  "Patrician  styles." 

It  is  announced  that  the  new  firm 
will  show  a  line  of  garments  that 
will  combine  style,  quality  and  profit- 
making  possibilities  with  exclusive 
patterns  and  fabrics  and  unique  yet 
practical  ideas  in  designing,  with 
correct  style  characteristics  and  with 
masterly  workmanship  of  the  highest 
order.  The  long  experience  the 
manager  has  had  in  the  making  of 
garments  for  the  higlh-class  Canai- 
dian  trade,  is  a  guarantee  that  the 
tastes  of  the  discriminating  Cana- 
dian woman  will  be  fully  considered. 

Mr.  Bregeman  is  ably  assisted  in 
the  manargement  by  his  son  S. 
Bregeman,  who  has  recently  complet- 
ed an  extended  designing  and  cutting 
course  in  New  York,  and  it  is  his  in- 
tention to  devote  his  full  time  and 
energies  to  the  production  of  the 
new  line. 
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Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get  ? 

EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  the  market  for  certain  goods,  but  that 
they  do  not  know  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

"We  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 
not  usually  sold  in  dry  goods  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 
are  at  the  service  of  our  readers. 

We  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 
and  use  it  when  you  would  like  us  to  give 
you  information. 

THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


THE  DRY  GOODS  REVIEW  For  Subscribers 

143  UNIVERSITY  AVENUE  "~^ 

TORONTO 


1 


INFORMATION  WANTED 


DATE 191 

PLEASE  TELL   ME  WHERE  I  CAN   BUY  


NAME 


ADDRESS 


Please  mention  The  Review  to    Adcevtisers  and  Their  Travelerx. 
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Defriez  &  Woodman  67 

Delfosse  &   Co -  ...■ 113 
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Dominion  Oilcloth   Co 159 

Dominion   Hammock  Co 162 

Dawson,    John  Ltd 223 

Deacon  Shirt  Co 233 

E. 

Eclipse  Whitewear   Co 169 

Eagle  Knitting  Co. — 

Hygeian   Underwear   83 

Vanta  Vest  84 

Erie  Knitting  Co 92 

Ellis   Underwear   Co 97 

Emeness  Co 181 
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Fitzgib'bon,   Ltd 9 
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...188-189 

Hutner   Cloak   Co 
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Henderson,   Robt.    Co 

25 

Home  &  Watts 

197 
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52 
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.68 
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66 
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95 
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CAMPBELL'S 

LINEN 
THREADS 


^itf^ 


"ITTHETHER  for  household  or  for 
^  ^  manufacturing  purposes 
CAMPBELL'S  LINEN  THREADS  are 
the  most  satisfactory  to  handle;  our 
steadily  increasing  sales  are  witnesses  of 
their  popularity.  They  are  uniform, 
strong  and  smooth  and  are  made  solely 
from  the  finest  quality  flax. 

You  will  be  pleased  with  the  prompt 
delivery, 

ALL    LEADING    WHOLESALERS 
STOCK   CAMPBELL'S    THREADS. 


Agents  for  Canada 


John  Gordon  &  Son 

Toronto     Montreal     Winnipeg 


Pleate  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Electros  like  these  illustrations  will 
be  furnished  for  your  newspaper 
advertising.        Write    for    a    supply. 


Concord 


Sandown 


Please  mention  The  Review  tn  A  dvertisers  and  Their  Travelers. 
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OUR  MARCH 
IMPORT  PROPAGANDA 

For  1912 

"OUR  MARCH  IMPORT  PROPAGANDA"  presents  to  the 
Canadian  merchant  an  absolutely  unique  opportunity  for 
the   importing   of 

Dolls,  Toys  and  Fancy  Goods 

The  new  1912  assortment  includes  an  endless  number  of  the 
choicest  lines  which  the  manufacturers  of  Europe  have  to  offer. 

The  One  Canadian  House 

equipped  for  import  on  the  most  up-to-date  lines. 

Elaborate  Range  of  New  Lines, 

Specials  All  Through, 

Solves  the  Problem  of  Keeping 
Your  Trade  at  Home. 

Customers  Served  Only  By  Appointment 
Ready  First  Day  of  March. 


The  Fancy  Goods  Company  of  Canada 

LIMITED 

156  Front  Street  West,  Toronto 


Please  mention  The  Review  to  Arlrerti.'^ers  onrl  Their  Travelers. 


Issued  Ist  and  15th  of 
each  month. 
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A   semi-monthly  newspaper  devoted  to  the  Cana- 
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SUBSCRIPTION    PRICE: 

Canada,   Great   Britain.   Australia,  South    Africa 

and  the  West  Indies -  $2  a  year 

United  States $2.50  a  year 

other  Countries -       -  $3  a  year 
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To  Tax  Mail  Order  Houses 

WHAT  is  intended  to  become  a  country-wide 
movement  in  behalf  of  the  retail  merchant 
against,  the  local  encroachments  of  the  distant 
mail  order  houses  is  now  passing  through  its  initial 
stages  in  Goderich.  There,  with  considerable  en- 
thusiasm, the  merchants  and  other  business  men  are 
interesting  them.selves  in  a  proposal  to  obtain  for 
cities,  towns  and  villages  the  right  to  tax  outside 
concerns  doing  business  in  competition  with  local 
retailers.     According     to    the    bill    which  will  be 


brought  forward  wthen  the  Ontario  Legislature  opens 
the  tax  is  t'o  be  ba.sed  on  the  average  amount  paid 
into  the  municipal  coffers  by  each  merchant. 

Should  the  proposed  measure  meet  with  opposi- 
tion strenuous  enough  to  prevent  it  going  the  dis- 
tance in  the  Legislature,  it  will  at  least  have  served 
one  good  purpose — it  will  have  been  the  means  of 
bringing  before  the  representatives  of  tbe  people 
some  information  relative  to  the  fight  required  of 
local  merchants  in  order  to  get  a  share  of  the  busi- 
ness, and  to  tJiat  lack  of  loyalty  which  is  often  dis- 
couraging to  the  most  progressive  enterprise. 

Sucli  a  measure  would  also  bring  home  to  mer- 
chants their  own  responsibilities  pertaining  to  local 
requirements.  The  question  arises,  "Would  it  be 
fair  for  a  municipality  to  tax  a  merchant  from  an 
adjacent  town  for  .selling  therein  goods  that  could 
not  be  bought  at  the  local  stores  and  which,  event- 
ually, would  be  ordered  from  the  large  mail  order 
houses?"  There  are  many  districts  in  Canada  each 
with  one  or  two  large  central  stores,  which  cover  a 
field  and  give  a  service  not  attempted  by  the  small 
stores  of  tJiose  districts. 

The  Review  wishes  the  movement  every  suc- 
cess. It  will  remove  that  long-standing  plaint  that 
mail  order  men  walk  off  with  much  business  in  their 
l>elts  without  paying  anything  to  the  municipality 
for  the  privilege. 

It  will  help  remove  that  spirit  of  indifference 
under  which  a  good  many  merchants  now  feel  that 
the  fight  is  futile.  It  will  make  for  greater  enthusi- 
asm, and  give  the  merchant  greater  confidence  in 
himself. 

It  will  bring  the  merchant's  case  to  the  proper 
tribunal,  to  a  ground  wdiere  he  may  obtain  a  more 
tangible  view  of  the  forces  against  which  he  is 
fighting. 

It  will  .show  him  how  far  the  people's  repre- 
sentatives are  with  him;  may  show  him  some 
glimpses  of  himself  and  his  cnterpri.se  from  new 
angles. 
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It  will  bring  business  men  together  for  discus- 
sion of  a  knotty  problem,  and  this  s'hould  be  bene- 
ficial. 

The  succescs  of  the  bill  will  depend  largely  upon 
the  organized  effort  of  merchants.  It  must  be  no 
half-hearted  fig^ht. 


The  Spirit  of  Organization 

IN  a  series  of  buaness  editorials  descriptive  of  the 
elements,  conditions,  impelling  influences  and  op- 
portunities from  which  the  modern  departmental 
store  has  been  evolved,  Marshall  Field  &  Co.,  Chi- 
cago, have  given  the  public  some  mteresting  read- 
ing and  much  food  for  thought.  The  editorials 
cover  a  wide  range  of  subjects.  They  dwell  upon 
the  decadence  of  the  sale  idea,  the  retail  function 
of  advertising,  different  ways  of  dealing  with  de- 
mand, the  significance  of  the  word  "buying,"  and 
so  on. 

Probably  the  article  in  which  the  spirit  of  or- 
ganization is  considered  gives  the  mos-t  inward 
glimpse  of  this  great  concern,  explaining  much 
of  its  succe'ss  and  suggasting  a  message  to  every 
merchant  who  takes  his  enterprise  seriously.  Here 
are  some  of  the  thoughts: 

"First  of  all,  comes  good  human  material.  Em- 
ployes are  chosen  for  native  intelligence,  sincerity, 
interest  in  business,  faculty  for  getting  along  with 
others,  willingness  to  investigate  and  think  and  the 
sense  to  submit  to  discipline  in  purely  routine  de- 
tails. 

"The  organization  has  something  of  the  atmos- 
phere of  a  great  family.  There  is  a  definite  stand- 
ard of  character  to  start  with,  and  its  members  are 
expected  to  live  up  to  it. 

"This  is  the  personnel.  Behind  it  lies  the  un- 
changing idea  of  service.  .  .  .  Again  and  again 
it  has  been  demonstrated  that  the  business  grows 
only  as  the  wishes  of  the  individual  customer  are 
properly  understood  and  met.  The  customer's  very 
rejections  and  objections  are  full  of  opportunities 
for  growth. 

"Employes  are  encouraged  to  study  demand,  to 
establish  cordial  relations  with  customers,  to  be  sin- 
cere in  explaining  any  shortcomings  that  merchan- 
dise may  have  and  never  to  lose  sight  of  the  fact 
that  they  are  working  for  premanent  relations  with 
the  public  as  well  as  for  sales. 

"The  business  must  continue  and  grow  through 
the  healthy  spirit  of  service,  permeating  every  part 
of  the  organization. 

"This  statement  of  the  Marshall  Field  idea  gives 
best  expression  to  the  spirit  of  service : — •  To  do  the 
right  thing,  at  the  right  time,  in  the  right  way ;  to 
do  some  things  better  than  they  were  ever  done  be- 
fore; to  eliminate  errors;  to  know  both  sides  of  the 
question ;  to  be  courteous ;  to  be  an  example ;  to  work 
for  love  of  the  work ;  to  anticipate  requirements ;  to 
develop  resources ;  to  recognize  no  impediments ;  to 
master  circumstances ;  to  act  from  reason  rather  than 
rule;  to  be  satisfied  with  nothing  short  of  perfec- 
tion." 


Prolonging  the  Business  Day 

MANY  merchants  throughout  the  country- 
still  adhere  to  the  custom  of  keeping  open 
their  stores  as  late  as  10  o'clock  or  later, 
Saturday  nights.  While  there  may  be  excellent 
reasons  for  this  at  certain  seasons  of  the  year,  such 
as  that  which  has  just  passed,  the  question  might 
well  be  asked,  does  it  pay  as  a  general  rule  through- 
out the  year? 

Is  the  stray  business,  captured  after  nine  o'clock 
in  the  evening,  worth  while,  considering  the  expense 
of  the  extra  hour,  the  prolonged  tax  upon  the  ener- 
gies of  the  sales  force,  the  exhausted  enthusiasm, 
the  irksome  suspense  of  relaxation  which  inevitably 
comes  with  the  sense  that  a  holiday  or  week-end  is 
not  far  off? 

In  many  cases  stores  are  kept  open  (because 
"the  other  fellow"  is  doing  it,  and  because  mer- 
chants have  failed  to  get  together  to  place  a  more 
reasonable  limit  upon  the  working  hours  of  the  last 
day  of  the  week.  Some  merchants  are  courageous 
enough  to  take  an  independent  course,  regardless  of 
what  a  competitor  was  doing,  and  The  Review 
knows  for  a  fact  that  the  appreciation  of  salespeople^ 
the  advertising  value  of  the  move,  and  the  extent 
to  which  it  induced  people  to  do  their  buying  earlier 
in  the  day  or  evening  more  than  compensated  for 
the  slight  loss  where  such  was  admitted. 


New  Meaning  of  "Competitor" 

SAID  a  retailer  recently  to  The  Review,  "The 
more  far-seeing  merchants  no  longer  refer  to 
each  other  as  comj^titors.  They  may  be  striv- 
ing after  the  same  object,  but  the  idea  of  united 
eft'ort  is  entering  more  largely  into  the  matter.  It 
is  being  demonstrated  that  more  is  to  be  gained  by 
this  concentration  than  by  fighting  at  cross  pur- 
poses, creating  ill  feeling  and  setting  up  a  vengeful 
spirit." 

The  retailer  is  right.  The  opportunities  of  the 
present  day  are  not  so  much  the  object  of  acri- 
monious strife,  as  of  clear-headed,  sharp-witted, 
legitimate  business  enterprise. 

The  other  day  when  John  Wanamaker  had  Pre- 
sident Taft  over  to  officiate  at  certain  dedicatory 
ceremonies,  the  people  of  Philadelphia  thought  well 
of  Gimbel  Bros,  when  they  came  out  with  a  full- 
page  adv.  by  way  of  tribute  to  John  Wanamaker. 
Coming  nearer  home,  when  an  Ontario  merchant 
celebrated  his  anniversary  recently,  he  did  a  gen- 
erous, courteous  thing  when  he  published  in  the 
centre  of  his  advt.  the  message  of  congratulation 
from  a  merchant  down  the  street. 

The  merchants  are  getting  together — they  are 
approaching  that  position  from  whence  they  may 
have  a  broader,  more  profitable  view  of  their  re- 
sponsibilities and  opportunities.  It  is  a  good  thing. 
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T^HE  reason  why  The  Review  carries 
more  advertising  than  any  other 
paper  of  its  kind  in  Canada  is  that  it 
is  read  by  progressive  merchants  from 
one  end  of  Canada  to  the  other.  They 
make  use  of  it.  Why?  Because  it 
aims  to  be  practical. 

Do  not  advertise  just  for  the  sake 
of  advertising,  but  reason  out  this  mat- 
ter for  yourself.  Find  out  just  what 
paper  has  the  confidence  of  its  readers, 
then  advertise,  and  don't  act  as  if  you 
were  afraid  some  buyer  would  find  out 
you  were  in  business.  Customers  won't 
chase  you,  you  have  to  do  the  chasing. 

And  remember  this.  Merchants 
don't  subscribe  to  a  trade  paper  to  look 
at  fancy  printing,  but  to  get  informa- 
tion. The  Review  spends  much  more 
money  on  its  editorial  department  than 
the  combined  papers  attempting  to  reach 
this  field  in  Canada.  Unless  the  edi- 
torial pages  have  influence,  the  advertis- 
ing pages  are  worthless.  Ask  any 
live  retailer. 


The  Review  is  the  Official  Organ  of  the  Canadian  Window  Trimmers*  Association 


Introducing    Spring    Season 

Planning  all  Interior  and  Window  Decorations, 
so  as  to  be  Ready  to  Start  Selling  March  1st  — 
Cleanliness  and  Figure  Remodeling  —  Preliminary 
Dress  Goods  Showings  —  Visiting  Wholesale 
Openings 

MOST  merchants  realize  the  advantage  of 
stai-ting  busine'ss  early  as  possible  in  the 
season  and  have  everything  in  readiness  for 
Spring,  so  as  to  ensure  enthiLsia.sm  and  make  for  a 
good  long  season.  In  looking  ahead  to  this  year's 
events,  especially  the  first  half,  'dates  leading  up  to 
Eaisier  are  extremely  propitious  for  dry  goods 
retailing. 

A  draft  of  window  and  publicfity  schemes  up  to 
that  time  can  be  laid  out  and  although  not  strictly 
adhered  to  for  unexpected  reasons,  it  will  serve  to 
help  in  planning  events.  About  Feb.  15th  will  find 
luost  stocks  'Complete  except  for  shipments  of  novelty 
goods  generally  bought  at  w^liolesale  opening  time. 

February  advertising  and  window  represent  the 
volume  of  Spring  purch^ases  in  a  detailed  way.  Each 
section  within  the  store  is  given  individual  attention, 
so  as  to  afford  glimpses  of  latest  fashions,  style  trend 
and  anticipated  dem'and,  as  interpreted  by  buyers  in 
eadh  department.  Some  advertisers  devote  a  great 
deal  of  space  to  style  features  and  convey  their  con- 
fidence, create  talk  among  customers  or  inspire  sales- 
people with  the  authority  and  importance  of  their 
showings.  There  is  more  or  less  hi^h-class  fashion 
talk  interspersed  between  leaders  or  sale  announce- 
ments and  some  firms  imake  a  practice  of  giving  a 
with  ideas  of  affecting  demand  or  perhaps  eliciting 
favors,  when  comparisons  are  made  by  customers. 
It  is  a  case  of  superior  merchandising  and  an  exhibit 
of  better  buying  facilities,  which,  as  years  pass,  is 
bound  to  make  individuality  for  any  store. 


Trimmers  Medium  of  Information 

A\'ind'ow  dressers  make  ready  to  take  the  lead 
l»y  familiarizing  themiselves  with  all  new  stocks  re- 
ceived and  plan  to  intelligently  pass  their  informa- 
tion to  customers  by  window  ai'rangement.  It  is 
done  in  different  ways.  Some  decorators  are  in- 
structed to  take  eadh  department  separately  and 
thereby  Show  the  importance  of  Spring  in  each  sec- 
tion, by  making  comprehensive  showings  of  goods, 
representing  the  bid  of  each  department  for  this 
season's  business.  Large  stores  take  floor  displays  in 
rotation,  so  as  to  attach  individual  importance  to  de- 
partments on  each  floor.  There  will  be  loads  of  work 
to  do  and  each  week  must  be  planned  ahead  so  as  to 
keep  dejjartmental  managers  and  buyers  satisfied  that 
they  are  getting  all  the  .space  Which  can  be  allotted 
to  them. 

Full  Front  Displays. 

To  commence  the  season's  campaign,  comes  semi- 
annual full  front  displays  of  dress  goods  prefacing 
the  return  of  head  dressmakers,  men  tailors  and  their 
aissistants  so  as  to  have  sufficient  work  for  them  to 
start  at  once.  There  are  different  ways  of  securing 
this  result,  whether  it  is  a  price  showing  of  compre- 
hensive ranges  at  50c,  75c,  $1.00  and  up  or  materials 
suitable  for  separate  skirts,  'Suits,  street  costumes, 
dresses  and  function  wear.  Again  it  might  be  a 
series  of  displays  of  favorite  colors  in  order  of  style 
popularity.  Some  trimmers  adhei'e  to  blended  and 
suggestive  windows,  showing  how  eadh  garment 
would  appear,  when  complete,  but  this  has  sometimes 
to  Ije  featured  at  opening  time  on  account  of  mer- 


Prizes  For  Good  Work 

See  announcement  of  window  trimmers'  prize 
competition  in  the  Men's  Wear  Department  of 
this  paper.  It  contains  information  of  paramount 
interest  to  window  trimmers  and  card  writers. 
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IF  any  one  of  your  salesmen  should  double  his  sales  slips  to-morrow,  you  would 
watch  to  see  how  he  did  it.     If  he  kept  up   this    pace  you  would  be  willing  to 
double  his  wages,  wouldn't  you?     He  could  double  his  sales  if  he  could  display 
all  his  goods  to  every  customer,  that  is     the    very     thing    which   the    Taylor-Made 
Rack  System  does;  it  shows  all  the  goods  for  your  salesman,    yet   you   don't   have 
to  pay  him  a  higher  salary. 


No.  331B,  Combination  Suit  Hanger, 
inserted  trouser  bar,  $7.50  per  100 
No.  33,  Same  without  bar, 

$6.50  per  100 
No.  33IB,  Boys',  15  in.  wide 

$7.50  per  100 
No.  39B,  Overcoat  Hanger,  with  insert- 
ed bar,  for  extra  size  suits 

$8.50  per  100 
No.  39,  Same  without  bar 

$7.50  per  100 


This  store  equipped   with   the   Taylor- 
made  Rack  System. 


Double  Bar  Rack 

Made  of  Polished  Steel  Tubing. 

6  feet  long,  6  posts,     -        $10.50 

8    "      "      6     "  $11.50 

10     "       "      6     "      -         -      $12.50 


Double  Bar  Rack 

Made  of  Oxydized  Steel  Tubing. 

6  feet  long,  6  posts,     -        $13  00 

8     "       "      6      "  -        -      $14.00 

10    "       "      6      "        -  $15.00 


No.  64  Combination  Suit  Hanger 
with  wire  attachment  to  pre- 
vent trousers  from  slipping 
off,  -  $9.00  per  100 


All  Racks  on  Ball  Socket  Rollers  shipped  K.D.  Crated,     No  tools  or  skill  required  to  set  them  up. 


Single  Bar  Rack 

Made  of  iy2-in.  Polished   Steel  Tubing 
Gilt  Fittings 


1 

IB 

1 

pm 

r^- 

Bali  Socket  Rollers 

6  feet  long,  2  posts     -     -    $8.00 

8  feet  long,  3  posts     -     -    $9.00 

10  feet  long,  3  posts     -     -  $10.00 

Made  of  1^-in.  Oxydized  Tubing 

6  feet  long,  2  posts    -     -    $10.00 

8  feet  long,  3  posts    -    -    $11.00 

10  feet  long,  3  posts    -    -     $12.00 


The  Taylor   Manufacturing   Co. 


82  Queen  St.  North. 


HAMILTON,  ONT. 


Phone  3550 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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chant's  preference  for  stocky  displays  early.  Some 
trimmers  are  planning  to  contrast  new  weaves  and 
excliosive  lengtlis,  showing  the  beauty  of  colorings 
and  high-class  windows.  These  combined  showings 
are  an  expression  as  to  w*hic:h  fabrics  lead  and  repre- 
sent the  array  in  dress  goods  and  silk  sections  as  a 
whole. 

Indicates  the  Store's  Readiness. 

Dress  goods  windows  are  completed  ■tvith  dress 
trimmings  in  papers  or  boxes  and  selection  is  simply 
a  dhoice  of  color  or  attractive  weaves,  which  appeal 
to  customers,  who  can  be  counted  on  to  purchase  as 
soon  as  new  goods  arrive  eadh  season.  A.  great  deal 
of  care  is  necessary  as  trimmers  are  really  presenting 
their  store's  ability  to  cater  to  people's  needs  from  a 
style  standpoint.  Confidence  must  be  expressed  ia 
each  drape,  color  combination,  matching,  suggested 
trimmings  to  help  customers  decide  and  must,  for 
personal  reasons,  exceed  last  Spring's  showing  as 
effective  work. 

Fahrics  and  Colors  to  Feature 
First  of  all  in  presenting  this  coming  season's 
dress  goods  are  new  suitings,  exclusive  lengths  and 
better  priced  cloths.  Give  prominence  to  line  stripe 
worsteds  and  mannish  tweed  effects  with  windows  of 
tan  and  champagne  materials,  latest  grays,  new  bines 
and  niavys  in  latest  patterns  or  finishes.  It  is  always 
these  novelty  fabrics  -R^hich  make  business  and  trim- 
mers can  enhance  their  drapes  and  arrangements 
with  imported  ready-t'o-wear  millinery,  silks,  velvets 
to  match,  trimmings  and  buttons  inviting  early  trade. 


First  in  importance  are  the  needs  for  dressy 
tailored  suits  and  in  each  of  these  windows,  attention 
is  called  to  first  orders  booked  in  dressmaking  depart- 
ments receiving  preference  and  cards  giving  the  date 
of  return  or  re-opening  of  departmental  help. 
It  is  also  good  business  to  ticket  each  drape  either 
with  name  of  material  or  price. 

Stocky  Windows  for  These  Materials. 

Attractive  wash  goods,  ginghams,  Sheer  mulls 
and  voiles  oonti'a.sted  with  suitings,  repps,  linens  and 
novelty  wa^h  fabrics  will  require  an  extra  amount  of 
window  space  this  year.  Tidmmers  will  be  able  to 
make  admirable  displays  of  these  charming  ma- 
terials. Ginghams  and  prints  sell  first  and  stocky 
windows,  new  patterns,  checks,  spots  and  stripes  for 
shirtwaists,  dresses,  Children's  dresses  and  aprons 
!-1how  guaranteed  colors  with  price  advantage.  But- 
tons and  braids  help  to  add  a  touch  of  suggestion, 
inviting  early  buyers  to  complete  Spring  sewing  now. 
Goods  are  ticketed  with  this  in  vew. 

Displays  of  New  Garments. 

The  first  glimpse  at  Spring  .styles  in  ready-to-wear 
sections  means  windows  of  new  suits  and  advance 
showing  of  coats.  It  commences  selling,  and  ready- 
to-wear  departments  are  prepared  for  preliminary 
openings  in  view.  These  new  garments  are  posed  to 
bring  out  salient  style  points,  lengtih  of  coats,  new 
skirt  effects  and  cloths,  with  color  a  determining 
note. 

One  window  lof  a  combined  array  froim  this  de- 
partment mil  1)6  sufficient  an'd  will  comprise  novelty 


Spring  millinery  opening.    Suggestions  for  background,  ticket  and  arrangement  of  models.      No   figures   are   used   in   this 

setting.    Any  trimmer  could  build  an  effective  background  along  these  lines  without  too    much 

expense  —  S.  R.  Weiss,  Boston  Store,  Chicago,  111. 
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We  are  manu- 
facturers of  the 
latest  improved 
wax  figures  and 
forms  of  all 
kinds  for  dis- 
play purposes. 


Get  in  the  swim  this  Spring 

with  America's  best  w^indow  trimmers  who  will 
use  this  new  form  in  their  Spring  displays. 

THE  TANNEHILL 
OR  MERMAID 
Drapery  Form 

gives  graceful  sweeping  lines  with  clinging  effect, 
graduated  skirt,  allows  blouse  effect  and  trimming 
treatment. 


Light,    serviceable    and    inexpensive,  approved 
by  the  Canadian  Window  Trimmers' Association. 

Write  to-day. 

Dale  &  Pearsall 


106  FRONT  ST. 
EAST 

TORONTO 


DRAPED  BY  H.  C.  McDONALD  FOR  MURRAY-KAY.  LTD. 


Thorne   Hold-Fast  Store  Front   Bars 

"A  modern  store  front  is  a  merchant's  best  advertisement" 


Thorne  Bars  were  installed  in  this 
large  departmental  store  to  the 
entire  satisfaction  of  owner,  archi- 
tect and  builder.  We  would  be 
pleased  to  mail  you  special  cata- 
logue and  blue  print  showing 
different  styles  of  construction. 

Allow  our  store  front  experts 
an  opportunity  of  showing  you 
the  benefits  to  be  derived  from  a 
"  Modern  Front."      | 


"THOPNT,  SYSTFM" 
AVILLIAMS  BLOCK.  REGINA,  SASK. 


THE    HOBBS    MANUFACTURING   CO.,  LIMITED 


LONDON 


TORONTO 


MONTREAL 


WINNIPEG 


Please  mention  The  lievicw  to  Adccrtisers  and  Their  Travelers. 
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Scenic  background  set- 
ling.  Brown  monolone 
scenic  panel,  fnimed  with 
brown  onyx,  pilasters 
and  ni  o  u  1  d  i  n  g.  with 
brown  velour  base.  Pil- 
astei's  and  mouldings  are 
tinished  in  brown  or 
green  onyx,  dashed  with 
gold.  This  is  a  rich  and 
elegant  setting,  witli  the 
monotone  etl'ect  and  can 
be  used  several  months 
Permanent  wood  or  mir- 
ror background  in  place 
of  velour  is  often  advisa- 
ble. 


Goodwins'  semi-annual  January  sale,  showing  cotton  "'from  the  field,   ihrougli   llie  loom  to   the   customer."     Scenic  back- 
grounds  were  used  and  everything  ticketed,  showing  the  stage  or  process  from  cotton  bolls   to  finished 
products.     An  educative  window.  —  Trimmed  by  H.  Gagnon. 
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pieces  or  higher-priced  numbers,  one  or  two  of  the 
best  coats  yet  receved  to  bring  out  the  beauty  of  new 
styl'&s  and  materials  and  give  an  idea  of  the  Spring 
showing  proper. 

Blouses,  new  separate  skirt  model  dresses  and 
fan'cy  petticoats  will  complete  this  showing. 

Unsightly  Figures  are  a  Detriment 

An  important  point  which  trimmers  must  always 
be  sure  about  is  thait  figures  and  fixtures  are  in  good 
repair.  During  the  slack  period  before  opening  the 
season,  is  the  best  time  to  see  to  this  and  no  excuse 
s^hould  1)6  possible  if  figures  are  broken  or  faces  soil 
ed,  faded  or  marked.  Nothing  detracts  more  from 
the  ett'eet  of  new  styles,  handsome  gowns  or  coats  and 
while  triunners  know  this  they  allow  their  figures  to 
become  trade  diverters  instead  of  silent  salesmen  and 
business  bringers.  Then  there  is  the  item  of  time 
saved  during  the  rush  of  the  season  by  having 
fixtures  in  good  shai>e. 

Most  of  the  figures  seen  in  different  stores  are 
really  mirrors  of  the  business  policy  behind  them. 
They  are,  practically  speaking,  salespeople  ha\dng  a 
personality  with  regular  customers.  In  the  same 
way  the  latter,  ais  buyers,  are  unconsciously  aware  of 
the  spirit  within  'the  store,  to  be  always  reiKesented  to 
customers  with  a  l)roken  finger,  minus  a  hand  or 
so  fad;ed  and  sickly  tliat  the  features  become  repeil- 
lant,  does  nut  leave  a  good  impression  on  a  customer's 
mind. 

Cleaning,  retinting  and  repairing  is  easily  learned 
by  trimmers  or  the  work  can  be  done  by  experts  in  a 
short  time.  Many  trinnners  take  short  course  in- 
structions, learn  improved  formidaes  and  thereby 
save  this  mirror  expense,  but,  by  all  meaus  see  that 
it  is  done  or  bavo  it  done,  as  co.-t  i-  not  ]>vnliil)itive. 


Consider  results,  spread  charges  over  a  year's  effici- 
ency and  there  is  not  likely  to  be  any  complaints. 

Re-arrange  the  Coiffure. 

Above  all  re-dress  tlie  hair  this  season  into  fash- 
ionable coifi^ures,  so  as  to  conform  with  prevailing 
modes  and  millinery  styles.  Any  young  woman  if 
given  time,  can  re-arrange  and  drcvss  all  figures  pro- 
perly. Style  books  will  give  suggestions,  or  again, 
Spring  styles  being  adopted  by  sales  peiople  them- 
selves may  be  followed.  A  vast  difference  in  open- 
ing trims  and  jiatronage  will  be  noticed  if  wax  figures 
are  attractive  or  remodelled,  adding  to  the  beauty 
and  freshness  of  displays  for  Spring. 

Range  of  Special  Windows. 
In  tlie  meantime  trimmers  will  have  special 
windows  which  will  be  quickly  dressed  with  leaders 
in  whitewear  or  blouses,  emltroideries  and  buying 
opportunities  from  housefurnishing's  departments, 
consisting  of  sateens,  lace  curtains  or  special  priced 
rugs.  The  early  Spring  linoleum  .sale  starts  the  last 
week  in  February.  This  is  augmented  by  the  last 
week's  seasonable  selling  of  furs,  whieh  means  clear- 
ing prices  preparatory  to  storing  them  for  the  sum- 
mer. Sometimes  weather  conditions  govern  de- 
cisions, as  to  the  best  tiniie  to  finisli  the  fur  season, 
but  it  is  moisit  likely  in  preparing  for  Sprng,  room 
will  be  taken  for  more  sea.sonable  lines  and  furs 
relegated  to  less  important  space. 

Store  Suggests  New  Season 

Interior  ledges  will  be  completed  shortly  in  pre- 
liminary dress  for  Spring.  Everything  is  fre^h, 
clean,  stocky  and  ticketed  ready  for  .reasonable  sell- 
ing and  the  result  of  stock-taking  and  house-cleaning 
is  evident  throughout.     All  cornices  and  corners  in- 


Valcntines  and   suitable  enlertainiuK  favors   with  red  panel  and   heart  baekground.    .\n  artistic  and  scllinj^  a.ssortmcnt 

arranged  on  glass  plates  and  T  stands.     Note  cupids  and  large  red  hpart  lettered   "Valentines"  suspended 

from  top  of   window.  —  Stanley  Mills  &  Co,   Ltd.,   Hamilton. 
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side  window^',  fronts  o^f  counters,  oases  and  wherever 
du!st  dollects  has  been  cleaned  and  is  as  bright  as 
possible.  There  is  an  air  of  newness  in  all  depart- 
men'ts  except  millinery  sections  to  which  shipments 
of  new  stocks  are  beginming  to  arrive,  indicating  the 
return  of  milliners,  assistants  and  entire  staffs  in  all 
departments  on  the  following  week. 

It  is  a  good  rule  to  insist  that  everybody  report 
before  March  1st  and  trimmers  will  be  expected  to 
have  everything  ready  so  that  business  can  start  with 
a  swing. 

There  is  also  another  reason  Why  trims  and  win- 
dows Should  be  in  good  shape,  trimmers  who  live 
within  favorable  distance  of  larger  cities  will  be 
enabled  to  have  a  couple  of  days  to  visit  openings  in 
wholesale  and  cty  retail  establishments.  By  close 
obsei"vance  of  backgrounds,  colors  used,  new  millin- 
ery, arrangem'ent  and  interior  decorations,  it  is  easy 
to  plan  backgroun'ds  and  settings  within  appropria- 
tions and  to  meet  requirements.  If  opening  settings 
are  already  plann^ed  it  is  a  simple  matter  to  find 
suggestions  which  help  to  make  showings  more 
attractive  (a  trip  through  city  stores  is  often  produc- 
tve  of  more  intelligent  advertising  and  display 
methods  and  always  repays  the  expenditure  by  the 
increased  confidence  and  authority  in  presenting 
styles.  Everything  is  then  ready  for  a  profitable, 
well-handled  season. 


From   Field   to    Customer 

A   Unique    Idea  Carried   Out  in   Whitewear 
Window,  by   Goodwin's,   Limited,  Montreal 

Goodwins  Limited,  Montreal,  began  their  semi- 
annual whitewear  sale  on  January  2nd.     Almost  the 


entire  window  space  was  taken  up  with  displays  of 
various  lines  of  white  cotton  goods.  Dresses,  for 
women  and  children ;  Hamburg  embroideries,  laces, 
sheetings  and  bedding  materials,  fancy  linens,  and 
many  other  lines  were  displayed  to  good  advanta  >e. 
On  St.  Catherine  Street,  one  of  the  large  windows 
was  utilized  for  a  display,  "Showing  cotton,  from 
the  field,  through  the  loom,  to  the  customer."  This 
display  attracted  much  attention,  particularly  on  ac- 
count of  its  educative  value. 

In  the  centre  of  the  display,  near  the  foreground, 
was  a  pile  of  raw  cotton,  on  which  were  several 
black  dools,  representing  pickaninnies.  At  the  rig^ht, 
an  up-to-date  loom  was  displayed;  and  distributed 
over  the  remainder  of  the  window,  were  shuttles, 
bobbins,  finished  laps,  warp  and  weft  yarns,  the 
cotton  plant,  and  photographs  of  interior  views  of 
a  cotton  mill. 

The  background  was  composed  of  three  large 
])aintings,  showing  a  field  of  cotton,  and  other  pro- 
cesses through  which  the  cotton  has  to  pass.  Imme- 
diately in  front  of  the  central  painting  was  a  cabinet 
of  the  product  in  all  states,  from  tlie  raw  material  to 
the  fine  bleached  product. 

Each  state  of  the  product  was  described  by  the 
use  of  a  neat  show  card.  While  there  was  no  display 
of  price  cutting  in  this  window,  the  benefit  obtained 
through  the  instructive  nature  of  the  display,  was 
sure  to  be  remembered  by  the  majority  Vho  chanced 
to  pass.  When  out  on  a  shopping  expedition,  the 
majority  of  these  people  were  likely  to^  remember  the 
display  and  make  a.  cull  at  the  store,  if  they  had  not 
already  done  so. 

The  window  tiimming  department  is  under  the 
management  of  II.  Gagnon,  who  is  ably  assisted  by 
several  promising  young  men. 
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Ground   floor  plan   of  It.    Mi-Kay   &   Co.'s  store,   Hamilton.     Ba  leony    in    rear    used    for    French    gown    department.      Men's    wear 
section   approached   by   two  archways  and  separate  entrance.  ', 


Co-operation,  Like  Consistency,  a  Jewel 

Conditions  Which  Make  for  Teamwork  or  Handicap  It  —  Jealousy,  In- 
difference, Lack  of  Confidence,  are  Serious  Detriments  —  Merchant  and 
Salesforce     Out     of     Sympathy     "With     Each    Other     Will     Retard     Success 


CO-OP'ER.VTION  in  business  means  harmony 
of  unit-working  forces  results  in  efficiency — ■ 
combined  working  together  for  good  in  the 
intersts  of  business.  It  ensures  a  spontaneous  eni- 
thusiasm,  within  and  without.  It  is  pride  within 
an  estabhshment,  among  its  employees,  from  parcel 
boy  to  proprietor,  to  help  avoid  mistakes,  so  as  to 
mal\:e  all  business  relations  radiate  a  sympathetic 
esprit  de  corps.  It  appeals  to  customers  because  of 
lessening  causes  for  complaint  or  criticism  and  a 
maximum  degree  of  helpfulness. 

"Make  the  store  and  its  sei-vice  dependable,"  is 
the  motto.  Store  life,  through  co-operation,  each 
one  doing  their  share  to  help,  becomes  a  pleasure 
or  at  any  rate  easier  and  removes  to  a  great  extent, 
causes  for  worry,  which  really  are  unnecessary  and 
made  so  through  co-operation. 

Co-operation  Right  Through. 

When  business  opens  on  Monday  morning  co- 
operation is  evident  until  closing  time  Saturday 
night.  It  is  part  of  every  day  life  within  a  store 
and  an  opportunity  comes  every  day  to  display 
its  force  without  in  private  life  and  actions. 

Co-operation  combines  the  foregoing  attributes 
with  unremitting  loyalty  and  example  one  to  an- 
other.    It  is  business  itself. 

Yet  co-operation  falls  down  every  day  and  in 
every  way,  not  intentionally,  maybe,  but  owing  to 
many  causes  such  as  laxity,  jealousy,  indifference, 
thoughtles.snass  and  business  policy  represented  in 
the  heads  of  business  or  their  staffs. 

This  is  no  preachment,  it  is  a  decided  statement 
of  facts  and,  as  pointed  out,  ever  present  conditions 
which  retard  progress. 

When  the  Whole  AVeek  Drags. 

Under  laxity  comes  the  failure  to  get  to  busi- 
ness every  morning  on  time,  having  the  blinds 
withdrawn,  signs  polished  and  dusting  completed. 
These  are  small  things,  which  seem  insignificant 
and  easy  in  themselves  but,  when  neglected,  the 
whole  W'Cek  drags  to  an  unsatisfactory  end.  It  is 
simply  neglect  to  do  a  share  promptly. 

There  is  work  to  do  and  early  Monday  morning 
and  early  every  other  morning  for  that  matter,  is 
the  time  to  do  it.  Stocks  have  to  be  replenished 
and  arranged,  cases  cleaned  and  redressed  and  de- 
partments placed  ready  for  business.  There  is  set 
work  for  each  individual  but  it  is  forgotten  in  dis- 
cussing last  night's  concert,  what  so-and-so  said  and 
did,  what  he  or  she  wore,  who  was  with  her  and 
what  happens  to-night. 


There  are  salespeople,  who  never  have  their 
work  completed,  are  always  busy,  when  man- 
agers are  around,  yet  who  wonder  how  it  is  they 
are  not  given  consideration,  when  it  comes  to  ad- 
vancement. It  is  because  they  are  always  lacking 
in  co-operation  and  through  laxity  keep  another 
and  perhaps  several  salespeople  back.  They  are  al- 
ways last  in  the  morning  and  first  to  have  covers  on 
and  away  at  night. 

An  Indifferent  Air. 

When  customers  arrive,  and  customer^  are  of 
paramount  importance,  they  are  met  and  waved 
back  to  whatever  department  asked  for  with  an  air 
of  "glad  it  is  not  my  .section"  and  a  long  sweep  of 
the  arm,  designating  some  far  away  corner  of  the 
store,  which  is  located  by  passing  along  and  trying 
again. 

Ever  do  it,  and  is  it  co-operation?  Then  again, 
when  asked  to  serve  a  customer  and  something  is 
wanted  within  departments  in  charge,  juniors  are 
allowed  to  procure  it  or  there  is  an  extra  rush  at 
that  particular  minute,  customers  are  attended  to 
in  an  anxious  manner  of  "Is  that  all  to-day  style?" 
Nothing  new  about  this  one. 

Wasting  Time  on  Customers. 

Customers  also  form  an  excuse  for  the  greatest 
Avaste  of  time  known  in  a  store,  and  although  it 
may  be  claimed  that  all  time  expended  on  either 
buying   or   prospective   customer   is   investment,    it 


When  the  head  of  a  business  is  doing  liis  utmost  to  attain 

success,  lack  of  co-operation  on  the  part  of  his  stall' 

makes  it  the  most  strenuous  kind  of  uphill  work. 


seems  partly  laxity  to  allow  other  customers  to 
wait,  who  probably  Avould  appreciate  half  as  much 
attention  for  half  the  time  and  prove  better  buyers. 
However,  no  rule  has  yet  been  devised  to  guide 
merchants  in  their  decision  as  to  how  long  it  should 
take  to  wait  on  customers.     The  best,  that  can  l)e 
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done  is  to  create  buying  interest  around  about  or 
cultivate  desire  in  order  to  ensure  quick  sales.     Cer- 
tainly, time  often  spent  with  customers  is  not  in  the 
interests  of  co-operation  and  salespeople  know  it. 
The  Salesperson's  Dignity. 

There  are  hundreds  of  small  things  within  the 
store,  many  of  them  considered  of  personal  moment, 
and  others  done  out  of  consideration  that  add  both 
dignity  to  salespeople  and  inspire  the  respect  of  co- 
workers. 

To  step  behind  the  counter  does  not  mean  to 
leave  good  breeding  and  home  training  ovitside. 
There  is  an  equal  number  of  small  matters,  which 
.should  be  beneath  salespeople's  notice  and  many 
staffs  are  hampered  by  this  oversight.  An  import- 
ant matter  in  small  things  is  in  doing  the  duties 
considered  to  belong  to  others  and  unto  others  as 
part  of  the  golden  rule. 

The  Limited  View. 

Most  salespeople  have  their  departments  and 
confine  their  working  operations  within  that  space. 
This  may  be  their  idea  of  system  but  simple  little 
helps  count  large  in  the  interests  of  co-operation. 

Does  it  hurt  to  roll  up  a  piece  of  goods  before  re- 
turning it  to  its  right  section  or  to  dust  past  an 
exact  spot,  marking  the  line  between  departments? 

Does  it  pay  to  hold  spite  because  another  sales- 
man actually  made  a  sale  to  a  customer  to  whom  a 
sample  was  given  before,  to  make  extra  work  for 
another  department  head,  through  a  display  of 
goods  unnecessarily  hu-ge,  hoping  to  merit  the  ap- 
plause of  the  manager  of  not  being  afraid  to  show 
goods? 

Is  it  a  pleasure  to  find  something  to  be  taken  out 
of  the  window  that  otherwise  would  be  looked  for 
in  stock  and  make  individual  work? 

Is  it  demeaning  to  carry  a  parcel  or  see  that 
reserve  stock  is  sent  to  its  proper  place  or  taken  per- 
sonally, if  necessary,  when  occasion  suggests  an 
empty-handed  trip  to  the  storeroom? 

Why  does  it  feel  better  to  ignore  small  details 
or  rules,  which  are  made  to  include  everybody  and, 
by  Ijeing  observed,  help  to  make  other  rules  easier? 
Is  it  because  of  an  exalted  idea  of  self? 

Is  it  necessary  to  flaunt  connection  and  relatives 
at  the   management  to  ensure    what  is  considered 
sufficient  importance  to  be  able  to  ignore  rules? 
Laxity  in  Adjusting  Stocks. 

All  these  minor  things  are  unnecessary.  Laxity 
in  adjusting  stocks  is  another  trouble.  While  it 
does  not  materially  make  any  difference  to  sales- 
people, except  to  add  slightly  to  their  personal 
duties,  in  changing  lines  of  goods  from  one  depart- 
ment to  another,  negligence  induces  adverse  criti- 
cisms. 

It  is  also  particularly  aggravating  to  find  that 
no  attempt  is  made  to  sell  these  goods,  or  within 


a  month  discover  that  they  have  been  stowed  away 
or  returned  to  their  former  location. 

Some  salespeople  seem  to  look  for  something  to 
grouch  about  and  nothing  is  done  but  criticism  is 
heard,  either  at  once  or  weeks  or  months  later. 

Jealousy  Clogs  Co-operation. 

Jealousy  is  another  cause  of  an  amount  of 
trouble,  which  clogs  co-operation.  Wages  first,  as 
in  all  other  businesses,  is  a  prime  excuse  for  limit- 
ing work,  because  another  receives  a  dollar  a  week 
more.  Merchants  are  all  familiar  with  petty  reasons 
which  originate  a  never-ending  strife,  where  there 
is  a  staff  confident  of  their  own  abilities.  There  is 
no  rule  for  the  merchant  to  follow  but  flattery  in 
such  cases,  simple  jolly  and  instructions  to  go  back 

to  departments  and  forget  it.     Taking  a  firm 

stand  sometimes  brings  calamity  unexpectedly. 
Time  always  brings  its  own  changes  for  better  or 
changes  at  times  mean  desired  results. 

Piles  of  work  would  be  accomplished  if  jealousy 
could  be  made  to  work  in  the  same  manne)  as 
rivalry  or  competition.  But  jealousy  and  tactics 
used  cannot  be  classed  as  competition,  although 
salespeople  persuade  themselves  to  think  so.  That 
accounts  for  some  of  the  following  squabbles. 

.Jealousy  Creates  Dissension. 
Customers   are   requested   to   wait   for   salesmen 
and  also  told  other  salesmen's  faults,  either  real  or 
imaginary.      On   account   of   jealousy,    some   sales- 


Co-operation  means  that  every  member  of  the  force  is  inter- 
ested in  and   working  to  promote  the   welfare  of  the 
concern  by  whom  they  are  employed. 


people  could  not  possibly  do  anything  right  and 
any  attempt  to  do  so  merits  contempt  or  knocks, 
always  underhand.  Some  clerks  refuse  to  work  in 
a  department  because  another  is  given  charge  and 
even  the  slightest  suggestions  of  work  to  do  hints 
at  authority,  which  is  immediately  resented.  From 
personal  dislike  in  'the  beginning,  because  slome 
newer  authority  insists  on  having  or  secures  r&sults, 
jealousy  conuuences  its  efforts  to  destroy  what  co- 
operation would  upbuild. 

(Continued  in  Feb.  1  number.) 
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0-OPERATION  between  the  advertising 
force  and  the  sales  force,  with  the  view  to 
improve  the  daily  news  circulation,"  is 
the  question  that  is  receiving  nuich  attention  at  the 
present  time.  After  the  question  of  proper  adver- 
tising, window  trimming,  and  many  other  critical 
matters  have  been  settled  satisfactorily,  much  of  the 
good  effect  can  be  obliterated  by  salespeople  w'ho 
are  not  fully  familiar  with  prices  of  goods  advertised, 
and  many  other  items  that  should  be  known  by  an 
employe. 

It  is  in  the  departmental  stores  that  this  qiiestion 
bears  the  most  prominent  part.  It  is  here  that  the 
daily  change  in  the  advertising  nuist  be  familiarized, 
if  success  and  satisfied  customers  are  to  be  retained. 
In  dealing  with  this  problem,  many  of  the  largest 
establishments  have  methods  that  give  satisfactory 
results. 

In  dealing  with  this  matter  in  a  detail  manner, 
it  might  be  well  to  go  back  to  the  beginning  of  a 
complex  advertiseanent.  How  it  is  made  up  in  the 
various  departments,  carried  to  the  advertising  de- 
partment, and  how  it  finally  appears  in  its  finished 
form. 

Working  up  the  Ad. 

The  head  of  each  department  or  the  stock  man, 
as  the  case  may  be,  is  expected  to  furnish  m'l'.teria] 
at  certain  times  each  day,  or  otherwise  as  the  case 
may  require.  This  information  is  supposed  to  give 
a  description  of  merchandise  to  be  advertised,  and  it 
depends  upon  the  ability  of  the  head  of  each  depart- 
ment to  give  a  concise  statement  that  can  be  easily 
understood  by  the  copy  writers. 

Sometimes  the  material  is  written  in  well  enough 
form  to  be  put  into  copy  with  very  little  change, 
while  in  other  instances  the  dascriptive  matter  is  so 
vague  that  it  is  impossible  to  write  copy  until  more 
information  is  obtained. 

So  in  reality,  the  advertisement  starts  from  eadi 
department  of  a  store,  and  is  combined  to  form  one 
individual  display.  It  is  the  head  in  each  department 
that  first  knows  the  articles  or  lines  of  goods  with 
the  prices  that  are  to  appear  for  a  certain  day's  sale. 
This  is  the  first  .step  in  modem  ad.  writing  in  the 
average  department  store. 

The  second  step  is  taken  when  the  proof  comes 
from  the  publisher's  hands.  In  the  average  adver- 
tisement there  are  from  fifteen  to  twenty-five  separate 
departments  represented. 


Clippings  to  the  Staff. 

The  advertising  department  clips  the  proof,  send- 
ing the  matter  from  each  department  to  the  head 
of  that  particular  department.  Generally  there  are 
several  duplicate  clippings  sent.  These  are  distri- 
buted among  the  salespeople,  who  have  a  chance  to 
become  familiar  with  the  contents  of  the  nex-t  day's 
prices.  After  necessary  corrections  are  made,  the 
corrected  proof  is  returned  to  the  office  of  publica- 
tion, with  instructions  as  to  the  nature  of  any 
changes  thought  advisable.  If  there  are  no  im- 
portant changes  to  be  made,  another  proof  is  not 
needed. 

"Up  to  this  stage  of  the  advertisement  the  sales- 
people have  had  a  good  chance  to  become  familiar 
with  the  contents  of  the  ad.,"  says  one  advertising 
manager.  "As  several  proofs  were  distributed 
throughout  each  department,  those  who  were  will- 
ing to  become  familiar  with  the  doings  of  that  de- 
partment for  the  next  day,  cannot  say  they  did  not 
get  the  opportunity." 

After  the  advertisement  appears  in  the  news- 
paper, the  final  and  best  opportunity  is  given  to 
salespeople  in  all  departments  to  make  th-egiselves 
acquainted  with  the  doings  of  their  dei:)artment.  At 
first  it  might  seem  to  some  that  this  becoming  fully 
acquainted  with  the  goods  on  sale  and  the  price  of 
each,  would  be  a  somewhat  complex  matter.  But, 
on  the  contrary,  it  is  a  simple  one.  Take  for  ex- 
ample a  whole  page  advertisement  with  twenty  de- 
partments represented.  Now,  after  each  department 
is  clipped  by  itself,  there  is  not  much  for  one  parti- 
cular person  to  memorize.  Salespeople  in  the  grocery 
department  would  not  have  more  than  one  column 
of  six  or  ten  inches  in  length.  Hosiery,  gloves, 
ready-to-wear,  etc.,  would  be  just  as  easy. 

The  question  might  arise.  How  are  the  different 
employes  going  to  get  a  chance  to  see  the  news  when 
there  are  busy  times  and  not  enough  clippings  to  go 
around.  It  is  here  that  methods  of  many  of  the 
largest  stores  differ  somewhat. 

Ad.  in  Conspictoi's  Places. 

In  one  large  department  store,  in  each  depart- 
ment, the  day's  advertisement  is  posted  in  a  con- 
spicuous place.  If  the  prices  .and  lines  of  merchan- 
dise on  sales  for  that  day  have  not  been  familiarized 
by  every  employe,  he  or  she,  as  the  case  may  l>e, 
can  refer  to  this  advertisement.  "This  method 
gives  perfect  satisfaction  in  all  departments.  We 
(Concluded   on   page  16) 


The  Demonstrating  Power  of  Advertising 

A    Factor    That    Merchants    or    Manufacturers   Cannot    Afford     to    Overlook 
in    AppeaUng    to    Customers  —  Imagination    May   be  Made  to   do  the    Work 

of  the   Eyes  and   Ears. 


IN  this  age  of  advertising  it  becomes  a  ques- 
tion, not  whether  we  shall  advertise  or  not,  but 
how  best  to  advertise.  Every  merchant,  retail- 
er or  wholesaler,  is  vitally  interested  in  this  quCvS- 
tion.  Regrettable  or  not,  it  is  now  a  case  of  push- 
ing the  goods  to  obtain  success  rather  than  improv- 
ing them.  In  many  cases  this  is  not  such  a  sign  of 
falling  off  in  quality  as  alarmists  would  like  to 
say.  The  reason  for  this,  especially  true  of  the  dry 
goods  trade,  is  that  goods  are  not  intended  or  desired 
to  last  for  ages.  The  style  features  are  now  the  im- 
portant consideration,  and  after  the  style  has  passed 
the  garment  is  cast  aside. 

Advertising  Problems. 

This  has  a  direct  effect  on  the  advertising  of 
goods.  The  day  was  when  women  could  boast  that 
the  same  silk  dress  had  served  them  for  years,  and 
"looks  as  good  as  new."  The  merchant  of  whom 
it  was  bought  thus  had  his  biggest  advertisement  in 
the  quality  of  his  goods.  He  could  feel  fairly  secure 
of  customers  returning  for  more.  Nowadays  the 
Frenchwoman,  the  acknowledged  leader  of  the 
world's  fashion,  declares  that  it  is  extravagant  to 
put  two  makings  on  a  dress, — and  the  fashion 
changes  every  season,  let  alone  year.  For  this 
reason  the  durability  guarantee,  while  still  in  use 
on  certain  staple  lines,  as  suitings,  furs,  etc.,  is  not 
of  any  consequence  in  other  lines. 

Place  of  Style  and  Price. 

As  a  result,  the  merchant  must  rely  on  some- 
thing beside  quality  to  bring  his  customers  and 
cause  them  to  return.  Two  main  considerations 
stand  out  very  prominently,  style  and  price.  If 
anyone  reading  this  will  pick  up  a  newspaper  and 
glance  through  the  advertisements  of  firms  of  any 
status,  he  will  find  that  these  two  things  are  empha- 
sized continually.  They  may  run  side  by  side,  or 
they  may  be,  as  it  were,  in  the  position  of  rivals. 
Certain  houses  make  a  specialty  of  cheapness.  These 
are  instanced  in  the  extreme  case  by  the  five,  ten 
and  fifteen  cent  stores.  Again,  certain  others  stand 
out  as  high-style  houses,  usually  of  the  exclusive 
type  where  a  certain  class  of  customer  only  is  cater- 
ed to,  and  credit  is  offered.  Between  these  two  ex- 
tremes the  department  stores  steer  a  fairly  even 
course. 

Style   and   Price   Versus    Durability. 

Whatever  the  ideal  proportion  or  balance  be- 
tween the  style  idea  and  the  price  idea  may  be,  the 
fact  remains  that  without  emphasis  on  some  qual- 
ity of  desirability  in  point  of  style,  price  alone,  how- 


ever reduced  to  a  minimum,  would  not  sell  much 
dry  goods  satisfactorily.  Now,  price  speaks  for  it- 
self and  needs  no  more  than  mention  to  be  under- 
stood. But  style  requires  some  sort  of  demonstrat- 
ing. Quality,  even  where  a  main  object,  can  only 
be  demonstrated  by  time.  But  style  can  be  demon- 
strated on  the  spot.  Hence  the  immense  import- 
ance of  Demonstrations  in  modern  merchandising 
in  which  style  has  been  shown  to  be  the  leading 
feature. 

It  is  generally  acknowledged  that  a  personal 
demonstration  is  by  far  the  most  effective  way  of 
selling  goods.  This  is  instanced  by  the  ease  with 
which  salesmen  of  any  ability  at  all  can  make  sales 
in  a  door-to-door  canvass,  as  compared  with  any 
method  of  advertising  whatever.  On  the  other 
hand,  the  day  of  the  peddler  is  over  forever  and  it 
behooves  the  merchant  to  look  for  a  substitute. 
Now,  it  is  found  that,  properly  appealed  to,  the  im- 
agination may  l)e  made  to  do  the  work  of  the  eyes 
and  ears.  This  is  well  understood  by  managers  of 
theatrical  productions.  Often  the  most  effective 
scenery  is  that  which  is  suggested  rather  than  that 
which  is  produced  in  detail.  It  is  precisely  the 
same  when  it  comes  to  selling  goods.  Frequently 
a  good  advertisement  makes  just  as  much  impres- 
sion as  a  personal  interview  with  the  salesman  could. 
Then  there  is  saved  the  immen.se  cost  by  compari- 
son of  the  latter  method,  and  one  expert  can  do  the 
'work  which  would  otherwise  fall  to  several  persons, 
each  much  less  able. 

On  the  other  hand,  a  value  is  lost  which  too 
often  the  advertiser  does  not  attempt  to  make  up 
for.  Ocular  demonstrations  have  the  advantage  of 
l:)eing  convincing.  To  make  an  advertisement 
equally  so,  two  elements  must  be  introduced.  These 
are  word-painting  and  personality.  The  first  is  to 
bring  before  the  reader's  eye  the  picture  of  the  arti- 
cle offered,  the  second  to  convince  him  that  there  is 
a  sympathetic  and  understanding  mind  behind  the 
whole  affair,  planning  for  the  satisfaction  of  all 
concerned. 

News  Value,  Personality  and  Description. 

In  order  to  demonstrate  his  goods  in  words,  the 
advertiser  should  first  have  a  complete  mental  pic- 
ture of  them  in  his  mind.  He  must  himself  be 
convinced  of  their  value.  Then  he  must  select  some 
salient  point,  one  which  makes  the  goods  different 
from  others  of  the  same  class,  or  absolutely  new,  or 
particularly  seasonable,  or,  in  fact,  whatever  pres- 
ents a  "good  talking  point."  This  is  the  place 
where  the  modern  art  of  cultivating  the  news  value 
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and  of  having  a  story  on  hand  comes  in.  The  most 
successful  advertising  of  recent  times  has  laid  great 
stre>ss  on  this  idea.  The  danger  of  going  too  far 
afield  is  not  so  great  as  might  at  first  be  thought. 
The  human  mind  has  a  positive  passion  for  par- 
ables and  allegories.  These  are  constantly  used 
along  with  their  kindred  metaphors  and  similes  in 
the  best  advertising.  If  the  ad.  must  be  very  short, 
then  one  of  the  last  two  may  be  used.  If  it  is  a 
fairly  long  ad.,  a  brochure,  prospectus,  or  pamph- 
let, the  freest  scope  may  be  given  to  the  indirect 
way  of  telling. 

The  popularity  of  the  latter  method  has  led 
some  writers  perhaps  a  little  far  afield.  This  is 
especially  true  of  the  celebrated  Elbert  Hubbard. 
Sometimes  his  advertisements  seem  much  too  far- 
fetched, there  being  no  unity  of  ideas  between 
news  or  story  interest  and  mercantile  interest. 
Many  times,  however,  he  .seems  to  achieve  the 
desideratum  of  correct  proportion  betw'een  the  two. 

If  personality  is  to  be  achieved  in  the  advertis- 
ing of  a  firm,  those  persons  who  look  after  it  must 
take  the  pains  to  be  very  perfectly  acquainted  with 
the  goods.  They  must  also  understand  fully  what 
the  firm  regards  as  its  goal  in  business.  The  knowl- 
edge of  these  two  things,  and  a  further  realization 
that  candor  is  the  best  policy  to  customers  Avill  give 
a  unity  and  consistency  to  the  advertising,  which 
will  eventually  draw  just  those  people  whose  trade 
is  most  desirable  from  the  point  of  view  of  the  firm. 
A  company  may  as  easily  as  an  individual,  estab- 
lish for  itself  a  distinct  character,  almost  a  person- 
ality, in  the  eyes  of  the  community.  Once  so  es- 
tablished, its  business  is  assured,  given  even  a  fair 
amount  of  energy  and  enterprise. 

The  Use  op  Illustrations. 

However  cleverly  an  advertisement  may  by  its 
wording  appeal  to  the  imagination,  or  inspire  con- 
fidence on  the  part  of  the  customer  in  the  good  faith 
and  leadership  of  the  firm  advertising,  it  is  never 
quite  so  convincing  as  the  actual  sight  of  the  articles 
offered.  Merchants  realize  this,  and  gradually  the  il- 
liistration  has  come  to  take  the  place  of  the  ped- 
dler's pack.  Not  only  is  this  true  of  the  retail  trade, 
but  also,  to  a  far  greater  extent  than  usually  ac- 
knowledged, of  the  wholesale  and  manufacturing 
trade  as  well.  Again  and  again  travelers  are  con- 
strained to  acknowledge  that  the  trade  paper  that 
went  ahead  of  them  to  the  merchant  practically  sold 
the  goods  by  its  convincing  illustrations  and  news. 

As  a  matter  of  fact,  as  the  field  gets  larger  and 
larger,  personal  interviews  of  necessity  are  cut  short, 
and  the  scope  of  the  trade  paper  with  its  pertinent 
illustrations  of  the  best  that  the  market  has  to  offer, 
becomes  correspondingly  enlarged.  Thus  it  is  seen 
that  not  only  the  retailer,  but  the  wholesaler  also 
is  deeply  interested  in  the  problem  of  how  to  make 
the  advertisement  a  demonstration  in  itself. 


As  has  been  said,  vividness  in  wording,  the  use 
of  illustrative  comparisons,  consistency  which  in- 
spires a  confidence  and  es-tablishes  personality,  and 
illustrations  are  elements  in  successful  advertising. 
The  importance  of  the  last  factor  can  hardly  be  ex- 
aggerated. Next  to  actually  seeing  a  thing,  is  the 
satisfaction  of  seeing  a  good  picture  of  it.  As  a 
result  of  consistent  effort,  the  art  of  portrayal  has 
been  perfected  to  such  an  extent  that  scarce  any- 
thing is  lost,  and  on  the  other  hand  much  is  gained 
in  the  proceas.  For  where  art  would  necessarily  fall 
short  of  the  facts,  imagination  has  stepped  in  and 
added  beauties  that  more  than  compensate. 

Unfortunately,  this  was  found  not  to  be  very 
satisfactory  in  some  cases  where  it  was  essential  that 
the  goods  be  exactly  as  represented.  As  a  result,  we 
see  the  rise  of  Trade  Photography.  Here  a  dis- 
tinction mast  be  made.  This  is  true  rather  of  the 
wholesale  and  manufacturing  than  of  the  retail 
trade.  The  exigences  of  the  daily  paper  in  which 
the  retailer  makes  his  appeal  do  not  lend  themselves 
to  photographic  work,  both  on  account  of  expense 
and  time.  On  the  other  hand,  monthly  magazines 
showing  fashions  for  the  general  public  are  taking 
up  the  photographic  idea  more  and  more.  Certain- 
ly in  the  advertising  of  garments  at  wholesale  or 
retail,  no  other  kind  of  illustration  touches  the 
photo. 


Perfecting  Trade  Photography 

The  perfecting  of  trade  photography  has  includ- 
ed the  use  of  color.  A  particularly  striking  instance 
of  this  was  lately  seen  in  Dry  Goods  Review  in  the 
full  page  ad.  of  a  side  jabot.  All  our  readers  will 
have  noted  the  delicate  colorings  of  this  illustration 
and  the  fact  that  nothing  was  in  any  way  heightened, 
while  the  photographic  work  was  in  nicest  detail. 
For  the  purpose  of  demonstration,  this  ad.,  which 
would  be  seen  by  thousands  of  persons,  was  every 
bit  as  good  as  a  visit  of  a  salesman  which  could  only 
be  made  to  a  few  in  comparison,  while  entailing  im- 
mensely more  cost. 

An  entirely  different  type  of  ad.  that  is  also 
highly  successful  may  be  cited  by  way  of  compari- 
son. An  artist  who  is  winning  fame  at  this  branch 
of  work  is  Coles  Phillips.  He  pictures  youths  and 
maidens  of  the  most  up-to-date  appearance  in  the 
matter  of  dress.  The  whole  is  in  a  style  that  sug- 
gests silhouette  as  to  background  and  costume,  but 
the  faces  are  worked  out  very  fully  as  also  are  any 
exposed  parts  of  the  hands  or  feet.  The  striking 
point  is  that  the  illustrations  have  but  little  con- 
nection with  the  article  advertised.  For  instance, 
a  candy  firm  uses  one  of  them,  representing  simply 
a  youth  offering  a  box  of  sweets  to  his  "best  girl." 
Yet  .so  effective  is  the  drawing  and  general  get-up  of 
this  artist's  work  that  every  person  will  turn  to  it, 
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and  in  that  way  attention  is  drawn  to  the  ad.  It 
will  be  seen  at  once  that  this  is  a  very  different 
way  of  advertising  than  that  outlined  above.  Gen- 
erally speaking,  the  first  type  described  is  suitable 
for  trade  purposes,  the  second  for  the  public. 
Exploitation  of  Trade  Marks. 
The  personality  feature  of  advertising  should  be 
carefully  kept  up  by  the  persistent  exploitation  of 
the  trade  mark.  Many  merchants  choose  one  of 
these  with  the  greatest  care,  and  then  appear  to  for- 
get about  it  completely.  This  is  a  mistake  if,  the 
ad.  is  to  take  the  place  of  the  personal  confidence 
inspired  by  a  tried  salesman. 

By  Persistent  Advertising. 

Finally,  the  Canadian  merchant  of  to-day, 
whether  retailer  or  wholesaler,  has  little  to  regret 
over  the  pa.ssing  away  of  the  day  when  he  could 
hope  to  reach  all  his  customers,  and  be  personally 
connected  with  them.  Greater  profits  follow  on  the 
widening  of  the  field  which  the  new  era  has 
brought.  The  merchant  who  expects  to  succeed  will 
keep  himself  Before  his  Clientele  All  the  Time.  The 
only  way  to  accomplish  this  is  l:)y  pei"sistent,  pro- 
gressive advertising.  By  the  judicious  use  of  illus- 
tration, by  introducing  news  value,  and  by  making 
sure  that  the  style  idea  is  always  in  the  lead  in  all 
he  puts  forth,  the  advertiser  will  achieve  an  effect 
not  surpassed  by  actual  demonstration  of  the  goods. 


The  Ad.  Man  Must  Insist  on  Teamwork 

(Concluded  from  page  13) 

have  been  following  the  same  method  for  some  time, 
and  think  it  a  good  one,"  is  the  statement  of  one  ad. 
man. 

Another  advertising  manager  gives  a  somewhat 
diff'erent  solution  to  this  problem.  He  says:  "If  our 
salespeople  are  not  familiar  with  all  details  in  a 
certain  day's  advertisement,  through  reading  the 
proofs  on  the  previous  day,  they  are  given  a  good 
chance  on  the  morning  of  each  change  in  price,  etc. 

Each  Person  Signs  Clipping. 

In  each  department  clippings  are  distributed 
liberally.  Copies  of  the  advertisement  are  also  dis- 
played in  conspicuous  places  throughout  the  entire 
store.  With  these  methods,  a  salesperson  is  not  con- 
sidered competent  to  occupy  a  position  in  our  store 
if  he  or  she  fails  to  become  familiar  with  all  news 
relating  to  that  particular  department.  Generally 
the  text  matter  relating  to  one  particular  departnit  ■( 
is  so  limited  that  a  glance  or  two  is  sufficient  to 
learn  all." 

In  order  to  assure  himself  that  the  members  of 
the  sales  force  acquaint  themselves  with  the  contents 
of  his  advertisement,  one  ad.  man  has  each  person 


.sign  his  or  her  name  on  the  back  of  .slips  supplied 
the  department  on  the  day  previous.  This  method 
also  informs  him  as  to  the  members  ab.sent  from 
duty  who  may  have  to  be  posted  on  the  following 
day.  It  also  enables  him  to  trace  errors  to  those 
responsible. 

The  foregoing  methods  appear  to  be  the  keynote 
to  those  employed  by  the  majority  of  up-to-date 
stores,  as  far  as  the  advertising  question  is  con- 
cerned. 

Importance  of  Show  Cards. 

In  the  modern  store,  newspaper  advertising  and 
window  trimming,  as  well  as  interior  decoration,  go 
hand  in  hand.  Inside,  many  of  the  departments  are 
well  supplied  with  plainly-written  show  cards.  These 
do  away  to  a  great  extent  with  the  necessity  of  ask- 
ing employes  the  price  of  such  and  such  an  article. 
These  price  tickets  act  as  silent  salesmen  to  a  great 
extent.  In  many  departments  the  salesperson  does 
little  besides  having  the  article  done  up,  making  out 
a  slip  and  taking  the  money.  Methods  of  this  sort 
emphasize  the  modern  methods  of  co-operation  be- 
tween ad.  men,  the  window  trinnners  and  the  sales- 
people. 

Generally,  a  window  is  triimned  with  a  certain 
line  of  goods  a  day  or  two  in  advance  of  the  adver- 
tisement, describing  the  qualities,  prices  and  other 
important  points  of  interest  to  the  buying  public. 
With  this  fact  in  view,  these  two  indispensable  forces 
in  every  large  store  are  now  acting  in  harmony. 

As  the  merchandise  and  prices  displayed  in  the 
windows  are  along  the  same  line  as  the  advertising, 
the  methods  that  acquaint  employes  with  all  adver- 
tising will  act  sufficiently  well  in  acquainting  them 
with  exterior  diplays. 


Matching  Colors  in  Artificial  Light 

A  device  has  lately  been  perfected  named  the 
"  Colorphone."  This  invention  renders  the  accurate 
matching  of  shades  by  artificial  lights  an  easy  mat- 
ter. As  is  well  known,  the  matching  of  colors  by 
artificial  light  is  a  difficult  matter. 

The  "  Colorphone  "  consists  of  two  screens  bound 
in  the  form  of  a  pocket-book.  To  judge  the  exact 
color  of  a  piece  of  material,  it  is  placed  on  one  of 
these  screens  and  reflecting  artificial  light  upon  it 
with  the  other,  the  true  shade  can  be  correctly 
matched  without  waiting  for  daylight.  The  peculiar 
properties  of  the  "  Colorphone  "  neutralizes  the  rays 
in  artificial  light,  which  have  hitherto  made  correct 
matching  at  evening  impossible.  Materials  that  are 
matched  together  on  the  "  Colorphone "  will  be 
found  to  match  in  daylight.  The  device  is  made  in 
three  sizes.  The  two  larger  sizes  are  suitable  for 
trade  use. 


Novelty  Touches  for   Spring 
Season 

Black  and  white  striped  Swisses  show  large 
embroidered  dots  either  black  or  white  and  print- 
ed muslins  come  in  dotted  border  effects,  and 
French  corded  piques,  cotton  Bedfords,  cotton 
corduroys  and  linen  in  etamine  weave  are  placed 
first  in  heavy  cotton  novelties. 

Linens  of  this  class  showing  filet  borders  are  a 
high  novelty. 

Another  extreme  novelty  is  sheer  cotton  crepe 
with  border  of  agaric  or  looped  toweling  cloth. 


Spring  to  be  Cream  Season  in  Wool  Fabrics 

Sanglier,  on  the  Ratine  Order,  is  the   High   Novelty  —  Velour  de   Laine  the 

New  Coating    Fabric  —  Favor    for  Bedfords    and    Whipcords  —  Voiles    Lead 

in  Light  Weight  Cottons,  With  Borders  in  Strong  Position 

(Staff   Correspondence.) 


New  York,  January  15,  1912. 

SPRING  will  undoubtedly  be  a  cream  season, 
tjhat  is,  t)he  creamy  white  of  serge  and  othe)' 
woolen  fabrics  is  to  rule.  First  oomes  the 
showing  of  a  variety  of  new  cream  fabrics. 
Though  rough-surfaced  Avo'olens  undoubtedly  lead, 
the  list  of  new  materials  doas  not  end  with  them. 
for  whipcords,  Bedfords,  mohairs  and  fine  smooth 
French  serges  are  to  be  very  popular. 

Velour  de  laine  is  the  new  coating  fabric,  and 
diagonal  dheviot  and  stonri  serges  are  made  up  into 
the  smartest  of  early  Spring  suits.  The  newest 
fabric  is  known  as  sanglier  and  is  a  lighter  weight 
fabric  on  the  ratine  order. 

Velour  de  laine  in  diagonal  weaves  is  even  more 
attractive  than  in  the  blues,  blacks  and  dark  colors 
that  have  lyeen  worn  du'ring  the  Winter  season. 
W'hipcord  is  to  be  used  extensively  for  suits  and  is 
in  sliiarp  contrast  to  the  many  fabrics  of  a  softer 
woolier  nature  that  are  so  very  fashionable  at  pras- 
ent.  People  who  admire  the  latter  fini.'^h  will  find 
diagonal  dieviot  a  good  chciice,  and  in  between  the 
two   finishes   come   the   semi-rough   surfaced   storm 


serges.  Bedford  cord  will  be  extensively  used  for 
dresses,  the  straight  up  and  down  weave  of  the  stripe 
heing  specially  suited  to  the  long,  slender  lines  now 
•SO  much  tihe  vogue. 

Sanglier  is  representative  of  the  interesting  class 
of  knotted  fabrics  that  are  coming  into  such  prom- 
inence, and  which  seem  destined  for  a  better  posi- 
tion later.  This  cloth  is  similar  to  ratine,  but  is  a 
trifle  more  knotted.  It  will  be  used  for  top  coats 
this  Spring,  and  also  for  the  collar  and  facings  on 
coatis  of  other  materiab.  Corduroy  to  some  extent 
will  be  wanted  in  cream,  and  Avhite  for  suits,  dresses, 
and  for  collars  and  facings.  The  free  use  of  cordu- 
roy now  points  to  the  prominence  of  this  fabric, 
but  not  necessarily  in  white  another  Fall. 

In  connection  with  this  class  of  fabrics  in  which 
a  curl  or  twist  effect  is  developed  during  the  pro- 
ces:scs  of  milling  and  fulling,  mention  may  be  made 
of  the  favor  with  which  chinchilla  cloths  are  re- 
garded for  coats  for  next  Fall.  It  is  not  often  that 
the  tendencies  in  both  men's  and  women'vs  wear  run 
.s'o  closely  upon  parallel  lines,  but  even  at  this  early 
date  the  chinchilla  movement  is  interesting  the  l)uy- 
ers  of  both  men's  and  women's  cloths. 
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Borders   Featured   at   Early    Openings. 

The  acKiance  selling  of  novelty  wash  fabrics  is 
now  quite  an  established  feature  of  the  month  of 
January  in  the  New  York  market.  This  year's  dis- 
play is  of  exceptiontal  beauty  and  interest,  and  is  a 
decided  indication  of  the  leading  position  occupied 
by  norvelty  cotton  fabrics. 

In  the  ligihter  fabrics,  borders  have  it  all  their 
own  way,  and  some  of  the  most  effective  of  these  are 
of  fine  me^i  voile.  Borders  are  wonderfully  varied, 
though  they  run  more  to  striped,  classic,  geometrical, 
P]gyptian  and  Chinese  designs  than  to  fl'oral  effects. 
i\.  favored  effect  is  the  voile  with  a  satin  border  in 
self  and  dainty  color  effects.  This  fabric  comes  in 
all  the  usual  shades  such  as  w^ite,  sky,  navy,  pink. 

Woven  chiffon  voiles  make  the  daintiest  pos- 
sible Summer  gowns  and  they  come  both  in  the 
plain  fabric  and  in  striped  patterns,  the  stripe  being 
of  glittering  artificial  silk.  This  material  is  selling 
now  for  simple  evening  gowns,  and  will  make  up 
into  .smart  little  dresses  for  Summer  wear. 

Swisses  are  always  in  demand  and  the  best  of 
this  season's  patterns  come  in  fine  black  and  white 
stripes  with  big  embroidered  dots  of  black  and  white. 
Printed  muslins  are  also  shown,  and  dotted  effects 
are  very  fashionable. 

Extremely  smart  for  tailored  dresses  and  suits 
are  the  Fren^^h  corded  piques  which  come  in  many 
colorings,  as  well  as  white,  and  in  two-tone  effects, 
and  in  regular  and  irregular  stripes.  Cotton  Bed- 
fords  will  also  be  very  nnich  worn  in  white,  white 
with  colored  stripes,  and  in  solid  colors.  Washable 
corduroy  is  another  leading  fabric  of  this  class. 

Etamine  and  ooar.se  weaves  lead  in  the  new 
French  linens  which  are  showing,  both  in  white 
and  in  the  leading  new  colors.  Filet  borders  in 
drawn-work  effedts  are  the  high  novelty  here. 

A  Parisian  Development. 

The  extreme  Spring  novelty  lies  in  the  sheer 
cotton  crepes  sihowing  borders  of  close-looped  cloth 
resembling  Turkish  toweling,  and  to  which  Paris 
has  given  the  name  of  Agaric.  This  is  a  Parisian 
development  and  is  in  the  line  with  the  looped, 
knapped  and  knotted  fabrics  showing  in  other 
fabrics. 

Without  doubt,  satins  are  going  to  have  another 
season  as  the  popular  selling  silk.  Soft,  lightweight 
satins  are  in  the  lead  for  foundation  purposes,  but 
for  dresses  and  costumes  and  for  coats,  heavier  satins 
and  do'uble-faced  cloths  are  being  shown. 

The   Leading   Spring   Novelty. 

Changeable  chiffon  taffetas  are  the  leading  Spring 
n'ovelty  silks,  both  witHi  the  dress  and  the  millinery 
trade,  the  changeable  effects  coming  in  two,  three, 
and  even  four-color  effects.  Besides  taffetas,  failles 
cords  and  Ottomans  are  coming  to  the  front  as 
novelty  silks. 


The  new  foulaii'ds  ai*e  more  than  ever  attractive. 
Borders  are  in  bigger  vogn©  than  ever  and  the  pat- 
terns, both  in  the  bordered  and  unbordered  silks  are 
more  distinctive  than  ever.  The  colors  also  are  new 
and  very  lovely.  Blues,  gi-eens,  mauves  and  l)lacks 
lead  and  the  tendency  is  for  dark  colors  with  ligihter 
color  combinations  in  patterns  in  far  eastern  de- 
signs. 

For  useful  wear  come  the  various  sized  spotted 
patterns  and  also  the  small  classic  designs  that  are 
univereally  known  under  the  name  of  foulard  de- 
signs. 

Washalble  or  lingerie  foulards  are  a  new  feature. 
These  silks  come  in  all  the  new  stripe.  Spring  and 
conventional  designs  and  warranted  to  wash  perfectly 
and  to  still  retail  the  silky  lustre  of  the  new  silk. 


Quality  the  Watchword 

Less  Material  Required  for  Dress,  Consequent- 
ly Better  Prices  are  Being  Paid  —  The  Brand- 
ing of  Goods— Demand   for   Silks  — The 
Montreal  Market. 

Montreal,  Jan.  15. 

The  branding  of  garments  and  dress  goods  of 
all  kinds,  would  be  a  benefit  to  the  dealer  who  wished 
to  keep  iiis  trade  in  a  flourishing  condition.  It 
would  hel^j  the  manufacturer  who  wished  to  produce 
goods  of  quality;  and  on  the  other  hand,  the  manu- 
facturer who  prtoduced  merchandise  without  a 
thought  towards  the  quality,  would  be  eliminated  to 
a  great  extent.  The  firm  that  produces  cheap  goods, 
and  tries  hard  to  get  rid  of  the  stuff,  is  going  the  right 
way  to  put  itself  out  of  business  at  an  early  date. 

In  the  silk  business,  the  matter  of  producing 
inferior  goods  is  as  hurtful  as  in  any  other  line  of 
the  business.  In  buying  materials  for  a  costume,  the 
styles  that  are  so  popular  require  less  goods  than  in 
former  seasons.  Now,  a  lady  can  do  with  less  ma- 
terial, consequently  she  can  afford  and  wants  to  pay 
a  good  price  for  it.  With  this  fact  in  view,  "qual- 
ity" is  the  watch\AT)rd  for  Spring  and  Summer  busi- 
ness in  all  dress  goods  departments. 

In  France,  the  tendency  is  towards  the  production 
of  heavier  lines  of  silks.  On  account  of  the  scant 
skirts,  a  stronger  material  is  required  on  account  of 
the  extra  strain  on  the  garment.  Chiffon  taffeta  is 
all  the  rage  in  Paris,  and  New  York  is  looking  for  a 
demand  for  this  silk ;  but  a  prominent  man  in  the 
trade,  intimates  that  there  are  to'O'  many  tendencies  to 
adulterate  silks.  This  will  have  a  hindrance  on  the 
chiftYm  taffeta  business.  Even  with  this  taken  into 
cou'sideration,  there  are  strong  possibilities  that  this 
new  silk  will  come  in  strongly  for  stylish  features. 

Good  Year  for  Silks. 
It  is  predicted  that  the  demand  for  silks  will  be 
in  excess  of  that  of  the  last  four  or  five  years.    True, 
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PRIESTLEY'S    DRESS    FABRICS 

FOR  SPRING  1912 

It  will   be  to  your  advantage  to  see  the  new  lines  before  placing  orders. 
There  will  be  a  great  demand  for  these  goods  during  the  coming  season. 

TfTE^REArFrHElERCES 


Order 
CREAM 

SERGE 

SUITINGS 


Cream    Serge    Suiting 

In  light;   medium  and  heavy  weights. 

Sprina  styles  will  radiate  from  a 
centre  or  Serge. 

Dame  Fashion  says  'Serge  is  the 
cornerstone  of  the  spring  suit  materia  Is' 

For  beauty  of  weave  and  remarkable 
values,  the  choicest  serges  are  -  - 
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Mohair 
Suitings 

are  the  coolest 
and  lightest  of  all 
suiting  materials. 
They  come  in  a 
great  variety  of 
grey  effects  in 
dainty  patterns 
confined  exclusi- 
vely to 

"Priestley's" 

Mohair 

Suitings. 

"Priestley's  Limited' 

Stamped  every  5  yards  on  the 

selvedge.      Look  for 

the  name. 


J" 


You  will  make  no 
mistake  if  you  order 
Mohair  Suitings  and 
Coatings  in  the  gray 
effects. 

Your  customers  will 
be  asking  for  these 
lines— Are  you  ar- 
ranging to  get  your 
share  ? 

Sole  Agents  for 
Priestley's  Dress  Fabrics 


Order 
CREAM 

SERGE 

SUITINGS 


Electros  like  these 
will  be  furnished  for 
your  newspaper  ad- 
vertisements. 


Mohair  Motor 
Coating 


Beautifully  soft 
gray  effects  that 
lend  themselves 
to  the  most  fas- 
cinating styles 
for  motor  wear. 
Very  light  and 
cool  dust-proof 
ideal  lor  Sum- 
mer wear. 


Let  us  show  you   some 

of  the  many   attractive 

patterns  in  these 

Mohair      Motor    Coatinj 


GREENSHIELDS     LIMITED 

MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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the  coming  season  will  be  a  good  one  for  the  lingerie 
and  wash-goods  departments,  but  the  deman'd  for 
silks  will  be  correspondently  large.  Silk  materials 
will  surely  have  the  support  of  the  garment  trade,  in 
the  large  centres  of  the  country. 

Taffetas  and  surahs  give  promises  of  having  a 
successful  run.  These  materials  will  be  used  for 
street  dresses,  smart  suits,  and  many  other  creations 
in  fashionable  make-ups. 

Black  and  white  effects,  and  navy  blues  in  a  dark 
sha!de,  will  be  seen  in  full  force.  Numerous  hair-line 
stripes  will  be  thought  well  of  for  uses  in  the  dres.s- 
making  and  millinery  departments.  As  a  successor 
to  winter  velvets,  these  materials  will  fill  the  vacancy 
to  a  degree  of  perfection. 

Apart  from  its  use  for  costumes,  taffetas  will  be 
used  as  linings  for  high-class  tailored  garments.  Of 
the  lines  that  will  be  used  mostly,  we  s^hall  have  to 
deal  with  materials  suitable  for  wearing  in  the  mid- 
summer weather.  For  cooler  weather,  there  are  other 
very  suitable  lines  on  the  market,  that  fill  the  bill 
nicely. 

Chiffon  Taffeta  Coming  Line. 

As  has  been  mentioned  before,  the  fa.s!hion  cen- 
tres of  the  United  States  are  looking  toward  chiffon 
taffetas  as  the  coming  line  for  advanced  trade.  This 
variety  of  silk  is  new,  and  Canadian  dealers  are  a 
little  backward  about  stocking  up  with  it.  This 
make-up  of  silk  iis  somewhat  similar  to  satin ;  in  both 
appearance  and  touch  the  similarity  is  obvious. 

Figured  silks  will  be  represented  by  small  pat- 
terns; dots  in  a  large  range  of  make-ups.  Bordered 
silks  will  l)e  as  popular  as  the  many  other  lines  of 
bordered  materials.  All  widths,  shades,  and  com- 
binations of  dhecks,  lace  effects,  scrolls  in  d«.licate 
designs,  and  many  other  effects  in  silks  will  predom- 
inate. Jacquard  designs  will  be  seen  in  monotone 
borders  in  numerous  variety. 

Wide  width  massalines  are  offered  at  popular 
prices.  The  satin-faced  quality  of  this  material  will 
make  it  a  favorite  for  general  selling  in  all  parts  of 
the  country. 


Why  Cream  Goods  Are  Scarce 

Througlhout  the  year  1911,  cream  and  white  goods 
in  various  weights  of  fabrics  were  in  a  steady  demand. 
Along  the  first  six  months  of  the  year,  the  ddmand 
was  regularly  supplied  by  the  manufacturers,  but 
later  on  wdien  tlie  Ijuyers  for  retailers,  jobbers,  and 
cutters,  ordered  their  Fall  supplies,  the  mills  were 
•taxed  to  the  utmost  to  supply  the  demand. 

It  was  demonstrated,  long  before  the  interest  in 
these  goods  reached  its  maximum  height,  that  the 
producing  capacity  of  the  mills  were  limited.  From 
the  fashion  centres  of  Europe,  early  advices  were 
received  that  the  spring  and  summer  seasons  of  1912 
would  be  excellent  ones  for  the  cream  serges.  In 
manufacturing  cream  goods,  a  great  amount  of  care 
must  be  exercised,  to  produce  satisfactory  merchan- 


dise; and  they  cannot  be  woven  satisfactorily,  except 
in  a  part  of  the  mill  set  aside  for  this  purpose  only. 
On  account  of  this,  the  yardage  of  cream  goods  is 
always  more  or  less  limited,  and  the  danger  of  over- 
stocking at  the  mills  is  really  not  considered  as  a 
probable  outcome. 

The  raw  material  for  cream  goods  is  generally 
carefully  selected  in  Australia,  and  after  the  yarn  is 
spun,  it  is  freed  of  all  its  imperfections,  mounted  on 
from  the  looms  on  which  other  varieties  of  goods  are 
woven.  By  taking  these  precautions,  the  liability  of 
foreign  matter  from  other  goods  getting  into  the 
cream  goods,  is  obviated.  Then,  the  bleaching  and 
finishing  of  the  goods  can  only  be  done  by  experi- 
enced manufacturers,  so  that  the  yardage  is  always 
kept  down  to  a  comparative  small  quantity. 


« 

Woolen  Fabrics  Improved 

Evident  that  the  Trade  is  Adapting  Itself  to  New 
Conditions  —  Reviving  Interest  in  Cord  Weaves. 

Conditions  are  decidedly  better  in  Hhe  dress  goods 
section  and  though  this  is,  perhaps,  the  season  of  the 
year  when  the  least  business  is  transacted  there  is 
little  complaint,  as  sales  are  decidedly  good  when 
the  time  of  the  season  is  taken  into  consideration. 
All  of  which  g'oes  to  show  that  a  more  jierfect  under- 
standing of  the  needs  of  tlie  department  is  now 
established,  and  that  the  trade  is  adapting  itself  to 
new  conditions. 

With  the  opening  of  the  retail  selling  season  close 
at  hand,  serges  are'  still  the  most  favored  fabric. 
White,  blues,  champagne  and  tans  are  the  leading 
colors.  Not  only  are  white  serges  in  big  demand, 
but  white  wool  and  worsted  fancies  are  also  ordered 
freely. 

For  some  time  now  there  has  been  a  revival  of 
interest  in  cord  weaves  in  all  fabrics  and  this  is 
leading  to  the  featuring  of  Bedford  cords  in  dress 
fabrics  as  one  of  the  high  novelties,  both  for  the 
coming  season  and  for  Fall  selling.  Another  fabric 
that  has  come  to  the  front  in  the  past  few  weeks  is 
\Vhipeord  and  this  oldtime  favorite  and  good  wearing 
fabric  is  appearing  both  in  the  much-W' anted  white, 
and  in  the  new  colors. 

Manufacturers  are  now  busy  with  advance  lines 
for  the  coming  Fall  and  while  sample  lines  are  not 
yet  complete,  enough  is  to  be  seen  to  indicate  in 
what  direction  fashion  is  tending.  The  decided 
tendency  is  for  heavier  materials,  and  there  is  a 
stronger  feeling  for  rough  and  semi-rough  finished 
fabrics,  while  for  dress  purposes  Bedfords  and  whip- 
cords will  take  a  high  place.  Many  mixture  effects 
are  shown  and  here  the  leaning  is  to  vigorouxs  in 
browns  and  dark  nickel  greys.  Colors  are  deep  and 
rich  and  purples,  prunes,  rubys,  garnets  and  clarets, 
with  deep  shades  of  green,  greenish  blues,  and  delft 
shades  promise  to  have  a  high  place. 
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New  Avenues  of  Demand 

Enormous  Quantities  of  Wool  Absorbed  by  British 

and  Continental  Industries  Last  Year  — Increase 

Nearly  100  Per  Cent.  Over  1904. 

NMiile  t^lie  disitributiing  and  retail  trade  have 
suffered  a  shi-inkage  in  volume  because  of  the  short 
lengths  of  material  required  to  make  a  suit  or  dress, 
the  trouble  from  this  cause  seems  to  have  stopped 
there  and  not  to  have  affected  the  dealers  in  raw 
wools,  the  producers  of  yarns,  or  the  manufacturers. 
Of  course  fashion  as  usual  has  favored  certain  fabrics, 
and  there  has  been  complaint  from  the  manufactur- 
ing centres  discriminated  against  by  the  capricious 
dame. 

With  the  close  of  the  sixtlh  series  of  the  London 
Wool  sales,  an  important  light,  says  the  Textile 
Mercury,  is  thrown  upon  the  consumptive  capacity 
of  the  trade,  and  many  new  avenues  of  demand  must 
have  been  discovered  during  the  past  decade,  or  so 
much  raw  material  could  not  have  been  successfully 
disposed  of.  During  1911  the  British  woolen  industry 
has  taken  1,086,000  bales;  the  woollen  centres  in 
Europe  1,760,000,  and  America  59,000  bales,  a  total 
for  the  year  of  2,898,000  bales.  These  figures  show 
the  gTeat  importance  of  the  English  an'd  Continental 
woollen  industries,  and  the  great  absorbtive  capacity 
that  is  fed  from  them. 

One  wonders  what  would  have  happened  had 
Australia  been  visited  by  one  of  her  periodic  droughts 
during  the  past  year.  Thoug'h  in  that  case  there 
w^ould  still  have  been  South  Africa  and  South  Am- 
erica to  fall  back  upon.  Even  so  recently  as  1904 
the  total  takings  of  the  trade  were  only  1,576,000 
bales ;  hence  the  increase  this  year  amounts  to  nearly 
100  per  cent,  over  1904.  No  doubt  the  figures 
quoted  will  cause  general  surprise,  not  only  l)ecause 
of  t'heir  size,  but  also  l>ecause  in  spite  of  the  huge 
quantity  of  wool  sold,  there  is  practically  no  surplus 
stock. 

This  is  the  second  time  in  the  liistory  of  the 
British  industry  that  its  purchases  of  wool  for  one 
season  has  gone  over  one  million  bales.  The  deliv- 
ery for  1911  has  totalled  78,000  bales  over  1910, 
while  that  of  the  continent  has  been  115,000  bales. 


Embroidered  Flouncings 

The  Coming  Spring  to  be  a  Record-breaker  in 

Sales   of    Swiss   45-inch    Flounces  —  Lace 

Inserts  Universal. 

Swiss  embroidered  tiouucings  are  of  uiuisual  in- 
terest this  season.  There  is  little  doubt  that  the  com- 
ing year  will  see  more  of  these  sold  than  ever  before 
in  this  country.  There  are  also  a  gTeater  number  of 
luxurious  and  expensive  lines  where  formerly  the 
cheap  article  was  the  only  merdiandizable  one.  No 
merchant  with  a  trade  of  any  dimensions  need  feai- 


stocking  at  least  a  fair  quantity  of  handsome  num- 
bers. There  is  a  rea.son.  The  skirts  remain  quite 
narrow,  despite  predictions  to  the  contrary,  and  as  a 
result  the  amount  needed  for  a  dress  is  small,  and 
persons  who  would  ordinarily  consider  a  dollar  a 
yard  expensive  will  now  be  willing  to  pay  two.  This 
fact  should  be  carefully  considered  and  digested  by 
the  clerks  selling  embroiderias,  and  insisted  upon 
by  them  to  the  customer. 

The  width  favored  is  the  45-inch  flouncing, 
though  there  are  many  designs  offered  for  the  mak- 
ing up  of  the  27-inch,  and  these  will  be  in  good 
demand.  Many  of  the  best  patterns  are  offered  both 
on  a  gTound  of  sheer  voile  and  on  batiste.  A  third 
choice  is  heavy  linen,  offered  only  in  a  few  patterns. 

Much  lace  is  now  introduced  in  the  patterns  of 
the  new  embroideries.  The  latest  effects  are 
Macrame,  Irish  crochet  and  Vandyke  points.  The 
combined  lace  and  embroidery  effect  is  now  uni- 
versal in  practically  all  priced  patterns.  Venise  is  a 
popular  design.  Square  medallins  are  seen  in  scat- 
tered motifs  on  the  new  patterns.  Filet  lace  is  also 
introduced,  and  all  squares  and  square  mesh  effects 
are  extremely  good. 

Besides  flouncings,  galoons  and  bandings  are  con- 
sidered the  best  sellers  A  few  separate  motifs  have 
been  shown,  but  so  far  these  are  regarded  as  an 
eccentricity  rather  than  otherwise. 


KING'S 


EstablUhed  1775 


FAMOUS 


Sold  hj  leading  Jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  relia- 
able  and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian   Representatives: 

CAMPBELL  SMIBERT  &  CO.. 
210  St.  James  Street         -  -  Montreal 


Spring  Parasols  Ready 

Long  Handles  in  Natural  Wood  Effect  — Silks 
in  Stripes  and  Plain  Styles  the    Leaders. 

PARASOLS  are  now  ready  for  next  season's 
trade,  and  if  their  sale  at  retail  last  season 
be  any  criterion,  merchants  will  welcome  the 
travelling  man  and  the  catalogue  as  never  before. 

There  is  a  difference  in  detail  rather  than  in 
general  features  between  the  product  of  this  and  of 
last  year.  Plain  effects  are  still  the  best  and  prac- 
tically the  only  style.  That  is,  there  is  any  amount 
of  ingenuity  in  pattern  and  weave,  but  little  ex- 
traneous trimming,  no  frills  or  fancy  lining. 

First  comes  the  shape.  The  Indian  found  so 
much  favor  where  shown  last  year  that>  the  trade 
is  offering  a  wide  selection  of  these  this  season.  The 
shape  is  modified  to  the  extent  that  it  does  not  look 
odd,  and  at  the  same  time  retains  its  particular  virtue 
of  being  a  small  parasol  with  a  wide  spread,  suitable 
to  the  large  hat  affected  by  the  Summer  girl. 

Coaching  models  are  also  .^hown.  Both  tyi^eshave 
handsome  gold  ribs  and  many  show  the  addition  of  a 
bone-tip  to  the  rib  end.  The  tip  may  be  either  black 
or  white.    Ebony  and  ivory  are  used. 

Handles  are  long,  being  at  least  sixteen  inches 
and  as  far  up  as  eighteen.  These  do  not  warp,  as 
they  are  of  excellent  seasoned  wood,  in  natural 
finishes.  The  natural  finish  is  now  the  feature  of 
parasol  handles.  The  wood  used  is  generally  a  bird's- 
eye  maple,  and  the  delicate  tint  of  this  is  particularly 
suited  to  lig'ht  shades  of  silk.  An  innovation  has 
the  handle  tinted  faintly  in  pale  shades  to  match 
the  parasol.  Mauve,  pal  blue  and  delicate  green 
shades  were  particularly  attractive.  A  tassel  to 
match,  or  a  bow  of  self  was  added. 

Striped  .silks  are  much  in  use  on  the  type  of 
frame  that  is  practically  a  silk  umbrella.  Heliotrope 
with  trimmed  edgas  and  black  and  white  with  stripe 
of  narrow,  black  ribbon  velvet  as  an  edge,  made  very 
attractive  numbers.  The  stripes  of  the  silk  were 
wide  and  striking.  Deep  blue  was  also  offered,  as 
was  a  bright,  apple  green,  a  newer  shade  than  the 
Paddy.    Green  is  considered  the  best  color. 

In  the  color  range,  there  is  considerable  feeling 
for  cerise.  Green,  however,  still  stands  in  first  place. 
In  the  cheaper  lines,  the  natural  linen  and  raw  silk 


shades,  both  in  those  goods  and  in  mercerized  goods 
and  Rajah,  are  being  offered.  There  are  plain  silk 
umbrellas  in  full  range  of  dark  shades.  Combina- 
tions of  various  widths  of  stripes,  including  the  pin 
stripes  are  among  the  best  offerings.  One  color  on 
white  is  the  rule,  though  different  .shades  of  the 
same  color  are  also  combined. 

A  high-class  novelty  consists  of  the  fringed  para- 
sol. This  may  be  carried  out  with  either  silk  or 
chenille  fringe. 

Shapes  of  handles  include  a  modified  table  top 
and  also  the  plain,  directoire  stick.  Acid-etched 
woods  an'd  carved  patterns  are  seen. 


Color  Card  of  Ribbons 

Fringed  Effects  are  Excellent  for  Spring  and   Sum- 
mer—For Sashes,   Millinery   and  Other  Purposes. 

Fringed  ribbons  will  be  the  novelty  for  many  of 
the  departments  during  the  Spring  and  Summer 
seasons.  Very  handsome  and  appropriate,  will  be 
many  of  the  ribbons  for  use  on  stylish  creations  that 
will  be  produced.  As  a  rule  the  fringed  ribbon  will 
s'how  a  body  of  one  color  only.  The  fringed  gros- 
grained  ribbon,  with  a  thick  fringe  about  half  an 
inch  in  width,  is  very  attractive.  Each  edge  of  the 
ribbon  is  attached  to  the  fringe  under  a  narrow  row 
of  stitching,  and  for  sashes,  millinery  purposes,  and 
various  uses,  this  ribbon  will  produce  handsome 
results. 

Stripes  will,  no  doubt,  be  quite  the  vogue.  The 
stripes  will  vary  greatly,  both  in  color  and  width 
combination.  The  "ombre"  effect  is  another  novel 
and  beautiful  creation  that  will  make  its  appearance 
during  the  coming  seasons.  This  effect  will  be 
apparent  in  many  ways  in  shot  white,  and  in  shot 
self  colors. 

The  Ijroken-edged  ribbon  is  popular  in  many  of 
the  Spring  numbers.  Scallops  in  various  widths  and 
pattern  designs  are  seen  in  this  style  of  ribbon.  The 
blending  of  the  shades  in  every  instance,  is  very 
harmonious.  For  sashes,  millinery  purposes,  and 
other  stylish  effects,  the  broken-edged  and  fringed 
ribbons,  will  form  an  important  accessary. 

Blues  in  many  tints,  are  prominent  in  all  the 
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The  "Naiad"  will  please  your  customers 
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NAIAD 

Dress   Shields 

Stand 
Every  Test 


The  Naiad  Dress  Shield  Stands  every 
test  that  a  dress  shield  ought  to—and 
then  some. 

It  stands  the  consumers  for  lightness, 
durability,  economy,  comfort  and  hygiene. 

The  Naiad  can  be  sterilized  in  boiling 
wafer — the  only  way  to  kill  germs  . 

The  Naiad  stands  the  test  of  the  dealer 
for  salability  and  business  bringing  that 
counts,    because  liked   by   the    consumer. 


It's  the  staple,  every-day  articles  like  a 
dependable  Dress  Shield  that  builds  up 
business — brings  other  business. 


Write  for  samples  and  descriptive  parti- 
culars saying  you  saw  advertisement  in 
Dry  Goods  Review. 

Wrinch,  McLaren  &  Co. 


Sole     Canadian 
Manufacturers 


77  WELLINGTON  W., 


TORONTO 


-y 


J 


HANDKERCHIEFS 
1912 


We  are  showing  a  more  comprehensive 
line  than  has  ever  been  introduced  to  the 
Canadian  trade,  comprising  Belfast  and 
Swiss  Novelties. 

Choice  designs  in  corner  effects,  shire 
hemstitching  and  Armenian  lace  edges. 

Many  novelties  in  Baby  Irish  Effects. 

Don't  fail  to  see  the  goods  when  our 
representatives  call  on  you. 

IVE  SHOW  LINES    THAT  SELL 

The  Lace  Goods  Company, 

LIMITED 

64  Wellington  St.  W.,  TORONTO 

Empire  Building 


Please  mention  The  Review  to  Adutii'ixtrs  and   Their   Travelers. 
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ranges  of  ribbons.  In  stripes  from  an  inch  wide, 
down  to  the  narrow  pin  width,  the  effects  in  the 
blending  of  color  and  width  appearance  are  very 
satisfying. 

Ribbons  for  girdles  will  be  demanded  in  large 
qnantities.  For  early  Spring,  the  double-faced  satin 
ribbons  will  be  used  for  fancy  girdles,  which  will 
continue  to  be  the  popular  finisih  for  luany  of  the 
stylish  costumes. 

Dresden  ribbons  are  appearing  in  the  high-class 
trade.  The  make-up  of  this  line  of  ribbon  is  large 
and  varied,  comprising  stripes,  flowers,  and  many 
other  designs. 

Over-checks  in  a  large  number  of  widths  and 
shades,  are  prominent.  The  wide  ribbons  will  be 
liberally  displayed  on  up-todate  millinery,  and  the 
narrow  ranges  for  other  purposes,  which  suggest 
themi«elve,s  as  each  individual  case  comes  to  the 
attention  of  the  designer,  and  dressmaker. 


Crystal   Buttons   Selling 

An  Excellent  Season  for  all  Varieties  — Coster 
Costume  Shows  Buttons  of  Pearl. 

There  is  great  interest  at  the  present  time  in 
the  crystal  buttons  which  are  being  so  well  taken 
abroad  and  in  the  States.  Tliis  is  a  style  w'hich  has 
arrived  here  in  the  last  week  with  travellers  return- 
ing from  abroad.  The  buttons  are  worn  in  Coster 
fashion  set  close  together  down  the  h\iM,  and  also  in 
scattered  style  on  evening  and  dressy  costumes. 

Moderate  sizes  prevail,  as  the  crystal  looks  its 
handsomest  when  not  too  large.  This  style  is  quite 
certain  to  succeed  as  it  follows  along  a  well-marked 
tendency  which  is  instanced  by  the  rhinestone  trim- 
mings as  well.  Retailers  should  stock  these  buttons 
as  soon  as  offered,  and  they  will  be  invaluaijle  to  the 
making-up  trade. 

Wooden  button  forms  will  sell  in  greater  quantity 


Selections  from  the  Spring  parasol 
range  of  the  Irving  Umbrella  Co., 
Toronto,  including  two  examples  of 
the  "little  Indian"  broad-spread  type. 
Color  combinations  are  black  and 
white  ;  mauve,  with  mauve  and  white 
checks ;  giey,  and  black  and  white ; 
westaria  and  black  and  white,  and 
(jne  of  Paddy  green. 
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No.   3603 


Fringes  Fringes  Fringes 

OF  ALL  KINDS  AND  SHADES 


This  is  fringe  year  and  you  are 
bound  to  have  big-  demand  for 
this  line. 

No.  3605.— Made  in  black  and 
white,  but  we  make  thisupspec- 
ially  to  match  any  shade  of 
dress  goods  the  extra  charge  is 
as  follows : — 

3  yards  -  75c. 
6  yards  -  $1.00 
12  yards     -     $1  50 

Write   to-day    for   further  infor- 
mation and  prices. 


The  Laces  &  Braids  Mfg.  Company 
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than  usual  as  many  of  the  new  dresses  call  for  a 
made  button.  On  the  other  hand,  there  will  be  a 
wide  selection  and  excellent  sales  should  be  made  in 
the  regular  lines  of  buttons  of  composition  materials 
intended  for  suits  and  coats.  Few  entirely  composed 
of  the  metals  are  seen,  but  many  are  metal-trimmed. 
Shapes  include  the  large,  flat  type  and  t:he  smaller, 
dome  shape,  but  it  seems  likely  that  the  flat  shapes 
will  be  best. 

There  comes  from  England  the  news  of  the  intro- 
duction of  the  Coster  costume.  This  is  of  velvet  and 
its  chief  trimming  feature  is  in  the  form  of  a  double 
row  of  extra  close-.set  buttons  down  eadi  hip.  These 
buttons  are  generally  of  dark  pearl,  small  and  flat. 
One  of  the  features  of  the  original  costume  sure  to 
be  retained  will  be  these  buttons.  As  all  know, 
\Vhen  the  demand  falls  on  the  small  plain  pearl,  it  is 
a  sign  of  an  exceptionally  good  season  in  buttons. 

Incrkased  Price  of  Pearl. 

It  is  of  interest  to  the  dealer  to  know  that  there 
is  reported  to  be  an  increase  in  the  price  of  mother 
of  pearl  in  bulk,  which  will  mean  higher-priced 
buttons.  By  some  it  is  said  that  this  increase  will  not 
be  of  any  considerable  amount,  but  others  claim  that 
20  per  cent,  of  a  raise  over  last  season  will  be  wanted. 
Owing  to  exhausted  supplies  and  also  t(i  heavier 
demand  than  ever  before,  the  dealers  consider  this 
only  a  fair  rise  in  price. 

It  appears  that  in  the  islands  from  which  this 
product  comes,  the  supply  near  .shore  has  become 
used  up  and  the  fishers  are  compelled  to  go  farther 
out  and  tlhus  expend  more  effort  and  money.  It 
is  also  said  that  as  the  dark  pearl  is  found  only  in 
shoal  water,  there  will  be  a  certain  scarcity  of  this. 


Jewelry  Unusually  Strong 

Rhinestones  and  Silver  Good  —  Vogue  for 
Etruscan  Metal  Work- 

Every  day  now  sees  new  articles  of  jewelry  com- 
ing in  to  complete  the  already  wide  c'hoice  of  novel- 
ties being  offered  to  the  trade  for  the  coiniiio;  year. 


There  is  an  excellent  selection  which  embodies  the 
newest  ideas  in  prices  suited  to  the  dry  goods  mer- 
chant's trade.  This  .should  lead  those  who  have  not 
already  stocked  these  lines  to  seriously  consider  the 
advisability  of  so  doing,  as  they  will  be  money- 
makers during  the  coming  season. 

Articles  to  sell  at  a  dollar  or  under  are  of  the 
strictly  popular  kind,  though  these  are  shown  in  all 
the  new  forms  and  nicely  finished.  Articles  to 
retail  at  from  one  to  five  dollars  include  handsome 
make-ups  in  semi-precious  stones  and  genuine  set- 
tings of  sterling  or  gold.  Among  these  are  many 
numbers  as  hand.some  as  anything  carried  by  the 
jewelry  trade.  The  wearing  of  the  silver  and  semi- 
precious effects  has  the  stamp  of  fashion's  approval 
and  is  recommended  by  journals  for  women  of  the 
most  exclusive  kind. 


Medallion  and  Hoop   Effects 

Oenerally  speaking,  silver  and  rhinestone  are  the 
leaders  among  the  popular  lines  of  jewelry.  The 
combination  of  these  two  effects  forms  one  of  the 
most  pleasing  of  the  season's  offerings.  Rhinestone 
and  silver  ear-rings  are  among  the  best  sellers  in  this 
line.  These  come  at  popular  prices  and  show  some 
of  the  handsomest  patterns  to  be  seen  in  any  line. 
Ear-rings  are  a  particular  feature  of  the  trade  for 
the  present  year,  and  those  Which  maintain  the 
(juality  of  cheapness  without  lo.sing  anything  in 
artistic  value  are  the  ones  which  should  be  of  vital 
interest  to  the  dry  goods  merchant. 

The  tendency  seems  to  be  towards  .■steadily  in- 
creasing the  size  of  the  drop,  medallion  or  ear-stud, 
to  coin  a  word  for  the  sort  which  has  no  dependent 
ornament.  Drop  effects  are  long  and  narrow,  and 
filigree  is  used  a  great  deal  in  the  drop  medallions. 
These  last  are  usually  of  a  long  oval  or  round  siliape. 
AA^here  stones  are  used,  settings  are  generally  quite 
incfuspicuous.  While  the  white  stones  may  be  said 
to  l)c  the  leaders,  colored  ones  are  .seen  quite  fre- 
(juently.  Amethysts  are  first  in  popularity,  but 
(iiu'i-.ilds  and  rubies  are  also  used.     Almost  invari- 
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ably   the   colored  stones  are   combined   with   rhine- 
stones. 

A  new  style  of  metalvvork  is  called  the  Etruscan. 
This  consists  of  patterns  in  tiny  wire  welded  on  a 
gold  foundation.  Pretty  ear-rings  in  this  style  are 
ring-shaped  after  the  regular  gipsy  pattern.  Leaf 
and  flower  patterns  are  also  seen  in  the  jeweled  and 
gold  ear-rings. 


Punched  Work  Sells 

Articles  of  Apparel  Stamped  to  Embroider  Sell 
Well  —  Collars  of  all   Kinds  Shown. 

Lines  of  Fancy  Goods  for  1912-3  are  now  coming 
in  for  Spring  selling.  Several  changes  appear  both 
in  the  materials  and  patterns.  A  comparatively 
expensive  cloth  which  made  its  appearance  last  year, 
and  is  taking  fairly  well  with  increasingly  bright 
prospects  this  season,  consists  of  the  Oatmeal  or 
Crepe  Linen.  The  shade  is  the  popular  natural 
one,  rather  more  greyish  than  some  of  the  cheaper 
lines.  There  is  a  soft  draping  quality  in  this  cloth 
w^hich  makes  it  more  suitable  than  any  other  for  the 
purpose  of  scan'es  and  covers.  It  is  also  shown  to 
advantage  in  cusihion  tops. 

Generally  speaking,  the  German  crash  will  re- 
tain its  popularity  as  the  leading  material  for  fancy 
work.  Novelties  in  finisli  consist  of  the  ribbed  crash, 
nuK'li  rougher  than  the  ordinary  kind  and  having 
the  raised  rib  to  boot,  the  burlap  crash  and  the 
honeycomb  surface.  Tlie  season  that  has  just  closed 
saw  more  of  the  oblong  cushion  covers  and  pillow 
slips  selling  throughout  the  country  in  proportion 
to  the  square  than  ever  before.  This  shape  has 
hitherto  been  confined  largely  to  city  trade  but  now 
takes  well  in  the  smaller  places. 

Patterns  do  not  show  so  much  difference  as 
might  be  expected.  The  Art  Noveau  designs  will 
have  their  usual  popularity,  as  also  will  the  floral 
and  the  Oriental,  especially  tbe  Egyptian  types. 
Bright  colors  and  rich  tones  are  best.  There  is  less 
than  was  at  first  expected  of  the  pompadour  type  of 
pattern.  Florals  are  usually  large  and  natural  in 
colors. 


Darned    Work   Novelties 

The  cross-stitch,  which  had  sudi  a  popularity  last 
season  and  is  likely  to  do  well  this  year  also,  has 
given  rise  to  another  novelty.  This  is  the  darned 
work.  The  regulation  darning  stitch  is  used  in  this 
work  as  a  filler,  in  conjunction  with  a  variety  of  other 
stitches  as  desired,  notably  the  long  and  ^ort  stitch. 
For  the  purpose  of  filling  in  backgrounds,  nothing 
could  be  better  devised  than  this  stitch.  There  are 
also  shown  cushion  tops  and  covers  w<hich  are  entirely 
composed  of  this  embroidery  done  over  stencilling. 

Among  the  various  lines,  covers  have  sold  the 
best  of  any  this  past  season,  the  long  scarves  of  oblong 


shape  being  the  most  popular.  These  are  in  materials 
and  designs  as  above  described.  Both  for  tables  and 
for  bufi'ets  these  scarves  are  distinctly  de  rigueur. 


Blouses   and   Collars 

Among  Spring  offerings  will  be  very  complete 
lines  of  collar  and  cuff  sets  in  the  latest  styles,  as 
well  as  the  fidhu  and  cuff  sets  and  the  new  berthas. 
These  articles  come  stamped  on  linen,  lawn  or  cra^h, 
and  may  be  embroidered  in  a  number  of  styles.  Blind 
work  and  English  eyelet  are  included  among  these, 
but  the  newer  punched  work  is  likely  to  prove  the 
best  of  all. 

The  punched  work  has  had  a  vogue  on  the  other 
side,  but  was  not  at  first  taken  up  here  as  it  has  been 
latterly.  It  is  now  regarded  as  one  of  the  best  lines 
for  Spring  selling.  It  is  especially  suited  to  sheer 
materials,  and  thus  lends  itself  to  the  fine  linen- 
lawns  which  are  seen  in  the  collar  and  cuff  sets. 
Brown  linen  sets  also  show  the  stamping  for  punched 
work. 

Blouses  will  be  done  in  this  stiteli  this  coming 
season.  These  are  offered  in  styles  w*hich  include 
combinations  of  this  work  with  other  stitches.  There 
has  been  excellent  demand  for  these  waists  to  em- 
broider in  the  past,  and  the  approaching  year  is 
expected  to  see  bigger  sales  than  ever 


Leather  Bags  For   Spring 

Knitted  Silk  Bags  Also  Shown  Prominently 
—  Smaller  Frames  a  Feature. 

Present  indications  point  to  a  greater  demand 
for  the  leather  and  a  corresponding  falling  off  in 
the  fabric  bags  for  Spring.  This  may  or  may  not 
include  a  falling  off  in  velvets,  but  the  other  fabrics 
are  no  longer  to  be  considered  in  the  same  class  with 
the  leathers.  Even  velvets  have  .^hown  a  tendency  to 
be  replaced  by  dressy  leathers.  This,  of  course,  does 
not  include  bags  intended  primarily  for  evening 
wear. 

The  frame  of  the  Spring  bag  is  somewhat  .smaller 
than  last  year's.  A  good  many  seven  and  eight,  and 
some  six-inch  models  are  seen.  The  frameless  bag 
already  mentioned  in  these  columns  is  the  novelty 
in  lines  of  leather  articles.  It  has  a  mount,  but  no 
lower  frame,  and  as  a  result  is  more  flexible,  and  also 
more  dressy  looking  than  the  ordinary  leather  bag. 

The  bag  of  knitted  silk  has  been  introduced  again 
in  style  not  unlike  that  familiar  to  our  grandmothers. 
This  is  another  indication  of  the  general  style  trend 
towards  the  Victorian.  These  bags  appear  in  two 
.shades  of  silk,  or  two  distinct  colors,  interwoven  so 
as  to  give  a  sliot  silk  lustre.  They  have  cord  and 
tassel  attachment  somewhat  shorter  than  the  small 
cordeliere. 


There  i.s  no  more  intel■e:^ting■  study  oi»en  to  the 
merchaii't,  the  buyer  and  the  salesman  of  housefurn- 
ishings  than  that  which  has  to  do  with  the  effect  of 
periods  upon  the  trend  of  style.  Read  the  follow- 
ing article. 


Studies  In  Period    Design 

Gothic  and  Its  Modern  Derivatives  —  Descriptions 
of  Old  Pieces  and  Bearing   Upon  Styles  of  To-day 


IN  Englii^li  furniture  there  are  certain  well 
acknowle'dged  groups  which  correspond  to  cer- 
tain epoclis  in  history  and  are  usually  begun  and 
closed  with  some  notable  movement  in  art,  politics 
or  national  life. 

These  i^erioids  may  be  roughly  divided  into 
Gothic,  earliest  of  all;  Early  English,  merging  into 
Elizabethan ;  Jacobean,  Queen  Anne,  comprising 
much  of  Sheraton's  and'  Chippendale's  work,  the 
various  Louis  types,  one  following  the  other ;  Empire, 
and  New  Art  or  Art  Nouveau.  Some  persons  would 
prefer  to  introduce  the  name  of  Adams  as  marking 
a  separate  Englisfh  epoch,  while  others  would  desig- 
nate the  period  which  was  in  part  contemporaneous 
with  the  Queen  as  Victorian  rather  than  Empire. 
Again  there  are  others  who  Avould  introduce  the  word 
Quaint  to  describe  modern  reproductions  of  what  is 
supposed  to  be  Early  English  art. 

Beginning  at  the  earliest  possible  period,  it  is 
intended  to  trace  in  what  can  only  be  a  mere  outline 
the  most  outstanding  features  and  influences  of  the 
types  which  may  truly  be  spoken  of  as  English, 
either  by  extraction  or  adoption. 

Roughly  speaking,  the  Gothic  period  extends 
from  the  early  relics  of  English  furniture,  not  ac- 
tually of  undoubted  Anglo-Saxon  origin  down  to  the 
end  of  the  Wars  of  the  Roses,  and,  practically,  to 
Elizabeth's  day,  though  pervious  to  that  there  had 
been  quite  a  little  admixture  of  early  Renaissance 
ideas  in  the  regns  of  Henry  VII.  and  Henry  VIII. 

It  has  certain  general  characteristics  wliich  mark 
it  off  as  quite  different  from  anything  that  followed. 
This  period  is  now  of  the  greatest  interest  because 
some  of  the  main  themes  of  its  craftsmen  are  again 
coming  into  vogue  with  the  turning  cycle  of  the 
centuries  and  the  constant  search  after  new  things. 
There  would  not  be  the  room  for  Gothic  furniture  in 


the  modern  house,  but  many  of  its  characteristics  of 
durability  are  just  as  desirable  now  as  they  ever  were, 
while  it's  cnidity  may  easily  be  modified,  and  is,  as  a 
matter  of  fact,  by  no  means  eschewed,  as  seen  in  such 
types  as  the  popular  Mission. 


Early    Gothic   Furniture 

The  life  of  the  Middle  Ages  was  a  primitive  one, 
but  not  in  the  way  that  is  generally  conceived.  For 
instance,  at  the  time  of  the  Wars  of  the  Roses  in 
England,  the  average  household  of  the  baron  or  even 
wealthy  merchant  contained  many  articles  of  luxury, 
such  as  are  not  excelled  to-iday,  while  at  the  same 
time,  they  lacked  what  we  would  deem  necessities. 

Architecture  was  infinitely  more  labored  then 
than  now.  Machinery  produces  what  then  had  to 
be  made  in  the  slowest  and  most  painful  fashion,  and 
even  so,  our  buildings  do  not  touc'h  those  of  Gothic 
period  in  point  of  exquisite  elaboration  and  delicate 
art.  Take  the  front  of  the  Oathedral  of  Rheims  as  an 
instance.  There  is  not  produced  to-day,  and  probably 
never  will  be  in  the  new  world,  any  equal  example 
of  the  art  of  design,  regardless  Gi  time  or  labor. 
The  stone  work  has  the  delicacy  of  lace  and  the 
outlines  of  grace  and  beauty  observable  in  an  ice- 
cave,  where  the  stalactite  forms  of  nature's  construc- 
tion are  seen.  It  is  well  known  that  many  of  these 
great  mediaeval  buildings  were  begun  in  one  century 
and  finished  in  another,  so  great  was  the  undertaking. 

In  a  general  way,  the  same  thing  is  true  of  the 
arts  of  embroidery,  weaving  and  enamel,  also  of  cer- 
tain lines  of  jewelry.  These  are  brought  to  a  hig^h 
state  of  perfection  in  the  work  of  the  ^liddle  Ages. 
But  when  it  came  to  the  mere  nece.ssities  of  life,  our 
remote  Engli.'ih  ancestors  were  sadly  behindhand. 
Their  rooms  were  often  hung  with  priceless  tapestries 
and  rugs,  the  spoils  of  the  Orient,  but  there  were  no 
windows  and  the  fire  was  kept  ablaze  all  the  year 
round  Ijecause  of  the  draughts  of  cold  air  which 
poured  in  freely  through  the  window  embrasures, 
small  as  they  were. 
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This  is  important,  because  it  meant  that  the 
furniture  had  to  V)e  impervious  to  changes  of  tem- 
perature and  very  durable,  and  the.se  as  a  matter 
of  fact  are  the  very  qualities  whidi  distinguish 
(iothic  furniture.  There  is  to-day  no  knowledge  of 
the  secret  of  seasoning  wood  as  it  then  was  seasoned, 
or  of  the  wax  or  oil  enamel  which  defied  time  as  no 
modern  varnish  will  ever  do. 

Without  the  aid  of  machinery  and  in  an  age 
when  all  articles,  hlowever  crude,  had  to  be  decorated 
by  hand,  it  will  be  seen  how  it  was  necessary  to  do 
without  all  that  well  could  be  spared  and  to  use  to 
the  utmost  what  was  had.  This  is  one  of  the  reasons 
why  the  Gothic  furniture  lagged  behind  all  the 
other  arts  of  the  time.  Yet  it  is  not  to  be  despised 
and  many  of  its  forms  are  more  beautiful  and  useful 
than  historians  seem  to  realize. 


Buffets  and  Armoires 

First  of  all,  because  most  striking  in  Gothic  in- 
teriors, is  the  Chest  and  the  Armoire,  or  Buffet.  One 
is  jnuch  as  the  other,  except  that  the  latter  has  legs. 
Each  is  a  large,  rectangular-topped  box,  with  top 
or  side  openings,  and  heavily  made  to  insure  durabil- 
ity. The  Armoire  has  legs  which  are  really  only 
squared-otf  pieces  of  wood  wdth  no  attempt  at  sihap- 
ing,  but  often  with  highly  decorated  and  carved  sur- 
face. The  stout  supports  are  of  no  great  height,  and 
the  coffin-shaped  box  which  they  hold  up  is  the 
cupboard  or  receptacle  for  liveries  and  general  cloth- 
ing. Frequently  it  has  three  doors  opening  outward. 
These  are  often  elaborately  and  beautifully  carved 
in  the  rose-\\'indow  design,  or  with  heraldic  devices. 
The  Gothic  trefoil  is  a  favorite  pattern.  The  carvings 
in  the  older  specimens  are  deep  and  the  surface  at  its 
highest  is  usually  flush  with  the  plain  portions,  show- 
ing how  thick  are  the  wood  planks  used  for  the 
front  and  sides.  Other  early  Gothic  characteristics 
are  the  linenfold  pattern  in  the  carving,  the  bevel 
edge  with  sunk  panel,  and  also  the  plain,  double 
groove  u.sed  to  edge  a  carved  door  or  a  panel  of 
carving.    The  top,  in  contradistinction  to  the  cornice 


tops  of  the  Renaissance,  is  perfectly  plan  and  squared 
off  like  any  other  box.  At  most,  it  may  be  groove 
finished. 

The  legs  are  often  elaborately  decorated,  though 
not  shaped.  A  few  have  the  winged  lion  at  the  foot. 
This  is  equally  true  of  the  table  or  chair  legs,  though 
chairs  were  few^ 

The  coffer,  chest  or  whatever  the  historian  chooses 
to  dub  it,  according  to  its  use,  was  employed  for  other 
purposes  than  to  store  the  household  goods  in.  It 
was  universally  used  as  a  seat,  and  with  a  dais  or 
canopy  arrangement  was  employed  as  the  main  seat 
before  the  fire  or  at  the  head  of  the  table  in  the 
castle  hall.  The  few  chairs  that  were  in  use  were  the 
exclusive  property  of  the  head  of  the  house  or  of  those 
who  possessed  the  precedence.  Thus  it  was  a  breach 
of  etiquette  for  a  maid-in-waiting  to  seat  herself  in 
a  chair  in  the  Queen's  anteroom,  even  if  the  Queen 
were  not  present.  Stools  were  the  lot  of  ordinary 
mortals  if  a  chest  were  not  convenient. 


Tables  and   Beds 

Besides  the  articles  mentioned,  those  most  in  use 
were  tables,  both  large  and  small.  The  side  tables, 
many  of  them,  were  models  of  the  larger  dining 
tables,  and  there  were  alsio  small  chests  of  the  cubical 
shape,  used  in  bedrooms  for  a  variety  of  purposes, 
including  that  of  was'hstand  Side  tables  had  the 
supports  above  described  in  the  same  unshaped  and 
solid  pattern.  Many  times  the  ubiquitous  chests 
were  substituted  for  the  ordinary  table.  Small  chests 
were  used  as  trunks. 

After  carvings,  the  most  general  type  of  orna- 
ment in  use  was  the  enamel  of  the  Middle  Ages.  This 
was  worked  in  in  conjunction  with  the  carvings. 
Heraldic  devices  were  depicted  in  their  correct  colors, 
and  sunken  panels  of  the  peculiarly  beautiful 
ground-colors  of  the  time  were  used  as  a  background 
for  tracery  of  a  floral  nature.  The  Greek  I,  stand- 
ing for  the  name  of  Jesus,  was  a  favorite  design 
later  on  when  the  influence  of  the  Flemish  school 
began  to  be  felt. 


Large  or  Small,  Your  Order  Will  Always  Be  Given  Prompt  Attention 

We  carry  a  large,  well  assorted  stock  of  imported  floor  coverings  made  by   Hermann 
Patz,  Oelsnitz,  Saxony. 

AXMINSTER  RUGS  AND  MATS 

Our  Rugs  and  Mats  give  the  greatest  amount  of  satisfaction  to  the  merchant  as  well 
as  the  user — the  values  are  unequalled  anywhere. 

SEND  FOR  INFORMATION  AND  PRICES 

OTTT^O   T^     PT     VPTTT*  64  Wellington  street  west 

SHOWROOMS  :  726  EMPIRE  BUILDING 


30 


HOUSEFURNISHINGS 
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AVhen  the  four-poster  beds,  or  rather,  the  types 
which  gave  rise  to  the  four-posters,  have  been  men- 
tioned, the  cliief  articles  of  furniture  have  been  gone 
over.  The  bed  h^ad  a  canopy  like  the  four-poster, 
but  this  was  draped  from  the  foot,  and  looped  up  in 
the  daytime,  forming  a  bag.  This  was  obviously  a 
device  to  keep  draughts  from  off  the  bed,  but  was 
not  yet  developed  to  the  stage  of  a  complete  canopy. 
The  four-posters  of  this  period  were  of  the  rect- 
angulair  pillar  type,  usually  quite  imshaped,  and  de- 
pending on  their  surface  carvings  and  paint  for  their 
beauty. 

The  designs  used  were  often  of  that  early  ecceles- 
iastical  variety  which  is  a  featui*e  of  Gothic.  There 
was  also  a  sort  of  daytime  bed  to  be  seen  in  the 
chambers  of  tJhe  period.  This  had  a  back  and  canopy 
set  against  the  wall,  and  was  used  as  a  seat  for  fonr 
persons  at  a  time  if  not  in  requisition  as  a  couoli. 
It  will  readily  be  seen  how  this  was  the  earliest  be- 
ginnings of  our.  modern  couch  or  sofa. 


The   Age   of  Oak 

The  Gothic  period  was  essentially  the  period  of 
oak.  This  Wood  was  the  most  readily  available  to 
the  craftsman  of  the  time.  Other  woods  wei'c  also 
used,  but  oak  was  durable  and  strong  and  it  was  the 
almost  universal  favorite 

The  forms  of  decortion  of  the  Gothic  period  are 
especially  adapted  to  the  wood  used.  Oak  cannot  l»e 
employed  as  some  of  the  more  tenuous  woods  of  ]nod- 
ern  decorative  furniture.  It  would  not  hold  to- 
gether, or  jjresent  a  consistent  surface,  if  fretted  into 
the  high  reliefs  of  a  later  date.  Thus  it  is  suited  to 
the  designs  which  were  deep  without  being  detached 
from  the  main  piece.  It  is  rare  that  a  piece  of 
mediaeval  English  is  seen  in  which  the  carving  is  at 
any  place  higher  than  the  main  surface.  Oak  also 
lent  itself  well  to  the  art  of  coloring  by  cunning 
varnishes,  of  which  our  forefathers  were  such  mas- 
ters. It  must  not  be  thought,  however,  that  the  paint 
Which  they  used  was  always  of  a  lasting  quality. 
Their  varnish  was  unequalled,  but  their  paint  and 
enamel  did  not  always  last,  and  to-day  much  of  it 
is  worn  off  the  old  pieces. 

A  few  of  the  minor  details  of  typicial  Gothic 
workmanship  may  be  added.  The  rope  twist  was 
one  of  their  favorite  designs,  and  this  was  carried 
on  down  to  the  Elizabethan  style.  They  had  many 
fabulous  animal  designs,  including  the  Winged 
Lion  and  the  Dragon.  A  beautiful  Welsh  high  seat 
with  canopy  illustrates  these.  Tliere  was  also  the 
rose  design,  much  conventionalized,  and  the  rose 
window  design,  just  as  seen  in  large  cathedral  win- 
dows to-day.  The  Gothic  trefoil,  of  which  an  ex- 
ample is  to  be  seen  in  the  front  of  St  James  Cath- 
edral,  Toronto,   was  another.      There  was  the  oak 


leaf  and  the  acom,  and  after  the  introduction  of 
Flemish  designs,  the  bishop's  cord  and  tassels  and 
many  other  ecclesiastical  patterns. 

The  double  groove  edge  was'  typical  of  the  cof- 
fers, tables,  and,  in  fact,  all  the  furniture. 


Gothic   Chairs 

An  article  of  this  kind  would  not  be  complete 
without  some  mention  of  the  Gothic  chairs,  which, 
though  few,  were  of  a  distinct  and  striking  type 
\rhich  is  easily  distinguishable  from  any  other. 

Some  of  the  best  of  these  come  late,  even  as  late 
as  the  reign  of  Henry  VII.  But  there  are  many 
stools  and  benches  of  an  earlier  date  which  are 
typical  of  the  more  ancient  period.  Stools  are  sup- 
ported with  a  flat  board  at  either  side,  not  with  legs. 
This  board  slants  well  outwards  in  many  cases,  and 
slightly  in  'all,  to  give  security.  In  this  side  sup- 
port, rather  than  in  the  top  of  the  stool,  is  seen 
whatever  the  stool  may  have  of  ornament.  Fre- 
quently the  lower  edge  is  cut  into  in  scallops  or 
arches,  usually  the  Gothic  double  arch.  A  few 
specimens  show  the  use  of  animal  devices. 

Chairs  are  less  simple.  They  have  legs,  again 
of  the  square,  block  support  variety.  There  are  also 
horizontal  lower  supports  raised  but  a  few  inches 
from  the  floor  to  give  the  chair  strength.  Thei'e 
may  be  only  one  of  these  at  the  back,  or  all  four 
forming  a  lower  rectangle  between  the  legs  of  the 
chair.  The  backs  were  not  anything  like  so  well 
developed  as  those  of  the  Elizabethan  chairs.  Often 
they  consisted  of  only  one  narrow  piece  of  wood  or 
leather  stretched  between  the  medium  high  side 
pieces,  which  resembled  the  legs  in  shape  and  size. 
Or  the  side  and  back  pieces  might  consist  of  a  rope 
twist  of  wood,  but  this  was  not  often  seen.  A  few 
chairs  had  more  solid  backs,  including  one  with  a 
framework  of  wood  in  the  Elizabethan  manner, 
bearing  a  central  lozenge  of  heraldic  device. 

Because  of  the  fact  that  knights  in  full  plate 
armor  had  to  sit  in  these  chairs,  they  had  to  be 
strongly  made,  and  this  accounts  for  the  somewhat 
heavy  construction  described  Similarly,  the  sleeves 
were  extra  large  and  heavy,  and  so  crude  arms  were 
provided,  in  the  same  construction  of  solidity  with- 
out elaboration  No  more  supports  than  actually 
necessary  were  put  in.  li  ' 

Still  another  type  remains.  This  is  the  X-shaped 
chair.  Whether  this  was  a  survival  gf  the  Roman 
chair  or  a  native  product  is  hard  to  say.  At  any  rate, 
its  supports  were  in  that  shape,  a  simple  and 'strong 
one,  and  the  upper  part  was  very  like  a  quasi-Roman 
chair  of  to-day,  with  skeleton  back  and  arms.  There 
were  also  stools  in  the  Roman  design  with  X-shaped 
cross-pieces  as  supports.  These  had  the  typical 
Gothic  carvings  as  described  in  other  pieces^ 
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Modern   Survivals   of   Gothic 

The  four-poster  bed  is  the  first  of  the  modern 
survivals  of  Gothic.  Its  simplicity  continues  to 
charm  after  decades  of  absurd  Louis  and  supposeidly 
classical  designs.  These  lack  the  sense  of  security 
and  comfort  which  the  solid  four-poster  gives.  Also, 
they  are  never  so  durable  or  so  free  from  the 
draughts. 

The  chairs  of  Gothic  design  disappeared  for  a 
long  time,  but  there  is  a  popular  hall-seat  now  in 
fashion  which  greatly  resembles  the  Gothic  stool. 
This  has  the  arched  lower  edge  of  the  supports,  which 
are  placed  at  either  side  and  are  slanted  outward. 

The  buffet  has  survived  in  form  almost  intact  to 
this  day.  Sales  of  the  buffets  in  coffin  ^hape  with 
legs  more  or  less  solid  and  substantial-looking  are 
made  every  day  in  department  stores  all  over  the 
country.  Tliere  is  also  a  recent  reviv^il  of  the  chest 
idea,  and  cedar-lined  and  moth-proof  constructions 
are  being  put  on  the  market.  These,  like  their 
ancient  progenitors,  are  used  as  seats. 

The  Gothic  table  is  not  likely  to  be  revived  in  any 
very  similar  form.  It  was  the  crudest  of  all  the  old 
furniture,  and  has  little  to  recommend  it  to  the  mod- 
ern housekeeper,  being  too  clumsy  for  small  rooms, 
and  not  graceful  enougli  for  large  ones.  But  it  must 
be  noted  that  the  straight,  artistic  lines  of  mission 
are  actually  a  modified  reproduction  of  Gothic  out- 
lines There  is  no  doubt  but  that  when  the  bast  in 
cars'ings  cannot  be  afforded,  the  straight  and  plain 
effects  are  in  better  taste  While  mission  may  go  as  a 
high  style  feature,  its  influence  will  continue  to  be 
felt,  and  the  Gothic  simplicity  will  always  have  an 
exponent  in  modern  furniture. 

Of  the  school  Avhieh  follows  Gothic  are  the 
"quaint"  furniture  pieces,  the  work  of  the  crafts- 
man proper  of  to-day,  and  a  by-product  of  the  arts 
and  crafts  sdhool. 

The    Camel    Color 

There  has  been  put  forward  this  season  a  new 
shade  for  upholsteries  and  hangings.  This  is  called 
the  cainel  shade.  It  is  a  sort  of  dull  buff,  having  a 
good  deal  of  the  tint  seen  in  sand.  It  is  a  shade  both 
richer  and  duller  than  champagne. 

This  is  offered  in  velours,  in  mixed  effects  and 
in  brocades.  Besides  this,  it  is  seen  in  combination 
with  other  shades  in  all  the  newer  chintzes  and 
cretonnes. 

Run  on  Tapestry  Lines 
There  has  been  a  decided  run  on  the  tapestry  • 
lines  for  upholsteries  and  hangings  this  year.  The 
verdures  have  sold  unus-ually  well,  and  there  has  been 
good  demand  for  the  Gobelins.  There  have  been 
offered  for  the  coming  year  many  designs  which 
reproduce  old  tapestries,  depicting  scenes  and  also 
the  more  ancient  verdures. 


The  use  of  linen  in  the  construction  of  tapestries 
has  been  one  of  the  notable  new  features.  Many  of 
the  most  subtle  and  handsomest  designs  are  linen 
on  the  face  and  backed  with  a  fabric  of  wool.  These 
are  no  less  in  price  that  the  all-wool  article,  as  they 
are  just  as  expensive  to  make  and  actually  have  acl- 
\-antages  over  the  wool  tapestry. 

Among  the  prominent  shadings  are  old  blues  and 
the  camel  tint.  The  later  is  a  feature  of  the  coming 
season's  upholsteries. 


A   Strong  Tissue   Season 

The  season  which  is  now  approaching  will  be  a 
big  one  on  all  lines  of  tissues  and  washable  hangings 
and  coverings. 

Never  before  has  such  a  varied  and  beautiful 
selection  of  tissues  been  sihown  to  the  trade.  The 
English  fabrics  are  of  the  pojjular  order  in  the 
matter  of  price,  but  the  French  tissues  are  of  extra- 
ordinary beauty  and  seem  worth  all  of  the  extra  price 
asked  for  them.  They  comprise  most  brilhant  floral 
effects  which  are  specially  designed  with  a  view  to 
the  new  ideas  in  interior  decoration  of  boudoirs  and 
sitting-rooms.  Ti&suas  in  imitation  of  the  popular 
tapestry  effects  are  also  shown.  These  have  so  well 
finished  a  surface  that  experts  in  the  trade  reconi- 
iiiend  them  for  use  as  arras  and  for  wall  covering. 


Leading  houses  have  set  an  example  which  con- 
tains a  hint  for  all.  As  period  furniture,  ancient 
or  modern  is  now  a  universal  demand,  and  as  pat- 
rons like  to  feel  that  they  are  getting  a  correct  en- 
semble and  not  a  number  of  separate  pieces,  assem- 
bled, as  it  were,  and  matched  up  to  sell,  these  hoases 
have  made  a  point  of  showing  their  period  offerings 
in  groups  labeled  in  a  conspicuous  way,  so  that  in- 
tending buyers  can  examine  and  criticize  to  their 
heart's  content  thus  making  sure  that  the  article 
is  correct  in  every  detail  according  to  the  period 
s])ecified.  ; 


No.  l-E.\tciision  rod,  hitrh  y  lac(|ucrc(i  and  polished  brass,  jul- 
justa'ile  to  »i  foct  with  ad.justabk;  ball  ends.  No.  2- Saab  rod, 
wilh  brass  ends.  No.  3— Exlonsion  cwrUin  rod  with  attachable 
brackets  for  shades.  Now  numbers  just  received  for  Spring 
range.    Henry  E.  Hayhoe,  Toronto. 
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The  Buyers'  Viewpoint 

"While  mixed  types  are  most  prevalent  in  neck- 
wear for  the  Spring  season,  the  fidliu  and  bertha  col- 
\av  appear  now  to  be  entering  a  strong  run. 

Heavy  orders  are  being  placed  upon  laces.  Wide 
ranges  are  offered  the  buyer. 


Variety  in    Neckwear 

Strong   Feeling   Towards    a   Change  in   Some 
Quarters  — Wide  Range  Indispensable. 

THERE  is  now  every  prospect  of  a  particularly 
good  season  in  neckwear.  But  it  will  be 
one  that  will  try  the  ingenuity  of  the  de- 
signer to  the  utmost.  There  are  many  new  styles  to 
be  produced,  but  a  large  percentage  of  these  are  not 
firndy  establi&4ied,  while  the  public  is  just  beginning 
to  tire  of  many  of  the  older  numbers.  It  is  therefore 
"up  to"  the  trade  to  conisistently  pu.^'h  the  novelties 
which  are  available. 

The  fichu  and  bertha  collars  are  just  now  at  the 
beginning  of  the  run  which  they  should  have  here 
if  all  goes  well.  There  oug'ht  not  to  be  any  hard  and 
fast  line  drawn  l)etween  these  lines,  or  the  sailor  and 
its  variations.  Mixed  type^  are  the  most  prevalent, 
and  the  fact  givevS  the  merchant  a  chance  to  show  a 
full  range  to  customers  asking  to  see  any  one  of 
these  types.  There  is  such  variety  that  those  who 
can  afford  to  do  so  will  be  sure  to  purchase  several 
numbers  where  one  would  ordinarily  seem  sufficient. 

A  striking  type  of  bertha  that  is  new  this  season 
has  extra  long  ends  both  at  back  and  front,  and  these 
form  a  sort  of  of  back  panel  effect  and  also  a  front 
drapery.  There  are  as  many  flat  collars  of  middy 
and  kindred  .*!hapes  as  ever.  The  high  outline  bertha 
is  not  as  yet  so  popular  as  the  ."^urplice  effect.  l>ut 
there  is  a  steady  trend  in  that  direction.  Cape  effects 
are  now  quite  connnonly  seen  in  the  Parisian  offer- 
ings. Many  berthas  and  fichus  have  front  jabot  ends 
a.s  last  year,  but  more  ample  and  tending  to  be  longer 
and  narrower. 


Colored  Effects  Seen 

A  number  of  handsome  and  striking  colored 
embroideries  in  use  in  articles  of  neckwear  have  been 
noticed.  There  are  a  notable  array  of  small,  Jane 
Eyre  collars  with  touches  of  color,  and  also  colored 
embroidered  jabots,  featuring  the  pompadour  range 
of  tints. 

The  jabot  whidh  will  be  the  best  seller  next 
Spring  seems  likely  to  be  of  a  composite  order,  or 


else  one  of  the  apron  or  cascade  effectj^.  There  seems 
little  doubt  of  this  now.  While  lapels  will  undoubt- 
edly sell,  the  freshness  is  oft'  the  side  eftects,  and  the 
trade  will  look  for  something  in  the  nature  of  a 
change. 

Very  attractive  jabots  are  .seen  in  the  apron  eft'ect 
with  an  arrangement  that  recalls  the  cascade.  These 
are  wa.s'hable  without  being  hard  of  outline  and  un- 
attractive. Many  pleasing  little  changes  to  attain 
novelty  of  form  are  noted.  Dainty,  pompadour- 
shaded  embroideries  on  sheerest  Swiss  are  among  the 
new  oft'erings.  This  touch  of  color  tends  to  lend 
diversity  to  a  stock  Which  would  otherwise  have  a 
certain  amount  of  sameness. 

New  jabots  of  the  better  class  show  the  free  use 
almost  to  lavishness  of  the  Iri>4i  laces,  particularly 
crochet.  High  priced  numbers  are  hand-made,  and 
the  lace  is  worked  into  the  embroidery  so  as  to  appear 
as  if  woven  together.  Many  of  these  have  edges  of 
irregular  pattern  so  as  to  further  mark  them  as  hand, 
rather  than  machine-made. 


Full  Length   Jabot 

A  type  of  jabot  that  is  creating  quite  a  sensation 
in  that  .sartorial  world  just  now  is  the  side-pleating 
that  begins  at  the  base  of  the  neck  and  extends  the 
full  length  of  the  gown,  whic4i  has  a  side  front 
closing  in  coat  style  running  the  full  length  of  skirt. 
The  frill  may  be  arranged  as  tapering  from  a  wide, 
side-jabot  effect  or  it  may  be  the  same  width  all  the 
way  down. 

Many  of  the  French  costumes  snapped  at  Trou- 
ville,  and  some  worn  by  New  Yorkers  at  recent 
functions  showed  this  peculiar  and  new  jabot  effect. 
It  is  used  to  advantage  in  conjunction  with  froging 
and  buttons. 

There  is  a  marked  tendency  towards  the  use  of 
cross-over,  long,  front  ends  of  berthas  or  fichus  which 
fall  below  the  waistline  or  pass  under  a  belt.  This  is 
a  sign  that  the  long  jabot  is  not  far  off,  and  we  may 
expect  to  see  this  style  next  Spring. 
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Don't  fail 
to  see 
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Embroidered  Flouncings    ah 
Embroidered  Aliovers      Widths 

We  have  a  complete  and  exclusive  stock  of 
Steel  and  Gilt  AUover  Laces,  Silk  Finished 
Aliovers  in  Paris,  Ivory  and  Black. 

Veilings     Laces      Dress  Trimmings 


Sanderson's,  Limited 

66-68   Wellington  Street  West 


TORONTO 
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Fleatse   mention   The  Review  to   Ailtu-rli-^crs  (iikI   Their   Travelers. 
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DRESS    ACCESSORIES 
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Pleated  Frillings  Excellent 

One  of  the  popular  lines  of  dress  accessories  that 
will  l>e  in  good  demand  this  coming  Spring,  and 
that  also  has  the  quality  of  newness,  is  the  pleated 
frill  of  lingerie  materials.  At  the  embroidery  coun- 
ter, these  frills  were  in  great  demand  just  at  the 
close  of  last  season,  and  the  merchant  was  not  able  to 
supply  them  in  any  quantity.  The  demand  fell  off 
as  cold  weather  came  on,  but  accessory  houses  and 
the  neckwear  trade  assert  that  these  frills  to  sell  by 
the  yard  will  be  one  of  the  very  safest  lines  for  the 
new  year. 

The  types  that  are  now  being  prepared  are  essen- 
tially different  from  those  of  last  season.  Instead  of 
net  with  narrow  laces,  the  new,  medium-wide  laces 
are  being  used  with  excellent  effect.  These  include 
the  shadow  laces,  point  de  Paris  and  maline.  There 
are  also  some  pretty  and  popular-priced  numbers 
which  show  the  use  of  the  new  shadow  vals  with 
net. 

Thase  frillings  will  be  considered  one  of  the  Ijest 
trimmings  for  fancy  Summer  dresses,  and  will  be 
used  also  on  the  higher  class  of  lingerie  dresses.  For 
neck  and  sleeve  finis^h  on  silk  dresses  or  waists  these 
frills  are  also  extra  suitable. 


SEE  MEN'S  WEAR  SECTION  OF  THIS 

PAPER  FOR  DISCUSSION  OF 

IMPORTANT  QUESTION  OF  POLICY 

FOR  PRESENT  YEAR 


New  Life  in    Hair    Goods 

Shell  Lines  Gradually  Improving  — Rhinestone 
Effects  Good. 

There  is  now  every  prospect  that  hair  goods  will 
waken  into  new  life  with  the  opening  up  of  Spring. 
The  long  period  of  indifference  to  combs  and  fancy 
pins  is  coming  to  an  end.  The  low  coiffure  is  now 
firmly  established  and  it  is  only  a  question  of  time 
till  women  will  realize  that  it  is  not  complete  with- 
out the  comb.  Bandeaux  have  been  largely  respons- 
ible for  the  slowness  of  combs,  but  the  buying  public 
is  beginning  to  realize  that  these  cannot  take  the 
place  of  the  .shell  goods  for  practical  everyday  we-ar. 

The  populai-ity  of  rhinesitones  in  all  forms  will 
greatly  facilitate  the  sale  of  combs  with  settings. 
There  have  been  good  sales  of  .shell  bandeaux  set 
wilh  rhinestones,  and  also  of  metal  bands  so  set. 
Those  are  in  reality  not  so  adjustable  to  the  new 
coiffure  as  the  combs  themselves.  The  r'hinestones  in 
single  row  look  especially  well  on  small  combs  worn 
to  back  the  Duto'h  coils.  A  triple  crescent  effect  of 
this  kind  was  readily  taken  when  displayed  on  a 
figure  showing  the  new  coiff'ure. 

At  the  time  of  writing  the  bulk  of  business  is 
being  done  in  barrettes  and  in  fancy  bandeaux,  which 
though  sold  in  many  cases  at  the  fancy  goods  counter 
are  really  in  the  nature  of  dress  accessories.  Among 
the  articles  sihown  by  a  prominent  English  jeweler 
as  Christmas  novelties  there  were  a  good  selection  of 
barrettes  set  with  genuine  jewels  and  composed  of 
real  tortoise  shell,  but  in  reality  little  distinguishable 
from  the  popular  types.  There  were  the  strand, 
liuckle  and  carved   (jig-sawed)   varieties. 


Coat  set,  chantilly  side  fiill  and   new   type  long   iabot.    Shown  by   A.  &   T.   Hall.  Ltd. 


I)Ty   Godih  Hevieii; 
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Neckwear  Chic,  Neckwear  New 

APRONS 

OF  ALL  KINDS 

Our  representative  will  call  on  you  at  an 
early   date. 

We  think  it  will  be  to  your  interest  to  see 
(lur  line  of  latest  novelties  in  Ladies'  Neck- 
wear, Work  Aprons,  Maids'  Aprons  and  fancy 
Tea  A]irons  befoi'e  placing-  your  Spring  ordei-. 

When  in  the  city,  we  extend  an  invitation 
to  you  to  call  and  see  our  excellent  showing 
now   ready   for  inspection. 

A.  &  T.Hall,  Limited 

Makers  and  Importers  of  Fine  Neckwear 

472-474  Bathurst  Si,  TORONTO 


Your  Opportunity! 

Take  Advantage  Of  It! 


THE  MacLean  Publishing  Company  are  continually 
offering  their  local  representatives  better  and  more 
substantial  opportunities. 
Have  you  ever  stopped  to  consider  these?    They  offer  : 
I     An  excellent  training  in  Salesmanship. 

2.  To  live   men,    one  dollar   per    hour   for  every 
hour  of  their  spare  time. 

3.  Promotion  to   the  regular  circulation    staff  of 
the  MacLean  Publishing  Company. 

The  MacLean  circulation  organization  is  the  largest 
organization  of  its  kind  in  Canada.  It  is  composed  of  the 
highest  priced  circulation  men  in  Canada— the  best  sales- 
men of  the  country,  many  of  whom  got  their  first  training 
while  acting  as  local  representatives. 

Persons  acting  in  this  capacity  come  in  contact  with 
the  best  m  -n  in  Canada.  A  greater  experience  could 
not    be   wished   for. 

If  you  Wttnt  to  be  a  100  point  salesman,  if  you  want 
to  train  so  as  to  be  qualified  for  bigger  positions  later, 
write  us  to-day  ! 


MacLean  Publishing  Co.,  Ltd. 

143-149  University  Ave.        -         Toronto 


Our  System  Flat  Top  Desk 

Are  you  using  the  latest  and  most  up-to-date  office  devices  to 
take  care  of  your  correspondence  work  ?  This  desk  classifies 
everything.  The  lower  right  hand  drawer  is  a  Filing  Section 
where  instantaneous  reference  to  all  letters  and  replies  can  be 
made.  Both  letter  and  copy  ar*"  filed  on  one  folder.  The 
urper  left  hand  dra^ver  is  made  to  hold  index  cards  or  can 
be  used  to  file  and  classify  checks,  receipts,  clippings  or  a 
do^en  other  things.  The  other  drawers  can  be  used  as  storage 
drawers.  It  is  made  of  the  finest  selected  quartered  oak  and 
beautifully  finished.  The  trimmings  are  made  of  the  best  solid 
dull  brass. 

Made  in  two  sizes  : 
Top  -  -  -  34  X  60 

34  X  54 

IVe  sell  by  mail  direct  to  you. 

WRITE  TO-DAY  FOR  PRICES  AND  ILLUSTRATED  FOLDER 

DEPT.    A. 

The  Ontario  Desk  &  Supply  Co. 

1.5  Arthur  Street 

ELMIRA  ONTARIO 


I'li 
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Dry  Goods  Review 


Switches  have  been  selHng  best  in  the  artificial 
hair  lines.  There  is  good  demand  for  the  type 
vAnch.  forms  tihe  psvdie  knot,  and  also  for  the  Dutch 
coils  and  for  padding  for  the  same. 

The  triple  tortillion  pad  featured  by  Montreal 
houses  was  a  good  seller  all  Fall.  The  Dutch  eoifPure 
appears  to  be  as  popular  as  ever  among  the  younger 
women.  Grey  switches  have  met  with  excellent 
reception  this  last  season,  and  merchants  who  do  not 
already  carry  them  should  consider  the  advisability 
of  so  doing.  The  fact  that  the  fashionable  coiffure 
is  reduced  in  size  by  no  means  indicates  that  there 
is  to  be  a  dropping  out  of  switches  Pads  of  the  older 
styles  suffered  fior  a  while,  but  even  these  are  begin- 
ning to  move  again,  as  the  head  size  of  the  hat  con- 
tinues ample  and  a  full  coiffure  harmonizes  with  the 
style  of  dress  now  prevalent. 

Crescent-shaped  clusters  of  curls  and  puffs  con- 
tinue to  sell,  though  this  coiffure  is  no  longer  high 
style.  At  the  same  time  there  is  little  doubt  but  that 
it  will  be  worn  by  a  great  number  of  women 
throughout  the  coming  season,  and,  indeed,  until 
some  new  coiffure  is  invented  that  is  full  enough  to 
take  its  place. 

The  Latest  Coiffure 

From  Paris  direct  conies  the  description  of  a 
coiffure  seen  in  all  the  large  hotels  there  this  last 
month.  The  particular  style  described  was  seen  only 
about  ten  days  ago. 

This  is  the  strikingly  novel  high  dressing,  in 
conical  shape,  whidi  was  foreshadowed  Ijy  the  snail 
coiffure,  wli ich  did  not  succeed  particularly  well 
here.  The  later  type  is  higher,  and  is  built  up  from 
the  top  of  the  head  to  a  regular  peak.  There  is  a 
certain  amount  of  resemblance  to  the  Greek,  which 
will  help  to  carry  this  extreme  change  over  its  first 
strangeness  to  the  public.  The  modified  fornrs  are 
very  pretty,  Imt  the  extreme  is  a  distinct  reproduc- 
tion (tf  the  high  mediaeval  coiffure,  and,  again,  when 
finifJlied  with  curls,  it  looks  not  unlike  the  powdered 
dressing.  As  it  offers  a  chance  for  all  sorts  of  pad- 
ding and  ornamentation,  many  in  the  trade  will  be 
glad  to  see  it  oome  in. 


Linen  Buyer  for  Scroggies' 

E.  Dunn,  formerly  manager  of  the  linen  depart- 
ment for  the  Hamilton  Co.,  Montreal,  has  been  ap- 
pointed buyer  for  the  linen  and  cotton  departments 
of  W.  H.  Scroggie,  Ltd.,  Montreal.  Mr.  Dunn  be- 
longs to  tlie  linen  business  from  the  loom  to  the  sel- 
ling point.  It  is  fourteen  years  since  he  entered  the 
linen  trade  as  salesman  for  a  large  linen  manufac- 
turer in  Dunfermline,  Scotland.  When  there  he 
studied  the  business  right  from  the  loom,  following 
all  the  methods  of  production  and  selling  qualities. 
He  organized  a  mail  order  campaign  for  the  Dun- 


ferndine  linens,  selling  these  goods  by  post  for  years 
to  nearly  every  part  of  the  civilized  world. 

Nets  and  Laces 

New  Feature   is  Prominence  of   Nets  — Great 
Range  of  Laces  Offered. 

As  predicted,  the  season  whidh  is  now  open  is 
seeing  heavy  orders  placed  on  laces.  A  wide  choice 
is  offered  to  tlie  buyer.  The  sihadow  laces  bear  the 
stamp  of  novelty  and  will  be  offered  in  washable 
materials  as  well  as  the  more  expensive  makes. 

Point  de  Paris  is  in  good  favor  with  the  costum- 
ing trade.  It  is  considered  one  of  the  season's  high 
no\elties.  Macrame  will  be  in  the  position  of  a 
popular  article  wanted  for  general  use.  Venise  is 
also  named  as  a  generally  useful  article  for  all  classes 
of  the  trade.  Washable  filets  and  the  handsome  new 
ecru  filet  of  higher  class  will  be  wanted.  Irish  crochet 
and  Irish  lace  will  occupy  an  enviable  position  in 
S]»ring  demand. 

Craze  net  all-overs  and  other  lines  of  craze  net 
will  sell  well.  Plain  Brussels  net  for  yokes  and 
sleeves  and  also  point  d'esprit  will  sell  with  inuisual 
readiness.  These  fabrics  have  been  comparatively 
dull  till  just  lately. 

Bandings  and  flounces  of  the  rather  narrow  type 
will  Ije  most  wanted  lines.  These  will  sell  in  all  the 
laces  named.  There  is  a  fashion  at  present  for  small 
frills,  none  too  full,  and  used  in  conjunction  with 
luu'row  insertions  on  lingerie  dresses.  A  very  useful 
lace  for  the  purpose  on  the  market  now  is  the  shadow 
val. 

Hungarian  laces  are  being  brought  forward  as  a 
high-class  novelty  for  Spring  and  Summer  selling. 
Laces  in  the  nature  of  a  passementerie  made  of  braids 
of  various  sorts  are  offered  as  a  line  suitable  for  use 
on  Summer  suits  of  silk,  etc. 

Cluny  laces  will  be  wanted  all  season,  and  many 
merchants  in  larger  places  are  already  offering  a 
complete  stock  of  these.  Ecru  plays  a  much  larger 
part  than  usual.  Tliis  must  not  be  confused  with  the 
regular,  natural  linen  color.  The  shade  is  nearer 
to  tan,  and  is  decidedly  ricih  and  coffee-tinted.  This 
only  reflects  the  general  vogue  for  old  or  rich  tints 
in  laces. 

There  is  every  likelihood  that  the  Brussels  and 
Point  nets  of  late  years  so  neglected  will  not  only  be 
used  as  trinnnings,  but  as  dress  materials  also.  The 
latest  advices  from  Parisian  openings  point  out  that 
with  the  introduction  of  slightly  fuller,  or  at  least 
apparently  fuller,  drapings  the  nets  are  sure  to  come 
into  their  own.  This  is  illustrated  by  their  u.se  in 
some  of  the  costumes  worn  at  the  Premieres  famed 
the  world  over. 

Combinations  of  net  and  lace  form  some  of  the 
handsomest  of  the  recent  offerings  of  the  French 
countries.  There  are  also  examples  of  the  use  of 
point  d'esprit. 
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Use  of  Narrower  Lace 

The  naiTitwer  lace  flouucing.s  offered  the  mer- 
chant this  year  will  doubtless  cause  surprise  if  the 
change  in  modes  has  not  been  closely  followed.  Wide 
trimmings  became  so  familiar  to  all  that  it  is  hard 
to  get  away  from  them  and  to  realize  that  the  narrow 
flouncings  are  to  be  used  not  only  on  lingerie,  but  also 
on  dressy  costumes. 

The  frills  that  decorate  the  hems  or  lower  i)art 
of  the  skirts  of  the  costumes  are  examples  of  the 
new  mode.  These  may  be  anywhere  from  the  nar- 
rowest of  about  three  inches,  to  the  wider,  which 
measure  all  the  way  up  to  .-^ix.  and  are  repeated  up 
as  far  as  the  knee.  The  lower  edges  of  the  sleeves 
are  also  finished  with  frills  of  lace.  Frequently  a 
small  undersleeve  of  lace  or  lace  and  net  is  inserted 
at  the  elbow.  Add  the  popular  frill  of  the  Dutch 
neck,  and  the  list  is  fairly  complete.  All  these  uses 
are  to  lie  found  on  the  most  recent  offerings  in  the 
cnstimie  line. 


The  Glove   Situation 

No  doubt  the  demand  for  long  silk  gloves  will 
continue  for  some  time,  as  many  of  the  merchants 
throughout  the  country  allowed  their  stock  to  run 
very  low.  They  are  now  depending  upon  the  im- 
porters to  sujDply  the  demand.  It  is  generally  thought 
t/hat  the  demand  will  be  promjDtly  supplied  by  the 
manufacturers  unle,s,s  something  unusual  conies  up. 

Indications  show  that  long  silk  gloves  will  be 
wanted  in  white  and  in  black,  principally,  with  colors 
in  certain  demand.  As  a  rule,  the  majority  of  buyers 
have  placed  their  orders  for  future  bu.siness. 

The  sixteen-button  glove  will  be  the  favorite, 
with  the  twelve-button  length  coming  as  .•second  in 
favor.  For  early  Spring  wear,  the  wrist-length. 
fabric  glove  will  be  the  one  worn  in  the  majority 
of  cases. 

Navys  are  said  to  be  good  for  evening  wear,  to 
go  with  the  shades  that  are  so  prominent  in  the  new 
goods.  It  is  probable  that  tans  will  be  thought  well 
of  during  Spring  and  Summer  months,  and  that 
brown  will  likely  follow  tlie  tan.  for  Fall  sellinu. 


Vogue  of  Crochet    Work 

At  present,  there  is  a  great  vogue  of  crochet  work. 
The  crochet  needle  is  popular  and  is  kept  busily  at 
work.  Many  fine  and  elaborate  patterns  are  being 
copied,  for  tablecloths,  sheets,  bed-spreads,  and  other 
accessories,  along  this  line. 

Many  well  decorated  blouses  are  being  produced. 

The  productions  of  these  varieties  of  lace  are  well 

adopted  for  making  bands  for  collars,  centre  fronts, 

and  wristlets.     Medallions  may  also  be  requii'ed  fni- 

(Concluded  on  page  ;)9) 
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Laces 

Neckwear 

Embroideries 

Dress 
Trimmings 


Veilings 

Girdles 

Motor  Scarfs 

Handkerchiefs 


Grasp  the  first 

opportunity 

you  get  to  visit 

our  showrooms 


There's  never  a  day  but  we  bring  out 
somethinsi'  interesting  and  new  in  our 
wareroonis  to  show   oui'  patrons. 

There's  always  that  little  difference 
in  the  RTEBI.INU  line  which  onr  pa- 
trons ai)preciate  and  which  is  not  seen 
elsewhere.  That  is  the  reason  why  our 
lines  of  imported  novelties  have  won 
such  a  high  position  with  Canadian  mer- 
chants and  the  result  of  being  in  con- 
stant personal  touch  with  the  foreign 
markets  an<l  fashionable  centres. 

Our  lines  consist  of: — 

Special  Novelty  Laces,  Picked 
Embroideries,  Neckwear  Novel- 
ties, Exclusive  Veilings,  Fine 
Handkerchiefs. 

We  extend  an  open  iinitation  to  every 
Ijuyer  in  Canada  to  call  on  us  when  in 
the  city  to  look  over  our  exclusive  show- 
iiiU'.  Von  need  feel  no  obligation  to 
niake  e\'en  a  small  purciiase.  All  are 
w  ('](  ome. 


^. 


The    Sterling    Lace    & 
Novelty  Company 

80-82  Wellington  St.  W.,  -  TORONTO 


Tax  Mail  Order  Houses  on  Local  Business 

Bill  Having  This  Object  in  View  May  be  Presented  to  the  Legislature 
—  Enthusiastic  Meetings  Held  in  Goderich  —  Boards  of  Trade  to  be  Inter- 
ested—An Aggressive  Campaign  Planned  —  Prime  Mover  Calls  on  J.  C.  Eaton 


RESOLVED  at  a  very  largely  attended  meet- 
ing of  the  Board  of  Trade  of  the  Town  of 
Goderich,  That  we  as  a  Board  of  Trade,  do 
unanimously  favor  a  means  whereby  a  general  tax 
should  be  levied  from  all  persons  catering  for  and 
doing  business  by  retail  methods,  and  selling  either 
by  catalogue,  sample,  or  by  personal  canvass  any 
article  of  merchandise,  and  that  we  as  a  Board  of 
Trade  urge  our  present  member,  William  Proud- 
foot,  to  favor  such  a  Ijill  when  presented  in 
the  Ontario  Legislature  at  the  coming  sessions, 
as  we  believe  such  a  measure  will  be  beneficial 
to  every  ratepayer  in  the  town  of  Goderich  because 
the  taxes  will  be  lowered  to  the  extent  of  the  amount 
collected. 

Resolved  that  the  Board  of  Trade  communicate 
with  all  the  other  boards  of  trade  within  the  Province 
of  Ontario  and  state  fully  what  this  Board  is  doing 
in  connection  with  the  present  movement  of  local 
taxation  and  to  ask  for  their  co-operation  and  sup- 
port in  urging  their  respective  memljers  representing 
the  provincial  parliament  to  support  such  a  bill  when 
presented  in  the  House. 

Resolved  that  this  Board  of  Trade  act  with  the 
other  l)oards  of  trade  to  wait  on  parliament  immedi- 
ately after  the  presentation  of  the  local  tax  bill  and 
to  urge  the  jjassing  of  such  a  measure. 


The  above  resolutions  are  self-explanatory.  They 
represent  the  attitude  of  the  merchants  of  Goderich 
towards  the  mail  order  problem,  and  their  determina- 
tion t'O  obtain  for  the  ratepayers  some  return  for  the 
privileges  enjoyed  by  the  large  outside  concerns  who 
are  now  competing  with  local  merchants. 

Public  Meetings. 
N.  C.  Cameron,  dry  goods  merchant,  Goderich, 
w'ho  is  the  prime  mover  in  this  action,  which  has 
been  enthusiastically  enidor.sed  not  only  by  the  mer- 
chants, but  by  the  general  ratepayers  of  his  town, 
states  that  public  meetings  are  being  held  and  every 
possible  step  taken  to  bring  expression  of  opinion  to 
bear  upon  the  legislature  in  favor  of  the  proposed 
measure.  With  a  vigor  that  speaks  well  for  the 
furtherance  of  the  plan,  he  came  to  Toronto  recently 
and  interviewed  the  chairman  and  several  members 
of  the  Board  of  Trade.  He  reports  that  the  proposed 
measure  was  very  favorably  received  by  these  men, 

Called  on  John  C.  Eaton. 
Mr.   Cameron   also  obtained   an   interview   with 
J.  C.  Eaton,  head  of  the  T.  Eaton  Co.,  with  the  object 


of  discussing  the  proposal  with   him   and  learning 
his  views  on  the  matter. 

Mr.  Cameron  states  that  his  impression  was  that 
the  head  of  the  Eaton  store  appeared  somewhat  in- 
different in  the  matter  and  when  competition  in  the 
mail  order  field  was  mentioned,  Mr.  Eaton  intimated 
that  tliat  matter  didn't  cause  him  any  grave  concern. 

Strong  Feeling  of  Protest. 

That  a  strong  feeling  of  protest,  bound  to  manifest 
itself  sooner  or  later,  exists  to-day  among  merchants 
all  over  the  country  cannot  be  denied.  In  fact,  in 
some  places  merchants  have  already  taken  the  mat- 
ter into  their  own  hands.  In  one  case,  for  example, 
petitions  have  been  circulated  among  the  people, 
asking  their  support  on  behalf  of  the  local  merchants, 
as  against  the  mail  order  houses.  Those  at  the  head 
of  the  present  movement  cannot  very  well  see  where- 
in the  legislators  can  present  any  opposition  to  this, 
the  first  step.  The  bill  as  already  drafted  reads  as 
follows : — 

The  Proposed  Bill. 

Bill,  granting  to  villages,  towns  and  cities  the 
rig'ht  to  levj''  taxes  from  any  person  or  persons  who 
caters  for  and  does  business  by  retail  methods,  and 
sells  any  article  of  merchandise,  whether  by  cata- 
logue, sample,  or  by  personal  canvass,  to  the  extent 
of  the  average  amount  paid  by  the  retail  business 
phices  of  their  respective  municipalities,  and  the  same 
to  be  paid  upon  demand  of  the  collector  of  munici- 
pal taxes. 

Basis  of  Levy. 

The  point  on  which  there  is  likely  to  be  some 
discussion  is  that  \Vhich  relates  to  the  basis  on  which 
the  levy  is  to  be  made.  While  that  proposed  by  the 
1)111  .seems  equitable  enough,  there  are  those  who  may 
claim  that  the  assessment  should  be  made  upon  the 
actual  business  done.  Should  this  view  hold,  it  will 
mean  that  some  plan  will  have  to  be  adopted  whereby 
a  valuation  on  incoming  parcels  can  be  taken,  or 
a  sworn  statement  required  of  the  mail  order  people 
from  which  to  strike  a  fair  average.  The  simplest 
plan  is  that  proposed  by  the  bill. 

Another  argument  that  might  be  advanced  is 
that  the  measure,  in  a  way,  is  class  legislation — that 
there  are  lines  not  within  the  sphere  of  the  average 
retail  merchants  which  now  compete  actively  by 
implements,  firearms,  etc.,  etc,  whicih  compete  by 
mail  with  local  agencies  or  astablishments,  but  pay 
no  local  tax  and  are  more  or  less  beyond  regulation. 

It  would  seem  that  an  interpretation  defining  the 
operations  of  the  bill  would  be  neces.sary. 
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These  are  points  that  will  undoubtedly  have  to 
he  threshed  out  in  committee  and  on  the  floor  of  the 
Legislature.  The  merchants  may  rest  assured  that 
the  many  large  concerns  doing  business  by  catalogue 
will  be  well  represented  on  that  occasion. 
Organize   the   Merchants. 

Steps  are  now  being  taken  to  organize  the  mer- 
chants of  the  province  in  order  that  their  views  may 
be  presented  to  the  legislature  in  no  uncertain  way. 
The  duty  that  lies  before  each  mercantile  commun- 
ity is  to  interest  their  representative  in  behalf  of  the 
measure  so  that  he  will  be  conversant  with  every 
phase  of  the  question  when  he  is  asked  to  consider 
it  finally.  Meetings  should  be  held,  and  the  voice 
of  every  section  of  the  community  obtained. 

It  means  an  aggressive  campaign  and  the  mer- 
chants should  see  to  it  that  local  newspapers  and 
every  other  medium  by  which  the  cause  of  the 
measure  might  be  advanced  should  be-  enlisted  in 
its  behalf. 

Light  and  Heavy  Cotton  Weaves  Selling 

Both  heavy  and  light  weight  cottons  are  selling 
for  the  season  now  opening  up  with  voiles  the  leading 
fabric  in  light  weight  materials,  and  piques  and 
cords  in  the  heavier  fabrics.  Solid  colors  in  cotton 
voiles  are  ornamented  with  wood  silk  stripe,?,  while 
plain  voiles  and  striped  effects  with  printed  and 
woven  borders  are  in  extensive  demand.  Printed 
patterns  are  also  shown,  but  these  have  not  sold  as 
freely  as  expected  earlier  on.  Printed  border  eft'ects 
are  prominent  on  such  fabrics  as  muslins  and  batistes. 
Foulard  effects  on  soft-finished  cottons  have  been 
brought  to  high  perfection  of  effect  and  finish,  and 
so  closely  imitate  silk  fabrics  that  their  sale  is 
assured,  and  all  the  more  so  because  they  can  be 
retailed  at  very  popular  prices.  Due  to  the  promin- 
ence of  piques  and  cord  fabrics,  rep  and  poplins  are 
selling  well.  Linens  are  also  selling  freely,  partic- 
ularly in  natural,  champagne  and  tan  shades. 

Vogue  of  Crochet  Work 

(Conckided  from  page  37) 
the  pursuance  of  the  oriental  scheme.     The  ribbon 
and   the   quaint   bird    designs   are    now   used   very 
effectively. 

For  bordered  Anglaise  and  for  eyelet  holes,  the 
needle  is  required.  For  collars  and  dresses  this  is  a 
pretty  decoration;  and  like  many  other  varieties  of 
handicraft,  can  be  developed  in  color  as  well  as  in 
the  u.sual  white  productions.  For  children's  wear,  the 
bordered  Anglaise  and  punched  embroideries  are 
specially  charming  trimmings.  The  Roumanian 
embroidery  which  is  now  very  stylish  for  trimming, 
and  the  drawn  Ilardanger  work  are  being  taken  up 
by  the  girl  who  likes  copying  the  peasant  enil)roid- 
eries  of  other  lands. 


Death  of  William  Cooke 

George  William  Cooke,  director  and  manager 
of  Holt,  Renfrew  &  Co.,  Limited,  401  St.  Catherine 
Street  West,  Montreal,  died  January  7th. 

Mr.  Cooke  was  born  forty-six  years  ago  at  Mala- 
gash.  Nova  Scotia.  Having  completed  his  educa- 
tion at  the  age  of  eighteen,  he  entered  the  employ 
of  Dunlap  &  Company,  furriers,  with  establishments 
at  Amherst,  N.  S.,  and  Boston,  Mass.  At  the  age 
of  twenty-five  he  was  admitted  into  the  partnership, 
the  name  of  the  firm  becoming  Dunlap,  Cooke  & 
Co.  Mr.  Cooke  remained  a  conti'olling  influence  in 
that  business,  and  two  years  years  ago  it  was  amal- 
gamated with  Holt,  Renfrew  &  Co.,  Limited,  in 
which  concern  he  occupied  the  position  of  director 
and  manager. 


J.  F.  Cairns,  Saskatoon,  has  completed  all  ar- 
rangements looking  to  the  erection  of  a  four-story 
department  store  on  the  northwest  corner  of  2nd 
Ave  and  •23rd  street.  The  site  for  this  building 
comprises  100  feet  on  2nd  Ave,  and  140  feet  on  23r<i 
street.  The  total  expenditure  will  run  over 
000. 


CGLIINGWOOD'S  GREATEST  STORE 


iBELL  and  SON 


A  Few  Helpful  Suggestions 

Clore*  and  Hoaicr 
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Clothing 

Special  Values  In  Men's  Overcoats  ♦ 

Virl;,io<lr.gul«rlBpel^olJ»r»   i/e(B>-;,flie.     S^.me  prefer  on*  »hff,  I 

tETSiherBwumbsoppoBUe      The  (o  IO»id(  rftng.  of  pricee  will  (Ivo  J 
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Ihese  Splendid  Overcoats  $9  QS 


Merry  Christmas  in 
The  Shoe  Department 


This  is  a  Christmas  advt.  which 
appeared  in  a  Collingwood  paper 
early  in  January.  The  conclusion 
that  the  "Review"  arrived  at  on 
reading  it,  was  that  a  combination 
of  unfortunate  circumstances  pre- 
vented the  merchant  from  chang- 
ing it  or  that  the  printer  ran  it  to 
fill  space  without  consulting  the 
advertiser.  The  <advt.  itself  is  a 
glaring  instance  of  carelessness  on 
the  part  of  the  proofreader  as 
many  words  are  mispelled.  A  firm 
with  ambitions  as  CoUingwood's 
greatest  store  will  surely  not  let 
this  escape  the  notice  of  his  printer 
without  a  strenuous  protest— that 
is,  if  it  is  tlie  printer's  fault.  An 
advt.  that  wishes  its  readers  a 
Merry  Christmas  in  January  cer- 
tainly creates  a  bad   impression. 


A  Merry,  "lerry  ChrlsMna»  fur  Everybody  I 

We  want  to  l>e  In  tfrnc  so  we  say  It  Now  i 

iDaCbnelmejtblDg*.  fetltietbebetiplecec'D   eenb  Ui  (elect  a  ji>.  t 

ful  gift  for  ■arbo.lT'     Juet  Ibink  >      There  ere  good   Shone   tor   every  f 


Then  There  are  Slippers  Qalore 

leo  e  Sllppere.  Wcmebe  Blippere  lor  the  boo...  or  lor  dr«i«.  Sbpp.r 


Watch  Our  Christmas  Windows. 


BELL  and  SON! 
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Watch  The  Back  Cover 


There  is  to  be  a  change  this  yeav  on  the  outside 
back  cover  of  this  paper. 

Instead  of  selling  this  choice  position  to  one 
firm  for  the  year,  we  will  give  every  fii'ni  a  chance 
to  secure  this  position  not  more  than  three  (3) 
times  a  year,  and  we  will  not  sell  it  to  any  firm  for 
any  two  (2)  consecutive  issues. 

Theiefoie,  readers  will  always  find  something 
new  on  the  back  cover,  a  new  announcement,  ad- 
vertising new  goods  or  special  features,  or  selling 
policies,  and  it  will  pay  buyeis  to  watch  this  space 
each  issue. 

This  affoids  advertisers  a  splendid  chance  to 
make  special  ainiouncements  to  the  trade,  where  it 
will  l)e  sure  to  be  seen. 


Published    Semi-Monlhly 


Please  wcntian   The  Review  to  Advertisers  and  Their  Travelers. 
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Pick  Out  Your  Date  Now 


The  demand  for  this  cover  position  is  bound  to 
l)e  heavy,  so  if  you  desire  this  space  for  any  special 
date,  you  better  h't  us  know  at  once. 

Certain  times  in  the  year,  most  firms  have  some 
particuhir  message  they  Avant  In'ought  forcibly  l)e- 
ft)i'e  the  trade  at  a  paiticular  time,  and  there  is  no 
better  opportunity  than  is  offered  here  to  make  a 
striking  announcement. 

This  is  the  first  time  in  many  years  this  space 
has  been  offered  for  sale  and  it  is  certainly  a  grand 
opportunit}^  to  secure  this  choice  position  in  Can- 
ada's oidy  semi-monthly  dry  goods  paper. 

Write  immediately  for  terms  and  prices.      Covers 
^^•ill  be  assigned  according  as  orders  are  received. 


r  &  3^"  Wednesday  Each  Month 


Flense   rneitfioit    The  Review   to  Adrertiserx  mid   Tlieir  Travelers. 


Salient    features    of    the  New    York    openings 

described.  The  favored  colors,  shapes  and 
trimmings. 

Have  the  milliners  themselves  been  instrumental 

in    providing   the   vogue   for  scanty   trimmings   in 

millinery?  Read  'the  article  on  this  question.  It 
will  interest  you. 


Til]']  passing  of  ]i)ll  has  caused  no  regret  to 
ending,  it  is  to  be  hoped  that  the  corner  has 
the  Canadian  millinery  trade,  for  with  its 
l)een  turned  of  w*bat  has  been  for  both  the  wholesale 
anal  retail  sections  an  unusually  diffilcult  period. 
Manufacturers  of  pressed  shapes  may  form  a  possible 
exception.  Itut  the  abo\e  holds  good  in  all  other 
branches,  in  spite  of  the  fact  that  the  Dominion  has 
experienced  an  unusually  prosperous  year.  There- 
fore, the  only  conclu.sion  to  be  anived  at  is  that  the 
causes  and  conditions  that  make  for  trouble  must  be 
sought  for  within  the  trade  itself. 

One  of  the  most  potent  reasons,  no  doubt,  is  that 
the  millinery  business  is  peculiarly  susceptible  to  the 
influence  of  the  mode,  and  is  governed  almost  entire- 
ly by  the  many  vagaries  of  fashion  and  therefore  the 
continued  wearing  of  the  severe  and  ,spai"i^ely-trim- 
med  hat  has  decreased  not  only  the  volume  of  trade, 
but  has  also  materially  curtailed  the  turnover  and 
profits. 

WUEREIN     ARE     MiLLIXERS     TO     lk.AME. 

The  millinery  trade  is,  to  a  very  great  extent, 
helpless  to  protect  itself  against  the  introduction  of 
unprofitable  styles,  for,  after  ail,  it  is  ^^''hat  the  public 
Ixiys,  ndt  what  the  milliner  bIiowis  that  determines 
what  is  fashionable.  Styles  are  set,  and  once  set 
have  to  be  abided  by.  Granting  all  this,  however,  it 
is  impossible  but  to  see  that  milliners  themseh-es 
oan  do  nuidh  toward  the  forwardng  or  discouraging 
of  new  styles.  Milliners  in  all  centres  are  looked 
upon  as  advance  style  exponents,  and  if  she  herself 
and  her  help  likewise  i)Opularize  the  unprofitable 
styles  complained  of  how  can  she  expect  to  sell  her 
customers  the  hat  that  bias  a  profitable  amount  of 
trimming  on  it.  How  many  milliners  during  the 
past  two  or  three  seasons  have  worn  hats  almost 
guiltless  of  trimming  and  by  so  doing  have  done 
their  share  in  bringing  about  the  very  conditions  that 
are  pinching  the  trade  at  the  present  time.  When  the 
trade  itself  enoourages  unprofitable  fashions  how  can 


any  other  result  than  an  unprofitable  treason  be 
expected.  Milliners  should  take  this  matter  to  heart, 
and,  far  as  they  can,  \vithout  hurting  their  business 
or  injuring  their  style  reputations,  foster  those  mil- 
linery faslhions  that  make  for  better  and  more  pro- 
fitable conditions. 

Reaching  Popular  Trade. 
Another  problem  that  seems  to  loom  large  in  the 
situation  is  the  production  of  presentable  models  at 
a  reasonable  price  for  popular  selling.  The  taste  of 
the  buying  public  has  advanced,  and  the  cheap  and 
trashy  no  longer  has  it  old  appeal.  The  public  now 
wants  millinery  that  is  of  fair  quality  and  which 
presents  artistic  lines  and  it  wants  it  at  a  reasonable 
price.  Possibly,  this  is  one  of  the  most  potent  factors 
in  the  continued  vogne  of  the  simply  trimmed  and 
severe  hat.  A^^omen  now  prefer  to  put  the  price  they 
can  afford  to  impend  into  a  good  quality  shape  witih 
good  lines,  and  with  a  small  amount  of  good  quality 
trinnning,  than  into  a  more  pretentious  model  made 
up  in  cheap  materials.  The  continuation  of  this 
tendency  is  a  contingency  that  has  to  be  faced  again 
possibly  during  the  coming  season,  and  should  it  be 
so,  new  methods  of  doing  business  will  have  to  l)e 
adopted,  and  old  ways  will  have  to  be  modified  to 
restore  profitaljle  business  under  the  new  conditions. 

Reduction  of  Expenses. 
One  point  that  mil  ihave  to  be  faced  under  the 
new  conditions  is  the  reduction  of  workroom  ex- 
penses ;  either  these  must  be  reduced  or  some  method 
of  production  resorted  to  that  will  cheapen  the  cost 
of  hat  production  without  lowering  its  standard  of 
attractiveness.  This  is  a  thing  that  is  bound  to  come 
if  millinery  is  to  keep  pace  with  the  other  made-up 
departments  where  tbe  buj-iing  and  selling  of  wearing 
apparel  is  rapidly  taking  on  the  nialture  of  a  pro- 
fession. In  order  to  be  successful  and  profitable  in 
the  future,  millinery  will  have  to  fdllow  the  same 

(Continued  on  page  46) 
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SPRING  MILLINERY  OPENINGS 

MARCH  4th  and  following  days 


NOW  READY  FOR  EARLY  BUYERS 

Stocks  Complete  in  Every  Department. 

You  are  cordially  invited  to  visit  our  spacious  warerooms  and  inspect  our  com- 
plete  stock   of   Trimmings,    Flowers,    Feathers,    Fabrics. 

Our  display  of  Parisian  and  New  York  Models  is  thoroughly  representative  of  the 
best   art   in    millinery   designing. 


The  D.  McCall  Co.,  Limited 

TORONTO 


WINNIPEG 


MONTREAL 


OTTAWA 


QUEBEC 


Please  mention.  The  Review  to  Advertisers  and  Their  Travelers. 


First  Showing  of  Paris  Models  in  New  York 

Many    Small    Hats  of  the    Poke    Order  —  Milans,    Hemps,    Tagels,   Panamas, 

Javas    and    Fancy    Yeddahs  —  Tarn    Shapes    Popular  —  Reds    and    Purples 

Very    Strong  —  Glace    and    Changeant    Effects  —  Good    Ribbon    Season 

(St  iH    Correspondence) 


New  York,  January   15,   1912. 

ALTHOUGH  the  trade  had  announced  their 
firf;t  openings  for  January  2nd,  or  at  least 
a  number  of  houses  had,  the  hats  were  late 
in  arriving  and  their  display  was,  of  necessity,  de- 
layed. At  the  time  of  writing,  fewer  hats  are  in  tlie 
market  than  is  usual  at  this  date  for  so  many  firms 
are  moving  from  the  old  downtown  to  the  uptown 
section  that  their  showrooms  are  not  in  readiness. 

The  hats  that  have  been  shown  are  of  a  very  high 
order.  Germaine,  Paulette  &  Berthe,  Vasseline 
Villiard,  Pouyanne  and  other  less  noted  designers 
have  contributed  largely.  Reboux  and  Georgette  are 
never  among  the  first  to  send  their  creations  and 
none  have  been  received  from  them  as  yet. 

The  hats  shown  are  for  the  most  part  large  or 
medium  and  are  not  as  high  of  crown  as  formerly, 
nor  are  'headsizes  quite  as  large,  although  small  hats 
fit  the  head  very  tightly  and  are  pulled  down  on  it  in 
a  manner  quite  impossible  with  any  but  a  Hat 
coiffure. 

The  small  hats  are  nearly  all  in  the  poke  order 
or  the  beguin,  and'  in  this  connection  it  may  be 
mentioned  that  the  small  lace  and  embroidery  baby 
caps  have  taken  like  wild  fire.  They  are  being  worn 
as  night  caps  and  for  breakfa.st  and  lounging  caps 
and  for  the  evening,  with  not  nuich  difference  as 
to  elalioration. 

TiiK  Favored  Straws. 

The  straws  most  in  evidence  at  the  opening  are 
Milan  (very  soft  and  pliable)  hemp,  tagels,  Manillas, 
Panamas,  Juras,  fancy  Yeddahs  and  a  braid  re- 
sembling the  old  time  chry.santhenuun  braids.  I^eg- 
horns  dyed  and  natural  are  also  seen,  but  it  is  expect- 
ed that  this  straw  will  be  made  up  for  outing  hats 
more  than  for  dre.ss  wear. 

Variations  of  the  Tam. 

There  are  a  goodly  number  of  'handmade  hats, 
but  it  must  be  admitted  that  pressed  goods  lead. 
Among  the  fomer,  the  tam  is  the  nio.'^t  favored. 
There  are  any  number  of  variations  of  the  student's 
cap  or  tam  in  the  market,  the  newest  being  trimmed 
at  tlie  ]>ack  rather  than  the  side.  Tam  crowns  appear 
on  wide  pressed  brims  and  are  made  either  from 
straw  plateaux  or  silk  satin  or  lace.  A  smart  model 
of  black  Milan  had  a  concave  coronet,  around 
which  a  garland  of  pink  roses  was  used.  At  the 
back  of  the  tam  was  a  flat  Ijow  of  pompadour  ribbon. 
Brims  are  Trimmed. 

A  number  of  hats  turn  up  across  the  front  and 
almost  all  roll  up  either   all    around   or  at  side   or 


front.  Brim  edges  showed  a  tendency  to  curve, 
aud  outlines  are  becoming  more  complex  than  form- 
erly. It  is  also  worthy  of  note  that  brims  are  be- 
ginning to  get  a  .share  of  the  trimming  for,  while 
crowns  are  still  trinuned  profusely,  flat  garlands 
aud  other  trinnuings  are  lieginning  to  be  introduced 
Hat  on  the  laim,  usually  on  top,  but  sometimes 
underneath. 

The  Revival  of  Taffeta. 

Among  the  tailored  hats  there  are  a  number  of 
high,  rounded  crowns  and  bell-,*haped  brims.  These 
are  scantily  trimmed  with  merle  fancies  or  with 
neumadie  or  some  of  the  imitation  aigrette  effects 
aud  are  frequently  bound  or  covered  \vith  taffeta. 

A  rcAdval  of  taffeta  is  one  of  the  features  of  the 
season.  There  is  a  perfect  craze  for  ornbre  or  chan- 
geant taft'eta  and  for  smooth  moires.  The  tops  of 
some  of  the  smart&st  models  are  either  draped  or 
covered  plainly  with  taffeta  and  it  is  used  extensively 
for  facing.?,  generally  being  put  on  plain. 

Huge  taffeta  bows  of  ribljon  or  piece  goods  are 
also  being  used  and  add  materially  to  the  height  of 
a  hat,  although  crowns,  as  before  stated,  are  several 
inches  lower. 

The  .small,  closc-litling  hats  are  made  of  very 
l)liable  braids  .sewn  on  a  crinoline  or  net  foundation. 
There  is  a  tendency  to  break  away  from  the  hood, 
and  this  movement  .should  be  encouraged,  since,  the 
lack  of  trimming  the  hood  requires  is  not  good"  for 
the  trade.  Small  pokes  made  of  the  fancy  .shoe  lace 
or  chry.santihemum  braid  are  very  good.  Germaine 
have  sent  us  a  numl)cr  in  the  catawba  or  mulberry 
shades. 

The  Leading  Colors. 

Reds  and  purples  are  very  strong  this  season. 
This  combination  in  straw  is  very  good  find  for 
flowers  it  is  really  the  leading  color  .scheme.  "Ra- 
dium" is  the  name  given  these  combinations  whidh 
also  include  combinations  of  blues,  greens  and 
browns,  or,  otherwise  the  rococo  shades  remained. 

Glace  and  changeant  effects  are  good  not  only  in 
.<ilks  but  in  flowers.  Indeed  a  large  percentage  of  the 
flowers  for  early  Spring  wear  are  made  of  silk  and 
satin  in  these  deep  and  harmonizing  .shades.  Natur- 
ally, everything  is  being  done  to  push  flowers,  and  it 
is  by  introducing  these  novelties  that  the  desired 
results  may  be  reac4ied.  There  is  a  preference  being 
shown  for  medium  and  small  flowers  in  rather  severe 
branchings,  and  cockades.  Silk  flowers  are  spoken 
of  very  highly,  particularly  in  the  radium  .sibades. 
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WHY   THROW   AWAY  MONEY 

by  paying  long  prices  on  your  millinery 
purchases,    when    you    don't    have    to  ? 

Value  in  Millinery  Goods  Counts 

just  like  it  does  in  all  lines  of  merchan- 
dise. 

To  Those  Who  Recognize  Real  Worth 

we  say  *'come  and  see  us." 

We  Sell  Millinery  Goods  as  Ordinary  Merchandise 

Your  saving  on  purchases  made  here  is 
an  extra  profit  for  your  department.  If 
you're  open  to  a  comparison  of  values 
we'll  sell  you  the  bulk  of  your  Spring 
purchases. 

Make  it  a  point  to  see  us  for   Ostrich   goods, 
Flowers,  Braids,  Hats  and  Novelties. 

Malines  are  showing  up  strong  for  spring. 
Two  qualities  in  stock.  Full  range  of 
shadings. 

Continental  Manufacturers'  Syndicate,  Ltd. 

NORDHEIMER     BUILDING 

77  YORK  STREET,    -    -    TORONTO 
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Floral  Novelties. 

Roses  as  usual  lead.  Among  tlie  floral  novelties 
are  garlands  of  small  roses,  branch  effects  and  pom- 
pons. These,  of  course,  are  fashioned  of  other  flow- 
ers as  well  as  roses.  The  singe  violet  deeply  purple 
and  of  exaggerated  size,  is  the  choice  in  violets  and  as 
all  shades  of  purples  and  mauves  are  very  strong,  it  is 
predicted  that  violets  will  be  very  popular,  also  pan- 
sies,  fuchsias,  dahlias,  wistaria,  lilacs  and  sweet  peas, 
the  latter  being  probably  the  most  in  evidence. 

A  stunnii:ig  way  of  utilizing  sweet  peas  is  to  cover 
the  entire  crown  with  them,  and  the  market  abounds 
with  both  the  large  and  small  varieties  and  in  all 
shades  of  mauves,  purples,  blues  and  red,  in  short 
the  real  sweet  pea  shades.  Dahlias  being  in  the  fash- 
ionable colorings  are  also  expected  to  be  very  good, 
but  of  course  all  flowers  are  manufactured  in  these 
colorings  and  in  the  very  popular  primrose  shades — 
the  first  color  on  the  Spring  color  card.  This,  in 
some  of  its  shades,  is  really  only  a  brilliant  rose  and 
is,  of  course,  going  to  do  nnich  toward  making  roses 
very  prominent. 

Fruits,  notably  cherries,  have  Ijeen  shown  to  con- 
siderable extent.  Huge  cherries,  combined  with 
white  wings,  trimmed  a  smart  rolled  brim  Java  shown 
at  one  of  the  biggest  of  the  first  openings.  Velvet, 
chenille  and  silk  fruits  are  also  being  shown,  singly 
and  in  combinations.  Gooseberries,  raspberries  and 
thimble  berries  are  also  being  shown. 

Very  odd  was  a  small  turban  of  immortelles 
with  a  huge  taffeta  bow.  These  seem  curious  flowers 
for  hat  decoration,  but  as  previously  stated,  every 
flower  is  being  sihown  and  no  stone  left  unturned  to 
boost  flowers. 

Ribbon  .ind  Lace  Much  in  Demand. 

The  ribbon  trade  is  satisfied  with  the  millinery 
situation,  for  wide  ribbon  is  much  in  demand. 

Lace,  too,  is  very  good,  particularly  bands  of 
macrame  and  other  coarse  effects.  Maline  is  used  a 
great  deal,  the  fad  being  to  use  one  color  over 
another  and  so  produce  the  radium  or  changeant 
effect. 

Predicted  Favor  for  Pearls. 

As  for  ornaments,  authentic  information  of  the 
popularity  of  pearls  is  constantly  being  received  and 
yet  as  a  matter  of  fact  few  pearls  have  appeared  on 
the  hats  to  date.  It  is  a  persistent  rumor  that  pearls 
will  be  very  strong. 

The  second  openings  are  now  being  looked  for- 
ward to,  and  will  occur  about  the  first  of  February 
and  be  reported  for  The  Review  readers. 

Millinery  Past  Season    Very  Difficult 

(Concluded  from  page  42) 
scientific  and  bu'siness  lines,  that  make  for  the  elim- 
ination of  inflated  costs  and  unnecessary  expenses. 

To  improve  present  conditions  and  bring  albout 
a  return   of   miore   profitable  conditions  is  the   big 


problem  present  now,  both  with  the  wholesale  and 
the  retail  trade.  Nor  will  it  ever  be  properly  solved 
unless  both  sections  heartily  and  cordially  cooper- 
ate, an'd  therefore  it  is  up  to  both  elements  to  get 
busy.  One  i>oint  upon  which  the  retail  trade  can 
make  a  good  beginning  is  in  avoiding  reckless  buy- 
ing, and  by  the  making  of  such  careful  selections 
that  the  returning  of  goods  is  reduced  to  a  legitimate 
and  noi-mal  factor  This  course  would  eliminate  a 
great  drawback  to  the  vVholesale  houses,  and  help 
their  profits  to  such  an  extent  that  goods  could  be 
sold  cheaper,  and  thus  more  business  would  result  for 
Ijoth  sections. 

The  Loadinq-up  Problem. 

On  the  otlier  hand,  less  pressing  for  early  ad- 
vance orders  should  be  done.  While  a  certain  amount 
of  preparation  for  the  early  season  must  be  done  in 
advance  if  retail  stiockis  are  to  be  kept  up,  at  the  same 
time,  the  wholesaler  must  be  alert  to  cater  for  the 
continued  changes  which,  at  present,  mark  not  only 
the  advancing,  but  \h%  waning  of  the  season.  Not 
only  is  this  imperative,  but  they  should  see  to  it  that 
no  customer  is  so  loaded  wi\h  goods  as  to  l^e  unable 
to  take  a-dvantage  of  the  novelties  as  they  are 
introduced. 

Women  buy  more  hats  nowadays.  Even  a  wo^man 
of  moderate  means  will  buy  three  or  four,  while  the 
dressy  woman  will  buy  many  more.  Hats  suitable  to 
niany  occasions  find  a  ready  sale,  and  by  catering  to 
these  wants  and  tHie  showing  of  early  and  late  sea- 
son st.}'les,  the  selling  season  in  the  millinery  depart- 
ment or  the  exclusive  store  can  he  prolonged.  It  is 
up  to  the  wholesale  trade  to  develop  this  between- 
seasons  business  by  paying  more  than  an  indifferent 
attention  to  the  class  of  novelties  required  by  the 
milliner  who  is  working  to  lengthen  her  selling 
seasons. 

Spring    Ribbon   Novelties 

Effective  novelties  in  gold  stripes  on  various 
backgrounds,  are  shown  by  leading  houses.  A  satin 
cross  stripe  in  the  basket  weave,  is  another  very 
attractive  ribbon.  Satin  stripes  combined  with  taffeta 
are  prominently  shown  in  the  latest  samples. 

Indications  point  to  the  revival  of  the  use  of 
ribbons  for  millinery  purposes.  From  abroad,  comes 
the  news  that  the  fashion  centres  are  using  increased 
quantities  of  this  valuable  product.  While  latest  re- 
ports state  that  the  demand  will  not  be  overwhelming, 
the  increase  is  expected  to  be  gxadual.  With  this  in 
view,  ribbon  dealers  sihould  feel  that  the  future  has 
successful  business  in  store  for  those  who  make  this 
department  a  careful  study  from  the  right  stand- 
point. In  Canada,  the  ribbon  business  during  the 
past  seasons,  has  been  satisfactory,  therefore,  spring 
and  Summer  business  for  the  year  1912,  should 
yield  gratifying  results  to  the  merchant  who  gives 
this  department  the  proper  amount  of  consideration 
and  space. 
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Spring   Opening 

Monday,  4th  March,  and  following  days. 
Inspection   by   the  Trade  cordially  invited. 

G.  Goulding  &  Sons 

Toronto 


Montreal 
230  McGill  Street 


Winnipeg 
61    Albert  Street 
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Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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MILLINERY  and  FANCY  DRY  GOODS 


In  order  to  cope  more  efficiently  with  our  rapidly  growing  trade  in 
the  western  provinces  we  will  open  a  branch  office  in  Vancouver, 
B.C.,   on   March   1st,  with  Mr.   Alfred   Brignell,   Manager. 

A  carefully  selected  stock  of  Millinery  and  Fancy  Dry  Goods  will 
be  carried  at  all  times  and  inspection  is  invited. 

Our  Annual    Spring  Opening  will  take  place  on   March  4th. 

Farrell,  Belisle  &  Co. 

257  Notre  Dame  Street,  West,     -    MONTREAL 
106-108  Rue  du  Pont,  QUEBEC  522  Seymour  St.,  VANCOUVER 


1912 


SPRING  OPENING 


1912 


We    are    again    showing    a    complete    range    of 

MILLINERY  NOVELTIES  for  spring 

Early  buyers  are  extended   a  cordial  invitation  to  visit  our  Wareroo ns  and  inspect  our  stock. 

WE  CAN  SERVE  YOU  WELL 

Elliott,  Sherring  &  Co.,  Limited 

IMPORTERS   OF  MILLINERY 
OGILVIE  BLDG.,  37  Wellington  St.  W.,  Toronto 


Raymond  Bros. 


Outside 
Appearance 

adds  prestige  to  your 
store  in  the  eyes  of 
your  trade. 

An  awning  affords 
protection  from  the 
sun  and  excessive 
light  to  llie  interior 
thus  allowing  your. 
stock  to  retain  its  new 
appearance  -  a  point 
t^at  vvill  always  make 
it  saleable,  and  inci- 
dentally add  to  your 
profits. 

Ask  us  for  quota- 
tions. 


London,  OnL. 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIPING   FOR     :      :      :      : 

Cbe  Dry  Goods  Review 

FOR    YOJR     DEPARTMENT 
BUYERS 


Wf'ite  for  Special  Clubbing  Rates 
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evailing  style  tendencies  indicated  by  first 
ing  of  Spring  garment. 
Dainty  lingerie  dresses  now  ))eing  produced  for 
Summer  selling. 

Less   trimming  used   in   whitewear.      Handsome 
garments  now  being  produced  at  moderate  prices. 

Development  of  white  and  ecru  in  all-over  effects 
indicated  for  the  coming  blouse  season. 


The  Demand  For   Lingeries 

Attractive,    Practical    and    Popular-priced    Models 

Shown  in  Wide  Range— Fringes,  Buttons  and 

Lace  Used  as  Trimmings. 

WITH  a  good  white  season  already  shaping 
strongly,  a  big  demand  is  expected  for 
lingerie  models,  and  houses  specializing  on 
this  class  of  merchandise  are  showing  a  large  range 
and  are  making  extra  efforts  in  the  production  of 
their  line.  There  is  always  a  good  sale  for  attractive, 
practical  and  popular-priced  lingerie  dresses  as  buy- 
ers find  that  merchandise  of  this  class  forms  the 
standby  of  their  Sunnner  selling. 

This  year  much  embroidery  is  used  aird  houses 
specializing  along  these  lines  are  putting  out  an 
extensive  range  of  garments  made  from  wide  flounc- 
ings  and  allovers,  with  eyelet  and  heavy  embroidery 
combinations  especially  prominent. 

Skirts  in  the  cheaper  models  are  formed  of  two 
or  even  three  rows  of  flouncings,  and  in  the  higher- 
priced  gowns  tunic  effects  of  allover  finished  with  a 
flouncing  is  used.  Drop  fringes,  ball  fringes  and 
cotton  fringes  and  crochet  buttons  are  used  extensive- 
ly to  trim  and  outline  tunics  and  also  as  waist  and 
.sleeve  fini.'^'hes.  Some  late  models  Show  the  waist  line 
dropped  almost  to  normal,  but  as  a  rule  the  modified 
oil  I]  lire  lines  are  used. 

Many  Waists  in  Surplice  Effect. 

With  the  lower  waist  line  the  upper  part  of  the 
skirt  is  gored  and  smooth  fitting  and  is  finished  by  an 
embroidery^  flounce.  Many  waists  are  in  surplice 
effect  with  a  little  lace  or  net  used  to  fill  in  and  as  a 
finish  Embroider)'  flouncing  is  largely  used  in  the 
development  of  waists  of  this  kind.  Allover  is  also 
freelv  used  and  when  this  is  so  some  sort  of  one- 


sided collar  finish  is  the  rule  and  the  waist  outlines 
the  bust  and  shoulders.  Some  models  show  a  hem  of 
lawn  used  as  a  finish  under  the  edge  of  the  embroid- 
ery used  as  the  bands  of  satin  were  last  year.  Lawn 
alone  is  little  used  and  Valenciennes  trimmed  mulls 
and  lawnis  are  not  seen  this  season. 

Sleeves  are  set  in  and  three-quarter  length,  and 
there  is  some  tendency  for  more  ti'imming  at  the 
elbow.  Necks  sdrow  either  the  square  Dutch  effect 
or  are  ctollarless  and  are  finished  with  a  band  of 
piping  to  form  a  straight  line  against  the  skin.  Skirts 
continue  narrow  the  accepted  width  being  21^4, 
though  a  few  models  may  measure  2 14  round 

Tlie  laces  used  with  embroideries  are  the  heavy 
I'lauen,  Guipure  and  Venise,  and  Cluny  trims  many 
of  the  more  expensive  models.  Ecru  promises  to  sup- 
plement all  ^\^hite  in  lingerie  as  in  other  lines  when 
the  selling  season  opens. 


THE  TREND  IN  WHITEWEAR. 

All  garments  for  day  wear  are  on  straighter 
lines.  Frills  are  eliminated,  and  flounces,  when 
used,  have  little  fullness.  Because  less  material 
is  needed,  designers  have  heen  able  to  produce 
handsome  garments  at  moderate  prices.  Drawers 
are  cut  with  less  fullness,  the  tendency  being  in 
favor  of  knickerbockers.  Newer  combinations 
made  princess  style  and  shaped  with  darts  and 
seams. 

Embroidery  used  extensively  on  popular  pric- 
ed whitewear.  Lace  more  used  on  the  better 
grades. 

Cluny  and  real  baby  Irish  trim  imported 
French  lingerie.  These  laces  are  duplicated  for 
popular  selling  by  Barmen  and  machine  made 
Irish. 
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No  business  can  be  done  on  just  one  style  and 
class  of  gown  for  the  big  and  growing  class  of  cus- 
tomers that  always  demand  something  different,  and 
the  buyer  has  to  cater  for  this  class  or  lose  business 
for  his  department.  For  this  class  of  customers, 
simple  little  dresses  of  sheer  cotton  voile  and  dotted 
Swiss  are  being  prepared. 

Coat  Suits  in  Piques,  Cords,  Linens. 

These  are  made  upon  lines  of  extreme  symplicity. 
The  skirt*  have  two  or  three  gores  and  show  no  full- 
ness at  the  waist  and  have  wide  bands  of  sihadow  net 
or  lace  around  them.  These  bands  and  the  fichuB 
that  finish  the  waist  are  finished  ^dth  ball  or  cotton 
firinges.  The  coat  suit  is  the  new  development  in 
the  heavier  cotton  fabrics  such  as  piques,  cords  and 
linens.  This  is  formed  by  an  added  or  simulated 
peplum.  Crepes  and  looped  Turkisih  toweling  fabrics 
are  talkeid  of,  but  the  use  of  these  fabrics  is  more 
likely  to  be  confined  to  the  high-class  counter  trade 
and  will  not  entei'  into  the  run  of  general  trade. 

Orders  for  simple  dresses  of  white  serge  or  dresses 
of  white  serge  with  pencil  stripes  have  taken  orders 
far  in  excess  of  expectations.  The  buttons,  cufl^s, 
collar,  revers  and  girdle  or  belt  where  the  skirt  is 
not  piped  onto  the  waist  are  of  satin,  and  the  com- 
bination of  black  and  white  is  in  hig^li  favor.  Navy 
blue  and  delft  blue  is  also  used  and  some  models 
show  the  addition  of  red  pipings.  Simple  tailored 
dresses  are  very  strong  all  along  the  line,  and  such 
is  the  vogue  of  the  popular  one-sided  efl^ects  that 
buyers  will  have  to  spend  much  time  and  study  in 
their  production,  for  the  idea  seems  to  be  gaining 
ground  that  here  lies  the  decided  novelty  of  the  new 
season.  Toucfhes  of  this  kind  appear  in  the  house 
dresses  that  are  selling  so  freelj^  and  are  the  making 
of  the  simple  little  street  dres.s  of  printed  batiste  and 
cotton  foulard. 

There  is  a  growing  feeling  that  taffeta  later  may 
make  a  strong  appearance  in  the  dress  line  but  at 
present  silks  are  represented  by  soft  satins,  foulards, 
striped  fancies  and  washing  silks.  Wood  silk  and 
cotton  novelties  made  up  into  smart  little  dresses  in 
the  popular  black  and  white  combinations  are  selling 
well  in  popular  priced  lin&s. 

A  feature  worthy  of  notice  is  that  the  manufac- 
turers of  dresses  are  showing  princess  slips  of  satin 
de  Chine  and  Jap  silk  and  are  quoting  prices  for  the 
dress  either  with  or  without  the  slip. 


Less  Trimming  in  Whitew^ear 

Designers  Seize  Upon  Opportunity  to  Produce 
Handsome  Garments  at  Moderate  Prices. 

A  large  majority  of  the  leading  stores  in  Canada 
are  holding  their  semi-annual  ^\^hit.ewear  sales.  Wo- 
men have  grown  to  look  for  these  semi-annual  events 
and  to  look  to  them  for  the  replenishment  of  their 
wardrobe. 


evieio 


AVhile  much  of  the  whitewear  shown  consists  of 
popular-priced  goods,  January  whitewear  sales  are 
made  attractive  to  the  woman  who  buys  the  more 
expensive  grades  Ijy  the  showing  of  new  models  that 
combine  the  later  novelties  in  trimming  effects  with 
the  newest  cut  in  the  garments  themselves 

Owing  to  the  universal  wearing  of  the  narrow 
skirts,  under  garments  have  to  conform  to  the  pre- 
vailing tendency  towards  slim  lines  and  there  has 
been  and  is  an  all-prevailing  tendency  in  this  direc- 
tion that  has  brought  about  a  corresponding  change 
in  the  cut  of  under  garments.  All  garments  for  day 
wear  are  cut  on  straighter  lines,  and  flounces  and 
frills  are  eliminated  as  much  as  possible;  or,  where 
their  use  is  imperative  as  little  fullness  is  put  in  as 
is  in  keeping  with  the  use  of  the  garment. 
Handsome  Effects  Used. 

This  feature  has  certainly  given  whitewear  de- 
signers an  opportunity  to  make  the  most  of.  When 
less  trinnning  is  required,  handsome  effects  can  be 
used,  and  the  result  is  seen  in  the  highly  attractive 
garments  at  a  very  moderate  price;  which  is  going 
far  to  make  the  January  whitewear  sales  this  season 
a  big  success. 

Manufacturers  of  laces  and  trimmings  have  help- 
ed on  the  good  work  by  the  production  of  effects  that 
save  labor  in  the  making  and  which  are  at  the  same 
time  attractive  and  pretty.  For  instance,  insertions 
come  with  a  beading  and  edge  whidh  can  be  used  to 
save  yards  and  yards  of  machine  s-titching.  Laces 
also  follow  suit  and  totally  different  patterns  are  now 
combined  in  the  one  trimming.  These  effects  can 
be  used  for  yokes  and  sleeve  trimmings,  and  effect  a 
considerable  saving  in  operating  expenses. 
Drawers  With  Less  Fullness. 

Comliinations  and  princess  slips  are  greatly  favor- 
ed. The  preferred  combinations  usually  consist  of 
the  corset  cover  and  drawers.  The  garment  with 
the  drawer  attached  bo  the  corset  cover  at  the  waist 
with  a  line  of  beading  is  the  popular  .'^hape,  but  some 
of  the  newer  models  are  made  princess  and  shaped 
to  the  figure  with  darts  and  seams. 

Another  feature  is  that  the  circular  drawer  is 
cut  with  less  fullness,  and  there  is  a  decided  tendency 
in  high-class  lingerie  towards  the  use  of  knicker- 
bocker  effects. 

Embroidery  trimming  is  used  extensively  on 
]>opular  priced  \\nlutewear,  but  lace  is  coming  strong- 
ly into  favor  for  the  trimming  of  the  better  grades. 
Designers  are  not  satisfied  to  use  Valenciennes  alone 
now,  but  this  lace  has  to  share  favor  with  many 
other  makes,  both  real  and  imitation,  that  are  so 
much  used. 

Cluny  and  real  Iiaby  Irish  trim  much  of  the  im- 
ported French  hand-made  lingerie,  and  some  of  the 
most  expensive  of  the  domestic-made  sets  are  trim- 
med with  one  or  other  of  these  handsome  laces. 

Popular-priced  gowns  are  of  the  slipover  variety 
with  voke  effects  of  wide  embroiderv  insertion,  in- 
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FADS  AND  FANCIES 

THE  REAL  THING 


This  is  the  time  of  the  year  when  our  travellers  invariably  meet 
with   the   time   worn    demand    "  SHOW    US    YOUR    LATEST 
NOVELTIES."      Now,  of  course,  they   are  always  in   a  position 
to     show     the    bang-up    new     thing,     namely  —  NOVELTIES  — 
sometimes     called     Fads,    but     our     experience     extending    over 
twenty  years  prompts  us  to  say   that  in  nine  stores  out  of  ten  the 
big  money   is  not    made    on    Fads    but    what    might    be    termed    the 
Staple   Articles,   in    other   words    the  goods  in  demand.     This    season 
the    Novelties    (so    called)    which   may   be  good,   to   some   extent  at 
any     rate,     are     Marquisettes,     Fancy     Voiles,     Turkish     Towellings, 
Crepe    Cloths     and    Cream     Serges,    but    we    can    assure    you,     that 
beyond    peradventure,    the   big    money -making    demand    will    be    for 
WHITE     AND     ECRU     SWISS     EMBROIDERY     DRESSES 
(AUovers  and  Flouncings).       Make  no  mistake,   this  is  the   on 
only    tip    for    Summer    1912.       We    have    bought    accordingly 
our  Three,  Four,  Five,  Six  and  Seven  Dollar  Dresses  demand 
inspection,  will  prove  to  be  worth  buying  and  certainly  will  se 
at  a  good  large  profit. 


THE  REAL  THING- 
EMBROIDERY  DRESSES 
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.sertion  and  lace,  or  have  enibroi'dered  yokes  set  in, 
and  the  short  sleeves  are  of  the  set-iu  variety.  More 
expensive  and  elaborately  trimmed  models  come  in 
the  empire  style  and  have  the  high-waist  effect  de- 
fined by  a  wide  beading  through  which  is  run  an 
inoh-wide  ribbon  finishing  with  elaborate  bows  and 
rosettes.  Ribbon  is  more  used  than  ever  on  hig^- 
cla.ss  lingerie,  and  gowns  of  this  grade  are  often  quite 
as  much  trimmed  as  a  negligee. 

The  decidedly  sensible,  serviceable,  and  yet 
dainty,  hand-embroidered  underwear  has  formed 
quite  a  feature  of  the  present  sales  and  buyers  who 
have  stocked  the  domestic-made  lingerie  of  this  class 
are  highly  satisfied  with  its  sale.  Another  novelty 
that  promises  well,  and  which  will  l)e  more  generally 
taken  up  as  the  season  advances,  as  it  is  ideal  for  sum- 
mer AYcar,  is  lingerie  made  of  cotton  crepe.  The  cut 
and  tlie  appearance  of  crepe  garments  have  been 
much  improved  and  simple  trimmings  of  Barmen 
lace  and  hand-enibroidery  are  used.  The  Ijig  feature 
in  cotton  crepe  is  the  fact  that  it  requires  no  ironing, 
a  big  consideration  in  hot  wearther. 


Lingerie  Waists  Featured 

January    Sales    Brought    Them    Into    Prominence 

—  Increasing  Interest  in  Lace  and  Net  Waists 

in   White   and  Champagne. 

January  sales  have  brought  lingerie  waists  into 
special  prominence,  for  they  have  formed  a  big 
feature  of  the  month's  sales.  Much  of  the  mer- 
chandise, of  course,  has  been  of  the  popular-priced 
character,  but  the  large  volume  of  sales  show  the 
growing  popularity  of  the  ^^dlite  waist. 

Style  features  have  not  been  so  prominent  as 
they  will  be  later  and  for  the  sales,  at  least,  the 
kimona  has  sold  equally  as  well  as  the  .set  in  sleeve. 
There  is,  however,  no  doubt  about  the  set-in  sleeve 
being  the  fas^hionable  sleeve  when  the  Spring  season 
opens. 

The  new  lingeries  are  made  of  the  sheerest  of 
lawns  and  batistes  and  dimities;  cotton  voile  is  well 
to  the  front  and  crepe  is  a  hig^h  style  feature.  Em- 
broideries are  largely  used  on  the  cheaper  waists, 
but  imitation  hand-embroideries,  combined  with 
heavy  cluny,  baby  Irish,  both  real  and  imitation, 
and  filet,  are  the  leading  trimmings  used  on  the 
better  priced  waists.  The  vals  used  are  of  very 
fine  qualities  and  .shadow  laces  and  Maltese  and 
duche.sse  are  also  good. 

Allover  laces  and  lace  nets  are  coming  to  the 
front  and  a  strong  development  in  both  White  and 
ecru  promises  as  the  season  advances. 

Chiffons  are  being  taken  for  the  early  season, 
while  there  is  nothing  that  is  new  in  the  shape  of 
these  blouses  there  is  considerable  variety  given  by 
new    trimming    touches    and    the    arrangement    of 


revers,  groups  of  buttons,  fringes  and  pleatings.  The 
new  linings  are  of  net  or  allover  lace  and  trimming 
schemes  are  often  applied  to  this  foundation.  Chenille 
embroideries  in  soft  color  contrasts,  combined  with 
chain  stitch  embroideries  in  floss  silk  are  al.so  used. 
Blouses  of  this  type  carry  the  yoke  and  high  fitting 
neck  of  shadow  net.  Even  for  chiffon  waists,  the 
.set-in  sleeve  has  been  generally  adopted  though  in 
some  models  the  long  shoulder  cut  is  used  and  the 
sleeve  is  set  in  .some  inches  down  the  arm.  Sleeves  of 
this  kind  are  often  shirred  and  elaborately  draped 
and  trimmed. 


Favor  for  Middy  Blouses 

Last  year,  the  demand  for  middy  blouses  for 
girls  and  young  women  was  greater  than  that  of 
])revious  years.  For  Spring  and  Summer  1912, 
tliere  is  every  reason  to  think  this  article  of  apparel 
will  meet  with  a  greater  favor. 

New  lines  are  showing  the  sailor  collar,  bordered 
cuffs,  and  a  border  around  the  bottom,  upon  w'hich 
is  a  row  of  buttons  that  add  to  the  appearance.  For 
outing,  tennis,  and  other  uses  this  blouse  is  just  the 
garment  for  hot  weather. 

White  linen,  rep,  etc.,  trimmed  with  collar  and 
cuffs  of  l)lack,  navy,  or  other  contrasting  colors,  pro- 
duce the  required  result. 


Points  In  Corset   Fitting 

Much  Depends  Upon  the  Ability  of   the  Sales- 
persons—  Features  of  the  Nev\^  Styles. 

The  new  models  for  Spring  selling  are  practically 
duplications  of  the  successful  Fall  models,  only  there 
is  this  difference — -little  improvements  have  been 
made,  and  slight,  but  important  changes  in  cut 
effected  that  bring  the  Spring  models  up  closer  to  the 
manufacturers'  standard  of  perfection. 

Possibly,  to  the  eye  of  the  average  buyer,  little  or 
no  change  has  been  effected,  but  the  change  is  there 
and  has  a  beneficial  effect  upon  the  selling  qualities 
of  the  model. 

Freedom  in  her  corsets  is  what  every  woman  is 
looking  for,  and  the  models  most  favored  are  those 
of  light  weight  and  the  greatest  flexibility.  This  is 
the  rea.son  that  the  low  bust  models  have  made  such 
a  quick  success,  as  they  give  perfect  freedom  above 
the  waist  While  compres,sing  the  hips  where  com- 
pression improves  and  gives  youthful  lines  to  the 
figure  and  where  it  can  be  easily  borne. 

Notwithstanding  these  facts,  it  is  still  of  supreme 
importance  that  the  corset  must  fit  the  figure — that 
is  the  proper  corset  made  for  that  particular  figure 
must  be  chosen.  For  a  correctly  made  corset  fitted 
to  the  figure  the  designer  intended  it  for,  will  act 
directly  upon  the  faults  to  be  corrected  and  will  pro- 
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We're    catering    to    a 
lon^-felt   ^want 


OUT  or  odd  sizes    in  women's   garments    have 
long   been  shunned    by    the    manufacturers, 
with    the    result    that   this    trade    has    been 
turned    over    to    the     custom     tailoring     or     dress- 
making  departments. 

We  have  noted  this  tendency,  and  to  overcome  it 
we  are  specializing  on  odd  sized  garments,  giving  the 
same  style  features  exhibited  in  the  normal  sizes. 

PATRICIAN 
STYLES 

In    Stout    and     Small 
Women's  and  Misses' 

SUITS  AND  CLOAKS 

are  right  up-to-the-moment  in  every  respect. 

We  are  showing  a  very  large  range  and  are 
giving  values  that  will  be  hard  to  equal. 

You  need  not  turn  this  trade  away  again.  We 
guarantee  to  satisfy  the  most  particular,  no  matter 
how  odd  the  size  may  be. 

Give  our  line  space  in  your  showroom.    W^ait  for  us. 


Patrician  CloaK  and 
Suit  Co, 

Hiin^     and     Spadina 

TORONTO 


SAMUEL 
BUILD  ING 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Smart  Spriug  suit  iu  the  fashionable  white  serge.  The  cut 
away  coat  has  the  new  small  collar  and  large  levers  of  black  satin 
and  heavy  lace  and  the  cuffs  of  the  coat  sleeves  are  finished  to 
match  while  the  closing  is  accomplished  by  a  fancy  frog.  The 
narrow  skirt  shows  a  novel  one-sided  tunic  effect.  Shown  by 
The  Patrician   Cloak  and  Suit  Co.,  Toronto. 

duce  an  effect  that  comes  nearer  to  the  standard  of 
figure  perfection. 

Tlie  saleswoman  has  a  heavy  responsibility  here 
and  if  .she  is  oonscientious,  alert  and  well  up  in  her 
business  she  can  soon  work  a  wonderful  improvement 
in  the  figures  of  customers  who  will  abide  by  her 
advice.  Customers,  as  a  rule,  are  willing  to  be  guid- 
ed, the  great  trouble  being  that  so  many  saleswiomen 
either  do  not  know,  or  will  not  take  the  trouble  to 
give  ad\dce. 

Salesperson's  Responsibility. 

A  good  corset  saleswoman  will  always  have  her 
tape  line  handy  and  will  take  measurements  if  she 
is  at  all  doubtful  that  the  size  asked  for  is  not  the 
right  one.  It  is  most  important  that  the  right  size 
as  well  as  the  right  models  should  be  sold  as  every 
line,  every  curve,  and  every  bone  is  there  for  a  pur- 
pose, and  cannot  accomplish  that  purpose  unless 
they  are  in  the  proper  position.     Longer  lines  are 


given  to  a  short-waisted  figure  by  a  corset  made  for 
that  purpose,  wdiile  a  corset  that  is  too  long  waisted 
will  indl  up  and  actually  cause  the  waist  to  become 
shorter. 

Many  customers  imagine  that  by  buying  a  corset 
that  is  several  sizes  too  small,  they  will  reduce  the 
size  of  their  figure.  This  is  not  so,  and  it  is  one  of 
the  most  difficult  problems  the  saleswoman  has  to 
contend  with  to  combat  this  idea.  Care  and  patience 
will  win  out  and  if  notHiing  else,  will  give  the  cus- 
tomer a  demonstration.  Let  her  fit  on  a  pair  of 
corsets  of  the  size  .^he  is  asking  for  and  take  her 
measurements,  jDoint  out  to  her  the  importance  of 
having  the  lines  in  the  right  place.  The  hip-line  is 
a  good  illustration  and  when  the  corset  is  too  small 
this  line  comes  too  far  in  front  and  no  matter  how 
the  corset  is  laced  is  still  in  this  position  and  is  too 
far  in  front. 

Fitting  the  Corset. 

Another  ugly  fault  is  that  the  abdomen  is  crowd- 
ed forward  and  in  some  models  pushed  up.  Now  fit 
the  proper  size  and  point  out  the  difference.  Measure 
and  show  the  reduction  that  is  made,  and  point  out 
the  greater  comfort  and  flexibility  of  the  figure. 

Never  sell  a  low  bust  corset  wdthout  also  introduc- 
ing a  brassiere  with  the  explanation  that  bras.sieres 
are  just  as  necessary  as  the  corset  and  that  ^TO■men 
with  both  stout  and  slim  figures  sihould  wear  them. 

Great  attention  is  paid  in  the  new  models  to  the 
length  of  the  steels,  and  tliough  the  apron  has  not 
l)een  shortened  many  manufacturers  have  taken  an 
inch  or  so  off  the  length  of  the  steels,  as  it  was  found 
that  tlhis  would  increase  the  comfort  of  the  sitting 
figure  \A'ithout  impairing  the  effect  of  the  steels. 


Montreal    Garment    Market 

Exquisite  Models  in   White   Lingerie  —  Features 

of  the  New  Suits  and  Coats  — Some  Style 

Changes  Noted. 

Montreal,  Jan.  15, 

For  Spring,  the  set-in  sleeve  in  the  three-quarter 
length,  will  be  universally  taken.  This  applies  par- 
ticularly to  waists  and  dresses.  For  outer  garments, 
the  cut-out  armhole  will  be  a  favorite,  on  account  of 
the  ease  with  which  a  garment  with  this  style  of 
sleeve  is  put  on  and  taken  off. 

The  style  of  sleeve  used  on  a  certain  garment 
is  made  to  correspond  with  the  use  for  which  the  gar- 
ment is  intended.  On  a  fancy  white  lingerie  dress, 
which  would  in  all  probabilities  be  worn  by  a  young 
woman,  the  sleeves  would  be  made  in  the  set-in 
sleeve,  with  a  low  neck,  with  or  without  a  collar. 

In  white  lingerie,  there  are  very  exquisite  models 
shown.  Lace  and  dainty  flouncings,  all-overs  and 
galoons,  will  add  to  the  beauty  of  the  showings. 

For  popular-priced  garments  there  are  some  ex- 
ceptional numbers  that  should  take  well  with  mer- 
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"Reliability" 


smiles  upon  every 
garment  of  the 

"CULTURE" 

LINE 


'"This  is  the  keynote  to  the  success  of  this 
famous  make  of  women's  and  misses'  g"ar- 
ments — coats,  suits  and  dresses. 

Every  garment  is  guaranteed  to  give  satis- 
faction, every  stitch  is  there  to  stay  and  the 
styles  are  absolutely  correct.  They  are  the 
best  profit-bearing  garments  to  the  merchant 
and  wearer. 

Give  this  line  your  consideration. 


THE  ONTARIO  CLOAK  CO. 

LIMITED 


Designers  and  JYlakers 
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This  smart  Paris  gown  of  radium  taffeta  m  pinli,  gold  and 
grey  shows  many  new  features.  The  narrow  skirt  and  elbow 
sleeves  are  edged  with  pinked  out  frills  showing  considerable 
fullness,  while  a  like  nerk  finish  of  lace  and  net  is  continued  into 
a  postilion  at  the  back. 

chants  in  all  parts  of  the  country.  Many  of  these 
garments  show  wonderful  ingenuity  in  design,  and 
the  price  that  is  asked  for  them  is  very  reasonable. 
One-piece  dresses  with  medium  high  waist  effects, 
are  among  the  favorites.  Black  and  white  checked 
gingham,  chambrays,  and  other  fine  goods,  also 
dainty  stripes  and  fancy  mixtures  are  among  the 
prettiest  materials. 

The  general  style  tendency  is  toward  the  normal 
waistline.  It  is  prophesied  that  the  waistline  will 
be  made  lower  in  the  course  of  a  few  seasons,  and  that 
the  lowering  of  this  line  is  being  made  gradually. 
A  form  simulating  the  basque  is  seen  in  some  of 
the  new  waists. 


These  waists  .show  the  side  frill  to  some  extent; 
but  it  is  used  in  a  somewhat  different  manner  than 
during  the  past. 

Fine  embroidery,  fine  lace,  lingerie  and  batiste 
are  among  the  materials  that  will  be  used  for  high- 
class  garments.  German  Val.  lace,  maline,  Bohemian 
and  other  fine  creations  are  used  as  trimming-s,  as 
well  as  for  the  body  part. 

A  large  amount  of  lace  and  so-called  hand-em- 
broidery appears  on  many  of  the  waists.  Embroidery, 
motifs  and  insertions  cover  most  of  the  plain  ma- 
terial of  the  garment. 

Skirts  are  cut  on  the  straight,  for  the  most  part, 
the  trinuning  and  banding  effects  causing  a  some- 
what fuller  appearance.  The  one-sided  eff^ect  still 
gives  promise  to  continue  in  popularity.  Tunic  ef- 
fects and  the  side  trimmings  give  designers  a  varied 
field  in  which  to  display  their  creative  al)ility. 


Coats  in  Long  Straight  Lines 

The  Spring  coats  are  cut  in  full-length,  and 
for  the  most  part  show  the  long,  straight  lines.  This 
style  of  garment  preserves  the  "slim"  appearance, 
which  gives  promise  of  being  very  popular  during 
the  coming  season.  While  some  of  the  Montreal 
houses  are  showing  garments  with  slightly  smaller 
waist  measurements,  the  efl^ect  obtained  does  not 
affect  the  graceful  lines  of  the  past. 

The  revers  are  smaller,  and  the  general  outlook 
is  for  less  striking  effects  in  regard  to  the  collars. 
The  singe-rever  effect  is  seen  in  some  instances,  a 
jabot  with  the  one-.sided  effect,  producing  the  finish- 
ing touches.  On  account  of  the  popularity  of  black 
and  white,  many  of  the  garments  for  Spring  and 
Suimner  are  showing  effective  body  and  trimming 
combinations. 


Liklihocd  of  Shorter  Jacket 

The  average  length  of  the  Spring  samples,  show- 
ing suit  tendencies,  emphasize  the  prominence  of  the 
24  to  26-inch  jacket.  In  the  higher-priced  gar- 
The  cut-away  eft'ect  is  quite  prominent,  and  is 
ments,  there  is  every  likelihood  of  a  shorter  jacket, 
shorter  in  front  than  in  the  back. 

As  a  rule,  the  sleeve  is  plainly  tailored.  Of 
course,  some  of  the  demi-tailored  suits  show  sleeves 
with  fancy  trimming,  also  with  three-quarter  length. 


Dresses,  Waists  and  Suits 

A  large  variety  of  silk  dresses  and  waists  are 
shown.  The  black  and  white  effect  is  prominent 
in  this  line,  as  well  as  in  garments  made  of  various 
wool  and  cotton  materials.  Pencil  stripes  are  prom- 
inent, and  this  material,  combined  with  trimmings 
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of  braid,  button.<  and  cords,  constitutes  the  make-up 
of  some  of  the  most  exquisite  garments. 

Soft-finished  silks  are  very  popular.  These  silks 
are  pliable,  thin,  and  give  very  satisfactory  wear. 

The  black  and  white  combinations  do  not  con- 
stitute the  entire  line  of  samples,  by  any  means. 
Browns,  tans,  champagne,  and  other  delicate  pastel 
shades  are  sure  to  be  prominent  in  many  of  the 
most  fashionable  style  effects. 

The  three-quarter  sleeve  is  expected  to  be  the 
leader  by  a  large  margin,  for  dresses,  and  many 
of  the  waists  will  also  feature  this  length. 

Glove  buyers  are  ordering  extensive  lines  of  long 
silks,  and  other  materials.  All  this  indicates  a  con- 
tinuance of  the  much-favored  three-quarter  sleeve. 


How  Buyers  View  Situation 

It  appears  to  be  the  opinion  of  many  of  the 
ready-to-wear  dealers  that  the  set-in  design  will  be 
the  univereal  favorite  in  one-piece  dresses,  as  well  as 
for  waists.  This  style  will  be  popular  with  the  long- 
sleeve,  as  well  as  the  three-quarter  length. 

Fringe  is  an  important  accessory,  and  when  com- 
bined with  the  various  ball  effects,  produce  admir- 
able results.  Metallic  trimming  is  also  a  staunch 
stand-by  in  this  department. 

Many  of  the  waists  and  dresses  have  a  sleeve  with 
the  "under  sleeve"  effect;  lace  or  other  thin  material 
constituting  this  part.  Braid  is  used  liberally  on 
some  of  the  models.  Some  of  the  sihoulder  seams  are 
trimmed  with  braid  to  match  that  of  the  trimming 
used  to  produce  the  finished  effect  on  the  over  and 
under  sleeves. 


Unrest  in   Labor    Circles 

The  pro.spects  are  excellent  for  a  record  distribu- 
tion of  ready-to-wear  garments  during  the  Spring 
sea.son,  for  the  demand  is  increasing  by  leaps  and 
bounds.  Although  there  are  many  more  manufactur- 
e.sr  to  serve  the  trade  than  was  the  case  a  few  years 
ago,  such  is  the  enormous  increase  in  sales  in  the 
garment  departments  that  plants  will  Ije  taxed  to 
the  utmost  to  turn  out  the  goods  required. 

The  scarcity  of  skilled  help  has  always  formed  a 
most  important  problem  for  the  Canadian  manufac- 
turer and  this  year  an  additional  problem  is  presented 
Ijy  the  strong  spirit  of  unrest  in  labor  circles.  This 
spirit  is  widespread  at  the  present  time  and  a  great 
share  of  the  trouble  'here  seems  traceable  to  the  in- 
fluence of  agitators  from  over  the  line  than  to  any 
definite  grievance,  for  manufacturers  who,  up  to  date 
have  worked  in  harmony  with  their  help,  are  now 
having  trouble. 

The  question  does  not  .«eem  so  iimch  to  be  one  of 
n-ages  and  undue  exactions,  as  that  of  the  closed  sho]) 


and  the  non-union  employee.  Unsanitary  conditions 
have  been  alleged  in  some  cases,  but  in  the  face  of 
the  fact  that  all  factories  are  periodically  inspected 
there  are  undoubtedly  two  sides  to  the  story.  Fac- 
tory-made garments,  The  Review  knows  from  person- 
al ol)servation  and  experience,  are  made  under  excep- 
tionallv  good  sanitarv  conditions  in  Canada. 


First   Showing  of   Suits 

High-priced    Imported    Models    Confirm   Accuracy 

of  Those  Shown   by  Canadian   Makers  — New 

Trimming  Features. 

For  the  Ijenefit  of  their  patrons  who  go  South  to 
escape  the  last  bitter  months  of  the  Winter,  the  lai'ge 
departmental  stores  are  showing  a  limited  assortment 
of  new  Spring  suits.  These  models  are  not  the  popu- 
lar-priced garments  that  often  make  their  appearance 
at  this  time  of  the  year,  and  which  introduce  new 
style  features,  but  are  imported  garments  selling 
around  the  >f40  or  .$50  mark,  and  embodying  the 
latest  style  ideas. 

A  gratifying  feature  of  the  display  is  the  fact  that 
these  suits  confirm  the  accuracy  of  the  fashion  fore- 
cast as  embodied  in  the  advance  models  put  out 
earlier  by  the  Canadian  manufacturers.  The  most 
important  feature  of  length  is  fully  confirmed,  and 
so  is  the  cut-away  effect  so  much  favored  as  practical- 
ly all  the  suits  shown  are  cut  on  either  rounding  or 
slanting  lines.  The  preference  for  one-sided  trim- 
ming effects  is  also  most  marked,  one  suit  going  so 
far  as  to  have  a  shaped  curved  band  beginning  at  the 
edge  of  the  jacket  on  the  back  panel,  and  ending 
about  four  inches  up  on  the  opposite  side  under  a  row 
of  buttons. 

The  majority  of  .^uits  in  this  collection  were  of 
serge  with  either  solid  color  or  pencil  striped  and 
corbie  blue,  navy  and  Delft  blue  were  the  principal 
colors.  Tan  was  also  rei)resented  and  so  were  fancy 
striped  woolens  in  black  and  white. 

A  typical  suit  was  of  pencil-striped  serge  with  a 
(lark  navy  ground.  The  straight  cut  coat  had  panels 
let  in  at  the  side  of  the  fabric  with  the  stripe  running 
diagonally  and  completing  the  two  side  gores.  A  high 
waisted  effect  was  given  by  a  trimming  at  the  waist 
of  six  lines  of  black,  inch-wide  silk  braid  set  on  with 
a  line  of  emerald  green  between  each  double  row  of 
the  braid.  This  trimming  was  placed  onto  the  back 
panel  before  the  coat  was  made  up  and  was  stitched 
in  with  it  and  on  each  side  of  the  trimming  was  a 
line  of  buttons,  jam-pot  in  shape,  the  top  being  green 
and  the  rim  black. 

The  collar  was  of  black  satin  outlined  with  braid 
and  with  pipings  of  green.  It  was  ordinary  coat 
\ndth  at  the  back  and  had  long  narrow  rovers  gradu- 
allv  widening  out  in  front  into  ronndinu'  ends.    The 
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side-elo.-^iug  was  low  and  the  fastening  accomplished 
by  two  large  black  and  green  buttons.  The  front  was 
cut  away  in  inverted  V  shape. 

Two  new  features  were  the  use  of  lines  of  small 
pearl  buttons  in  long  lines  for  trimming  purposes. 
These  buttons  were  of  varying  size,  the  most  striking 
being  just  the  same  as  ordinary  shirt  buttons  only  of 
course,  of  a  much  higher  quality.  The  profuse  use 
of  lines  of  pearl  buttons  is  quite  a  feature  in  Europe. 
London  women  are  wearing  what  are  termed  "coster" 
models.  These  are  developed  in  velvet  and  are  trim- 
med with  lines  of  "pearlies"  as  the  London  coster- 
monger  terms  the  pearl  buttons  that  decorate  his 
characteristic  clothes. 

The  suits  of  blue  serge  also  showed  collars  and 
bound  button-holes  of  white.  And  the  new  "agaric" 
cloth  was  used  for  this  purpose. 

The  sileeves  were  either  the  straight-cut  full- 
length,  mannish  model  with  a  turned  back  cuff  or 


they  were  3-4  length  and  flaring  at  the  cuff  and  fin- 
ished with  a  pleating  of  lace  or  net. 


Taffetas  Increasing  in  Favor 

Prospects  are  excellent  iov  a  good  silk  season. 
Satins  continue,  from  a  selling  point  of  view,  to  be 
the  leading  fabric  and  undoubtedly  there  will  be  a 
big  sale  of  both  plain  and  fancy  satin-finished  silks 
and  messalines. 

Fashion,  however,  is  favoring  chiffon,  taffetas  and 
there  is  a  growing  feeling  that  these  silks  will  be  good 
and  that  their  vogue  will  increase  as  the  season  opens 
up.  Radiums,  as  the  new  changeable  taffetas  are 
called,  lead  in  interest  both  for  millinery  and  dress 
purposes,  and,  besides  changeables,  striped  taffetas 
are  also  prominent. 

Radiums,  this  year,  show  combinations  of  three 
or  four  tints  and  all  the  old-fashioned  color  effects 
are  being  produced  in  the  new  silks.  The  introduction 
of  these  soft  taffetas  indicate  a  more  strenuous  desire 
on  Fashion's  part  to  introduce  more  trimmed  dresses 
for  this  silk  lends  itself  most  effectively  to  drapings, 
shirrings,  pleatings,  puffings  and  flounces. 

Foulards  will  divide  the  field  with  taffetas.  Good 
quality  foulards  both  in  bordered  and  in  printed  pat- 
terns on  reps  and  poplin  grounds  are  shown  in  all  the 
are  the  product  of  mills  that  are  properly  equipped 
to  turn  out  the  proper  fabric  and  both  the  patterns 
and  the  effects  produced  are  of  a  high  order. 

Now  that  preparations  are  being  made  for  Sum- 
mer -selling,  increased  interest  is  being  taken  in  wash 
silks  in  Habutai  weaves.  These  silks  come  in  woven 
striped  effects  and  in  bordered  patterns. 

Silk  and  cotton  fancies  have  a  staple  place  and 
as  a  fabric,  rank  in  most  stores  mid-way  between  silks 
and  wash  fabrics.  Poplin  effects  and  jacquard  pat- 
terns on  rep  and  poplin  grounds  are  shown  in  all  the 
new  s)hades.  Bradford  novelties  in  cotton  and  wood 
silk  in  white,  and  in  black  and  white  stripes  and  fig- 
ures have  been  extensively  taken  up  both  for  the 
counter  and  by  the  cutting-up  trade. 


EXTENSIVE  SHOWING  OF  LINGERIE 
DRESSES. 

Houses  specializing  on  lingerie  dresses  are 
showing  an  extensive  range  of  models  made  from 
wide  flouncings  and  allovers  in  eyelet  and  heavy 
embroidery  combinations  and  a  big,  popular- 
priced  business  promises  on  dresses  of  this  class. 

Drop  fringes,  ball  fringes,  cotton  fringes  and 
crochet  buttons  as  well  as  Plauen,  Venise  and 
Cluny  are  the  accepted  trimmings. 

Skirts  measure  2l^  and  the  sleeves  are  set  in 
%  models  with  square  and  coUarless  necks. 

The  sale  of  plain  white  and  pin  striped  serge 
dresses  has  exceeded  expectations. 


Slender    Line    Has   Effect    on    Lingerie 

All  Fullness  Eliminated,  and  Ideas  Making  for  Slimness  are  Introduced 
—  Combinations  in  Favor  —  Pointers  from  Palm  Beach  Models  —  Suits 
Are    More    Trimmed  —  Orange,    Tan    and    Black    Mixtures    for    Top    Coats 
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New  York,  Jan.  15. 

WOMEN  are  beginning  to  realize  that  to  get 
the  fa.^hionable  .slender  effect,  they  have  to 
dre.ss  for  it  from  the  very  beginning,  and, 
therefore,  the  continued  vogue  of  the  close-fitting, 
narrow  skirt  is  working  decided  changes  in  the  .shap- 
ing of  the  under-garments.  Not  only  is  all  fullness 
possible  eliminated,  but  many  new  ideas  that  make 
for  ,slimne.ss  and  s'hapeline.ss  are  being  introduced. 

These  are  evident  in  the  new  lingerie  prepared 
for  the  January  .sales  in  the  big  departiiient  stoi'es, 
and  the  French  imported  handmade  garment  seen 
in  the  5th  Avenue  stores  and  intended  for  the  com- 
pletion of  Palm  Beach  and  other  southern  resort  out- 
fits this  year. 

Combinations  in  Demand. 

In  these  days  of  .slender  lines  and  narrow  skirts, 
combinations  have  a  great  sale.  Many  of  the  French 
models  are  cut  with  the  knickerbocker  finish,  or  have 
the  drawer  part  very  much  narrower,  and  have  a 
beading  through  which  a  ribbon  is  run  above  the 
scant  frills  that  fonn  the  leg  trimming.  This  ribbon 
can  be  drawn  and  by  this  means  a  closer  fit  is  effec- 
ted, and  the  line  of  the  outer  skirt  remains  unbroken. 

French  handmade  lingerie  is  particularly  lovely 
this  year  for  it  is  made  of  the  sheerest  and  fine.st  of 
nain.sook  or  linen  lawn,  and  is  trimmed  with  elabo- 
ate  .sprays  of  dainty  hand  embroidery  and  beautiful 
real  lace.  Cluny  has  been  u.sed  for  this  purpose  for 
some  time,  but  now  it  is  out  classed  by  French  filet 
and  baby  Iri.i^h. 

Typically  French  is  a  combination  chemise  and 
knickerbockers  designed  in  one  piece  and  to  be 
slipped  over  the  head.  The  neck  and  sleeves  were 
.scalloi:)ed  and  further  decorated  with  tiny  sjirays  and 
eyelet  holes  through  which  a  riljbon  to  confine  the 
fullness  was  run.  The  knickerbockers  had  a  finish 
of  Iridi  crochet  lace  through  which  a  corresponding- 
ribbon  was  run.  A  chemise  following  on  the  same 
bulk-eliminating  lines  was  cut  with  a  fitted  back  and 
had  an  inverted  pleat  set  in  just  below  the  wai.st  line 
to  supply  the  requisite  fullness.  Drawers  also  are 
cut  decidedly  narrower  and  the  trimmings  used  are 
less  fu.ssy  and  .show  fewer  ruffles  and  frills.  Hand- 
made imported  drawers  are  finislied  with  embroid- 
ered .scalloped  frills  joined  on  with  a  veining. 

Gowns  Cut  on  Simple  Lines. 

French  imported  gowns  are  cut  on  peasant  lines 

with  the  yoke  and  sleeves  in  one  and  the  sleeves, 

neck  and  the  yoke  are  all  trimimed  and  outlined 

with  deep  Irish  crochet  lace  or  French  filet,   but 


\^diether  the  trinnning  scheme  is  elaborate   or  not 
the  cut  is  extremely  .simple. 

Empire  styles  rule  in  the  domestic-made  gowns 
and  the  short-waisted  top  is  developed  in  embroidery 
flouncing,  allover  embroidery  edged  with  Valen- 
ciennes lace  and  in  Valenciennes  allover.  Quite  new 
are  the  rounding  bertha  effects  developed  in  Cluny 
or  allover  embroidery  edged  with  a  narrow  lace  and 
this  model  is  finished  with  a  short  Straight  .sleeve  of 
the  embroidery  and  the  lace. 

Petticoats  of  Softest  Fabrics. 

Notwithstanding  the  fact  that  the  present  fa,-.h- 
ions  do  not  encourage  the  wearing  of  underskirts, 
even  the  high-class  shops  are  not  wholly  miprovided 
with  this  garment,  as  there  are  .still  many  women 
who  cling  to  the  wearing  of  an  under  petticoat.  The 
petticoats  .sihown  are  quite  straight  and  plain,  and  if 
rufiies  are  used,  they  are  narrow  and  plaited  flat. 
These  petticoats  are  made  of  the  softest  fabrics  and 
often  no  pleatings  are  used,  but  a  deep  fringe  is  used 
for  the  finish.  All  skirts  are  very  short  and  end 
well  above  the  ankle. 

White  crepe  de  chine  is  used  for  lingerie  petti- 
coats and  good  quality  messaline  is  also  favored  as 
this  silk  launders  effectively.  Short  skirts^  of  silk 
jersey  top  are  also  worn,  finished  with  flounces  of  the 
softest  satin,  or,  for  more  dressy  wear,  of  chiffon 
cloth.  When  chiffon  cloth  is  uiseid,  two  flounces  are 
placed  one  ovei"  the  other  and  as  a  rule  they  are  of 
different  colors. 

Many  women  are  dispensing  entirely  with  the 
petticoat  and  are  wearing  culottes  of  silk  jersey  or 
satin  kickerbockers  are  used  fini,^hed  with  a  remov- 
able lining  of  thin  bati^e. 


What  the  400   Will   Wear 
at  Palm  Beach 

Simple  linen  and  cotton  frocks  buttoned  from 
hem  to  neck  and  belted  at  the  normal  waist  line, 
the  latest. 

Sand  colored  linen  skirts  are  worn  with  white 
net  or  lingerie  waists. 

Unlined  waists  of  white  chiffon  lace  or  net 
worn  over  slips  of  natural  shantung  or  cham- 
pagne China  silk. 

Smart  little  tunic  frocks  of  shot  taffeta  or 
foulard  for  afternoon  wear,  and  simple  frocks 
of  plain  or  flowered  chiffon  over  charmeuse  for 
dancing  and  evening  wear. 
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Dainty  Infants'  Wear. 

Infants'  wear,  like  the  new  lingerie,  is  extra 
dainty.  Gossamer-like  slips  and  other  little  garments 
are  shown  trimimed  with  pinch  tucks  and  real  lace. 
The  A'ery  finest  of  baby  Irish  is  decidedly  the  most 
fashionable  for  trimming  infants'  garments.  Chris- 
tening robes  of  the  sheerest  lawn  have  hand  em- 
broidered sprays  with  the  pattern  enriched  with  inset 
motifs  of  baby  Irish.  A  very  handsome  gown  had  a 
tiny  round  yoke  embroidered  and  finished  with  a 
scalloped  edge,  the  large  central  scallop  of  which 
formed  the  head  of  the  front  trimming  panel  of 
hand  embroidery  and  Irish  lace,  and  narrow  inser- 
tion of  the  same  lace  outlined  the  panel  and  formed 
the  line  of  trimming  above  the  hem.  Clusters  of 
pinch  tucks  at  the  sides  of  the  panel  gave  the  neces- 
sary fullness  and  the  tinj-  sleeves  were  finished  with  a 
scalloped  frill  banded  in  with  a  line  of  baby  Irish 
insertion. 

Coats  Like  Those  of  Elders. 

For  tiny  toddlers  come  many  smart  little  cioats 
in  models  that  oddly  emphasize  the  fashions  affect- 
ed by  their  elders  though  designed  on  lines  perfectly 
suited  to  the  years  of  their  tiny  wearers.  A  practical 
and  typical  little  model  was  of  the  very  popular 
white  corduroy.  A  feature  of  this  coat  is  the  slashes 
at  the  sides  just  like  those  on  the  larger  coats.  The 
coat  is  loose  and  straight  cut  and  has  a  fichu  collar 
cut  square  at  the  back,  and  Ivotli  the  collar  and  the 
turned-back  cuffs  have  a  line  of  coney  fur,  that  so 
closely  simulates  unspotted  ermine.  Equally  typical 
is  the  little  coat  of  cream  corded  silk  trimmed  with 
edging  of  baby  Irish  lace. 

More  Trimming  on  Suits. 

Exclusive  dressmakers  and  ladies'  tailors  who  are 
preparing  the  outfits  for  the  society  folk  who  go 
South  with  the  turn  of  the  year  are  finding  that 
white,  cream  and  yellowish  tan  worsteds  and  wollen 
materials  are  in  the  lead  for  tailored  suits.  Slate 
and  gTeenish  grey  has  also  a  following  and  so  have 
the  soft  hued  delft  and  Chinese  blues. 

Indications  are  that  the  perfectly  plain  tailored 
suit  has  had  its  day  and  more  trimmed  models  are 
to  prevail.  Bands,  panels,  rows  of  buttons  set  in, 
bound  buton  holes  or  having  rows  of  loops  simulating 
button-holes,  with  touches  of  braid  w^ill  prevail  and 
some  models,  going  still  further,  show  drapery  effects 
falling  in  long,  loose  folds.  A  new  trimming  effect 
that  is  very  much  used  is  row  upon  of  closely-set 
machine  stitching  forming  a  narrow,  fiat  braid-like 
trimming. 

Buttons  a  Big  Trimming  Feature. 

Orange  tan  tones  are  prominent  in  the  mixtures 
employed  for  the  top  coats  and  this  color  is  often 
smartly  m'odifiied  by  the  introduction  of  black 
threads.  Mixture  coats  of  this  class  are  very  smartly 
made  up  with  collar  and  cuffs  of  black  satin,  while 
the  covered  buttons  of  the  fabric  are  rimmed  with 
black  composition     On  the  broad  collars  and  cuffs, 


about  the  waist  line  and  uu  the  skirt  of  the  coat  are 
I'ong  lines  of  buttons  and   loops;   in   fact  lines   of 
buttons  promise  to  be  the  big  trinnning  feature  in 
the  coming  season. 
Frocks  of  Linen,  Pique  and  Cotton  Ratine. 

Besides  the  suit  of  cream  or  colored  woollen  and 
the  coat  above  descril^ed  the  snuart  woman  is  ordering 
simple  tailored  frocks  of  linen,  pique,  and  the  new 
cotton  ratine.  These  are  made  on  the  Ru.*sian  coat 
frock  lines  buttoning  from  hem  to  throat  under  a 
frill-edged  fly  and  Ijelted  with  a  narrow  leather  belt 
or  a  sa.sh  effect  at  the  line  of  the  normal  waist.  The 
set-in  sleeves  are  long,  plain  and  tight,  and  are  plac- 
ed in  the  arm's  eye  with  a  flat  piping. 

For  morning  wear,  straight,  scant  skirts  of 
natural-colored  linen  are  provided,  buttoning  at  the 
side  of  the  front  from  the  waist  to  the  feet.  With 
this  skirt  a  blouse  of  voile  or  lace  is  worn  and  over 
the  blouse  a  blouse  coat  of  eyelet  embroidered  linen 
to  match  the  coat.  The  sleeves  of  this  coat  are 
three-quarter  length  and  are  flnished  with  narrow, 
'close-stitched,  turned-back  cuffs,  while  about  the 
waist  is  a  girdle  of  cotton  cord  to  match. 

Waists  of  Chiffon,  Voile,  Marquisette. 

The  white  blouse  is  in  high  favor  and  is  worn 
both  with  the  smart  tailored  .suits  and  the  separate 
skirts  of  serge  or  linen.  The  very  prettiest  of  these 
blouses  are  of  white  chiffon,  but  voile  and  marquis- 
ette, unlined  and  worn  over  strips  of  pongee  or 
champagne  silk  are  the  fashion.  The  prettiest  waists 
are  all  white,  but  many  of  them  are  touched  with 
trimmings  of  black  lace  or  pleated  net  about  the 
throat  and  sleeves. 

Sleeves  Plain  and  Almost  Tight. 

The  sleeves  are  plain  and  almost  tight  and  are 
sewn  flatly  into  the  long  shoulder,  and  this  sleeve  is 
to  prevail  all  through  the  Spring  and  Summer. 
Tailored  shirtwaists  come  in  Irish  linen,  welts, 
piques,  soft  wash  silks  and  heavy  nets.  These  blouses 
are  very  .simply  made  with  soft  turnover  cuffs  and 
collars  and  a  few  tucks  and  pleats  crossing  the 
shoulder.  The  sleeve  is  the  new  feature  and  it  is 
long,  plain  and  tight  and  is  set  almost  plainly  into  a 
larger  sized  arm  hole. 

Foulardfe  and  .shot  taffetas  are  the  leading  fabrics. 
The  sihot  taffetas  which  has  one  shade  for  the  warp 
and  two  or  three  for  the  filling  are  the  most  fashion- 
able. Plain  and  fig-ured  foulards  are  combined,  the 
figured  being  used  for  the  tunic  and  the  plain  for  the 
skirt.  Frogs,  cordings  and  trimmings  made  of  the 
fabric  are  the  be.st  liked  trimmings. 

Fabrics  Combined. 
A  gown  that  illustrates  the  combination  effect 
was  of  taupe  and  white  striped  foulard  combined 
with  plain  taupe  .satin.  The  skirt  was  fulled  into  a 
<leep  girdle  of  the  satin  which  met  a  bodice  part  of 
the  striped  foulard  trimmed  with  satin  pipings,  cov- 
ered buttons  and  simulated  button-holes 
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THK    LATE    FKEDERICK    P.     EVANS 

Death  of  Frederick  P.  Evans 

The  death  of  Frederick  P.  Evans,  president  of 
Ladies'  Wear,  Limited,  Toronto,  occurred  Sunday, 
January  14th.  For  about  one  month  previous  to  his 
death,  Mr.  Evans  had  been  in  poor  health,  following 
a  trip  through  the  west  to  the  coast,  the  principal 
object  of  w^hich  was  to  obtain  first-hand  impres- 
sions as  to  the  development  and  future  of  that  part 
of  Canada.  It  was  not,  however,  until  January  7th 
(his  37th  birthday)  that  his  illness,  due  to  heart 
trouble,  became  serious. 

For  a  young  man,  Mr.  Evans'  business  career 
was  an  exceptional  one.  He  was  born  in  Toronto 
and  educated  at  Upper  Canada  College.  He  first 
identified  himself  with  business  as  an  inside  man 
for  the  old  firm  of  Burton  &  Spence.  Some  years 
later  he  went  to  the  E.  &  D.  Currie  Co.,  as  a  traveling 
salesman,  to  carry  their  lines  abroad  to  Australia, 
China  and  Japan.  He  made  two  trips  around  the 
world  in  this  capacity. 

Ten  years  ago  Mr.  Evans  and  W.  F.  Goforth, 
between  whom  there  had  always  been  the  closest 
friendship,  founded  the  firm  of  Ladies'  Wear,  Ltd., 
and  the  extent  of  this  enterprise  to-day  is  a  strik- 
ing tribute  to  the  joint  management  of  these  young 
men. 

Mr.  Evans  was  of  that  type  of  far-seeing,  re- 
sourceful business  man  \Vho  is  genial  and  ap- 
proachable under  all  circumstances,  and  his  death 
will  be  keenly  felt,  not  only  by  his  associates  in  busi- 
ness, but  by  all  those  who,  throughout  the  trade  or 
otherwise,  came  in  contact  with  him. 

He  was  a  member  of  the  Toronto  Board  of  Trade, 
and  took  an  active  interest  in  its  work.  He  was  one 
of  those  business  men  who,  with  liroader  vision  than 
that  bounded  bv  the  limits  of  liis  own  individual 


sphere,  appreciated  the  possibilities  of  combined, 
concentrated  effort  for  the  good  of  the  whole. 

Mr.  Evans  is  survived  by  his  wife  and  two  small 
children,  and  two  brothers,  Charles  Evans  Lewis, 
barrister,  Toronto,  and  Vernon  Evan.s,  Winnipeg. 

W.  F.  Goforth,  vice-president  since  organization, 
will,  naturally,  succeed  Mr.  Evans  as  president  of 
Ladies'  Wear,  Limited. 


Muff  and  Scarf  Combined 

Fur  styles  for  next  season  will  show  the  flat, 
wide  stole  and  flat  muff  again  in  popular  numbers. 
There  will  also  be  Empire  muffs  and  a  few  barrel 
shapes.  A  novelty  consists  of  a  one-piece  set  in 
which  the  muff'  is  made  by  the  folding  over  of  the 
end  of  the  scarf.  This  is  most  convenient  and  econ- 
omical, and  it  should  be  an  excellent  seller  if  pro- 
duced in  popular  lines. 

There  will  undoubtedly  be  a  number  of  short 
coat  effects  showing  next  season,  for  the  short  coat 
is  practically  settled  on  for  next  Spring  and  Sum- 
mer, and  will  probably  hold  over  again  into  the 
Fall.  There  will  also  be  long  coats,  for  this  type 
is  numbered  among  those  booked  for  another  seas- 
son.  It  is  rumored  in  New  York  that  the  coat  which 
mis.ses  the  hem  of  the  dress  by  half  a  foot  or  more 
will  be  the  best  type  next  year. 

The  flat  stole  in  short  hairs  and  the  natural  skin 
effect  in  long  hairs  are  two  neck  pieces  which  are 
firndy  placed  in  favor  everywhere,  and  these  will 
in  all  likelihood  appear  again  in  numbers  among 
the  lines  shown  for  1912-3.  There  is  also  a  strong 
tendency  towards  the  natural  skin  effect  in  the 
muff,  and  this  often  means  the  use  of  fabric  as  well 
as  fur.  These  numbers  have  been  very  successful 
this  year.  Combinations  of  different  furs  in  the 
same  piece  have  settled  into  a  line  that  is  practically 
staple.  This  is  largely  due  to  the  constantly  increas- 
ing price  of  furs,  and  the  desirability  of  using  .-mall 
pieces.  Skunk  is  much  used  in  this  way  with  other 
furs,  and  fox  and  other  long  hairs  will  also  be  seen 
in  combined  effects  among  the  features  of  next 
season. 


Black  and  White  Effect 

There  is  every  likelihood  that  the  bo  uUiful 
black  and  white  effects  got  this  year  by  combining 
the  two  shades  of  fox,  by  mixing  black  furs  with 
ermine  in  sets,  and  by  other  high -class  con.1)i  na- 
tions, will  be  continued  over  into  next  year.  These 
black  and  white  effects  had  the  admiration  of  all, 
and  are  csjiecially  valuable  in  that  they  make  the 
white  wearable  for  women  who  have  passed  their 
first  youth.  There  has  always  been  the  difficulty 
that  while  the  whit©  was  the  best  possible  effect  for 
dressy  wear,  it  could  only  be  used  by  young  women. 


Season's     Forecast     Correct 

Development  of  Knit  Goods  Selling  Along  Ex- 
clusive Lines  —  Sweater  Coat,  Hosiery  and 
Underwear  Samples  Verify  Early  Predictions. 

NOW  that  sweater  coats,  hosiery  and  under- 
wear are  practically  complete  and  being 
rushed  forward  to  buyers  it  is  possiljle  to 
f(irni  an  idea  of  the  extent  to  which  The  Review's 
forecasts  in  these  departments  have  been  verified. 
One  thing  is  certain,  they  have  been  remarkably 
authentic.  A  close  study  and  selling  standard  has 
been  adopted  in  forming  conclusions  as  to  market 
and  style  influences  and  each  style  or  garment  passed 
upon,  as  to  its  worth  and  likely  demand  for  next  sea- 
son's selling. 

Just  as  buyers  require  extra  or  novelty  knowledge 
in  regard  to  other  departments,  style  influences  have 
become  a  factor  in  knit  goods  selling,  which  no  buy- 
er can  afford  to  overlook.  While  many  lines  are 
most  staple  and  sweater  coats  becoming  standard, 
merchants  are  interested  in  numerous  style  changes 
or  developments,  which  add  novelty  and,  besides  ton- 
ing up  stock,  help  materially  to  maintain  sales  or  in- 
crease interest. 

It  may  be  easy  enough  to  advise  buyers  and  mer- 
chants to  deplete  stocks  on  any  one  line  but  when  it 
is  done  merchants  are  assured  it  is  in  their  own  inter- 
ests and  that  next  season's  selling  is  considered.  To 
tell  department  managers  to  clean  up  everything  of 
a  novel  nature  in  sweater  coats  may  be  considered  in 
the  light  of  advising  another  what  to  do  with  his  ow'u 
money. 

Direct  Style  Ixflueno?:s. 

Once  buyers  see  and  compare  sample  ranges,  es- 
pecially in  women's  novelty  knitted  garments,  ther^D 
will  be  no  question  about  the  matter.  They  will 
then  recognize  for  themselves  the  direct  style  influ- 
ences and  novelty  features  which  are  important.  To 
be  prepared  and  ready  anticipating  these  changes, 
having  them  first  and  reaping  the  harvest  seems  like 


g(tt»d  business.  Any  mercliant  closely  watching  his 
op[)ortnnity  will  make  better  profits  in  clearing  lines 
while  weather  is  favorable.  It  cannot  be  said  that  it 
is  advisable  to  lose  money  and  each  one  is  guided  b}- 
stock  assortments.  If  extra  attention  in  advertising 
is  necessary  and  slow  numbers  are  found  it  will  be 
easier  to  eif'ect  a  clean  up  and  finish  this  season  now. 

Be  ready  to  direct  energies  in  taking  advantage 
of  the  selection,  style  changes,  beautiful  as.sortments 
and  improvements,  which  are  bound  to  make  next 
season's  selling  both  earlier  and  profitable.  It  is  for 
department  managers  and  merchants  to  discern  now 
and  cull  their  assortments  before  march  1st  so  that 
they  can  commence  next  season's  selling  on  new 
stocks  in  June  at  the  latest. 

This  is  not  the  usual  understanding  in  merchan- 
dising, but  merchants  are  gradually  beginning  to 
recognize  that  sweater  coats  can  be  sold  all  the  year 
round.  It  is  easy  to  tell  which  garments  are  most 
suitable  for  early  trade  and  through  the  featuring 
of  pure  silk,  silk  and  wool  and  wood  silk  (which  is 
now  claimed  to  be  washable)  and  fine  worsted  new 
weave  sweaters  in  new  numbers,  a  great  deal  more 
business  will  be  done. 

IvxTLusivE  Knit  (toods  Stores. 

AA'ith  the  growth  of  specialty  ready-to-wear  stores 
in  Canada,  is  coming  a  practical  outcome,  and  ex- 
clusive knit  goods  stores  are  a  certainty  of  the  near 
future.  In  looking  forward  to  knit  goods  stocks  gen- 
erally, it  Hinst  be  conceded  it  is  becoming  one  of  the 
most  important  sections  in  stores,  where  it  is  proper- 
ly handled. 

In  the  following,  both  market  and  style  influ- 
ences and  present  styles  form  an  interesting  resume, 
and  as  samples  show,  a  verification  of  early  forecasts 
as  applied  to  knitted  goods: 

AN  ALL  SEASON  DEMAND— "In  view  of 
these  comments  on  the  situation  of  deliveries  it  was 
claimed  and  rightly  so,  that  plenty  of  sweater  coats 
could  be  had  for  the  opening  of  the  .«eason."  Simi- 
lar conditions  will  be  found  for  1012  Eall  lines  un- 
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Line  BB2,  S9.00 


Leaver  Bp-i^'^° 
Line  A2,  $9.00 


<d> 


Line  E,  S4.25 


eAv^ 


Knit  Coats,  Toques, 
Sashes,  Mufflers,  Mitts, 
Gloves  and  Hosiery 

BEAVER  BRAND 

Knit  Coats,  Toques,  Sashes,  Mufflers, 
Gloves  and  Hosiery  stand  first  in  their 
respective  lines,  and  their  addition  to 
any  stock  is  sure  to  bring  quick  returns 
and  give  satisfaction. 

With  the  added  facilities  of  our  new 
extension  we  do  not  hesitate  to  say  that 
we  can  turn  out  a  class  of  goods  second 
to  none  and  give  prompt  shipments. 

OUR  NEW   BOCKEY   CAP 

is  of  a  special  registered  design,  and  is 
controlled  by  us.  It  is  made  in  a  large 
range  of  shades  and  color  combinations. 
See  our  full  line  before  ordering. 


R.  M.  BALLANTYNE,  Limited 


STRATFORD,   ONT. 


Line  4333 


Line  4675 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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less  iiierchaiits  rtcugiiize  the  all-season  demand  for 
sweater  coats  for  boating,  driving,  athletic  purposes 
and  jaunty  outdoor  wear. 

MAKING  SWEATER  COATS  STAPLE.— 
"Frdm  this  season's  observations,  sweater  coats  are 
here  to  stay  and  there  is  no  doubt  on  this  matter. 
Contrary  comments  and  a  predicted  lack  of  any  fur- 
ther novelties  in  manufacturing  sweater  coats,  when 
any  style,  fashion  or  trend  becomes  over  popular, 
have  been  heard  as  usual.  This  season  shows  that 
sweater  coats  are  practically  assured  a  standard  place 
in  wardrobes  of  men,  women  and  children."  Sever.-d 
manufacturers  are  making  their  best  selling  number< 
staple. 

ANTICIPATED  NOVELTY  TREND— "Novel- 
ty will  be  added  in  color  combinations  and  trim- 
mings but  buyers  will  be  left  to  their  own  preference 
in  choosing  colors  in  each  style  selected.  Quite  a  nxmi- 
er  of  unique  trimmings  in  silk  or  woven  bandings 
will  appear  on  higher  priced  lines.", 

EARLY  TENDENCIES  VERIFIED  AND 
COLLAR  STYLES.— "Early  tendencies  are  that 
sweater  coats  will  be  closer  fitting  and  more  on  the 
order  or  style  conveyed  in  the  word  "sweater,"  nearer 
the  lines  of  the  figure.  Shawl  and  adjustable  collars 
(note  three  way  convertible  styles)  are  to  lead  and 
some  sailor  or  college  effects  added  to  give  novelty. 
Collars  will  continue  high,  medium  high,  and  V 
neck  styles  with  shawl  or  triplex  models. 

CORRECT  LENGTHS  GIVEN— Shorter  coats 
both  in  men's  and  women's  weights  will  have  more 
call  this  year  Ijut  that  customers  require  any  chang- 
es, does  not  seem  evident.  New  racks  or  stitches  will 
be  shown  and  unusual  color  combinations  for  novel- 
ty reasons.  Long  coats  will  sell  early  for  tourist  and 
midsummer  wear  and  while  28-30  inch  garments  are 
asked  for  the  demand  will  develop  on  26  to  28-incli 
lengths. 

ASSORTMENT    OF    COLORS    CORRECT.— 

"Solid  colors,  staple  grays  in  both  cheap  and  better 
lines,  cardinals  and  navy  strong  and  fancy  colors  and 
athletic  combinations  as  good  as  ever.  White  is 
favorite  with  contrasting  colors  and  shade  ranges 
will  be  about  the  same,  champagne,  tan,  khaki,  slate, 
maroon  and  black  throughout  the  assortment  of 
higher  priced  garments. 

BETTER  GARMENTS  TO  SELL.— "Manufac- 
turers are  expecting  higher  priced  goods  to  be  in  de- 
mand owing  to  general  satisfaction,  utility  and  pros- 
perity of  customers.  Most  ranges  are  carrying  high 
er-priced  novelties.  Silk  coats  in  fancy  stitches  in 
high-class  garments,  finished  with  crochet  button,'- 
are  shown  as  high  as  $120  dozen." 

SOME    NEW    FEATURES     NOTED.— "Other 

changes  will  be  in   the  development  of  collars  and 


newer  racks,  although  Cardigan  rib  and  heavy  pearl 
stitches  will  be  just  as  good  as  ever.  In  gaining 
no\elt.y  some  manufacturers  are  i)reparing  entirely 
new  weaves  and  sami)les  will  further  the  idea  of  two- 
tone  colors,  the  application  being  in  fiat  .shell  effects 
or  honey.<omb  (links  and  links  weaves)  carried  out 
by  u.sing  two  shades  of  yarn  in  one  color." 

DOMESTIC  SHAKER  KNIT  SWEATERS.— 

"Shaker  knit  samples  will  have  to  be  considered  as 
several  new  garments  will  l)e  placed  before  buyers. 
Tills  is  the  first  time  Spring  needle  sweaters  are  made 
in  Canada.  Three  different  samples  are  now  being 
offered,  weighty  coats  with  convertible  three-way  or 
high  collars — full  fashioned  seamless  and  selvede'a 
finished  with  great  elasticity.  Sleeves  transferred 
onto  garments  with  long  gusset  and  arm's  eye  and 
graduated  shoulders — made  of  6-ply  pure  wool  yarns, 
an  important  development  for  next  season's  selling." 

SAMPLES  UP  TO  HIGH  STYLE.— Several 
designers  have  recently  visited  New  York,  Chicago 
and  other  knit  goods  style  centres  in  search  of  nov- 
elty, where  the  latest  innovations  have  been  secured. 
These  have  been  worked  out  to  suit  Canadian  trade. 
Travelers  starting  from  New  York  this  week  are  not 
showing  anything  that  has  been  overlooked  in  dom- 
estic ranges.  Designers  who  saw  these  later  samples 
assure  merchants  there  is  nothing  newer  or  promised 
novelties  to  develop. 

SCARLET  COATS  FOR  GIRLS.— "Novel  coats 
of  military  red  are  also  to  have  another  all-season 
popularity.  Military  red  combined  with  black  is  also 
good. 

IMPROVEMENT  IN  SIZES  FOR  BOYS.- 
" Merchants  are  now  able  to  buy  suitable  sizes  for 
Ijoys  12  to  16  years  of  age.  Three  lines  are  offered 
with  three-way  convertible  collars,  in  staple  and  club 
colors.  They  are  made  between  32  size,  boys,  and 
34-inch  men's  coats  and  will  fill  a  long  felt  want." 

ADVISABLE    TO    DEPLETE    STOCKS.— In 

considering  next  season's  samples  of  sweater  ooats  it 
is  advisable  to  reduce  stocks  as  fine  as  possible.  This 
is  the  advice  of  buyers  who  have  already  placed.  It 
is  assured  buyers  that  with  next  season's  values,  qual- 
ities and  style  in  view,  careful  adjustment  will  be 
good  business  foresight.  Verifications  are  raglan 
shoulders,  introduction  of  silk  and  wood  silk,  im- 
proved collars  and  new  stitches,  novelty  double- 
breasted  styles,  less  call  for  Co-eds,  new  weaves,  shell 
and  links-and-links  knit,  new  color  combinations 
and  trimmings.  Outside  of  those  numbers  which 
merchants  know  to  be  perfectly  staple,  style  is  to  be 
an  important  factor  to  make  sales. 

NEW  MUFFLERS  AND  SCARFS.— New  model 
nuifflers  in  patented  style,  made  of  wool,  mercerized 
cotton  and  wood  silk  in  all  colors    are    now    read\ . 
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Make   a   Feature   of  the 


WOMEN'S   ^  MISSES* 

HOSIERY 


-/  ■>.. 


y  < 


There's  a  free  advertisement  for  your  store  with  every 
pair  of  THREE  EIGHTIES  BRAND  HOSE  you  sell. 
Not  a  written  advertisement,  but  the  best  kind  that  any 
store  can  have.  Every  pair  makes  a  satisfied  customer — 
one  that  will  come  again  and  bring  her    friends. 


FOR    SALE   BY   ALL  JOBBERS 


Tke    Ckipman-Holton    Knitting     Co.,     Limited 

Hamilton,    Ontario 

E.    H.    WALSH    y   COMPANY.    Sole    Selling   Agents 
Toronto,    Montreal,    Winnipeg 
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We  are  now  receiving  and  putting  into  stock 
complete  ranges  of  iMi^CnJjUalliu''^^^  Hosiery 
and  Gloves  for  Women  and  Children. 

Also    r\inCf\^aiillf  _      Men  s    Half    Hose   for 
Spring  1912. 

MAIL  ORDERS  WILL  RECEIVE  OUR  PROMPT  ATTENTION. 

Our  travellers  will  call  upon  you  shortly  with  full  range  of  Hosiery, 
Men's  Half  Hose  and  Cashmere  and  Ringwood  gloves  for  Fall  1912. 

THE  RICHARD  L.  BAKER  CO.,  TORONTO,  ONT. 


THE  HALL-MARK  OF  Reg^itered  No.  262,005 

Maximum  Comfort  and  Durability 
at  IVIinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRtNCI- 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it   descends, 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentiailv 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutdy  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkatile 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had    from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


B-U-R-R-l-T-T  spells  SUCCESS 


When  it  conies  to  the 
point  of  selecting  a  line 
of  boys'  hosiery  you  are 
forced  to  recognize  the 
past  success  of  Burritt's 

"DOMINION" 

BRAND 

HOSIERY 

The  recent  installation 
of  the  new  automatic 
machinery  has  already 
proved  itself  of  great  ben- 
efit in  the  production  of 
our   1912  line. 

Send  for  samples  of  our 
new  lines  of  boys'  stock- 
ings. 


A.  BURRITT  &  COMPANY 


MITCHELL 


DOMINION  MILLS 


ONTARIO 


Please  mention  The  Review  to  Advcrtistr^  and  Thccr  Travelers. 
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Long  scarfs  in  plain  for  men  and  different  bar  stitcli 
for  women,  lace  stitch  effects  and  pure  silk  in  pleas- 
ing combinations  shown  exclusively  as  a  leading 
feature. 

MORE  ATTENTION  TO  DETAILS.— "The 
difference  in  next  season's  lines  is  that  there  will  be 
more  detail  in  manufacture,  seams,  patented  invis- 
ible and  lapped  pockets,  .shoulder  and  sleeve  fitting 
and  finish." 

NEWER  SAMPLES,  SENORITA  SCARj^S 
PREDICTED. — "Senorita  scarfs  or  opera  mantillas 
are  brought  out  in  new  weaves,  chain  stitch  with 
fringe.  Manufacturers  have  received  the  production 
of  these  novelties,  they  having  been  dropped  for  a 
time  on  account  of  help  problem.  Experienced  knit- 
ters are  now  originating  several  ncAv  numbers  and 
introducing  lace  stitches  and  combinations  of  lace 
and  wood  silks." 

RETURN  OF  HIGH  COLORS  IN  HOSIERY. 

— "Manufacturers  are  now  preparing  for  colors. 
After  such  a  pronounced  plain  black  season,  there  is 
a  decided  feeling  that  high  colors  will  return.  As 
colors,  however,  this  must  be  understood,  as  an  en- 
tirely different  proposition  than  the  former  vogxie. 
In  better  numbers,  buyers  are  now  trying  out  and 
are  favorably  disposed  to  shot  effects.  Later  num- 
bers,    featuring    lesser-priced     qualities    in    similar 
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Give  your  customer  the  best 
pure  wool  underwear  made. 

CEETEE  UNDERWEAR 

is  made  in  all  sizes  and  weights  for  Ladies, 
Gentlemen,  and  Children,  and  every  garment  is 
guaranteed  to  be  absolutely  unshrinkable 
and  made  only  from  the  finest  Australian 
Merino  Wool. 

Display  CEETEE  UNDERWEAR  in  your 
windows  and  in  your  store.  Connect  your  store 
with  the  extensive  advertising  the  public  have 
seen  and  read  by  making  liberal  use  of  the 
display  cards  in  your  windows  and  about  your 
store. 

You  can  largely  increase  your  business  if 
you  back  up  our  advertising  in  this  manner. 

Every  garment  of  CEETEE  sold  means  a 
pleased  customer  and  a  friend  to  your  store. 

It  pays  to  recommend  CEETEE. 

The  C.  Turnbull  Co.  of  Gait,  Ltd. 


MANUFACTURERS 


GALT 


ONTARIO 


Also    manufacturers    of  Turnbull's    Ribbed 
Underwear   and    "  M  "    Bands    for    Infants. 
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effects,  silk-face  and  cotton  back  are  being  experi- 
mented with. 

DEMAND  FOR  WHITE  HOSIERY  NOT 
COVERED. — If  wholesale  buyers  have  confined 
their  operations  to  staple  blacks,  merchants,  there- 
fore, will  have  to  protect  their  departments  for  the 
predicted  demand  for  white  hosiery  and  in  the  mat- 
ter of  colors,  as  far  as  they  will  be  evident.  Inquiiy 
at  mills  shows  insufficient  orders  on  white  in  differ- 
ent qualities,  although  preparations  have  been  made 
by  manufacturers  hoping  to  be  able  to  cope  with  de- 
mands for  June  delivery  which  is  certain  to  accrue." 

DIRECT  STYLE  INFLUENCE  ON  UNDER- 
WEAR.— It  will  be  found  that  knitted  princess  slips 
in  different  qualities  and  ribs  are  in  growing  demand. 
In  view  of  the  vogue  of  transparent  blouses  and  close- 
fitting  gowns,  low-necked  sleeveless  and  knee-length 
underwear  will  be  worn  to  give  fashionable  lines. 
Latest  samples  introduce  close  crotch  and  knitted 
bands  on  fine  white  cotton  combinations  of  materials 
such  as  .soiesette,  taffeta  and  longcloths  for  Summer 
wear.  Perfectly  seamless  combinations  with  body 
part  lighter  than  the  lower  part  or  finer  under  the 
corset  are  featured  because  of  style  dictates  and  fig- 
ure lines  desired." 

Infringing  Close  Crotch  Patents 

The  closed-crotch  union  suit  which  was  placed 
upon  the  market  by  a  manufacturer  about  one  year 
ago,  and  w'hich  met  with  instantaneous  success  has 
been  spied  by  many  other  makers. 

Without  discussing  the  ethics  of  the  custom  ol 
copying  every  good  article,  reprehensible  as  it  is,  The 
Review  deems  it  advisable  to  warn  its  readers  of  the 
danger  they  incur  in  buying  and  selling  articles  in- 
fringing on  valid  patents. 

The  law  distinctly  states  that  damage  the  full 
value  of  the  infringing  article  may  be  collected  not 
only  from  the  maker,  but  also  from  the  wholesaler, 
retailer,  and  even  the  consumer.  In  addition  a 
further  penalty  and  costs  of  damage  suits  may  be 
collected.  Some  of  the  best  legal  talent  in  the 
country  have  held  that  in  this  particular  case  the 
patent  is  incontestable,  and,  in  consequence,  at  least 
one  concern  who  innocently  purchased  an  infringing 
make  have  already  paid  the  patentee  a  considerable 
sum  to  relieve  them  of  liability,  and  have  agreed  not 
to  buy  any  more  of  the  same  or  similar  merchandise 
not  made  by  the  patentee  or  other  maker  licensed  by 
him.  This  does  not,  however,  relieve  the  manufac- 
turer of  the  unlicensed  article,  who  is  to  be  pro- 
secuted As  the  owners  of  the  patent  cannot  supply 
the  demands  of  the  entire  country,  nor  all  of  the 
various  qualities  and  kinds  of  goods  to  which  it 
can  be  applied,  they  have  recently  licensed  several 
other  manufacturers,  these  being  under  contract  not 
to  make  or  sell  any  of  these  garments  without  the 
license  tags  attached  thereto. 
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Merchants  and  buyers  should,  therefore,  protect 
themselves  against  suits  for  damages  by  seeing  to  it 
that  no  closed-crotch  union  suit  appears  in  their 
stock  that  is  not  identified  by  the  protecting  label. 


Blankets  for  1912 

Blanket  lines  for  Fall  1912  are  being  shown.  These 
lines  comprise  a  wide  range  of  novelties  as  well  as 
the  usual  staple  numbers.  Wool  finish  cotton  blankets 
are  among  the  prominent  lines  that  will  be  on  the 
market.  The  samples  shown  comprise  clean,  well- 
finished  articles  that  should  take  particularly  with 
merchants. 

While  the  usual  efi^ects  are  shown  in  the  plain 
numbers ;  novelty  checks  and  plaids  are  quite  prom- 
inent. Fancy  crib  blankets  will  compose  part  of  the 
line. 

While  the  woolen  varieties  will  still  be  in  popular 
demand,  it  is  recognized  by  dealers,  that  the  cotton 
blanket  with  the  wool  finish  is  very  popular  with 
many  people,  in  fact  the  number  is  growing  every 
year.  To  correspond  to  this  growing  demand, 
manufacturers  are  making  extra  provisions,  by  in- 
stalling new  and  improved  machinery,  improving 
staple  lines,  and  adding  to  tliese  lines  from  time  to 
time. 


What  will  be  your 

merchandising  policy 

this  year  ? 

^^N  important  question  to  merchants, 
buyers,  salesmen,  is  discussed  in 
the  Review's  problem  contest 
department  this  month  in  the 
men's  w^ear  section.  Pro- 
gressive policy  for  the  present 
year  is  outlined  by  progressive 
people.     Be    sure   you    read    it. 


HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


The  Robert  Ryan  Co.,  Three  Riv- 
ers, Que.,  following  their  usual  cus- 
tom, are  sending  out  to  the  trade  a 
very  handsome  ai-t  calendar  fo^  the 
year  1912.  It  contains  a  reproduc- 
tion by  color  photography  from  a 
painting  by  J.  Ross  Bryson,  a  native 
of  Montreal.  The  trademark  of  the 
"guaranteed  glove"  and  the  name 
and  address  of  the  makers  appears  on 
the  calendar  in  a  fonn  that  harmon- 
izes very  nicely  with  the  general  ef- 
fect. 

JAEGER'S  FIRST  AT  HOME. 

The  Jaegar  Co.,  Montreal,  held 
their  first  "at  home"  Jan.  5,  signal- 
izing the  close  of  a  year  of  record 
business.  A.  H.  Patterson  and  Mrs. 
Patterson  i-eceived  the  members  of 
the  Montreal  staff  and  their  friends 
at  the  Majestic  Hall,  and  a  very 
pleasant  evening  was  spent,  begin- 
ning with  a  musical  progi'amme,  after 
which  supper  and  dancing  were  en- 
joyed.    An  interesting  break  in  the 


proceedings  was  made  by  the  pres- 
entation to  Mr.  Patterson  of  an  ad- 
dress of  appreciation,  accompanied 
by  a  silver  tea  service,  which  though 
unexpectC'd,  Mr.  Patterson  tactfully 
acknowledged,  giving  the  history  of 
the  "Jaeger"  movement  in  Canada, 
and  paying  a  high  tribute  to  the  loy- 
alty of  his  original  staff  of  five,  all 
of  whom  are  still  connected  with  the 
company,  and  fonn  the  nucleus  of  a 
pay  roll  of  nearly  sixty.  Mr.  Patter- 
son also  read  a  cable  of  greetings 
and  good  wishes  from  the  company's 
directors  in  London. 

The  increase  of  the  "Jaeger"  busi- 
ness in  the  Dominion  has  rendered 
it  necessary  to  provide  increased  ac- 
commodation for  the  wholesale  trade 
and  factory,  and  arrangements  are 
now  being  made  to  cai-ry  this  into  ef- 
fect. 

CHANGE    THAT   MEANS   EXPAN- 
SION. 

The  knitting  and  cloth  business 
heretofore  so  successfully  carried  on 
under  the  name  of  Hewson  Woolen 
Mills,  Limited,  is  being  enlarged  and 
improved  to  care  for  the  further  de- 
velopment and  growth  made  neces- 
sary by  the  expansion  of  the  com- 
pany's trade.     The  name  of  the  en- 


larged concern  is  Hewson  Pure  Wool 
Textiles,  Limited.  H.  L.  Hewson, 
the  founder  of  the  old  business,  re- 
mains as  manager  of  the  new  institu- 
tion. Associated  with  him  are  such 
well-known  men  as  John  and  Frank 
Stanfield,  of  Truro,  N.S.,  and  others 
of  life-long  experience  in  woolen 
manufacturing,  so  that  the  future  of 
Amherst's  big  woolen  industry  is 
particnularly  bright  and  gives  every 
assurance  of  a  continuation  of  the 
remarkable  growth  which  has  mark- 
ed the  history  of  the  Hewson  Mill 
since  its  inception  in  1903.  The  tail- 
oring and  clothing  trade  of  Canada 
recognize  the  superior  quality  of 
Hewson  pure  wool  tweeds,  while  both 
the  east  and  the  west  of  our  great 
Dominion  absorb  with  eagerness  the 
splendid  sweaters  and  underwear 
which  the  Hewson  Mills  supply. 

Hewson  knitted  products  are  dis- 
tributed from  tlie  Lakes  to  the  Paci- 
fic by  R.  J.  Whitla  &  Co.,  Limited, 
Winnipeg.  Quebec  City  and  district 
are  attended  to  by  E.  Hamel,  Que- 
bec. Grant-Holden-Graham,  Limited, 
of  Ottawa,  cover  Quebec  and  Ontario, 
while  tlie  Maritime  Provinces  are  vis- 
ited by  the  company's  veteran  sales- 
men C.  0.  Thompson  and  J.  R.  Brand- 
er. 
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A.  V.  Barnwell,  the  secretary- 
treasurer  of  the  new  organization, 
entered  the  company's  service  about 
eight  years  ago.  He  has  been  on  the 
road  the  gi-eater  part  of  that  time, 
and  his  promotion  to  the  new  and 
more  responsible  position  is  one  of 
those  pleasing  incidents  where  merit 
and  ability  are  recognized  and  the 
younger  man  is  "put  up"  and  given 
a  chance  to  make  a  good  in  a  larger 
sphere.  Gr.  J.  White  the  retiring 
Secretary-Treasurer,  goes  to  Mont- 
real, to  accept  an  advanced  position 
in  another  line  of  business. 


IMPROVING  THEIR  FACILITIES. 

Extensive  improvements  have  re- 
cently been  made  by  Dalfosse  &  Co., 
fixture  manufacturers,  Montreal.  The 
second  floor  of  their  building  was  en- 
larged, and  new  machinery  installed. 
Last  year  a  large  amount  of  business 
that  came  to  this  firm  had  to  be 
neglected,  on  account  of  insufficient 
facilities  for  turning  out  the  fixtures 
as  fast  as  they  were  wanted.  With 
the  addition  of  new  machinery, 
prompt  attention  will  be  given  all 
orders. 

Mr.  Dalfosse  states  that  there  is  a 
growing  demand  for  paper  mache 
forms,  bust  forms  for  costume  man- 
ufacturers, and  other  display  stands 


that  are  so  much  used  for  merchan- 
dise of  all  kinds. 

For  window  displays,  interior  dec- 
oration, and  many  other  up-to-date 
uses,  display  fixtures  of  all  shapes, 
sizes,  and  material  effects  in  gold, 
silver,  wax,  etc.,  are  being  sought 
after  in  larger  quantities  as  each 
season  comes  around. 

In  the  spring  of  1911,  an  up-to- 
date  showroom  was  installed  on  the 
first  floor;  here  a  good  collection  of 
various  stock  samples  are  kept  ex- 
hibited. 


MOVES  TO  LARGER  WARE- 
HOUSE. 

An  interesting  example  of  the  re- 
sult of  a  persistently  enterprising 
policy,  and  a  confidence  that  the 
Canadian  merchant  wants  the  best 
and  wants  it  while  it  is  new,  is  seen 
in  the  advance  made  by  the  Sterling 
Lace  and  Novelty  Co.,  Toronto,  dur- 
ing the  last  few  years.  Mr.  Camp- 
bell, the  head  of  this  firm,  had  long 
experience  as  a  buyer  for  the  Robert 
Simpson  Co.,  before  going  into  busi- 
ness independently.  His  object  has 
been  to  see  that  the  trade  here  was 
offered  the  highest  class  novelties  on 
the  market,  in  the  way  of  laces,  em- 
broideries   and     dress    trinsmings,  as 


well  as  exclusive  lines  of  dress  acces- 
sories. 

The  firm  has  now  outgrown  its  old 
home  on  Wellington  street,  and  will 
move  during  the  next  few  days  into  a 
buihUng  specially  altered  to  suit  its 
needs  at  80  to  82  Wellington  St. 
West.  Large  and  commodious  show 
rooms  will  be  a  feature  of  the  new 
place. 

WILL     MAKE     ELECTRIC     CASH 
CARRIERS 

The  Gipe-Hazard  Store  Service  Co. 
has  taken  over  the  business  of  the 
Gipe  Carrier  Co.,  and  also  that  of 
the  Hazard  Store  Service  Co.,  both  of 
Toronto.  In  addition  to  the  lines 
manufactured  heretofore  by  tliese 
companies,  the  new  organization  pro- 
poses to  build  an  electric  cable  car- 
rier that  will  possess  new  special 
(patented)  features  that  will  give  it 
marked  advantages  and  render  it 
simpler,  more  easily  and  more  quick- 
ly operated.  Catalogues  will  be  sent 
on  request. 

SITUATION  WANTED 


EXPERIENCED  Salesman,  thoroughly  acquain- 
ted in   the  Maritime  Provinces,   is   open    for 
engagement   between    September    15th    and 
June    Ibt    yearly.      A    commission    arrangement 
will   be   considered.     Addreas   "Maritime,"   DRY 
GOODS  RhVlEW,  Toronto. 
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Features    of   This    Number 

What  is  your  merchandising 
policy  ? 

Saving  the  inches  in  a  7\  ft.  store. 

An  effective  display  front. 

Does  your  salesmanship  back  up 
the  advertising  ? 

Court  at  Ottawa  Means  Much 
to  Clothiers. 

Specialty  idea  applied  to  men's 
clothing. 

Original  fixtures  for  men's  wear 
display. 

Short  course  in  card-writing. 

Authentic  forecasts  re  shirts,  neck- 
wear, clothing  and  accessories. 


See  Prize  List  for  Canadian  Window  Trimmers 

and  Card  Writers. 

An  Important  Announcement. 
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Quick  Selling 

MUFFLERS 


Here  is  a  line  that  is  in  demand 
right  now  and  will  be  for  several 
months  yet. 

Merchants  sending  us  repeat  or- 
ders say  they  are  the  best  value  they 
have  ever  sold.  The  stitch  brings  out 
the  design  and  richness  of  material. 
A  silk  knit  scarf  that  has  no  equal  in 
Canada  at  the  price.  Made  in  two 
qualities,  $9.00  and  $14.00.  Order  now 
ior.»immediate  or  fall  delivery. 


TIES 

That   Are    Different 


These  ties  are  made  in  many  color  combin- 
ations and  extensive  range  of  designs.  These  lines 
have  been  snapped  up  quickly  wherever  shown. 
The  value  is  there,  the  material  is  there,  the 
tasty  colors  and  exclusive  designs  are  recognized 
at  once  by  shrewd  buyers. 

See   our  representatives   or 
write   for   sam^ple   order. 

Mail  orders  will  receive  special  attention  and 
p:ood  selection  is  assured. 


The  Laces  and  Braids  Manufacturing  Co.,  Lid. 


121  Prescott  Ave. 


TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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rUR^SHINGS 


Gossip  of  the  Market 

THE  time  of  year  is  fast  approacliing  when  men's 
wear  merchants  must  consider  the  advertising 
requirements  of  the  opening  season.  In  not  a  few 
places,  the  merchants  have  got  together  to  malce  the 
most  out  of  Spring's  advent.  They  have  all  co-operated 
in  holding  one  grand  opening  in  which  every  store 
in  town  'has  put  forward  the  best  effort  to  get  the 
most  out  of  the  occasion.  The  new  goods  are  attrac- 
tively displayed,  bright  announcements  appear  in 
the  newspapers,  or  personal  cards  are  issued  inviting 
p)eople  to  visit  the  store,  and  everything  is  made 
to  combine  with  advantage.  Even  if  there  is  no 
•concerted  wave  among  the  merchants,  the  men's 
"weai"  dealer  should  not  overlook  the  advertising  pos- 
sibilities of  an  opening.  Style  plays  a  very  important 
factor  in  men's  wear  nowadays,  and  new  goods  can 
be  given  an  appealing  power.  It  mig*lit  be  possible 
to  arrange  for  a  demonstration  by  living  model  in 
the  windows.  In  any  event  no  effort  should  be  spared 
to  get  young  men  into  the  store  to  inspect,  the  new 
lines. 

*       *       * 

THE  oi^eraton  of  two  or  luore  stores  under  one 
management  in  the  larger  cities,  seems  to  be 
one  of  the  interesting  features  of  men's  wear  mer- 
chandising at  the  present  time.  The  history  behind 
many  of  these  stores  is  very  interesting.  Some  of 
them  started  with  very  limited  capital,  and  with 
foresight,  tact  and  careful  management,  have  at- 
tained success.  The  Review  has  during  the  past  year 
given  several  \-aluable  incidents  in  which  young  men 
have,  from  very  modest  beginning,  gradually  ex- 
tended their  enterprise  until  at  the  present  time 
it  is  represented  by  more  than  one  store.  Others, 
again,  probably  with  more  capital  behind  them,  have 
finally  gone  to  the  wall.  Much  depends  on  the  young 
man  and  the  way  he  applies  his  experience. 


A  SALESMAN  writes  in  to  say  that  he  dates 
his  fir.^t  real  interest  in  his  business  from  the 
time  when,  on  seeing  a  salesmanship  competition  in 
The  Review,  he  was  persuaded  to  submit  a  reply. 


It  (Ud  not  get  a  prize,  but  he  saw  how  other  and 
better  salesmen  would  handle  the  problem.  He 
points  out  that  he  has  obtained  considerable  inspira- 
tion from  this  source,  and  has  applied  to  good  ad- 
vantage some  of  the  pointers  derived  from  these 
symposiums. 

*       *       * 

IT  would  l)e  difficult  to  imagine  any  circumstance 
that  would  produce  a  brand  of  indignation  equal 
to  that  w'hich  is  aroused  in  the  average  manufacturer 
when  he  receives  from  a  customer  a  parcel  of  neck- 
wear returned  because  they  were  "not  what  was 
ordered."  It  is  not  an  exceptional  case  to  find  that 
when  a  merchant  does  not  entirely  agree  with  the 
buyer  as  to  the  saleability  of  his  .selections  the  whole 
bunch  will  be  returned  with  the  explanation  that 
they  were  not  the  patterns  ordered.  Manufacturers 
can  produce  many  instances  in  which  buyers  have 
selected  certain  lines,  and  denied  them  later  when 
unpacked  to  the  view  of  his  employer  even  thought 
reasonable  proof  has  been  submitted  that  the  order 
was  correctly  filled.  It  is  pointed  out  that,  in  some 
cases  buyers  have  had  the  courage  to  stand  by  their 
purchases  and  in  nine  cases  out  of  ten  have  proved 
their  knowledge  of  the  demand  to  be  correct.  Should 
a  customer  put  over  the  same  treatment  on  a  retail 
merchant,  denying  absolutely  that  he  had  ordered 
a  garment,  when  the  records  showed  he  had,  a  strenu- 
ous protest  would  undoubtedly  ensue,  and  the  cus- 
tomer would  probably  find  out  one  man's  opinion 
concerning  him. 

The  extent  of  tlie  confidence  which  a  nierchant 
reposes  in  a  buyer  has  an  all-important  bearing  on 
this  question.  There  are  cases  which  seem  to  justify 
the  statement  that  no  merchant  .should  give  full 
responsibility  to  a  man  who  is  not  sufliciently  con- 
versant with  the  requirements,  and  the  tastes  of  his 
customers  that  he  cannot,  with  .safety,  be  allowed 
to  make  selections.  The  Review  does  not  .say  that 
manufacturers  do  not  make  mistakes  in  filling  orders. 
There  are  many  glaring  instances  of  this  on  record, 
l)ut  the  great  point  is  that  a  buyer  is  not  a  buyer  if 
he  is  without  that  authority  which  entitles  him  to  a 
reasonalile  degree  of  confidence. 


Saving    the    Inches    in    a    7V2-ft.    Store 

Third  Store  Opened  by  Brennan  Bros.,  Montreal,  is  Small  but  Space  Has 
Been  Well  Applied  —  Unique  Plan  Adopted  in  Dressing  Window  12  Inches 
Deep  —  All    Fixtures    Designed    to    Meet    Conditions  —  The    Success    of    a 

Young    Men's   Wear    Firm 


IK  the  list  of  young  merchants  who  have  made 
good,  during  the  past  fifteen  years  of  prosperity 
and  rapid  growth,  Brennan     Bros.,   Montreal, 

should  be  given  a  prominent  place.  In  1898  this 
firm  started  buisdness  with  a  general  line  of  men's 
furnishings  on  St.  Oatherine  Street  Eaet,  far  from 
the  centre  of  the  city.  As  business  grew,  a  more 
central  stand  was  looked  for,  and  in  1901,  the  store 
at  7  St.  Catherine  Street  East  was  obtained.  When 
first  occupied,  the  building  was  18x22  feet  in  size. 
It  was  soon  enlarged  by  the  addition  of  20  feet. 

This  store  was  situated  near  the  corner  of  St. 
Catherine  Street,  and  St.  Lawrence  Boulevard,  one 
of  the  busiest  corners  in  the  city.  Finding  business 
prospects  very  bright  in  1906,  these  two  brothers 
opened  store  No.  2  at  251  St.  Catherine  Street  West, 
near  Bleury.  This  store  was  about  the  ordinary  size 
occupied  by  the  majority  of  general  furnishei"s. 

From  the  year  1906  to  the  Summer  of  1911,  the 
business  produced  such  satisfactory  results,  that  it 
was  decided  to  open  the  third  hraneh. 

Where   Land   Values  Climb. 

The  land  valines  of  Montreal  have  advanced  with 
such  leaps  and  bounds  during  the  past,  that  it  was 
quite  a  problem  to  select  a  site  where  rent  and  ex- 
penses would  be  such  as  to  allow  the  goods  to  be 
sold  at  moderate  prices  and  at  the  same  time  give 
a  fair  profit. 

After  considerable  looking  around,  a  store  was 
obtaine  in  the  busy  shopping  district  of  St.  Cath- 
erine Street  West,  at  No.  519 y2.  The  store  is  71/2 
feet  in  width,  with  a  length  of  51  feet.  This  was 
obtained  from  the  Walk-Over  Shoe  Co ,  who  had 
this  part  of  the  building  to  spare  after  fitting  up 
their  new  store  in  the  same  building. 

This  third  store,  occu])ied  by  Brenuans,  is  one 
of  the  smallest  general  furnishing  stores  in  Canada. 


But  it  must  not  be  under-rated  just  because  it  is 
only  7y2Xol  feet.  The  lay-out  of  the  interior,  as 
well  as  the  window  arrangement,  is  up-to-date  in 
every  respect,  and  many  merchants  occupying  much 
larger  space,  might  receive  valualble  pointers  from 
this  new  establishment. 

Solving  Display  Problems. 

As  seen  by  the  window  plan,  the  space  utilized 
for  exhibiting  various  lines  of  goods  is  about  as 
well  adapted  to  this  use  as  the  large  spaces  in  some 
of  our  stores.  On  the  right  side  entrance,  the  dis- 
play window  is  only  12  inches  deep.  As  this  space 
is  too  small  to  allow  a  trimmer  to  enter  the  window 
to  change  the  displays,  a  very  novel  method  is  fol- 
lowed. The  entire  glass  part  enclosed  in  the  frame 
is  drawn  aside  by  means  of  an  arrangement  inside 
the  store,  the  sliding  part  being  drawn  in  the  direc- 
tion of  the  arrow  in  the  plan.  By  this  means  the 
narrow  division  can  be  trimmed  with  ease. 

On  the  left  side  of  the  entrance,  the  window 
slopes  as  shown  in  the  plan.  This  gives  an  effective 
appearance  when  trimmed,  while  the  wide  space  at 
the  entrance  gives  the  public  plenty  of  room  from 
which  to  inspect  the  displays. 

The  interior  of  the  store  is  finished  in  birch 
miahogany.  As  the  ceiling  is  very  high  in  compari- 
son with  the  size  of  the  store,  a  balcony  runs  along 
one  .side  of  the  wall.  This  serves  a  two-fold  purpose. 
It  enhances  the  general  appearance,  also  serves  as 
a  very  hmidy  place  to  keep  surplus  stock.  Shelving 
runs  from  the  floor  of  the  balcony  to  the  height  re- 
c^uired  to  place  this  stock. 

On  the  left  side,  under  this  balcony,  shelves 
run  along  the  entire  length  of  the  building.  Here 
the  stock  of  ties,  hosiery,  nmfflers,  sweaters,  collars, 
etc.,  is  neatly  kept  in  boxes.     Stock  boxas  obtained 
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1"1   111-  plan   of  the  7%  feet   wide  store  of  Brennan   Bros.,   Montreal. 
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(In  42  colors) 


"Yhe  Feature  Line   poR  Vour  ^eckwear  [)ept. 

These  goods  are  specially  woven  to 
our  order.  Only  the  finest  wool  and 
silk  yarns  used  in  the  manufacture  of 
Kant  Krush  Bengaline,  removing  all 
possibility  of  creasing  for  the  wearer. 

Our  Indestructible  Interlining 

which   is  also  a  new  feature,  is  used. 

NOTE  : — All  Straight  Derbys  with  Cord  running  up  and  down  will  be 
one   piece,  48  inches  long. 

SEND  FOR  SAMPLE  COLOR  CARD 

The  Sword  Neckwear  Co.,  Limited 

TORONTO  ONTARIO 
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Effective  unit   trim  arr;iiige(l    Ij.v   Siiuemi    X.    AlniMi.    t'civ   I'.i'ciiiinii    I'.rds..  T  St.  ( '.itlicriiie  Street  K  ist.  Moiitrertl.     The  trim  consists  of 
latest  creations  in   neclswear,  half  hose,  and  high-class  shirts.     While   this    trim    was    shown    as    an  interior    display,    it 

would  make  a  very  appropriate  window  unit. 


specially  for  this  purpose,   is  a   great  improvement 
over  less  careful  metJiocls. 

Useful  Shirt  Fixti'res. 

iVs  the  room  was  too  narrow  to  allow  a  very  ela- 
borate display  of  shirts,  pyjamas,  etc.,  on  tables,  and 
special  display  stands,  a  ver}-  appropriate  glass  faced 
shelving  was  arranged.  On  these  shelves  tihe  sihirts 
are  piled  in  systematic  arrangement,  with  about  nine 
in  each  pile.  In  this  way  mucli  more  \ahic  can  lie 
shown  in  certain  space,  than  could  l)e  arranged  in 
boxes.  The  glass  diooT  keeps  the  goods  in  perfect 
conditroii,  and  permits  the  customer  to  inispect  the 
stock  without  having  to  open  the  door. 

On  the  ledge  of  this  shirt  display  case  is  a  slidvi 
which  can  l)e  pulled  out  to  .sujiport  the  shirts  when 
being  iiiispectod  ]jy  a  prospective  customer. 

The  mianner  in  which  the  gla.ss  door  is  removed 
froiii  the  fro'ivt  of  the  sbelving,  showis  an  ingenious 
improvement.  Instead  of  a  door  that  slides  back 
aurd  fortli,  the  wide-framed  gkiss  front  slides  upward 
through  the  balcoaiy  floor.  This  method  of  dealing 
with  the  do'or  is  superior  to  the  siliding  arrangement 
seen  in  many  of  the  stores.  When  two  customers 
are  looking  alt  articles  on  one  case,  it  is  necessary  to 
keep  moving  the  slides  back  and  forth.  In  this  ar- 
rangement used  by  Brennans',  the  slide  is  out  of 
the  vv^ay  of  all  cusrtoiners. 

ACCOMMODATIXG    CuSTOMERs'     FeET. 

The  fixtures  were  specially  designed  to  meet  the 
need  of  this  store.  The  base  of  each  glaiss  sliow 
case  recedes  about  five  inches  from  the  outer  edges 


of  the  case  [)roper.  This  was  designed  to  add  to  the 
ilour  si)ace.  ^^"hen  a  customer  is  purchasing  any- 
thing froin  one  of  tlie  show  cases,  his  feet  are  oc- 
cupying a  certain  portion  of  the  space  under  the 
base  of  the  floor  of  this  caise.  This  condition  gives 
more  room  for  additional  customers  that  may  be 
s'hopping  at  the  same  counter,  also  for  those  who  wish 
to  piaas  in  the  aisle. 

Show  caees  with  rounded  corners  are  another 
important  improvement  in  the  saving  of  space.  The 
difference  between  a  round  and  a  square-pointed 
show  ease  is  very  marked,  especially  in  a  store 
where  space  is  at  a  premium. 

Insteiad  of  having  tie,  and  otber  display  stiands, 
upon  the  gla-s  counter,  the  various  lines  are  ar- 
tistically displayed  on  suspended  racks.  This  allows 
one  to  oljtain  a  full  view  of  the  initerior  of  the  glass 
cases. 

Since  this  store  was  opened  in  December,  the 
amount  of  business  turned  over  is  double  of  what 
was  expected  by  the  owneirs.  The  unique  appear- 
ance of  the  store,  and  the  si'tuatioii,  attracts  manv 
of  the  throngs  that  are  pasisiaig  from  early  morning 
uiitiil  late  at  night. 

Success   Explained. 

A\dien  asked  tihe  reason  of  the  rapid  growth  of 
the  firm,  one  of  the  maoagers  said:  "Our  system 
of  delivering  the  right  goods  at  the  right  prices  is, 
no  doubt,  the  cliief  reaison  of  our  proisperity.  We 
always  try  ito  sell  an  article  at  a  reaisonable  pi^ce, 
and  in  each  and  every  case  we  endeavor  to  satisfy. 
If  in  any  instance,  the  goodis  prove  unsatisfactory, 
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THE  CLOSED  FRONT  COLLAR 

IS  THE  FASHION  TO-DAY. 

The    very    last    idea    in    double    collars    is    to    have   the 
collar  absolutely  closed  in  front. 

The   Success   shape — the    Angus — is  really  a   close-fitting 
collar.     The  edges  keep  like  that — right  tight  together. 
Success  Collars  are  well  made,  well   finished — accurate — 
and  comfortable.     Ask  your  wholesaler  for  SUCCESS. 
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we  are  pleased  to  make  a  fair  exchange  or  a  refund 
if  necessary. 

"A¥hile  we  endeavor  to  make  a  good  appearance 
in  every  location  selected,  our  moitto  has  always  been 
to  keep  doA^m  expenses  that  are  sure  to  accrue  on 
unnecessarily  elaborate  surroundings.  By  following 
this  method  our  goods  are  sold  with  less  expense 
attached  to  them. 

Each  Customer  a  Special  Case. 

"We  find  it  pa5^s  to  give  special  attention  to  each 
customer.  By  following  that  custom  is  the  only  sure 
way  in  building  up  a  solid  business  foundation. 
Each  customer  added  to  the  "satisfied"  list  is  a  valu- 
able asset  to  any  business. 

"While  there  are  other  little  details  that  might 
count  to  advantage  in  any  business,  I  think  the  fore- 
going the  principal  methods. 

"Montreal  has  grown  rapidly  within  the  lasr. 
fifteen  years  and  the  future  mil  see  further  rapid 
growth.  Alerchants  who  manage  their  business  along 
up-to-date  methods  will  grow  in  the  future,  as  in 
the  past.  We  axe  satisfied  with  our  work  during 
the  time  we  have  been  in  business,  and  think  the 
futui'e  will  be  as  good  in  our  line  of  business  as  the 
past  has  been." 

Advice  to  the  Beginner 

Mr.  Brennan  thinks  the  stuck  in  the  average 
furnishings  store  should  l)e  turned  over  four  to  six 
times  each  year.  He  says:  "It  takes  three  turnovers 
each  year  to  clear  expenses  and  keep  the  business 
from  going  back.  If  a  merchant  is  well  adapted  to 
the  business,  it  is  not  hard  to  tiuii  the  stock  over  at 
least  six  times. 


"The  amount  of  stock  needed  to  commence  a 
general  furnishings  business  depends  upon  the  line 
carried,  the  size  of  the  store  and  the  locality.  In 
some  places  $2,000  would  be  a  fair  amount  with 
which  to  make  a  start;  while  in  other  circumstances, 
at  least  $5,000  would  be  required  to  swing  the  pro- 
po'iition  hi  the  right  direction. 

"In  the  men's  furnishing  business  there  is  no 
need  for  carrying  much  surplus  stock.  By  buying 
a  little  at  a  time,  and  buying  often,  the  goods  are 
always  fresh  and  up  to  date.  This  is  a  vital  factor 
in  any  business.  A  young  man  just  making  a  start, 
for  himself  should  make  it  a  point  not  to  'over- 
stock.' 

"Even  if  the  young  man  just  making  a  start  for 
himself  has  had  a  good  amount  of  experience  work- 
ing for  someone  else,  there  will  be  many  things 
come  up  in  the  new  position  that  will  prove  to  be 
a  hard  nut  to  crack.  It  is  onlj^  by  profiting  by  these 
hard  experiences  that  one  becomes  fully  competent 
to  fill  the  more  complex  position  as  the  business 
grows.  Perhaps  some  of  the  lessons  learned  will  be 
co.stly  ones,  but  in  the  end  the  experience  will  be 
worth  all  it  cost. 

"There  is  no  royal  road  to  success.  'Steady  work 
day  after  day,  combined  with  right  methods,'  is  the 
best  motto  to  adopt.  In  the  beginning  I  made  many 
mistakes.  l)ut  now  I  can  see  that  a  certain  benefit 
came  from  each.  So  to  any  young  man  who  is  plan- 
ning to  make  a  fresh  start  for  himself,  my  advice 
is:  'To  go  easy  at  first,  and  l)e  on  the  lookout  for 
anvthing  that  will  add  to  successful  manaeement.'  " 
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Iiiterini-   arraiig'eiiient   of  general   store  for   Western    merchant   who  is   making  a   C4-foot   extension    to   liis    present   store   and    wislies 
to  retain   the  exclusive  cliaracter  of  liis  men's   wear  section.     The  upper  section    of  tlie   plan   is    the  former   store   and    is 
now   devoted   to  uien's   wear.     A   women's   ready-to-wear   dept.    is  als  i  ]iriivided  for. 
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WE  want  the  collar  buyers  of  all  Canada 
to  know  that  the  best  collar  Troy 
produces  is  now  being  sold  throughout  the 
Dominion  for  us  by 

The  Sword  Neckwear  Co.,  Ltd. 
of  Toronto 

All  their  salesmen  have  a   complete   line 
of  samples,  including  our  '"FIELD  CLUB," 

Be  sure  and  see  this  line 

Corliss,  Coon  &  Company 

Makers 

New  York  Chicago 

Boston  Baltimore  St.  Louis 

Factories  and  Laundries: 

Troy  and  Cohoes,  N.Y. 


The  Collar  that  sets  the  way 
it  is  intended  to — "close  up." 


$1.10  PER  DOZEN 
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You  must 

have 

"Cravenette" 

Shower -proofs 

for  wet 

weather; 

they  are 

waterproof 

and  hygienic 

because 

porous. 


Rec?  Trade  Ma n.K 

PROOFED    BY 


Facsimile  of  stamp  on  back 
of  Genuine  (iood.-;. 


You  can  wear 

them  for 

fine  weather, 

because 

they  are 

smart  and 

fashionable. 

Dust-proof 

as  well  as 

shower-proof 

TO      BE     OBTAINED     FROM     THE       PRINCIPAL     IMPORTERS 

IX  CASE  OF  ANY  DIFFICtlLTV,    I'I>EASK  WRITE  Tn 

The  CR  AVENETTE  CO.,  LTD.,  BRADFORD,  YORKSHIRE 

showcards  or  Booklets  if  desired  may  be  had  by  applyiiit^  tliroui,')i  the  Whnlc.salc  Inn"nl ing  Houses. 
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What  Will  be  Your  Merchandising  Policy? 

Knotty  Problem  Ably  Discussed  —  Course  Advocated  that  is  Most  in  Keep- 
ing With  Modern  Conditions  —  Sane  Use  of  the  Sale  Idea  —  Procedure 
That  Would  Demonstrate  Merchant's  Ability  and  his  Store's  Progressiveness 


WHAT  will  be  your  adverti.-^ing  and  general 
merchandising  policy  for  the  present  year? 
Tills,  in  short,  was  the  question  asked  in 
The  Eeview's  problem  contest  last  month.  A  scene 
was  presented  in  which  the  merchant  was  questioning 
the  wisdom  of  his  manager-buyer  because,  while  the 
records  showed  an  increased  turnover,  the  profits  did 
not  exceed  those  of  a  less  strenuous  year,  in  which 
there  were  fewer  specials,  less  expense,  and  generally 
speaking,  a  more  conservative  proceedure. 

The  merchant  asked.  Is  it  worth  while?  The 
Review's  interrogation  was,  what  are  you  going  to 
do  about  it  this  year? 

That  these  are  all  important  questions  at  this 
time  of  year,  was  evident  from  the  careful  considera- 
tion they  recei\'ed  and  the  length  at  which  they  were 
discussed.  While  the  questions  asked  by  The  Review 
are  not  answered  as  directly  as  it  would  have  wished, 
enough  is  implied  to  leave  no  doubt  as  to  the  policy 
that  would  be  pursued.  The  mistakes  of  the  past 
year  would  stand  out  as  guideposts  to  better  general- 
ship this  year.  They  would  suggest  many  things  to 
be  avoided  and  others  to  receive  greater  attention. 
The  methods  and  the  general  policy  of  ten  years 
ago  would  not  suffice  for  20th  century  requirements. 
The  mania  for  special  sales  would  be  avoided,  and 
these  features  handled  in  a  sane,  clear-headed  way. 
the  merchant  would  not  l)e  panic-stricken  and 
inveigled  into  a  campaign  of  price-cutting,  throwing 
his  better  senses  to  the  winds.  The  year's  results 
might  not  show  marked  imjarovement  over  the  year 
preceding,  but  the  policy  would  be  along  the  more 
progressive  lines,  making  for  a  more  enthusiastic 
spirit,  a  prolonged  and  more  intense  interest  on  the 
part  of  customers  and  admitting  of  comparisons 
which  would  demonstrate  the  merchant's  ability,  his 
staff's  efficiency,  and  the  adequacy  of  stocks  and 
service  to  make  the  most  out  of  modern  conditions. 
The  problem  is  one  that  applies  alike  to  the  men's 
wear  and  dry  goods  trade,  and  considerable  interest 
will  attach  to  its  discussion  at  the  present  time  when 
merchants  are  seriously  weighing  l:)oth  sides  of  the 

question. 

*       *       * 

Buy  Right,  Sell  Right,  Finance  Right. 

The  first  prize  is  awarded  to  A.  Eraser  Little, 
manager  of  the  ready-to-wear  department,  Regina 
Trading  Co.     His  reply  follows: — ■ 

The  condition  of  affairs  as  shown  by  the  stock 
sheets  when   completed  apparently  is  the  result  of 

1st — The  persistent  cutting  of  profits  during  the 
freqi;ent  sales. 


■2nd — The  manager's  or  buyer's  error  in  using 
I'egular  stock  for  these  special  sales. 

3rd — The  lack  of  monthly  reports  .showing  the- 
exact  expen.se  entailed,  in  proportion  to  the  monthly 
turnover  and  approximate  percentage  of  net''  profits.. 

4th — Possibly  the  stock  carried  is  too  heavy  in. 
l)r((j)ortion  to  the  turnover. 

5th — -"Possibly  the  percentage  of  profit  is  too  small 
to  balance  the  cost  of  doing  business  and  showing, 
profits. 

The  Policy  to  Adopt. 

The  secret  of  succes.sful  merchandising  lies  ia 
doing  the  largest  amount  of  business  on  the  smallest 
amount  of  capital  at  a  fair,  reasonable  profit  with 
the  least  expense. 

To  achieve  the  highest  success  in  business  it  is- 
necessary  to  obey  the  laws  and  principles  that  are- 
the  basis  of  successful  merchandising. 

In  the  first  place,  honesty  is  an  absolute  necessity ; 
no  wide-awake  merchant  to-day  would  entertain  the- 
idea  of  deceitful  merchandising — all  must  be  fair 
and  square  between  man  and  man,  between  buyer 
and  seller;  di.shonest  methods,  unfair  dealings,  if 
per.-;istently  harbored  in  business  will  ultimately  end 
in  failure. 

In  the  second  place  comes  genuine  salesmanship. 
This  true,  genuine  salesmanship  is  very  essential  in 
succes.<ful  merchandising.  It  carries  with  it  the- 
knowledge  of  character  analysis,  to  know  how  best 
to  size  up  a  customer,  to  know  how  best  to  approadi 
a  customer,  to  know  when  and  how  to  clinch  a  sale; 
also  it  carries  with  it  kindness,  courtesy  and  tact.  A 
customer  may  forget  an  under-value  purcha.se,  but 
never  discourteous  treatment  from  the  sales  staff. 

In  the  third  place,  intergrity  is  an  essential  not 
to  Ije  overlooked.  Retail  merchandising  has  chang- 
ed since  the  days  of  our  grandfathers.  In  this  age- 
of  keen  competition,  retail  merchandising  is  con- 
sidered a  science.  The  days  of  the  shiftless,  careless 
uneducated,  successful  retailers  are  past.  The  man 
who  sits  on  a  dry  goods  box,  the  counter,  or  at  the- 
shop  door  telling  yarns,  gossiping,  or  backbiting,, 
will  leave  the  business  to  be  done  by  his  industrious, 
up-to-date   scientific  competitors. 

In  the  fourth  place  comes  a  thorough  knowledge- 
of  the  particular  business  in  question.  Buy  right,, 
finance  right  and  sell  right.  It  is  necessary  to  esti- 
mate the  co.st  of  doing  business  in  the  particular- 
locality.  This  cost  varies  greatly  with  the  condi- 
tions. Country  stores,  with  low  rents,  little  or  no- 
advertisements,  inexpensive  help,  etc.,  can  do  busi- 
ness at  a  cost  of  from  10  per  cent  to  121/0  per  cent.,, 
wliile   city   stores,    employing   experienced,    efficient- 
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WE  HAVE  PROVED 

CHALLENGE 

COLLARS 


to  the  merchants'  and  their  customers' 
satisfaction.  Every  day  fresh  testimony  is 
volunteered  as  to  the  superiority  of  this 
waterproofed  real  linen  collar. 

Our  Rubber  Brand  at  $1.80  dozen  and 
our  Pyralia  Brand  at  $1.50  dozen  are  25% 
heavier  than  higher  priced  lines  of 
other  makes. 

Send  for  sample  of  our  Outdoor  Brand 
at   $1.25. 

SAMPLES  OF  ALL  LINES  ON   REQUEST. 


The  Arlington  Company 

of  Canada,  Limited 
54-56  Fraser  Avenue,  Toronto 


Eastern  Agent:  Duncan  Bell.  301  St.  Jarni>»  St  .  Montreal 

Ontario  Agent :  J.  A.  Chantler  &  Co  ,  8-10  Wellington  E.,  Toronto 

Western  Agent  :  R.  J.  Quieley,  212  Hammond  Block,  Winnipeg 


^ 


k 


Wreyf ord  &  Company^  Toronto 

Wholesale  Men's  Furnishers 


DOMINION  AGENTS  FOR 


YOUNG  &  ROCHESTER 

LONDON 

Manufacturers   Shirts,  Neckwear,  Dressing 
Gowns,  etc. 


AERfEX  CELLULAR 

Underwear  and  Shirts.  Union  Suits,  Shirts 
and  Drawers,  stocked  in  Toronto. 


TRESS  &  CO. 

LONDON 

High    Class  Hats    and    Caps,    patentees    of 
'The  Mascot,'  and  other  select  shapes. 


COHEN  &  WILKS 

MANCHESTER 

Rain  Coats  for  Men  and  Ladies  in  rubber 
and  yarn  -  proof .  See  our  Hand  Spun 
Coats  for  Spring — The  "  Thoroughbred." 


IF  OUR  TRAVELLERS  ARE  NOT  CALLING 
ON  YOU  PLEASE  WRITE  US. 


/'lease  mention   The  Revievj  to   Advertisers  and  Their  Travelers. 
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assistants,  i^ayiiig  heavy  rentals,  taxes,  insurance,  etc., 
must  figure  on  a  cost  of  around  20  to  25  per  cent. 

The  cost  api)roxiniately  arrived  at  would  deter- 
mine .  the  percentage  of  profit  necessary ;  the  next 
consideration  should  be  the  minimum  or  the  correct 
turnover  in  proportion  to  the  amount  of  stock  car- 
ried. This  would  vary  with  the  different  lines  of 
merchandise.  On  a  general  line  the  minimum 
should  be  a  turnover  of  at  least  three  times,  and  it 
should  be  aimed  to  turn  the  stock  over  four  times 
throughout  the  year. 

Special  sales  are  good,  clearing  sales  are  essen- 
tial, leader  offerings  are  an  indication  of  up-to-date 
merchandising,  but  this  feature  of  the  business  can 
be  overdone,  however  there  is  a  happy  medium, 
and  it  is  wise  to  bear  in  mind  that  there  are  other 
ways  of  advertising  other  than  price-cutting  or  profit- 
slicing,  viz.  circulars,  bill  boards,  straight  from  the 
shoulder  newspaper  advertisements,  window  and  in- 
terior decorations  and  displays,  and  last,  but  not  lea.st, 
in  the  medium  of  publicity  is  the  customer  himself, 
who,  if  properly  treated,  favorably  impressed,  makes 
a  most  effective  advertisement.  His  opinion  plainly 
expressed  in  every  company  he  visits  will  carry  more 
weight  than  any  attractive  advertisement  written  by 
the  merchant  himself. 

All  mediums  of  advertising  are  good,  but  no 
progressive  house  can  overlook  the  value  of  this 
medium,  viz.,  tliat  of  a  pleased  and  well  satisfied 
customer. 

Too  great  stress  .should  not  be  laid  on  sales,  that 
is,  cut-price  sales.  The  buyer  s^hould  be  ever  on  the 
alert  to  secure  special  values  for  sale  purposes,  clear- 
ing lines  of  a  manufacturer,  special  quotation  goods 
in  handling  quantities,  and  thus  be  prepared  to 
in-ofitably  supply  the  public  with  leaders  or  trade- 
l)ringers.  As  to  cutting  the  prices  of  regular  stock, 
this  s'hould  be  done  but  seldom,  and  when  it  is  done, 
cut  it  good  and  deep  below  cost  or  not  at  all,  and  thus 
derive  the  full  benefit  of  the  purpo.se  for  which  it  is 
done-advertisement-and  the  loss  by  so  doing  should 
be  charged  to  the  account  of  advertisement.  Thus  a 
memo  is  kept  of  such  losses  during  sales  and  each 
monthly  report  will  show  the  management  whether 
too  much  of  this  has  been  done  to  meet  the  cost  of 
doing  business  and  show  profits.  It  is  necessary  to 
be  progressive,  .systematic,  not  to  be  afraid  to  adopt 
new  sy,stems  of  business.  An  institution  must  grow 
larger  or  decline  smaller. 

Growth  necessitatas  changes.  The  methods  of 
ten  years  ago  cannot  be  used  to  advantage  to-day, 
so  to-day's  methods  cannot  be  used  in  ten  years' 
time  and  show  be.st  results. 

Buy  wisely,  keep  the  entire  stock  well  in  hand, 
employ  efficient  assistants,  avoid  losses  and  shrink- 
ages in  all  the  little  details  of  business,  look  out  for 
leaks.    'Tis  an  old  saying,  but  a  wise  one,  "Take 


care  of  the  pennies  and  the  dollars  will  take  care  of 
themselves." 


Good-Will  of  Customers  First 

H.  W.  Clark.  Chatham,  who  is  awarded  the  sec- 
ond prize,  handles  the  question  as  follows: 

Everj^  up-to-date  bu.siness  of  to  day  is  alwut  to 
face  the  question  so  timely  put  in  the  last  issue  of 
Dry  Goods  Review,  and  the  results  mentioned  are 
too  often  shown  on  the  balance  sheet,  namely,  a  big- 
ger turnover  and  bigger  expectations  and  final  dis- 
appointments with  no  more  profits  to  i^how  for  the 
year's  efforts. 

In  review  of  the  year's  plans  our  mental  note- 
liook  shows  many  special  sales,  AVliere  the  happy  cus- 
tomers were  lined  up  thick  at  the  appointed  time 
at  the  sales  counter  and  went  home  witli  arms  laden 
with  bundles,  but  the  hours  and  days  intervening  be- 
tween these  "counter  booms""  show  up  conspicii- 
ously  quiet,  with  the  result  that  the  merchant  has 
fretted  himself  into  going  at  it  again,  this  lime 
selling  some  lines  from  stock  at  a  lo.ss. 

And  so  it  goes  on  through  the  year.  More  goods 
sold?  Yes.  Bigger  advertising  bills?  Yes.  A 
larger  pay  roll?  Yes.  Freight  and  express  charges 
more,  all  l)ecause  of  the  insane  desire  to  get  after  the 
bigger  brother  of  the  bigger  city  store  and  try  and 
get  even. 

To  a  certain  extent,  this  policy  is  warranted,  but 
time  proves  this  fact,  that  the  town  merchant  can- 
not do  bu.siness  like  the  city  .stores,  they  may  be 
followed  up  to  a  certain  point,  but  no  farther. 

It  is  at  this  point  wdiere  the  average  merchant 
gets  his  losses,  for  his  extra  effort. 

To  know  where  to  begin  the  sale  trick  and  where 
to  leave  off  is  a  fine  art.  and  recjuires  the  most  care- 
ful study  of  local  conditions,  and  not  the  published 
riches  of  far  off'  fields. 

Outside  of  the  large  centres,  I  believe  the  most 
succe.s,sful  Ijusiness  is  carried  on  on  these  lines. 

First,  and  always,  to  put  the  goodwill  of  your 
customers  Ijefore  everything  else. 

To  do  this,  your  stocks  must  be  well  assorted, 
the  lines  carried  kept  up  to  the  point  w'here  dimin- 
ished sales  would  warrant  leaving  them  alone. 

Handling  only  the  very  best  makes  of  goods,  the 
kind  that  have  the  maker's  guarantee  with  it. 

Taking  back  any  goods  from  customers  which 
are  not  entirely  satisfactory. 

Keeping  only  on  your  sales  force  such  jieople  as 
can  handle  a  customer  with  that  grace  and  dignity 
which  yon  like  to  be  served  with  yourself. 

Keep  your  store  front  bright  and  attractive  with 
catchy  window  displays,  with  the  windows  shining 
and  the  sidewalks  clean. 

Ilaving  a  parcel  delivery  that  gets  a  bundle  to  a 
customer's  house  when  .she  wants  it,  not  an  hour 
after. 
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GOOD  COAT  LININGS 

ARE   ESSENTIAL 

IF  YOU  WISH  TO   PLEASE  YOUR   CUSTOMERS 


Van  Allen  Line  of 
NECKWEAR  and 
•..Lounge   Collars... 


NOW     READY 


Siioucards  or  liooKlcts  if  dtr^ired  may    he   hadby 
'ipp'ying  through  Wholesale  Importing  Houses. 

PATTERNS     SHOWING    EITHER 
FINISH  can  be  had  on  application  to 

THE  BRADFORD  DYERS' 

ASSGCIATION.Ltd.  

39,  Well  street  :i  BRADFORD 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


A 
Larger 
Better 
Range    of 
Underwear 
Awaits  the 
Merchants 
Than  Has  Ever 
Been  Shown  Before. 

SEE    OUR     LINE    BEFORE     BUYING 

Van  Allen  Mfg.  Company 

HAMILTON 
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Advertising  in  the  Ijest  way  your  ability  and  the 
ability  of  your  paper  can  produce. 

This  policy  may  not  get  you  rich  in  one  or  two 
years,  but  you  will  be  on  the  road  to  it  anyway,  and 
the  balance  sheet  will  show  a  proportionate  profit. 

I  have  known  three  merchants  who  conducted 
business  in  exactly  different  methods. 

The  one  acted  conservatively  in  every  way  pos- 
sible, bought  very  sparingly,  employed  very  little 
help,  advertised  cheaply,  carried  very  little  stock. 

The  other's  policy  was  to  deal  broadly.  The 
shelves  were  always  full.  The  reserve  stock  was  al- 
most wholesale  in  quantities,  the  help  was  numer- 
ous, the  advertising  was  very  extensive,  it  was  fire- 
works all  the  time  Neither  of  these  were  successful. 
The  third  was  different. 

The  manager  was  a  captain  who  had  eyes  for 
every  detail.  His  departments  were  generaled  by 
men  who  knew  their  work  and  did  it.  The  sales 
force  Avas  the  best  obtainable.  There  was  a  tone  in 
the  store  that  spoke  for  the  best  trade,  wiiich  means 
the  best  prices  always.  Special  sales  were  few,  but 
when  there  was  one,  it  totaled  profit,  not  loss.  Con- 
ditions were  no  better  for  one  than  the  other,  but  it 
was  all  in  the  way  it  was  done, 

Generally  speaking,  there  are  too  many  special 
sales,  too  much  vspasmodic  eft'ort  to  boost  trade,  for- 
getting that  it  is  the  constant  hannnering  away  that 
counts  for  continued  success  in  the  mercantile  busi- 
ness. 

Keep  to  Letter  of  Advertising 

H.  F.  Lancaster,  St.  Mary's,  Ont.,  awarded  the 
third  prize,  .submits  the  following  reply: 

What  is  the  policy  for  next  year,  or,  better  still, 
Avhat  is  the  best  policy  to  be  pursued  for  the  coming 
year?  To  satisfy  your  customers,  improve  the  ser- 
vice of  jfour  store,  the  quality  of  your  clerks,  r.nd 
contribute  increased  profits  to  your  cash  drawers. 

In  looking  over  the  expenses  and  the  retui'iis  of 
each  department  and  each  clerk,  can  you  by  your 
system  of  bookkeeping  cut  out  the  deadwood,  as  it 
were?  If  not,  this  depai'tment  needs  reorganization, 
for  here  is  your  fountain  of  all  information. 

Do  you  as  a  merchant  or  manager,  consult  with 
your  help  as  to  the  buying  or  marking  of  goods? 
Surely,  because  it  cost  seventy-five  cents  you  don't 
just  mark  it  one  dollar,  for  perhaps  your  salespeople 
could  get,  yes,  one  twenty-five,  or  perhaps  more.  It 
mil  pay  you  to  refer  to  your  help.  Keep  them 
posted  on  the  latest  creations  of  fashion  and  ne^vest 
lines  on  the  market.  They  will  be  able  to  talk  to 
your  customers  with  a  great  deal  more  intelligence. 
Remember  they  have  not  the  same  means  of  ob- 
taining this  information  as  you  have. 

Perhaps  you  may  notice  something  of  imj:)ortance 
that  if  conveyed  to   one  of  your  staff  might  turn 


dollars  into  your  cofi'ers.  You  need  not  be  afraid 
to  be  seen  talking  to  your  clerks,  for  by  showing 
your  interest  in  them  you  are  adding  increased  con- 
fidence in  themselves  and  in   your  customers. 

A  business  is  .similar  to  a  clock,  the  only  differ- 
ence being,  instead  of  a  janitor,  you  need  the  brains 
of  a  shrewd  merchant  or  manager,  who  will  not 
only  wind  it,  but  will  oil  it  regularly,  and  keep  it 
running  smoothlv  to  his  own   advantage. 


Does  it  pay  to  advertise  and  run  specie: 


iL  sale- 


This  seems  a  foolish  question,  but  it  is  often  used, 
and  the  answer  is  "yes." 

Keep  strictly  to  the  letter  of  your  advertising, 
and  in  special  sales  I  think  it  well  for  your  window 
man  and  advertising  man  to  work  together  and  the 
result  will  be  satisfying  to  all. 

And  here  is  where  a  great  many  advertising  men 
fall  down.  They  think  you  cannot  have  a  special 
sale  without  slaughtering  prices,  and  where  is  there 
any  profit  out  of  half-price  sales? 

Here  is  the  idea.  Advance  sales  that  bring  in 
the  early  buyers  and  reap  the  large  profits ;  take,  for 
instance  the  January  whitewear  sale,  conducted  so 
often  by  up-to-date  houses.  Is  not  this  much  l:)etter, 
and  more  lucrative  than  a  whitewear  sale  in  July? 
Then,  why  won't  this  argument  stand  in  other  lines? 
Try  it.  Try  the  advance  sales,  and  you  will  find 
that  it  is  the  early  selling  that  stands  the  largest 
margins  and  keeps  you  in  the  customers'  eyes  ahead 
of  your  competitor. 


Death  of  John  Allan 

.Tdhn  Allan,  pr()})rietor  of  the  haljerdashery  stores 
on  Craig  and  St.  Catherine  Street';,  Montreal,  died 
suddenly  January  11th.  On  Wednesday  afternoon, 
January  10th,  Mr.  Allan  was  one  of  the  members 
of  the  winning  rinks  at  St.  Andrew's  Clul),  when  the 
opponents  were  the  visiting  Scotch  curlers.  Then 
there  was  nothing  to  indicate  his  death  within  forty- 
eight  houi's. 

Mr.  Allan  was  born  in  Strathinglo,  Fifeshire. 
Scotland,  on  November  28,  1864.  He  came  to  Mont- 
real thirty  years  ago  and  entered  the  employ  of 
Henr}^  Morgan  &  Co.  Here  he  gained  a  com])rehen- 
sive  knowledge  of  the  business;  and  about  twenty 
years  ago  started  in  business  for  himself.  The  fir-t 
store  Avas  opened  at  the  corner  of  Bleury  and  Craig 
Streets.  The  business  grew,  and  the  stores  next  door 
were  added  to  the  bu.';iness,  until  the  down-town  ac- 
connnodation  was  inadequate  to  cope  with  the  fa-^t 
expanding  business.  In  the  Fall  of  1912,  a  new 
store  was  opened  between  Victoria  and  McGill  Col- 
lege Avenue.  This  store  was  fully  de-x-ribed  in  The 
Review  of  November  15th.  • 
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PISFLAY  RACK 


The  Cross  Pile 


PATENTED. 


The  Combinat  on  Pile. 


The  Double  Tie  Rack. 


IVestern  Disfrihuler 

K.  A.  CAMERON 

204  2nd  St.  W. 
CALGARY,  ALTA. 


Will   Sell   Your   Goods 

Sell  (hem  tiiiickl.v  and  well,  while  your  salesiieople  are  bus.v. 
These  silent  salesmen  are  valuable  assets  to  an.v  business.  They 
are  used  for  ties,  liosier.v,  shirts,  i>.v.iamas,  underwear,  gloves, 
veiling's,    dress   trimmings,   etc. 

PKKE    LIST. 

Single    Section    Tie     UaeUs,    all    nickel .$12.00   dozen 

Double    Se<>tion    Tie     Racks,    all    nickel .$20.00   dozen 

Standard     Shirt     Hacks,    all    nickel .$30.00   dozen 

Standard    .Vd.justable    Shirt     Racks,    all    nickel $25.00   dozen 

Dominion  Agent 

JOSEPH    R.   WILSON 

204    Stair    Building 
TORONTO 


The  Single  Tic  Rack 


Eastern  Dhliihuler 

H.  B,  Mclaughlin 

TRURO,   N.S. 

Also  A.  T.  REID  &  CO.,  LTD.,  Toronto;   NERLICH  &  CO.,  Toronto;  DALE  &.  PEARSALL,  106  Front  East,  Toronto. 

JONES   BROS.,  Toronto. 


"KING  EDWARD" 

SUSPENDERS 
Retail  30^"^^ 


Easily  the  best  value  in  suspenders  The  comfort- 
promoting  construction  and  excellent  finish  of  "  King 
Edward"  Suspenders  make  them  very  rapid  sellers 

Berlin  Suspender  Co.,  Ltd. 

BERLIN       ::       ONTARIO 
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The  More  You  Know  About  Boys' 
Clothing  The  More  You  Will  Want 
To  Know  About  the 

LION    BRAND 

This  brand  is  of  Canadian  fame,  being  known 
from  the  far  East  to  the  extreme  West  as  the  kind 
that  holds  the  boys.  We  make  suits,  knickers, 
bloomers  and  overalls. 

Write  for  samples  to-day  and  examine  them 
carefully. 


r ^ 

THE  JACKSON  MFG  CO.,  CLINTON 


V. 


FACTORIES: 
CLINTON  GODERICH  and  EXETER 


Please  mention  The  Review  to  Advertisers  and  TJieir  Travelers. 
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Cream  and  Grey  in  Negligees 

Shirts  in  Fine  Flannels,  Ceylons,  Taffetas  and 
Mercerised  Fabrics  for  Easter—  Fall  Samples 
Selected  —  Boys'  Shirts,  Pyjamas  and  Trousers 

Shirt  maker.s  are  now  turning  their  attention 
to  negligee  wear  and  newer  styles  for  rnidsunnner. 
They  are  finished  with  early  business  placing  and  are 
busy  on  repeat  orders.  Sales  are  reported  satisfac- 
tory on  prints,  zephys,  chambrays,  Oxfords  and  mer- 
cerized fabrics.  Heavjer  cloths,  e.specially  Oxfords, 
have  done  exceptionally  well  and  a  number  of  high- 
ly finished  ve.stings  in  neat  designs  have  been  taken. 

Demand  has  included  mostly  soft  bosom  shirts 
with  hard  cuffs  and  soft  collar  and  cuff  styles  in  blue 
and  white,  black  and  white  and  pure  white.  The  lat- 
ter have  sold  in  box-pleat  and  fine  side  pleat  fronts. 
Plain  colors,  blues,  tang  and  light  grounds  are  selling 
well  and  merchants  are  being  interested  in  buying 
to  tone  up  stocks  for  Easter.  Some  novelty  patterns 
in  higher-priced  .shirts  are  being  prepared  and  there 
is  quite  a  feeling  for  vestings,  taffeta  cloths,  soiesettes, 
all  mercerized,  and  all  wool  and  Ceylon  flannels. 

Newer  patterns  in  vestings  include  stripes,  most- 
ly with  assorting  designs,  silk  polka  dot  and  incon- 
.spicuous  patterns.  Plain  taffet  cloths  and  soie,settes 
in  all  shades,  especially  blues  and  lighter  tans  will 
sell  well  after  Easter.  Midsunnner  is  expected  t(3 
develop  a  strong  selling  on  flannels  and  one  of  the 
dominant  style  notes  will  be  grays,  both  soft  light 
shades  and  darker  Oxfords  in  fine  all-wool  qualities. 
Creams  and  white  grounds,  coat  styles  with  y^  and 
i/ii-inch  line  or  l)ar  stripes  blue,  gray,  tan  and  black, 
lounge  collar  and  French  cuff  makes  are  also  leading. 
Plain  cream  always  is  wanted  for  tennis  and  athletic 
wear. 

In  ranges  of  Ceylons  there  are  numbers  of  soft, 
new  blues  or  blue  grays  and  later  patterns  .show  blues 
with  double  and  single  stripes  contrasting,  .soft  blues, 
tans  and  l)rowns.  While  these  are  novel  there  is  no 
doubt  about  heavier  flannels  in  plain  shades  of  gray 
as  the  coming  style,  bound  to  be  a  great  vogue  this 
Summer.  They  are  just  designed  and  will  appear 
simultaneou.«ly  with  New  York  samples.     Starched 


linen  bands,  negligee  collar,  i)leat  fronts,  buttoned 
til  rough,  with  French  cuffs  describes  these  novelty 
garments. 

Correct  proportions  and  roominess  are  e.ssentials 
of  Canadian  cut  in  flannels,  Ceylons  and  novelty 
shirts  on  this  order.  They  are  manufactured  to  lines 
of  made-to-measure  garments  and  one  item  alone  will 
show  to  dome.stic  advantage.  Usually,  cutters  esti- 
mate 34  to  36  yards  to  the  dozen  Ijut  samples  now 
going  forward  are  made  38  yards  of  material  in  every 
case.  There  is  a  recognized  demand  by  particular 
men  for  shirts  that  fit  and  they  prefer  buying  better 
garments,  where  comparisons  are  made  showing 
them  the  fullness,  extra  length  correctly  proportioned 
cut  and  right  hanging  garments  ensuring  wearer's 
comfort.  This  is  a  salesman's  opportunity  and  the 
safest  basis  to  build  a  satisfied  clientele. 

In  regard  to  color  there  has  been  one  minor  di.s- 
appointing  feature  and  the  reception  of  purple  and 
mauve  included  in  early  .sample  ranges  has  not  ma- 
terialized to  any  extent  so  far.  Early  books  went 
quite  strong  on  these  .shades  but  there  has  only  been 
a  fair  response  in  larger  centres.  It  is  hard  to  get 
buyers   away  from   black   and   white   and   blue   and 


Negligee   shirt  of  fine   Ceylon   flannel,   made  with   pocket   baud   of 
soft  lounge  collar  and  French  cuffs.     Neat  stripe  effects 
in  blue,  tan  and  Nile  on  cream  or  pure  white  ground. 
Courtesy,    Dufferin    Shirt    Co.,    Toronto. 
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WATCH  THIS  SPACE  FOR  OUR  LATEST  STYLES 

Here's  The  Collar 
For  Profits 

for  safe,  satisfactory  profits  for  you — 
satisfactory  wear  and  smart  appearance 
for  your  patrons.     The 
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LINOLO" 


Collar  is  Canadian  made  and  has  the 
appearance  of  the  genuine  linen  collar. 
It  is  waterproof  and   wears  like   "  iron." 

The  aluminum  non-corrosive  eyelet 
positively  prevents  broken  button  holes. 
No  collar  wears  like    "  LINOLO." 

Our  men  are  now  on  their  respective 
grounds.  Be  sure  to  see  this  collar  or 
write  for  samples. 


The  Smith -D'Entremont 

Company,  Limited 

147.S    QUEEN    STREET    WEST 
TORONTO 


m 

m 

M 


COMFORT 


gees  with  ihe  KanlKracK,  ccrr.fort  in  pulPrg  on 
and  com  foitvvhenon. owing  to  the  Patented  flex  ible 
Up  that  receives  the  strain  in  front  and  makes  the 
fit  perfect  and  to  the  patent  slit  in  the  back  which 
prevents  the  annoying  pressure  on  the  neck  from 
the  back  button.     The 

COATED  LINEN  FABRIC 

gives  the  dressy  look  of  the  best  linen  collar  without 
the  laundry  expense.  A  rub  wilh  a  wet  sponge  is 
all  it  needs. 

Give     your    customers    satisfaction    by   sellirg 
the  KantKracK. 

MADE  IN  CANADA  BY 

THE 

Parsons  &  Parsons 

CANADIAN  CO. 
Hamilton  ::  Ontario 


ciH.v;''. 
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white  both  for  selUug  and  wat^hable  reai^ovi:^.  An  in- 
creased demand  for  tans  and  champagne  or  natural 
colors  has,  perhaps,  helped  to  otl'set  expected  de- 
mands. 

Firms  which  pay  special  attention  to  boys'  shirt- 
are  diowing  chambrays  in  blue  and  tan  and  line 
stripes  in  prevailing  colors.  Detail  is  just  as  import- 
ant as  in  men's  sizes,  and  for  quick  selling  styles 
there  is  choice  selection. 

Pyjamas  and  night-gowns  in  flannelette  and  cot- 
tons are  shown  in  a  good  range  of  swatches.  One 
line  in  particular,  witli  either  military  or  French 
neck  made  of  fine  .soft  cotton  and  finii^hed  with  self 
and  blue  or  red  cotton  trimmings  is  having  a  tre- 
mendous run  for  immediate  delivery. 

It  may  be  .somewhat  premature  to  talk  about  next 
Fall  samples,  bnt  both  English  and  United  States 
manufacturers  have  forwarded  their  samples  and 
Canadian  mills  made  their  first  selections.  One  of 
the  highest  class  novelties  shows  cream  silk  and  wool 
flannel  with  fine  black  .stripe.  There  is  a  broad  range 
of  grays  with  i/4  to  1/2 -inch  stripes  with  cream,  light 
blue,  light  grey,  tan  and  purple  contrasts.  Another  as- 
sortment comprises  blue  and  black  stripes  on  decided 
white  grounds.  Roman  bar  stripes  are  also  includeci. 
These  will  be  made  up  in  coat  shirts,  negligee  styles, 
with  French  cuff's  and  soft  collars.  New  York  mak- 
ers have  shown  vertical  stripes  in  collars  for  some 
time  and  they  have  taken  freely  this  season  on 
dome-tic  Spiing  and  midsummer  samples.  It  is 
intended  that  most  ranges  will  show  this  feature. 
Samples  will  Ije  prepared  to  meet  Fall  placing  in 
•June  and  July. 

Cream  trousers  of  fine  flannels  Itotli  plain  1)1110 
and  cream  and  black  and  cream  are  ready  for  mer- 
chants who  wish  to  show  complete  outfits. 


The  Montreal  Market 

Reports  from  Montreal  indicate  that  manufac- 
turers of  men's  shirts  and  collars  have  had  a  very 
successful  season's  business.  In  some  in.stances  the 
samples  have  l)een  taken  off  the  road,  and  the  orders 
booked  will  take  the  factories  from  now  until  well 
along  in  the  Spring  to  fill  the  orders. 

In  quite  a  number  of  cases  immediate  orders  are 
called  for.  a  state  of  business  not  very  often  occur- 
ring. Tliis  points  to  a  very  healthy  state  of  busi- 
ness in  the  furnis-hin'gs  stores. 

The  winged  collar  has  been  popular  during  the 
Fall  and  Winter  seasons.  This  collar  has  small 
wings  with  either  round  or  pointed  corners.  The 
sale  of  both  styles  of  corners  have  been  equally  good, 
as  far  as  can  be  ascertained  by  the  wholesalers.  This 
collar  has  been  a  favorite  for  dress  occasion's,  for 
wearing  with  Tuxedo,  and  with  the  popular  semi- 
regatta  shirt. 


^lerchants  who  stocked  this  line  of  collars  have 
received  a  good  .share  of  the  high-class  business  that 
would  otherwise  have  gone  to  their  competitors.  Of 
course,  as  Spring  advances,  the  sale  of  this  variety 
of  collar  will  gradually  drop  off  on  account  of  the 
growing  demand  for  soft  collars. 

Orders  for  Spring  and  Summer  show  an  increase 
in  fa\or  of  the  soft  collar.  During  these  seasons 
the  sales  are  expected  to  over-reach  those  of  last  year. 
While  some  people  are  inclined  to  think  these  col- 
lars are  on  the  unpopular  side,  men  who  know,  ,say 
the  future  seasons  will  be  better  tluni  tlio-e  of  1011. 

The  double-band  clo.se-fitting  collar  is  still  with  us, 
and  pronnses  to  stay  for  some  time  to  come.  While 
there  is  some  talk  of  a  wider  opening  at  the  lower 
part,  so  as  to  faciliate  to  wearing  of  wider  ties;  this 
report  is  only  true  in  a  few  lines  of  the  narrow- 
banded  styles.  For  the  most  part,  the  largest  orders 
for  Spring  have  been  given  for  the  style  of  close- 
Ktting  collar  that  has  been  seen  so  nnicli  in  the  past 
few  months.  Although  this  collar  is  a  little  more 
difficult  for  the  manufacturer  to  jH'oduce,  as  long  ds 
the  public  seems  inclined  to  adhere  to  it  the  manu- 
facturer will  continue  to  produce  the  popular  lines. 

Of  course,  the  change  in  style  of  collars  will  in- 
crease the  sales.  The  .success  of  any  line  of  collars 
is  in  a  great  measure  due  to  the  manner  in  which  the 
merchant  ]>ushes  the  lines.  The  manner  of  recom- 
mennding  a  certain  line  of  new  goods  is  responsible 
for  the  introduction  or  the  shutting  out  of  the  line. 
It  is  u])  to  the  sales  force  to  succeed  or  fail.  Which 
will  it  lie.  in  your  collar  department? 

Temperature  in  Hats 

At  the  Exhibiti(»n  of  Hygiene,  which  was  held  at 
Dresden,  Oermany.  during  the  recent  summer,  some 
interesting  experiments  were  carried  out  to  find  the 
temperature  of  the  air  within  several  different  sorts 
of  hats  whilst  they  were  being  worn.  When  the  test 
was  made  the  external  temperature  in  the  sun  was 
96.8  degrees. Fahrenheit,  and  the  temperature  inside 
the  hats  were  as  fallows: 

Panama     77.9  degrees 

Straw  hat   79.9 

Soft   white    felt 86. 

Silk   hat    89.0       '' 

l?lack   bowler    92.8       " 

Cloth    Cap    94.1       " 

Prussian    helmet    97.7       " 

Yachting  cap    9S.() 

Contrary  to  what  might  have  been  exi)ected,  the 
silk  hat  comes  rather  well  out  of  the  test,  though  we 
suppose  that  the  temperatures  would  vary  according 
to  the  degree  of  hot-headedness  of  the  wearers.  Tlie 
general  im))ressi()n  is,  of  cour.se,  that  the  tenspera- 
ture  inside  a  silk  hat  is  usually  several  degrees  high- 
er than  outside. 
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GET    OUR    LINE 


OF 


REGISTERED 


To  be  shown  by  only  one  Merchant  in  a  Town 

Merchant  Clothier !     Reduce    your    ready-made  stock    by  selling    made-to-measure  clothes.     Get 

our  Line. 
Merchant  Xailor!     Show  two  hundred  "  new  "    styles  and  capture  the  business  now  taken    from 

your  town  by  outside  rivals.     We  make  clothes  as  good  as  YOU  DO.     Get  Our  Line. 
Men's  Furnisher  !     Add  a  profitable  side-line  to  your  business,   Made-to-measure  Clothes.     Watch 

it  grow.     Get  Our  Line. 
Dry  Goods  Merchant  !       You    can    sell    men's   made-to-measure    clothes.     W^e     start  you    right. 

Get  Our  Line. 
General  Store   Merchant  !     Your  store  is  not  general  without  a  made-to-measure  department.     We 

equip  you  with  everything  necessary.     Every  sale  brings  big  profits.     Get  Our  Line. 

FACTS: 

SIX  DAY  DELIVERY  (from  receipt  to  shipment.) 

GUARANTEE — If  not  satisfactory,  your  money  back. 

Dawson     Clothes    retain    their     shape,    because    they    are    custom    tailored. 

Write  now  for  Spring  and  Summer  Samples 

John  Dawson,  Limited,   145  church  street,  Toronto 


Our   Travellers   are   on    the   road   with    Spring   lines   of 

Chester  Suspenders       Chester  Garters 

and  Leather  Behs 


Every  Men's  Furnisher  will  be  interested  in  the  New 
Models    we    are    showing. 

If   you  have  not   seen  our  line,  write  us  and  we  will 
arrange  to   have   our  travellers  call. 


HALLS    LIMITED 

MANUFACTURERS 

BROCKVILLE  -  -  ONTARIO 

Full   stock  carried  at  our  Winnipeg  Warehouse,   148  Princess  Street 


Please  mention   The  Review  to  Advertisers  and   Their  Travelers. 


Complete  Boys'  Wear  Windows  for  Spring 

He    is    a    Wise    Merchant    Who    Now    Caters  to  the  Child  and    Brings    Him 

Along     as     a     Customer  —  How     to     Make     an     Appropriate     Background, 

Assemble   and  Perfect  the   Window 

(For    the    "Review"    by    H.    J.    Rutherford,    Koester    School.) 


COMPLETE  wintiovv  displays  of  ready-wearing 
apparel  for  boys  and  children  are  essential 
to  the  success  of  a  department  devoted  to 
these^ lines  just  as  well  as  to  tlie  larger  items  in  any 
other  department  of  male  attire.  The  merchant 
heretofore  hiolding  back  on  this  line  in  favor  of 
men's  weair  \dll  ha,A^e  to  come  in  on  a  new  tack,  be- 
cause in  looking  to  the  futiu'e  it  is  the  point  of  wis- 
dom to  cater  to  the  child  who,  later  on,  becomets 
the  man  who,  as  a  customer,  is  either  for  or  against 
the  meiichant  on  account  of  these  early  I'ecollections 
and  lack  of  attention. 

In  dej^artment  stores  where  display  space  in 
.show  windows  is  figured  on  a  rental  basis,  depart- 
ment managers  for  boys'  and  children's  clothing 
insist  on  complete  window  displays  for  these  lines 
and  such  ha^'e  proved  successful.  In  many  of  these 
stores  each  puljlicity  item  is  a  direct  charge  to  the 
department  and  the  watchful  manager,  in  order  to 
make  the  best  showing  po.ssible  for  his  department, 
is  bound  to  lop  off  all  items  of  expense  tliat  have 
n'otr  been  found  to  pay ;  but  experience  has  t^aught 
him  that,  it  pays  to  give  the  greatest  publicity  and 
di.splay  to  his  merchandise.     Hence  it  is  that  his 


demands  are  for  a  boys'  clothing  and  furnishings 
window  complete  and  he  is  able  to  show  by  com- 
parison that  he  must  have  as  great  displays  for  this 
line  as  for  the  men's  department. 

The  exclusive  male  outfitting  store  needs  to  fol- 
low suit,  to  keep  up  with  the  proceasion.  If  the  dis- 
j)lay  win^dows  are  few  in  number  this  plan  has  a 
tendency  to  lend  variety  to  the  exhibits  because  it 
is  not  necessary  to  have  something  of  all  the  differ- 
ent lines  carried,  in  the  windows  all  the  time,  i'^'ar 
better  results  are  obtained  by  confining  the  display 
to  one  line  and  carrying  out  that  idea  complete. 

An  attempt  in  this  direction  is  shown  in  the 
picture  of  a  window  display  of  boys'  and  children's 
wear  with  this  article.  Three  separate  groups  of 
ready  wearing  apparel  for  Spring  are  assembled  to 
form  the  comjilete  window.  The  mirror  background 
is  framed  in  green  tarletan  Avith  sprays  of  Spring 
foliage  at  tihe  far  corners  in  an  effect  of  growing 
vines.  The  floor  is  covered  with  Japanese  wood 
■\-eneer  in  imitation  of  parquettry  flooring.  This  is 
prod'U'ced  by  cutting  squares  of  compo  board,  mount- 
ing bias  strips  of  wood  veneer  on  top  of  this  and  then 
setting  together  in  the  form  of  laying  a  tile  floor. 


An  effective  wiridovA'  grouping  of  boys'  wear.     See  article. 
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In  order  to  serve  a  purpose  of  helpfulness  to  tbe 
merchant  and  trimmer  it  is  necessary  for  trade 
papers  to  forecast  style  events  and  idea«  months  in 
advance  of  the  time  when  such  are  to  be  put  in  effect, 
w*hich  is  the  reason  for  showing  a  display  of  Spring 
merchandise  at  this  eai'ly  date. 


Spring  Clothing  Outlook 

Conservative  Tendency  Noted  Among  Buyers 

in  Some   Localities  —  Merchants'   Opportunity 

in  Children's   Play   Suits. 


source  of  profit.  The  range  includes  also  many 
character  suits,  such  as  scout,  Indian,  cowbay  and  so 
on,  for  which  there  seems  to  be  a  steady  call  from 
the  playground  at  the  present  time.  During  the 
past  Christmas  season  one  large  department  sold  over 
900  scout  and  Indian  suits.  This  is  a  fact  which 
should  suggest  something  to  the  local  retailer. 

Wash  suits  will  be  a  strong  feature  of  the  ap- 
proaching season  chiefly  in  sailor  and  Russian  styles. 
Almost  any  material,  such  as  linens,  crashes,  piques 
and  flannels,  suitable  for  tubbing  will  be  acceptable. 


While  all  signs  point  to  a  profitable  Spring  sea- 
son reports  come  from  some  quarters  that  placing 
has  been  done  along  very  conservative  lines,  and  that 
merchants  are  not  hesitating  to  look  to  the  manu- 
facturer for  supplies  at  short  notice.  It  is  likely  that 
good  house  lousiness  will  Ije  done  during  the  next 
month,  as  the  quest  for  novelty  and  distinctive 
feature  in  some  lines  is  proving  a  sti'ong  inducement 
to  buyers  to  come  to  market  more  frequently.  Style 
has  also  become  an  exceptionall)'  strong  factor,  and 
in  some  localities  there  is  still  a  demand  for  some- 
thing that  indicates  an  advance  or  a  departure  from 
the  strong  vogue  for  conservative  lines.  Particularly 
in  small  boys'  wear  is  this  quest  becoming  more  in- 
sistent. The  gTowtJh  of  this  department  has  been 
such  that  merchants  generally  now  see  in  it  a  good 


The  travelers  of  Stanfield's,  Limited,  are  now  on 
the  road.  For  Eastern  Ontario  and  the  Province  of 
Quebec,  Lea  Gauvrean  is  the  representative.  E.  A. 
Murray  is  for  the  Provinces  of  New  Brunswick  and 
Prince  Edward  Lsland.  M.  R.  McArthur  will  be  the 
succes.«ior  to  the  late  C.  O.  Douglas  in  British  Colum- 
bia. In  Alberta,  they  will  be  represented  by  Howard 
Heisler,  lately  with  Hewson's.  In  Saskatchewan, 
•T.  E.  Searle,  lately  with  Garneau,  Limited,  of  Mont- 
real, will  have  the  line;  and  Frank  McDougall  will 
represent  them  in  Manitoba  and  Western  Ontario. 
G.  M.  AVhelpley  will  retain  the  line  for  Central  On- 
tario, he  will  be  ably  assisted  by  J.  H.  Searle ;  while 
L.  M.  Christie  will  have  Nova  Scotia  and  Newfound- 
laud. 


Tr 

ASBESTOL 

GLOV& 

ia  action 
stands- 
tfic  test! 


The  Merchandise  Manager  Says; 

'Show  me  the  glove  buyer  who  says  'a  glove  is  a  glove  so  long 
as  it  sells  and  pays  a  good  profit,'  and  I'll  show  you  the  man  who 
hasn't  made  a  success  of  his  department." 

Most  any  glove  will  sell  and  bring  the  wanted  profit.  But  the 
old  experienced  glove  buyer  looks  farther  ahead — he  sees  the  glove 
on  the  hands  of  his  customers.  And  he  knows  if  the  glove  goes 
wrong  or  does  not  give  the  right  sort  of  service,  that  customer 
may  be  lost. 

That's  the  one  big:  reason  why  the  successful  glove  buyers  everywhere  have 
turned  to  the  "ASBESTOL"  line.  They  are  certain  that  the  "ASBESTOL" 
gloves  and  mittens  will  give  their  customers  the  satisfactory  service  they 
rightly  expect.  They  know  there  will  be  no  "comebacks"  or  complaints, 
for  the  line  has  the  reputation  of  the  most  dependable  on  the  market. 

n  The  "ASBESTOL"  line  embraces  the  very  best  selling  ideas  in  heavy 
service  gloves  and  mittens.  There's  a  style  for  every  need  and  a  glove  that 
will  stand  the  most  rigid  tests,  such  as  water,  steam  or  heat.  Your  jobber 
can  supply  you. 

:trade-mark  "ASBESTOL"  Tn^'TanadS 

The\  ' '  Tom   Thumb  ' '  trade  getters  are  yours  Jor  a  rer/iiest  to  our 
advertising  department. 

Eisendrath  Glove  Co.,  Chicago 


J 
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Re^al      0/itincr^^  Shirts 


FOR     SMART    DRESSERS 

MADE     BY 

The  Regal  Shirt  Co.,  Limited 


HAMILTON 


ONTARIO 


Please   mention   The  Review   to  Advertisers  (ind   Their  Travelers. 
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Re^al  *'  Dress  "'    Shirts 
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Window  Trimmers' 

First  Annual  Display  Contest  And  Prizes 

19  12 

Awards  to  be  made  at  the  August  Convention,  Canadian    Window    Trimmers'   Association. 

Twenty  Valuable  Prizes 


Handsomely  Engraved  Silver  Loving  Cup.       Five  Gold  and  Silver  Medals. 
Air  Brush,       Special  Manufacturers'  Awards- 
Classification  of  Prizes: 

Class  1 — .^nual  Grand  Prize. — Silver  loving  cup,  suitably  engraved,  for  the  l)est  eollection  of  good  or  original 
window  and  unit  trim  photographs  submitted  by  contestant  during  the  year,  ("up  to  become  propert.v  of  the  win- 
ning decorator  each  year.     Presented   by   Dry   Goods   Review. 


Original  Windows 


Class 

or   over. 


-Open    to    all    trimmer.?    iu    cities    of    100,000 

1st    Prize— Gold    Medal. 
2nd   Prize — Silver  Medal. 

For  the  best  winclow  of  the  year  showing  most 
beautiful  and   original  background   and   groupings. 

Merchandising  Windows 

Class  4 — Open  to  all  trimmers  in  towns  and  cities 
up  to  50,000. 

1st    Prize— Gold    Medal. 
2nd  Prize — Silver  Medal. 

For  the  best  display,  merchandising  or  business- 
bringing  windows  .ludged  by  sales  and  effective  arrange- 
ment for  such  event. 


Holiday  or  Opening  Windows 

Class  3 — Open  to  ;ill  trimmers  in  cities  from  50.000  to 
100,000. 

1st    Prize— Gold    Medal. 
2nd  Prize — .Silver  Medal. 

For  best  holiday  or  opening  window,  millinery  and 
ready-to-wear   display. 

Men's  Wear  Windows 

Class  5 — Open   to   men's  wear  trimmers  of  Canada. 

1st    Prize — Gold    Medal. 
2nd  Prize — Silver  Medal. 

For  best  men's  wear  units  and  furnishing  tables  or 
windows  dressed,  showing  arrangement  of  units  iu 
completed    trim. 


Class  6— Card  writers'  Grand  Prize 


Fountain    Air    Brush   for    best    collection    of   show    cards    .-uid    practical    tickets    submitted    by    contestant    showing 
work    used    in    actual    merchandising.      Model   F    Air  Brush,   donated   by   Paasche  Air  Brush  Co.,   Chicago. 


Floral  Decorations 


Class  7 — Open  to  all  trimmers. 

1st     Prize — $10.00     in     cash. 
2nd   Prize — ,'^5.00   in   cash. 

Awarded   by  Botanical  Decorating  Co.,  Chicago.     For 

best  window  or  interior  decoration  trimmed  with  artifi- 
cial  flowers. 


Original  Drape  or  New  Form 

Class  8 — Open   to  all   trimmers. 

Prize — Gold-headed    cane. 

Awarded  by  Dale  &  Pearsall,  Toronto.  For  best 
original  di'ape  on  any  of  their  fixtures  or  forms,  or  for 
new  model  stand  and  drape  suitable  for  commercial 
purposes. 


Unit  Trims 


Class  9 — Open   to  all  trimmers. 

1st    Prize — $10.00. 
2nd    Prize — $5.00. 

Awarded   by    Clatworthy  &  Son,  Ltd.,   Toronto.      For 

best    unit    trims    or    displays  on    metal    fixtures     (dry 

goods   or  men's  furnishings)  and     combined     arrange- 
ment  of  same. 


Best  Dressed  Show-cases 

Class   10 — Open    to   all  trimmers. 

1st  Prize — Gold   Medal. 
2nd   Prize — Silver   Medal. 

Awarded    by    Jones    Bros.    Co.,    Ltd.,    Toronto.      For 

best  dressed  showcase,   any  line  of  merchandise  in  cases 
manufactured  by   this   firm. 
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Background  Suggestions 

Class  11 — Open  to  all  trimmers. 

1st    Prize — Brass    candlesticks. 

Awarded    by  Toronto   Brass   Mfg.   Co.,   Toronto.     For 

best  practical  backgrouufl  suggestion  or  period  setting. 

Best  arranged  Men's  Wear  Store 
or  Clothing  Department. 

1st  Prize-$10.00 
2nd  Prize -$5.00 

Awarded  by  Taylor  Manufacturing  ro..  Hamilton,  for 

best  Men's  Clothing  Section  or  Kxchisivc  Men's  Wear  Store 
equipped  with  Taylor-Made  Riiclc  System. 


Best  Show  Case  Display 

Class  12 — Open  to  all  trimmers. 
1st  Prize— $10.00. 
3nd   Prize— $5.00. 

Awarded  by  Joseph  K.  Wilson,  Toronto.  For  best 
counter  or  case  displays  fitted  with  (Essex)  S.  X.  dis- 
play   racks.     Any   suitable  line   of  merchandise. 


Best  arranged  Ready-to- Wear  Showroom. 

1st  Prize-$10.00 
2nd  Prize-$5.00 

Awarded  by  Taylor  Manufacturingr  Co.,  Hamilton,  for 

best  Women's  Ready-lo-Wear    Department    equipped  with 
Taylor-Made  Rack  System. 


Terms  of  Contest 


-All    members    of    the    Canadian    Window    Trimmers'   Association   are  eligible  to  enter  in   any   class  without  restric- 
tions,   except    that   no    trimmer    can    enter   a    class    in   a   city  of  less   population   than   that   stipulated. 

Any   number   of   photographs  can   be   submitted,  but     one    view     onl.v     is    necessary     to    enter    competition     in    any 

class. 

Photographs    must    be    of    this    year's    work,    and  must  not  have  been  submitted  in  .-«ny  otlier  contest  or  puljlished 
elsewhere. 

All    photographs    to    be    forwarded    to    the   secretary    at    time    goods    are    displayed    to    be    filed    for    Grand    Prize. 
Pictures   will   be  returned  to  contestants  after  the   Convention,   if  requested,   except   classes   10   and    12. 

Contestants   must   give  detailed   description  of  windows,    color    scheme    and    general    plan,    cost,    etc.,    marked    on 
back    with   name   and    address,   and    whether   for   Annual   Contest.      Class   number   must   also   lie  designated. 

All   windows,  unit  trims  or   show   cards   to   be   available    for    publication    in    Dry    Goods    Review. 


Contest  Closes  August  1st,  1912. 


Importance  of  Awards. 


Points  Considered 


All  Decorators  and  Cardwriters,  aiming  at  proficiency  or  better  results 
will  submit  photographs  in  different  classes  because  each  award  stands  for 
individual  success  and  distinction.  The  honour  to  be  gained  is  valuable.  To 
receive  a  prize  in  any  of  these  classes  it  is  assured  trimmers  they  must  submit 
their  best  work  and  efforts  to  gain  such  distinction.  Each  a-ward  is  a  lasting 
testimonial,  designates  a  premier  position  and  is  considered  as  such  by  competent 
judges  and  fellow  trimmers. 

Prizes  will  be  beautifully  designed  and  engraved  -with  trimmer's  name, 
date,  class  or  proficiency  it  represents.  Every  trimmer  has  an  equal  chance 
in  competing  'with  trimmers  -working  under  similar  conditions,  windows, 
appropriations  and  merchandising  schemes.  Compete  for  Grand  Prizes  and 
Special   Prizes   and   send   along   photographs. 

In  judging  windows  submitted,  the  judges  appointed  by  the  Prize  and 
Reception  Committee  will  be  disinterested.  Each  display  is  to  be  considered 
as  to  its  merits  under  the  conditions  implied  in  each  class.  Three  trimmers 
of  recognized  authority  will  be  appointed  judges  and  will  award  prizes  for 
attractiveness,  originality,  selling  merit  and  general  effect  gained  for  merchandise 
shown,  relative  to  the  different  competitions. 


Canadian  Window  Trimmers'  Association 


143  University  Ave. 
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NECKWEAR  AND  ACCESSORIES 


I,-, 


It 


Many  Novelties   Shown 

Neckwear  Season  One  of  Great  Promise  —  New 

W^eaves  and  Patterns  in  Great   Variety  —  The 

Favored  Colors. 

THE  nianiifacturer  of  neckwear,  w'ho  must  pre- 
pare for  a  season  from  six  months  to  one  year 
in  advance,  selecting  those  fabrics  which,  experi- 
ence teadies  him,  will  appeal  to  the  consumer,  is 
the  man  who,  more  than  anyone  else,  governs  neck- 
wear styles  and  designs  at  the  present  time.  Of 
course,  every  retailer  has,  or  claims  to  have  a  par- 
ticular trade  of  his  own,  which  demands  only  a 
certain  style  and  design.  This  applies  more  par- 
ticularly to  the  furnisher  who  is  doing  an  exclusive, 
high-class  trade,  but  the  average  dealer  in  neckwear 
must  buy  and  sell  what  the  manufacturers  are 
showing. 

For  Spring,  the  1  3-8  and  1  3-4  inch  Derby  will 
prevail.  These  will  be  shown  with  border  end  effects, 
with  plain  centres,  also  l)ar  effects  in  a  great  variety 
of  designs  and  ground  colorings.  Plain  poplins  with 
cord   up    and    down,   cut   from    48-inch    materials. 


specially  woven,  will  be  in  great  demand.  The  lead- 
ing colors  will  be  all  shades  of  blue.  Alice,  Copen- 
hagen, delft,  royal,  Connaug'ht,  light  and  dark  navy. 
Purple  should  be  strong,  particularly  for  the  Easter 
trade.  Paddy  green,  browns,  and  tans  will  also  find 
ready  sale.  The  bias  derby  for  75c,  $1.00  and  $1.50 
neckwear  must  not  be  overlooked.  This  is  one  of 
the  best  styles  to  stock,  being  made  with  thin  inter- 
lining, they  can  be  easily  tied  into  the  small  knot 
so  desirable  for  the  close-fitting  collar.  Bar  stripes 
have  never  been  strong  sellers  in  Canada,  but  for 
1912  trade,  the  trade  will  show  more  of  these  styles 
than  ever  before. 

Among  the  new  fabrics  shown  are  shadow  weaves, 
veiled  zibelines,  accordeon  silks,  and  several  new 
brocades.  There  are  reps  in  plain  shades,  moire 
effects,  matalassie  bar  patterns,  inconspicuous  checks, 
Roman  and  shadow  bars,  pencil  stripes,  matte  weaves 
and  a  few  Paisleys.  Some  novelties  are  worked  out 
in  medallion  designs,  and  the  vogue  for  bars  is  re- 
sponsible for  a  numl)er  of  unique  knot  treatments. 

A  resume  of  the  many  striking  groupings  shown 
for  Spring  will  indicate  the  wide  range  of  novelties. 
They  include  tan  with  gold,  purple  and  gold,  blue 


Spring  tie  fabi'ius  by  .Jolinstou,  Parker  & 
Frame.  Toronto,  showing  designs  and  weaves 
in  liiglier  class  novelties  featured  in  their 
range.     Shadow,  bar  and  Roman  stripe  effects. 
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We  have  assembled  a  collection  of 
Neckwear  this  season  which  for  novelty, 
completeness  and  extent  is  magni- 
ficent. 

We  doubt  if  it  can  be  surpassed  by 
any  leading  New  York  or  London 
neckwear  manufacturer. 

Just  look. 


Niagara  Neckwear  Co. 

Limited 

Niagara  Falls 
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and  gold — 2)ractically  the  range  of  shades  with  gold 
bars ;  brocades  also  with  crossbars  or  bias  stripes,  bias 
Roman  stripes,  broken  with  brocaded  bars  in  all 
colors,  accordeon  and  shadow  effects.  Among  the 
lighter  novelties  are  pirle  with  grey  or  purple  and 
champagne  with  Roman  stripes. 

Among  knitted  and  crocheted  lines  there  are 
numerous  designs  made  of  wood  silk  and  mercerized 
yarns  which  promise  well.  New  weaves,  designs  and 
color  combinations  are  being  shown  by  firms  making 
a  specialty  of  both  hand  and  machine  crochet  neck- 
wear. Foremost  are  bar  designs  in  contrasting  colors, 
introducing  some  handsome  Roman  stripe  effects. 
It  is  expected  that  crochet  novelties  will  continue  in 
favor  althought  it  is  not  expected  that  Spring  sales 
will  compare  with  holiday  selling. 

The  ranges  for  the  new  season  are  certainly  full 
of  promising  novelty,  and  buyers  have  every  reason 
to  view  the  ])rospect  with  considerable  enthusiasm. 


Customer  Gave   His  Guarantee 

.J.  J.  McNab.  Listowel,  relates  the  following  in- 
cident, in  which  it  paid  to  exchange  gloves  not 
bouaht  at  his  store. 


"1  had  a,  case  of  a  customer  coming  back  with 
a  i^air  of  gloves  which  had  been  sent  as  a  present, 
and  when  they  arrived  they  were  too  small. 

"This  person  was  a  regular  customer  of  ours. 
When  the  request  was  made  of  us  to  exchange  the 
gloves  I  hardly  knew  what  to  do  at  first,  but  after 
thinking  a  moment  or  so  I  decided  that  it  would 
be  bettei'  to  exchange  the  gloves,  and  have  a  satisfied 
customer  than  to  refuse  the  request  and  have  a  dis- 
satisfied customer.  This,  I  concluded,  would  per- 
haps do  us  more  harm  than  the  loss  of  a  dozen  pairs 
of  gloves. 

'T  finally  told  our  customer  that  the  line  of  gloves 
we  hanlled  were  guaranteed,  and  that  if  they  would 
stand  by  the  gloves  they  wished  us  to  exchange,  so 
that  we  could  sell  them  and  guarantee  them  the 
same  as  we  had  always  done  our  own,  we  would  only 
be  too  pleased  to  oblige  them  by  exchanging  the 
gloves.  To  this  they  agreed.  The  exchange  was 
made,  and  we  had  a  satisfied  customer  still  on  our 
list.  Had  we  refused  the  exchange  we  would  have 
been  minus  a  satisfied  customer  and  plus  a  dissatis- 
fied one." 


Three  novelty  crochet  tics  in 
bar  and  fancy  stitch  effect.  — 
Sliown  by  Laces  and  Braid  Mfg. 
C;o.,  Toronto. 


Tie  sliowing  tlic  new  medallion 
effect.  —  Courtesy  Tooke  Bros.. 
Limited,  Montreal. 


Swatch  of  silk  zibeline  in 
veiled  effect  for  ties.i.of 
bar  and  bias  design.  A 
wide  range  of  rich  color 
effects  is  shown  in  these 
fabrics. 


Courtesy  Sword  Neckwear 
Co.,  Toronto. 


Court  at  Ottaw^a  Means  Much  to  Clothiers 

Presence  of  Royalty  at  Ottawa  Means  Much  to  Men's  Wear  Dealers  of 
That  City  —  Great  Scurry  for  Conventional  Attire  on  Occasion  of  Levee 
—  Regulations    Imperative  —  Duke  of  Connaught  an  Immaculate  Dresser  — 

What   He   W^ears 

(For  the    "Review"    by    P'red    James.) 


SOME  time  before  die  Duke  and  Duchess  of 
Connaught  arrived  in  Ottawa  to  take  up  their 
residence  as  representatives  of  the  King  in 
Canada,  wiseacres  predicted,  that  if  in  no  other  way, 
the  presence  of  royaUy  would  be  a  good  thing  for  tlie 
tailors  and  men's  furnishers  of  the  city.  The  wise- 
acres were  right  in  this  case.  Since  the  duke  anived 
men  who  never  wfoTe  a  silk  hat  in  their  lives  before 
have  worn  them.  Since  that  eventful  day  many  men 
who  previously  boasted  tlhat  they  had  never  put  on  a 
dress  suit  have  been  seen  in  public  places  attired  in 
that  very  conventional  attire. 

More  new  silk  hats  and  frock  coats  were  worn  in 
Ottawa  'on  the  14th  day  of  October,  the  day  the  duke 
and  his  consort  arrived,  than  have  ever  been  worn 
before  on  any  one  day  in  the  history  of  the  city.  The 
glossy  sky  piece,  which  might  be  termed  the  pinnacle 
of  conventiionalism,  was  selling  at  a  premimn  up  to 
the  arrival  of  the  new  governor-general,  and  has  sold 
well  since  then. 

Tailors  Were  Busy 

The  levee,  'held  on  the  night  of  the  16th  of 
November,  following  the  opening  of  parliament  in 
the  afternoon,  was  the  largest  ever  held  in  Ottawa. 
Over  4,000  people  attended.  The  regulations  require 
gentle-men  who  attend,  to  wear  full  dress,  consequent- 
ly the  tailors  of  the  city  made  hundreds  of  dress  suits 
during  the  two  or  three  weeks  before  the  function. 

\Wien  other  Governors-General  resided  in  the 
capital  it  was  not  considered  a  breach  of  eticjuette 
for  a  young  man  to  go  to  the  theatre  and  sit  in  the 
auditorium  without  wearing  a  dress  suit  when  the 
governor-general  was  present.  But  now  the  most 
rabid  democrat  estimates  that  when  royalty  is  pres- 
ent at  the  theatre  he  should  show  his  respect  by  dre.ss- 
ing  correctly  to  attend  the  performance. 

More  Extertaixixg — More  Clothes. 
The  testimony  of  the  leading  tailors  of  Ottawa 
is  that  more  dress  suits  have  been  sold  in  the  capital 
during  this  one-half  spent  season  than  there  has  been 
for  the  past  three  seasons.  This  is  accounted  for 
by  the  fact  tliat  there  has  been  far  more  enlertaining 
done  in  the  city,  becau.-e  of  the  prc.-ence  of  royalty, 
than  in  ])revious  years. 

Wh.vt  the  Duke  Wears  and  How. 
Early  in  the  morning  he  may  be  seen  in  the 
grounds  at  Rideau  Hall  dreseed  in  a  light-colored 
jacket  suit  and  wearing  a  .soft  knockal)out  hat  or  a 
typical  English  cap.  When  bu.siness  takes  him  to 
Parliament  Hill  lie  dons  the  late.st  style  of  derby  and 


morning  coat,  with  striped  trousers,  which  gives  him 
the  appearance  of  a  handsome  and  prosperous  busi- 
ness man.  If  he  bas  to  be  present  at  any  semi-formal 
function,  then,  of  cour.«e,  he  dons  a  frock  coat  and 
silk  hat.  At  tllie  theatre,  he  wears  the  ordinary  dtess 
.suit  with  the  decorations  of  honor  under  his  coat. 

H.  R.  H.  IN  Furs. 

Since  the  \ery  cold  weather  set  in  he  has  appear- 
ed ui)town  in  a  beaverskin  coat  and  mink  cap,  w'hich, 
incidentally,  he  purchased  at  Devlin's  in  Ottawa. 

On  a  few  occasions  H.R.H.  has  been  seen  wearing 
one  of  the  popular  soft  hatsi  of  a  green  shade.  Being 
a  thorougih  military  man,  and  holding  several  high 
ranks  in  the  Imperial  army,  his  military  warch'obe 
is  very  extensive  as  he  has  demonstrated  at  the  sev- 
eral military  inspections  he  has  made.  He  is  a 
splendidly  built  man  and  can  show  his  clothes  off  to 
the  very  best  advantage. 

Aides  in  Clothes  of  English  Cut. 
Tlio  half  dozen  aides-de-camp  on  the  staff  of  the 
duke  are  young  Englishinen,  all  very  handsome  and 
all  are  particular  and  immaculate  drevssers.  Beyond 
wearing  fur  cioats  'these  young  men  wear  clothes  of 
a  di-stinct  English  cut.  They  are,  however,  models 
for  many  of  the  well-to^do  young  men  in  the  best 
society  in  Ottawa. 


Sniuiili's    (if   Silling  iicckwcar  .showing   liar   design   in    nniirc.  malal 

as.sie    sti'ipes,    repps    and    brocades    in    prevailing    widtlis. 

Courtesy  of  Powke,   Singer  Co.,  Toronto. 


Lesson  14— Complete  Course   in    Cardwriting 

Lettering    That    Has    the    Good    Points    of    Roman    but    With    More    Speed 
—  The     Ribbon     as    a     Decoration  —  Getting    an     Easy     Swing    in    Writing 


(By    J.    C,    EJwards.       Copyright.    Canada.) 


AT  the  first  glance  one  might  say  that  this 
lettering  is  the  same  as  the  Roman  slant 
or  Italic  style;  but  upon  examination  the 
diflferemee  is  quite  marked.  In  the  first  place,  all 
spurs  are  eliminated  and  in  every  way  possible  the 
letters  are  formed  with  the  object  of  promoting  speed 
and  giving  a  continuous  or  writing  effect. 
Speedier  Than   Roman  Italic. 

Considerable  time  is  wasted  in  executing  the 
Roman  ItMic  because  of  the  spurs  and  the  abrupt 
stops  as  in  the  "K",  "W"  and  "V". 

This  style  of  letter  is  easily  and  quickly  made 
and  when  properly  \\Titten,  each  letter  will  be  join- 
ed, giving  the  efi'ect  of  continuous  writing,  and  yet 
it  is  quite  legible. 

Getting  the  Easy  Swing. 

There  is  sonie  knack  in  getting  that  most  desir- 
able free  and  eaisy  motion  in  writing  brush  script. 
The  bruwh  muist  be  held  at  the  same  angle  always, 
and  when  the  stroke  is  ended  at  the  bottom  line  the 
brush  should  be  quickly  returned  to  the  top  ready 
to  commence  Che  next  down  stroke. 

Practice  will  give  you  an  automatic  motion — 
almost  mechianiical.  This  is  desirable  as  it  gives 
speed  and  confi<l('nce  which  is  readily  scon  in  the 
finshetl  work. 

CoNTiNiois  Stroke  Letters. 
There  are  several  letters  in  this  al[)haliet  which,  in 
making,  there  is  no  necessity  to  lift  the  Ijrus'h  ott' 
the  card  until  the  letter  is  completed.  Such  letters 
ais  "^\"  and  ''V"  (iQime  uivdcr  this  head,  also  the 
"Z"  if  made  as  the  smtill  shaded  letter  without  add- 
ing stroke  four  as  shown  in  the  larger  "Z". 

Practical  Pen  Lettering. 

This  style  of  lettering  lends  itself  readily  to  i)en 
work.  The  l)road  fiat-pointed  ( "Soennechen"')  ])eiis 
are  u.-cd  in  various  sizes  according  io  the  size  of 
lettering  you  de.sire.  For  small  tickets,  a  No.  21/1' 
pen  makes  a  very  neat  sized  letter,  while  for  larger 
card  w(»rk  a  No.  1  or  1%  is  not  too  In'oad.  A  great 
deal  of  practice  is  nece.ssary  to  use  the.se  pens  well, 
but  when  it  is  accomplished  the  result  is  very 
pleasing. 

The  Decorative  Ribbon. 

In  making  decorative  cards  the  ribbon  in  a  great 
many  forms  may  be  used  to  'advantage.  The 
simplest  forms  are  easily  made  and  are  c^uite  as 
effecti\-e  as  the  more  elaborate  styles.  The  one  illus- 
trated in  the  card  here  shown  is  perhaps  a  little  com- 
plicated, but  is  quite  decorative  and  adds  tone  to  the 
card. 


Though  Effective — An'oid. 
You  will  notice  that  the  lettering  in  this  card 
overlaps  the  ribbon  decoration  and  is  practically  lost, 
tlms  breaking  the  sense  of  the  reading  matter.  This 
.should  never  be  .-een  in  any  card  used  on  a  display 
of  merchandise.  The  ]'ibl)on  may  be  made  in  a 
fiat  color  or  may  he  ma.'de  in  White  shaded  with 
some  dainty  tint  and  l)earing  the  heading  or  the 
important  inscription  plainly  lettered  or  .shaded. 

The  Ribbon  in  Relief. 

Many  forms  of  relief  are  resorted  to  in  .show  card 
work.  The  card  here  shown  gives  one  idea  which 
is  used  to  advantage  behind  a  ribbon  or  panel.  It 
is  a  grey  silhouette,  liut  may  be  made  in  black  or 
in  fact  any  fiat  opaque  color 

Put  this  into  practice,  along  with  other  ideas 
whidi  you  may  .see  or  think  of  and  note  the  various 
effects  you  can  achieve  with  very  little  efi^ort  and 
\VhicL  adds  greatly  to  a  fancy  card. 

For  full  particulars  re  brushes,  outfits,  etc.,  write 
to  .1.  (".  Edwards,  143  University  Ave.,  Toronto, 
care  of  Dry  Goods  Review. 
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Card   sliDwing  apitlir.ilioii   of  riblKui   design   and   the   brush   stroke 

script. 
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[Plate  N^l  4*EccentricBrush5troke5crfpt 
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Tlii;;  plate  is  descriptive  of  a  letter  that  can  lie  etfcctivcly  applied  to    iiiany   uses. 


Home-made  Fixtures  for  Men's  Display 

Hints     for      the      Trimmer      V/ho     Would     Apply    His    Ingenuity    to     Meet 
Emergencies    and    Supplement    Present    Equipment  —  Collar,    Glove,    Neck- 
wear and  Test  Stands  That  Have  Proved  Useful 

(By  Edwin  E.  Bell.  Thornton  &.  Douglas,  Guelph.) 


IN  the  following  article,  Edwin  E.  Bell,  manager 
for  Thornton  &  Douglas,  Guelph,  describes  a 
number  of  original  fixtm'es  which  he  has  de- 

><igned  and  adapted  for  display  purposes.  The 
infoTmation  which  he  gives  comes  at  a  tim-e  whei; 
there  is  some  enquiry  from  trimmers  to  whom  funds 
for  the  purdhase  of  fixtaires  are  not  always  avail- 
able or  w'ho  have,  from  time  to  time  applied  their 
ingenuity  with  some  sucoeiss  to  the  production  of  lix- 
tures  in  an  emergency  or  to  supplement  present 
equipment. 

By  reference  to  the  accompanying  cutis  the  detail-, 
of  the  fixtures  here  described  may  be  easily  fj',- 
lowed : 

Fig.  1 — Collar  stanil  is  35  V2  inches  from  counter 
to  top;  the  small  table  base  is  5%  inches  high  and 
10  inches  across  top;  the  legs  are  61/2  inches  long, 
with  "notch"  cut  out  to  fit  onto  top  of  table.  A 
"round-head"  screw  is  used  to  fasten  same;  legs 
project  %  of  an  inch  above  top,  as  can  be  seen  in 
cut. 


in     any     other   way, 

good      furnishings 

from      the      upright 


Fig.  2 — Glove  fixture  is  made  exactly  same  as 
small  table  base  oif  collar  ^tand,  but  used  upside 
down ;  is  u,sefuil  on  counter  in  many  ways. 

Fig.  3 — We  call  a  "corner  fixture" ;  having 
found  it  the  most  useful  fixture  we  ever  used 
in  corners  of  windows,  for  displaying  small  in- 
dividmil  trims  of  mufflers,  sweater  coats,  un- 
derwear, etc.,  that,  showii 
would  mar  an  otherwise 
Avindow.  It  is  adopted 
brass  or  metal  post  of  the  long  "rod  and  post"  fix- 
tures so  much  in  use  a  few  years  ago,  by  having  a 
number  of  pieces  of  i/2-inch  ash  or  other  hardwood 
cut  7  in.  by  13  in.,  with  edges  beveled,  and  get- 
ting a  blacksmith  to  miake  same  number  of  small 
"'angle"  ironis  from  3-16x1  in.  from  fiat  band  iron. 
"Angles"  are  6  in.  long  with  round  hole  3-8-in. ;  these 
lit  onto  the  set  screws  which  are  used  to  hold  the 
"cross-pieces"  in  the  old  fixture.  This  .stand  can  be 
adjusted  to  any  height  or  angle  and  is  most  useful 
for  display  either  in  window  or  shop. 
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A  gi'oup  of  card.sjby 
E.  E.  Bell,  Thornton 
&  Douglas,  Guelph. 
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Fig.  4  is  a  neckwear  stand  with  "palette"  top. 
It  is  used  on  same  size  baise  as  collar  Stand,  Fig.  1, 
by  liaving  small  hole  bored  in  top  of  table  leg  and 
uang  a  small  rod  about  15  inches  long  to  hold 
"palette''  top.  Size  of  same  is  5x8xy2-in.,  of  hard- 
\vood.  It  is  particularly  adapted  to  .-hnwing  neck- 
wear, hosiery,  susiDenders,  etc. 


Fig.  ")  is  a  ismall  square  table  fixture,  7 ¥2  in. 
high,  top  11  m.  square,  made  of  hardwood,  %-in. 
thick,  jDedestal  in  centre,  IV2  in.  square,  with  four 
small  cui-ved  pieces  sawn  out  to  form  feet ;  is  a  very 
sDrong  stand,  useful  in  a  thousand  and  one  ways 
btyth  in  windows  and  on  counters. 

Fig.  6  is  small  round  table  same  as  base  of  dol- 
lar stand,  and  is  also  mucli  used,  particularly  in  hat 
wdndow  for  showing  a  single  hat  to  much  better  ad- 
vantage than  on  floor  of  window. 


Fig.  7,  a  vest  form  adapted  from  a  "dununy" 
figure.  In  trimming  a  full  dreHs  window  we  re- 
quired an  extra  vest  form.  Our  trimmer  was  re- 
minded of  an  old4ime  "dummy"  figure  up  in  the 
store-room.  This  was  the  result:  Time  consumed 
to  make  same,  25  minutesi;  cost,  nil;  effect,  trim- 
med Fig.  No.  7  as  well  as  other  regular  vest  forms. 
In  building  "dummy"  figures  they  are  joined  at 
waist-line,  -wliich  when  taken  apart  will  be  found 
just  right  to  improve  a  vest  form.  Two  small  cross- 
pieces  with  hole  in  centre,  fastened  inside  form  to 
hold  upright  rod  of  base  will  complete  same.  Base  of 
ordinary  suit  stand  will  be  found  just  right  for  this 
purpose.  The  wooden  part  of  these  fixtures  were  all 
finished  in  "weathered  oak,"  the  grey^black  finish 
blending  well  with  other  fixtures  or  woodwork.. 


<g> 

Original  fixlvires  by  Edwin   K. 

Bell,  with 

Thornton  &  Doug-l^is,  Ciuelpli. 

Shown 

niitriiunied. 

^ 

Original  fixtnres  by  Kdwin   K. 

Bell,   with 

Thornton  &  Douglas.  Gnelpli. 

Shown 

trimmed.    See  article. 
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Does  Your   Salesmanship 

Back  up  the  Store's  Advertising  ? 

FULLEST    co-operation    between    advertising  and 
sales  forces  is  an  object  greatly  to  be  desired  in 
every  store,  no  matter  how  small  or  large. 

Said  an  ad.  man  to  the  Review  recently,  "I  would 
like  to  see  every  member  of  our  sales  force  so  enthused, 
so  interested  in  his  business,  in  his  store,  that  he  would, 
in  season  and  out  of  season,  demonstrate  in  a  practical 
way  his  co-operation.'' 

That  is  some  ideal.  How  are  you  measuring  up 
to  it?  Did  you  ever  by  tactful  knowledge  of  goods 
advertised  lead  an  indifferent  prospect  up  to  that  point 
where  you  aroused  his  interest,  sold  him  the  goods,  and 
kept  him  coming  back  for  more?  It  may  have  been  a 
line  only  inclifferently  advertised  at  the  time,  but  you 
saw  the  item  in  the  advt.,  your  resourcefulness,  your 
fund  of  practical  store  news,  responded  to  the  occasion 
and  you  got  your  man. 

The  Review  wants  to  hear  of  instances  of  this 
kind — exceptional  cases  of  co-operation  between  sales- 
men and  the  advt.  For  the  three  best  examples, 
describing  also  the  means  employed  in  the  store  for 
informing  salesmen  of  the  contents  of  the  daily  or 
weekly  advertising,  the  Review  will  pay  the  following 
prizes: — 

FIRST  SECOND  THIRD 

$3  and  Review  for  One  Year  $2  and  Review  for  One  Year  $1  and  Review  for  One  Year 

Other  answers  reserved  for  publication  will  be  paid  for  at  the  regular 
correspondence  rates. 

Prize  replies  will  be  published  in  February  midmonth  number  of  Dry 
Goods  Review.  All  must  be  in  the  hands  of  the  Editor  of  Dry  Goods 
Review,  143  University  Ave.,  Toronto,  not  later  than  February  10th. 


Please   niention    The  Revieiv  to   Adrriilsrry  and   TJteir  Trarelers. 


Specialty  Idea  Applied  to  Chain  of  Stores 

George    E.   McKay    Opens    Five    Stores    in    Three    Years   and    is    Now    Plan- 
ning   Important     Development  —  Features    Men's     $10    Suits     and    Coats  — 
Advertising    Value    of    Demonstration  —  An    Effective    Stock    System. 

THAT  there  will  always  be  a  decided  call  for 
$10  suits  and  overcoats  for  men,  provided 
they  look  well,  fit  properly  and  give  reason- 
able w^ear,  is  the  idea  that  occurred  to  Geo.  E.  McKay 
as  a  traveling  salesman,  and  which  he  has  demon- 
strated beyond  all  doubt  during  the  past  few  yeare  in 
Toronto  and  Hamilton. 

Mr.  McKay  was  formerly  a  tailor  in  Leaming- 
ton, later  in  Wind.sor  and  in  1903  he  came  to  Toronto 
and  joined  a  tailoring  firm.  In  1905  he  sold  out 
his  interest,  and  in  190o  took  a  position  with  the 
Campbell  Mfg.  Co.,  Montreal,  as  travelling  salesman. 
After  three  years,  in  1909,  he  bought  out  the  Camp- 
tiell  clothing  store,  in  King  street  west,  Toronto, 
which  carries  high-class  clothing.  One  year  later 
he  opened  his  first  $10  store  at  271  Yonge  street, 
Toronto.  That  same  year  saw  a  second  store,  at  22 
Queen  street  East,  Toronto,  and  shortly  afterwards 
a  third  store  was  opened  at  324  Queen  street  West. 


GKd.  K.  .^IcICAY.  TOHOXTO 
Specialist  in  §10  Suits  and  Overcoats 


The  four  men's  clothing  stores  of 
Geo.  E.  McKay,  Toronto  — 136  Bay 
Street,  22  Queen  E..  324  Queen  W., 
and  271  Yonge  Street.  Mr.  McKay 
also  owns  the  Campbell  Clothing 
Store,  King  St.  W.,  and  a  store  in 
Hamilton. 


This  group  of  photos  is  interesting 
since  they  sliow  how  one  man  has 
established  an  idea  — that  of  spec- 
ializing in  $10  suits  and  overcoats 
for  men.  All  of  these  stores  have 
been  opened  in  the  past  few  years. 
Mr.  McKay  was  formerly  a  tailor 
in  Leamington,  Ont.  See  also  payc 
112. 
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WEEKLY  SALES  and  EXPENSE  REPORT 
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Form  used  by  the  McKay  branches  for  making  weekly  reports  to   head   office.      Each   suit   and   coat   is   numbered   and   the   records  of 

sales  are  transferred  from  a  stock  book  to  these  sheets. 


In   December,   1910,   he   added  a  fourth,   136   Bay 
street,  and  a  fifth  has  been  opened  in  Hamilton. 

Mr.  McKay  states  that  all  of  his  stores,  including 
that  in  King  street  West,  in  which  high-grade  lines 
are  still  featured,  have  had  a  very  good  year.  While 
the  stores  are  not.  large,  they  have  a  smart,  business- 
like appearance,  and  the  lines  are  effectively  displayed 
on  racks  at  each  side  of  the  store.  A  practical  tailor 
is  in  charge  of  each.  In  working  out  his  idea  Mr. 
McKay  has  applied  the  cash  principle  and  he  points 
out  that  specialization  in  low-priced  garments  does 
not  necessarily  mean  low-priced  patronage.  His 
customers  are  drawn  from  every  section  of  the  city. 
He  is  his  own  bm-er.  and  making  his  selections  as  he 


does,  in  the  open  market,  his  practical  experience  as 
a  tailor  is  a  valuable  asset. 

Mr.  McKay's  only  complaint  is  that  he  did  not 
start  to  work  out  his  idea  soon  enough,  but  five  new 
stores  in  three  years  looks  like  pretty  good  going. 

Windows  Sell  Goods. 

While  he  uses  the  newspapers  periodically  to 
advertise  his  lines.  Mr.  McKay  states  that  his  best 
mediums  are  his  window^s.  The  accompanying  cut 
shows  the  method  of  display — the  use  of  shield- 
shaped  fixtures  upon  which  the  garments  are  neatly 
arranged,  making  close  inspection  of  style  and  qual- 
ity points  easily  possible. 


GEO.  E.  McKAY 

PERPETUAL  STOCK  RECORD 


SHEET  NO. 


BRANCH  NO. 
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Form   of  stock  record  adopted  by  Geo.  E.  McKay  for  his  clothing  stores.      Numbers   and   sizes   of   garments  received    and    delivered 
are  recorded  here  and  the  information   transferred  to  the  books  of  the  head  office  each   week. 
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It  is  a  singular  fact  that  among  his  customers, 
Mr.  McKay  numbers  all  the  male  members  of  large 
families  in  which  at  first,  the  purchase  of  one  suit 
served  as  a  demonstration.  The  same  fact  applies 
to  many  of  the  large  boarding  houses  in  the  city — 
good  business  'has  developed  from  the  sale  of  one 
suit  or  coat. 

Effective  Stock  System. 

The  stock  system  adopted  in  connection  with  this 
chain  of  stores  is  simple  and  effective.  Each  branch 
is  supplied  with  a  book  ruled  for  sizes  and  numbers. 
Each  suit  and  coat  bears  a  distinctive  number  which 
is  orginally  entered  in  a  stock  book  at  the  liead  office, 
136  Bay  street.  As  each  branch  is  .supplied  with 
goods,  the  quantity  and  .sizes  are  recorded  in  the 
books  of  the  central  depot,  and  as  .sales  are  made 
each  manager  enters  particulars  in  his  Ijook.  Xi  the 
end  of  each  week,  report  sheets  are  sent  to  tfae  liead 
office.  The  accompanying  cuts  give  some  idea  of  the 
forms  used.  The  plan,  which  was  worked  out  by 
Mr.  McKay  himself,  makes  it  po.s.sible  within  very 
short  time  to  tell  the  e.xact  condition  of  stocks  ii: 
the  branches  and  at  the  centre  of  distribution. 

Mr.  McKay  is  now  planning  for  a  very  important 
development  in  his  business. 


Effective  Display  Front 

That  of   the    Lyons    Tailoring    Co.,    Hamilton 

■ — Possible  to  View  Goods  on   Display   From 

Three    Angles  —  A    Handsome   Store. 

The  very  handsome  store  of  the  Lyons  Tailoring 
Co.,  Hamilton,  which  has  just  been  completed,  has  a 


frontage  of  24  feet,  divided  into  two  Avindows.  The 
entrance  is  twelve  feet  deep,  making  a  very  large 
window.  Back  of  each  window  is  a  cross  vestibule 
A  feet  wide  running  across  the  full  width  of  the 
store.  Back  of  this  again  is  the  real  front  and  en- 
trance to  the  store.  This  cro.ss  vestibule  permits  the 
l)ublic  to  view  the  goods  in  the  window  from  three 
dift'erent  sides  and  also  gives  a  front  entrance  to  the 
u])st.airs  independent  of  the  store  proper. 

The  men's  furnishings  department  is  equipped 
with  the  newest  and  most  up-to-date  cases  and  is  lo- 


=K. 
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Plan  of  entrance,   new    store    Lyons  Tailoring  Co.,    Hamilton. 

Note  vestibule  at  rear  of  windows  admitting   view 

of  goods  from  three  sides. 

cated  to  the  left  of  the  entrance  at  the  front  of  the 
store.  The  hat  department,  which  is  similarly  equip- 
ped, is  immediately  opposite.  In  the  tailoring  de- 
partment the  cloth  is  displayed  on  forms  placed  on 
tables.  The  measuring  and  trying-on  rooms  are 
located  at  the  rear  of  the  store  as  is  also  the  office. 
Wall  cases  are  used  for  keeping  the  finished  gar- 
ments in.  The  second  floor  is  devoted  to  the  cutting 
department  and  the  stock-room.  The  third  storey 
is  devoted  to  the  tailoring  shops. 


Interior   view   of   the    Lyons   Tailoring   Co.'s   new   store,    Hamilton. 


How  Salesman  Converted  His  Customer 

An    Interesting    Instance    in    Which  a  Salesman  Exploded  the  Fallacy   That 

a    Person    Must   Shop    in    the    City     in     Order     to    Get     Satisfactory    Values 

—  Comparison    and    Tactful    Demonstration    Did    It. 


A  SALESMAN  tells  the  following  very  in- 
teresting experience  in  convincing  a  custom- 
er that  he  could  bu}^  more  satisfactorily  at 
liome  than  by  going  to  the  city.  The  cus- 
tomer in  this  case  asked  for  a  coat,  and  it  will  be 
noted  that  skillful  demonstration,  actual  knowledge 
of  goods  and  values  and  tactful  presentation  of  the 
case  finally  won  the  day : — 

The  Saturday  before  Thanksgiving  I  went  down 
home,  and  happened  to  be  in  the  store  of  my  old 
proprietor.  That  night  when  a  customer  came  in 
and  wanted  to  see  some  coats,  the  proprietor  was 
busy,  so  the  customer  asked  the  junior  clerk  to  show 
him  the  coats.  This  the  clerk  did,  and  did  his  best, 
but  he  had  had  very  little  experience  in  the  busi- 
ness. The  customer  looked  over  the  coats  and  asked 
a  few  questions  as  to  size  and  price.  I  was  standing 
nearby  and  heard  all  he  said,  but  didn't  want  to 
butt  in  unless  the  proprietor  asked  me. 

Finally  the  proprietor  got  through  with  his  cus- 
tomer at  the  front  of  the  store  and  came  back  to 
where  the  coat  customer  was.  The  customer  asked 
the  proprietor  the  price  of  the  coat,  which,  he 
answered,  was  $16.50. 

He  Had  Got  the  Habit. 

Now,  this  was  a  very  peculiar  customer,  and 
had  been  in  the  habit  of  going  out  of  town  for  his 
clothing.  After  the  proprietor  had  talked  to  the 
customer  for  a  while,  he  called  me  over  and  asked 
me  what  I  thought  of  it.  I  looked  at  the  coat  for 
a  while,  thoroughly  examined  it,  and  then  tried  it 
on  to  see  how  it  would  fit,  as  it  was  marked  my  size. 
The  fit  was  excellent,  and  certainly  was  good  value 
for  the  money.  I  have  sold  many  coats  for  twenty 
dollars  that  would  not  give  a  particle  better  wear, 
appearance  or  satisfaction,  but  this  customer  was  of 
the  opinion  that  he  could  Ijuy  cheaper  out  of  town, 
so  I  had  a  good  chance  to  show  him  where  he  was 
getting  a  cheap  coat,  not  as  far  as  money  alone  is 
concerned,  but  for  both  the  money  he  was  investing 
in  it,  and  the  wear  and  satisfaction  he  would  get  out 
of  it.  Finally  I  got  him  persuaded  to  try  the  coat 
on,  and  he  saw  to  his  satisfaction  that  it  was  an  ex- 
cellent fit  and  had  been  made  for  a  model  exactly 
like  himself.  He  kept  the  coat  on  for  awhile,  took 
a  thorough  look  in  the  glass  and  seemed  well  pleased 
with  the  coat,  but  was  still  vnider  the  impression  that 
his  out-of-town  buying  plan  was  the  best. 

An  Apt  Demonstration. 
I  had  a  coat  on  that  I  had  bought  from  my  pro- 
prietor three  years  ago,  and  was  made  by  the  same 


firm  as  the  one  I  was  making  an  effort  to  sell.  I 
showed  him  the  coat  I  had  bought  and  worn  for 
three  years,  and  as  the  coats  both  retailed  for  the 
same  money,  I  had  a  good  opportunity  for  compari- 
son and  made  use  of  it,  but  he  still  was  under  the 
old  impression.  I  was  just  on  the  verge  of  giving 
up  when  I  saw  the  clerk  unpacking  some  fur-lined 
coats,  and  remembered  that  we  had  sent  for  fur-lined 
coats  for  this  same  customer  two  years  ago,  and  he 
didn't  seem  satisfied  with  them,  so,  although  we  of- 
fered him  the  coat  at  invoice  price  he  didn't  take 
it,  but  went  to  the  city  and  bought  one.  I  now  asked 
him  Jiow  he  liked  his  fur-lined  coat.  He  said  he 
liked  it  very  well,  l)ut  would  have  to  get  a  new  shell 
on  it  this  year.  I  showed  liim  these  coats  that  had 
been  just  unpacked,  and  saw  that  he  became  in- 
terested in  them.  He  asked  the  proprietor  the  price 
of  them,  and  he  told  him  that  he  had  something  of 
extra  value  there  and  that  he  believed  he  could  beat 
the  city  stores  for  prices  on  it.  He  told  him  the 
jirice  of  the  coat  was  $50.  The  customer  looked  at 
him  for  a  while,  then  looked  at  the  coat,  and 
thoroughly  examined  the  coat  again.  Then  he 
said,  "Well,  I  can't  see  any  difference  between  that 
coat  and  the  one  I  bought  in  the  city  and  paid  $68 
for  it,  and  they  told  me  it  was  a  $75  coat."  I  saw 
a  chance  to  score,  so  told  him  that  had  he  bought 
the  coat  we  offered  him  for  invoice  price,  which  was 
$50,  he  could  this  year  have  the  new  shell  put  on 
for  less  than  the  difference  he  had  paid  for  his  coat 
in  the  city,  and  also  would  have  saved  his  expenses 
to  the  city,  which  would  no  doubt  run  into  consider- 
able money. 

He  thought  for  a  while,  and  then  said,  "Well, 
I  believe  you  are  right  there."  In  the  meantime,  I 
had  put  the  $16.50  coat  on,  and  had 
it  buttoned  up,  and  stood  in  front  of  him 
where  he  could  get  an    excellent    view    of  it,   and 

I  said,  "Now,  Mr.  ,  you  are  getting  the  same 

bai'gain  exactly  on  this  coat  as  you  would  have  had 
you  taken  the  fur-lined  coat  we  offered  you  two 
years  ago  for  $50.'* 

He  considered  for  a  moment  and  then  looked  up 
at  the  proprietor  and  said,  "Well,  you  had  better 
wrap  it  up,  and  I'll  take  it  home  and  see  how  they 
like  it  at  home."  This  was  done  in  a  very  pleasing 
way,  for  we  were  only  too  pleased  to  see  that  our  cus- 
tomer .was  beginning  to  .see  that  he  could  l)uy  to  bet- 
ter advantage  at  home  than  he  could  in  the  out-of- 
town  stores. 

Customer  Was  Pleased. 

Thanksgiving  morning  I  met  this  customer  and 
saw  that  he  was  wearing  the  coat  he  had  taken  home 
with  him  Saturday  night,  and  told  him  that  he 
looked  fine  in  it,  and  that  he  had  certainly  got  a 
satisfactory  bargain. 

He  said.  "Well,  I  like  it  now,  and  they  were  .sat^ 
isfied  with  it  at  home,  so  I  have  decided  to  keep  it." 

It  took  a  long  time  and  a  great  deal  of  patience  to 
win  this  customer,  but  it  certainly  repaid  us. 
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TO  every  young  man  who  has  devoted  any 
length  of  time  to  one  particular  line  of  activ- 
ity, there  comes  the  temptation  sooner  or 
later  to  leave  the  employer  from  whom  he  learned 
the  greater  part  of  what  he  knows  about  the  business 
and  to  start  up  for  himself.  Encouraged  by  the  fact 
tbat  a  certain  amount  of  capital  is  available,  that  his 
friends  urge  upon  him  the  wisdom  of  the  step,  and 
that  he  has  evtry  reason  to  anticipate  a  fair  amount 
of  patronage,  he  opens  an  establishment  of  his  own. 
In  many  cases  he  reasons  like  this:  "Well,  here'^ 
the  old  man;  he  has  been  making  money  hand  over 
fist.  I'll  admit  ho  has  treated  me  fairly,  but  I  think 
I  owe  it  to  myself  to  get  after  a  larger  portion  of 
what's  going.  AYatch  me  make  some  of  the  old  ones 
step  lively." 

Only  the  Employe's  Viewpoint. 

Accordingly,  this  young  man  who  has  only  had 
the  employe's  view  of  the  proposition,  equips  his 
store,  selects  his  stock,  hires  his  staff  by  taking  the 
best  men  from  other  concerns  at  better  salaries,  and 
swings  wide  the  doors.  He  is  confident  that  he  has 
improved  u^Jon  his  former  employer's  policy,  by 
eliminating  everything  that  struck  him  as  being 
con.servative  or  ''old  fogey,"  in  luiying.  in  merelum- 
di.sing,  in  general  sy.stem  and  policy. 

Six  mouth.s,  a  year  roll  by,  and  the  "old  nian"" 
is  still  in  busine.ss  and  evidently  a^  pro.sperous  as 
ever.  By  this  time  the  young  man  has  discovered 
that  there  is  lioth  an  employer's  and  an  employe's 
viewpoint ;  that  the  ability  to  pilot  a  business  is  some- 
times more  than  an  inspiration  that  instinct  has 
more  to  do  witli  tliaii  he  .supposed;  that  after  the  first 
fanfare  dies  away  the  problem  is  one  that  calls  for 
something  more  than  an  experience  that  has  only 
taught  him  the  surface  principle.  It  dawns  upon 
him  that  on  entering  business  for  himself  he  had 
invited  iespon.sibilities  which  he  knew  nothing  of  as 
an  employe.  He  had  reckoned  that  by  liitchiug  his 
business,  in  the  first  place,  to  available  cash  he  could 
sweep  through  everything  to  succe.s-:.  He  did  not 
see  that  what  he  attributed  to  conservatism  in  his 
former  employer  was  actually  the  foresight  which 
had  that  full  sweep  of  vision  extending  from  the  day 
of  .small  things  along  through  years  of  competition 
to  its  present  status  of  solidity.  He  had  brought  his 
business  along  from  infancy  to  full-fledged  man- 
hood. Fir.st  it  had  crawled,  then  toddled,  then  stepp- 
ed out  with  increasing  confidence,  and  a  full  set  of 
teeth.     This  had  begot  an  instinct  which  a  few  vears 


in  the  otiice  oi-  Ijehind  the  counter  could  never  de- 
velo[). 

Began  at  Wrong  End. 
The  young  man  failed  because  he  began  at  the 
wrung  end;  ,-pent  money  lavislily  where  a  man  with 
a.  better  ,-chooling  would  have  held  back  and  adjusted 
his  effort  to  business  conditions.  He  made  mistakes 
ill  buying,  in  merchandising,  in  management.  He 
made  unheard  of  concessions  to  customers,  regardless 
of  the  day  of  reckoning,  and  after  two  years,  when 
he  was  making  a  linal  struggle,  he  was  prepared  to 
admit  that  his  ideas  of  bu.-<ine.ss  had  been  wrong, 
that  he  had  been  long  on  theory  and  .short  on  hard- 
headed,  practical,  prolit-seeing  sense,  that  his  capital 
had  been  unwisely  applied,  that  he  might  far  better 
have  listened  to  the  reasoning  of  his  old  employer 
who  had  pointed  to  the  insufficiency  of  Ids  training 
and  who  had  proposed  that,  by  devoting  himself 
faithfully  to  his  position,  he  would  eventually  have 
l>een  taken  into  partnership,  given  an  intere-s-t  in  the 
business,  or  cormnandecl  a  situation  far  more  satis- 
factory than  that  involved  in  the  launching  of  a  new 
Ijusine.ss  with  its  attendant  responsibilities  and  strug- 
gles. 

Disregard  of  Time  Element. 
There  are  many  examples  in  the  business  history 
of  this  country  in  manufacturing  and  in  retailing 
in  which  men  have  failed  because  of  that  disregard 
of  the  "time  element,"  as  James  H.  Collins  calls  it  in 
his  article  "Bulwarks  of  Bu.^iness  Policy,"  which  ap- 
peared in  a  recent  number  nf  the  Saturday  Evening 
Post.  It  is  this  instinct,  he  .states,  which  has  made 
Sheffield,  the  world's  chief  steel  centre,  and  which 
is  the  basic  element  in  many  other  industries.  In  the 
Sheffield  district,  iron  has  been  wrought  since  prehis- 
toric times  and  one  of  the  most  nece.s.sary  factors  is 
the  Sheffield  workman.  What  the  chemi-f  a.^certains 
by  scientific  refinements,  the  workman  has  long 
known  by  watching  'the  l)eh'avior  of  metal,  following 
its  caprices  in  working,  and  by  his  .■^yuipatfiy  and 
focling  for  steel  acquired  from  previous  generations. 
In  the  same  way  Lancashire  workers  have  the  .same 
instinct  for  cotton ;  York.-'hiremen  for  wool ;  the  peo- 
ple of  Staffordshire  for  clay  and  pottery. 

"Here  is  an  interesting  factor  in  bu.«iness — the 
factor  of  growth,"  writes  Mr.  Collins.  "Call  it  the 
time  element  and  regard  any  bui^iness  from  the 
standpoint  of  whether  it  has  it  or  has  it  not.  Many 
a  .staid  old  house  that  ought  apparently  to  be  out  of 
existence  because  of  its  conservatism,  is  found  run- 
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ning  along  because  the  time  eleineut  is  beliind  it. 
On  the  other  hand,  many  a  vigorous,  enterprising 
young  concern  falls  short  of  complete  success  be- 
cause the  time  element  is  lacking  or  not  properly 
utilized. 

The  Man  Who  Never  Sticks. 

"One  of  the  commonest  figures  in  business  life  is 
the  man  who  can  never  be  found  twice  in  the  same 
place.  He  may  be  a  salary-earner  who  has  a  new 
job  every  time  one  meets  him  and  a  long  CLxplanation 
of  why  there  was  no  chance  for  him  to  develop  prop- 
erly in  the  old  place.  Again,  he  is  the  small  promoter 
who  sends  out  several  times  a  year  an  engraved  an- 
nouncement to  the  effect  that,  on  account  of  the  un- 
precedented increase  in  his  business,  he  is  reorgan- 
izing and  moving  into  a  smaller,  cheaper  office.  This 
type  is  also  found  among  the  executives.  Many  a 
corporation  falls  just  .short  of  paying  dividends  be- 
cause it  is  hampered  by  a  president  who  will  not  stay 
long  enough  in  one  spot  for  the  lightning  to  strike 
again. 

"A  .'•hrewd  policymaker  at  the  head  of  an  Eastern 
concern  says  that  there  is  a  definite  advantage  in  stay- 
ing in  the  same  place.  If  a  little  cobbler  sticks  in 
his  little  shop  in  a  city  neighborhood  fifteen  years 
he  may  be  only  a  little  cobbler  after  all,  earning 
about  the  same  income  with  his  pieceing  and  patch- 
ing; but  a  certain  unearned  increment  will  have  re- 
sulted from  his  staying  there  so  long.  For  a  year  or 
two  at  the  start,  he  got  chiefly  odd  jobs.  Then  cus- 
tomers who  liked  his  work  and  him.self  began  to  come 
back  again  and  recommend  him  to  others.     In  five 


years  everybody  knew  him.  In  ten  years  he  had  be- 
come a  neighborhood  landmark.  By  the  time  fifteen 
years  have  passed,  people  assure  one  another  that  he 
has  been  there  in  that  same  shop  for  forty  years  at 
least — to  their  personal  recollenction  ;  that  he  cobbled 
the  .shoes  of  their  fathers  and  grandm'others  before 
them;  that  he  looks  to-day  exactly  as  he  did  forty 
years  ago — not  having  changed  a  bit;  that  he  is  about 
the  only  cobbler  left  in  town  nowadays  who  can  be 
trusted  to  do  a  job  of  tapping  in  the  good  old-fash- 
ioned wa}'. 

"Business  is  largely  a  matter  of  healthy  roats. 

"The  time  element  accounts  largely  for  the  fact 
that  three-fourths  of  all  the  brass  goods  made  in  the 
United  States  are  turned  out  in  the  Naugatuck  Val- 
ley. The  roots  of  the  brass-making  industry  there 
date  back  to  Colonial  times.    All  the  new  ideas  for 
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brass  goods  gravitated  there  and  the  district  furnish--" - 
ed  ideas  of  its  own  abundantly.     The  time  element 
in  the  Valley  is  as  strong  as  yeast.    A  bit  of  it  trans- 
planted elsewhere  starts  a  brass-mill  going,  but  the 
original  leaven  is  in  no  way  decreased. 

Industries  With  Strong  Taproots. 
"Similar  stories  of  growth  can  be  found  in  con- 
nection with  our  other  staple  industries — collars  and 
gloves  in  New  York,  pottery  land  silk  in  New  Jersey, 
textiles  in  Massachusetts  and  Pennsylvania.  Our 
great  Trusts  are  all  founded  on  industries  that, 
through  solid  development  of  technical  practice  and 
sure  linking  with  basic  demand,  have  sent  strong 
taproots  into  the  time  element. 

"Through  every  line  of  business  this  time  ele- 
ment runs.  It  may  not  always  be  recoguizcd  or  used; 
'out  it  is  beliind  the  suc(ess  or  faihu'e  of  nmny  an  en- 
terprise, and  can  he  made  a  putent  force  in  tlie  hands 
of  an  executive  wlio  lays  out  l)usiness  iKjlicy  in  ac- 
cordance with  it. 

"Aa  energetic,  ambilious  yoiui^  lii'ui  enters  a 
given  trade.  The  men  behind  it  have  original  ideas. 
It  will  take  a,  year's  hard  work  t(.)  make  the  new  lirm 
known  and  })erhaps  five  years  to  make  it  secure. 
Meanwhile  some  conservative  old  house  in  the  same 
trade  holds  the  balance  of  patronage  und  prestige, 
because  it  possesses  ancentors  rimning  back  two  gen- 
ei'ations  and  keeps  its  old  customers  and  its  old  work- 
men. 

"[f  competition  by  the  energetic  young  house  is 
felt  at  all.  very  often  a  slight  change  in  poliry,  a 
minor   e(.)nces'sion   to   eustoniers   or   one    vouna,    man 


on  the  board  of  directors,  will  set  in  right.     The  time 
element  is  behind  it. 

Years  of  Missionary  Work. 
"In  another  line  a  new  invention  is  announced. 
It  seems  so  practical,  ingenious  and  economical  that 
its  effect  upon  existing  staples  will  be  revolutionary. 
Qoods  that  the  world  has  used  for  that  purpose  seem 
destined  to  disappear.  Yet  they  .seldom  do.  They 
hold  their  own  because  they  are  rooted  in  the  time 
elemeijt.  ,  Years  of  missionary  work  will  probal^ly 
be  needed  to  jiut  the  new  invention  on  a  profitable 
basis,  and  stratum  after  stratum  of  public  custom 
and  prejudice  must  be  cleared  away  before  it  is  made 
a  rock-ribbed  staple  in  the  market.  That  missionary 
work  was  all  done  for  the  existing  staples  years  ago. 
They  are  rooted  in  the  time  element — and  the  bur- 
den of  proof  and  work  rests  on  the  iiuiovation." 


Oitci'ior   view   of   llic   McK.iy   store.    Hamilton,   sbowiug  metliod   of 
stock    :in  aiijieiiient    adopted    in    all   of  the   bi'.iuches. 
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PlaieN^I3xccentricBrush5troke5crlpt 

Cup/Y  a/sS  — 


M^'JPM^M^J 


.\ni)\vs  indicate  ilirt'clion  of  brush  stroke.      Practice  will  .soon  master  this  IcUcr. 


114 


MEN'S     WE  A  R     REVIEW 


Dry  Goods  Review 


Have  You  Placed  Your  Order  Yet  For 

TOOKE 

Spring   Shirts  ? 

If  you  haven't,  don't  put 
it  off  any  longer. 

The  demand  for  Shirts 
with  French  Double  Cuffs 
and  Soft  Fold  Collars 
promises  to  be  stronger 
\  than  ever  with  the  opening 
of  Spring. 

TOOKE  Soft  Shirts  for 
;  1912  are  certainly  better 
than  ever — more  suitable 
in  materials,  handsomer  in 
designs,  of  Tooke's  usual 
excellence  in  tailoring,  and 
hand  laundered. 

Tooke  Soft  Collars,  and  Combination  Sets  of  Collar 
and  Tie  to  match,  in  a  wide  range  of  materials  and 
patterns,  will  please  your  most  fastidious  as  well  as 
your  most  economical  customers. 

FOR  PROMPT  DELIVERY  ORDER  NOW. 

f  COKE  BROS.,  Limited,  MONTREAL 


Manufacturers  of  Shirts,  Collars,  Neckwear. 


Importers  of  Men's  Furnishings. 


FULL  STOCKS,  INCLUDING  MEN'S  FURNISHINGS,  CARRIED  IN  OUR 

WINNIPEG   WAREHOUSE,  -  -  91    ALBERT   STREET 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  :  covers,  to  the  smallest  detail,  the  following 
Buhject*  :  Window  Trimming,  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
to  the  modem,  up-to-date  merchant  and  decorator.  Price,  post 
$3.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  In  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    < $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 


vwxyz.,;i 

12345611 


A  complete  course  in 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are : 
First  Practice,  Punctua- 
tion, Composition,  Price 
Cards,  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price   post   paid   ....$1.50 


Koester  System  of  Draping 

A  complete  Belt-Instructor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 
with  drawings  of  original  drapes  with  full  instruction!  how  to  make  them.  Every  detail  of  draping 
U  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 
tically.   Price,   prepaid   $3.00 

All  books  sent  postpaid  on  receipt  of  price 


Retail  Advertising 
Complete 

This  book  covers 
every  known  mi'thod  of 
advertising  .'i  retail 
business  ;  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them    $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plate*  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
pertaining  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
postpaid    for   :   $2.50 


MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 

143-149  University  Ave.         ::         TORONTO 
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'T'HIS  desirable  position  on  this 
cover  will  be  sold  to  a  different 
firm  each  issue. 

See  two-page  announcement  giving 
further  particulars  on  inside  pages. 
Starting  with  February  1st  issue, 
readers  will  find  some  new  advertise- 
ment here  each  issue. 

Don*t  wait  till  all  the  dates  are 
taken.      Send  in  your  order  now. 

Watch  This  Space. 
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Bleac^ 


'^'^   Known 


i         the 

#1      World      f 


'mh  Pleatf)" 


Ask  the  oldest  inhabitant  you  know  how  fabrics  of  all 
kinds,  especially  linens,  were  bleached  in  the  olden 
days.  Ask  her  too  if  she  notices  the  difference  between 
the  present  day  bleached  fabric  and  the  old  sun- 
bleached.  She  will  tell  you  that  nothing  bleaches 
like  the  sun.  It  leaves  linens  with  a  beautiful  soft 
finish — a  finish  with  life,  not  that  dead  hard  surface, 
burned  with  chemicals  and  of  short  life.  '"Old  Bleach" 
Linens  are  sun  bleached.     Send  for  booklet. 


R.  H.  COSBIE 


Irisn  Linen  Agency 


TORONTO, 


ONT. 


Rooster  Brand 


When  you  travel 
on  the 


Canadian  Railways 


did  you  ever  think  of  the  army  of  men 
in  their  employ  who  wear 

WHITE  COATS? 

Do  you  know  that  nearly  all  those 
coats  are 

ROOSTER  BRAND? 


Robert  C.  Wilkins  Co.,  Ltd, 

MANUFACTURERS 

Business  Office  and   Factory:    FARNHAM,  QUE. 

Montreal:  23  Dowd  St ,  R.  C.  Wilkins,  Jr. 
Winnipeg:    63  Albert  St.,  T.  Whitehead 


Australian  Trade 


Are  You  Interested? 

If  so,  The  Draper  of  jJustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     tb^.OU      Mailed  Free 

Specimen  Copy  will  be  supplied  on   application. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway. 
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Our    Stocks    for    Spring   Sorting  Will 
Be  Found  Exceptionally  Well  Assorted 


DEPARTMENTS 


A.I 


— Printed  aud  Woven  Flannelettes,  Col- 
ored Saxony  Flannelettes,  Dress  Ging- 
hams, Apron  Ginghams,  Shirtings,  sin- 
gle and  double  width  Cotton  Dress 
Goods,  Flannels,  Cotton  and  Wool  Eider- 
downs, Moles. 


11,2— Wash  Goods,  White  and  Black  Mus- 
lins, Prints  (including  the  celebrated 
Crums'   Prints),   Printed    Sateens. 

^,j — Linings,  Sateens,  Perealines,  Bunt- 
ings, etc.,  Jap  Silk  and  Miretta  Lin- 
ings, Moreens,  Cotton  Cashmeres,  Tur- 
key Beds. 

II, ll  — Grey  and  White  Cottons,  Sheetings, 
Pants,  Overalls,  Flannelette  Blankets, 
Cotton  and  Jute  Bags,  Denims,  Cotton- 
ades.  Tickings,  Hessians,  Horse  Covers, 
etc. 

I),  — Tweeds,  Woolens,  and  Tailors'  Trim- 
mings, also  Priestley's  Cravenettes  for 
Men's  Wear. 


—Carpets,     Curtains,     Linoleums,     Oil- 
cloths,  House   Furnishings,   etc. 


D. 

E. 
K. 

H. 

L. 

0. 
S. 
T. 


— Men's  Furnishings,  Underwear,  Wa- 
terproofs, Half  Hose,  Ties,  Umbrellas, 
etc. 

— Laces,  Eibbons,  Embroideries,  Veil- 
ings, Nets,  Neckwear,  Ladies'  Um- 
.brellas. 

—Hosiery,  Fabric  Gloves,  Knitted 
Gloves,   Ladies'   Underwear,  etc. 

— Kid  Gloves,  Mitts,  Moccasins,  etc. 

— Dress  Goods,  including  Priestley's 
well-known  Dress  Fabrics,  Blousings, 
Waistings,  etc. 

— Linens,  Table  Linen,  Napkins,  Towels, 
Toweling,  Fancy  Linens,  Handkerchiefs, 

etc. 

— Ready-to-wear  Garments,  Blouses, 
Skirts,  Children's  Suits,  Whitewear,  etc. 

— Silks,  Velvets,  Velveteens,  Crepes, 
etc. 

— Smallwares,  Notions,  Trimmings,  Em- 
broidered Shams  and  Runners,  Finger- 
ing and  Fancy  Wools,  Fancy  Goods, 
Dolls,  Mechanical  Toys,  etc. 


Your  Immediate  Requirements  m  Every  Department 
can  always  be  Promptly  and  Satisfactorily  Filled. 

Attractive  Values  that  will  help  you  to  boom  your 

Spring  Business. 

Mail  Orders  receive  prompt  and  accurate  attention. 

GREENSHIELDS  LIMITED 

Montreal 


« 
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NEW  RANGES  OF  THE 

are   now   being   shown   by   all    the   leading 
wholesale  Dry  Goods  Houses. 

The  orders  booked  are  greatly  in  excess  of 
any  previous  season. 

Take   the    earliest    opportunity    of    placing 
your  order. 

The  makers  of  Wm.  Anderson  Zyphyr  re-inforce  the  ex- 
perience of  years  with  a  knowledge  of  to-day's  conditions  in  the 
dry  goods  trade.  It  is  their  business  to  watch  every  change  of 
fashion  and  provide  for  it.  That  is  why  they  sell  more  goods 
than  their  competitors.  That  is  why  they  can  sell  you  goods 
that  you  can  sell. 


Wm.  Anderson  &  Co.,  Ltd 


I  Pacific  Mills  % 

Glasgow,  Scotland 
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The  Brand  That  Insures 


SATISFACTION 


To  Your  (]ustomers. 


WORSTED  HOSIERY 

We  have  the  finest  range  of  Worsted 
Hosiery,  for  Fall,  ever  shown  to  the 
Canadian   trade.     Ask  to  see   samples. 

Cashmere   and   Rin^wood   Gloves 

A  very  large  variety  of  weaves  and 
colorings. 

Knitted  Woollens,  Sweaters 

Dressing  Gowns,  Evening  Vests 

(NEWEST    LONDON    STYLES) 

Children's  and  Misses'  Mantles 


AGENTS   FOR  THE   CELEBRATED 

"QUEEN'S    CLOTH 

(REGISTERED) 
We  are  Sole  Canadian  Agents  for  the  Famed 

CANARY  ISLANDS  DRAWN  WORK 

OUR  TRAVELLERS  ARE  NOW  SHOWING  SAMPLES. 

FITZGIBBON,  Limited 

VICTORIA  SQUARE,        ::        MONTREAL 
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Debenhams  for  Novelties 


S 
I 
L 
K 
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^lE  extend  a  cordial  invitation  to  our 
friends  and  customers  to  visit  our 
warehouse  when  in  the  City  during  the 
Spring  Millinery  Openings,  when  we  will 
have  the  pleasure  of  showing  you  an  ex- 
ceptionally interesting  collection  of  Novelty 
materials  for  Dresses  and  Millinery  Trimm- 
ings in  Shot  Silks,  Fancy  Silks.  Novelty 
shades  in  all  plain  makes.  Ribbons,  in  Plain 
and  Fancy.  Laces,  Dress  Trimmings,  Silk 
Nets,   Ninons,  Silk-Stripe  Voiles,  etc.,  etc. 


R 

I 

B 

B 

O 
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DEBENHAMS  canada  LIMITED 

TORONTO 
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Spring  Millinery  1912 


"4  ?^A' 


OUR  SPRING  OPENING  WILL  TAKE  PLACE 

MONDAY,  MARCH  4TH 

IN  OUR  MONTREAL  WAREHOUSE 

We  will  show  the  most  exclusive  collection  of  Paris 
and  London  Hats,  strictly  imported.  In  addition  we  carry 
a  full  line  of  Millinery  Novelties,  Hats,  Flowers, 
Feathers,  etc.,  etc. 

DEBENHAMS  (Canada)  LIMITED 

18-20  ST.  HELEN  STREET        -         MONTREAL 
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Attractive  Goods 


Bring  you  customers  and  arouse  inter- 
est in  your  salesmen,  with  large  and 
profitable  business  as  the  result.  The 
number  of  successful  merchants  deal- 
ing with  us  prove  that  we  deliver  such 
goods. 


Men's  Wear 


One  of  the  best  paying  lines  for  Spring 
we  invariably  have  a  splendid  showing 
of,  among  which  for  the  coming  season 
is  the  best  range  of  half  hose  we  have 
yet   shown. 


HALF  HOSE,  BOTH  PLAIN  AND 
FANCY,  IN  ALL  FINISHES  AND 
WEAVES,  OF  COTTON,  WOOL  AND 
SILK. 

We  carry  a  most  complete 
^  range  of  MEN'S  SHIRTS, 

TIES,     UNDERWEAR, 
GLOVES,  ETC.,  ETC. 


John  M.  Garland 

Son  &  Co. 


OTTAWA 


CANADA 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


DRY    GOODS    REVIEW 


Lesli  ior  this  Tnl«  Mirk 


To  Avoid  Decppliun 


IMPORT  PRICES 


12401—1. 
"  —2. 
"  -3. 
••  -4, 
••      -5, 


per  doz. 

$  5.00 

7.00 

9.50 

12.70 

14-80 


MECHANICAL 
WALKING  PENGUINS 

per  doz. 
12404.  -  $  7.80 
12485.      -        10.95 

F.O.B.H.Y.    1%  10  days. 


A  NEW  RING   SENSATION! 


JUST  OUT-BING'S  LUCK  BIRDS 


Realistic  and  lifelike  reproduction  of  the  famous  KING-PENGUINS,  made  of  the 
finest  quality  plush,  in  the  correct  colors. 

JOHN  BING,  381  Fourth  Ave.,  New  YORK, 


Be  sure  to  have 
them. 

The  Bing's  Luck 
Birds  will  be 
as  big  a  suc- 
cess as  the 
Bing's  Famous 
Walking  Dogs. 

Order  nowif  you 
want  to  have 
your  goods 
w^hen  the 
rush  starts. 

Very  truly  yoursi 

BING  BROS. 
A.G.NUREMBERG 


SOLE  REPRESENTATIVE 
U.S.A.  and  CANADA 


ABEL  MORRALL'S 


Celebrated 


"       1     ES      and 

NE^  SMALL- 

WARES 

TO  BE  OBTAINED  FROM 

THE  BEST  JOBBING  HOUSES 
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FLANNELETTE. 

If  purchasers  of  this  useful  material  for 
underwear  all  the  year  round  would 
buy  the  best  English  make  they  would 
avoid  the  risks  they  undoubtedly  run 
with  the  inferior  qualities  of  Flannelette. 

HORROCKSES' 

Flannelettes 

(made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills,  and  Sheetings) 

are  the  best. 

d^r*       a   LJ/^DD/^r^L^CrC   ^>     stamped  on  the  selvedge 
Ollilli  rH^I\IvVyU^.OlliO  every  5  yards. 


Horrockses' 

Manchester  and  London. 
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"NO  QUESTIONS  ASKED 


ff 


JUST  RETURN  THE    SHIRT 
WHERE  YOU    GOT  IT— 


and  you  will  receive  a  new  shirt  of  same  original 
value.  You  will  not  be  asked  whether  your  customer's 
laundry-women  have  been  trying  to  bleach  the  shirt. 
Perhaps  it  may  have  been  long  exposed  to  strong  sun- 
light— possibly  in  your  window.  No  matter  if  the  colour 
has  faded,  whatever  be  the  cause,  and  if  the  shirt  bear  the 


u 


GUARANTEED  FADELESS 


DURO 

(Registered  Trade  Mark) 

DYE 


TAB  OR  LABEL 
IT  WILL  BE  REPLACED 


yy 


BY  THE  PROPRIETORS 


GUARANTEED  FADELESS 


Burgess,  Ledward 

MANCHESTER,    ENGLAND 


&  Co., 

Limited 


A.  B.  COUCH,    Fraser  Buildings,    St,  Sacrament  St.,  Montreal 

W.  E.  BIRRELL,  27  Wellington  St.  East,  Toronto 

STUART  CAMPBELL,  Hammond  Buildings,  Winnipeg 


THIS  ABSOLUTE  GUARANTEE  HAS  ONLY  BEEN  RENDERED  POSSIBLE  BY  THE 
DISCOVERY  OF  NEW  DYES  THAT  ARE  IN  FACT  FAST  TO  EVERYFHING 
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Furs, 

Bearskin  Coats, 

Children's  and  Misses'  Coats, 

Coat  Sweaters  and  Knitted  Goods 

of   all   kinds.       Gloves,  Mitts,  Hosiery, 

Mantlings,  etc. 

Ranges  now  being  shown  by  our  Travellers. 

A  comparison  of   our  values  will 
be  to  your  advantage. 


McFadyen, 
Valiquet  &  Shea, 

59  St.  Peter  Street, 


DRY  Goods 

Importers 

montreal 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 


Order  of  your   Wholesaler. 


ROBERT   HENDERSON 

^r     CO       Dry  Goods  Commission  Merchant 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


-^  LINEN  ^ 
DAINTINESS 

IS  more  rar-reacning  tnat  is  orten  tkouglit 
Dy  the  uninitiated. 

The  rahric  Desidcs  Leing  of  fine  even 
thread,  to  be  dainty  must  nave  tkat  soft 
lustrous  finish  -which 

LIDDELL'S 

GOLD  MEDAL 

LINENS       d<. 


f 


are  ramous  tor. 


fc 


They  are  made   of  pure   Irish 
flax  and  patterned  in  exquisite 
designs — designs     which     sell 
readily  and  produce  satisfac- 
tory profits. 
See   tlie   Gold    Medal    line. 


& 


R.  H.  Cosbie  p^i^\,^ 

TORONTO   ::   ONT.         ^! 
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STOCK  UP  FOR  SPRING 

Spring  is  logically  the  season  for  Mohair  selling.  Stock 
up  NOW. 

These  beautiful,  durable  fabrics — ever  fresh  and  ever 
stylish — fill  a  field  peculiarly  their  own,  and,  in  ADDITION, 
take  the  place  of  the  erstwhile  popular  tussah  silks  and 
shantungs. 

You  can  get  B.  D.  A.  English  Mohairs  in  a  w^ide  array  of 
fancy  patterns  and  in  all  the  fashionable  plain  colors — 
including  white  and  cream  suitings,  which  will  have  a  strong 
vogue  this  Spring  and  Summer. 

Show^  B.  D.  A.  English  Mohairs  from  January  to 
December. 

Buyers  and  Admen — Write  for  "Historical 
Mohair  Facts,"  B.  D.  A.  American  Bureau, 
235       West       39th       Street,       New        York. 


ii^fe  rxri " C  r rt  f- 1   IF  1 '  r  ;r ^ ^  >^  -^^ 
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Practical  Service  for  Practical  Merchants 

Enquiries  Received  by  the  "Review"  Indicate  Scope  of  Paper's  Influence 
—  Statement  as  to  Ground  Covered  in  Securing  Information  that  the  Mer- 
chant Asks  For  —  Practical  Buyer   Always  Available. 


THE  extent  of  the  service  which  The  Review 
is  prepared  •  and  specially  equipped  to  give 
to  Canadian  merchants  has  been  indicated 
in  a  unique  way  by  the  enquiries  which  are  being- 
received  for  special  information. 

Touching  as  they  do  upon  almost  every  depart- 
ment of  business  activity  with  which  the  merchant 
identifies  himself,  these  enquiries  indicate  the 
broad  scope  of  the  paper's  influence.  Not  only  do 
merchants  want  to  know  where  to  buy  certain 
goods,  but  they  also  ask  for  assistance  in  connection 
with  building,  remodeling,  or  decorating  their 
stores,  or  on  general  business  problems. 

For  the  Merchant  and  Buyer. 

Based  almost  entirely  upon  enquiries  recently 
received,  the  following  statement  has  been  prepar- 
ed, giving  the  details  of  the  service  available  to 
merchants  through  The  Review: — 

Letters  of  introduction  to  The  Review's  special 
representatives  in  American  or  European  centres,  or 
other  assistance  whereby  Canadian  buyers  may  be 
placed  in  touch  with  manufacturers  of  goods  while 
abroad  or  in  planning  to  make  their  trips  to  the 
world's  largest  centres. 

Reliable  information  relative  to  goods  in  which 
merchants  are  interested,  but  which  they  do  not 
know  where  to  buy. 

Services  of  practical  buyers  in  the  Canadian 
market,  and  consultation  on  merchandising  prob- 
lems, and  selling  plans. 

Information  mth  reference  to  reliable  sales 
people,  window  trimmers,  ad.  men  or  card-writers, 
who  have  declared  themselves  open  for  negotia- 
tions. 

Information  to  manufacturers'  agents  or  others 
who  may  desire  to  extend  their  representation  or 
assume  agencies. 

Advice  as  to  Possible  Markets. 

To  manufacturers  desiring  representation  in 
Canada  or  other  country.  The  Review  is  giving 
material  assistance,  and  also  practical  advice  as  to 
extent  of  possible  markets. 

Store  Layout  and  Equipment. 

Suggestions  on  store  construction,  location  of 
departments,  arrangement  of  stock,  store  front  and 
efficient  lighting,  decorations,  necessary  equipment 
for  display  purposes  and  time  and  labor-saving  ap- 
pliances. 


Window  display  essen^als  such  as  figures,  drap- 
ing stands  and  forms,  backgrounds  and  decorative 
materials. 

Card  writing  equipment,  and  suggestions  re 
special  display  cards,  air-brush  work,  mixing  of 
colors,  and  use  of  pens,  brushes,  etc. 

Information  re  systems  of  accounting,  stock, 
sales  and  expense  records,  delivery  service  ideas  and 
various  short  cut  methods. 

Brings  Buyer  and  Seller  Together. 
Where  businesses  are  for  sale  the  Review  has 
in  several  cases  been  instrumental,  in  bringing  buy- 
ers and  sellers  together  for  negotiations,  and  its 
assistance  is  always  available  to  merchants,  not 
only  in  that  connection,  but  in  estimating  stock 
values  for  transfer  in  bulk  or  necessary  clearances 
as  special  merchandising  features. 

Make  Review  Office  Their  Headquarters. 
Here  is  a  point  on  which  there  is  an  especial 
reason  for  emphasis.  To  buyers  planning  a  visit 
to  foreign  markets  the  Review's  resident  represen- 
tatives in  the  large  centres  are  of  material  assist- 
ance. Very  often,  on  the  occasion  of  his  first  trip, 
a  buyer  finds  it  difficult  to  cover  the  ground  in- 
tended. This  need  not  be,  for  if  he  will  call  at  the 
Review  offices  in  these  places,  or  make  them  his 
headquarters,  he  will  find  the  staffs  only  to  willing 
to  facilitate  his  work  in  every  way  possible.  This  is 
part  of  the  Review's  service  to  merchants. 

Enquiries  From   Merchants. 
Following  are  several  enquiries  which  will  im- 
mediately suggest  to  readers  of  the  Review  the  tan- 
gible character  of  the  service  outlined  above: 

Requests  from  buyers  for  letters  of  introduction 
to  Review's  European  representatives. 

A  large  maritime  firm  asks  for  some  suggestions 
re  plans  for  new  store. 

Another  maritime  merchant  asks  for  full  par- 
ticulars concerning  a  background  that  appeared  in 
the  Review. 

Looking  for  a  business: — "Where  can  I  buy  a 
small  general  business  or  a  small  men's  clothing, 
furnishing  and  shoe  business?" 

A  card  or  letter  giving  details  of  the  matter  on 
which  information  is  wanted  will  receive  immediate 
attention.  Remember  that  the  Review  is,  first,  last 
and  all  the  time,  a  practical  newspaper  for  the  prac- 
tical purposes  of  practical  dry  goods  and  men's 
wear  merchants  and  haberdashers. 
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If  you  could  stand  beside  each 
clerk  as  he  makes  a  sale,  and 
make  a  note   of  the  details 

there'd    not    be    much    chance    for  mistakes,    would    there? 

You  would  know     the  amount  and  kind  of  the  transaction,   and   who   handled   it. 

You  would  know  that  the  customer  got  the  right  change,  and  that  you  got  the  right 
amount  of  money. 

Y'ou'd  have  a  record  of  every  cash  transaction  in  the  store  that  would  make  the  night's 
"balance"  a  very  simple  matter. 

And  your  clerks  would  be  better  salesmen,  more  careful  and  accurate  because  they  would 
get  credit  for  good  worli,  and  know  that  the  blame  lor  mistakes  would  be  fixed  beyond 
dispute. 

That's  exactly  ^vhat  a  National 
Cash    Register    does    for    you 

The  amount  and  kind  of  each  transaction  is  publicly  displayed  and  a  positive  and  perman- 
ent  record   kept   for   your   private   inspection. 

Separate  adding  wheels  show  you  the  totals  of  Cash  Sales,  Charge  Sales,  Money  Received 
on   Account   and   Money   Paid  Out — at   any   time  during  the  day. 

The  Sales  Strip,  kept  locked  inside  the  machine,  gives  you  an  itemized  record  of  every 
transaction  made  during  the  day — just  as  complete  as  if  you  followed  your  clerks  all  day 
and    recorded   the   various   amounts   yourself. 

You  know  how  many  customers  each  clerk  waited  on — the  amount  of  each  clerk's  sales 
for  the  day,  a  separate  record  of  each  sale — who  made  the  mistakes — who  did  the  best 
work — and   you   know   exactly   the   amount   thai  should  be  in  the  cash  drawer. 

The  National  keeps  track  of  every  detail  of  every  transaction — stops  leaks,  checks  losses. 
How   can   you   afford    to   be   without   one? 

You  place  yourself  under  no  obligation  by 
writing  for  Free  booklets,  explaining  the  uses 
of  National  Cash  Registers  in  your  business. 
Write  now  to 


The    National   Cash  Register  Company 


Canadian  Factory  at 
TORONTO. 


F.  E.  MUTTON,  Manager  for  Canada, 
285  Yonge  St.,  Toronto. 
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Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get  ? 


EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  the  market  for  certain  goods,  but  that 
they  do  not  know  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

We  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 
not  usually  sold  in  dry  goods  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 
are  at  the  service  of  our  readers. 

We  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 
and  use  it  when  you  would  like  us  to  give 
you  information. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


THE  DRY  GOODS  REVIEW 

143  UNIVERSITY  AVENUE 

TORONTO 


For  Subscribers 


1 


INFORMATION  WANTED 


DATE 


_191 


PLEASE  TELL  ME  WHERE  I  CAN  BUY_ 


NAME_ 


ADDRESS_ 
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PROOF  POSITIVE 

that  Dry  Goods  Merchants  and  Buyers  read  "The 
Review"  thoroughly  each  issue,  including  the 
advertisements.  Read  this  letter  recently  received 
from    one    of    Canada's  progressive  Manufacturers: 

Toronto,  Jan.  19,  1912 

The  Dry  G-oods  Review, 

Toronto . 
Dear  Sir:- 

We  acknowledge  receipt  of  your  commanication 
of  the  16th  inst.  re  last  issue  of  your  Trade 
Paper.   In  our  humble  opinion  it  is  the  best 
Review  your  firm  have  yet  published. 

Not  only  is  your  paper  assuming  large  pro- 
portions, but  the  character  of  the  advertising 
seems  to  be  steadily  improving,  and  can  best 
point  out  the  merits  of  your  publication  by  the 
actual  results  which  we  have  obtained  direct 
from  merchants  who  have  sent  to  us  orders, 
quoting  your  Journal,  and  numbers  selected  from 
our  ad.  appearing  therein. 

We  are  looking  forward  to  even  greater 
returns  from  our  advertising  in  your  hands 
during  the  present  season. 


RS. 


Yours  truly. 


Sanderson's  Limited 


MAKE  SURE  y^^^  advertisement  appears  in  a 
paper  that  is  read.  The  advertising  pages  are 
worthless  unless  the  editorial  pages  have  influence. 
Advertise  in  Canada's  practical  Dry  Goods  paper. 
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The 


W.  R.  Brock  Co. 


Limited 


TORONTO 


Wholesale  Dry  Goods, Woollens,  Carpets,  Men's 
Furnishings,  "Her  Ladyship"  Ready-to-Wear 

Garments 
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Warehouse,  S.  W^.  Corner  Bay  and  Wei  ington  Streets  (Showing  Recent  Addition) 

TO  BUYERS,  SPRING  SEASON,  1912 

We  include  the  jolloToing  important    ranges    of   particular 
merit  among  our  various  assortments  jor  the  coming  season 

1.  Staple  CottonsJSheetings,  Cottonades,  Blankets,  Shirtings. 

2.  Prints,  Ginghams,  Cotton  Foulards,  Towellings,  Linens. 

3.  Costume  Cloths,  Tweeds,  Serges,  Panamas,  Poplins,  Fine  Worsteds. 

4.  Woollens,  Tweeds,  Cheviots,  Vicunas,  Tailors'  Linings. 

5.  Carpets,  Squares,  Rugs,  Linoleums,  Lace  Curtains,  Spreads. 

6.  Hosiery,  Underwear,  Gloves,  Ribbons,  Laces,  Notions,  Smallwares. 

7.  Women's  Wear,  Skirts,  Suits,  Coats,  W^hitewear,  Blouses. 

8.  Men's  Furnishings,  Neckwear,  Hosiery,  Underwear,  Gloves,  Overalls. 


1912-OUR   MOTTO-1912 


Dependable,     Saleable,    Profitable    Merchandise    for    the    Independent    Merchant 
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Pros  and  Cons  on  Local  Tax  Bill 

THE  movement  which  recently  had  its  begin- 
ning in  Goderich,  looking  to  the  introduction 
of  a  bill  in  the  Ontario  Legislature,  giving 
power  to  cities,  towns  and  villages  to  impose  a  local 
tax  on  mail-order  houses  has  already  become  old 
enough  to  attract  both  pros  and  cons.  In  the  first 
place,  the  Goderich  Board  of  Trade,  in  agreeing 
with  the  proposition,  submit  that  the  tax  should  be 
in  the  form  of  a  fixed  license  fee,  or  an  assessment 
based  on  the  value  of  the  goods  sold  and  delivered 


in  any  municipality.  The  proposed  bill  as  first 
drafted  had  in  view  a  tax  based  on  the  amount  paid 
by  the  average  merchant.  This,  some  merchants 
point  out,  would  not  be  a  proper  basis  for  the  simple 
reason  that  assessments  do  not  represent  the  valua- 
tion that  should  be  considered  in  such  a  matter  as 
this. 

One  merchant  views  the  situation  thus: — "It 
would  amount  to  a  mere  nothing  as  we  don't  think 
under  the  present  system  of  taxation  that  any  mer- 
chant pays  any  more  than  1  per  cent,  at  the  very 
outside.  In  fact  we,  ourselves,  are  doing  a  business 
of  over  one-quarter  of  a  million  and  our  total  taxes 
only  amount  to  $800.  So  you  see  it  would  only 
amount  to  Vg  of  1  per  cent,  on  our  business.  We 
think  the  mail-order  houses  should  be  charged  a 
percentage  on  every  dollar's  worth  that  they  sell 
outside  of  the  city.  It  costs  the  average  merchant 
121/4  per  cent,  for  wages  alone,  to  sell  his  goods. 
This,  of  course,  does  not  take  into  account  the  rent 
or  money  invested  in  building  and  plant,  nor  any 
of  the  other  expenses  incidental  to  carrying  on  busi- 
ness. The  money  which  we  pay  out  in  wages  to 
salespeople  is  spent  right  in  our  town,  and  the  town 
receives  their  revenue  in  the  way  of  taxes,  etc., 
whereas  the  wages  paid  by  mail-order  houses  to  em^ 
ployees  on  the  particular  goods  they  ship  to  small 
towns,  goes  to  pay  taxes  in  the  cities. 

"So  it  seems  to  us  there  should  be  some  other 
way  of  getting  after  the  mail  order  concerns.  We 
think  that  not  less  than  5  per  cent,  would  be  a  fair 
levy  on  every  dollar's  worth  of  merchandise  enter- 
ing a  town  for  mail  order  business.  We  would  be 
only  too  glad  to  assist  in  any  way  we  can  to  have  this 
tax  brought  about,  as  there  is  no  doubt  about  the 
big  city  stores  draining  the  country." 

The  argument  which  the  opposition  would  un- 
doubtedly advance  most  aggressively  is  that  much 
money  is  now  spent  through  the  mails  on  goods 
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that  could  not  very  well  be  subject  to  regulation.  It 
is  pointed  out  that  practically  every  periodical  out- 
side of  the  trade  newspapers,  is  a  mail  order  cata- 
logue to  a  certain  extent,  and  that  the  best  evidence 
of  the  success  of  such  methods  is  the  amount  of  ad- 
vertising carried  by  these  magazines.  They  reach 
every  section  of  the  community.  No  suggestion, 
pointing  to  a  solution  of  this  problem,  has  yet  been 
made,  and  a  leading  member  of  the  Toronto  Board 
of  Trade,  speaking  personally,  states  that  this  is  an 
aspect  of  the  case  that  might  have  to  be  considered 
in  order  to  save  the  bill  from  the  charge  of  class 
legislation.  While  such  a  bill  would  not  interfere 
with  the  people's  right  to  buy  goods  where  they 
may,  it  certainly  does  not  cover  every  avenue  from 
which  goods  can  be  bought  in  competition  with 
local  retail  merchants. 

This  practically,  is  the  case  for  the  opponents  of 
the  bill.  In  all  reason  it  appears  that  there  should 
be  a  tax  on  lai'ge  concerns  who  are  making  free 
with  the  local  merchant's  business.  The  problem  is, 
how  to  cover  everything  thoroughly,  so  as  to  meet 
the  "class"  cry.  Certainly  a  strong  representation 
to  the  Government  would  tend  to  establish  convic- 
tion as  to  the  enormity  of  the  main  problem,  but 
cases  have  been  known  in  which  an  apparently  in- 
significant side  issue  has  killed  a  movement  that  had 
great  good  for  its  object.  The  merchants  must  not 
only  be  well-organized,  they  must  be  prepared  to 
handle  every  possible  objection  in  a  capable  way. 


Safeguard  Reputation  of  the  House 

ONE  of  the  misguided  and  altogether  unfortu- 
nate things  about  strikes  and  other  troubles 
due  to  dissatisfied  labor  is  the  amount  of  uncompli- 
mentary advertising  which  an  employer  often  re- 
ceives from  those  who,  no  matter  what  their  griev- 
ance, should  still  consider  it  to  their  interest  to  see 
that  nothing  is  said  or  done  that  would  impair  the 
standing  of  the  house  with  its  customers.  Not  only 
are  rash  statements  made  during  the  animated  dis- 
cussions in  strikers'  meetings,  but  newspaper  report- 
ers in  interviews  with  individual  members  some- 
times accept,  without  investigation,  statements  which 
the  other  side  of  the  case  would  reveal  as  untrue. 

There  is  often  a  tendency  to  stop  at  nothing  that 
will  humiliate  a  house  and  the  members  of  it,  even 
though  the  cessation  of  work  might  well  be  consid- 
ered a  full  measure  of  trouble  for  the  time  being. 

Labor  records  show  that  the  unions  which  get 
along  most  amicably  and  satisfactorily  with  their 
employers  are  those  which  under  every  circumstance 
show  a  lively  interest  in  the  continued  welfare  of 
the  business  and  which  in  a  fight  for  their  rights 
leave  untouched  any  implement  calculated  to  injure 


the  reputation  of  their  employers.  Such  an  organi- 
zation has  seldom  to  go  further  than  friendly  arbi- 
tration to  secure  the  measure  of  redress  which  they 
are  looking  for. 


Merchants  have  Other  Problems 

IN  discussing  the  proposed  "local  tax  bill"  with 
merchants  throughout  the  country,  the  Review 
has  encountered  other  problems  which  are  receiving 
the  consideration  of  serious-minded  merchants. 

"Why,"  asks  one,  "do  we  allow  auction  sales  of 
goods  bought  elsewhere?  These  people  come  in  here 
in  the  guise  of  permanent  merchants,  bringing  a 
load  of  cheap  truck  with  them,  placard  their  empty 
show  windows  with  blood-and-thunder  signs  and 
fire  away.  They  sell  a  raft  of  worthless  stuff.  It 
doesn't  look  like  legitimate  business.  These  people 
never  remain  for  any  length  of  time  and  some  regu- 
lations should  be  applied  to  them.  It  does  strike 
me  sometimes  that  tlie  average  merchant  will  stand 
for  anything  so  long  as  he  can  worry  along  com- 
fortably." 

"When  is  a  wholesale  house  not  a  wholesale 
house?"  asks  another  merchant.  "When  it  sells 
retail.  I  can  tell  you  of  scores  of  instances  right  in 
this  city  where  people  who  have  relatives  or  connec- 
tons  of  some  sort  in  the  wholesale  houses,  go  there 
and  buy  goods  at  the  merchant's  prices.  What  am 
I  to  understand  when  a  woman  comes  into  this  store 
and  picking  up  a  piece  of  fabric,  proudly  informs 
me  that  she  knows  where  I  bought  it,  how  much  I 
paid  for  it,  and  follows  that  with  the  request  that 
our  dressmaking  department  make  up  the  goods  for 
her. 

"There  are  many  instances  of  this  kind,  and 
while  I  do  not  say  that  every  wholesaler  is  open  to 
the  charge,  I  know  that  it  is  being  done.  If  whole- 
sale houses  must  sell  retail,  why  do  they  do  so  at 
prices  which  place  the  local  merchant  at  a  disad- 
vantage? 

"Why  should  they  not  credit  the  local  merchant 
— their  customer — with  a  certain  amount  of  profit  on 
the  goods?  Not  long  ago  a  customer  wanted  a  fur 
coat  which  we  did  not  have  in  stock.  She  was  go- 
ing to  the  city  and  we  arranged  to  have  her  call  on 
our  fur  house  there.  She  bought  the  coat  and  a  few 
days  later  I  received  a  credit  check  representing  a 
percentage  of  profit  on  that  coat.  I  had  not  expected 
it,  but  it  was  the  fair  way  of  doing  business. 

"Undoubtedly  wholesalers  cannot  refuse  some  re- 
quests to  sell  retail,  but  in  doing  so  they  should 
consider  the  prior  claim  of  the  retailer  and  the  posi- 
tion in  which  it  places  him  with  people  who  boast  of 
their  ability  to  buy  at  wholesale  and  who  do  not 
hesitate  to  buy  also  for  their  friends." 
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Think  It  Over-Then  Act 


To  increase  your 
sales,  you  must  get 
what  you  are  ask- 
ed for. 


Every  time  you  tell  a  customer  you  are  out  of 
what  she  wants  —  you  weaken  her  confidence  in 
your  store. 

Every  time  you  show  her  the  goods,  or  get  them 
for  her — you  forge  a  new,  strong  link  in  the  chain 
of  satisfaction  that  binds  her  to  your  store. 

You  can  get  anything  in  dry  goods  if  it  is  to  be 
had  in  Montreal — and  get  it  quickly. 

Write  in — order  through  our  traveller,  and — 


We  II  Deliver  the  Goods 


The  W.  R.  Brock  Company  (Limited) 

Montreal 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Some  Unique  Stunts  in  Store  Advertising 

How  John  Wanamaker    "  Featured "   the    President  of  the  United  States  at 

His    Dedicatory    Ceremonies    and    How    Competing    Stores    Edged    Into    the 

Spotlight  —  American    Adaptation    of    an    English    Idea  —  Marshall    Field's 

Editorial   Ads.  —  The   Kesner   Circle   Ads. 

The  First  of  a  Series  of  Articles   for  the  "Review?"'  by  Edmund   James   Ryan, 
Advertising  Manager.  The  Right  House.  Hamilton. 


ALL  hail  John  Wanamaker,  great  merchan- 
diser, and  King  of  Advertisers! 
Hail  to  the  merchant  whose  force  and 
genius  have  given  him  such  a  commanding  position 
in  the  mercantile  nation  to  the  south  of  us  that 
he  could  call  upon  no  less  personage  than  the 
President  of  the  United  States  to  be  present  at,  and 
the  leading  speaker  in  the  dedicatory  ceremonies 
which  marked  the  close  of  Wanamaker's  fiftieth  year 
in  business  and  the  formal  christening  of  his  new 
store  building  in  Philadelphia  on  December  30,  1911 
— ^the  last  busness  day  of  last  year. 

Of  course,  there  was  a  big,  deep  significance  to  the 
occasion — an  epoch  in  this,  the  industrial  age — but 
to  the  continent  at  large  it  was  a  masterstroke  of 
advertising — the  crowning  achievement  of  fifty  years 
of  original  and  often  daring  business  and  advertising 
stunts. 

Yet  great  as  was  the  occasion  from  an  advertising 
and  merchandising  viewpoint,  it  is  more  than  likely 
that  great  numbers  of  The  Review's  busy  readers  did 
not  see  the  few  fragmentary  paragraphs  which  man- 
aged to  find  their  way  into  Canadian  dailies  and 
which  teresly  told  the  fact  that  President  Taft  on 
his  way  to  New  York  had  stopped  off  at  Philadelphia 
to  take  part  in  the  dediction  of  a  new  store  building. 

It  is  more  than  likely  also  that  few  Canadian 
store  managers  and  advertisng  managers  observed 
how  the  friendly  competitors  of  the  Philadelphia 
Wanamaker  store  manoeuvred  so  that  they  edged 
into  the  spotlight  and  got  their  institutions  favor- 
ably talked  about  that  Saturday  evening  at  a  great 
number  of  Philadelphia  tea  tables. 

The  Wanamaker  store  was  closed  to  ordinary 
business  on  the  last  business  day  of  1911.  The 
usual  page  "ad."  in  the  Philadelphia  papers  was 
cut  down  to  something  like  400  lines  on  Friday, 
December  29.  No  direct  reference  to  the  fact 
that  the  preseident  would  be  present  at  the  cere- 
monies was  made  in  the  "ad."  The  newspapers' 
news  columns,  of  course,  were  full  of  the  event. 
The  "ad."  merely  stated  that  the  ceremonies  would 
start  next  day  "on  the  arrival  of  the  specal  train 
from  Washington." 

Gilt-Edged  Advertising 

Naturally  with  the  brilliant  staff  of  advertising 
experts  which  are  maintained  at  the  New  York  and 
Philadelphia  store — and  with  the  Philadelphia  pa- 


pers anxious  to  print  all  the  possible  details  of  the 
Presidential  visit  and  speech — there  were  pages  of 
gilt-edge  advertising  for  Wanamaker.  The  speeches 
of  the  Governor  of  Pennsylvania  and  of  the  Mayor 
of  Philadelphia  were  also  printed  in  full.  Wana- 
maker's photograph,  showing  his  (French)  Legion 
of  Honor  medal — just  presented  to  him — were 
everywhere  displayed  in  the  papers. 

The  whole  stunt,  of  course,  was  an  American 
adaptation  of  the  idea  worked  out  at  the  opening 
of  some  London,  England,  stores,  when  royalty  and 
the  Lord  Mayor  of  London  attended. 

Also  an  adaptation  was  the  attitude  of  Gimbeij' 
and  Strawbridge  &  Clothier,  both  earnest  compf- 
titors  in  Philadelphia  of  the  Wanamaker  institu- 
tion. 

Psychological  Congratulations 

With  splendid  daring,  and  a  certain  knowledge 
of  the  psychological  effect  it  would  have,  both 
stores  came  out  on  Saturday  with  congratulatory 
advertisements,  one  of  which  is  reproduced  here. 


The  usual  daily  business  of 
the  store  closed  last  night 

and  will  remain  closed  until  the  usual 
opening  hour,   Tuesday,  Jan.  2,  1912 

Today 

closes  the  yiear  of  the  Golden  Jubilee 
and  the 

Ceremonies  of  Dedication 
of  the  New  Building: 

take  place  in  the  Court  of  Honor, 
commencing  one  o'clock  promptly 


The  necessity  of  care  and  control  of  the  many  people  who  com- 
pliment us  by  desiring  to  attend  requires  admissions  to  be  by  cani 
only.  Holders  of  cards  can  gain  admission  at  or  after  12  o'ctock  high 
hoon.  It  is  to  be  regretted  that  it  is  only  standing  room  that  can  be 
offered  owing  to  the  multitude  attending.  Particular  attentioo 
is  ealled  to  the  necessity  of  using  the  card  at  the  door  for  which  It 
has  been  issued,  as  it  will  not  be  good  at  any  other  door.  This  to  to 
prevent  confusion. 


■  Dd  t«Mt7-tvii  d»7» 


Afez^ 


Aft«i'  thi«  ftf temoon'i  dedicatloyvfreinoales  UM  Uaia  Ai«)c  of  the  Store, 
fmn  Chestnut  to  Uvket,  will  remain  «j]eii  until  6  P.  U.,  eo  that  kU  w)»  dealrv 
may  enjoy  th».promena(le  throunh  the  atore  sod  the  musical  trognun.  which 
wilt  be  continued  br  the  great  organ,  the  Ftnt  Regiment  Bend  end  the 
J.  W.  C.  I.  Bend. 


Muitur-L  ui.thiicr  ill  wliicli  ihe  Wiinaiiiakcr  I  Phila- 
delpliia)  stoie  announced  the  greatest  publicity 
stunt  ever  attempted  by  any  store  in  the  United 
States.  A  note  in  this  advt.  explains  that  this  ^sim 
tic  biisiner;s  began  as  a  men's  and  boys'  clothing 
store  in  1861. 
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It  will  be  noted  that  the  Gimbel  store  (whic'h 
was  the  Philadelphia  terminal  of  the  $5,000  aero- 
plane race  last  Summer)  adroitly  manages  to  in- 
ject some  Gimbel-esque  store  talk  into  its  very  hand- 
some announcement. 

While  both  these  stunts — the  bringing  of  the 
President  to  the  store  and  the  congratulatory  ads.- — 
are  bald  copies  of  what  happened  in  England  a  few 
weeks  ago,  it  strikes  me  that  the  second  stunt  is 
just  about  as  good  and  just  albout  as  effective  in 
causing  favorable  comment  as  the  former.  Neither 
one  resulted  in  a  definite  rush  on  the  next  business 
day  for  any  one  certain  line  of  merchandise,  of 
course,  but  as  most  of  us  appreciate  general  and 
favorable  publicity  go  far  to  make  goodwill.  And 
goodwill  has  a  salable  value. 


New  York  and  Chicago  Branch  Out 
in  New  Lines 

While  the  Philadelphia  incident  stands  out  pre- 
eminent as  the  newest  and  biggest  achievement  in 
store  advertising,  Marshall  Field,  in  Chicago,  and 


One  of  a  series  of  bu.siness  editorials  published  recently  by 
Marshall  Field  &  Co.,  Chicago.  Its  chief  interest  to  Canadian 
merchants  is  the  view  taken  with  regard  to  the  trend  away 
from  the  bargain  idea  and  the  upgrowth  of  service  as  the 
great  essential   in  successful   merchandising. 


Kesner's,  the  newest  department  store  in  New  York, 
have  been  printing  a  new  type  of  store  ad. 

They  are  both  along  the  general  line  of  "edi- 
torial" advertisements.  Marshall  Field's  announce- 
ments, which  appeared  just  before  Christmas,  were 
general  service  talks  and  short  essays  on  the  deca- 
dence of  the  "special  sale"  idea.  It  is  a  question  of 
just  what  they  did  accomplish  other  than  the  pre- 
senting of  the  store's  name  in  a  new  way.  A  store 
of  the  size  and  power  of  Marshall  Field's  can  spin 
along  for  a  long  time  on  its  own  momentum  with- 
out much  newspaper  advertising.  On  the  Sunday 
before  the  last  week  of  Christmas  shopping  all  that 
the  Chicago  store  announced  in  its  200-line  news- 
paper ad.  was  the  prettiness  of  its  candelabra  stock. 

Kesner's  new  idea  is  to  print  (often  on  the  op- 
posite page  to  its  large  regular  ad.)  an  announce- 
ment like  that  reproduced  here.  The  Kesner  ad.- 
smith  evidently  believes  thoroughly  in  Heibert  N. 
Casson's  "Law  of  the  Eye-catching  Power  of  a 
Circle."  The  picture  of  the  little  man,  Mr.  Wizzle, 
appears  in  every  Kesner  ad. 

The  first  few  of  the  new  Kesner  circle  ads.  were 
service  talks.  They  appeared  just  before  Christ- 
mas.     Latterly   they   become   rambling,    letter-like. 


^HE '  Service  and  Spirit 

OF  A  GREAT  STORE 

The  Second  of  a  Series  of 
BUSINESS  EDITORIALS 

When  they  come  from  service' • 


THE  PASSING  OF  THE  BARGAIN  IDEA. 


Look  into  any  retail  business,  large  or  small, 
and  it  will  be  found  that  it  is  governed  by  either 
one  or  the  other  of  two  basic  ideas: 

First  —  The  Bargain  Idea. 

Second  —  The  Idea  of  Service. 

The  Bargain  Idea  is  put  first  because  it  is  so 
oldliistorically.  It  goes  back  to  dim  centuries  when 
4he  morchant  was  a  peddler,  selling  from  a  pack  at 
markets  and  fairs.  His  profits  depended  largely 
OD  the  gaudiness  and  apparent  cheapness  of  bis 
goods,  and  his  skill  at  double-dealing.  Of  course, 
his  methods  were  such  that  nothin|i  but  improve- 
ment was  possible.  Yet  the  merchant  of  today 
who  is  wedded  to  his  Bargain  Idea  still  underrates 
public  intelligence.  He  assumes  that  penny-saving 
is  the  chief  object  of  people  purchasing  goods.  He 
centers  effort  on  buying  merchandise  that  wilt  be 
tempting  by  reason  of  the  bare  pricey  he  can  mark 
upon  it  Value  and  quality  are  taken  into  account 
last  of  all — sonretimes  never.  This  sort  of  mer- 
chant offers  the  public  a  disconnected  string  of 
"price  sensations."  Yesterday  it  was  marked- 
down  ribbons,  today  bargain  shoes,  tomorrow  a 
terrific  slaughter  m  clothespins.  Everything  is 
haphazard,  ^d  stocks  have  little  relation  to  the 
wide  needs  of  the  modern  family. 

But  a  merchant  guided  by  The  Service  Idea, 
on  the  other  hand,  has  a  broad  conception  of  the 
publics  mtelligence,  sees  his  community's  needs  as 
a  whole,  and  understands  his  own.  function  in  it 
He  knows  that  customers  weigh  points  of  value  as 
well  as  prices— purity,  durability,  appearance,  con- 
venience, originality  He  searches  the  world  for 
the  latest  and  most  beautiful  products.  Even  though 
he  has  but  a  small  estaWishmcnt  his  stocks  will- be 
complete,  representative,  adequate  to  meet  the  whole 
demand  in  his  hne  of  the  average  family,  and  they 
will  be  maintained  with  a  view  to  progress  in  that 
line.  Shipping  is  made  agreeable.  Growth  and 
reputation  come  from  customers'  satisfaction  after 
goods  are  in  use  and  price  forgotten. 

from  its  foundation,  the  business  of  Marshall 
Field  Sc  Company  has  been  governed  by  this  Serv- 
ice Idea.  The  publics  discrimination,  intelligence, 
and  appreciation  of  true  values  have  not  only 
been  understood,  but  have  been  the  chief  force  in 
shaping  this  business. 

The  old  Bargain  Idea  is  stUl  deeply  mgralned 
in  American  merchandising  It  dominates  nine 
retail  concerns  in  every  ten.  and  ts  a  subtle  com- 
mercial fallacy,  difficult  tq  keep  out  even  where  a 
business  is  rigidly  held  to  principles  of  Service. 
Ideals  may  be  clear,  yet  doubts  arise  Some  rival, 
appealing  to  the  public  on  cheapness  alone,  may  seem 
to  be  gaining  an  advantage.  In  a  given  case  there 
may  be  a  feeling  that  the  public  cannot  be  trusted  to 
distinguish  value.  There  is  always  the  tempta- 
tion to  rest  the  case  da  cheapness  just  this  once,  let 
value  take  care  of  itself,  and  cater  to  the  desire  for 
crowds.  That  tendency  has  to  be  fought  constantly, 
consistently,  and  vigorously 

But  the  Bargain  Idea  m  its  general  acceptation 
is  certainly  passing  away.  If  an  article  said  (o 
be  worth  a  dollar  is  offered  at  seventy  cents, 
there  is  exactly  thirty  ceats  in  value  missmg  some- 
where. Haphazard  bargain-hunting  is  steadily 
giving  way  to  intelligent .  constructive,  eoonomtcat 
buying  for  the  needs  of  the  hom^ 

As  understood  by  Marshall  Field  &  Company, 
that  only  is  service  which  effects  genuine  econo- 
mies for  the  customer  and  facilitates  the  work  of 
shopping.  Selections  in  every  section  of  this  store 
are  ample,  representative.  Stock  is,  so  arranged 
that  practically  all  requirements  for  man,  woman, 
child,  or  home  may  be  bought  here  with  tbc  Ica^t 
expenditure  of  time  and  energy.  Sound  values  are 
BO  adjusted  to  reasonable  prices  that  there  is  a  sav- 
ing of  money,  true  value  considered.  The  customer 
confining  purchases  to  the  establishment  of  Marshall 
Field  &  Company  alt  the  year  around  will  be  able 
to  figure  definite  savings  .over  anytbifig  that  conld 
be  effected  by  indiscriminate  bargain-hunting.  At 
the  same  time,  in  the  normaj  adjustmebt  of  their 
great  stocks  day  by  day,  remainders  of  goods  are 
cooAtantly  being  sold  at  reduced  prices,  without 
retort  to  sensational  methods. 

That  is.TTte  Service  Idea  govemlog  this  store, 
and  for  nearly  half  a  century  the  Inuiness  hw 
^own  up  on  it 
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tMrd  person  bulletins  of  special  sales  at  the  new 
store. 

Running  the  Advertisement  Crosswise. 

The  ten,  twenty  and  thirty-page  newspaper  ad. 
idea  is  being  used  widely  now  in  the  States.  Lit 
Brothers,  of  Philadelphia,  recently  bought  a  whole 
section  of  a  Sunday  Philadelphia  paper  to  detail 
the  many  sales  which  would  mark  their  anniversary. 
The  idea  of  running  a  two-page  ad.  crossways  in  a 
newspaper  so  that  the  top  of  the  ad.  runs  along 
what  is  ordinarily  the  left-hand  edge  of  the  paper, 
is  a  stunt  which  has  even  invaded  Canada.  Doing 
this  necessitates  the  turning  of  the  paper  into  an 
awkward  position  to  read  it,  but  it  certainly  makes 
one  take  notice  to  turn  a  page  and  suddenly  find 
two  pages  of  reading  matter  running  the  way  the 
•column  rules  usually  run. 

Expensive  Color  Work. 

One  other  stunt  that  is  still  causing  comment 
among  a  New  York  store's  patrons  is  the  using  of 
a  new  and  very  expensive  four-color  process  for  the 
reproducing  in  small  booklets  of  lines  of  merchan- 
•dise  like  Oriental  rugs.  The  folder  recently  sent 
out  by  Lord  &  Taylor  containing  a  photograph — 
marvellously   colored — of  a  rug  from   the  east  is 


Sample  of  one  of  the  "circle"  ads.  run  by  New  York's 
newest  department  store.  This  appeared  on  the  newspaper 
page  opposite  liesner's  regular  ad.  —  5  columns  wide  and 
about  1(1  inches  deep. 

one  of  the  most  artistic  and  effective  I  have  ever 
seen.  An  Austrian  art  lover  to  whom  I  showed 
one  pronounced  it  better  than  anything  Europe  has 
yet  done.  I  fear  me,  though  that  there  are  but  few 
stores  in  the  Dominion  as  yet  which  would  feel  justi- 


Today  the  President 

of  the  United  States 

Honors  by  His  Presence 

a  Philadelphia  Store 


s~^ 


GIMBEL    BROTHERS    :    Philadelpbia    :    Sv:!;!    [:; 
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Full  page  7-column  an- 
nouncement which 
Gimbels  ran  in  Phila- 
delphia papers  on  the 
day  when  Wanamaker 
was  visited  by  Presi- 
dent Taft, 
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THE  YEAR'S  REVIEW  OF 

MARSHALL  FIELD  &  COMPANY'S 

BUSINESS 


Brings  info  prominence  two  facts 
of  interest  to  the  commerciai 
world  and  to  the  public  generally: 

<f  Sales  for  the  twelve  months  just  ended 

shov  a  substantial  increase  over  records 

of  all  previous  years. 
<f  December,  with  last  year's  high  record 

to  surpass,  contributed  splendidly  to  this 

increase  for  the  year. 

With  lhe*«  new  recordi  anoth«T  y*ar  of  tplendul  mercaa- 
tjc  achievement  is  closed  The/c  has  t»«en  generally  estab- 
lished a  broader  view  of  the  ideals  of  service  tiiat  found  their 
ongm  in  this  busioe&s. 

Wisely  guided  and  insistent  effort  m  terming  the  pubhc 
has  kept  this  store  not  only  merely  abreast  ol  its  customers' 
requirements  in  the  year  of  191t  but  has  anticipated  and  cre- 
ated new  needs  in  offering  merchan^diBe  at  deairatjje  9s  it  has 
been  novel  Tbs  pohcy  has  met  with  the  success  that  could 
come  only  from  such  an  organization  M»  llua — pvACttcally  un 
limited  in  range  and  reaoufces- 

And  so  the  progress  of  this  store,  tucked  by  Ihia  maiateni 
effort  makes  easy  each  year's  advancement — each  J/Ua't  poft- 
aibilrties  lor  greater  expansion  of  its  ideals  of  fierrice. 


The  year  1912  will  open  with  Imporlanl 
January  Sales  to  be  announced  tomorrow. 


Typical  Marshall  Field  advt  ,  lareer,  if  anything,  than 
space  taken  in  Chicago  papers  just  before  Christmas 
—3  columns  wide,   10  inches  deep. 

fied  in  going  to  the  expense  of  ordering  such  a  cut. 
The  work,  I  understand,  can  only  be  obtained  at 
one  establishment,  and  that  is  in  New  York. 

8,000  Ads.  Analyzed. 

Any  article  on  advertising  appearing  within  the 
next  month  at  least — even  a  chatty  one  like  this — 
which  does  not  m^ake  some  mention  of  Herbert  N. 
Casson's  analysis  of  more  than  8,000  advts.,  would 
overlook  a  most  interesting  chapter  in  advertising. 

While  the  ads.  analyzed  are  of  the  "national" 
order,  i.e.,  magazine  announcements,  the  critical 
points  brought  out  by  Mr.  Casson  apply  with  full 
force  to  ads.  of  all  classes.  What  first  appears  as 
humor  in  the  naming  of  the  groups  into  which  the 
author  divides  the  ads. — '"gentle  rain  ads."  "mo- 
ther goose  ads.",  "college  yell  ads.",  etc. — later  im- 
presses one  as  being  clever  thinking,  because  of  the 
ease  with  which  the  groups  and  what  they  stand 
for  can  be  remembered. 


Cut  Out  the  ''Invocation" 

In  the  arrangement  of  their  full-page  advt.  Qua 
&  Patterson,  Collingwood,  have  secured  an  effect 
that  marks  a  pleasing  departure  from  the  stereo- 
typed form  which  many  serious-minded  advertisers 
struggle  hard  to  overcome.  Too  many  advts.  nowa- 
days open  like  a  prayer  meeting — an  invocation, 
sometimes  long,  sometimes  tedious  and  often  condu- 
cive to  sleep.  Then  follows  a  series  of  indifferently 
constructed  items  and  finally  another  invocation  in 


which    the    relative  importance    of    the    matter  is 
neither  here  nor  there. 

Qua  &  Patterson  have  arranged  their  "meeting" 
in  a  manner  that  promises  to  capture  the  interest 
of  those  present  from  beginning  to  end.  It  is  an 
advt.  that  gets  down  to  business  with  the  first  breath. 
Nothing  is  wasted  on  needless  excuses  or  explana.- 
tions.  The  cuts  are  new  and  offer  some  encourage- 
ment to  students  of  style.  The  panels  are  well 
arranged  and  the  prices  properly  emphasized.  The 
advt.  is  a  credit  to  the  man  who  wrote  and  arranged 
it  and  to  the  printer  who  set  it  up.  Qua  &  Patterson 
make  a  particular  study  of  their  advertising  with  a 
view  to  effective  work,  and  the  present  instance  was 
singularly  successful. 


Could  Have  Held  the  Customer 

A  question  that  often  arises  among  salespeople 
is,  "Will  I  exchange  gloves  for  customers  other  than 
the  brand  we  have  been  handling. 

"A  little  experience  of  mine  proved  it  better  to 
do  it,"  writes  a  salesman. 

"The  manager  of  the  store  wouldn't  allow  any 
such  exchanges  and  I  told  my  customer  when  she 
asked  me  to  exchange  the  gloves  that  I  was  sorry  but 
it  was  against  the  rules  of  the  store.  She  took  her 
gloves  to  another  store  and  they  changed  them  for 
her  and  now  it  is  very  seldom  she  comes  into  our 
store,  although  before  this  she  was  one  of  our  best 
customers.  If  we  had  changed  them  we  wouldn't 
have  been  able  to  give  a  gUcarantee  with  them  but  it 
would  have  been  better  to  risk  a  little  than  lose  a 
good  customer." 


.An  Unusual  Sale  of  Ladies',  Misses  and 
Children's  Coats  and  Suits. 


In    this    advertisement,    Qua   &    Patterson    have   secured    a    unique 
departure   from    the   stereotyped   layout. 


CANADIAN 


FUa TRADE  NEWS 


Lines  Ready  for  Next  Season 

Features  of  the  New  Styles  —  Predictions 
as  to  Higher  Prices  —  Novelties  in  Scarfs 
and    Muffs  —  Stocks   in    Good    Condition. 

Montreal,  Feb.  1. 

IN  a  few  days  fur  manufacturers  will  have  their 
samples  ready  for  the  road.  Travelers  will  be 
out  for  business  by  the  last  of  February  or  the 
first  of  March,  at  the  latest. 

Even  with  the  price  of  many  of  the  best  lines  of 
furs  soaring,  the  season's  business  has  been  very 
satisfactory.  It  is  a  fact  that  many  people  are  will- 
ing to  pay  a  good  price  for  the  best  grade  of  fur, 
as  long  as  they  get  the  genuine  article. 

Dealers  are  certain  that  the  price  of  many  of  the 
most  popular  furs  will  advance  still  higher  as  the 
season  advances  and  business  takes  on  an  established 
outlook. 

Although  it  is  somewhat  early  in  the  season  to 
make  any  grounded  predictions,  manufacturers  are 
looking  for  the  repetition  of  the  popular  furs  for 
next  season.  Seals,  Persian  lamb,  mink,  Russian 
sable,  fox,  wolf,  ermine  and  others  are  on  the  list. 

Stoles  Will  be  Large. 

New  stoles  will  be  larger  than  they  were  for 
1911-12.  Wide  scarfs  are  seen  that  are  three  yards 
in  length.  As  these  numbers  are  too  long  to  use  as 
a  mere  throw,  the  article  is  given  an  extra  wrap 
around  the  neck,  and  the  ends  are  then  brought  to 
the  front  and  allowed  to  fall  gracefully. 

Ermine  has  been  very  popular  in  some  of  the 
large  towns,  but  in  smaller  places  throughout  the 
country  this  fur  has  not  been  taken  as  readily. 
This  is  due  to  the  lack  of  desire  for  something  along 
the  extreme ;  these  people  are  more  in  favor  of  staple 
lines  that  give  satisfactory  wear  as  well  as  producing 
a  favorable  appearance  for  several  seasons,  if 
necessary. 

Fifty-inch  Coats. 

Long  coats  showing  rich  furs  in  stylish  effects 
will  be  good  for  future  business.  These  jackets  have 
been  taken  well  during  the  season  just  past,  and  this 


demand  is  expected  to  continue.  The  fifty-inch  gar- 
ment is  favored  in  mink,  seal,  Persian  lamb  and 
other  high-class  furs. 

Raccoon  will  be  taken  to  quite  an  extent,  if 
present  signs  are  not  deceiving.  Although  this  fur 
has  advanced  rapidly  in  price  during  past  seasons, 
it  is  still  one  of  the  most  popular  lines  on  the  mar- 
ket. As  a  rule,  this  fur  is  used  for  men  and 
women's  coats.  Automobiling  is  a  direct  cause  for 
the  increased  demand.  Serviceableness,  comfort  and 
appearance  are  the  chief  features  in  favor  of  this 
fur.  Men's  garments  are  generally  long,  while 
ladies'  coon  coats  are  as  a  rule  about  thirty  inches 
or  a  little  more  in  length. 

Fox  A  Strong  Seller. 

Fox,  wolf  and  bear  are  very  appropriate  for 
stoles,  muffs  and  other  features.  During  the  past 
season  the  sale  of  white,  pointed,  red,  black  and 
silver  fox  has  been  very  encouraging,  while  the  wolf 
furs  in  blue,  grey  and  natural  effects  were  equally 
as  good.  Sets  of  these  furs  were  very  attractive  for 
young  women. 

Alaska  and  Russian  sable  has  held  its  place  in 
the  market.  For  elderly  ladies  this  fur  has  met 
with  large  sales,  notwithstanding  the  high  price. 
Sets  of  this  fur,  showing  fashionable  throws  with 
the  round  and  large  pillow  muff,  have  sold  well. 
Imitations  of  this  fur  are  now  being  made  in  large 
number  of  designs  and  sizes.  Sets  to  retail  at  $4  to 
$5  upward  have  taken  well  and  this  department  is  a 
good  one  for  future  business. 

Will  Muffs  be  Larger.^ 

Large  bolster  muffs  are  included  in  the  best 
lines  for  Fall  business.  One  manufacturer  who 
has  done  a  large  business  in  all  lines  of  fur  states 
that  according  to  the  present  prospects  future  styles 
will  show  a  muff  somewhat  larger  than  those  of  the 
past  season.  While  it  would  be  quite  impossible  to 
carry  a  muff  larger  than  some  that  were  seen  in  the 
stores,  during  this  winter,  the  enlarged  numbers  for 
next  season  will  emphasize  the  lines  that  were  shown 
in  medium-sized  articles  during  the  past  year. 
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Muskrat,  pony  and  opossum  are  good  furs  for 
garments.  Muskrat  and  pony  coats  have  been 
quite  the  favored  hnes  for  long  jackets  in  high  class 
lines,  the  oppossum  being  extensively  used  for  trim- 
ming purposes,  as  well  as  being  liberally  featured  in 
popular-priced  stoles  and  muffs. 

The  Hand  Warmer  Muff. 

For  future  business  it  is  whispered  that  the  muff 
featuring  a  combination  of  hand  warmer  as  well  as 
hand  bag  will  be  on  the  market.  The  opening  of 
the  handbag,  which  is  in  front,  is  neatly  closed  by 
means  of  a  card  and  large  fur  button.  For  some 
time  this  article  has  been  mentioned,  but  it  is  now 
being  featured  for  actual  use. 

Demand  for  Smaller  Sets. 

It  must  not  be  supposed  by  the  foregoing  that 
small  throws  and  muffs  will  be  eliminated.  Con- 
trary to  this,  there  are  bright  prospects  of  large 
sales  of  many  of  the  smaller  sets,  neck  throws,  etc. 

Many  small  neck  pieces,  made  especially  for  a 
cover  to  the  throat  on  cool  days,  are  features. 
These  were  noticeable  to  quite  an  extent  during  the 
past  seasons,  but  according  to  present  indications, 
these  accessories  will  be  liberally  taken  for  Fall. 
Mink,  ermine,  sable,  seal  and  other  furs,  in  cheaper 
lines,  will  no  doubt  be  much  favored  as  profitable 
articles  for  the  retail  merchant  to  stock. 

Canadian  buyers  have  bought  large  orders  of 
Persians,  Astrachans,  marmots,  ermine,  dyed  foxes, 
German  marmots  and  muskrats.  These  furs  were 
good  for  jackets,  stoles,  muffs  and  millinery  pur- 
poses for  Fall  and  Winter  1911-12,  and  an  equal 
demand  is  looked  forward  to  for  the  future. 

Rich  Furs  in  Contrast. 

Stylish  effects  as  well  as  comfortable  creations 
are  much  in  evidence  in  new  sets  of  samples.  Beau- 
tiful combinations  of  rich  furs,  forming  a  contrast 
that  gives  the  desired  effect,  are  one  of  the  chief 
features.  Ermine  is  well  adapted  to  form  a  magnifi- 
cent contrast  with  seal,  mink  and  other  high  class 
skins. 

From  Russia  and  Siberia  comes  the  announce- 
ment of  higher  prices  in  muskrat,  skunk,  opossum 
and  raccoon.  During  the  month  of  December  these 
markets  were  firm,  owing  to  the  presence  of  Cana- 
dian and  American  buyers,  who  took  a  most  active 
interest  in  buying. 


There  is  much  novelty  in  the  fashioning  of 
muffs  and  stoles.  A  new  combination  muff  and 
hand  bag  is  one  that  opens  with  a  flap  in  front;  a 
loop  and  large  fur  button  forms  the  fastening. 
Long,  hea\T  cords  are  used,  the  muff  hanging  from 
the  shoulder  by  means  of  these  cords. 


Many  of  the  newst  handbags  are  trimmed  with 
flexible  metal  edging.  They  are  shaped  like  oblong 
envelopes,  the  cords  are  generally  quite  long,  and 
are  sometimes  made  of  the  flexible  metal. 

*       *       *      .. 

For  fur  coats  the  black  and  white  effect  is  sty- 
lish, white  fox,  ermine  and  coney  being  used  in 
combination  with  the  black  varieties. 


London  Fur  Sales 

Montreal,  Jan.  29,  1912. 

Each  year  there  are  four  auction  sales  of  raw 
March,  une  and  October;  the  January  and  March 
March,  June  and  October;  the  January  and  March 
sales  being  the  most  important.  Furs  from  all 
parts  of  the  world  are  seen  on  these  occasions.  Each 
of  these  auctions  generally  last  ten  days,  and  it  is 
necessary  to  keep  at  it  until  late  at  night,  too,  in 
order  to  sell  the  stock  of  valuable  merchandise. 

It  is  the  January  sale  that  prognosticates  the 
price  of  furs  during  the  year.  The  following  report 
of  SamiD.«on  &  Co.'s  sales  held  in  London  during 
January  shows  the  rapidity  with  which  furs  are  ad- 
vancing in  price. 

Skunk    35%  higher  than   last   March. 

Kacooon,      western      and      south-  35%  higher  than  last  March, 

western    15%  higher  than   last   March. 

Racioon,    northern      and      north- 
western      50%  higher    than    last    January. 

Muskrat,    brown    Same   as  last   January. 

Mu.skrat,    black    20%   higher   than   last   March. 

Opossum    10%  higher  than   last   March. 

Mink    Same    as    last    March. 

Ked   Fox    20%   liigher   than   last   March. 

Grey    Fox    S.i ine    as    last    March. 

White    Fox     50%   higher  than   last  March. 

Cross    Fox    25%  lower    than    last    March. 

Silver   Fox    Same    as    last    March. 

K'np    F   \    10%  higher  than   hist   March. 

Civet   Cat    Same    as    last    March. 

11    me   I  at    30%  lower    than    last    March. 

^'■'1(1    Cat     20%   higher   than   last   March. 

Ermine    

Wolf,  western  and  northwestern 

Won.    s   utiiern     and     s  .uthwesl-  50%    Iiigher   than   last   March, 

ern     Same    as    last    March. 

Bear    10%  liigher  than   last   March. 

Lynx    Same    as    last    March. 

Otter   15%  higher  than   last   March. 

Marten    5%   liigher   than    last   March. 

Russian    Sable    Same    as    last    March. 

Fisher    40%  higher  than   last  March. 

Badger    Same    as    last    March. 

Keivei-    .50%  higher    than   last    January. 

Snuirrel     20%   liigher   than   last   March. 

Chinchilla     Same    as    last    March. 

Opossum,    Australian    25%  higher    than    last    October. 

Wallaby    Same    as    last    October. 

Salted   Fur  Seal,   N.  W.  coast.... 

Salted    Fur    Seal,    Cape    of    Good  30%  lower   than    last   December 

Hope    Same    as    last    December. 

Hair   Seal,   dry    S.ime    as    last    March. 

AT    THE    UrnSON'S    BAY    COMPANY'S    SAI.H. 

Beaver     55%   higher    than    last    January, 

Muskrat    .'iO%   higher    than    last    January. 


Fashion's  leaders  here  in  Canada,  as  elsewhere, 
have  not  been  slow  to  take  up  the  handsome  leopard 
coat  which  is  now  shown  by  all  leading  houses.  This 
appeared  late  la.st  season,  and  wa.s  at  once  bought 
and  worn  by  prominent  people.  It  again  appeared 
this  year,  and  now  is  more  generally  popular  here. 
A  well-known  Ottawa  debuntante  of  the  season,  a 
Toronto  girl  and  daughter  of  a  member  of  the  new 
Cabinet,  was  one  of  the  first  of  the  younger  set  to 
take  up  the  novelty. 


Washable  Bags  Appear 

Handsome    Novelties    in    Crochet,    Lace    and 
Braided  Linen  —  Satchel   Bag  the    High  Nov- 
elty in  Leather. 


A 


N  interesting  novelty  which  the  opening 
season  has  brought  out  is  the  washable  bag 
of,  lace  or  embroidery.  Beautiful  specimens 
in  Irish  crochet  are  seen  and  there  are  also  some 
handsome  .numbers  of  all-over  lace  with  linen  lin- 
ings. Many  of  these  bags  are  in  envelope  shape 
and  stiffeijed  like  the  leather  bags,  but  others  are 
frameless  and  finished  with  a  draw  string.  Depen- 
dent ornament  of  crochet  and  also  wash  fringes 
finish  some  of  the  bags.  Wash  cordelieres  are  used 
with  the  new  Unas.  For  summer  selling,  these 
should  prove  excellent,  and  the  retailer  may  expect 
good  profits  as  they  will  be  sold  at  first  as  a  high- 
class  novelty. 

Whit^  linen  bags  trimmed  with  braidings  are 
among  the  less  costly  of  the  new  washable  hand- 
bags. These  are  also  finished  with  wash  cordeliere 
and  sometimes  with  fringe.  These  bags  are  emi- 
nently practical  and  will  appeal  on  sight  to  the 
woman  who  is  looking  for  a  suitable  accessory  for 
summer  dresses. 

It  is  expected  that  a  line  of  popular  bags,  as 
above,  of  home  manufacture  will  shortly  be  put  on 
the  market,  and  this  will  prove  of  special  interest  to 
the  merchants  with  a  strictly  popular  trade,  but  the 
high-class  lines  should  be  freely  stocked  as  they 
are  practically  sure  of  favor  wherever  shown. 

Fancy  goods  dealers  are  now  being  offered  the 
materials  in  flosses  and  various  sorts  of  threads  for 
the  coftstruction  of  these  bags,  and  these  will  prob- 
ably prove  a  good-selling  line.  Patterns  and  in- 
structions are  usually  offered  with  the  flosses  so  that 
the  customer  may  see  how  the  article  is  made.  So 
far  the  numbers  seen  had  draw  strings  and  corde- 
liere rather  than  the  stiff,  flat  construction  of  the 
ready-made  bags. 

Leather   Bags   Selling 

Regular  lines  of  bags  now  appear  to  be  wanted 
in  the  leather  rather  than  the  fabric  styles.  Medium- 
sized,.framas    are  at    present  the  rule.       The  small 


change  purse  is  usually  included  with  the  bag.  The 
flat  frame  and  the  frameless  styles  are  excellent, 
but  a  high  novelty  is  the  satchel  bag  of  construc- 
tion not  unlike  a  small  model  of  a  man's  club  bag. 
How  this  may  take  with  the  general  public  is,  of 
course,  problematical  as  yet.  Flat  leather  straps  and 
cordelieres  are  both  used  on  the  regular  style  bags. 


Fancy   Lines   Offered 

There  has  been  more  than  usual  movement  in 
the  lines  of  fancy  beaded  bags.  These  are  shown 
in  steel  and  jet  as  well  as  the  light  shades  which 
are  most  suitable  for  evening  wear.  Cordelieres  and 
chains  are  both  used,  with  preference  for  the  form- 
er. 

Among  the  season's  handsomest  and  most  prac- 
tical offerings  to  the  fancy  goods  department  are 
the  bags  of  natural  linen  or  German  crash.  These 
come  in  the  popular  shapes  and  styles  with  corde- 
lieres or  small  cord  handles,  and  stamped  to  be  em- 
broidered. Last  summer  saw  excellent  sales  of 
these,  and  this  year  they  may  safely  be  stocked  in 
good  quantity.  The  newest  designs  are  tho,se  which 
show  the  use  of  the  popular  punched  work. 
Fringes  of  natural  shade  and  braids  are  used  to 
finish  the  bags,  and  many  are  so  simple  in  pattern 
that  they  may  easily  be  finished  in  a  day.  Flosses 
to  work  are  sold  with  these. 


IJrniiled    nnd    CTocliet-trimmed    lingerie    b.tgs.      Photograplied    for 
Dry   Gocds   Review   by   Feder,    New   York. 
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The  Three  Leading  Collar  Supporters 


"Uinru^" 


^"^^(t) 


iCSt 


.^  Collar  Supporter/.^ 


i 


«JL» 


!"» 


MADE  IN  QXHHANV. 


!YP^^ 


^'s^:;?^? 


CtOlfltc 


GoLL^R  Supporter 

IW       Simplest  and  Best.       fkW 

^ent  NO.  391^,  i\^t«^ 


(pllar5uPPorter; 

Imifahon  Jewellery  / 

|\      Engl  Pd!  M"  8604/04   /^ 


ADJUST  BEFOKH  l'i:TTIN> 
ON  BI.orsK. 


r 


MADe  IN  GER/*iAr«Y. .  ^1 


GIVE  YOUR  CUSTOMERS  THE  BEST 

Cost   No   More   Than   Inferior   Supporters. 


The  Victoria 

enjoys  a  world  -  wide 
reputation.  Millions  have 
been  sold,  and  are  still 
leading  in  favor. 


The  Victory 

is  very  similar  to  the 
Victoria,  and  is  being 
produced  for  those  pre- 
ferring a  slightly  cheaper 
article. 


The  Best 

can  be  retailed  for  5c., 
and  give  a  good  profit 
and  ensures  very  satis- 
factory wear  to  the  cus- 
tomer. 


Above  lines  can    be  secured  through  any  reliable  Jobber. 

WHOLESALE    ONLY    SUPPLIED. 


DEFRIEZ  &  WOODMAN,  Limited 

64  WELLINGTON  STREET  WEST  -  -  -  TORONTO 

Branches  at  Montreal  and  Winnipeg. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Seal  bag  with  nickel  and  leather 
frame,  real  seal  lining. 

Bag  with  German  silver  frame, 
lined  with  goat  seal. 

—Shown  bv  J.  Abeles,  Ltd., 
Montreal. 


New  shape  beaded  bag,  with  de- 
sign marked  oul  in  ruse  and  green 
shades.  —  Shown  by  Otto  Veit. 
Toronto. 


Bag  Trade  in    Montreal 

Montreal,   Feb.   1. 

The  fancy  bags  featuring  bead  or  rhinestone  ef- 
fects, still  prove  to  be  leaders.  Fabric  bags  plain 
and  embroidered,  are  well  established,  and  will  meet 
with  much  favor.  Embroidery  and  crocheted  effects 
will  be  featured  exetnsively  in  the  stores,  as  soon  as 
the  Spring  season  opens.  In  fact,  these  bags  have 
already  gained  a  firm  foothold  in  public  opinion, 
which  cannot  be  overlooked. 

For  favored  models,  the  six,  seven,  and  eight 
inch  size  will  be  the  best  sellers.  In  velvet,  leather, 
crocheted,  and  other  lines,  this  size  frame  will  com- 
mand attention.  The  frameless  bag  has  gained 
some  favor  in  Canada;  but  it  is  in  the  form  of  a 
novelty  rather  than  a  staple.  Manufacturers  are 
giving  attention  to  this  model,  but  expect  to  do  a 
large  percentage  of  the  bu.siness  on  framed  varieties. 

Leather  goods  appear  to  be  in  more  favor  for 
future  business,  than  in  the  past.  Of  course  the 
appearance  of  fabric  bags  in  various  make-ups,  had 
a  certain  hurtful  influence  upon  the  leather  goods 
department,  but  dealers  are  inclined  to  think  the 
oiitcome  will  be  very  beneficial,  as  the  attention  of 


many  people  has  been  attracted  on  account  of  so 
many  exquisite   creations  in   this   department. 

Attractive  lines  of  rhinestone  initials  are  shown 
for  use  on  almost  any  plain  bag.  Metal 
trimmings  are  shown  in  various  ways.  Some  bags 
are  bound  with  metal,  others  are  trimmed  with  sil- 
ver, gold,  or  bronze  carved  or  etched  designs. 


Novelty     in     Handkerchiefs 

Loose  Motifs  Shown  as   the  Newest    Fea- 
ture —  Corner,   Border   and   Lace   Effects 
—  Demand  for  Boxed  Goods. 

Some  pretty  and  novel  offerings  in  handker- 
chiefs are  now  on  the  market.  These  are  the  sheer 
linen,  Irish  type  with  a  distinctly  new  kind  of  orna- 
ment. This  con.sists  of  a  small  embroidered  motif 
which  has  been  made  up  separately  from  the  hand- 
kerchief, cut  out,  having  a  buttonhole  edge,  and 
fastened  or  tacked  to  the  corner  of  the  handkerchief* 
Very  handsome  were  rich  butterfly  motifs  of  which 
the  body  was  embroidered  to  the  handkerchief 
while  the  wings  were  free.  Floral  designs  which 
are  fairly  solid  in  form  also  were  shown.  This  line 
is  offered  at  a  very  reasonable  price  and  is  quite  the 
handsomest  and  most  exclusive  style  in  handker- 
chiefs that  is  on  the  market  at  the  present  moment. 

Three  distinct  types  are  noticeable  in  handker- 
chiefs,— the  bordered  effect,  the  corner  effect,  and 
the  edged  variety. 

Delicate  shades  of  pink  and  grey,  heliotrope, 
blue,  etc.,  are  shown  in  the  corner  effect.  Grecian 
borders  in  outline  are  featured.  Many  tasty  com- 
binations of  these  types  are  shown.  For  edgings 
the  popular  styles  are  Point  de  Venise,  Madeira,  and 
Irish  lace.  It  is  plain  that  the  vogue  of  lace  is  to 
be  extended  in  all  directions  and  this  applies  to 
handkerchiefs. 

Boxed  Goods  Sell. 

Manufacturers  make  special  mention  of  the  fact 
that  boxed  goods  are  meeting  with  a  good  demand 
from  the  wholesale  trade.  This  is  the  outcome  of  the 
general  leaning  toward  the  popularity  for  boxed 
articles  of  all  kinds.  As  a  rule,  the  boxes  contain 
Vi  dozens  of  handkerchiefs,  the  prices  ranging  all 
the  way  from  15  cents  per  box,  to  several  dollars. 

One  of  the  most  promising  lines,  is  composed  of 
embroidered  and  stamped  border  designs.  These 
designs  extend  around  the  entire  article,  and  may 
be  obtained  in  all  qualities.  There  are  of  course 
many  uses  for  which  these  lines  may  be  adapted, 
but  probably  the  collar  and  cuff  novelty  is  one  of 
the  most  important. 
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Liok  for  NAME 
and  TRADE  MARK 
None  6enuine 
Wit;n 


Games  For  The  Little  Folks 

Marionettes,     Picture  Building-,     Walking  Animals,     Plays 
in   Fairyland,   ^Dressing  Dolls,     Etc.,   Etc. 

Post  Cards 

Splendid  new  addition  of  popular  subjects  for   all    seasons. 

Christmas  Cards,     Christmas 

Stationery  and  Birthday 

Cards 

The  new   collection    is    unsurpassed   for   artistic   excellence. 

Juveniles  Toy  and  Gift  Books 

A  large  collection  of  popular   subjects. 


Descriptive  Lists  Sent  Upon  Application. 


RAPHAEL  TUCK  ®,  SONS  COMPANY,   LIMITED 


9-17  St.  Antoine  St.  -  MONTREAL 

NEW     YORK  LONDON  PARIS 


BERLIN 
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New  designs  in  linen  handkerchiefs.  Top  sample,  left,  has 
elaborate  border  of  poiute  de  Veuise  lace;  right  sample  has  fancy 
point  de  Venise  design.  Lower  sample,  left,  is  of  point  de  Venise 
and  Madeira  with  fancy  corded  effect;  right  sample  also  shows 
corner  treatment.     Courtesy   Wallace  &  Wallace,  Montreal. 

Initialed  Handkerchiefs 

Initialed  handkerchiefs  are  becoming  one  of  the 
popular  numbers  in  this  department.  Cotton  and 
linen,  either  separate  or  in  combination,  constitute 
a  large  part  of  the  salable  numbers.  Silk  handker- 
chiefs with  initials  sell  readily,  especially  at  Christ- 
mas time.  After  a  little  experience  in  selling  in- 
itialed lines,  a  merchant  can  calculate  to  a  fairly 
accurate  degree  the  number  of  articles  needed  in 
each  letter  of  the  alphabet.  Assortment  to  suit  each 
individual  merchant  can  be  obtained  from  the 
wholesaler. 

This  is  a  very  profitable  department,  if  conduct- 
ed along  the  same  business-like  lines  that  are  used  in 
other  departments.  During  the  last  Christmas  sea- 
son, many  of  city  stores  made  a  specialty  of  the 
handkerchief  department.  Special  advertising  as 
well  as  extra  space,  was  allotted ;  and  the  result  was 
very  satisfactory  to  the  management.  Increases  in 
the  total  amount  of  the  firms'  sales  were  in  a  great 
measure  due  to  the  emphasis  given  this  department. 


Interest  in  New  Art  Goods 

Punched  W^ork  and  Darned  Stitches  are  featured— 
Collars  and  Fichus,  to  be  worked,  sell  well 

In  all  lines  of  art  goods,  the  punched  work 
stands  out  most  prominently  this  season.  There  are 
covers,  slips  and  bags  as  well  as  articles  of  apparel 
stamped  for  working  in  this  style. 

Of  special  interest  is  the  line  of  collars  which  is 
now  being  offered  the  merchant.    These  include  the 


latest  patterns  in  fichus  and  berthas  and  also  in  the 
popular  coat  sets.  Sheer  materials  are  used  con- 
trary to  the  custom  of  other  years,  and  these  show 
up  the  new  work  to  advantage.  Anglais  and  eyelet 
are  as  usual  exceedingly  good  in  the  coat  sets.  Deep 
collars  show  the  pointed  back  outline,  the  deep 
square  and  the  rounded  effects.  Cross-over  and 
sailor  front  effects  are  also  seen. 

Underwaists  and  blouses  will  sell  well  this  season 
if  things  eventuate  as  now  indicated.  These  lines 
had  a  wide  sale  last  season  and  this  year  are  offered 
in  many  novel  forms.  Chief  of  these  is  the  punch- 
ed work  mentioned,  and  designs  for  floss  embroid- 
eries on  voile.  Batiste  is  offered  as  a  fabric  distinct- 
ly of  this  season. 

New  Stitches  for  Covers. 

Cushions  and  covers  remain  mostly  of  the  Ger- 
man crash  or  natural  linen.  Designs,  besides  the 
punched  work,  show  some  handsome  effects  in  cross- 
stitch.  This  is  very  showy  and  at  the  same  time 
most  easy  to  do  and  quickly  finished.  Cross-stitch 
as  a  filler  is  freely  used  in  conjunction  with  the  solid 
stitches.  There  is  also  a  new  stitch  which  bids  fair 
to  rival  or  supplant  this  one. 

The  darned  work  or  darned  stitch  has  come  into 
prominence  this  season.  This  is  used  also  as  a 
filler  or  covers  the  background  and  thus  leaves  the 
pattern  in  relief.  It  consists  of  a  single  plain  stitch 
at  even  intervals  on  a  stencilled  background  of  the 
same  shade.  Regular  lines  show  solid  work  as  pre- 
ferred to  the  old  long  and  short  stitch. 

Fringe  of  natural  shade  is  much  used  this  year 
as  a  finish  for  cushions  and  covers.  The  oblong 
shape  in  the  latter  has  had  a  better  sale  than  any 
other  style.  The  sales  of  this  type  have  been  most 
unusual  and  excellent  prospects  for  this  season  are 
noted. 


Pat-a-cake,  pat-a-cake  dolls.    Shown  by  Fancy  Goods  Co. 
of  Canada,  Toronto. 
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IT  WILL  BE  TO  YOUR  jADVANTAGE 

TO  SEE  OUR  LINES 

BEFORE  PLACING  ORDERS  FOR 

HAND  BAGS  (Leather  or  Beaded) 
HAIR  GOODS, 
HAIR  ORNAMENTS, 
JEWELRY  and   NOVELTIES 


Two  Leaders 


No.  1145  Brilliant  Barrette, 
$16.20  per  Dozen 
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No.  1114  Brilliant  Barrette, 
$24.00  per  Dozen 


As  manufacturers  and  direct  im- 
porters we  are  in  a  position  to  quote 
you  rock-bottom  prices  on  the  fol- 
lowing lines : — 

BARRETTE  From  $7.20  per  gross  to  $4 
each.  A  complete  line  of  Hair  Orna- 
ments, unmatchable  values,  made  in 
our  own  factory. 

BAGS.  Velvet,  Tapestry,  Beaded  and 
Leather  Bags.  Also  a  full  line  of  Silver 
Mesh  Bags.  Prices  ranging  from  $2.25 
per  dozen  to  $24  each. 

HAIR  GOODS.  "Veribest"  Hair  Clus- 
ters and  Curls  from  $5  per  dozen  to  $36 
per  dozen.  Switches  and  Hair  Rolls 
of  every  description. 

WAVY  SWITCHES.  Short  stems,  good 
quality  hair  at  the  following  prices 
per   dozen: — 

18  in.,  $7.20;  20  in.,  $9.00;  22  in.,  $12.00; 
24  in.,  $15.00 ;  26  in.,  $19.20  ;  28  in.,  $24.00 

COMBS.     From  $12  per  gross  to  $15  each. 

FANCY  JEWELRY.  Brooches,  Neck 
Chains,  Belt  Buckles,  Hat  Pins,  etc. 


Samples  upon  request.      Goods  shipped  subject  to  yotir  approval. 


J.  Abeles,  Limited 


233  to  239  Bleury  Street 


Montreal,  Canada 
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Conditions  in  Hair  Goods 

Styles  at  present  in  a  state  of  flux— Changes  to  be 

expected  soon — Lines  which  wont  sell — 

Chinese  edict  and  the  market 

j  It  is  very  hard  at  the  present  time  to  say  just 
'tvhat  the  demand  of  the  coming  season  in  artificial 
hair  will  be.  The  old-fashioned  coiffure  has  passed 
and  there  is  at  present  an  expectancy  of  something 
new  which  has  not  yet  arrived.  In  the  meantime 
the  lines  which  have  sold  have  been  compromises 
between  the  old  coiffure  and  the  new,  natural  effect, 
which  calls  forth  an  average  amount  of  hair 
without  artificial  additions.  •  This  state  of  things 
has  neither  been  very  satisfactory  to  women  or  to 
the  trade.  After  being  used  to  the  full  coiffure, 
the  present  style  seems  to  bring  out  all  that  is  harsh 
in  the  features.  As  a  result,  small  curls  and  back 
puffs  and  ringlets  are  being  worn  freely,  while 
many  persons  decline  to  put  off  the  extra  hair  and 
still  wear  the  full  coiffure  with  swathes  and  pad- 
ding, 

The  Conical  Coiffure 

A  striking  novelty  which  has  been  much  in 
vogue  this  year  in  Paris  and  other  European  centres 
consists  of  the  dome,  conical  or  snail  coiffure.  All 
these  names  are  applied  to  the  new  style  of  dress- 
ing. It  is  placed  on  the  back  of  the  crown  of  the 
head  and  is  built  up  high,  coming  to  an  apex. 
There  is  a  great  resemblance  to  the  mediaeval  head- 
dress, and  in  the  modified  forms  to  certain  types  of 
the  early  Greek  dressing.  Ornamental  wreaths  or 
ribbon  may  be  wound  spirally  about  this  coiffure  as 
a  finish.  Its  height  recommends  it  to  many  women 
aa  it  gives  them  an  added  altitude. 


Edict  Affects  Hair  Prices 

It  is  apparent  that  millions  of  pigtails  will  be 
thrown  on  the  market,  if  the  Chinese  edict  is  car- 
ried out.    Large  quantities  of  hair  of  every  hue  and 


texture  will  be  amongst  the  collection.  There  is  not 
the  least  doubt  that  the  English,  American,  and 
Italian  markets  will  be  affected.  The  Austrian  and 
French  markets  are  chiefly  supplied  with  fringes 
and  hair  nets,  from  the  light  browns  and  darker 
hues  of  Bohemia  and  Moravia.  In  some  qualities, 
this  hair  is  purchased  at  a  price  which  reaches  50s. 
a  pound. 

All  the  hair  markets  will  be  affected,  if  this 
threatened  glut  of  the  coarser  hair,  is  realized. 
Now,  Chinese  varieties  of  hair  are  salable  in  Eng- 
land at  5s  a  pound ;  but  are  made  up  for  ladies  of 
more  limited  means. 


Shell  Goods  and  Ornaments 

Montreal,  Feb.  1. 

The  strand  barrette  in  small  and  medium  size, 
is  the  favorite  for  Spring,  as  it  has  been  during  the 
past  season.  The  usual  plain  patterns  are  good,  but 
numbers  trimmed  with  rhinestones  are  considered 
the  height  of  fashion. 

Side  combs  are  coming  in  stronger  than  they 
have  been  in  the  past.  Brilliants  are  also  used  lib- 
erally on  these  articles. 

New  Psyche  pins  are  made  of  aluminium  and 
rhinestones.  As  a  rule,  the  brilliants  are  in  the 
form  of  lattice-work  designs.  Barrettes  to  match, 
are  on  the  market.  Such  shapes  aB  figure  eights, 
etc.,  to  match  the  pins,  are  shown. 

Some  very  elaborate  high-class  sets,  composed  of 
back  combs,  side  combs,  and  pins,  are  among  the 
new  samples.  On  all  shell  goods,  rhinestones,  and 
brilliants  in  various  fashionable  colors,  are  strong. 

Bandeaux  are  shown  in  designs  to  match  the 
sets.  Apart  from  the  shell  bandeaux,  velvet  bands 
elaborately  decorated  with  brilliants  and  silver  ef- 
fects, are  well  to  the  front.  Turquoise,  amethyst, 
and  other  styli.sh  stones,  are  well  adapted  for  this 
use.  While  black  velvet  will  be  used  more  than 
other  colors,  such  shades  as  delicate  pink,  blue, 
heliotrope,  and  pastel  shades,  will  be  shown  in  fas- 
cinating combinations. 


Every  net  is 
Individually  in- 
spected three 
times  before 
completion,  and 
all  imperfect 
nets  thrown  out. 


™'  COIFFURA 

TIDY-WEAR 


MEDIUM 

LARGE 

EX.  LARGE 

ALL  OVER 

SUPERFINE 

Each  net   in 
envelope. 

ROSENWALD 

BROS. 

5ol«  Mann(>cl«r«ra 
■•d  PiieilMS 

LONDON 
PARIS  and  VIENNA 

Sole  A«enU  for  Oankd*:  DIECKEBHOFFTRAFFLOKRYcor,  "l.imited.'OorrSimcoe  and  Wellington  Sts.,  Toronto,  and  515  St.  Paul  St.,  MontraaL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Dry  Goods  Review 


FANCY  GOODS,  NOTIONS  AND  TOYS 


>/mark/ 


mm^ 


REGISTERED 

THi:SE     ARE     NOT     DUST     GATHERERS 

they    are    quick    sellers     because   they    are    correct    in    style     and     right     in     price.       Our 

COMBS.     BARRETTES 

Nets  and  Horn  Pins  are  the  first  quality.      We  guarantee  every  comb  and  barrette  bearing  our 
trade   mark.      Ask  to  see  our  Fancy  Buttons. 

WRITE  FOR  SAMPLES  IF   OUR  REPRESENTATIVE  DOES  NOT  CALL. 

THE      SMITH-D'ENTREMONT      COMPANY,       Limited 

1475-1477     Queen   West  MANUFACTURERS  TORONTO 


THE  BEST  YET 


We  believe  that  our  range  of  BRAIDS,  FRINGES,  DRESS 
and  CLOAK  ORNAMENTS.  GIRDLES,  etc.,  for  this  season 
are  the  best  shown  on  the  Canadian  Market. 

ENQUIRIES    SOLICITED 

The  MOULTON  MFG.  CO.,  Limited,  MONTREAL 

Representative  in  Western  Ontario  ; 

MR.   GEO.   E.    NEILL,    Room  52,     No.  77  YorK  Street.  TORONTO 


Don't 
Be 

Misled 

Sell 
Kleinert'j 


Tie  Snield  Tliat  Insures  Tlie  Gown 

A  1^  ounce  of  prevention  is  worth 
a  pound  of  cure'.'  Kleinert's 
Dress  Shields  preve7tt  damage 
from  perspiration  —  which  is  far  better 
than  insurance  ^^trthe  gown  is  ruined. 

For  nearly  thirty  years  the  name  "Kleinert"  has 
been  the  "buy"-word  for  Dress  Shields  and  a 
merit  mark  of  quality.  Kleinert's  are  the  only 
Dress  Shields  that  can  be  washed  in  hot  water  (to 
remove  odor  and  germs)  and  ironed  back  to  perfect 
freshness.  If  the  name ''^Kleinert^'  is  net  on  t/ie 
shield  it  isn't  a  Kleinert-  The  Guaranteed  Shield. 


Our  Dress  Shield 
Book  "  H  "sent 
free   on   request. 


I.  B.  Kleinert  Rubber  Co. 

721-723-725-727  Broadway,  New 


No  Dead 


Stock 


on  your 


Sh 


elves 


if  you 

Sell 

Kleinert's 


CANADIAN       FACTORY       AND 

84  WELLINGTON  ST.  W., 


WAREROOMS 

TORONTO 
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nfjeimer  &  Sllber 


St.   Gall  -  -         Switzerland  Y 

Makers   of   "La  Suisse"   Embroideries 

ace     Goods     Company     Limited 

64     Wellington     Street    West,    Toronto 
Selling  Agents  for  Canada 


36 


FANCY  GOODS,  NOTIONS  AND  TOYS 


Dry  Goods  Review 


White  and  Cream 
Creations 


-IN- 


Lace  and  Leather 

A  Dawning  of  New  Bags 
Fresh  Beauties  in  Belts 


THE  CREAMY  FABRICS  of  the  new 
gowns  to  be  worn  will  find  their  color  mates 
in  our  new  Bags,  both  in  Lace  and  Leather- 

The  drift  in  Leather  is  again  towards  the 
Vanity  type;  but  one  should  not  overlook 
the  regular  Staple  Hand  Bags  with  new 
Frames. 

THE  CLEAN  CUT  characteristics  of  the 
Vachette  Bags  are  notably  attractive. 
Favor  also  will  continue  to  be  shown  to 
the  Small  Bags.  Frame-Style:  dainty,  neat 
and  trim,  with  a  range  of  modes  so  appro- 
priate, seasonable  and  complete,  there  can  be 
no  difficulty  in  satisfying  the  varying  tastes. 


■BELTS- 


The  position  accorded  to  Belts  in  this  es- 
tablishment is  much  more  than  that  of  a 
side  line— they  rank  among  the  leaders. 
Showings  are  new  and  very  extensive. 


P.  W.  Lambert  &  Co. 

Makers  of  Fashionable  Novelties 

in  Fabrics  and  Leathers. 

64-66  Lispenard  Street,  New  York 


r' 


r 


^ 


Help   build   the  better   trade  by   selling 

"Naiad"   Dress  Shields— the 

shield   that  pleases 


NAIAD 

Dress   Shields 


Other  shields — but  none  that  give 
such  complete  satisfaction  to  the  cus- 
tomer. Satisfy  the  customer,  and 
successful  trade  is  assured. 

— The  shield  that  is  as  good 
the  day  it's  bought  as  the 
day  it's  made.  Does  not 
deteriorate  with  age. 

Possesses  hig^hest  hyg^ienic  properties 
-   can  be  sterilized  in  boiling  water. 


Yields  a  highly  satisfactory  profit 
to  the  merchant — No  better  line 
to  keep  steadily  in  stock. 


—SAMPLES  FREE.      WRITE  US— 

Wrinch,  McLaren  &  Go. 


Sole    Canadian 
Manufacturers 


77  WELLINGTON  W., 


TORONTO 


V, 


J 
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Rest     and     Most     Popular    Hoops   on    the    Market. 


'DUCHESS"  HOOPS 


The  Felt  Cushion  protects  the 
fabric  nnd  embroidered  work 
from  injury  and  holds  either 
light  or  heavy  fabrics  tightly 
stretched.  Sold  for  10  years  in 
over    18,000     retail    stores. 

Made    in    the    round    and    oval    shapes 
•DUCHESS"  (round)-S.zes  4.  5.  6.  7 
■nUCHESS"   (oval) 


10.  12.   inch  diameters. 
Three  sizes,  3x6,  41/2x9  and  6xlJ  inches. 


THE 

"DUCHESS- 
OVAL" 

accommodates  a  full 
design  for  embroid- 
ering as  in  a  large 
round  hoop,  but 
has  the  convenience 
in  use  of  a  small 
hoop. 


'ROYAL-OVAL        ,,„,!     carefully     fitted,     plain     oval 


A  lower   priced,  smoothly   finished 
d     carefully 
Hoop   (without  the  Felt  Cushion  or  Bow  Spring.) 

Made  In   Three  Sizes 

0x12  inches,  for  drawn  work,  pillow  covers,  etc. 
41^x9  inches,  a  popular  size  for  all  Itinds  of  work. 
3x6  inches,  for  working  designs  on   hosiery,  etc. 


'PRINCESS" 


lias  a  nickel-plated 
how-spring  which  ad- 
justs itself  to  thick  or 
thin  fabrics,  holding 
the  material  firmly  and 
without  injury. 
Made  in  the  round  and 

oval  shapes. 
"Princess"  (round).— 
Sizes:  4,  5,  0,  7,  8,  10, 
12- inch  diameters. 
"Princess"  (oval)  three 
Sizes:  3x6,  4Vix9,  and 
0x12  inches. 


THE 
"PRINCESS- 
OVAL" 

accommodates  a  full 
design  for  embroid- 
ering as  in  a  large 
round  hoop,  but  has 
the  convenience  in 
use  of  a  small  hoop. 


•  •SPFPlAl     CFI  FPT"      -A  lower  priced,  smoothly  fiu- 
i3rijLil/\U-i3t.L.£iUil  isiied     „n,j     carefully     fitted. 

plain  round  Hoop  (without  the  Felt  Cushion  or  Bow  spring.) 

Made  in  Sizes:  4,  5,  0,  7,  8,  10,  12-lnch  diameters. 


Order  To-day.      Your  jobber  can  .upply  you.     THE  GIBBS  MFG.  CO.,     CANTON,  OHIO,  U  S.A. 


THE  BUSY  MAN'S  DESK 


Is  your  old  desk  thoroughly  equipped  to  handle  all 
your  work  systematically  ? 

Is  it  saving  time  for  you  ? 

Every  dollar  saved  in  time  is  a  dollar  earned. 

When  your  letters  and  papers  are  handy  for  constant 
reference  you  save  time.  The  lower  rijjht  hand  drawer 
is  made  so  that  these  can  all  be  filed  away  alphabetical- 
ly. It  is  made  of  quartered  oak  and  beautifully  finished. 
Verily  the  desk  for  a  busy  merchant. 

Write  today  for  a  fall  description  of  this  Desk. 

DEPT.  A. 

The  Ontario  Desk  &  Supply  Co. 


ELMIRA 


ONTARIO 


British  America  Assurance  Company 

A.D.   i833 

FIRE  A.  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hon.  Gio  A.  Cox,  Preildtnt         W.  R.  Brock,  Vlo«-Pr*tld«nl 

Robtrt  Blckerdlke,  M.P.,  W.  B.  Melkle,   E.  W  Cox.  Gio.  A.  Morrow 

D.  B.  Hanoi,  Augustu*  Myeri,  John  Hoikin,  K.C.,  LL.D. 
Frederlo  NlobolU,  Alex.  Liird,  Jimet  K«rr  Osbornt,  Z.  A.  Luh,  K.C. 

Sir  Htory  M.  Ptllitt,  E.  R.  «ood. 
W.  B.  MmlHlm,  Qmnmral  Hlanaa^n  P.  H,  SImm,  Seoretary 

CAPITAL  tl. 400,000.00 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION      29.833,820.98 


ESTABLISHED  1849 

BRADSTREETS 

Office*  Throughout  the  CIvtIized  World 

OFFICES  IN  C\NADA: 

Calgary,  Alta.  Ottawa,  Ont.  Montreal,  Que. 

Edmonton.  Alta.      St.  John,  N.B.        Quebec,  Que. 
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THOMAS  C.  IRVING.  ^'-iJL^^il^rd'I 

TORONTO,  CANADA 
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Novelty  Touches  for   Spring 
Season 

Much  novelty  in  the  new  cotton  fabrics.  Mark- 
ed improvement  in  napped  goods. 

Distinct  feeling  in  favor  of  corded  silk  fabrics. 
Bengaline  coming  into  favor.  Chiffon  taffetas 
prominent. 

Heavy  demand  for  cream  and  white  in  serges. 
Bedford  cords  in  good  position  among  the  novel- 
tia-=. 


New  Cotton  Fabrics  Shown 

Fancy  Welts,  Piques,  Corduroys]  and  Other 
Cord  Effects  Promise  Well  for  Fall  — Cold 
Weather  Causes    Good  Movement    of  Stocks. 


T 


HE  trend  of  fashion  has  been  toward  hea\der 
goods  for  skirts  and  suits,  and  cutters  have 
been  able,  on  account  of  this,  to  sell  many 
novel  lines  from  cloths  made  abroad. 

For  Fall,  as  well  as  for  Summer,  fancy  welts, 
piques,  corduroys,  and  other  cord  effects,  are  un- 
doubtedly popular.  These  lines  are  in  good  de- 
mand, and  many  general  stores  feature  a  certain 
quantity  of  these  goods,  as  do  the  exclusive  houses. 

New  Cord  Weave. 

A  new  cloth;  which  is  a  modification  of  a  Rus- 
sian cord,  is  being  featured  by  several  white  goods 
houses.  The  cords  are  pronounced  and  well  woven, 
with  the  ground  fabric  between  the  cords  woven  in 
fancy  effects.  This  cloth  must  be  made  from  the 
finer  yarns,  to  be  effective.  For  this  reason,  mer- 
chants should  have  little  trouble  in  obtaining;  a 
fair  profit  on  these  goods. 

A  tissue  cloth  with  stripes,  made  from  very 
fine  yarns,  is  selling  well.  This  cloth  has  fine 
figures  on  the  stripe.  Cluster  cords  about  an  inch 
apart,  woven  very  closely,  is  another  effect.  These 
goods  show  wonderful  fine  qualities,  and  are  suit- 


able for  waistings,  in  conjunction  with  some  of  the 
new  skirting  fabrics  in  white. 

Novelties  in  Shirting.  \ 

New  i)atterns  of  shirtings  are  being  shown  for 
early  delivery.  This  line  of  goods  is  receiving , 
some  attention,  and  manufacturers  state  that  for  ■ 
ladies,  these  goods  are  as  suitable  as  for  men.  It , 
is  thought  that  later  on  in  the  season,  there  will ! 
be  many  novelties  shown  in  addition  to  staple  > 
lines.  j 

Cutters  have  bought  fancy  striped  voiles,  prints  ; 
ed  voiles  and  plain  lines.  These  are  well  thought  of 
for  1912-13.  The  vogue  of  wearing  cotton  garments, 
throughout  the  winter  is  emphasized  more  particu- 
larly in  the  cities  and  larger  towns.  This  is  due 
to  the  protected  conditions  that  are  apparent  in 
these  localities. 

The  New  Flannelettes.  ■ 

I 

t 

As  a  rule,  the  new  samples  of  flannelette  that ' 
are  being  shown   to   the  trade,   are  better   quality  , 
and  show  improvements  over  those  of  last  season.  I 
It  is  not  only  in  the  quality  that  these  goods  show 
improvements.      Care    in    designing    has    been  re- 
sponsible for    many    new    creations   along    pattern 
formation. 

The  napping  has  been  improved,  and  the  goods 
are  felted  and  show  a  softness  without  excessive 
nap,  that  was  in  demand  when  these  goods  were 
first  shown  a  few  years  ago. 
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Summer    Fabrics 

Nothing  more  beautiful  than  these  fabrics  can  be  imagined.  The 
variety  of  design  and  the  exquisite  linen  finish  offer  untold  possibili- 
ties for  Spring  and  Summer  Frocks,  Lingerie  Gowns,  Commencement 
and  Bridesmaids'  Dresses,  Shirtwaists,  Children's  and  Infants'  Clothes, 
and  a  thousand  and  one  other  purposes. 

Be  sure  to  get  FLAXON,  the  original  and  only  fabrics  possessing 
the  linen  finish  that  is  absolutely  permanent. 

FLAXON  SUMMER  FABRICS  are  as  sheer  as  the  finest  lawns, 
as  dainty  as  the  daintiest  batiste,  and  as  lustrous  in  finish  and  as 
durable  as  the  costliest  linen. 

Do  not  forget  that  FLAXON  advertising  is  going  to  help  everyone 
who  is  preparing  to  take  advantage  of  its  great  selling  force. 


Clarence  Whitman 
&  Company 

New  York  Philadelphia 


tMAOe 


MAim 


112CoristineBldg. 
Montreal 

Boston         Chicago        St.  Louis 
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Kimono  doths,  and  materials  for  pyjamas  will 
show  a  vast  improvement  over  former  seasons. 
Apart  from  the  decided  improvement  in  pattern 
make-up,  the  cloth  will  have  greater  strength  and 
firmness,  without  harshness. 

In  the  darker  patterns,  many  new  designs, 
showing  staple  stripes,  checks,  and  solid  colors,  are 
featured  in  larger  numbers  than  usually.  Through- 
out the  entire  range  of  napped  goods  there  is  a 
tendency  to  better  construction,  and  to  less  irregu- 
larity of  the  nap  of  the  fibre. 

Cold  Weather  Moves  Winter  Lines. 

Coming  as  it  did,  the  cold  weather  caused  re- 
joicing in  markets  that  had  heavy  stocks  of  winter 
fabrics  on  hand.  A  veiy  noticeable  effect  was  seen 
in  the  primary  cotton  goods  market.  Cotton 
blankets  and  napped  cotton  goods  were  being 
shown  for  next  Fall,  and  on  account  of  the  large 
sales  that  these  goods  have  been  having  during 
the  past  few  weeks,  stocks  are  low.  Now  the  ma- 
jority of  buyers  are  ready  to  buy  new  stocks.  They 
are  inclined  to  think  that  the  demand  will  con- 
tinue to  be  good,  hence  they  are  showing  a  lively 
interest. 

From  a  prominent  merchant: — "Please  place 
us  in  touch  quickly  with  wholesale  dealer  in  linen 
bed  spreads. 


KING'S 


EitablUhed  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  relia- 
able  and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

210  St.  James  Street        -  -  Montreal 


Chiffon    Taffetas    Leading 

Bengaline  Also  Coming  Into  Favor  — Foulards 
Confined    Largely  to   the    Counter    Trade 

In  listing  silk  novelties  for  the  coming  season, 
chiffon  taffetas  must  be  given  fir.st  rank.  In  Canada 
so  far,  this  silk  has  been  taken  up  chiefly  by  the  mil- 
lineiy  trade,  and  by  the  high-class  stores,  and 
chiefly  in  the  new  three  and  four-toned  changeable 
effects.  As  yet,  the  cutting-up  trade  have  not 
taken  up  chiffon  taffetas  for  the  reason  that  the 
price  of  the  silks  now  on  the  market  is  too  high 
for  the  production  of  models  to  sell  at  a  reason- 
able figure. 

There  is  a  distinct  feeling  for  corded  silk  fabrics, 
and  for  the  facings  of  Spring  suits  and  coats  and  also 
for  millinery  purposes,  Bengaline  is  coming  into 
favor.  The  high-class  trade  is  favoring  Bengaline 
suits,  and  dresses,  for  taffeta  and  Bengaline  combined 
are  making  their  aj)pearance. 

Satins  will  be  the  selling  fabric  from  the  yardage 
standpoint,  and  will  find  extensive  use  for  suits, 
dresses  and  for  foundation  purposes.  Satin-faced, 
soft-finished  fancies  are  in  high  favor  both  for  dresses 
and  for  waisting  silks.  Soft-finished  taffetas  in  stripes, 
jacquards  and  in  bordered  effects  are  also  selling. 

Though  the  cutting-up  trade  have  not  booked 
heavily  on  foulards,  thase  silks  have  sold  readily  to 
the  department  buyers.  This  means  that  the  distri- 
bution will  be  confined  largely  to  the  counter  trade 
and  that  the  imperfect  silks  that  reduced  foulard 
sales  last  season  will  make  no  appearance  in  the  com- 
ing summer. 

The  foulards  on  the  market  at  the  present  time 
are  confined  to  perfectly  made,  and  perfectly  printed 
fabrics  that  have  all  the  traditional  excellencies  of 
this  make  of  silk.  Allover  patterns  are  confined 
almost  exclusively  to  well-spaced  classic  designs, 
and  to  handsome  bordered  effects.  As  a  rule  there 
is  a  deep  border  at  one  edge  with  a  narrow  one  to 
match  at  the  other. 

The  tub  silks  introduced  last  year  promise  to  do 
well.  Cutters-up  who  have  used  them  for  dresses 
and  blouses  are  pleased  with  them,  and  these  silks 
should  repeat  this  success  when  the  selling  season 
opens.  These  silks  come  in  habutai  weave  and  have 
woven-in  line  stripes  in  black  and  all  the  leading 
colors.  The  color  effects  are  permanent  and  the  silk 
stands  the  washing  process  perfectly. 


One  of  the  newest  designs  in  foulards  depicts  the 
conventional  patterns  of  the  Khorassan  rugs.  On 
account  of  the  many  small  designs,  these  lines  are 
particularly  well  adapted  to  the  narrow  dresses  that 
are  still  so  popular.  A  combination  of  bronze  dot 
and  scarlet  figure  outline,  is  one  of  the  newest  border 
designs. 
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PRIESTLEY'S     DRESS     FABRICS 

FOR     SPRING,     1912. 


5^    {  THE  "CREAM"  OF  THE  SERGES 


Mohair  Motor 
Coating 


Beautifully  soft 
gray  effects  that 
lend  themselves 
to  the  most  fas- 
cinating styles 
for  motor  wear. 
Very  light  and 
cool  dust-proof 
ideal  Jor  Sum- 
mer wear. 


Let  us  show  you   soni 
of  the  many   attracti^ 
patterns  in  these 

Mohair     Motor 


Coating 


Cream    Serg'e    Suiting^ 

In  light,   medium  and  heavy  weights. 

Spring  styles  will  radiate  from  a 
centre  of  Serge. 

Dame  Fashion  says  Serge  is  the 
cornerstone  of  the  spring  suit  materia  Is' 

For  beauty  of  weave  and  remarkable 
values,  the  choicest  serges  are  -  - 


ORDER 

CREAM 
SERGE 

SUITINGS 


c^f 


It  will  be  to  your  advantage  to  see  the 
new  lines  before  placing  orders.  There 
will  be  a  great  demand  for  these  goods 
during  the  coming  season. 


^*******'X-****  ************ 

* 
* 


You  will  make  no 
mistake  if  you  or- 
der Mohair  Suit- 
ings and  Coatings 
in  the  gray  effects. 


Your  customers 
will  be  asking  for 
these  lines  —  Are 
you  arranging  to 
get  your  share  ? 


Mohair 
Suitings 


are     the    coolest  ^ 

and  lightest  of  all  f. 

suiting  materials.  ;■; 

They  come    in   a  ;|^ 

great   variety    of  ^ 

grey     effects     in  ^ 

dainty      patterns  ..*; 

confined   exclusi-  ^ 
* 

* 


vely  to 

"Priestley's" 

Mohair 

Suitings. 

"Priestley's  Limited* 

Stamped  every  5  yards  on  the 

selvedge.      Look  for 

the  name. 


fe4j.^^.4(.*^{.*****-5C-y************ 


SOLE    AGENTS     FOR    PRIESTLEY'S    DRESS  FABRICS. 


GREENSHIELDS     LIMITED 

MONTREAL 
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The  Montreal  Market 

Montreal,  February  1. 

There  appears  to  be  considerable  difference  of 
opinion  concerning  the  likelihood  of  chiffon  taffeta 
becoming  a  favored  material. 

While  the  fashion  appears  to  be  pointing  toward 
this  silk,  the  merchant  and  manufacturer,  alike,  are 
waiting  to  see  what  the  consumer  is  going  to  do  in 
regard  to  adopting  this  material. 

One  thing  we  are  sure  of,  and  that  is  the  popular- 
ity of  satin-faced  fabrics.  This  vogue  is  now  well 
fixed  in  the  minds  of  the  consumer  as  well  as  the 
manufacturer.  Messalines,  crepe  de  meteors,  duchess 
satin,  and  other  similarly  finished  materials,  have 
taken  well  for  spring  trade.  Travellers  mention  the 
fact  that  many  of  their  orders  contain  large  general 
assortments  of  the  soft,  satin-faced  goods.  Cords,  and 
Ottomans  are  creeping  in  slowly. 

Pongee  silk  has  a  place  in  the  trade,  and  will  be 
adopted  for  various  uses. 

Stripes  and  dots  are  shown  in  effective  designs. 
Dots  in  border  effects,  are  considered  novelties;  while 
dots  in  the  shower  effect  are  well  thought  of  by  buy- 
ers in  general  lines.  Black  and  white,  and  blue  and 
white  are  seen ;  the  black  and  white  being  a  favorite. 


Serge    the    Leading    Fabric 

Big  Distribution  of  Whipcords   Indicated 

—  Heavy  Demand  for  Cream   and   White 

—  The  Tendency  for  Fall. 

The  placing  season  is  now  over  and  the  po.sition 
of  the  Spring  materials  established.  Judging  from 
the  orders  placed,  serges  will  hold  first  po.sition  not 
only  with  the  cutting-up,  but  with  the  counter  trade. 
In  fact  the  vogue  if  serge  is  universal  and  extends 
to  all  sections.  The  vogue  of  serge  promises  to  be 
shared  with  whipcords.  This  fabric  has  come 
rapidly  to  the  front  and  promises  to  rival  serge. 

A  very  heavy  demand  for  cream  and  white  is 
setting  in,  and  its  strength  may  be  indicated  by  the 
fact  that  manufacturers'  agents  are  preparing  to  carry 
stocks  of  cream  and  white  serges.  White  whipcords 
are  also  indicated  and  where  these  fabrics  are  unob- 
tainable their  place  will  be  filled  by  worsted  and 
woolen  fancies.  Tweeds  and  worsted  mixtures,  chiefly 
in  rough  and  semi-rough  finishes  in  black  and  white 
and  in  light  pastel  shades  will  be  much  in  evidence. 
Notwithstanding  the  fact  that  they  are  on  the  down 
grade,  there  will  be  some  showing  of  reversibles. 

Mixture  voiles,  plain,  silk-striped,  embroidered 
and  bordered,  have  been  taken  up  for  dress  purposes 
by  the  cutting-up  trade  and  their  distribution 
through  the  medium  of  the  jobbing  houses  has  also 
been  large.  Those  houses  who  showed  a  representa- 
tive collection  of  border  novelties  in  voiles  found  a 


ready  .sale.  Champagnes,  yellow  tans  and  novelty 
.shades  in  blues  are  the  leading  colors,  and  soft,  pastel 
coloring's  have  also  been  well  taken.  Bedford  cords 
must  be  added  to  the  li^t  of  novelty  fabrics  and  it  will 
be  interesting  to  watch  the  progress  made  by  these 
fabrics  in  popular  favor  as  it  is  sure  to  have  a  bearing 
upon  the  selling  for  the  coming  Fall. 


Pays  to   Know   the   Customer 

"Many  a  .sale  has  been  lost  by  clerks  not  being 
able  to  read  their  customers,"  said  a  salesman  to 
The  Review.  "An  elderly  woman  very  plainly 
dressed,  came  into  the  store  and  wanted  to  see  some- 
thing for  an  afternoon  dress.  The  clerk  thought 
something  cheap,  like  wrapperette,  would  be  what 
she  wanted. 

"After  showing  her  all  the  wrapperette  and 
cheap  i>iles  of  goods,  the  woman  said  she  didn't 
ihink  she  would  take  any  to-day  but  the  manager 
liad  been  watching  and  he  came  up  to  the  woman 
and  asked  her  if  she  couldn't  get  suited.  She  said 
.^he  didn't  think  he  had  anything  she  liked.  He 
told  her  just  to  wait  a  minute  till  he  showed  her 
something.  He  showed  her  lustres,  panamas,  cash- 
meres most  of  them  from  fifty  to  seventy-five  cents. 
.Vt  last  she  decided  on  a  seventy-five  cent  panama. 

"If  the  manager  hadn't  noticed  it,  she  would 
liave  gone  away — with  the  idea  that  they  didn't  k^p 
anything  but  cheap  wrapperettes." 


■"€>- 


Their  Cash  Resolution 

During  the  past  few  weeks  there  has  come  to 
The  Eeview  the  ads.  of  ten  different  mer- 
chants announcing  their  intention  to  adopt  the 
cash  principle  in  their  business  from  the  beginning 
of  the  year.  This  is  a  significant  fact.  It  indicates 
that  there  is  a  decided  move  towards  more  practical 
business  methods  on  the  part  of  those  who  find  that 
all  other  conditions  being  favored,  the  only  thing 
needed  is  a  little  back  bone.  One  merchant  adopt- 
ed a  unique  plan.  During  the  latter  part  of  the 
year  he  inaugurated  a  contest  in  which  he  offered 
prizes  for  the  ten  best  reasons  why  Blank  &  Co. 
.should  adopt  the  cash  basis.  The  replies  he  received 
surprised  him.  They  were  mostly  from  young 
people,  but  it  was  evident  that  they  expressed  the 
sentiments  of  their  parents.  He  states  that  he 
knows  for  a  fact  that  some  of  the  letters  were  dic- 
tated by  far-seeing  business  men  in  other  lines  who 
gave  indisputable  reasons  in  favor  of  the  change. 
Needless  to  say  the  merchant  is  one  of  those  who 
has  turned  over  a  new  leaf  with  1912,  and  who  ia 
meeting  with  no  difficulty  in  working  out  an  idea 
that  only  required  his  initiative. 
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Beldin^  Paul  Corticelli  Limited 

SILK  Manufadurers 

MILLS:  Montreal,  P.O.;  St.  Johns,  P.O.;  Coalicooke,  P.O. 

Silks     Siiks     Silks 

Silk  Fabrics         Silk  Threads 
Silk  Ribbons        Silk  Scarfs 
Silk  Mitts  Silk  Braids 

Silk  Gloves  Silk  Cords 

In  different  qualities,  suitable  for  all  trades. 

We  are  the  only  manufacturers  of  Silk  Ribbons  in  Canada. 

CORTICELLI  ROLLED  TAPES,  high  standard  of  quality,  hon- 
estly put  up,  5  yards  each  width.  The  newest  and  most  convenient 
form  for  handling.     Sole  manufacturers  of  Twilled  Tapes  in  Canada. 


STAMPED  EMBROIDERED  LINENS 

^  Our  Catalogue  for  Spring  and  Sum- 
mer, 1912,  will  soon  be  ready.  Sup- 
plied to  the  trade  only,  on  application. 


Give  our  travellers  a  hearing,  and  look  at  our  samples  before 
purchasing.     Extra  good  values. 

Beldin^  Paul  Corticelli  Limited 


JcHlcellb 


Sales  Rooms : 

MONTREAL,   TORONTO, 
WINNIPEG,  VANCOUVER, 
and  SYDNEY,  AUSTRALIA. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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TIRLE'  Finish 


Indispensable 

for  the 
Out-door  Girl 

"PIRLE"  FIN- 
ISHED MA- 
TERIALS do 
not  "spot"  or 
"cockle"  with 
rain.  For  trav- 
elling, golfing, 
cycling,  etc., 
and  for  all  out- 
door  wear, 
THE  "PIRLE" 
FINISH  is 
ideal  wear. 


the  Same  Song'' 


"PIRLE"  FINISHED  CLOTHS  IN  LATEST  SHADES  AND  COLOURINGS,  TO  BE 
OBTAINED  FROM  LEADING  IMPORTERS 

Full  particulars  from  EDWARD  RIPLEY  &  SON,  Ltd.  (g;:f  A'so'^a'^fui)  Bradford,  En?. 


PATENTED 


An   Exact   Reproduction   of 
Hand  Made   Lace 

possessing  the  same  exceptional  quaUties  for 
appearance  and  durabiHty 


Manufactured 
of 


BIRKIN  &  CO. 


NOTTINGHAM,  ENG. 


Manufacturers  of  B.  B.  Torchons,  Finest  Quality  Valenciennes  and  Novelty  Laces 

Represented  in  Canada  by  A.  B.  FISHER,  4  Manchester  Bld^.,  33  Meiinda  St.,  Toronto 


Please  vienfion    Tlir  Revieiv  to  A'li'rrtisrrs  aiitl  linn-  Travelers. 
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A  Top  Notcher 


The  Hunting  Stock 

Distinctly  correct — this  swagg^er  piece 
of  neckwear  will  meet  with  the  ap- 
proval of  the  smartly  dressed  woman 
this  Spring. 

The  scheme  is  a  clever  manipulation 
of  the  stripe  design  so  daintily  worked 
in  the  very  fine  grade  of  vesting. 
The  effect  is  a  pleasing  tailored  style,  suitable  for  street 
and  outing  wear.     Spring  range  ready  for  your  approval. 

SEE    SALESMAN    OR     WRITE    US 

Ladies'  Wear,  Limited 

Toronto 


W.  F.  GOFORTH,  Man.   Director 


Please  mention  The  Review  to  Advertisers  and  TJuir  Travelers. 
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The  Buyers'  Viewpoint 

New  frillings  for  coats  and  dresses  are  b^ing 
strongly  featured. 

Plain  straight  jabots  in  small  sizes  with  lingerie 
hows  and  apron  jabots  being  well  received. 

All  signs  point  to  exceptional  lace  season. 


Pleated  Frills  Strong  Feature 

Novelty  at  Present  Time  in  Neckwear  and 
Accessory  Lines  —  Considerable  Conjecture 
Regarding    Jabots  —    A    Season    of    Variety. 

ALINE  of  dress  acce.S!5ories  which  promises 
prove  one  of  the  season's  best  consists  of 
the  new  frillings  for  coats  and  dresses. 
These  are  of  sheer  net  or  shadow  or  other  new 
type  lace,  or  conil)ined  effects.  The  frill,  which  is 
very  finely  pleated,  is  worn  under  the  collar  of  the 
coat  and  at  the  cuffs,  where  it  may  be  arranged  to 
turn  back,  or  in  the  case  of  the  three-quart/er  style 
sleeve,  simply  hanging. 

These  frills,  or  pleatings,  as  they  are  also  called, 
will  be  worn  as  a  change  from  the  regular  style 
coat  set.  They  will  also  be  sold,  as  the  season  ad- 
vances into  the  hot  weather,  for  Summer  dresses. 
This  is  a  line  which  should  be  hailed  by  the  retail- 
er because  it  has  so  many  uses  that  will  recommend 
it  at  the  trimming  counter,  and  at  the  same  time 
is  a  feature  of  the  neckwear  season. 

Used  Also  on  Skirts. 

Many  of  the  silk  dressas  showing  for  Summer 
selling  have  this  trimming  on  the  skirt  as  well  as 
the  waist.  Deep,  pleated  flounces  of  lace,  especially 
in  the  more  delicate  weaves,  such  as  the  shadow 
effect,  are  used  to  fill  in  at  the  lower  edge  of  slash- 
ed skirts  or  lingerie  gowns  of  embroidery. 

Where  the  very  deep  Vandyke  points  are  shown 
on  flouncings  of  Swiss  embroidery,  .the  customer  is 
inclined  to  ask  how  these  will  make  up  as  a  skirt. 
The  answer  is  to  produce  the  pleatings  mentioned. 
These  are  worked  in  imder  the  points,  making  an 
effect  which  is  to  be  seen  on  the  Ijest  of  the  Paris 
lingerie  model  dresses.  The  importance  of  these 
pleatings  at  the  lace  counter  .«hould  l)e  taken  into 
consideration. 

® 

Coat  Sets  in  Good  Position 

A  great  deal  of  interest  centres  round  the  coat 
sets  offering  for  the  coining  Spring.     These  prom- 


ise to  be  better  than  ever  before.  The  general  de- 
mand for  novelty  lapels  is  reflected  in  many  of  the 
numbers  now  being  put  out.  These  include  the 
plain,  long  collar  for  the  long,  narrow  lapels,  the 
sailor  effect  at  back  with  large  and  deep  front 
lapels,  and  novelties  which  resemble  the  fichu  in 
shape.  The  latter  are  oftered  chiefly  in  lace,  though 
lingerie  numbers  are  also  to  be  seen.  The  cuffs  are 
mostly  uniform  in  shape,  on  the  whole  rather 
deeper  than  last  year. 

Some  of  the  richest  eftects  in  coat  sets  seen  this 
year  were  of  Irish  crochet,  or  trimmed  with  motifs 
of  that  lace.  There  are  also  some  pretty  numbers 
of  Anglais  embroidery,  and  the  newer  punched 
work.  Laces  used  for  sets  were  Venise,  Macrame 
and  Ii-ish  bebe. 

® 

Uncertainty  in  Jabots 

Interest  in  jabot  lines  continues  to  centre  round 
the  compo.site  styles.  These  appear  in  patterns 
which  include  the  cascade  effect  with  a  small  side- 
pleating.  The  plain,  straight  jabot  in  small  sizes 
is  to  be  one  of  the  best  sellers,  and  as  a  novelty 
there  are  shown  some  tiny  lingerie  bows  with  jabot 
attached.  These  may  be  of  lace  and  lawn  or  alto- 
gether of  lace. 

Apron  jabots  are  well  spoken  of  for  Spring  sell- 
ing, and  there  will  also  be  a  goodly  number  of  the 
side  effects  sold,  though  these  are  not  so  good  as 
last  season.  As  things  stand  now,  it  is  not  certain 
just  what  position  will  be  accorded  to  the  side  ef- 
fects when  the  season  really  opens  up. 

The  merchant,  as  the  manufacturer,  is  subject 
to  anxiety  on  this  account.  The  necessary  laying 
aside  of  the  side  effects  with  the  wearing  of  furs 
may  or  )nay  not  mean  that  they  will  be  passe  by 
Spring.  There  is  just  a  possibility  of  a  strong  re- 
vival of  this  line  with  the  return  of  warm  weather. 
One  thing  is  certain. 

In  the  goods  being  offered  to  the  public  by 
ready-to-wear  houses  and  also  by  the  pattern  com- 
panies, there  is  a  considerable  showing  of  one-sided 
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designs.  This  will  have  its  eff>3ct  on  the  sale  of 
side  jabots.  New  pattern.^  in  these  show  a  consid- 
erable use  of  the  shadow  laces. 


Use  of  pleated  fiills  fur  coat  set.     Slu'xvii   liy   U.  D.  Kairbairu  Co., 
Toronto. 


Sales  of  Made  Flower  Effects 

A  line  of  neckwear  which  has  :^old  well  through- 
out the  whole  of  the  pa,-t  .-cason,  and  is  now  iai 
quite  as  good  position  as  ever,  is  the  flower  jabot. 

These  are  now  being  offered  in  designs  which 
are  both  new  an<l  inexpensive,  and  they  are  alsio 
being  made  up  as  trinnning  for  dres.ses. 

Corsage  knots  are  very  good,  and  there  has 
been  a  sale  for  knots  meant  for  wear  with  the  muff. 
A  flower  mounted  on  a  single  l)lack  velvet  band  for 
neck  or  hair  has  been   universally  worn. 

Tiny  pompadour  effects  are  now  showing  and 
these  are  a  trifle  newer  and  more  chic  than  the  large 
size  jabot  or  ornament  of  the  winter  sea.son. 

® 

Pleated    Collars    and    Ruffs 

At  the  present  time  the  striking  novelty  in  col- 
lars consists  of  a  flat,  wide,  pleated  frilling  of 
shadow  lace  or  net  used  as  a  Dutch  collar.  This  is 
frequently  large  enough  to  lie  on  the  .shoulders, 
though   this   is   somewhat   extreme.      Those    which 


are  being  .-^hown   here   are  more   moderate  in  size. 
Some  persons  call  this  the  cape  collar. 

Ruffs  are  again  being  introduced,  but  their  fate 
is  as  yet  uncertain,  A  very  pretty  and  striking 
effect  was  seen  in  a  black  Chantilly  lace  ruff  with 
made-flower  at  the  closing.  Others  of  chiffon  and 
lace  as  well  as  nets  plain  and  fancy  are  to  be  had. 


Fichus    in   Demand 

Fichu  collars  will  run  from  now  on  for  Sunmier 
selling.  All  the  forms  are  good,  mth  the  rounded 
back  effect  in  bertha  style  as  a  leader.  Cross-over 
front  ends  in  surplice  effect  are  selling  well. 

Deep. collars  of  all  kinds  are  being  prominently 
featured,  the  Quaker  style  being  one  of  the  pretti- 
est. This  has  deep  pointed  fronts  and  also  back  ef- 
fect in  double  points.  Larger  collars  of  this  kind 
are  sold  as  fichus. 

Lace  as  well  as  lingerie  collars  in  these  styles 
are  showing  and  w'ill  sell  well.  Xi  present  the  laces 
featured  are  Macrame,  Veni.se  and  Irish. 


Wash    Trimmings    Featured 

Fringes  for  Wash  Goods  —  All  Kinds  of  Nov- 
elty    Buttons    and    Button    Effects  —  Crystal, 
Pearl   and   Crochet   Goods. 

Prominent  among  the  dress  trimmings  which 
are  being  offered  for  sale  next  Spring  are  the  wash 
fringes.  These  are  assured  of  a  good  reception  in 
all  large  places  but  in  smaller  localities  their  sue- 
cess  will  depend  largely  on  the  advertising  cam- 
paign of  the  retailer.  This  is  one  instance  where 
the  ready-to-wear  and  dres.smaking  department  will 
l)e  of  the  greatest  assistance  in  making  sales  over 
the  counter.  The  wash  fringes  will  be  used  on  all 
lines  of  wash  goods  of  fair  weight,  especially  linen 
which  ])romi.ses  to  be  very  popular  this  coming 
season. 


New  style  yoke  for  V 
neck  dresses  —  Shown 
by  T.  H.  Birmingham 
C;o.,  Toionto. 
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A97I 
$7.50  per  doz.  yds 


A  969 
$4.25  per  doz.  yds. 


A  957 
$6.00  per.  doz.  yds 


H 

Selectioivs 

A  970 
$4.25  per  doz.  yds 


A  989 
$4.25  per  doz.  yds 


lit-"  ^f*?  rW   \*    •A.m 


from 
our  line 


A  964 
$4.25  per  doz.  yds 


A  976 

$6.00  per  doz.  yds 


Spring 
i  Rufflings 


A  958  ; 

$IO,50per  doz.  yds.       [ 


MmMl^ 


A  961 
$4.25  per  doz.  yds. 


J  A  10 

!J'  $10.50  per  doz.  yds 


now   Fine    They  Look,   on   Suits 


3^.  B.  Jfairbairn  Sc  Co.,  I^imiteb 

107  ^imcoc  Street,  QToronto 

^rtBitfnt— iRIjpa  B.  Jfairbairn  ^itt-$rtsibtnts— Jf.  J.  Uniafjt,  ?8H.  C.  Cliff 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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New  shadow  laces   shown   by   Flett,   Lowndes  &  Co.,   Toronto. 

Unique  Button  Effect. 

With  the  widespread  popularity  of  buttons  there 
has  appeared  a  unique  and  pretty  trimming  which 
seems  to  merit  mention.  This  is  in  the  form  of  a 
button,  but  quite  flat,  and  has  a  centre  covered  with 
one  material  and  a  ring  around  the  edge  in  a  con- 
trasting effect.  This  is  sewed  down  flat  to  the 
goods,  so  that  the  button  is  not  what  at  first  glance 
it  seems,  but  rather  an  integral  part  of  the  tnm- 
ming  idea  of  the  gown  or  suit.  Large  buttons  or 
bosses  in  this  style  trimmed  a  handsome  velvet 
walking  model  for  early  Spring  wear. 

Buttons  of  all  sorts  will  be  in  good  demand. 
The  high  novelty  at  present  is  the  crystal  button 
which  is  selling  for  all  dressy  suits  whether  light  or 
dark  in  color  tone.  These  are  flat  in  shape,  unlike, 
the  styles  which  have  sold  all  winter. 

Pearl  buttons  ai'e  now  in  excellent  demand  with 
the  making-up  trade.  These  are  not  unlike  the 
plain  shirt  buttons,  and  are  also  seen  in  novelty 
shapes.  They  will  be  used  freely,  placed  close  to- 
gether in  lines  on  the  new  suits  and  dresses.  Shirt 
waists  also  show  lines  of  fancy,  small  pearl  buttons. 
On  account  of  the  increased  price  of  pearl  in  bulk 
and  also  because  of  the  heavy  demand  for  these 
in  the  making-up  trade,  the  merchant  will  be  wise 
who  places  his  order  in  good  time.  Fancy  oval 
and  odd-shaped  buttons  of  small  size  are  among 
the  best  lines. 

Crochet     trimmings     of     all     sorts     especially 
crochet   buttons  are    to  be    excellent    this  coming 


season.  Crochet  buttons  will  be  used  freely  to 
trim  waists  and  wash  dresses  and  crochet  motifs 
will  be  in  good  demand  for  the  same  purpo.se. 

More   Jeweled   Trimmings 

As  the  new  lines  come  in  day  by  day,  the  fact 
that  jeweled  trimmings  are  to  be  a  leading  line  for 
the  coming  year  is  more  and  more  apparent.  The 
rhinestone  trimmings  are  now  being  followed  by 
the  colored  effects  and  l)y  beaded  combinations 
with  these.  The  typas  which  show  beads  with 
jewels  are  most,  eft'ective. 

Crystal  trimmings  and  also  pearls  will  be  want- 
ed for  selling  this  Spring  and  next  Fall.  Merchants 
should  not  forget  that  these  lines  are  wanted  in 
•June  for  wedding  dre.sses  and  should  have  a  fair 
selection  on  hand  and  not  wait  till  Fall  to  stock 
them. 

Variety    of   Veilings 

At  the  present  time  the  veiling  situation  is  bet- 
ter than  for  considerable  time  back.  Face  veilings 
show  a  wide  range  for  various  uses.  There  is  a 
distinct  difference  between  the  veil  for  outing  wear 
and  the  street  veil  for  a  knock-about  hat.  The 
l=\tter  may  be  of  fine  mesh  with  chenille  dots  or  in 
shadow  effect.     The  former  is  usually  the  Shetland 


type. 

Black   and  white   effects  are  very  strong,   and 
this  is  shown  in  their  use  in  the  Shetland  veil,  in 


Cluny  laces   shown    by    Canada   Veiling   Co.,    Toronto. 
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SERVICE 

Our  service  consists  of 
supplying  the  newest 
creations  to  particular 
merchants  at  the  time 
they  are  in  demand. 

Our  facilities  make  it 
possible  to  give  immed- 
iate delivery  on  all 
seasonable  lines.  We 
don't  keep  you  waiting, 
and  in  this  way  you  do 
not  lose  sales,  but  make 
new  customers.  Try 
the  SANDERSON 
SERVICE  for  Neck- 
wear and  Dress  Access- 
ories.     It  will  pay  you. 


©i^ 


For  Immediate 
Delivery 

FRILLINGS 

SIDE  LAPELS 

CASCADE  JABOTS 

FRINGES 

BALL  TRIMMINGS 

EMBROIDERY  FLOUNCINGS 


A  SAMPLE  OF  ONE  OF  OUR 
MANY  NECKWEAR  NOVEL- 
TIES. IT  WILL  PAY  TO  SEE 
OUR  FULL  LINE. 


SANDERSON'S  Limited 


66-68  WELLINGTON  ST.  WEST 

TORONTO 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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Three  jabots  which  illustrate 
new  Btyle  trend.  From  A.  T. 
Reid   Co.,   Ltd.,  Toronto. 


the  f'lriii  of  u  touch  of  black  in  the  thread 
over  the  white.  The  magpie  effect  is  also  shown  in 
the  shadow  and  the  chenille-dotted  veiling. 

I  Hexagonal  Meshes  Good. 

Among  the  new  types  of  veilings  there  is  strong 
emphasis  on  the  hexagonal  mesh.  ^  This  is  shown 
both  in  plain  and  chenille  dotted  styles.  The  mesh 
is  very  fine  this  year  and  the  threads  have  an  al- 
most gossamer  delicacy,  possibly  even  finer  than 
the  shadow  meshes  when  these  first  appeared. 


Bulgarian  Laces 

Probably  the  most  recent  and  interesting  line  of 
laces  which  this  prolific  year  has  so  far  brought 
forth  consists  of  the  Russian  or  Bulgarian  type. 
This  lace  is  heavier  than  the  more  recent  of  the 
novelty  lines,  but  not  so  heavy  as  the  Macrame  by 
a  long  way.  It  comes  in  the  familiar  forms  of  nar- 
row flouncings  and  bands  wide  and  narrow,  also 
edgings.  Sometimes  it  is  shown  in  designs  which 
combine  more  than  one  lace. 

Shadow  lace  is  now  in  high  favor  and  will  be 
one  of  the  surest  lines  the  season  has  to  offer.  In 
wash  goods  this  is  very  practical  as  well  as  pretty 
and  there  will  be  excellent  sales  for  the  shadow  Vals. 
A  silk  run  shadow  lace  in  washable  material  is  one 
of  the  daintiest  novelty  effects. 

Venise,  plain  and  Repousse,  continues  its  run  of 
popular  favor.  This  lace  has  established  itself  be- 
cause it  is  elegant,  showy  and  durable,  but  it  can- 
not any  longer  be  featured  as  a  novelty.  Macrame 
is  in  much  the  same  position  but  perhaps  not  so 
generally  wanted  as  Venise. 

For  Summer  selling,  there  will  be  a  good  de- 
mand for  the  Cluny  laces  in  all  grades.     The  all- 


linen  numbers  are  specially  attractive  for  dresses 
and  suits  of  wash  goods.  The  wide  bands  will  be 
used  universally  and  there  is  also  a  good  demand 
for  fiounces  and  edgings. 

Maltese,  which  is  often  confounded  with  Cluny, 
is  now  being  offered  as  one  of  the  Summer  laces 
which  will  sell  well.  For  underwear,  blouses,  and 
trimmings  on  fancy  lines  this  lace  is  more  desirable 
than  ever. 


All-Overs  Selling 

Embroidered  flouncings  are  selling  this  year 
with  increased  enthusiasm.  This  line  will  un- 
doubtedly be  a  good  money  maker  where  properly 
stocked  and  handled.  As  prices  show  a  range 
which  was  never  before  offered  in  the  country,  the 
retailer  will  show  his  acumen  by  selection  of  those 
which  are  both  profitable  and  creditable  to  his 
house. 

The  advertising  value  of  the  high-class  numbers 
should  not  be  overlooked.  There  is  a  distinct  line 
between  offerings  of  former  years  with  their  stiff, 
fabric  ground  and  the  better  styles  of  this  season. 
The  latter  uniformly  show  a  soft,  draping  fabric. 
This  will  be  looked  for  as  a  hall-mark  of  quality. 

Lace  and  embroidery  combinations  in  the  forty- 
five  inch  flouncings  may  be  named  as  the  best  sell- 
ing line.  But  there  has  been  a  distinct  revival  of 
interest  in  the  somewhat  neglected  all-over  effects. 
These  are  freely  used  in  the  model  gowns,  which 
have  a  tendency  to  show  little  or  no  plain  fabric. 
This  has  led  to  a  re-awakening  of  interest  in  the 
above  line  and  also  to  inquiries  for  specially  deep 
or  well-covered  patterns.  Merchants  are  taking  the 
style  hint  with  which  the  imported  numbers  supply 
them. 
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Popular  Priced  Models, 

by    A.  T.  REID  CO.,  Limited, 

Toronto 
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The  Ribbon  House  of  Canada 

RIBBONS,   RIBBONS,   NOTHING  BUT   RIBBONS 


Barry's  Ribbons  for  Style 
Barry's  Ribbons  for  Quality 

and  Very  Lowest  Prices 


FANCIES    of    all     kinds,    as 
well  as  Plain  Ribbons,  will 
be  a  strong  feature  in  this 
Spring's  business. 

The  Barry  Ribbons  are  well 
known  for  Style,  Quality  and 
Value,  and  this  Spring  we  have 
prepared  a  showing  worthy  of 
this  House  and  our  past 
reputation. 

The  assortment  is  most  complete 
in  Ombres,  Shot  Effects  and 
Stripes,  at  most  moderate  prices. 
We  select  only  patterns  and  styles 
suitable  for  Canadian  trade. 

Send  for  a  small  order  and  try 
out  the  Barry  Ribbons.  You  will 
be  satisfied. 

See  Our  Complete  Range. 

Walter  H.  Barry  &  Co. 

MONTREAL,  P.Q. 

Winnipeg  Branch : 

SYLVESTRE  WILSON  BUILDING 

J.  R.  GALBRAITH,  Manager 
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Double    Aitroii    .Tnhot    of    pleated,    silk-run    sti.uiow    lace.      R.     1>. 
Fairbairn  Co.,  Toronto. 

White    Embroidery    Season 

Review  of  Styles  Offered  by  Importers  in 
Montreal  —  Excellent  Sales  Expected. 


width  of  in.«ertion  in  also  intended  for  various  band- 
ing effects  on  the  skirt;  and  the  narrower  insertions 
for  collar,  cuff  and  other  trimming  effects. 

In  addition  to  the  insertions,  there  are  extensive 
,-ci,s  of  galloons,  featuring  maii}  of  the  make-up.-  seen 
in  other  forms  of  embroidery.  On  account,  of  the 
lii.ige  number  of  patterns  shown,  it  appears  that  uian- 
ufacturers  expect  the  Spring  and  Summer  of  1913  to 
lie  fully  as  good  for  embroiderie,^  as  those  of  ini2. 

Trimmings  and  Separate  Pieces 

Fancy  embroideries  for  blouse  fronts,  and  trim- 
mings for  blouse  and  skirt,  are  shown  in  profusion. 
While  the  ordinary  one-piece  embroidered  front  is 
.-till  featured  to  a  certain  extent,  there  are  new  de- 
partures that  promise  to  be  an  improvement  over 
past  features.  These  consist  of  embroidered  effect.^; 
made  on  sectional  pieces  of  fine  lawn  or  linen.  These 
sections  generally  number  two  or  three,  and  on  each 
side  are  left  plain  edges  to  be  sewn  to  the  material 
of  which  the  waist  is  made. 

Other  lines  along  this  style  of  embroidery  consist 
of  stripe  of  fancy  designs,  between  which  are  left 
jilain  spaces.  In  actual  use,  these  strips  are  separated 
and  u.sed  for  trimming  garments  in  designs  to  suit  the 
taste  of  each  customer.  With  the  introduction  of 
this  new  feature,  assortment  of  de.sign  and  tasty  cre- 
ations will  be  possible.  Thus,  for  the  garments,  the 
maximum  of  assortment  can  be  secured  with  the 
minimum  of  merchandise. 


Sets  of  embroidery  samples  for  Spring,  1913 
have  recently  been  received  by  agents  representing 
Swiss  mills.  These  are  being  shown  to  the  wholesale 
and  cutting-up  trade,  and  while  there  are  not  many 
abrupt  changes  in  this  department,  there  are  several 
features  that  are  new. 

Flouncings,  45  to  48  inches  in  width,  are  one  of 
the  prominent  ranges.  These  show  eyelet,  shadow, 
and  other  designs  on  fine  Swiss.  Many  conventional 
as  well  as  elaborate  designs  are  shown.  As  far  as 
appearance  is  concerned,  it  cannot  be  said  that 
the  change  in  outlines  or  design  is  marked  from  that 
of  the  present  season.  About  the  only  thing  that  re- 
mains to  be  settled  is  the  demand  for  these  lines. 
Of  course  it  is  a  little  early  yet  to  make  forec^asts 
concerning  the  nature  of  the  demand  that  will  fol- 
low the  present  year. 

Extensive  lines  of  embroidery  insertion:;  in  grad- 
ufited  widths  are  arranged  in  .sets  to  match.  Gener- 
ally, there  are  three  widths  in  et-x-h  set.  The  widest 
insertion  will  be  used  extensively  for  the  formation 
of  H-aists,  the  material  being  placed  over  each  shoul- 
der and  allowed  to  come  down  m  the  fichu  effect  on 
the  front  and  back.  In  reality  this  effect  will  con- 
stitute a  large  portion  of  the  entire  waist.    This  same 


Shadow 


I.;ace    Jabot 
pleating. 


in     poniliined     eft'ect    of    Cascade    and    side- 
R.    D.    Fairbairn   Co.,    Toronto. 
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TATE  extend  a  Cordial  Invitation  to 
our  friends  and  customers  to  visit 
our  Special  Display,  Monday,  February 
26th,  and  following  days,  in  our  spac- 
ious  Warehouse. 


; 


^^^S'^  .^A^  ^^^^^^        1 


Germany  ^^^^^^  Austria 


%«VN>-  FROM  ALL  PARTS  *^<»^ 

OF  THE  WORLD. 


Canada  Veiling  Co. 

KNOX    BUILDING 

84-86  Wellington  St.  West,         -      Toronto. 

LACES,    VEILINGS,    EMBROIDERIES,    DRESS    ACCESSORIES,    ONLY.  J 


k'*'*-'^'*-'*-'*-'*-'*-^'^'^'*-'*-  ■^-*^*--*'*'^-%--^.-%.'*^*-'*'%.-^-%^*.-*^*^^-%.-*^^-%.-*.-*--%--m.-*^^-^-*^^-^'*^*^^-^-%.-^-%.-m.-^^^-%,-^  4 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


58 


DRESS    ACCESSORIES 


Dry  Goods  Review 


French  Lounge  Collar  of  Picjue  —  Courtesy 
The  W.  G.   &   R.  Co.,   Berlin,  Ont. 


French  Lounge  Collar  of  Rep  —  Courtesy  The 
!  W.  G.   &   R.   Co..   Berlin.  Ont. 

I   Certain  medallion  features  are  arranged  in  em- 
broidered effects  on  fine     Swiss.     These,  like  other 
arrangements,  are  made  with  the  view  of  being  separ- 
ated and  arranged  on  front.*,  sleeves  or  skirts  to  suit 
I  each  individual  taste. 


PEWNT'S 

KID  GLOVES 


Will  Help  Your 
GLOVE   DEPARTMENT 


Write  us  for  samples  of  our 

$9.00  and  $11.50 
Ladies'    Fine    Kid    Gloves 

These  are  positively  the 
best  values  shown  by  any 
house  in  Canada.      ::  :: 


Greenshields    Limited 

MONTREAL 


Many  of  the  mo.st  fascinating  patterns  of  em- 
broidery employed  on  the  foregoing  lines  depict 
dainty  scrolls.  These,  in  combination  with  eyelet 
ind  other  openwork  productions,  are  sure  to  be 
thought  well  of. 

Reports  from  St.  Gall,  Switzerland,  verify  the  fact 
that  mills  are  working  at  full  speed,  and  prices  are 
firm  on  account  of  the  popularity  of  the  outputs  of 
these  mills. 

Ecru  Effects  Noted 

While  the  coming  season  is  expected  to  be  a  white 
one  in  embroideries  generally.  Ecru  will  be  featured 
in  several  tones;  and  for  outer  garments,  many  of 
the  embroideries  will  be  in  the    form    of  noveltio.s. 

The  18,  27  and  45  inch  flouncings  are  well  repre- 
sented in  Spring  orders  that  have  been  placed  dur- 
ing the  Fall  and  Winter.  Ground-works  consisting 
of  Swiss,  as  well  as  voiles,  are  prominent  in  these 
creations.     The  45  inch  flouncing  is  by  far  the  most 


Types  of  Bulgarian  Lace.     Shown  liy  the  Canada  Veiling  Co.,  Ltd., 
Toronto. 

popular  width,  while  the  many  widths  of  insertions, 
galloons,  and  edgings  are  arranged  in  sets  to  match 
the  wide  flouncings.  Allovers  are  numerous  in  the 
early  deliveries.  Many  embroideries  feature  lacy 
effects,  which  take  exceptionally  well. 

Dealers  expect  eyelet  embroidery  to  score  a  com- 
plete success  in  high-class  departments;  also  open  de- 
signs combined  with  tasty  scrolls  and  patterns,  neatly 
embroidered.  Shadow  effects  are  also  good,  being  in- 
cluded in  many  lines  from  the  narrow  edging  to  the 
wide  allovers  and  flouncings. 
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Front 
View 


Side 
View 


Back 
View 


French  Repp  Novelties 

The  Season's  Hit 


Quaker,  $3.00  per  doz. 


Puritan,  $2.75  per  doz. 


Front 
View 


Side 
View 


Back 
View 


Delivery  Feb.  20th  to  March  1st 

The  Williams,  Greene  &  Rome  ?Ad:.  Berlin 


Ltd., 


Factories  :     Berlin,  Waterloo,  Hanover 
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y^      A       £-^  T  1  9  ^^  SEEN  AT  THE 

l^^/YoiTl   S  "Summer  Girl"  Toronto  exhibition 

Dress.  Hat  and  Parasol  trimmed  with  CASH'S  WASH  TRIMMINGS 


Your  Embroidery 
Stock  IS  NOT  Com- 
plete without 

Cash's 
Wash  Trimmings 

The  demand  for  these  remark- 
ably pretty  trimmings  is  increas- 
ing more  and  more  each  season; 
they  are  seen  in  all  the  leading 
Drapery  Stores  in  London, 
Paris  and  New  York,  and  are 
manufactured  solely  by 

J.  &  J,  CASH,  Limited 

Coventry,  England 

To  protect  our  customers  from 
cheap  imitations  we  have  regis- 
tered in  the  United  States  all 
our  1912  designs. 

Place   your  orders  early  so  as 
CASH'S  WASH  TRIMMINGS  can  be  applied  in  the  most  fash-    to  insurc  prompt  and  complete 

ionahle  manner  lo  all  summer  dresses,  colors  are  guaranteed  fast;  can  be  obtained         ,     .• 

from  all  leading  Dry  Goods  Stores.  delivery. 

The  complete  line  can  be  seen  at  our  MONTREAL  OFFICE,  301  St.  James 
Street,  MONTREAL,  or  at  our  Agents  in  VICTORIA  and  VANCOUVER,  B.C. 
(J.  Howard  &  Chapman). 

Sample  cards  and  prices  will  be  sent  from  either 
of  the  above  addresses. 


J.  &  J.  CASH,  Limited 


South  Norwalk,  Conn. 


U.  S.  \. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Drij  Goods  Review 


DRESS    ACCESSORIES 


61 


PARASOLS 

AND 

UMBRELLAS 


Special  Attention 

to 
Letter  Orders 


THE    IRVING     UMBRELLA    CO. 

LIMITED 


79-83  Wellington  St.  West 


Toronto 


r 


We've    '] 
Got  the 
Button 
for  1912 


The  Button 
Man  is  on  his 
way  now  to  see 
you  and  show^ 
you  Spring 
samples.  I 

Your  interest 
Order   for    our 


is   guarded  by  holding  your 
prices.      Every    sample    is 


marked  in  plain   figures. 

Specials  are  shown  in  Silk  Covered, 
Crochets  and  Combination  Rims. 

Quantity  and  early  buying  put  us  again  in 
top  place  on  Pearl  Cabinets.  Note :  Less 
small  and  more  large  size  Pearls  in  every 
cabinet   this   season. 

LETTER  ORDERS  ARE  FILLED  THE 
SAME    DAY    THEY   COME   TO    US 

The    Ontario    Button   Co. 

BERLIN,  ONTARIO 


'>V 


« 


Stevling 


» 


LACES  VEILINGS 

.   NECKWEAR  GIRDLES 

MOTOR  SCARFS 

EMBROIDERIES  HANDKERCHIEFS 

DRESS  TRIMMINGS 


THE  LINE 
A  LITTLE 
DIFFERENT 


Just  different  enough  to  make 
it  distinctive  and  wanted. 

We  never  fail  to  bring  out 
something  new  in  the  way  of 
novelties  at  each  turn  of 
fashion.  Every  day  brings 
new  things  to  our  show  rooms 
which  will  be  of  interest  to  all. 

We  invite  you  to  call  on  us 
when  in  the  city,  without 
placing  yourself  under  obliga- 
tion to  purchase.  Just  come 
and  see. 


The    Sterling   Lace   & 
Novelty  Company 

80-82  Wellington  St.  W.,     -    TORONTO 


.     ^. 
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Some  activity  in  piece  carpets  of  Oriental  and 
art  designs  is  reported — tapestries  for  Old  English, 
Elizabethan  and  Jacobean  treatment  are  in  demand 
at  the  present  time. 


The   New   Output   of    Rugs 

Orientals  Lead  Again  this  Season  —  Piece 
Goods  in  Much  Better  Position  than  Be- 
fore—Offerings of   Domestic  Manufacture 

^T^HE  prospects  for  Oriental  rugs  this  year  are 
A  index  of  the  prosperity  of  a  locality  as  they  are 
brighter  than  ever.  Their  sale  is  practically  an 
in  demand  wherever  they  can  be  afforded.  There  is 
every  prospect  of  sales  which  will  grow  from  year  to 
year  for  a  good  time  to  come. 

Imitations  of  Orientals  are  now  being  put  for- 
ward as  the  most  prominent  line  in  the  medium- 
priced  goods.  These  sell  for  a  price  not  materially 
an  advance  on  quite  ordinary  products  of  other 
years.  The  imitation  Orientals  are  many  of  them 
the  product  of  our  home  manufactures,  and  are 
presented  to  the  trade  at  distinctly  popular  prices. 
Importations  of  a  high  order  of  artistic  value  are 
also  looked  to  sell  excellently  this  season. 

Activity  in  Piece  Goods. 

Rugs  continue  to  be  the  leading  line,  but  there 
has  been  a  considerable  increase  in  sales  of  the  piece 
goods  and  these  are  not  dead  as  last  season.  New  and 
handsome  patterns  are  being  offered  in  Oriental  as 
well  as  in  the  art  designs,  and  there  are  also  many 
made-up  rugs  which  defy  detection  and  are  of  excel- 
lent appearance. 

Adaptations  of  Oriental  designs  are  among  the 
favored  numbers  and  much  ingenuity  is  shown  in 
the  designing  of  these  to  suit  modern  interiors. 

The  self-colored,  and  art  designs  with  two-tone 
effects,  are  now  considered  in  best  taste  next  to  the 
Oriental  and  its  imitations.  There  has  been  great 
diversity  shown  in  these  designs,  following  the  ten- 
dency to  period  decoration.  Types  especially  design- 
ed for  bedrooms  are  shown.  These  have  dainty  floral 
borders  which  are  distinctly  modern  in  type.    Color- 


ings include  the  French  greys  to  match  high-class 
enameled  furniture  and  also  the  light  Pompadour 
shades. 


The  Popular   Colors 

While  green  still  holds  first  place,  there  is  a  strong 
tendency  toward  the  lighter  shades  of  brown.  Tones 
are  soft  rather  than  rich,  and  many  are  of  the  kind 
that  may  best  be  described  as  neutral. 

The  most  striking  of  the  new  browns  is  the  camel 
shade.  This  is  now  offered  not  only  in  carpets  and 
rugs,  but  in  dress  and  suit  materials,  a  fact  which 
aug-urs  well  for  its  future  popularity.  The  type 
favored  in  rugs  is  often  shown  in  two-tone  effects 
which  run  from  the  light  buff  to  a  deep  shade  with  a 
good  deal  of  tan  in  it. 

Tans  are  shown  this  season  as  a  salable  novelty, 
and  there  is  also  a  sprinkling  of  the  old,  rich  brown. 

Besides  green  and  brown,  blue  is  being  showm 
quite  prominently  this  year.  There  are  many  new 
and  handsome  combinations  in  Art  squares  in  this 
shade.  The  idea  seems  to  be  to  keep  the  emphasis 
on  one  shade  though  there  are  some  pretty  rugs  in 
more  than  one  color.  Beautiful  old  blues  and  the 
richer,  softer  shades  are  featured  rather  than  the 
cold,  greenish  shades  of  former  seasons. 


Wool  Squares  a  Feature 

The  demand  for  Scotch  wool  squares  was  excel- 
lent all  last  season.  This  line  combines  cheapness 
with  a  high  degree  of  artistic  merit  in  the  better  lines. 
Floral  borders  with  self-colored  centres  are  suitable 
for  bedroom  use,  and  more  elaborate  designs  are 
shown  for  living-rooms. 

Owing  to  the  demand,  there  has  been  a  good  out- 
put this  season  of  the  domestic  product,  including 
some  of  the  best  lines  yet  seen.  These  squares  should 
be  of  special  interest  to  the  merchant  who  has  a 
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popular  trade,  and  at  the  same  time  wishes  to  of- 
fer his  customer  a  Hne  which  can  be  matched  up 
with  the  washable  draperies  such  as  the  new  cre- 
tonnes and  linens.  The  wool  squares  are  ideal  for 
this  purpose,  and  many  high-class  decorators  are 
employing  them   for  bed-rooms. 


Upholsteries    and    Hangings 

Tapestry  Will  Again  be  the    Leading  Feature 

—  Filet    Mesh    Curtains   Shown — Prominence 

of    Brown. 


Among  upholstery  fabrics  the  interest  has  centred 
round  tapestries  this  season.  There  has  been  an  ex- 
traordinary revival  of  demand  for  all  antique  furn- 
ishings of  undoubted  type,  and  this  has  been  followed 
in  the  natural  course  of  events  by  a  request  for  tapes- 
tries which  are  the  most  suitable  for  use  therewith. 

Several  types  of  interior  for  which  the  merchant 
need  have  no  hesitation  in  recommending  tapestries 
may  be  mentioned.  These  are  the  Old  English, 
Elizabethan,  Jacobean,  and,  in  dainty  shades,  the 
early  Louis  types.  It  will  be  noted  that  the  Watteau 
shepherds  and  shepherdess&s  of  the  Louis  tapestries 
and  the  effects  popular  in  England  during  the  reign 
of  Anne  are  very  different  from  the  verdure  or 
antique  designs,  being  much  lighter  in  color  and 
daintier. 


Tapestkies  of  Mixed  Materials. 
Sales  of  verdures  have  been  especially  large  this 
year,  and  there  is  every  prospect  of  continuance  and 
probable  increase.  Gobelins  have  been  very  good. 
There  will  be  many  tapestries  of  mixed  materials 
offered  during  the  coming  season,  surfaces  of  linen 
and  cotton  mixtures  proving  very  durable. 

These  goods  will  be  taken  for  accessory  purposes 
such  as  the  construction  of  cushions  and  covers  of 
various  sorts.     They  will  also  be  used  for  hangings. 

A  great  deal  of  brown  and  camel  color  appears 
in  the  tapestry  and  other  draping  fabrics  offered 
this  season.  The  prevalence  of  these  shades  for  in- 
terior decoration  is  not  confined  to  the  fabrics,  but 
expresses  itself  in  the  wall-papers  and  in  the  car- 
pets and  rugs  offered  this  season.  The  shades  of 
brown  used  are  of  the  dull  rather  than  the  rich 
type.  There  a  good  deal  of  drab  in  them  and  yet 
this  does  not  prevent  them  from  being  much  ad- 
mired as  easy  on  the  eyes  and  harmonious  with 
other  shades  more  brilliant. 

Blue  is  another  color  which  has  come  in  strongly 
this  season.  This  appears  in  draperies  and  in  the 
various  lines  of  rugs  and  carpets  and  wall-papers 
now  showing.  The  blue  used  in  the  tapestry 
is  especially  soft  and  neuti'al,  called  usually  old 
blue. 


DEARDEN'S    QUILTS 


Quilt  Displays 

Don't  neglect  the  display  of  quilts  because  your  stock 
is  not  as  attractive  as  you  would  like.  Brighten  up 
your  displays  by  adding  a  few  lines  from  the  immense 
showing  we  offer  in  the  "Dearden"  line. 

W^e  make  Quilts  of  all  descriptions  and  at  all  prices. 
Let  us  show  you  our  full  line  for  1912. 

Jonathan   Dearden   &   Co. 


Sole   Canadian   f  gent 

R.  H.  COSBIE,  Toronto 


LIMITED 
Mills 

BOLTON,  Lancashire 


11-13   BriJgewater  Place 

MANCHESTER 
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Nets  and   Laces 

Curtains  show  a  fine  assortment  of  novelty  nets 
and  laces.  The  filet  idea  has  taken  strong  hold  and 
there  are  many  lace  numbers  with  the  filet  squares, 
running  in  price  as  high  as  $2.50  a  yard  retail, 
filet  de.sign.  These  are  of  much  lighter  weight 
than  the  lace,  but  show  the  same  unique  patterns 
in  very  pliable  and  soft-falling  material.  Patterns 
design  and  the  various  animal  and  heraldic  devices. 

Soft  nets  in  white  and  ecru  seem  to  be  among  the 
most  prominent  lines  now  showing.  The  smaller 
patterns  are  also  in  good  position  this  year.  There 
'.vill  be  excellent  sales  of  white  Madras  and  scrim. 
There  are  also  shown  the  colored  designs  in  the 
first  of  these  lines,  but  the  white  and  cream  are  of 
the  most  consequence.  The  bordered  scrims  are 
the  line  which  is  selling  in  that  class.  Pretty  sten- 
cilled patterns  are  well  taken,  as  also  are  the  shad- 
ed and  floral  effects. 

Laces  by  the  yard  are  selling  for  curtains,  but  the 
older  type  of  lace  curtain  has  shown  no  signs  of 
greater  activity.  It  seems  as  if  this  line  would 
wait  a  long  time  for  return  of  popular  favor. 

Colored  goods  which  is  guaranteed  not  to  fade  is 
in  good  demand. 

Leather  Effects   in   Wall  Papers 

Among  the  wall-papers  which  have  been  put  on 
the  market  this  season  the  best  sellers  so  far  have 
been  the  leather  effect  as  a  high-class  article,  the  cut- 
out floral  designs  for  l)edrooms,  and  designs  which 


employ  a  self-colored  or  ingrain  ground  and  cut-out 
motifs  for  living-rooms  and  general  purposes. 

Medallion  motifs  and  strappings,  principally  the 
latter,  have  been  among  the  favored  ornaments  for 
use  with  the  popular  oatmeal  and  leather  effects. 
Novelties  have  been  the  vellum  and  other  special 
leather  finishes. 

Fabric  effects  have  sold  well,  though  not  so  new 
as  the  above.  Corduroy  had  a  good  run  at  the  begin- 
ning of  the  season,  and  the  Chambray,  Jaspe  linen 
and  cretonne  effects  were  also  good.  These  papers 
are  now  shown  in  many  cases  with  cretonnes  and 
other  wash  fabrics  to  match.  Designs  in  both  are 
floral,  and  the  paper  is  printed  and  ornaments  de.sign- 
ed  so  as  to  form  a  complete  matched  effect  in  the 
get-up  of  a  room.  Often  the  rug  is  also  of  the  same 
border  design,  thus  rendering  the  general  scheme 
complete.  There  are  both  large  and  small  floral 
designs,  but  the  latter  seem  to  be  the  newer.  Art 
Nouveau  designs  are  now  coming  in  in  matched  lines 
as  above. 


Period   Furniture 

Interest  in  Period  styles,  which  was  so  strongly 
felt  last  season  in  all  lines  of  furniture,  is  again  being 
evinced,  with  the  result  that  the  manufacturers  are 
ofl'ering  a  specially  wide  range  in  these  numbers. 

Jacobean  is  now  firmly  established  for  dining- 
rooms  and  also  is  used  freely  for  dens.  Halls  show  a 
tendency  to  Elizabethan  chairs  and  some  to  the  Wil- 
liam and  Mary  types.  For  bedrooms  there  are  shown 
many    different    period    styles.      Before    turning   to 


An    Attractive    Carpet,    Curta 


mil    W,illi).iiier    Unit    by    .las.    Me  Niclioll    for    Cressman's,     Ltd..     Peterlmn 
Such     as     Tliis     Never     Pail   to    Sell    tlie   Goods. 


Suggestive     Displ.-iys 
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these,  it  may  be  mentioned  that  Sheraton  furniture 
has  been  a  seller  which  ranked  first  during  the 
IDast  year.  For  drawing  and  dining-rooms  no  furn- 
iture surpasses  this  style.  It  is  eminently  suited 
to  requirements  of  modern  decoration  as  to  the 
walls  and  woodwork,  and  does  not  look  out  of 
place  in  any  up-to-date  type  of  room.  Mahogany 
generally  is  experiencing  an  unusual  demand. 

For  bedrooms  nothing  seen  in  this  .season's  output 
of  the  manufacturer  exceeded  in  beauty  a  French 
grey,  dull-finished  Louis  XVI.  set.  Cane  chairs  were 
especially  attractive  in  sets  of  this  period.  Empire 
sets  were  also  shown,  though  not  so  handsome  as  the 
former.  Colonial  furniture  has  been  asked  for  during 
past  seasons  and  is  now  everywhere  included  in 
offerings  which  aim  at  variety.  The  heavy  outlines 
and  durable  construction  of  these  articles  give  a 
pleasing  sense  of  security  and  permanence. 


Dull  Finished  Goods 

A  notable  feature  of  the  lines  recently  examined 
was  the  fact  that  the  woods  are  now  dull  finished. 
There  has  been  a  gradual  increase  in  the  demand  for 
this  style  of  treatment  until  now  it  is  recognized 
as  the  best  finish  for  most  woods.  Especially  is  this 
true  of  mahogany  and  oak.  These  woods  are  now 
finished  in  a  sort  of  natural  efi^ect  which  is  without 
comparison  better  to  look  at  than  the  intolerable 
brilliance  of  cruder  creations.  The  better  class  of 
persons  appreciate  the  difference  on  sight  and  are 
willing  to  pay  for  it. 

White  maliogany  is  a  high  novelty  offered  this 
season,  and  there  is  also  a  white  oak  of  most  delicate 
coloring,  dull-finished,  which  will  prove  of  interest 
to  the  merchant  who  is  asked  to  show  the  high 
novelty  features.  Besides  these  there  were  offered 
in  bedroom  sets  la  full-finish  Russian  walnut 
with  holly-wood  inlay,  in  style  not  unlike  the 
Sheraton  inlaid  eft'ects. 

Among  the  types  of  dining  and  side  tables  are 
the  Chippendale  and  Colonial  .sorts.  The  former  may 
be  recognized  by  their  outward  curving  legs  and  claw 
foot.  The  latter  are  particularly  plain  and  dignified 
in  style. 


Wood  Bedsteads  Again 

Fashion  which  is  constantly  veering  has  now 
taken  a  turn  in  favor  of  the  wooden  bedsteads, 
which  were  so  despised  a  season  or  so  past.  These 
have  been  creeping  back  in  as  people  realized  that 
they  need  not  necessarily  be  either  clumsy  or  un- 
sanitary and  that  they  harmonize  better  with  the 
rest  of  the  room  than  do  the  enamel  or  gilt  effects 
of  metal.  These  latter  .still  sell  in  great  quantity, 
but  the  high-class  trade  is  looking  for  wooden 
beds  and  these  are  now  correct. 


If 


has  captured  the 
trade,  to  whom 
its  superior  at- 
tractiveness means 
money,  will  it  not 
capture  your  cus- 
tomers? The 
great  growth  of 
our  business  is 
only  a  reflection 
of  the  growth  of 
our  customers' 
business. 


^ 


Don't  miss  seeing  the  1912  line. 
Write  us    to    show    it   to    you. 


STAUNTONS  Limited 

Wall  Paper  Manufacturers 
Yonge  St.  Toronto 


The  Review  is  the  Official  Organ  of  the  Canadian  Window  Trimmers'  Association 
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The  Trimmer's  Opportunity 

He  Will  Demonstrate  Store's  Ability  to  Fully 
Meet  Requirements  of  Spring  Season  —  Em- 
phasize   Individuality    of     Each    Department 

MARCH  1st  marks  a  time  of  great  activity  in 
window  trimmers'  departments.  Sales 
people  and  workroom  staffs  have  returned 
from  holidays  and  everybody  in  their  respective 
places  except  those  buyers  whose  duties  demand  that 
they  visit  wholesale  millinery  openings  on  March  4th. 
There  is  no  reason  why  the  Spring  campaign 
cannot  be  commenced  in  real  earnest,  as  everybody 
will  be  anxious  to  do  their  share  to  make  the  opening 
of  the  new  season  Ijetter.  It  should  be.  the  aim  to 
conduct  Spring  business  moi'e  comprehensively  than 
ever  before.  Department  heads  will  be  calling  for 
departmental  representation  and  with  lots  of  enthu.s- 
iasm  in  their  new  shipments,  they  are  anxious  for 
display  space,  window  representation,  interior 
ledges,  counter  and  case  trims. 

Cleanliness  is  es.sential  and  interior  house-clean- 
ing of  interiors  and  windows  has  no  doubt  been  care- 
fully done  in  the  mid-winter  interval.  With  the  first 
bright  days  of  Spring  sufficient  warmth  makes  it 
possible  to  wash  outside  fronts,  polish  signs,  arrange 
awnings  and  brighten  things  generally.  Clean  fronts 
seem  to  renew  business  in  Spring,  when  weather  con- 
ditions allow  of  brightening  up  ready  for  business. 
They  almost  bespeak  clean,  well-arranged  and  well 
assorted  stocks  within. 

By  Saturday  of  this  week,  season's  placing  and 
novelty  stocks  are  usually  practically  complete, 
marked  and  passed  on  to  departments.  On  Mon- 
day morning  it  will  be  necessary  to  remove  balance 
left  of  Saturday's  job  windows  and  dress  goods 
opening  displays  in   preparation   for   ready-to-wear 


openings.  Usually,  these  are  held  about  the  .second 
Wednesday  and  Thursday  in  March. 

Individuality  of  Each  Section. 

In  doing  this,  trimmers  will  be  following  recog- 
nized procedure  of  showing  each  section  in  its  entire 
importance,  as  a  component  part  in  a  great  establish- 
ment. Endeavor  to  make  each  department  stand 
primarily  as  a  store  within  itself  and  also  an  im- 
portant detail  of  a  progressive  merchandising  insti- 
tution. 

Under  these  conditions,  business  is  away  to  a  good 
start  and  window  trimmers  have  lots  of  stock,  plenty 
of  latitude,  beautiful  goods  and  no  doubt  special 
l)ackgrounds  or  settings  in  order  to  conduct  ready-to- 
wear  openings  with  greatest  eclat. 

The  Ready-to-Wear  Opening. 

For  I'eady-to-wear  opening  week  it  is  usual  to 
conduct  a  formal  disjjlay  in  which  customers  are 
shown  buyers'  style  interpretations,  new  features  in 
cut,  colors  and  coming  tendencies.  Trimmers  al- 
ways prepare  a  special  background  and  arrange 
window  plans  as  to  stock  assortments  and  adver- 
tising schemes. 

Many  decorators  in  the  larger  stores  intend  to 
co-ojjerate  with  department  managei'.'^  and  hold  a 
promenade  by  dressing  living  models  on  display 
within  windows  or  in  departments.  These  showings 
will  comprise  models  in  afternoon  and  evening  gowns 
and  wraps,  suits,  dresses,  coats  and  novelties.    There 


PINS  FOR  C.  W.  T.  A.  MEMBERS 
Membership  pins  for  the  Canadian  Window 
Trimmers'  Association  are  being  mailed  to  mem- 
bers this  week.  Neat,  diamond-shaped,  gold  but- 
tons, with  blue  field  and  gold  monogram  have 
been  chosen  by  the  executive  committee,  and  each 
member  will,  it  is  hoped,  be  pleased  on  receipt  of 
his  emblem.  They  will  be  distinctive  and  worn 
by  trimmers  from  Halifax  to  Vancouver. 
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Opening  background,  dress 
goods  and  millinery  showing. 
Two  windows  are  illustrated 
here.  Mummy  and  bolt  drapes 
artistically  made  and  models 
carefully  posed.  EfFcctive 
groupings  enhanced  by  floral 
decorations  and  neat  tickets. 
By  F.  L.  Kickley,  D.  E.  Mac- 
donald  &  Bros.,  Guelph. 


will  be  added  attention  given  to  misses'  and  child- 
ren's sections. 

Decorators  have  an  ambition  to  eclipse  all  pre- 
vious records  by  giving  better  prices,  nattier  styles 
and  larger  assortments  than  ever  and  also  to  present 
these  in  a  novel  way  so  as  to  create  publicity  by 
keeping  people  talking.  This  is,  without  doubt,  good 
advertising. 

Efforts  of  trimmers  result  in  making  an  occasion 
of  interest  and  enjoyment.  It  is  impossible  to  de- 
termine the  real  advertising  results  following  a 
successful  and  attractive  opening. 

That  Inviting  Appearance. 

First  of  all,  stock  must  be  neatly  arranged  to 
portray  extent  of  this  department  showings  and  also 
suggest  natural  environment.  Goods  must  be  easily 
accessible.  Have  every  section  make  a  broad  display 
of  garments,  according  to  the  best  layout  of  depart- 
ment, blouses  opened  on  tables  or  cases  properly 
arranged,  suits  and  coats  on  uniform  hangers  and 
racks  according  to  sizes  and  higher  class  novelties  h\ 
polished  wardrobes  or  cabinets.  Good  stock-keeping 
impresses  most  people  and  is  necessary  for  good  mer- 
chandising.   Opening  time  will  demonstrate  this  fact. 


Wax  figure  and  blouse  forms  are  cleverly  dressed  to 
bring  out  the  beauty  or  style  features  of  garments 
from  each  sub-section.  One  saleslady  vi&s  with  the 
other  to  make  the  best  showing.  After  overhead 
decorations  are  in  place  these  figures  are  placed  con- 
vniently  throughout  showrooms  on  platforms,  bank- 
ed witli  palms  or  on  pedestals.  Entire  sections  will 
be  aglow  and  radiate  a  feeling  of  Spring  with  foliage, 
blossoms  and  decorations  enhancing  an  accessible  and 
brilliant  ready-to-wear  department. 

Unique  Selling  Method. 

Last  season  many  merchants  created  an  unique 
selling  method  by  making  value  numbers  staple 
under  a  catchy  name.  Garments  were  displayed 
and  advertised  under  these  names  and  interest  arous- 
ed just  as  is  done  by  consistent  advertising  of  any 
brand  or  catch  phrase.  These  names  are  first  intro- 
duced at  opening  time 

Living  Models. 

In  regard  to  living  models  it  is  comparatively 

easy  to  conduct  this  scheme  and  young  women  are 

engaged  to  act  as  models  in  mornings  from  10  to  12 

and  afternoons,  2  to  4  o'clock.    Often  garment  j-ales- 

(Concluded  on   page   76) 


Display  of  Evfiiing  Dresses  and   Fanfv  Dress  (Juods,  AIsd  (tIovps    mkI     Iliiidlrifis.      The    Bnck    of    'J'liis    Window    is    of    Green    Felt, 
with    Gold    Panels,    Lined    with   Tan.     Dressed    by    J.    C.   Church  for  F.  C.   Preston  &  Co.,   Haileybury,   Ont. 
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Try    Canadian 
Decorations 
for   Spring. 


We  Want 
Your  Trade 
for  Spring  in 

ARTIFICIAL    FLOWERS 

Foliage  and    All    Kinds   of    Decorations 

Canada  is  growing  in  population  ;  Canada's  demand 
for  better  goods  is  growing  ;  Canada's  industries  are  growing. 
That's  why  the  demand  for  artificial  decorations  is  so  great 
and  the  reason  why  we  are  at  your  service  to-day  with  the 
finest  iine  of  flowers  and  foliage  for  your  Spring  trims  that 
one  could  wish  ior. 

Patronize  home  industry  and  you  will  find  you  can  get 
real  live  trade-pulling  decorations  right  in  your  own  land 
without  paying  duty  and  excessive  express  charges. 


Send  for  samples  now  and  get  in  line  for  Spring 


The  Canadian   Flower   Mfg.    Company 


198  St.  Paul  Street, 


Montreal 
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Members    of   the    Canadian 
Window    Trimmers'   Asso- 
ciation and  Their  Work 

HANLAN   ROBINSON 

Ad.  Man  and  Window  Trimmer  for  R.  McKay   &    Co., 

Hamilton,  1st  Vice-president  C.  W.  T.  A. 

(The   First   of  a   Series   of  Articles   on   Canadian    Window   Trimmers.) 

TO  the  man  who  is  engaged  in 
the  dry  goods  business  and 
gives  to  it  that  concentration 
essential  to  success  there  is  no  more 
interesting  study  than  that  of  ad- 
vertising. By  that  term  is  meant 
every  means  by  which  the  attention 
anjd  interest  of  customers  are 
arWsed  to  the  end  that  goods  may 
be!  sold. 

'  The  scope  of  the  work  is  so 
broad,  its  influences  so  closely  relat- 
ed, and  yet  so  subservient  to  hard 
work,  skillful  managment  and  well- 
iipplied,  inborn  ability  that  the  fas- 
cination which  it  holds  out  to  so 
'many  people  can  be  easily  under- 
stood. 

Good  Men  Began  Behind  Counter. 

Thus  is  explained  to  a  large  de- 
gree the  fact  that  some  of  the  ablest 
window  decorators  and  ad.  writers 
to-day  are  men  who  acquired  their 
first  practical  introduction  to  the 
business  as  salesmen.  In  this  capa- 
city they  had  many  opportunities  to 
observe  the  effect  of  mediums  em- 
ployed to  capture  business.  Therein 
they  had  their  inspiration  and  sub- 
sequent development  was  largely  a 
matter  of  encouragement  and  self- 
application. 

An  excellent  illustration  for  the 
initial  article  of  this  series  is  avail- 


An  opening  display  by  H.  R6binson  for  R.  McKay    &    Co.      High-class    ready-to 

wear  and   millinery,   with  scenic  backgroimd.      A ttKu  lively  posed  figure. 

Bickground   trimined   with  foliage  arjd  display  timshed   with  neat 

ticket  of  Mr.   Robinson's  design. 
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The  latest  word 

in  fixtures  for 

dry-goods 

windows 


ONKBN 

INTERCHANGEABLE  .  ^ 
VVOOO  WINDOW  FIXTURE 


^isnra 


riWkDC    MAIMC 


I  honestly  believe  that  my  new  patented  set  of  inter- 
changeable wood  window  fixtures,  made  exclusively 
for  dry-goods  windows,  is,  without  doubt,  the  best  thing 
,    that  has  ever  been  created. 


^^ 


'?> 


Patented  1911  Copyright  1910 

This  is  just  a  sample  trim  made  with  69  YOUNITS 
of  the  2n3  in  the  set,  leavinff  134  that  can  be  used  for 
other  irims  and  individual  fixtures. 


I  want  every  ambitious  Dry-goods 
Man,  who  is  keen  after  more  business 
through  his  show^  windows,  to  see  how^ 
I  made  24  beautiful  w^indow^  trims,  trims 
that  you  can  dupHcate  at  as  low^  a  cost  as 
5  cents  each,  by  using  my  set  of  "  ONKEN 
Interchangeable  Wood  Window  Fixture 
YOUNITS." 

Simple — Strong — Effective 

Your  window  trims  may  be  good,  but  then  nothing  is 
so  good  but  that  it  can  be  improved.  Window  trim- 
ming becomes  so  simple  a  matter  when  a  set  of 
"ONKEN  Interchangeable  YOUNITS"  is  used,  that 
the  weekly  change  of  trims  becomes  a  pleasure  to  be 
looked  forward  to,  instead  of  a  ceaseless  drudge  to 
be  abhorred. 

Let   me   send   you    free    my    booklet 


"A   Message  From  Hell" 


Patented  1911 


t-Opyr.K' 


^lO 


Another  prize  whinner.  This  one  took  only  48  of  the 
203  YOUNITS  in  the  set.  leaving  155  for  other  uses 
around  the  store. 

Made  of 
solid 
oak,  io 
weath- 
ered oak 
(waxed) 
f  iaish      ( 

This  Groap 
Represrnts 
About  One- 
third  of 
the  Set. 


aten'id 
191 
In  Canada, 
England  .and 

Unite" 

Stales 


You  can  make  500  atunU  like  tbi*  one. 


We  have  this  booklet  put  aside  for 
you.  It  will  give  you  all  the  infor- 
mation you  may  want  regarding 
these  wonderful  window  fixtures. 
Also  a  beautiful  book  of 
designs  showing  24  prize- 
winning  window  trims, 
made  with  less  than  the 
total  number  of  "ONKEN 
Interchangeable  Y  O  U  - 
NITS"  in  this  set.  This 
book  is  sent  free  with 
each    set. 

Price  Set  No.  2  (or  the  Dry- 
Goods  Windows,  S12  30  Net 
Cash  30  dayi,  Frei|fht  and  Daly 
aUowed  to  Winnipeg  and  to 
all  ports  of  entry  east  of 
Winnipeg  on  the  Southern 
Canadian  Border. 


The  price  of  this  set  is  a  great  deal  less  than  the  amount  you  will  lay  out  for  a  lot  of  fixtures 
with  permanent  forms  which  will  not  meet  all  your  requirements. 

T\J  f\¥f*-"'  Besides  my  dry -goods  set,  I  make  another  set  for  the  general  store  dealers.  With  this 
^^^''^^  set  you  can  make  a>iy  kind  of  7vindoti'-tri?ns  such  as  grocery,  hardivare,  J-urnishings 
haberdashery,  wearing  apparel,  shoes,  dri/gs  and  any  other  kind  of  merchandise  handled  by  the  gen- 
eral store.  This  set  A'o.  4,  price '$2^.00.  A  hoo/;  of  designs,  showing  j^  7i'indo7ii. trims,  covering  all 
lines,  goes  free  with  this  set.  Send  to-day  for  the  booklet,  "A  Message  From  Hell,"  and  let  us  get  in  touch 
with  you  on  the  best  business-bringing  preposition  that  is  out  today. 

THE  OSCAR.  QNKEN   C?. 


767  Fourth  Ave. 


Established 
31  Years 


Cincinnati,  O.,  U.S.A. 
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able.  Haulan  Robinson,  ad.  man  and  window  trim- 
mer for  R.  MacKay  &  Co.,  Hamilton,  first  became 
interested  in  window  work  as  a  salesman  in  the 
dress  goods  department  of  that  store,  where  it  was 
part  of  his  duty  to  trim  the  dress  goods  ledges.  He 
made  a  careful  study  of  the  drawing  power  of  dis- 
play, and  in  a  few  years  had  entire  charge  of  the 
work.  His  windows  are  uniformly  good,  always  em- 
bodying effective  standards  of  art  and  salesmanship. 

At  the  time  Mr.  Roliinson  tirst  took  up  display 
work,  the  head  salesman  in  each  department  hcid  lo 
trim  the  windows  for  his  department. 

Careful  Study  of  His  Trims. 

"I  took  a  great  interest  in  my  ledge,"  he  .-state.-, 
■'changing  it  often  and  studying  new  drapes  tb.at 
would  appear  in  the  trade  papers  from  time  to  tiiiR'. 
copying  them  as  nearly  as  possible  and  working  oul 
combinations  with  ('ress  goods,  trimmings,  buttons, 
etc.  I  had  to  make  my  own  fixtures  out  of  old  lum- 
ber or  packing  boxes. 

"My  ledge  work  was  appreciated  and  I  was  fre- 
quently given  a  dress  goods  window  to  trim.  Wlu'ii  1 
was  told  to  trim  a  window,  I  would  do  it  as  well  as  I 
knew  how,  first  to  see  that  the  window  was  perfectly 
clean  on  the  inside  and  that  the  electric  lights  were 
in  good  order.  I  watched  carefully  every  little  de- 
tail,, studying  my  display  carefully  from  the  street 
and  making  any  change  that  I  thought  would  im- 
prove it,  taking  suggestions  from  anybody.  I  was 
afterwards  called  upon   to   trim   windows  for  other 


(lepartmentvS,   until  finally   I  was  trinuiiing  all  the 
windows. 

Trips  to  Larger  Centres. 

"The  manager  took  an  interest  in  my  work  and 
look  me  to  New  York  with  him  where  I  had  an  op- 
portunity of  seeing  "windows  that  were  trimmed." 
This  gave  me  a  fre.sh  interest  in  the  work  and  I  re- 
turned home  very  enthusiastic.  I  always  make  about 
two  trips  a  year  to  either  New  York  or  Chicago. 

"We  have  used  a  great  number  of  backgrounds, 
from  the  old  pleated  cheese  cloth  background  to  the 
permanent  mahogany  background.  I  like  the  latter 
very  much  as  it  is  easy  to  make  a  quick,  effective 
display  of  any  line  of  goods  and  it  is  easy  to  make  a 
complete  change  in  the  front  by  the  use  of  curtains 
;u  front  of  this  permanent  background. 

"We  change  our  windows  twice  a  week,  keeping 
in  mind  the  first  part  of  the  week  for  the  display 
of  piece  goods,  carpets,  housefurnisbings,  etc.,  and 
towards  the  end  of  the  week,  ready-to-wear  garments, 
millinery,  blou.*es,  gloves,  novelties,  etc. 

"We  have  six  windows — four  windows,  7x7  feet; 
1  window  7x12  feet;  and  1  window  7x18  feet. 

Window  Display  and  Advertising. 

"I  became  interested  in  advertising  because  of 
the  close  relation  between  advertising  and  window 
display  and  because  of  the  great  influence  the  one  has 
with  the  other.  It  is  of  the  greatest  importance  that 
they  should  Avork  hand-in-hand. 

"You  advertise  a  line  of  goods  and  they  have  a 
fairly  good  sale,  but  if  you  have  a  window  neatly 


VeiK'fi-  backgrouQtl  for  permanent  or  senii-perniaiient  setting — made  of  thin   veneer  of  wood   nnled   on    iMilp  lioanl.  asliestos  or 

wood.  May  be  treated  in  over  twenty  wood  fiuislies,  maliogany,  Circassian  walnut,  oak,  magnolia,  etc.  The  veneer  Is  applied  to 
frame  or  window  in  panels,  as  illustrated,  or  with  jointed  frieze  in  single  panels,  strips  and  moulding  to  match,  and  many  other 
decorative  schemes.  When  varnished  or  oiled  it  is  highly  attractive,  easily  polished  and  suitiUjIe  for  any  line  of  merchandise. 
Compared  with  solid  mahogany,  it  costs  about  one-tifth  as  much  to  apply,  which  gives  a  relative  idea  of  the  cost  in  other  finishes. 
Panels  come  in  lengths  from  li  to  0  feet  and  6  to  24  inches  wide.  The  applied  wood  is  one-hundredth  inch  in  thickness,  making  it 
pliable  enough  for  any  requirement.  The  cut  indicates  that  trimmers  are  finding  this  veneer  a  highly  satisfactory  material  for 
backgrounds. 
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TWO  DRY  GOODS  NECESSITIES 


THE  JONES  COSTUME    CASE 
For   all   Ladies'   Ready-to-Wear   Lines. 


THE  JONES  FLOOR   CABINET 

For  any  department,  Counter,  Table  and  Storage  Cabinet  combined. 

Our  catalogue  gives  full  description.  Shall  we  send  you  a  copy  ? 


Jones  Bros.  &  Co.,  Limited 


Dry  Goods  and 
Department   Store  Builders 
Show  Rooms  and  Head  Office  :  29-31  Adelaide  Street  West,  TORONTO 
Factories:  TORONTO,  DUNDAS,  MONTREAL 
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triuimed,  of  the  advertised  article,  well  ticketed,  you 
will  get  over  twice  the  business.  Most  every  depart- 
ment head  prefers  a  window  space  to  an  advertising 
space. 

Interioes  to  Suggest  Season. 

"We  are  great  believers  in  interior  displays  from 
an  advertisement  standpoint.  It  is  a  fine  thing  to  get 
an  early  start  on  Spring  business  and  there  is  nothing 
that  will  give  you  that  start  like  a  store  decorated 
like  Spring  in  all  its  glory,  trees  out  in  blossom,  birds 
singing,  etc.  It  will  start  Spring  goods  moving  while 
the  snow  is  on  the  ground. 

In  1909,  Mr.  Robinson  was  awarded  a  gold  medal 
by  The  Dry  Goods  Review,  for  the  best  window  work 
submitted  in  that  year.  On  the  organization  of  the 
C.W.T.A.,  recently,  he  was  the  unanimous  choice  for 
ist  vice-president. 

Spring  Dress  Goods  Display 

A  Trim  that  Embodies  the   Essentials  of 

Silent   Salesmanship  —  Pleasing    Use    of 

Spring   Foliage. 

It  was  a  happy  thought  that  entered  the  mind 
of  the  decorator  who  prepared  the  display  shown  in 
our  illustration ;  here  we  have  a  concrete  lesson  bear- 
ing out  the  saying  that  "merchandise  well  displayed 
is  half  sold."  This  might  also  be  termed  a  lesson 
in  silent  salesmanship.  First,  we  have  the  graceful 
drapes  of  stylish  fabrics,  trimmings  and  but- 
tons to  match,  and  aside  a  lifelike  figure  attired  in  a 
suit  made  of  the  same  materials.     The  display  as  a 


whole  seems  to  say,  "Madam,  satin  soliel  is  the  stylish 
fabric  for  Spring;  these  are  the  latest  shades,  and 
you  need  not  have  a  doubt  about  their  making  up 
well,  because  here  it  is  made  up." 

It  seems  to  us  that  a  display  that  answers  every 
question  of  doubt  in  a  buyer's  mind  as  to  the  need 
or  desirability  for  the  article  or  goods,  is  one  that 
can  be  classed  as  most  successful.  The  few  accessories 
shown  in  this  display  were  in  a  pleasing  contrast  to 
harmonize  with  the  shades  of  material;  and  to  create 
a  real  Spring  atmosphere — back  of  all  this,  a  panel 
showing  a  bit  of  Spring  scenery  is  set  in  upright 
shape  against  the  background. 

The  unique  shape  of  the  panel  lends  itself  to  a 
pleasing  style  of  attaching  sprays  of  Spring  foliage 
to  the  sides.  In  this  particular  instance,  sprays  of 
almond  blossoms,  pink  flowers  and  green  foliage 
were  attached  to  natural  branches,  their  attachment 
to  the  framework  being  concealed  by  clusters  of 
Adiantum  ferns.  While  this  is  shown  ahead  of  mir- 
rors, the  color  contrasts  here  were  in  such  good 
taste  that  the  special  setting  no  doubt  would  have 
served  as  well  before  hardwood,  draperies,  or  aay 
other  sort  of  background  where  the  colors  are  in 
harmony.  .Just  one  neat  display  card,  mentioning 
the  event  and  the  fabrics  on  display,  finished  the 
setting. 

This  same  special  decoration  would  have  been 
ideal  in  a  battery  of  windows  along  an  entire  stjre 
front,  in  connection  with  various  lines  of  merchan- 
dise; for  instance,  for  a  display  of  small  wares  the 
panel  could  have  been  shortened  to  set  in  the  same 
position  shown,  as  a  finish  to  the  top  of  a  pedestal  of 


Spring  dress  goods  display  or 
.1  lesson  in  silent  s  ilesraanshlp. 
A  lifelike  figure  showing  suit  of 
similar  materials  to  those  on 
view.  Unique  panel,  almond  blos- 
som pink  flowers  and  green  foli- 
age with  clusters  of  adiantum 
ferns  as  a  background  setting. 
Ideal  design  for  full  front  and 
different   lines    of   merchandise. 
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Decorative 
Backgrounds 


designed  and  made 
especially  for  your  own 


Show  Windowsl 


Something  new,  something 
different,  an  improvement 
over  old  methods 

Your  inquiry  will  be  cheer- 
fully consider*  d 

J.  Clarence   Bodine 

Designer  and  Manufacturer 
ofBackgrounds  for  Show  Windows 

Studio,  854>T  North  State  Street 
Phone  Dearborn  752  CHICAGO,   ILL. 


Have  you  a  New  Way  Store  ? 

The  New  Way  Crystal  Ward- 
robe is  the  modern  device  for 
displaying  ladies' outer  garments. 
Made  by  the  Grand  Rapids  Show 
Case  Company  (Grand  Rapids, 
Michigan) — and  adopted  by  the 
foremost  merchants  of  Canada 
and  the  States. 


-,^.i 


Make  Your  Displays  Sell 


Make  them  turn  your  goods  into  dollars 
and  cents  by  using  modern  fixtures  and 
forms  to  bring  out  the  strong  points: 
in    other    \A/^ords,    bring    profits     quickly 

by  using^  the  new 

MERMAID 
DRAPERY  FORM 

known  also  as  the  TANNEHILL  DRAP- 
ERY FORM,  for  displaying  dress  fabrics, 
giving  the  correct  lines  of  1912  styles. 
Write  to-day  for  particulars  and  prices. 

Manufactured  by 

DALE  AND  PEARSALL 


106  FRONT  ST.  E. 


TORONTO 

We  are  manu- 
facturers of  high 
class  wax  figures 
and  drapery 
forms. 


Drap»d  by  H-  C. 
McDonald  for 
Murray-lCay  &  Co. 
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steps,  these  to  serve  as  a  support  for  the  luerchaiidise 
and  to  be  in  circular  shape  leading  out  into  the  win- 
dow. 

For  this  setting  the  sprays  of  foliage  on  the  riglit 
should  he  omitted.  Or,  for  a  display  of  laces  or 
embroidery,  the  panel  in  the  same  position  might 
serve  as  a  starting  point  for  a  mimlier  of  graceful 
festoon  drapes  having  their  attachment  at  the  base 
where  the  branches  of  foliage  join  the  framework. 
This  will  give  a  high  and  low  stand  to  the  festoons, 
in  effect  similar  to  the  drapes  shown  in  the  illustra- 
tion ;  any  number  of  pleasing  di.splays  in  varied  lines 
of  dry  goods  could  be  brought  into  prominence  with 
the  decorative  unit  shown  in  our  iUustration. 


The  Trimmers'   Opportunity 

(Concluded  from  page  68) 

ladies  will  try  on  garments  before  customers  and  there 
is  no  real  reason  why  they  would  not  help  for  open- 
ing days  if  necessary. 

It  is  to  the  window  trimmers'  advantage  to  evpress 
the  store's  ability  to  cater  to  customers'  demands 
and  give  give  a  proper  setting  to  ready-to-wear  sec- 
tions as  well  as  numerous  lines  accessory  to  this 
department. 

Placing  the  Garments. 

For  windows,  first  of  all  an  entire  background  i~ 
put  into  place  and  this  year,  dresses  and  suits  will  re- 
quire about  equal  space;  dresses  or  lingerie,  marquis- 
.sette,  nets  and  silks  on  one  side  and  models  in  suits 
to  please  different  tastes  and  fit  any  figure,  opposite. 

A  grouped  display  of  extreme  novelties  in  another 
window  gives  the  trimmer  an  opportunity  to  show 
his  ability  in  arranging  and  posing.  Women's 
blouses,  skirts  and  coats  are  shown  in  separate  w'm- 
dows  or  interspersed  throughout  each  grouping. 

It  is  a  good  idea  to  drop  a  few  novelty  accessories 
in  neckwear,  belts,  gloves  and  hosiery  on  wiadow 
floor  to  relieve  any  bare  spaces.  To  make  displays 
effective  and  figures  stand  out,  pedestal  stands  and 
plate  glasses  are  a  help,  and  nickel  T  standi  aUvays 
lend  th'^mselves  to  good  arrangement.  It  is  usual 
to  pnfP  some  soft  light  material,  silk  or  rhapory,  or 
stretch  plain  felt  and  lay  rugs  on  the  bottom  in  lieu  of 
harrlwood  or  usual  floor  coverin'j,  to  mak"  a  nini'c 
appropriate  setting. 

Pieces  of  furniture,  gold  chairs  and  tables  with 
electric  fixtures  or  brass  goods,  urns,  fancy  baskets 
and  vasts  filled  with  natural  Spring  fiowor?  always 
complete  and  brighten  up  readv-to-wear  dponini: 
trims. 


A  Natural  Settixo. 


It  must  he  remembered  thai 


-ucco 


.-^s    ,1 


(icpo 


lids  ot\ 


c\'erylhing  ^.ppearing  natural  and  the  aim  is  to  sug- 
gest fresJmess,  bright  and  warmer  days  to  come. 
Customers  will  re.spond  and  windows  snow  rcsidts. 


To  get  the  season  o])ened  early  and  people  interested 
HI  the  new  ready-to-wear  is  a  long  way  along  the  cor- 
loct  I'oad. 

Influence  on  other  Sections. 

In  other  departments  recognition  is  taken  of 
ready-to-wear  opening  in  as  far  as  it  is  practical  to 
show  complete  assortments.  For  in.stance,  millinery 
departments  are  intere.sted  in  early  outing  and  street 
hats  (ready-to-wear)  ;  dress  goods  managers  will  have 
arrays  of  exclusive  suit  lengths,  new  materials  for 
different  occasions  and  prominent  style  features  and 
!)atterns  in  silks. 

One  of  the  important  sections  at  this  time  is  wasih 
goods  and  novelty  tub  fabrics,  and  buyers  will  have 
muslins,  ginghams  and  dainty  dress  materials  laid 
out  on  tables  and  ticketed.  In  neckwear,  ribbons 
and  accessories,  new  lines  are  coming  to  the  front 
anticipating  Faster,  and  whitewear  departments  offer 
leaders  from  medium-priced  selections. 

Display  work  does  not  touch  other  departments 
except  in  usual  ledoe  and  everyday  counter  trims 
for  which  salesmen  in  each  section  are  directly  re-- 
•-jionsible.  Trinmiers  have  their  hands  full  in  March 
liut  witli  early  planning  and  an  understood  procedure 
ii--  to  time  and  amount  of  work  to  be  accomplished, 
tliere  is  little  difficulty.  It  is  pleasing  how  easy  every- 
lliing  fits  together  and  programmes  are  carried  out. 


Derivation  of  Names 

It  is  very^  interesting  to  know  that  many  of  the 
iiames  applied  to  the  well-known  varieties  of  dry 
goods,  have  tlieir  origin  in  very  distant  countries. 

Tweed  was  originally  the  product  of  the  weavers 
of  Tweed :  melton  was  first  made  at  a  town  of  that 
name  in  Leicestershire,  worsted  is  from  Worsted, 
famed  for  its  fine  wool  yarns.  Blankets  got  their 
name  from  their  original  manufacturer,  Thomas 
P)lanket;  and  cheviot  was  originally  made  from  wool 
of  the  Cheviot  Hills. 

Cashmere  gets  its  name  from  the  Valley  of  Cash- 
mere, in  the  Himalayas.  Velvet  is  our  equivalent  of 
the  Italian  word  velluta,  and  gingham  is  from  Ging- 
amp.  a  town  in  Brittany,  where  the  cloth  was  used  for 
umbrella  covers. 

Buckram  is  from  Bokhara,  and  lawn  from  Laon, 
:n  France.  Khaki  is  the  Indian  word  for  earth, 
while  calico  takes  its  name  from  Calicut,  a  city  in 
India.  Satin  is  from  Zaytoun,  in  China,  damask 
was  first  made  at  Damascus,  in  Syria.  Dimity  is 
called  after  Damietta.  in  Fgypt;  muslin  was  first., 
made  at  Mosul,  in  Asia. 

Gauze  is  derived  from  Gaze,  in  Palestine;  baize 
from  Base,  in  Spain.  Cambric  was  first  made  in 
Cambia.  in  France. 
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PISFLAYRACK 


The  Cross  Pile. 


PATENTED. 


The  Combination  Pile. 


The  Double  Tie  Rack. 


Will  Sell  Your  Goods 

Sell  them  quickly  and  well,  while  your  salespeople  are  busy. 
These  silent  salesmen  are  valuable  assets  to  any  business.  They 
are  used  for  ties,  hosiery,  shirts,  pyjamas,  underwear,  gloves, 
veilingrs,   dress   trimmings,  etc. 

PBICE   LIST. 

i^ingle    Section    Tie    Racks,    all    nickel $12.00  dozen 

Double    Section    Tie    Kaeks,    all   nickel $20.00   dozen 

Standard    Shirt    Racks,    all   nickel $20.00  dozen 

Standard    Ad.iustable    Shirt    Racks,    all    nickel $25.00   dozen 


The  Single  Tic   R  acl<. 


Dominion  Sales  Agents  : 

CLATWORTHY  &  SON,  Limited 


159-161    KING  STREET   WEST, 


TORONTO 


Price 

♦l?oto»3?o 


Display  Goods 

Properly. 

Prevent   Shop 

Lifting. 


Let  Us  Help  You 


with  our  Fixtures,  V\/ax  Figures  and 
Forms,  they  are  the  standard  of  Canada. 

Don't    fear  competition    for    elegance 
and   wearing. 


Do  not  fail  to  call  and  see  us  when  in  town, 
and    make    our    offices     your    headquarters. 


CATALOGUES   ON  REQUEST 


8    Sections,  holding    6 

handbags  to  a  section. 

Height  of  stand  30  in. 

Heavy  Base. 


THE    SAFETY    HAND    BAG 
Price,   Net,  Nickel-plated  or   Oxidized,    $4.50 


Delfosse  &  Co. 

Offices  and  Sample  Room,  247-249  Crai^  St.  West 
Factory,  1-3-5-7  Hermine  Street 

Montreal 
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Profitable  Display  Demands  Practical  Fixtures 


No-  'i — Practical  Ribbon  Cabinet 


Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 


Holding 

From 

50  to  700 

Bolts 

of 
Ribbon 


PRACTICAL 

RIBBON 

CABINETS 


PRICE  LIST 


Cabinet 
No. 

'iSHxU  X-J6 
^8>4xU  x38 
28,'4xlHKx38 
J8Kx2;<'4x38 
28Kx27%x38 
28^x32^x38 


Capacity 
Bolts 


8    28)ix42Kx43K 


50 
100 
150 
250 
325 
4110 
475 
700 


$  6  00 
10  00 
13  50 
18  50 
23  00 
26  00 
30  00 
42  00 


MADE  OF  OAK 


No  3    I'r  let  cai  Ribbon  Cabniel 


Practical  Counter  Notion  Cab'net 

Dimensions^widtli.  28-in. ;    beiylil  at  back,  10,^+-in. ;   height  in  fiont.  4'  s-in. 

Made  repulirly  in  5  lengths-  J7-in  .  4S-in  ,  60-in.,  72-in.  and  96-in.  The  37-in.  is 
divided  into  6  Cdinpartmerts.  S'ixbxJ  in  ,  10  compariments.  6V'2x6x3  in..  4  compartmenti. 
8x6x5  in  ;  all  Inside  measurements  Longer  lengths  are  dirided  into  same  size  compartments 
but  proportionate  number.  oxes  are  removable  and  the  sides  are  m.ide  of  white  basswood, 
finished  natural.  The  bottom  is  wire  mesh,  thus  preventing  the  accumulation  of  dust.  The 
frame  is  made  of  oak  with  antique  finish.     All  compartments  have  card  holders  for  price  marks. 


PRlCt   LIST 

No.  5.  37-in 

long 

$  9  00                        No.  7.  60-in. 

long 

$11  50 

No.  6.  48-in. 

long 

10  00                        No.  8.  72-in 
No.  9   95ln.  long         $16  00 

long 

13  50 

Practical  Piece  Goods  Fixtures 


practical  Counter  Notion 
Cabinets 


The  proper  dispiav  t>f  g^inghams.  prints,  and  piece  goi>ds  in  general  requires  a 
Practical  Counter  or  Floor  Fixture.  Either  holds  torty  pieces.  Any  piece  removed 
without  disturbing-  ihe  others.  Strong  spring  wire  bhelves,  adjustable  to  any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft.  6  in..  20  in.  counter  space.    Price,  $6.50. 

Practical  Floor  Fixture,  height  5  feet.     Price.  $7.50.  Counter  Fixture 

FOR    SALE    BY    THE    WHOLESALE    DRY    GOODS    AND    NOTION    HOUSES.  SEND    FOR    CATALOGUE 

ALL    PRICES     F.  O.   B.    EASTERN     CANADIAN    CITIES 

A.  N.  RUSSELL  &  SONS  CO.,  Manufacturers.  ILION,  N.Y. 


JW. 


The  1912  Blouse  Form 

will  bring  out  the  correct  lines  of  the 
latest   Blouses   and    Shirt   Waists. 

Millinery  Display  Forms 

We  extend  an  invitation  to  milliners  and 
merchants  to  call  and  see  our  line  of  samples 
in  our  Showroom,  99  Ontario  Street  (Queen 
East  car). 

We  are  exceptionally  well  equipped  to 
model  and  manufacture  Wax  Figures  and 
Forms  in  the  very  latest  styles. 

BLOUSE  FORM 

68A,  Oxidized  Copper,  $5.00     69B,  Same  with  ordinary  fitting,  $4.00 

69A,  Same  without  velvet,  $3.00 

The  Very  Latest  in  Blouse  and  Millinery  Forms. 

A.  S.  RICHARDSON  CO. 

99   ONTARIO   STREET,  TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Dry  Goods  Review 


THE     ART     OF     DISPLAY 


79 


r' 


LAMSON 


■^ 


Air-Line  Cash 
and  Package 
Carriers 


-z^!^:. 


■^  The  result  of  thirty  years' 
store, service  experience. 

•^  Over  fifty  thousand  sta- 
tions in  America  alone. 

^  An  easy  single  movement 
of  the  arm  raises  the  basket; 
another  movement  drivesthe 

basket  rapidly  over  the    longest 

ine. 

■^  The  easiest-to- operate,  the 
best  made,  best-finished,  best 
working  Carriers  of  its  type. 

WRITE  FOR  BULLETIN  Fl. 
There  is  no  style  or  type  of  Cash  or 
Parcel  Carrier  not  made  by  LAMSON. 

There  is  a  L?imson  Representative  in 
your  city  or  vicinity,  and  it  will  be  no 
trouble  lor  him  to  call.     Write  us 

LAMSON  CONSOLIDATED  STORE  SERVICE  CO. 

General  Offices.   BOSTON.  U.S  A 

SERVICE- 


.J 


You  Can  Buy  a 

PAPEi 
BALER 

$24££ 


"Y  OU  needn't  let  price  stand  in  your  way  any  longer. 
■*•  You  can  buy  one  of  lh9  best  paper-baling  pres  >es 
made  for  only  $24.00.  It'a  our  Par'  Baie'^  and  can't 
be  excelled  by  any  press  of  the  same  capacity  selling 
for  twice  as  much. 

Oiir  P.J'rSj/ers  come  in  four  styles  and  three  sizes,  priced  at 
$24  CO  $28.00.  $.3C.OO.  and  $38  00.  S  per  cent,  for  cash  10  duys- 
Thev  ;»re  tronii  and  rigid  a'  cl  will  stand  lone  service.  Kasy  to 
operate.  Require  little  space.  Tell  us  vour  requirements  and 
well  tell  you  which  sizj  to  buy.  Cut  shows  our  "Improved" 
Pjrr  «   ler. 

THE  DVVFNPORT  PRESS.  $3500 

is  our  best  type  of  baler.  It  is  exceedingly  powerful  and  is  now 
used  in  over  .S.OOO  stores  This  press  performs  its  work  as 
well  as  any  $55.00  or  $75.00  baler. 

Desc-tpiive    ciicalar    with    fail    information    on   request. 

We  lielp  vou  sell  yowwaste  at  best  pices.    Agents  warned. 

SHIPMENTS  F  O.B. 

DAVENPORT, 
OWA.  U.S.A. 


Davenport  Mfg.  Co., 


The  Schilling 


ADJUSTABLE 


Display  Rack 

AND  ITS  MANY  USES 


ADJUSTS    TO 

VARIOUS    SIZES 


THE    WAY    TO 

SHOW    HOSIERY 


UNEQUALLED    FOR 
DRESS    TRIMMINGS 


^^:^7^ 


r— i.. 


THE    BEST    DISPLAY 

FOR    NECKWEAR, 

GLOVES,    ETC. 


MAKES  SHIRTS 

LCOX  100% 
BETTER FITS 

ALL  STYLES.         '^^ 


VEILINGS  KEEP 
NEATER  TOO 


These  Are  Only  a  Few 

of  the  use.s  which  this  display  rack  may  be  put  to 
in  any  store.  Booksellers  find  it  invaluable  for 
holding  books,  etc. 

It  comes  in  different  sizes  which  are  capable 
of  being  adjusted  to  suit  the  several  requirements. 

Write  for  booklet  and  prices. 
DEPT.     E. 

A.  F.  Flanders  Mfg.  Co. 

BRIDGEBURG,  ONT. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


80 


THE     ART     OF     DISPLAY 
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FIXTURES 

for  all  Branches 

of  Trade — 


in  Oxidized  Cop- 
per, Brushed 
Brass  or  Nickel 
finishes.  Forms, 
Wax  Figutes, 
Mirrors,  Double 
Bar  Clothing 
Racks  and 
Hangers. 

Glatworthy 
Fixtures 


are  second  to 
none  in  point  of  utility,  style  and  finish.  They 
are  modern  in  every  detail.  Write  for  191 2 
Supplement  and   Prices. 


Clatworthy   &  Son,  Limited 

"The  Actual  Manufacturers" 

159-161  Kin^  St.  W.     -     TORONTO,  ONT. 


Raymond  Bros. 


Outside 
Appearance 

adds  prestige  to  your 
store  in  the  eyes  of 
your  trade. 

An  awning  affords 
protection  from  the 
sun  and  excessive 
light  to  the  interior 
thus  allowing  your 
stock  to  retain  its  new 
appearance— a  point 
that  will  always  make 
It  saleable,  and  inci- 
dentally add  to  your 
profits. 

Ask  us  for  quota- 
tions 


London,  Ont>. 


p'^lc"Et  CARRIERS 


SKVE  TIME  &  MONEY 


OUR  GUARANTEE 

We  will  instal  a  System  of  Gipe  Carriers 
in  your  store;  you  use  them  TEN 
DAYS,  and  if  you  do  not  find  that 
they  give  TOuBETTFlR  and  QUICKER 
SERVICE  than  any  other  WIRE 
CARRIER.  PNEUMATIC  TUBES, 
CABLE  CARRIERS  or  CASH  REG- 
ISTERS, we  will  remove  them  at  our 
o.'itiens*^ 


CATALOG  FREE 


The  Gipe-Hazard  Store  Service  Co.,  Ltd. 


99    ONTARIO   STREET  TORONTO,  ONT 

EI/KOP£Aft  OrflCCUn  nOLBOKN.LOHDtH  t.C.  fHC. 


No.  205— Perfect  Fitting 
Coat    and    Vest    F'orni 


LET  THE  FIXTURES 
SELL  YOUR  GOODS 

which  they  will  readily  do  if  they 
are  the  right  kind  of  fixtures. 

We  make  the  right  kind  in  Brush 
Brass,  Nickel  or  Oxidized  Copper. 

WRITE  FOR  CATALOGUE. 
DO  IT  NOW. 

Toronto  Brass  Mfg.  Co.,  Limited 

17-21  Temperance  St.  TORONTO 


FIT    YOURSELF 


to  be  the  advertis- 
ing man  in  a  retail 
store.     You  can  do 


in    connection    with    Window-dressing    and    Show-card 


Writing  at  the 

KOESTER 


SCHOOL 


The  school  that  has 
turned  out  and  placed 
in  good  positions  more 
than  a  hundred  men 
during  the  year  1911. 
All  of  these  will  give 
you  an  unbiased  opin- 
ion of  Koester  methods 
and  what  the  course 
has  meant  to  them. 

WRITE    TO-DAY 

for  a  list  of  students 
and  a  set  of  inter- 
est ing  literature 
explaining  all 
courses  in  detail  to 

KOESTER    SCHOOL 

WINDOW  DRESSING.  SHOW-CARD  WRITING,  ADVERTISING 

304-306  JACKSON  BLVD.,    -    CHICAGO,  U.S.A. 
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MAKE  YOURS 

A  DAYLIGHT  STORE 


So  that  your  goods  can  be  displayed  properly  in  the  day- 
time without  the  use  of  unsatisfactory  artificial  lights. 
They  are  hard  on  the  eyes,  spoil  the  appearance  of  your 
goods  and  make  big  lighting  bills. 

LUXFER  PRISMS 

fill  your  store  with  daylight.     They  refract  the  light  rays 
from  outside  into  the  interior  of  your  store. 
Do  not  install  a  poor  grade  of  so-called  prisms  or  corru- 
gated   glass,    as    Luxfer  is    the  only    prism    that   gives 
thorough  satisfaction. 

WRITE  US  FOR  BOOKLET  AND  INFORMATION 


LUXFER  PRISM  COMPANY 

TORONTO  MONTREAL 


No.    5a 


DOLLARS   FOR  AGENTS 

IN  THE 

HALL-BORCHERT  TS^l?  DRESS  FORMS 

Hundreds  of  merchants  all  over  the  world  are  using  these  World-famous,  fashion- 
approved  Dress  Forms,  beside  making  big  money  by  selling  them.  Every  dressmaker 
in  your  city  should  have  some  of  them  and  every  woman  who  does  her  own  sewing  should 
have  an  adjustable  form.     Write   to-day  and  become  our  agent  in  your  town  or  city. 

Don't  wait  until  you  are  deprived  of  this  chance.  You  can  always  buy  the  Hall- 
Borchert  Dress  Form,  but  you  can't  always  get  the  agency.     WRITE  NOW.     WE  WANT  AGENTS. 

HALL-BORCHERT    DRESS    FORM    CO.     of    Canada,    Limited 
70-76  Pearl  Street  TORONTO 


No.  25 


TO  MERCHANTS 


PA 


uH 


rtP. 


AND  DECORATORS 


WE  have  issued  several  catalogues  devoted  to  various  kinds  of  stores,  and  should  be  pleased  to  enter  your 
name  on  our  list  for  free  copies.  'Write  us,  therefore,  at  your  earliest  convenience,  stating  what  lines  of 
merchandise  you  are  "trimming." 

Our  new  catalogues  are  devoted  to  every  phase  of  window  dressing  and  display,  from  the  big  department,  or  general 
dry  goods  store,  to  the  smallest  shops  in  any  line. 


J.  R.  PALMENDERG'S  SONS, 

Established  1852 
Factory  :  87,  89,  and  91  West  Third  Street,  New  Vork 


710  Droadway,  NEW  YORK 


30  Kingston  Street)  Rn«:-rr»M 
110  Bedford  Street  f  BOSTON 


10  and  12  Hopkins  Place 
BALTIMORE 
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The    Buyers'    Viewpoint 

No  change  in  prominent,  style  features.  Those 
now  shown  promise  to  run  to  the  end  of  the  season. 

The  combination  of  white  and  blue  becoming 
prominent.  Blue  serge  coats  and  suites  showing 
with  facings  of  white  serge  and  vice  versa. 

Bound  buttonholes  and  buttonhole  effect  to  match 
facings,  very  much  in  evidence. 

Manufacturers  who  put  out  misses'  and  children's 
dresses  of  pique,  poplin  and  rep  have  done  big  busi- 
ness. Poplins  and  rep  dresses  in  plain  colors  good 
sellers. 


Trimmed    Waist   the     Seller 

Lingeries  in  Sheer  Fabric  and  Trimmed  With 

Lace    and    Embroidery  —  Novelty    Lines    for 

Opening   Season. 

PREVIOUS  predictions  as  to  the  position  of 
lingeries  are  being  amply  verified.  Makers 
of  this  kind  of  waist  have  been  busy  since 
the  late  Summer  as  these  waists  have  been  selling 
steadily  all  through  the  Fall  and  Winter.  January 
sales  have  been  successful  and  buyers  are  now  ready 
for  novelty  lines  to  be  shown  for  the  opening  sea- 
son. It  is  the  Hngerie  waist  of  sheer  fabric  and 
trimmed  with  lace  and  embroidery  that  is  selling. 
There  is  little  demand  for  the  severely  tailored 
models,  but  there  are  numbers  of  smart  demi-tail- 
ored  models,  trimmed  luore  or  less  elaborately  with 
Cluny  and  Irish  laces,  and  the  so-called  hand  em- 
broideries. 

The  favored  sleeve  is  the  set-in  three-quarter 
length  model  and  necks  are  either  round  or  Dutch 
and  have  yokes  of  embroidery  or  lace. 

Many  surplice  effects  are  seen  and  a  novelty  is 
the  use  of  fine,  firm  net  to  fill  up  the  V. 

Net  and  shadow  laces  are  also  combined  in  the 
trimmings  used  on  sheer  mulls  and  lawns. 

Buyers  should  note  the  beauty  of  the  tiny  pearl 
buttons  used  on  the  new  waists.  Bombs,  balls,  ovals, 
squares  and  small  carved  buttons  are  much  in  evi- 
dence. Crochet  buttons  and  cotton  fringes  are  very 
much  used. 

Fine  sheer  crepes,  both  plain  and  embroidered, 
as  well  as  sheer  cotton  voiles  are  featured  as  high 
grade  lingerie  waist  fabrics. 

The  lace  waist  is  back  again  and  besides  all 
overs,  handsome  bands  and  motifs  are  beginning  to 
be  used.      The   laces   most    in   evidence    are  Cluny, 


filet,  and  imitation  Irish.  Fine  Brussels  nets,  com- 
bined with  light  laces,  are  made  up  into  handsome 
waists.  There  is  an  increasing  demand  for  cham- 
pagne and  ecru  waists,  though  white  is  still  very 
fashionable. 

Simple  models  in  tailored  and  demi-tailored 
styles  developed  in  soft  finished  striped  and  fancy 
taffetas  and  in  soft  satin-surfaced  silks  in  two-tone 
and  in  striped  effects  promise  to  be  a  big  feature. 

Blue  and  green,  black  and  purple  and  the  ever- 
popular  white  and  black  and  black  and  white  effects 
have  the  leading  place.  Soft  satins  in  all  the  lead- 
ing colors  are  made  up  into  tailored  and  demi-tail- 
ored waists. 

Though  some  of  the  models  put  out  show  side 
frills  it  is  not  likely  that  any  big  business  will  be 
done  with  them.  Side  frills  belong  to  the  past 
season,  not  to  the  one  now  commencing. 

Variety  in  Trimming  Effects. 
The  majority  of   waists   show  the    set-in    sleeve 
and  there  promises  to  be  plenty  of  variety  in  the 
trimming  effects.     Some  of  the  new  sleeves  show  a 


SEASON'S   SUIT  OUTLOOK. 

Tendency  strong  in  favor  of  the  trimmed 
suit. 

The  suit  coat  will  be  26  x  24  in.,  and  will 
have  modified  cutaway  fronts,  trimmed  backs, 
fronts  closing  with  low  fastening  and  trimmed 
revers. 

Serges  are  in  high  favor  with  white,  cream 
and  blue  in  the  lead.    Tan  is  the  high  novelty. 

New  features  are  white  serge  facings  on  blue, 
and  the  use  of  Bengaline  and  agaric  for  facings. 

Large  bound  buttonholes  to  match  facings  are 
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READY-TO-WEAR     GARMENTS 


QUALITY 


IN 


CHILDREN'S 
GARMENTS 

TWO    TO    FOURTEEN    YEARS 


EXCLUSIVE 
STYLES 

Prompt  Delivery  for  Spring 


Manufactured  by 

FLETT,  LOWNDES  &  CO.,  Limited 


142  144  West  Front  Street 


Toronto 
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Dry  Goods  Reviev 


Liiifferie  waist  of  eottou  voile.  All  the  triiumiiig  is  grouped 
on  Olio  side  of  the  line  of  black  satin  buttons.  The  sleeves  show 
more  liaro  and  have  the  scalloped  edge  tinish.  Blark  net  forms 
the   nndcrsleeves  and   collar,  as  well  as   the   turnback   finisli. 


puft'  at  tlie  ellidw  ami  many  .-how  ]ilcaliiiii.-  ii!'  hico 
or  net.  Severely  tailored  inodeLs  .<lio\v  the  full 
length  sleeve,  but  the  three-quarter  length  i,<  u-ed 
on  all  trimmed  models. 


Dresses    Decidedly    Popular 

Indications  Point  to  Record  Season  —  Gar- 
ments Shown  in  a  Wide  Range  of  Fabrics 
and  Suitable  for    Every  Occasion. 

It  is  hard  to  realize  that  so  short  a  period  has 
elapsed  since  dresses  were  first  seriously  put  upon 
the  market,  so  wonderful  is  the  growth  in  this  line. 
Judging  from  the  orders  placed  and  from  the  inter- 
est taken,  dre.sses  will  again  form  no  mean  part  of  the 
ready-to-wear  merchadise  sold  in  the  coming  Spring. 

Dresses  can  now  be  bought  ready-made  for  wear 
upon  all  occasions  and  the  range  runs  from  the  simple 
cotton  tub  dress,  and  dress  for  morning  wear,  through 
all  .'^liades  and  degrees  of  dre^^siness  to  elal)nrate  crea- 
tions for  reception  or  evening  wear. 

An  All-Year  Business. 
This  wonderful  variety  should  interest  buyers, 
for  it  means  that  an  all-year  business  can  be  liuilt 
up  if  tlie  proper  means  are  used.  It  is  not  meant  that 
the  height  of  the  season's  selling  can  be  duplicated 
all  the  year  round,  but  by  judicious  .selection  and 


constant  pushing,  and  proper  care  a  steady  flow  of 
l)usine.-^s  can  Ije  turned  into  the  department.  This 
is  what  i.<  being  done  in  city  stores  and  if  the  proper 
methods  are  used  there  is  no  reason  why  the  small- 
er stores  should  not  get  the  full  share  of  the  busi- 
ness. 

Reducing  Alteration  Problem. 
The  alteration  problem  is  less  acute  in  con- 
nection with  dresses  and  is  being  minimized  by  the 
attention  manufacturers  are  giving  to  misses'  or 
small  women's  and  to  stouts.  With  these  lines  per- 
fected it  should  be  easy  for  the  department  to  care 
for  a  very  large  percentage  of  the  store's  customers. 

Smart  Tub  Models. 

Intere.-^t  is  now  being  centered  upon  lingerie  and 
wa.><h  lines,  and  it  would  look  as  though  buyers  were 
interested  in  practically  the  whole  range.  Tub  dresses 
are  having  a  wonderful  sale  as  they  are  practical  and 
cheap.  The  lines  are  severely  simple,  but  the  models 
are  well  cut  and  smart  and  make  a  decided  appeal 
both  to  the  pocket  and  the  taste  of  the  average  woman. 
These  dresses  are  developed  in  percale,  ginghams  and 
chambrays. 

Inexpensive  street  dresses  are  shown  in  dimi- 
ties, chambrays,  printed  batistes  and  cotton  foul- 
ards trimmed  with  touches  of  lace  or  embroidery. 

A  big  season  is  promised  in  lingeries,  and  em- 
broidery models  are  having  a  big  sale.  Voiles, 
Swisses  and  crepe^  arc  included  in  the  novelty  lingerie 
lines. 

Record  Bisiness  in  Wash  Lines. 

Smart,  sim^jle-tailored  dresses  developed  in  pique, 
cotton,  Bedfords,  linens  and  suitings  are  exciting 
great  interest  among  buyere  and  a  successful  season 
for  this  class  of  goods  is  assured.  In  fact  the  Spring 
and  Summer  business  in  wash  goods  promises  to  be 
a  record  one. 

Plain  Serge  and  Pencil  Stripes. 

With  white  and  cream  in  almost  unprecedented 
favor  and  with  serges  and  whip  cords  leading  ma- 
terials, it  would  be  strange  indeed  if  there  was  not 
something  doing  in  tailored  dresses  of  white 
serge  and  whipcord.  Not  only  is  plain  serge  sell- 
ing, l)ut  there  is  a  great  demand  for  pencil  stripes. 
These  are  made  as  simply  as  po.ssible  and  as  a  rule 
button  down  one  side  of  the  front. 

Navy  blue  serges  are  a  good  second  to  cream  and 
(here  is  a  showing  of  serges  in  other  colors.  Plain, 
embroidered  and  silk  striped  voiles  are  selling  well 
particularly  in  Delft  and  Persian  blues  and  in  all 
shades  of  ivory,  champagne,  and  pale  tan.  Dresses 
of  this  kind  as  a  rule  have  a  prince.ss  .slip  either 
matching  or  in  combination.  Manufacturers  of 
dresses  are  making  these  slips  and  are  selling  them 
either  with  or  without  the  dress. 

Chift'on  taft'eta  l)oth  plain  and  changeable  is 
.■^hown  in  imported  models  and  these  so  far  are  by 
no  means  numerous.     The  silks  used  for  dre.sses  by 
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Made  since  1902 


Coats 


There  is  a  distinctiveness  about  the  new 

Spring   Suit  made  under  the   "Pullan" 

Brand. 

A  Suit  at  any  price  from  $10.00  to  $25.00 

will  be  a  seller  in  your  department.  Try  it. 


The  popularity  of  the  long  separate  Coat 
for  Spring  and  Summer  wear  is  on  the  in- 
crease. You  will  be  delighted  with  our 
range  of  these  coats  in  tweeds,  worsteds, 
silks  and  cheviots,  from  $7.50  to  $25.00. 


Smart  Spring  Suit        Attractive  Spring  Coat 

New  Model       New  Model 


f<?^.:v 


Grey    Cheviots, 
Fancy  Tweeds, 


Light  Tweeds, 
Soft  Serges. 


$10.00      $10.00 

Send  for  Sample  Sail.        Send  for  Sample  Coal 


You  are  assured  of- 


Pullan 
Building 
Toronto 


Immediate    Delivery 

on  all  new  Novelty  Coats  and  Suits. 

Show  Spring  Styles  early  and  make 
the  largest  margin  on  your  Ready- 
to-Wears. 

We  have  recently  added  to  our 
range  a  number  of  new  Novelty 
Garments,  Suits  and  Coats.  May 
we  express  to  you  an  assortment  ? 

See  the  "Pullan  Line"  for  Spring  Sorting 


Merchants  in  smaller  towns  would  profit 
by  sending  for  our  Sample  Order — a  small 
selection  of  Smart  Garments  carefully  chosen. 
Value  about  $50.00.     Usual  terms. 

You  will  be  surprised  how  rapidly  a  demand 
may  be  created  for  these  garments  in 
your  district. 


NOTE— Spring  Cataiogue,  lllus- 
trating  some  of  l/ie  Season' a 
Smartost  Styles,  »»///  be  ready 
February  16th.  It  will  pay  you  to 
have  a  copy. 


M.  Pullan  &  Sons 

AN  EXCLUSIVE  CLOAK,  SUIT  AND  SKIRT  HOUSE 

BAY  and  WELLINGTON        -        TORONTO 


Building 
Montreal 
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Canadian  manufacturers  are  duchesse,  and  soft  satin- 
finished  fancies  and  foulards. 

Pretty  dresses  are  produced  in  tub  or  washing 
silks,  in  habutai  weave.  These  silks  have  white 
grounds  with  pencil  stripes  in  black,  grey,  blue,  green 
and  red. 


Coats   of   Rubberized   Serge 

New  Waterproof    Material— Poplins  and 
Bengalines    for    Dressy    Lines  —  Double- 
breasted  Lines  Popular. 

In  raincoats  for  the  coming  season,  the  double 
texture  paramatta  is  one  of  the  favorite  lines.  The 
outer  and  inner  sides  are  composed  of  the  same  ma- 
terial; the  rubber  is  between  the  two.  This  makes 
a  waterproof  garment  that  is  windproof  as  well,  and 
has  the  advantage  of  appearance  and  durability 
that  other  lines  do  not  possess. 

The  double  texture  paramattas  come  in  several 
delicate  and  appropriate  shades — reseda,  fawn, 
blue,  and  black  are  favored;  but  the  first  two  nam- 
ed are  the  best  sellers.  For  the  most  part,  the 
novel  changes  in  the  various  lines,  are  in  the  style 
of  the  garment  rather  than  the  change  in  cloth  or 
color. 

Poplin  and  bengaline  is  much  favored  for 
dressy  lines.  These  materials  are  good  appearing,  as 
well  as  serviceable.  They  are  shown  in  both  mer- 
cerized and  silk  garments.  The  mercerizeed  lines 
are  more  on  the  utility  side,  while  the  silk  gar- 
ments are  well  suited  for  dressy  occasions. 

Cashmere  and  Canton  rainproofs  are  another 
range  of  favored  materials.  The  variety  of  prices 
is  large  enough  to  allow  a  good  selection  of  gar- 
ments for  any  class  trade. 

Pouble-breasted  models  appear  to  be  popular 
in  many  of  the  newest  lines.  Loose  back,  as  well 
as  semi-fitting  garments,  are  about  on  a  par  with 
each  other.  The  ease  with  which  these  garments 
can  be  fitted,  is  no  doubt  the  main  reason  for  their 
popularity. 

Both  the  raglan  and  the  regular  set-in  sleeves 
are  favored.     There  appears  to  be  little  difference 
in  the  number  of  sales  in    these    styles,  one  style 
being  just  about  as  much  a  favorite  as  the  other. 
Rubberised  Serges. 

The  rubberized  serge  is  a  new  cloth  on  the  mark- 
et, and  appears  to  be  taking  well.  The  finish  is  soft 
and  dressy,  the  principal  colors  are  grey,  fawn,  blue 
and  black.  This  material  corresponds  well  with 
the  stylish  silk  serge  now  used  so  much  for  stylish 
suits  and  dresses.  The  rubberized  rainproof  gar- 
ment will  be  well  adapted  for  service  as  well  as 
stylish  occasions. 

Black  and  white  stripes  in  narrow  widths  are 
popular.     As  the  coming  season  will  see  black  and 


white  at  the  height  of  popularity,  there  is  no  rea- 
son why  rainproof  garments  should  not  share  this 
popularity.  In  fact,  some  of  the  best  garments  show 
this  combination. 

Advance   Cloaking    Styles 

Reversibles  Shown  in  Cheaper  Fabrics  for 
Fall  and  Winter  — Napped  Materials  Pro- 
minent  in  High-priced  Ranges, 

Montreal,  Feb.  1. 

Manufacturers  have  about  finished  their  plac- 
ing business  for  Fall  and  Winter  1912-13,  as  far 
as  ladies'  cloakings  are  concerned.  It  is  interesting 
to  note  that  the  double-faced  materials  remain. 
Although  these  materials  are  not  at  the  height  of 
fashion  with  the  classes,  the  masses  are  expected  to 
take  them  in  future. 

Reversible  tweeds  are  very  good  for  Fall.  The 
new  lines  that  were  described  a  few  months  ago  have 
taken  well  with  the  great  number  of  firms  doing 
a  popular-priced  business.  These  cloths  show  a 
tweed  face  with  striped,  checked,  or  plain  back  in 
blending  or  contrasting  coloi's.  The  diagonal 
efi^ect  is  among  the  i^opular  list  that  has  been  book- 
ed. 

The  reversible  napped-faced  cloths  are  good  for 
high-class  as  well  as  moderately  priced  lines.  These 
materials  will  succeed  the  regular  double-faced 
lines  that  are  sure  to  go  out  after  next  Fall  and 
Winter's  business  is  concluded. 

Large  Orders  on  These  Lines. 

For  Fall  and  Winter,  many  of  the  napped  ma- 
terials will  be  shown  in  high-priced  ranges.  Pen- 
ciled stripes  in  black  and  white,  and  many  other 
color  make-ups  are  shown  with  opposite  side  show- 
ing the  napped  effect  in  a  contrasting  color.  Leath- 
er shades  are  particularly  good  in  many  of  the 
new  lines.  The  warmth-without-weight  effect  is 
strongly  emphasized  for  the  future  eighteen 
months  at  least. 

Greys,  browns  in  rich  shades,  blues,  and  many 
others,  are  well  represented.  Plain  faces  with 
large  checked  effects,  are  among  the  foremost  in  the 
lines  ordered. 

As  a  fact,  many  of  the  manufacturers  in  Can- 
ada have  ordered  large  quantities  of  all  the  fore- 
going materials,  in  the  moderate-priced  lines. 

The  prevalent  opinion  in  the  trade  is  that  the 
low-priced  woolens  will  sell  just  as  well  during  the 
coming  year  as  they  did  during  1911.  It  is  due 
to  the  intrinsic  merit  of  these  goods  that  the  demand 
is  expected  to  be  kept  up.  On  the  better  end,  how- 
ever, these  lines  will  be  well  represented  by  fine, 
high-class  goods. 

Many  numbers  that  were  sold  among  high-priced 
lines  this  year  will  be  duplicated  in  moderate-priced 
materials  for  next  Fall  and  Winter. 


Drij   (Jno/ls  Rcvieir 


R  E  A  D  Y  -  T  O  -  \y  E  A  R     G  A  R  M  E  N  T  S 


UP  TO  A 


STANDARD 


This  is  the  motto  we 
have  lived  up  to  in  the 
manufacture  ot 
women's  and  misses' 
^•arments.  We  have 
placed  a  high  standard 
as  our  goal  and  our 
one  aim  is  to  bring  our 

Women's  and  Misses' 
Dresses,  Goats, 
Suits  and  Skirts 


up  to  this  each  season 
in  style,  quality  and 
workmanship. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Spring  model  of  navy  serge— straight  line  cut.     Sinsrle  rever  of  serge 
and  collar  of  black  duchesse  edged  with    ruby  satin.     The  collar 
finishes  with  a  motif  of  ruby,  topped  with  a  line  of  satin  between 
two  rows  of  black  silk  braid.    Braid  loops  and  buttons  form 
further  decorations,  and  the  mannish  cut  sleeves  and  set- in 
pockets  are  trimmed  to  match.    The  back  has  a  cen- 
tre seam  and  is  lapped  over  from  the  waist  line  and 
decorated   with  rows  of    buttons.      Courtesj 
Princess  Manufactuirng  Co.,  Toronto. 

Early   Suit    Styles    Verified 

Prominent  Features  Promise  to  Last  Right 

Through  the  Spring  Season  —  Means  Much 

to  Manufacturers  and  Buyers. 

Manufacturers  of  cloaks  and  suits  are  none  too 
busy  at  the  present  moment.  This  condition  is  only 
temporary,  as  the  outlook  is  entirely  favorable. 

Early  orders  for  Spring  suits  were  placed  upon 
a  most  conservative  basis,  and  buyers  one  and  all 
stated  that  they  would  wait  until  style  features  were 
further  developed,  and  would  place  the  bulk  of  their 
orders  when  in  the  market  during  January  and  Feb- 
ruary. 

Buyers  are  now  beginning  to  come  in  and  a  few 
days  from  now  should  show  a  considerable  change, 
for  if  all  the  goods  that  are  wanted  are  to  be  made 


up  in  time  for  pre-Easter  selling,  the  time  given  to 
the  factories  is  none  too  long. 

One  cause  for  congratulation  is  the  way  in  which 
the  styles  put  out  earlier  have  been  verified,  and  the 
promise  they  give  of  carrying  right  through  to  the 
end  of  the  Spring  season.  As  all  buyers  know,  coat 
lengths  are,  as  a  rule,  a  debatable  point.  Manufac- 
turers showed  models  26  and  24  inches,  and  ttiese 
lengths  show  every  probability  of  retaining  their 
position  to  the  end  of  the  season. 

It  is  the  straight  line  effect,  and  the  slim  outline 
that  rules,  and  the  suit  coats  are  cut  with  lines  that 
only  indicate  the  curves  of  the  figure.  Skirts  are  still 
narrow,  very  few  being  wider  than  2^4,  though  the 
way  in  which  the  trimmings  are  on  some  of  the  new 
skirts  give  an  appearance  of  greater  width. 

There  is  a  certain  air  of  simplicity  about  the  new 
suits,  though  there  is  a  decided  return  to  more  ornate 
styles,  and  the  trimmed  suit  is  on  the  high  road  to 
popular  favor.  At  present,  it  is  not  so  much  the 
amount  of  trimming  that  is  used,  for  the  quantity, 
when  summed  up,  is  small.  It  is  the  telling  touches 
with  which  it  is  applied  and  the  novelty  of  the  effect 
obtained.  A  new  feature  is  the  decided  tendency  to 
trim  the  back  of  the  suit,  and  often  the  front  trim- 
ming is  repeated  in  a  slightly  altered  form  in  the 
back. 

Touches  of  braid,  lines  of  buttons  and  bound  and 
simulated  button-holes  are  all  favored  trimmings. 
Collars,  revers  and  coat  suffs  are  most  effectively 
treated.  Bengaline  is  coming  into  favor  for  facing 
purposes,  and  another  novelty  is  agaric  or  Turkish 
toweling,  a  new  cotton  fabric  with  a  looped  surface, 
which  comes  in  white,  cream,  ivory,  tan,  and  light 
colors. 

In  describing  the  Toledo  style  show,  mention 
was  made  of  white  facings,  and  of  the  combina- 
tion of  white  and  blue  serge.  This  idea  promises 
further  development  for  the  coming  season  in  the 
form  of  revers,  and  collar  and  cuff  facings  of  white 
serge.  As  a  rule,  these  serge  facings  are  applied 
to  blue  serge  or  whip-cord,  but  the  combination  of 
white  and  grey,  white  and  tan,  is  also  smartly  car- 
ried out. 

Many  suits  showed  the  revers  of  the  fabric  and 
the  collar  of  some  of  the  fancy  facing  fabrics,  or  the 
reverse,  and  this  idea  is  being  further  emphasized 
by  the  addition  of  heavy  trimming  laces  to  the  silk 
collar  or  rever.  Black  and  white  combinations  are 
still  high  style,  and  white  and  cream  serge  and 
woolen  suits  have  facings  of  black  satin.  Navy  satin 
is  also  used,  but  not  so  frequently  as  black. 

Though  high  novelty  suits  show  some  extreme 
cutaway  effects,  as  a  rule  this  feature  is  exhibited 
in  a  modified  form.  Some  coats  are  cutaway  only  on 
one  side  in  a  slanting  direction,  the  under  side  hav- 
ing the  regulation  square  finish. 

Skirts  are  two,  three  and  four-gored  models  and 
are  trimmed  with  shaped  bands,  and  it  is  very  usual 
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Changes  Made  For 
The  Betterment  Of 
"Princess"  Garments 


r 


OP  ATTDU! 


/^UR  AIM  to  attach  this  label  to  only  the 
^^  highest  grade  goods  possible  to  turn 
out  led  to  our  making  changes  which  we 
felt  certain  would  achieve  our  aim  and  give 
us  another  step  higher  up  in  the  ready-to- 
wear  business  of  Canada. 

We  have  secured  the  services  of  expert 
designers,  whose  efforts  undoubtedly  will 
add  to  the  efficiency  of  our  service,  quality 
of  the  design  of  our  suits  and  coats  and 
promote  better  workmanship.  We  are  now 
in  a  position  to  turn  out  even  better  styles 
and  more  perfect  fitting  garments  than  ever. 

SEE  OUR  NEW  RANGE  BEFORE  DECIDING. 


The  Princess  Manufacturing  Co. 

LIMITED 

TORONTO,  ONTARIO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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white  and  in  pencil  stripes.  Navy  is  the  leading 
shade,  in  blue,  but  corbie  and  delft  are  very  popular. 
Yellowish  creams  and  light  tans  are  the  novelty 
cnU)rs.     AVorsteds,  tweeds,  in  grey  mixtures  and  in 


black  and  whites,  are  good. 


This  suit  was  developed  in  fine  Scotch  whipcord  of 
light  fawn  shade,  with  black  satin  collar,  cufTs  and 
buttons.  Semi-fitting  coat  with  welted  seams.  Skirt 
of  the  six-gored  type.  —  Oourtesy  Tackaberry-Stone, 
Limited,   Toronto. 

for  these  bands  to  be  cut  so  as  to  repeat  the  lines  of 
the  coat  finish. 

A  new  skirt  has  a  wide  lapped  finish,  emphasized 
with  lines  of  buttons    and    simulated  button-holes 
Sometimes  the  skirt  wraps  over  to  one  side  and  the 
coat  fastens  over  to  the  other.    It  is  any  scheme  that 
will  give  the  much-liked  one-sided  finish. 

Sleeves  are  very  mannish  and  flare  slightly  to- 
wards the  cuff,  and,  as  a  rule,  have  narrow  turn- 
backs of  the  same  material  as  the  collar  facings.  The 
majority  of  the  sleeves  are  full-length,  but  on  the 
more  trimmed  suits  three-quarter  sleeves  are  used, 
sometimes  finished  with  a  pleating  of  lace  or  net. 

Serges  and  Whipcords. 

Serges  are  very  much  to  the  fore  for  the  later 

season,  and  promise  to  share  their  leading  place  as  a 

suit   material   with    whipcord.      Great   and   growing 

favor  is  shown  to  white  and  cream  serges,  both  in  all- 


Suits  of  satin  and  .silk  serge  are  making  their  ap- 
pearance, and,  as  is  to  be  expected,  show  considerable 
elaboration.  Braid  fringe  and  Ijuttons  are  the  fav- 
ored trimmings,  often  with  an  added  touch  of  color 
in  the  form  of  pipings  and  facings. 


Separate  Coats  on  Wrap  Order 

Separate  coats  for  the  coming  Spring  are  all  on 
the  wrap  order,  and  are  cut  on  loose  straight  lines, 
and  with  roomy  armholes,  so  that  they  can  be  slip- 
ped on  and  off  easily.  The  fabrics  favored  are  serges, 
whipcords  and  fancy  mixtures,  in  Ijlack  and  white, 
grey,  and  in  light  pastel  shades,  and  the  majority 
are  evidently  built  for  auto  wear.  The  large  revers 
and  collars  and  cuffs,  with  lines  of  buttons,  constitute 
the  chief  trimming.  Contrasting  shades  in  face 
cloth,  satin  and  bengaline  are  the  materials  most 
used  for  revers  and  facings.  Many  models  are  cut 
with  belted  effects,  more  often  stitched  flat  than  left 
loose. 

There  is  a  strong  feeling  for  coats  of  serge,  both 
■in  navy  and  in  cream  and  white,  both  plain  and 
pencil-striped.  Facings  of  white  serge  are  used  to 
trim  the  coat  of  navy,  but  black  satin  facings  are 
best  liked  on  cream  and  white.  More  dressy  models 
have  collars  of  heavy  lace.  And  many  dressy  coats 
are  developed  in  .satin,  which  is  often  double-faced. 


Separate  Skirts  of  Wash  Fabrics 

Manufacturers  interested  in  separate  skirts  have 
done  exceptionally  well  with  their  wa.sh  lines.  The 
novelty  here  is  the  use  of  piques,  welts  and  cotton 
Bedfords  in  white,  ecru  and  tan  shades.  Reps,  pop- 
lins, linens,  cra.shes  and  cotton  suitings  are  all  em- 
ployed. Styles  differ  little  from  those  used  for  suit 
skirts.  Few  gores  are  used  and  wrap-over  one-sided 
effects  are  prominent.  Lines  of  buttons  are  the  fav- 
ored trimmings,  and  many  skirts  are  buttoned  up 
the  front,  making  a  really  practical  model  that  opens 
out  flat,  which  is  a  great  help  in  the  tubbing  process. 

A  few  models  are  trimmed  with  heavy  embroid- 
eries, and  cotton  fringes.  As  tub  skirts  are  used  for 
outing  wear,  buyers  only  select  a  few  of  these  to  give 
variety,  and  confine  their  large  purchases  to  smartly 
cut  plain  styles. 

Tweeds  and  fancy  worsteds  enter  largely  into 
separate  skirt  lines,  and  some  splendid  values  are 
.shown  that  should  greatly  interest  buyers.  Fine 
serges  are  also  selling,  and  there  is  some  enquiry 
for  dressier  models  in  voile  and  taffeta. 
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imiMiniSKgr 

Order       by       mail       from       illustrations  —  or        send        for        Booklet 


C  904 

White  lawn  dress  in  attractive  style. 
All-over  Swiss  embroidery  with  good 
Cluny  inseition.  This  dress  will  be 
a  strong  seller. 


$3.25 


C  1009 

Chambray  dress  in  light  blue  and  all 
colors  after  attractive  design.  Torchon 
lace  insertion  at  collar,  and  cuff  of  '/ 
length  sleeve.  Striped  gingham  pipings. 
You  will  find  this  a  sales  leader. 


$3.00 


C  1011 


Another  Spring  and  Summer  style  in 
repp.  Vl'hite  and  a  full  range  of  col- 
ors. Laid-on  sailor  collar  effect  of 
stripe  repp.  Trimmed  with  striped 
repp   pipings   and   distinctive    buttons. 


$3.75 


GALE   MANUFACTURING   CO.  LIMITED 


Established  1863 


Toronto 


Nearly  50  years. 


Please  mention   The  Review  to  Advertisers  and  Their  Travelers. 
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Corsets  for  Stout  Figures 

Many  Practical  Models  Now  Being  Shown 
—  What  It  Means  to  the  Buyer   of  Ready- 
to-wear   Garments   in    View    of    Styles. 

The  successful  handling  of  the  modern  corset 
problem  is  based  upon  the  fact  that  manufacturers 
have  taken  the  normal  healthily-developed  wo- 
man's figure  as  their  standard  of  perfection,  and  that 
corsets  as  now  designed  are  more  on  scientific  lines, 
sensible  and  more  comfortable  than  ever  before. 

Designers  have  a  more  thorough  and  more  prac- 
tical knowledge  of  women  clothes  and  have  a  wider 
outlook.  Therefore,  they  are  no  longer  afraid  of 
departing  from  the  usual  conventions  in  procuring 
any  desired  effect. 

Why  Corset  is  Important. 

It  is  pretty  trite  to  say  that  the  corset  is  the 
foundation  of  the  fashionable  figure,  and  it  is  im- 
possible for  a  woman  to  have  the  fashionable  sil- 
houette unless  she  is  wearing  the  fashionable  corset. 

Armed  with  this  idea,  the  buyer  of  the  ready-to- 
wear  department  will  see  to  it  that  early  displays  of 
the  new  corset  models  are  made,  so  that  customers 
may  already  have  the  corsets  when  the  selling  season 
opens  in  the  ready-to-wear  department. 

Now  that  the  slender  figure  rules,  the  greatest 
opportunity  for  profit-making  offered  to  the  corset 
department  consists  in  successfully  corseting  the 
woman  who  has  a  stout  figure.  The  woman  of  this 
class  knows  her  disabilities  and  is  willing  to  pay  well 
for  corsets  that  will  improve  her  appearance,  and  at 
the  same  time  give  her  a  fair  measure  of  ease  and 
comfort. 

Specialists  on  Stouts. 

Many  foreign  makers  are  specialists  on  corsets 
for  stout  figures,  but  it  is  only  recently  that  Cana- 
dian manufacturers  have  entered  this  field.  By  this 
it  is  not  meant  that  no  models  were  made  for  the 
stout  woman,  but  that  it  is  only  recently  that  the 
effort  to  attract  trade  by  means  of  specially-designed 
and  thought-out  models  was  made. 

Canadian-made  models  for  stout  figures  are  now 
on  the  market,  and  what  a  specially-cut  model  will 
do  for  a  heavy  figure  is  little  short  of  the  miraculous. 

Many  of  these  models  really  do  effect  a  reduction, 
but  the  way  in  which  they  work  is  by  molding  and 
distributing  the  extra  flesh.  The  best  of  it  is  that 
no  damage  is  inflicted  upon  any  vital  organ,  but  a 
decided  benefit  is  conferred  by  the  support  that  is 
given. 

Practically  all  the  figure  reduction  that  now  takes 
place  is  below  the  waist  line.  This  demand  has 
formed  an  unequalled  opportunity  for  increasing 
business  to  the  corset  manufacturers,  and  nothing  but 
increased  sales  can  be  traced  to  the  present  long- 


skirted  models,  for  they  are  so  well  designed  that  they 
are  perfectly  practical,  and  are  quite  effective. 
Slender  Hip  Lines. 

The  medium  low-cut  models  that  leave  the 
figure  free  from  below  the  bust  line  and  which  do 
not  push  up  the  bust,  but  allow  it  to  retain  its  normal 
position,  are  big  sellers.  Having  no  fitting  troubles 
above  the  waist  designers  are  bending  their  efforts 
toward  the  production  of  models  that  more  perfectly 
perform  their  office  in  the  giving  of  slender  hip 
lines,  and  which  fit  closer  and  produce  no  sugges- 
tion of  a  roll  or  ridge  of  flesh  below. 

Boning  is  not  carried  so  far  down,  but  the  hip 
section  is  made  more  snug  fitting,  and  the  expansion 
that  must  take  place  is  provided  for  by  the  use  of 
elastic  cloth  gussets  or  bands  going  across  the  back 
section. 

Some  models  show  reducing  bands  either  inside 
or  outside  of  the  corset,  which  hold  in  the  flesh  and 
reduce  much  of  the  strain  on  the  corset  proper. 


Fire   Causes   Damage   But   No 
Serious   Delay 

A  fire,  which  under  some  conditions,  might  have 
proved  disastrous,  took  place  in  the  building  of  the 
Allen  Mfg.  Co.,  on  the  corner  of  Pearl  and  Simcoe 
Streets,  on  Friday,  January  19th,  during  the 
evening. 

The  origin  of  the  fire  was  on  the  upper  floor, 
occupied  by  the  R.  D.  Fairbairn  Co.,  Ltd.,  Some« 
where  about  8  p.m.  smoke  was  noticed  and  the  reels 
called  out.  The  entire  floor  and  that  above  it  was 
destroyed,  and  the  lower  floors  occupied  by  the  Allen 
Co.,  and  by  a  laundry  business,  were  flooded  with 
water.  These  floors  have  now  been  cleared  and  are 
again  in  partial  use,  but  the  floors  of  the  R.  D. 
Fairbairn  Co.  are  destroyed.  This  only  applies  to 
office  and  showroom  sections,  as  very  fortunately, 
the  factory,  protected  by  double  partitions  of  fire 
proof  construction,  remains  to  the  rear  intact. 

Shipments  were  on  the  way  to  the  R.  D.  Fair- 
bairn Co.,  and  the  work  in  the  factory  went  on  after 
but  a  short  interval,  with  the  result  that,  although 
much  finished  neckwear  and  many  garments  were 
destroyed,  merchants  trading  with  this  firm  will  re- 
ceive deliveries  only  a  few  days,  or  at  most  a  fort^ 
night,  late.  Repeat  orders  were  on  the  way  from 
abroad  and  the  factory  is  now  running  full  blast 
to  fill  the  regular  orders.  Not  a  single  line  of  old 
stock  remains,  and  the  new  goods  will  be  on  th< 
way  to  customers  very  soon. 

The  loss  in  the  case  of  the  Fairbairn  Company 
was  completely  covered  by  insurance  A  new  de- 
partment for  showroom  and  stock  will  be  erected  in 
the  same  place,  and  many  improvements  are  con- 
templated. 
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Straight 

to  the  Heart 

of  the  Traae 


nV^  mtex    Garments 

Are  of  most  vital  interest  to  the 
prog^ressive  merchant  inasmuch  as  they 
strike  right  where  they  do  the  most  good. 
They  appeal  to  the  women  who  are  careful 
in  their  dress,  women  who  look  for  one 
hundred  cents'  worth  value  for  one  dollar, 
women  who  know  and  appreciate  the  correct 
styles. 

Wait  for  the  Wintex  representative 
with  the  complete  range  of  coats,  dresses, 
and  suits. 


J.  H.  ^VINTERS  &  COMPANY 


King   and    Spadina 
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The  Best  Trade  in  Every  City  is 


fifi 


Something 


v<. 


3350— $5.00. 

Pine    Swiss    muslin,    black    with 
•   white  dot,  and  white  with 
black  dot. 


33(52— $6.00. 
Fine  white  spot  muslin,  trimmed 
with   dai]ity  crochet  lace,  as  cut. 


This  is  precisely  the  point 
where  "Eclipse  "  garments  shine. 

Our  constant  effort  is  to 
produce  "  The  Something  Dif- 
ferent "  in  general  effect,  in  fine 
detail  and  persuasive  good  taste 
that  will  attract  the  best  trade. 


3302— $2.50. 
Soft  lawn,  trimmed  wide  German 
lace   insertion. 


Thousands  of  well  pleased 
purchasers  from  Dawson  City 
to  Sydney  testify  that  we  succeed 
in  doing  this. 


3346— $5.00. 
Fine  white  voile,  hand-embroid- 
ered waist  in  black,  with  wide 
black  edge  at  sleeves  and 
around  skirt.  A  beautiful 
model. 


Its  the  Something 

THE    ECLIPSE 


TORONTO 


^^. 


Please   mention   The  Review   to   .{(h'erfisers  and   Their  Travelers. 


Dry  Ooods  Review 


R  K  A  D  Y  -  T  O  -  W  E  A  R     GARMENTS 


95 


•>i 


Secured  by  the  Store  That  Has 

Different" 


2998— $15.00  doz. 
Lawu  middy,  collar  and  cuffs  of 
eyelet   embroidery,   edged  with 
colored       stripe;       particularly 
attractive. 


2937— $10.00  doz. 
A     smart     design    at    a    popular 
price,  fine  material,  well  made, 
new  set-in   sleeve. 


.J 


3036— $19.50  doz. 

Voile,      trimmed      torchon      lace, 

crochet  buttons;   very  smart. 


We  ask  your  attention  to  the 
garments  illustrated  here.  Is 
there  not  just  that  something 
about  them  that  would  lead  you 
to  know  they  are  "Eclipse" 
garments  even  if  our  name  was 
omitted. 

You  can  order  these  garments 
and  a  hundred  other  styles  made 
by  us  with  confidence. 

They  will  sell  and  attract  the 
best  trade. 


Different  That  Does  It' 

WHITEWEAR    CO. 

LIMITED 

ONTARIO 


■^ 


3061— $21.00  doz. 

Pleated  jabot,  fine  embroidery 
front,  with  German  val.  lace. 
One  of  the  newest  models.  Note 
line  of  shoulder  and  sleeve. 


3017— $16.50  doz. 
Double   jabot,   trimmed   with   fine 
German     val.    lacp.  A    very 

handsome      style,      with     set-in 
sleeve. 


2916- $8.50  doz. 
Cotton      middy      waist,      trimmed 
with  nuvv  duck,  a  smart  seller. 
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Returned  Drafts  and  Overdue  Accounts 


Situation    Reviewed    I'rom    Standpoints    of    Jobber,   Wholesaler    and     Manu- 
facturer—  Reasons    Sometimes    Given    for    Not    Accepting   Drafts  are    Incon- 
siderate —  The   Retailer's  Duty. 
By  Howard  R.  Wellington 


THE  object  of  this  article  is  to  present  the  case 
of  the  jobber  or  manufacturer  in  such  a  light 
that  the  retailer  will  realize  what  a  menace 
the  "returned  draft"  has  become  to  a  well  organized 
jnodern  business,  and,  if  possible,  to  demonstrate  the 
steps  which  should  be  taken  by  every  retailer  when 
unable  to  pay  acceptances  at  maturity. 

In  a  large  wholesale  or  manufacturing  business, 
an  immense  stock  is  carried  for  the  convenience  of 
the  retailer,  which  necessitates  at  all  times,  carrying 
a  heavy  discount  with  the  banks,  especially  during 
the  big  Spring  and  Fall  placing  season. 

No  matter  how  large  a  capital  is  employed  in  'i 
business,  few  firms  can  swing  their  business  without 
discounting  customers'  paper  to  a  large  extent,  and 
in  view  of  the  convenience  to  the  retailer  of  having 
such  tremendous  stocks  to  draw  from  at  his  will, 
consideration  should  be  shown  by  him  to  the  whole- 
saler in  connection  with  drafts  and  acceptances. 

With  the  exception  of  a  very  few  cases,  the  draft 
.system  has  been  generally  recognized  as  the  most 
.satisfactory  method  to  settle  outstanding  accounts. 
In  the  first  place,  it  relieves  the  debtor  of  the  neces- 
sity of  watching  his  cash  discounts — the  creditor  does 
it  for  him. 

Again,  it  is  much  simpler  to  accept  a  draft  and 
enter  in  the  bills  payable  book  than  to  make  up  a 
.settlement  and  write  a  check. 

However,  as  stated  above,  there  are  a  few  con- 
cerns which  prefer  to  remit,  and  in  such  a  case  their 
wishes  in  the  matter  must  be  respected;  but  if  this 
number  increases,  it  will  be  very  difficult  to  finance 
a  modern  w'holesale  business  in  the  manner  w^hich 
has  been  generally  adopted  by  the  majority  of  large 
concerns  throughout  the  country. 
Prorarle  Reasons  for  Not    Accepting    Drafts. 

The  reasons  given  for  not  accepting  drafts  are 
varied.  One  merchant  or  firm  will  claim  that  a  cer- 
tain day  is  set  aside  each  month  and  on  that  day  all 
accounts  which  are  due,  will  be  paid,  which  relieves 
the  ir.erchant  of  the  continual  interruptions  from 
banks  with  sig'ht  or  time  drafts. 

Again,  it  may  be  that  the  manager  is  only  avail- 
able at  certain  times,  and  in  such  a  case,  it  is  very 
inconvenient  to  obtain  a  signature. 

In  any  case  s'ome  consideration  should  be  given 
to  the  other  .side  of  the  case  as  outlined  above. 

Strictly  speaking,  the  merchant  who  renews  a 
portion  of  a  bill  .should  be  allowed  ca.sh  discount  only 
on  the  amount  actually  paid  on  the  due  date,  and 
the  balance  of  cash  discount  originally  allowed, 
!^honld  be  charged  back    to  him    before    redrawing. 


While  this  plan  may  be  adopted  in  some  cases,  it  is 
not  general  and  the  wholesaler  is  the  loser. 
Cash  Discounts  on  Renewals. 

It  might  be  argued  that  the  w'holesaler  has  figur- 
ed on  allowing  this  cash  discount  in  any  case,  and 
should  be  satisfied  to  allow  it  even  on  a  renewal  pro- 
vided the  customer  paid  the  interest  and  exchange 
on  the  drafts.  Cash  discount  is  offered  as  an  induce- 
ment to  pay  accounts  within  a  stated  period.  A  whole- 
saler ha.s  a  discount  limit  usually  with  the  bank  and 
makes  his  plans  accordingly.  The  alternative  "time 
terms"  .should  be  allowed  on  the  balance  of  an  un- 
paid account,  that  is,  if  a  concern  has  such  alterna- 
tive terms,  and  no  interest  charged  if  the  "time 
jieriod"  has  not  expired,  but  the  retailer  is  entitled 
to  pay  the  bank  charges  or  exchange  for  the  renewal 
l)ill.  ' 

Banks  and  wholesale  houses  dread  the  days  im- 
mediately following  the  fourth  of  each  month  on 
account  of  the  accumulation  of  unpaid  or  practically 
paid  paper. 

The  returned  bills  from  nearby  points  are  usually 
charged  back  by  the  banks  on  the  fifth  of  the  month, 
the  western  and  eastern  bills  coming  back  between 
the  sixth  and  twelfth. 

The  Duty  op  the  Retailer. 

While  every  wholesaler  realizes  that  there  will  of 
necessity  always  be  a  certain  percentage  of  returned 
paper  on  account  of  unseasonable  weather,  backward 
seasons,  local  adver.se  conditions,  etc.,  still  it  is  the 
duty  of  every  retailer  to  look  ahead  and  arrange  to 
meet  his  paper  in  some  way. 

With  very  few  exceptions,  a  wholesaler  will  grant 
a  renewal  of  a  portion  of  a  due  account,  but  must 
have  a  definite  request  from  the  merchant  for  such 
renewal  before  the  bill  is  returned. 

It  is  just  as  easy  for  the  debtor  to  write  the  cre- 
ditor the  day  before  paper  matures  as  the  day  after, 
and  it  would  avoid  a  great  amount  of  unnecessary 
^•orrespondence  and  unpleasant  feeling  if  the  mer- 
chant would  adopt  the  former  plan  and  stand  rigidly 
(ly  it.  It  is  certainly  most  annoying  for  the  creditor 
to  have  a  batch  of  returned  bills,  and  not  a  request 
from  the  debtor,  although,  perhaps,  three  or  four 
days  later  a  letter  is  received  asking  for  a  renewal 
arrangement  which  will  likely  be  quite  different 
from  that  already  carried  out  by   the  wholesaler. 

Motto — If  unable  to  pay  an  acceptance  in  full 
pay  something  to  the  bank  on  account  and  write 
immediately,  making  arrangements  for  the  balance 
— You'll  not  receive  so  many  stiff  letters  if  you 
adopt  this  plan. 
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with  our  full  range  of  Fall  Samples 
of  Infants',  Children's  and  Misses' 
Coats  of  the  latest  cloths  and  ad- 
vanced styles. 

"Fairsex"  garments  have  built 
a  business  for  many  a  merchant. 

Let  them  help  you.  Wait  for 
our  traveller. 

If  you  have  never  seen  the 
"  Fairsex  "  range,  we  would  be 
pleased  to  hear  fro.n  you,  and  we 
will  instruct  salesman  to  call. 


THE  HUTNER  CLOAK  CO. 

SPECIALISTS  IN  INFANTS',  CHILDREN'S  AND  MISSES'  COATS, 
FOR  NEARLY  A  QUARTER  OF  A  CENTURY. 


52-56  Spadina  Ave., 


TORONTO 


Please  mention  The  Review  to  Advertisers  and  TJieir  Travelers. 


Timely    Light    on    Alteration   Problems 

Special  Orders  Have  Emphasized  the  Necessity  of  Attention  to  Outside 
Figures  —  Draughted  Models  —  Keeping  Record  of  Measurements  —  Corsets 
Must  Give  Prevailing  Figure  —  Better  Fitting  Garments  for  Individual  Types 


OJSIE  of  the  dreams  of  the  head  of  the  ready-to- 
wear  department  is  to  drop  as  Httle  money  as 
possible  in  the  making  of  alterations,  for  the 
profit  made  in  the  selling  end  can  soon  be  reduced 
to  a  negligible  factor,  if  the  number  of  alterations 
that  have  to  be  made,  total  up  to  an  unduly  high 
percentage. 

Selling  garments  so  that  they  will  stay  sold  U) 
the  nuitual  satisfaction  of  both  merchant  and  custo- 
mer, means  that  a  reasonably  good  fit  must  be  given, 
and  it  is  the  store  that  comes  nearest,  to  the  highest 
possible  standard  of  perfection  in  this  requirement, 
that  will  get  the  business  of  the  conununity,  and 
the  very  desimble  and  profitable  reputation  of  con- 
ducting an  up-to-date,  and  dependable  department. 

Not  so  far  back  in  the  liistory  of  the  garment 
business,  the  manvifacturer  refused  to  recognize  that 
there  was  other  than  the  standard  3(5  figure.  All 
garments  were  made  on  this  standard,  and  the  other 
sizes  were  graded  in  conformity.  It  was  the  perfect 
figure  he  was  in  business  to  fit  he  said,  and  all  others 
were  abnormal,  and  were  relegated  to  the  ladies' 
tailor,  and  dressmaker.  The  real  truth  was  that 
standard  sizes  could  be  cut  and  turned  out  by  the 
dozen  and  were  therefore  much  more  profitaljle  to 
make  than  special  sizes. 

►Special  Attention  to  Outside  Figures. 

^^'itll  the  growth  of  the  ready-to-wear  trade,  with 
the  addition  of  new  lines,  and  the  keener  c()iii])eti- 
tion  caused  by  many  new  manufacturing  firms,  and 
probably  also  Ijecause,  the  retailer,  in  his  fight  for 
business,  fixed  the  manufacturer's  attention  upon  the 
class  of  women  who  could  not  be  fitted  from  regular 
stock,  by  means  of  the  numerous  special  orders  sent 
in,  a  change  of  attitude  has  come  about,  and  many 
manufacturers  are  now  paying  special  attention  to 
the  production  of  models  to  fit  what  the  trade  terms 
"stouts,"  and  "outside  figTires." 

The  standard  figure  is  still  retained,  but  it  is 
supplemented  by  what  may  be  termed  "draughted 
models"  for  special  types  of  figures, — though  this 
term  is  hardly  properly  descriptive,  for  designers  as 
a  rule  have  their  own  methods  which  often  combine 
both.  Possibly  this  explanation  is  not  quite  clear, 
but  is  clear  enough  for  all  purposes.  Manufacturers 
are  making  good  progress  in  producing  models  that 
not  only  fit  the  stout  and  the  odd  j^ize  woman,  but 
which  are  so  designed  as  to  adapt  to  her  wearing, 
the  fashion  points  of  the  prevailing  style.  And 
while  perfection  has  not  been  reached,  good  pro- 
gress has  been  made — progress,  which  the  buyer  who 


is  after  the  reduction  of  expen.ses  in  his  alteration 
department  cannot  afford  to  ignore. 

Misses'  Sold  .\s  Women's. 

One  secret  of  the  big  development  in  misses' 
lines  is  that  many  stores  are  finding  that  fewer  alter- 
ations have  to  be  made  if  misses'  are  sold  as  small 
women's.  That  is  the  practice  of  substituting  16, 
18  and  20  for  34,  36  and  even  for  38  sizes  are  re- 
.-^rted  to,  as  these  sizes  fill  the  bill  better,  the  waist 
line  being  shorter  and  the  bust  le.ss  developed. 

Taking  all  in  all,  there  is  constant  progress  to- 
wards a  more  .satisfactory  fitting  .standard  being 
made,  and  much  of  this  is  due  to  the  increased  co- 
operation between  the  buyer  and  the  manufacturer. 

Buyers  themselves  can  do  much  to  les.sen  altera- 
tion troubles.  In  the  first  place,  alterations  can  be 
made  to  give  Ijetter  saiisfaction  by  enqjloying  an  ex- 
l)erienced  tailor  to  superintend  all  alteration  work, 
for  while  it  is  easy  to  detect  defects,  very  few  but 
the  practical  tailor  can  tell  exactly  what  should  be 
<lone  to  correct  them. 

An  Eye  on  Corset  Fitting. 
Buyers  also  should  keep  a  careful  eye  on  the 
work  of  the  corset  department,  and  should  see  that 
models  giving  the  prevailing  figure  style  are  intro- 
duced and  pushed.  Few  buyers  seem  to  realize  how 
close  is  the  connection  between  the  proper  corset  and 
a  perfectly  fitting  garment. 

Record  of  Me.vsurements. 
Oanada  is  a  growing  country,  and  it  would  be 
strange  indeed  if  there  were  not  divergent  types  in 
the  many  localities.  Therefore,  it  would  pay,  for 
the  .flight  clerical  work  in\ohed.  to  keep  a  record 
hook  in  the  alteration  department  for  the  various 
measurements  of  each  customer  who  had  a  garment 
pass  through.  These  measurements  might  tie  tabu- 
lated, and  ased  as  a  buying  guide  another  .season. 
Such  returns  would  be  of  special  use  to  buyers  who 
are  far  from  the  market,  and  who  have  to  .><uit  cus- 
tomers from  a  limited  stock.  For,  in  this  case,  it  is 
not  so  much  a  problem  of  faulty  figure  or  fit,  as  it  is 
of  adapting  a  garment  from  an  incomplete  line. 
Therefore,  some  idea  of  the  average  of  sizes  to  buy 
would  be  extremely  valuable. 

The  iiuTERATiON  Department. 
Though  care  can  reduce  materially  the  expensive 
number  of  alterations,  there  can  be  no  elimination 
of  this  department.  Alterations,  like  the  poor, 
promise  always  to  be  with  us.  If  the  manufactur- 
er's standard  of  perfection  is  higher  and  his  gar- 


Dry  Goods  Review 


READY-TO-WEAR     GARMENTS 


99 


THE  RETAILER  TO  HIS  CLERKS 
ABOUT  BLACKEYE  UNDERSKIRTS 

"Your  customers  will  readily  buy  a 
'Blackeye'  underskirt  when  they  see 
all  the  fashionable  shades  of  the  sea- 
son  in   this  make." 

"The  'Blackeye'  will  impress  your 
customers  at  once.  They  will  like 
the  rich,  silk  lustre  and  the  rustle 
peculiar  to  fine  silk  skirts." 

"Explain  to  your  customers  that 
this  'Blackeye'  label  on  the  waist- 
band g'uarantees  that  the  skirt  will 
not    cut. ' ' 


"Tell  them  that  'Blackeye'  will  out- 
last any  pure  silk  skirt — -and  yet  the 
price   is   only   one-third   as   much." 


"  Your  own  wholesaler  can  always 

supply  you  with  the  'BLACKEYE.' 

Look  for  this  label 


'^lont'icaC 


^^^nuki 
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Gown  of  embroidered  net  over  black  Duchess  satiu.  The  net 
overskirt  is  divided  iuto  front  and  back  sections  and  is  held  in 
place  by  embroidered  side  straps.  Note  the  fringe  above  em- 
broidered strap,  kimona  sleeve,  low  neck,  and  girdle  cord  featur- 
ing high  waistline.  Courtesy,  American  Silk  Waist  Mfg.  Co., 
Montreal. 

ments  are  better  cut,  and  are  designed  with  a  view 
of  fitting  individual  types  better,  the  woman's 
standard  of  line  and  fit  is  advancing.  It  is  a  fact, 
too,  that  some  buyers  should  know  that  if  every  gar- 
ment he  sold  was  made  specially  to  measure,  there 
would  still  be  work  for  the  alteration  department. 
It  is  only  when  fittings  on  the  figure  can  be  made 
that  the  alteration  problem  is  eliminated.  This  has 
been  proved  time  and  time  again  by  firms  expert  in 
the  making  of  special  measure  garments. 


Damaged  by  Water  but  Little  Setback 

The  fire  which  damaged  the  premises  of  the 
Allen  Manufacturing  Co.,  Ltd.,  corner  of  Simcoe 
and  Pearl  Streets,  on  January  19th,  will  not  neces- 
sitate any  long  setback  in  the  shipment  of  orders.  At 
most  merchants  will  have  to  wait  only  a  fortnight 
or  ten  days.     There  was  no  delay  in  getting  the 


plant  in  working  order.  Three  days  after  the  fire 
everything  was  again  reduced  to  order. 

Fire-proof  walls  prevented  the  destruction  of 
machinery  and  partially  made  goods  were  finished 
promptly.  Greater  damage  was  done  by  water  than 
by  fire.  The  floors  were  flooded  by  the  streams  of 
water  poured  in  on  the  floor  above  to  extinguish 
the  fire  which  had  its  origin  in  the  R.  D.  Fairbaim 
Co.'s  premises.  As  in  the  case  of  that  company,  the 
part  destroyed  was  the  showroom  and  ofiice  section, 
while  the  factory  remained  intact.  This  is  an  ex- 
cellent instance  of  the  value  of  fire-proof  walls  be- 
tween factory  and  other  parts  of  the  building. 

All  losses  of  the  waist  and  collar  and  cuff  busi- 
ness of  the  Allen  Mfg.  Co.  are  covered  by  insur- 
ance, as  are  the  losses  to  the  building. 


Useful  Dresses  for  Children 

Lines  that  are  Selling  Well  - —  Solid  Colors 
in  Poplins  and  Reps  —  Styles  Plain  and  Sim- 
ple —  Safe      Merchandise      for      Departments 

Good  orders  were  received  for  misses'  and  chil- 
dren's dre.sses  by  the  travelers  on  their  placing  trip.?, 
and  buyers  from  the  west  and  from  the  coast  are 


Child's  dress  of  navy  serge,  trimmed  with  bands 
cadet  blue  of  the  same  material.     Shown   by 
W.  R.  Brock  &  Co.,  Toronto. 
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StiEEen  The  Backbone 
oE  Your  Ready-to-wear 

Business 


669— $12.50 


Add  some  snappy  lines  to  your 
Spring  stock  if  you  find  business 
a  little    loggy   in   your    ready-to- 
wear  department.     A  little  "gin- 
ger"  never    does    any    business 
harm,  but  adds  momentum  even  if 
you  are  not  altogether  dissatisfied. 


The  Wilson- Wald man  line  will  stiffen 
the  backbone  of  your  ready-to-wear 
business  and  assure   you   of    record 
weekly  sales.    We  make  a  specialty  of 
prompt  week-end  deliveries.  Replace 
your  sold-out  lines  with  some  of  our 
"live"  numbers  and  thus  keep  up  in- 
terest in  your  department.      Note  the 
above  illustration. 


SEND  FOR  OUR  NEW  SAMPLES. 


Wilson- Waldman  Costume  Co. 


161  Spadina  Ave. 


Toronto,  Can. 
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Child's   French   dress    of  sheer 
rauslin  and  embroidery  -  Court- 
esy Home  &  W'atts,  Toronto. 


beginning  to  come  in  and  are  supplementing  their 
early  orders  in  a  liberal  manner.  Merchants  under 
new  conditions  are  finding  misses'  and  children's 
dresses  safe  merchandise  for  the  production  of 
smart,  attractive  styles,  coupled  with  the  proper 
attention  to  practical  points,  and  with  the  proper  at- 
tention to  the  suitability,  style  and  good  wearing 
qualities  of  the  materials  used  is  rapidly  building  up 
big  business  for  these  lines.  This  is  perfectly  evi- 
dent when  the  size  of  the  space  devoted  to  misses' 
and  children's  wear  a  few  years  ago  and  the  size  of 
the  departments  at  the  present  day  is  considered. 

For  children's  wear  a  great  proportion  of  the 
business  is  done  in  colored  dresses,  and  it  is  the  neat 
little  dress  of  good  wearing  gingham  and  other 
fabrics  in  plaids,  checks  and  stripes  that  bulk  most 
largely  in  the  sales.  Dresses  of  this  kind  are  worn 
for  school  and  useful  wear  and  have  to  be  medium 
priced. 

For  the  better  dress,  particularly  for  the  smaller 
children,  dainty  lace  and  embroidery-trimmed  ling- 
erie dresses  are  always  big  sellers.  This  season  there 
is  a  growing  interest  manifested  in  heavier  cotton 
fabrics.  Those  firms  who  put  out  piques,  rep  and 
poplin  dresses  have  done  a  decidedly  good  business. 

Colored  dresses — that  is,  dresses  developed  in 
reps,  poplins  and  suitings  in  solid  color — shades  of 
blue,  pink,  ecru  and  tan  leading,  are  decidedly  a 
popular  feature. 

Misses'  and  children's  dresses  follow  the  styles 


put  out  for  their  elders  and  are  extremely  simple  as 
to  cut  and  trimmings.  A  little  lace  or  embroidery 
may  be  used  but,  as  a  rule,  trimming  features  are 
confined  to  bands  of  contrasting  color,  covered  but- 
tons and  touches  of  braid.  Some  dresses  have  single 
revers  and  large  collars  and  side  fastenings,  but  the 
majority  have  the  square  neck  with  yoke  of  plain 
J'aliric  following  its  lines. 

Sailor  and  middy  models  are  always  a  feature, 
but  for  the  smaller  children  there  is  a  tendency  for 
the  loiig-waisted  l)elted-in  models.  The  kimono  cut 
is  retained  for  children's  wear,  but  newer  models  for 
jnisses  show  the  set-in  sleeve  and  sleeves  are  longer 
than  those   first  put  out. 

Serge  is  always  a  leading  staple  fabric  for  chil- 
dren's wear  and,  this  year,  serge  is  the  fabric  fashion 
is  favoring  most.  Smart  little  di'esses  are  showing 
in  white,  navy  and  cadet,  both  in  sailor,  middy  and 
long  waisted  dresses.  White  is  triiumed  with  bands 
of  navy  or  cadet,  navy  with  white  or  cadet.  Shep- 
herds checks  are  also  used  for  children's  wear  to 
some  extent. 


Girls'  gingham   dress   with    yoke  and 

straps,  trimmed   with  piping  of  plain 

color  and  covered  buttons   to   match. 

Shown  by  Home  &  Watts,  Toronto. 
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Advertising  That  Gives 
Lasting  Results 

If  the  goods  you  sell  are  reliable, 
why  not  identify  your  store  with 
them  permanently  ? 

A  label— your  label — on  a  gar- 
ment of  any  kind  will  keep  your 
store  constantly  in  the  mind  of 
the  wearer,  and  its  last  service 
before  the  garment  is  discarded 
will  be  a  silent  invitation  to  come 
to  your  store  for  its  successor. 

This  is  advertising  that  lasts. 

Will  you  let  us  tell  you  about  its 
cost? 


t^t^'-^ t^'^^  <^  '.^'^•^f^t^ 


CANADA  LABEL  &  WEBBING  GO. 


LIMITED 


9  Morrow  Avenue, 


TORONTO 


^ 


If  Your  Goods  Are  Inferior 
Don't  Label  Them 

but  if  they  are 
PREMIER    QUALITY    GOODS 


Woven 
Labels 


will  convince 

customers   of  your 

confidence  in 

them. 


WRITE  FOR  PARTICULARS 
AND  SAMPLES 

The  COLONIAL  WEAVING  CO.,  Ltd. 

PhlERBOKO',      '      =       ONTARIO 


Girls' 
Scotch 
Gingham 
Dresses 

in  stylish  overplaids, 
trimmed  with  plain 
linen  and  piping  to 
match,  for  ages  8,  10, 
12  and  14  years. 


w 


e're  makers 
to  the  children 


Our  entire  attention  is  centred 
on  the  problem  of  children's  dresses. 
We  aim  at  producing  garments 
which  appeal  to  the  mother  as  well 
as  the  juvenile  wearer. 

"H.  &  W."  dresses  reflect  that 
womanly  style  and  cut  which 
catches  the  eye  of  the  children,  yet 
they  are  childish  and  have  not  the 
appearance  of  miniature  ladies' 
dresses.  When  our  represntative 
calls,  have  him  show  you  our 
complete  range  for  1912. 


WAIT     FOR     OUR     LINE 

HOME  &  WATTS,  Limited 

MANUFACTURERS 

19  DUNCAN  ST.,  TORONTO 
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ALUE  UNEQUALLED  AND 
BIGGER  PROFITS  FOR  YOU 


We  make  a  specialty  of  Canadian  buyers' requirements 
and  know  just  what  garments  will  sell  in  Canada.  We 
buy  goods  direct  from  mills,  saving  middleman's  profit 
and  are  in  a  position  to  give  you  better  prices,  which 
means  more  profit  for  you.  You  cannot  afford  to 
overlook  these  values. 


WE  CAN  GIVE    YOU 
PROMPT  SHIPMENT 


D  5709— Even  better  than  it  looks, 
this  handsome  dress  of  Holland 
Linen  will  bring  quick  sales,  a 
marvel  at 


$1.50 


We  manufacture  full  line  of 
Voiles,  Cotton  Foulards, 
Piques,  Pongees,  Corduroy. 
Space  does  not  permit  to 
show  many  lines.  Send  us 
your  order  to-day  for  assort- 
ed dozen  of  each  line.  Each 
garment  is  a  leader,  and  a 
ready    seller. 


JUNIOR   SIZES 

MISSES' 

LADIES' 


13  to  19 

14  to  20 
32  to  44 


D  5712 -Just  think  of  it,  this  beau- 
tiful dress  made  of  Anderson 
Gingham,  trimmed  with  Hand 
Embroidery  and  fine  chambray  to 
match. 

Price  $2.25 


FOR  STYLE,  FIT  AND  FINISH  THESE  GARMENTS  CANNOT 
BE  DUPLICATED  IN  CANADA  OR  U.S.  AT  THESE  PRICES 

The    Rose    Manufacturing    Co, 

251-253   Centre    Street     .'.     NEW     YORK     CITY 


Write  To-day 


D5657— An  •ffect  that  is  bound  to 
attract  in  French  Linen,  a  dress 
that  means  selling  without  effort — 
but  with  a  good  profit. 

Price  $2.00 


Plcoae  vu'iilioii   TJte  Review 
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Popular  Priced 

HOUSE  and  STREET 
DRESSES 


in  the 


me 


Style,  quality  and  workmanship  go  hand  in  hand 
throughout  the  entire  line  of  "  Kaybro "  dresses. 
From  the  lowest  priced  garment  to  the  best  grade, 
the  values  are  of  the  highest  order  and  each  dress 
reflects  thought  and  care  on  the  part  of  the  designer 
and  operators.  Kaybro  values  are  the  biggest  in  the 
trade.    Note  the  two  samples.     Send  for  sample  order. 


No.  087. 

Loom  Gold  Satin— Navy  an  i 

White,  BlacK  and  White. 


No.  071. 

Loom  Gold  Satin     Colon,  Black. 

Navy  and  Copenhagen. 


McKAY  BROS.,  Limited 

182  Spadina  Avenue         -         -        TORONTO 

Petticoats  and  Dresses  Exclusively. 


Ke  pregentat  i  veB : 


Western  Ontario, 
L.  L.  Rawson 


Western  Canada, 
David  R.  Stone 


Eastern  Ontario 
F.  E.  Rosse-r 


WE'RE  SPECIALISTS 

in  Dresses  for  Junior  Girls  and  Misses 
from  14  to  20  years  of  age.  This  is  the  big 
feature  of  the  '*Clayson''  Spring  range  and 
will  be  of  interest  to  nearly  every  merchant. 

SEE  OUR   SPRING  SHOWING  AT  YOUR  EARLIEST  CONVENIENCE. 

THE  CLAYSON  CO.,  Limited 

Manufacturing  Skirts,   Dresses,  Waists 

280  COLLEGE   STREET,     TORONTO 
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Decidedly  Attractive  Shapes 

Question  of   Trimming    is    Uppermost  —  Solu- 
tion Lies  Largely  with  Milliners  —  Chiffon  Taf- 
fetas and   Lace  Will  be   Much  Used. 

IS  the  Spring  and  Summer  hat  to  be  trinmieil 
or  is  the  hat  almost  devoid  of  trimming  again 
to  dominate  the  season?  This  seems  to  be  the 
hve  question  with  the  millinery  trade  and  the  one 
in  which  the  milliner  at  present  is  most  interested. 
Strenuous  efforts  are  being  made  to  })ush  seasonable 
Iriumiing  materials,  such  as  flowers  and  riblions,  and 
nulliners  are  reminded  that,  at  the  i)reseut  stage  of 
the  seas:on  they  can  do  nuich  to  jjring  about  the  v(jgue 
of  more  trimmed  models. 

For  one  thing,  they  can  wear  hats  that  are  trim- 
med, and  show  by  their  influence  that  they  have  con- 
fidence in  them.  In  view  of  the  seriousness  of  the 
situation,  it  would  be  profitable  for  milliners  to  ger 
together  and  settle  how  far  they  can  profitably  go  in 
eliminating  hats  with  little  or  no  trimming  from 
their  early  displays.  ^lilliners  are  reminded  that 
they  relegated  the  sailor  to  its  proper  place  by  these 
means,  and  some  such  concerted  action  would  no 
doubt  be  a  help  at  the  present  time. 
Pressed  Shapes. 

Sales  so  far  indicate  the  prominence  of  the  press- 
ed shapes  in  the  coming  season  and  a  very  varied  col- 
lec'tion  of  decidedly  attractive  shapes  are  on  the  mar- 
ket. Rolling  brims,  even  all  round  and  graduated, 
form  one  of  the  newest  features  and  the  majority  of 
the  new  models  show  the  brim  upturned  in  .-^ome  por- 
tion. It  may  be  at  the  back,  the  side  or  at  the  front 
or,  as  in  the  case  of  the  Dutch  bonnet,  just  the  corn- 
ers of  the  flare  are  upturned. 

Revers  a  New  Feature. 

Often,  the  brims  are  dented  to  accommodate  the 
placing  of  the  trimming,  and  many  models  when 
trimmed  show  the  brim  slashed  and  one  piece  fasten- 
ed to  the  crown  under  the  trimming.  Revers  are  a 
new  feature  and  are  irregular,  ear-shaped  or  square. 

Turbans,  pokes,  quaker-bonnet  shapes,  marquise 
and   tricornes.   cap-shapes.   Gainslmroughs   and   ^^ic- 


torian  picture  shapes  are  some  of  the  most  prominent 
(»f  the  many  new  models.  Crowns  are  rounded,  as 
a  rule,  and  are  higher  in  the  smaller  .shapes,  and  low- 
er when  the  .shape  is  large.  Many  tam  and  draped 
crowns  are  used. 

The  leading  straw  colors  are  natural,  mushroom, 
Ijurnt,  brown,  tan,  dark  and  light  blue,  purple,  violet, 
green  and  black  and  white. 

The  Favored  Straws. 

Tagel  is  holding  its  own  as  the  leading  st.raw. 
Hemp,  chip,  crim.  and  soft  Milans  and  various 
fancies  are  all  selling.  Leghorn  is  showing  for  the 
liigh-class  trade  but  is  more  u.sed  for  brims  and  fac- 
i'lgs  than  for  the  whole  hat. 

The  idea  of  straw  trinnnings,  introduced  a  season 
or  so  ago,  has  further  developed,  and  straw  facings 
and  trimmings  made  of  braid  and  piece  straw  are  to 
be  very  nmch  used.  The  very  popular  taffeta  hat  is 
often  faced  with  straw. 


Three    Companies    Will    Specialize 

The  A.  E.  Rea  Co.,  Ltd.,  93-99  Spadina  Ave., 
Toronto,  have  made  an  arrangement  by  w^hich  the 
original  company  is  divided  into  three  companies 
which  will  take  the  various  departments  and  special- 
ize in  them.  These  are  as  follows: — Dre.sses  Ltd., 
president,  J.  Ij.  Rea,  for  five  3^ears  the  manager  of 
the  A.  E.  Rea  Co.;  the  T.  H.  Birmingham  Co.,  Ltd., 
president,  T.  H.  Birmingham,  ten  years  traveller 
for  the  old  company;  and  McLuckie,  Maxwell  & 
Co.,  Ltd.,  of  which  the  heads  also  had  their  practi- 
cal experience  with  the  Rea  Company  for  years. 

Dresses  Ltd.  will  handle  women's  and  children's 
dresses,  specializing  on  ready-to-wear.  The  T.  H. 
Birmingham  Co.  will  offer  neckwear,  belts  and 
ruchings.  McLuckie,  Maxwell  &  Co.,  Ltd.,  will  deal 
in  ladies'  waists  and  fancy  dresses,  for  the  latter  of 
which  the  old  firm  made  itself  so  favorably  known 
to  the  trade. 

All  three  companies  will  continue  to  occupy  the 
present  premises  at  93-99  Spadina  Ave.,  dividing 
up  the  space  as  to  floors. 


Why  not  take  advantage  of    the  Opp  jrtunity  to  Buy  Direct  from 

the  Manufacturer 

Spring  Opening,  1912 

Don't  fail  to  see  our  line  of  Hats  when  you  attend  the  openings  in  .Montreal  on  March  4thi. 

We  have  the  newest  models  out.      You  will  agree  with  us  when  you  see  them. 

You  can  also  write  for  a  sample  order  immediately. 
Satisfaction  guaranteed. 

M®nnftr©iiE  Maift  mmd  WirmmKB  C®o 

388  Notre  Dame  St.  W.  MONTREAL 
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DO  YOU  REALIZE  THAT  TO-DAY 


the    buying    end    is    where    the    greater 
Profit  is  ? 

When  3^ou  buy  here  you  get  to  the 
bone  in  values. 

Reason 

Our  prices  are  the  best  prices  of 
the  best  Continental  makers  in  Millinery 
Lines,  plus  duty,  freight  and  our  com- 
mission.    Do  you  get  the  idea  ? 

Come  and  see  us  when  in  the 
market  for  Spring  Supplies.  We  have 
the  Goods  we  have  the  values  to 
interest  you. 

You  are  welcome  to  use  our  office 
for  correspondence,  appointments,  etc., 
and  we  want  you  to  feel  free  to  do  so. 


Continental  Manufacturers'  Syndicate,  Ltd. 

NORDHEIMER    BUILDING 

77  YORK  STREET,         -    TORONTO 
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Lesson  15  —  Complete   Course  in   Cardwriting 

Presenting    the    Up-and-down    Style    of     Roman     Lettering     Executed     With 

the    Round   Writing  or    Square    Pointed    Pen  —  Favored    Style    of    Lettering 

for    Fine    Show    Card    W^ork    and    Price    Tickets. 

J.   C.   Edwards.       Copyright,   Canada,    1911 


L.VIJdl'^  lihirino,  letter,-^  make  good  sigii,^,  but 
ikpI  >1iii\v  cards  for  modern,  relined  adver- 
tising. Sdiiie  stores,  of  course,  want  bold, 
black  letter-  but  the  up-to-date  store  that  eaters  to 
the  better  trade  does  not  want  such  screaming  aii- 
uouucemeiits  with  their  dis])lay.  This  is  where  pen 
lettering  come,-  in   for  a  goodly  share  of  recognition. 

ThIC     I'k.X      I'OI!     S.M.VLI,     W'oliK. 

i'^or  price  tickc'ts  and  for  the  liner  grade  of  woi-k 
the  i-ound  writing  or  .<()uare-pointed  pen.  in  its 
\ari<ius  sizes,  is  a  iirime  favorite  with  n]i-to-the- 
minute  card  wi-iters.  There  are  two  ditferenl 
iiiakt',-,  but  practically  no  difiereiice  exists  between 
them,  so  that  a  cardwriter  cannot  make  any  mistake 
in  asking  for  the  square-]>ointed  pen  for  -Imw  card 
lettering. 

It  is  Xo'r  MKcir.vNK.VT,. 

Pen    lettering    has    not    the    mechanical    appear- 
ance  thai   the  shading  pen.   that   double-pointed  im- 
practical contrivance,  ha-.      Like  otlier  peii.s  the  let- 
tering pen  is  steel,  but  there  i>  not  the  mechanical,      ^ti'-k^^  "^  •■^^■"  ^'"'^  ■■^"    "'^^  «1^<>  ^'^  made  the  same 
readv-made   look   ab(nit    the   work   that  the  shading      ''"^  ^^"^     -^• 


1  ioT.Dtxi;  THE  I'kn. 

Take  the  pen  hoUk'i'  (any  ordinary  holdi'r  with 
sullicient  .gfip  to  insure  against  slip]>ing)  in  your 
hand  as  ilhislrate<l  ;d;o\e  without  cram]>ing  the 
lingers,  .\llow  the  band  to  I'cst  lightiy  on  the  side 
of  the  -mall  linger,  between  the  ti])  and  the  lirst 
joint.  Li't  the  pen  rest  firmly  on  the  cardboard  at 
the  angle  suggested  by  the  illustration.  Note  the 
,-troke  and  the  position  of  the  pen  point.  The  tine 
line  of  the  stroke  is  made  by  the  edge  of  the  pen 
and  the  wide  part  by  the  mdth.  Don't,  tarn  the  pen 
In  iiccoiiiplisli  this.  J  list  practice.  Practice  a  sure. 
(piick  sti-oke  and  you  will  get  cleaner  edges  on  your 
line>. 

Iv'CRXTKic   Lettkks    Not    Practical. 

You  will  notice  in  the  itlate  that  the  letters 
■■]/'  and  "X"  are  eccentric,  or  are  carried  beyond 
their  n>ual  face  area,  either  over  or  under  the  line. 
Thi>  may  l)e  used  to  some  exteid.  but  it  is  not  jirac- 
tical  for  all  stvle>  of  show  cards.     Tlie  right  hand 


pen   work   has.   whether  poorly   or  well   executed. 
The   Pex   axd    puic   Sizes. 


In    style  this  pen   is   made    much    th 


e    -anie    a- 


The  first  or  to])  ticket  shows  tbe  inscription  and 
the  price  of  ctpial  strength.  In  ibis  case  one  is  as 
imiiortanl  a-  the  other  and  should  catch  the  eye 
;U  one  lime.     To  do  thi.-.  it  is  unwise  to  have  a  long 


The    second    ticket    give-    pi-ominence    to    the    ])rice, 
whicli   stands   out    laruer  ami  is   the   first  to  attract 


)r(hnaiy  pens,  >vith  a  fairly  deep  hollow  of  o\al  cntch  i>hi'ase;  -omething  -hort  and  cris[)  is  better 
shai)e  in  the  centre  which  retains  the  iid<.  'i'he 
ix)int  of  the  pen  is  square,  but  not  square  acro,-s. 
It  slants  a  tritle  to  the  right  as  you  hold  it  in  jiosi- 
lion.  This  allo\\s  foi'  the  natural  positi(ai  wliile 
writing  with  the  right  hand.  .V  left-handed  jpcrson 
would  lind  con.<iderable  (htliculty  in  learning  to 
o])erate  the  pen  owing  to  this  fact.  The  i)en  i- 
made  in  about  eleven  sizes  ranging  from  1,  the 
broadest,  whicli  is  about  one-eighth  inch  wide,  to 
No.  (),  a  pen  practically  no  wider  than  a  narrow 
-tub  and  of  little  use  to  card  writers. 

The  Best  Sizes  to  Use. 

For  the  larger  cards,  where  a  letter  stroke  is 
needed  about  one-eighth  inch  wide,  the  No.  1  ])en 
is  the  best;  then,  I  would  suggest  Nos.  IY2,  2Vi>  and 
:U/o.  and  for  very  fine  work  a  No.  -I;  anything 
smaller  than  that  is  little  better  than  an  ordinary 
])en.  You  will  notice  in  the  illustration  the  sizes 
of  the  work  done  by  the  different  pens.  This  pic- 
ture, of  cour.se,  is  greatly  reduced,  but  you  can  get 
an  idea  of  the  comparative  sizes  of  the  strokes  each  'ni,.  pens  ihtc  shown  witii  tiic  size  oi  e:\rh  maikea  ami  the 

,-,m.|paiMtivc   wiillh    iif   work   (lone   by   tUeui.      Tne  proper    position 
])Cn    makes.  or  ilir  iicn   in   Ui"  IkukI  Aviiile  lettering  is  flemonstrnted. 
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Plate_N?  15-  Straight  Pen  Letterings 

£apitals,JowerCa5eMiLmQvals 

■*'»/i/^.Ali.dA.'"^|irB,l,t?b. 

<^"=CCt,e?d|,]i)^<J,T>e 

COacoQ4g."h  III  I  H.H,ll>h.»  Ilii.JJ 

^l .  Is  1^  l,M,M.i,n.m,m.N"  f,l  I.N,N;i,i».:n. 

^^  \  V.VNW.W,  xvMW.  ^\,X,X  >  v^:>c. 


4  XN/ 


>Vr^j,-,, 


11 -^-^  : 


CC6~TSS8<-<^^CO)^ 


A   |iriirtic;il    uSHl'iil    li'tlcr    l..i-    | «..ik    is    disiriiiccl    in    lliis    rul.      Noic  |i.i  rl  ir-iiJ.-M'i  y    sizrs  ..I'  |pi>iis   lo   use  I'dr  d  itlVicii  I    yiMiirs  of  wurU 

Sci-    :l|-|iilr. 
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Price    tickets,    emphasizing    the   various    strong    features. 

one's  attention.  The  lower  ticket,  while  it  quotes 
the  price,  does  not  tend  to  bring  it  out  as  the  main 
feature,  but  rather  invites  your  attention  to  style 
or  quality  of  the  article.  A  ticket  like  this  is  quite 
in  keeping  with  the  firA  .'^tyle  showing. 

Many  and  varied  are  the  styles  and  sizes  of 
price  tickets  attached  to  articles  on  display,  but  the 
regulation  ticket  is  made  according  to  a  scale.  A 
full  size  sheet  of  cardboard  measures  22  inches  by 
28  inches,  a  half  .sheet  measures  14  inches  by  22 
inches,  the  longest  way  being  divided  in  each  case; 
the  quarter  size  is  11  inches  by  14  inches,  eighth 
size  is  7  inches  by  11  inches,  and  the  sixth,  as  shown 
above,  is  5I/2  inches  by  7  inches.  The  last  named 
is  the  best  size  for  tickets  for  large  articles  such  as 
clothing.  Every  card-writer  should  use  his  best 
judgment  in  selecting  tickets  for  the  various  articles 
and  it  is  often  advisable  to  vary  them  by  way  of 
relieving  monotony. 

Always  carry  out  one  idea  throughout  an  alpha- 
bet. When  you  commence  to  make  one  style  of 
letter  .such  as  ending  the  first  .stroke  of  the  lower 
case  "a"  with  a  spur,  always  carry  this  point  out  in 
such  letters  as  "h,"  "d,"  "k"  and  so  on;  but  if  you 
tnake  it  rounding,  do  the  same  with  the  rest  of  the 
letters  where  a  letter  ends  with  a  complete  stop  as 
the  above  mentioned. 


Try  this  lettering  with  the  square-pointed  pen 
as  shown  above  and  practice  it  diligently  until  it 
is  mastered,  for  it  is  one  of  the  card-writer's  best 
friends. 


Desire   for    Unique    Effect 

IN  the  minds  of  most  merchants  who  have  made 
a  close  study  of  their  advertising  and  who  ob- 
serve carefully  the  selling  influence  of  every 
appeal  to  their  customers,  there  is  a  standing  de.sire 
or  longing  for  something  out  of  the  ordinary,  or 
that  will  make  an  immediate  hit.  Probably  the 
best  recent  illustration  of  the  "unusual"  in  adver- 
tising is  the  bird-of-a-sale  advt.  which  had  its  origin 
with  Trudell  &  Tobey,  Hamilton,  and  which  has 
iieen  adopted  by  several  dry  goods  and  men's  wear 
houses.  In  this  case  it  is  W.  G.  Begg  &  Co.,  Col- 
lingwood. 

This  advt.  certainly  is  unique.  Mr.  Tobey  states 
that  a  cartoon  gave  him  the  suggestion  and  that,  as 
applied  to  his  own  business  it  stampeded  the  people 
of  Hamilton.  It  will  be  noted  that  specific  dates 
for  opening  and  closing  the  sale  are  given,  and  that 


BIRD  OF 


Commencing  Friday,  January  5th,  at  9  o'clock  and  Ejiding  January  3 1  at 

At  W.  G.  BEGG  &  COMPANY'S  BIGSTORB. 


A    unique    advertisement    su!.'geste<l     t  ■     LeRoy    Tobey,      Hamilton, 
by  a  cartoon.     A  sale  iflea  adoptefl  by  several 
firms  with  success. 

in  the  items  very  attractive  values  are  featured  for 
different  hours  during  the  day  and  for  one  hour 
only.  It  might  be  questioned  wliether  the  sale 
would  not  have  done  as  well  if  the  elaboration  on 
!)irds  had  been  confined  only  to  one  central  cut 
daily,  leaving  more  space  for  price  items,  but  the 
point  uppermost  in  Mr.  Tobey's  mind  was  evidently 
to  produce  a  layout  that  would  be  irresistible  to 
readers.  Having  secured  their  attention  the  array 
of  values  should  do  the  rest.  Undoubtedly  the 
advt.  did  for  Begg  &  Co.  what  it  did  for  other  ad- 
\ertisers — attracted  considerable  business. 
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Condensed  Advertisements 


AGENTS    WANTED 


HERE  I«  A  LIVE  AGENT'S  .SELLER 
Needed  in  every  home,  office,  factory  and  gar- 
age.- Sells  on  sight.  100%  profit.  Send  a 
postal  for  free  particulars.  A.  J.  COBBS, 
Dept.  1,  350  Queen   Street  East,  Torouto.     (4) 

AGENTS  WANTED  IN  MONTREAL  AND 
Torouto  by  London  manufacturers  for  hair 
goods,  smalhvares  and  notions.  JIust  have 
first  class  connections  and  references.  Apply 
Box  77.  DRY  GOODS  REVIEW,  88  Fleet  St., 
London,   England.  (LI) 

AGENT  WANTED  FOR  WESTERN  CAN- 
ada,  and  additional  one  for  Eastern  Canada, 
to  a  represent  a  first-class  firm  of  English 
manuf.-uturers  of  ladies'  and  children's  under- 
clothing, baby  linen,  dressing  gowns,  blouses, 
children's  millinery,  etc.  Applicants  must  have 
an  established  connection  with  best  retail 
houses.  Write,  stating  full  particulars,  to  1129 
SELL'S  ADVERTISING  OFFICES,  Fleet  St., 
London,   Eng.  (2| 

AGENCIES  WANTED 

AGENCIES  FOR  B.C.  WANTED  BY  MAN 
well  known  to  dry  goods  trade  who  can  get 
the  business  for  good  reliable  firms.  Apply 
Box  .34,   DRY  GOODS   REVIEW,  Toronto.     (3) 

AGENCIES  WAN'TED  — FOR  MANITOBA, 
Saskatchewan  and  Alberta.  Specialty  lines  to 
the  retail  dry  goods  trade.  Address  J.  R. 
GALBRAITH,   P.O.   Box  765,   Winnipeg.        (tf) 

AN  EXPEIMENCED  DRY  GOODS  TRAVEL- 
er,  who  has  Al  connection  and  can  furnish  the 
very  highest  references,  is  open  for  agencies 
for  Montreal  and  Quebec  Province.  Address, 
J.  A.,  care  of  DRY  GOODS  REVIEW,  Mont- 
real. (3)^ 

FOR  SALE 

GENERAL  STORE.  S.MALLEST  TURNOVER 
in  last  six  vears  $40,251.  Present  year  will  go 
over  .$45,000.  Stock  at  present  about  .?12,000, 
rediiied  if  purchaser  wishes.  Premises  solid 
stone  store.  Can  be  rented  reasonably.  $3,500 
cash  will  handle.  GEO.  WHYTE,  Wapella, 
Sask.  (tf) 


ISITUATIONS     VACANT 


EXPERIENCED  SPECIALTY  SALESMAN 
wanted,  advertising  experience  desirable.  This 
is  good  position  and  offers  splendid  ojjportun- 
ity  for  advancement.  State  fully  age,  experi- 
ence and  salary  expected.  MACLEAN  PUB- 
LISHING CO.,  LTD.,  143  University  Ave., 
Toronto. 


FINANCIAL  WRITER— WE  PROPOSE  IN- 
creasing  our  staff  of  editors  and  will  consider 
confidentially  applications  from  men  who  can 
furnish  evidence  of  high  character  and  good 
ability.  They  should  have  some  knowledge  of 
investments,  and  preferably  be  University 
gr.iduates  with  newspaper  experience.  State 
:.ge,  experience  and  salary  wanted.  Adaress 
THE  FINANCIAL  POST  OP  CANADA,  143 
University   Ave.,   Toronto. 


MISCELLANEOUS 


MISCELLANEOUS 


A  BOOK-KEEPING  STAFF  IN  ITSELF, 
doing  the  work  with  m.ichine  precision  and 
accumcy,  the  National  Cash  Register.  Write 
for  demonstration  literature.  National  Cash 
Register  Co.,  285  Y'onge  St.,   Toronto. 

COUNTER  CHECK  BOOKS— WRITE   US   TO- 

(lav  for  samples.  We  are  manufacturers  of  the 
l.imous  SURETY  NON-SMUT  duplicating  & 
1  riplicating  Counter  Check  Books,  and  Single 
Carbon  Pads  in  all  varieties.  Dominion  Reg- 
isier   Co.,    Ltd.,   Toronto. 

COUNTER   CHECK   BOOKS— ESPECIALLY 

made  for  the  dry  goods  trade.  Not  made  by  a 
trust.  Send  us  samples  of  what  you  are  us- 
ing— we'll  send  you  right  prices.  Our  holder 
with  patent  carbon  attachment  has  no  equal 
on  the  market.  Supplies  for  binders  and 
monthly  account  systems.  Business  Systems, 
Limited,   Manufacturing  Stationers,   Toronto. 

C  O  P  E  LA  N  D  -  C  H  AT  T  E  R  S  O  N  S  Y  S  T  E  M  S— 
Short,  simple.  Adapted  to  all  classes  of  busi- 
ness. Copeland-Chatterson-Co.,  Limited,  Tor- 
onto and  Ottawa.  (tf) 

DOUBLE  YOUR  FLOOR  SPACE.  AN  OTIS- 
Fens  im  hand-power  elevator  will  double  your 
door  spate,  enable  you  to  use  that  upper  floor 
either  as  stock  room  or  as  extra  selling  space, 
at  the  same  time  incre,\sing  space  on  your 
ground  fl(-or.  Costs  only  $10.  Write  for  cata- 
logue "B."  The  Otis-Fensom  Elevator  Co., 
Traders  Bank  Building,  Toronto.  (tf) 


ELLIOTT-FISHER  STANDARD  WRITING- 
Adding  Machines  make  toil  easier.  Elliott- 
Fisher,  Limited,  513  No.  83  Craig  St.  W.. 
Montreal.,  and  Room  314.  Stair  Building,  Tor- 
onto. 


FIRE  BUCKET  TANKS  AND  OILY  WASTE 
Cans  cost  little  and  soon  pay  for  their  cost  in 
reduced  insurance  rates.  Large  reductions 
result  from  the  installation  of  Fireproof  Win- 
dows, Doors  and  Skylights.  We  are  special- 
ists in  these  lines  and  can  quote  you  a  close 
price  consistent  with  really  fireproof  goods. 
A.  B.  ORMSBY,  Ltd.,  Toronto  and  Winnipeg. 
,  novl2 


FIRE      INSURANCE.         INSURE       IN      THE 
Hartford.     Agencies  everywhere  in  Canada. 


FROM  NOW  TILL  THE  END  OF  THE  YEAR 
we  offer  unusually  good  bargains  in  second- 
hand Typewriters.  They  are  carefully  re- 
built, work  and  look  like  new,  but  the  price 
is  a  mere  fraction  of  the  original  cost.  Write 
for  catalogue.  THE  MONARCH  TYPE- 
WRITER CO.,  Limited,  46  Adelaide  St.  West, 
Torouto,  Ont. 


MOORE'S  NON  LEAKABLE  FOUNTAIN 
I'ens.  If  you  have  Fountain  Pen  troubles  of 
your  own,"  the  best  remedy  is  to  go  to  your 
stationer  and  purchase  from  him  a  Moore's 
Non-Leakable  Fountain  Pen.  This  is  the  one 
pen  that  gives  universal  satisfaction  and  it 
costs  no  more  than  you  pay  for  one  not  as 
good.  Price  $2.50  and  upwards.  W.  J.  Gage 
&  Co.,  Limited,  Toronto,  Sole  Agents  for  Can- 
ada. 


WAREHOUSE  AND  FACTORY  HEATING 
Systems.  Taylor-Forbes  Company,  Ltd.  Sup- 
plied by  the  trade  throughout  Canada. 

725.000  LIVE  MERCHANTS  USE  NATIONAL 
Cash  Registers.  We  couldn't  sell  them  unless 
they  saved  people,  money.  The  National  will 
guard  your  money  too.  Write  us  for  proof. 
National  Cash  Register  Company,  285  Yonge 
St.,   Toronto. 


HINTS  TO  BUYERS 

From  inform. ition  supplied  bv  sellers,  bul 
for  which  the  ediiors  of  ihe  "  Revi-  w"  do 
not  necessarily  held  iliemtelvcs  rcspon  iblc 


DOUBLED  THEIR  FACTORY. 

Henry  E.  Haylioe  &  Co.,  Win- 
dow Shade  manufactiu'ers,  Tor- 
onto, bave  enlarged  their  factory  to 
twice  its  original  size.  This  prac- 
tically enables  them  to  double  their 
output,  as  they  have  installed  3 
•more  sets  for  making  standard 
shade  cloths.  They  now  have  six 
frames  and  extra  workmen  engaged 
in  manufacturing  their  plain  and 
duplex  opaque  cloths  and  Supply- 
ing spring  trade. 

In  the  brass  goods  department  a 
more  extensive  stock  is  carried  and 
with  their  representative  connec- 
tions tliey  are  quoting  lower  pieces 
on  staple  brass  tubings,  novel  cur- 
tain poles  and  ends,  improved  sash 
rods  and  adjustable  window^  fix- 
tures through  being  in  a  position  to 


handle  greater'  quantities.  It  is 
their  intention  to  increase  this  de- 
partment considerably  and  they  are 
now  in  shape  to  supply  the  ti'ade  at 
all  times  in  keeping  with  the 
growth  of  their  buying  and  the  de- 
mand for  high-class  interior  fittings 
sold  to-day  in  housefurnishings  and 
drapery  sections.  Increased  facili- 
ties in  all  -departments  warrant  ex- 
tension of  all  branches  of  their 
industry. 


INCREASED    CAPACITY    ONE- 
HALF. 

The  lower  part  of  Spadina,  at  the 
junction  of  this  thoroughfare  with 
King  and  Queen  Streets,  is  rapidly 
becoming  a'  very  prominent  centre 
with  manufacturers  of  ready-to-wear 
garments.  One  of  the  latest  firms  to 
locate  in  this  section  is  that  of  Mc- 
Kay Bros.,  who  have  moved  from 
their  former  factory  in  Parkdale  to 
182  Spadina  Ave. 

Besides  being  nearer    the    centre  of 


things  this  change  in  location  has  giv- 
en this  firm  better  facilities  for  serv- 
ing trade.  They  have  increased  their 
factory  space  fully  1,000  feet,  and 
have  now  a  total  of  7,000  feet  floor 
space,  and  this  with  the  new  machin- 
ery and  plant  installed  is  increasing 
their  producing  capacity  fully  one 
half. 

McKay  Bros,  have  been  in  business 
for  the  past  three  years,  and  each 
year  has  been  one  of  advance  and 
business  growth.  Starting  out  ori- 
ginally as  underskirt  manufacturers, 
and  making  a  success  with  this  line, 
largely  because  of  the  introduction  of 
new  and  improved  features,  this  firm 
has  branched  out  into  the  making  of 
street  and  house  dresses.  Buyers  who 
have  stocked  with  confidence  in  the 
past  the  "Kaybro"  brand  of  under- 
skirts, are  assured  that  they  will  find 
the  same  dependable  qualities  of  style 
fit,  cut  and  finish  featured  in  the 
dresses  turned  out  by  this  firm. 


Co-operation,  Like  Consistency,  a  Jewel 

Cause    and    Effect    of    Indifference  --  Spoiling    the   Salesman  —  Drag   on   Team 

Work    is    Lack    of    Interest   in    Departments     Other     Than     That     in     Which 

One    is    Employed  —  How    Thoughtlessness    Injures     Business. 

(The  second  of  a  series  of  articles    on    Co-operation.) 

INniFFERENCE       is      caused       by      loo      lonu  sak'.-iiK'n   can     foresee     lni>iness    moves   and    act   ac- 

assoeiation     with     one     house,    hick     of     am-  cordinj^ly. 

bition.    unsatisfactory    envirouuieut     and     in  Tii(H(;iitij<:ssness  I  l.wnic.u's  C'o-cm'KH.vtiu.n. 

Iiii(hn<i     luil     too     late      that     some     other      husi-  Thoughtlessness    is    most    often    expressed    and 

ness      i.<      mnre      suitalile      l<>      temperament      and  nften   reverts  to  the  disadvantatie  of  fellow  workers 

iiliility.      Ill   llie   foriiier  of  these  il   i<  not  that  sales-  nv  to  stores  uiK-onsciously. 

Mien   ha\c  ontli\ed   (lieir  ii-efulne".   hut  often  other  Within   stores,   talk    hurts   Imsiiiess.      Unguarded 

intei'csts   outside    liecome    more    important.      .\gain.  references   al)out    customers    and     other    salespeo])le. 

il    is  found  that  dissatisfaction   leads  to  neglect   and  tlieir  shortcomings  and  always  calling  attention  to 

work    liecome>   ^o   meeliaiiical    that    salesmen   are   re-  thesi'.  although   ]iersoiially   not  in  a  po.sition   to  dic- 

garded  as  secondary    to   goo(l>   lliemsehes.  tate,    making   a    monntain    of   mistakes   or   failures, 

'I'here  is  a  feeling  of  security  in  long  connection  do  not  bespeak  co-operation, 
which  breeds  contempt.  .\mbition  ignored  leads  Statements  of  disresjiect  about  ('inployers.  their 
to  meeliaiiical  rontiiie.  and  decision.-  to  change  are  nietliods  of  doing  bnsiness  and  (MU'iosity  about  social 
often  preceded  by  disregard  tor  employer's  enterests.  coniKH'tions,  talking  over  stor<^  (hft'ereuces  among 
Satisfied  men.  who  lia\i'  reacbeil  a  life  berth  oi-  nre  each  other  in  a  .spirit  of  selfishness  or  jubilation,  lie- 
anchored  often  dis])lay  little  enthusiasm,  and  the  cause  it  happened  to  someone  else,  only  add  to  com- 
merchant.  knowing  conditions  offers  no  euciuirage-  ing  troiibli's.  While  there  is  seldom  real  personal 
meiit.  1 1  i>  eiioiigli  (i  jilug  away  and  this  may  be  frieiidships  within  many  stores,  comjiarison  of 
called  co-operation,  if  need  be.  notes  between  em]iloyees  thi'own  together,  lead," 
'I'lien  tlieie  are  >aU'-nieii  who  do  not  recognize  often  to  discomfiture.  It  nuikes  it  impo.'^sible  for 
that   llie\    would   be  ;i  success  in  any  other  business  salespeople    to   co-operate,    because    tliey    are   out   of 

tiiaii   dry  g h.  and   bang  on    until   they   become  a  toucli  with  the  ])olicv  of  the  house.     Many  troubles 

bindraiice  to  good  business.  beginning   at    a    simple    remark    grow    to   great  ]iro- 

c^                           ,-,  portions  involving  several  salesiieoiile. 

8P<)ITaN(i    ■rUK    S.Vl.KSM.VN.  '        ' 

Thei-e  are  clever  s;ile-men  who  are  sjioiled.  in  Injures  Hkitt.vtiox. 
making,  through  small  associates.  They  aim  at  co-  Without,  results  are  sometimes  more  far-reach- 
operation  but  in  training  are  made  to  lose  their  i'tU  becau.se  they  aim  at  the  heart  of  lai.siness  and 
.self-respect  through  persistent  hammering  that  "ftt'n  destroy  what  years  of  houe.sf  dealing  have  ac- 
everything  is  done  wrong.  They  are  told  .so  often  comiilished.  Dollars  of  advertising  value  may  be 
they  are  not  worth  three  dollar-  a  week  and  advant-  '"^t  in  "  ^iioi>le  statement  that  admen  and  niiuiager.s 
age  is  taken  of  ignorance  to  kee|i  these  unfortunates  '"'''  ci'anks  or  spies. 

under  such  impression  until  nil  vestige  of  anytliin.u  ''i  incntiouing  house  jiolicy.  making  careles.s  re- 
but  carelessnes.s  is  gone.  marks    about    \alues    or    bargains    and    .joking    over 

^h.st    merchants    (when    it    Miits)    are   williuo    i,,,  ^"""■tl'ing     which     o<.,airre.l     in     the     store,    telling 

tell    their   help    that   thev    canimt   do    belter    than    a  «>-""bles  at  home  all  tend  to  .-unilar  end  and  disrupt 

stated  salarv.     This  salarv  i<  a   matter  of  principle  '"'^^"e^-     cmnectinns         Sympathizers     are     easily 

more   often    than    abilitv   to   pav    more,   or   worth   of  ■•"""!   '"i'   "^   repeating  anything  to  otiiers  there  is 

l.osition.   Ih.aigh   salesman's  efi-orts  warrant     it.  t.nirtold   exaggeration.      In    most    cases,   this   is   due 

to  thoughtlessness. 

M.VKE   rri.\N(!KS   ox    I'HixciPLK.  Self-niii.sti tuted    .judges    forget     that     their    sug- 

Sale.smen,  wdio  are  dissatisfied  with  their  remuii-  gestioiis  should  reach  ])roper  authorities  before  th^y 
(M-ation  or  have  reached  the  limit  of  ])ro,uress  are  can  be  worked  upon.  Tf  something  better  is  favored 
adding  to  burdens  against  co-o]ieratioii.  Sooner  there  is  no  reason  to  nanain  antagonistic  and  Con- 
or later  they  feel  that  they  are  wciiker  every  day  tiiiiie  to  ])ass  adverse  judgement  along  to  oiit>^ide 
and  going  behind.  There  are  mostly  always  suf-  friends.  Tf  ahility  was  recognized  there  is  no  doubt 
ficent  changes  in  the  evolution  of  dissatisfaction.  in  tiie  least,  that  merchants  can  seldom  do  better  in 
more  money  chances  or  other  positions  to  keej)  their  search  for  initiative  than  to  place  more  auth- 
business  healthy  liut  indifference  will  result  unless  ority  on  sucli  efficient  shoulders.  It  is  their 
merchants  make  changes  on  ])rinciple.       Observant  though tlessnass. 
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We  Still  Have  a  Few  Left 


Cover  positions  on  The  Review 
are  w^orth  while.  Your  announce- 
ment is  bound  to  attract  attention. 
Quite  a  number  of  these  positions 
have  been  reserved,  but  we  have  a 
few  dates  still  open  and  if  you  de- 
sire one  of  these  choice  positions  on 
the  back  cover  of  THE  DRY  GOODS 
REVIEW  for  any  of  the  issues  of 
this  year  you  had  better  order  at 
once. 

We  have  a  very  attractive  prop- 
osition to  offer  advertisers  on  these 
covers. 

Write  to-day  for  further  partic- 
ulars. 


The  Dry  Goods  Review 


Fine   All-Season   Prospect 

New[StylelFeatures  and   Many   Novelties 
in  the  Fall  Range  of  Knitted  Goods  —  Pro- 
longed   Season    Advisable  —  Exceptional 
Demand   Forecasted. 

SAMPLES  of  .sweater  coats,  knitted  goods,  novel- 
ties and  accessories  for  Fall  are  now  complete. 
Style  and  a  ho.st  of  ideas  to  add  novelty  are  the  most 
important  features  to  influence  buyers.  Representa- 
tive assortments  from  difi^erent  manufacturers  have 
been  placed  before  wholesale  buyers  or  rushed  to 
western  points  for  early  placing. 

Considering  all  lines,  there  i.-;  a  splendid  all-sea- 
son prospect  before  merchants  who  arrange  their 
shipments  to  meet  various  requirements.  It  is  gen- 
erally conceded  that  style  is  the  most  important  de- 
velopment, when  compared  with  last  year's  ranges, 
and  it  is  this  factor,  which  will  add  to  the  year's 
sales.  While  it  cannot  be  clainiel  that  every  manu- 
facturer is  ofl^ering  something  new,  a  description  of 
the  novelties  seen  in  many  ranges  will  be  of  prac- 
tical intere.st. 

Winter  stocks  are  heavy,  but,  under  present  con- 
ditions, there  is  little  fear  that  merchants  will  of 
necessity  carry  over  anything  but  standardized  gar- 
ments. There  are  two  decided  issues  which  have  be- 
come recognized  under  this  heading. 

A  Standardized  Basis. 

First  of  these  is  the  development  of  sweater  coat 
busineas  to  such  an  extent  that  manufacturers  are,  in 
several  instances,  adhering  exckisivel}'  to  last  sea- 
son's numbers,  qualities,  lengths  and  colors,  They 
claim,  as  reasons  for  this,  that  saiu])les  were  brought 
up  to  the  minute  late  in  the  sea.son  and  also  repre- 
sent everything  that  is  new.  A  good  ba.sis  for  such 
step  is  the  exceptional  sales  last  season  for  these  num- 
bers and  the  fact  that  designers  found  nothing  more 
appealing  or  diff^erent  in  those  ranges  carried  by 
salesmen  leaving  New  York  recently  to  cover  their 
respective  territories. 

Travelers  in  Canada  are  all  on  the  road  at  the 
present  time  showing  complete  ranges,  wholesale  buy- 


ers are  nearly  through  and  retail  buyers  will  be  gov- 
erned by  experiences  and  seasonable  requirements  in 
sizing  up  each  line  from  a  selling  standpoint. 

Cut  Season  too  Short. 
It  has  been  a  mistake  that  merchants  throughout 
Canada  previously  made  a  practice  of  .showing- 
women's  and  men's  sweaters  but  six  months,  or  from 
Augu.st  to  March  only,  each  year.  Slowly  this  fault 
is  being  realized  and  this  is  probably  the  foremost 
development  in  knit  goods  merchandising  for  the 
past  twelve  months. 

Broad  Enoi;gh  for  Every  Season. 

Several  undue  conditions  have  also  been  traceable 

to  this  mis-interpretation  of  knit  goods  demand.  Pos- 

siljly  merchants  were  influenced  by  sales  of  Winter 

underwear  and  ho.siery  departments    being    of    six 


Knitted   hat    lu    (Miiing   Model,   with   rosette   tiium 
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A  New  Muffler  that  will  be 
a  Big  Success 


It  combines  all  the  good  points  of  the  Way  Muffler 
with  many  distinctive  features  and  a  decided  im- 
provement in  style. 


IT   FITS  THE   NECK   SNUGLY 

and  is  fastened  with  two  dome  fasteners.  The  neck- 
band is  of  a  different  stitch  from  the  ends,  which 
form  a  chest  protector — a  feature  that  shows  the 
neckband  to  great  advantage. 

MADE   IN   MERCERIZED   COTTON 
AND   ARTIFICIAL   SILK 

This  muffler,  because  of  its  manifest  superiority  in 
style,  convenience  and  comfort,  is  certain  to  be  the 
sensational  seller  of  next  season.  Don't  be  short 
when  the  big  demand  comes. 

Place  your  order  early  and  make  sure  of  delivery. 


R.  M.  Ballantyne,  Limited 


-H 


Manufacturers  of  the  Well-known 
BEAVER    BRAND    Knit  Goods 


STRATFORD 


ONTARIO 
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Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Oil  llic  Icl't — Men's  ov  woiiicn's  new  slilili  iniift'ler  witli  r.iiicv 
knit  ii.ir  enilN  .ind  triagi-.  'I'lic  other  is  a  lace  stiteb  senorita 
si-art    in    ci'mlnnatiiin    sliades.       Munaiali    Knitting    Co.,    Dminville. 

niuiilii.^'  iluratioii.  oi'  (Hily.  .miideil  l)y  the  weather. 
Of  cour.-^e,  weather  plays  au  impurtaut  part  alway,-^. 
hat  ranges  have  become  so  broad,  as  to  inelude  gar- 
ments for  every  season.  Among  the  ditticulties  whieli 
have  also  arisen  has  ])een  the  impossibility  of  get- 
ting anything  like  satisfactory  deliveries  or  repeats 
after  Fall  selling  began.  Looking  at  this  from  mann- 
faeturers".  tis  well  as  merchants',  viewpoints,  last  sea- 
son was  lietter  in  this  respect  than  i>revious  years. 
Except  in  late  orders,  a.sking  for  rush  Christmas  de- 
liveries, there  was  less  dissatisfaction  heard. 

Must  Protect  Their  Departments. 
It  may  seem  a  worn-ont  argument  to  say  that 
buyers  should  order  earlier,  but  there  are  extra  rea- 
sons this  year  to  make  it  imperative.  True,  mills 
have  increased  their  output,  by  adding  more  ma- 
chinery and  improving  shipping  facilities,  but  the 
uuliiniled  growth  in  popularity  of  sweater  coats  and 
kindred  knitted  novelties  promises  to  make  such  pre- 
cautions this  year  advisable.  Buyers  will  see  wdiat 
new  sam])les  mean  to  make  this  tendency.  It  is  only 
protecting  their  departments,  as  well  as  ntaking  their 
sales  cover  every  month  or  climatic  condition. 

Prepare  for  the  Demand. 
Without  doul)t,  this  season's  samples  surpasvS  any- 
tliing  yet  designed,  where  novelty  lines  are  consid- 
ered. On  this  point  hangs  the  most  intere.sting  pro- 
position put  before  buyers  as  yet,  as  it  is  in  the  intro- 
duction of  these  changes  in  styles,  trimmings,  collars 
and  innovations  that  merchants'  op])Oi'tnnity  exists 
for  niiiiiiiitcd  scbiug.  coimiiciicing  early  in  the  sea- 
son. 


Pi'oplc  will  (lciiian<l  new  garments  inunediately 
ihcy  arr  shnwii,  and  iiicrdiants  are  advised  to  eilhci- 
acce|)t  their  entire  orders  early.  [)referaljly  in  Jmic. 
or  arrange  that  garments  be  delivered  as  their  weight. 
>lyk'.  novelty  or  value  suggests,  but  to  benelit  by  early 
|nin-i>t   demand. 

.\iiolher  ad\'antaj;e  brouglit  aliout  this  season  is 
ibat  iiicrcliaiit-  will  be  accepting  shipments  simnl- 
huiennsly  or  tran.^hipped  at  once  tlu-ough  wholesalers 
aiul  there  will  be  no  reasons  for  elaiming  that  ware- 
houses receive  shii)ments  first  or  vice  versa. 

It  must  he  admitted  that  the  tendency  to  lill 
ordei's  accepted  early  have  intiuenced  some  manu- 
facturers because  they  are  not  inclined  to  stock  pend- 
iuu  later  shipments  to  merchants  and  retailers.  Un- 
der .Iinie  conditions,  notwithstanding  an  exceptional 
demand,  mannfacturers  claim  they  will  be  better  able 
to  deliver  shipments  on  time,  handle  repeat  busine.-s 
for  I'^all.  and  assure  merchants  to  this  effect. 

I'be  ]iros])eel  may  well  be  said  to  contain  s(.)me 
nni(|ue  opporinnities  for  ele\'er  merchandising. 


Must  Understand  Fitting 

Some  Stipulations  as  to  Sizes  in   Knitted 

Goods      are     Unreasonable  —  Merchants 

Must    Have    Representative   Showing    all 

Year  Round. 

WlilLl''  buyers  in.<ist  U[)on  orders  being  hlled 
in  accordance  with  their  knowledge  of  local 
requirements,  there  is  a  wide  divergence  of  opinion 
as  to  correct  lengths  in  women's  or  men's  sweater 
garments. 

AVhile  to  simplify  matters  for  knitters  would  be 
comparative]}'  easy,  some  of  the  stipulations  tisked 
for  are  unnecessary  and  unfair,  ^lanufacturing 
would  be  much  improved  if  laiyers  adopted  regular 
measurements  and  understood  litting  better.  United 
States  mills  have  standard  lengths  with  each  size, 
such  as  :M|25,  36|26,  3.8|27,  40|27.  42|27,  44|28, 
46|28,  and  buyers  adhere  to  and  accept  these.  In 
Canada,  lengths  vary  all  the  way  from  25  to  30 
inches  and  garments  are  often  returned  becan.^e 
they  look  short  or  measure  .short,  when  laid  on 
counters.  Some  stores  ask  for  28-inch  length  on  all 
sizes,  especially  men's  coats,  which  is  not  so  l)ad,  but 
another  will  insist  on  30-inch  garments. 

Elasticity  Must  be  Considered. 
Following  standard  measurements,  next  season, 
is  just  what  the  demand  is  likely  to  be  for  many 
reasons.  Men,  except  in  athletic  circles,  do  not  want 
long  coats  and  it  is  manifestly  unfair  that  a  garmem. 
which  does  not  measure  fully  28  inches  when  laid 
flat,  but  will,  when  properly  fitted,  should  not  be 
accepted.  Departments  have  their  individual  selling 
e.xj)eriences,  but  it  is  usually  found  that  no  allow- 
ances are  made  for  peculiarities  of  dift'erent  racks  or 
stitches.     In  short,  most  salespeople  sell  a  size  too 
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Ladies'  Underwear 

For  Fall  1912 

Our   samples    for  Fall  1912  will  soon  be  in  the  hands  of  our  travellers 
and  we  ask  you  to  be  sure  to  see  them  before  placing. 

We  especially  call  your  attention  to  our  new  Combinations,  viz:  — 

dlc/ivrva^cb 


^J6QfmA)vnation6 


being    something    unique    in    Combinations,   perfectly   seamless    body,   and 
perfect  fitting  in  every  way. 

The  body  part,  being  of  much  lighter  material 
than  the  lower  part,  does  away  with  seams  and  heavy 
material  under  the  corsets,  and  gives  extra  warmth 
where  required. 

This  line  will  be  featured  in  all  of  our  well- 
known  brands: 


^micmt 


f>£CfSr£RlO 


The  mode  of  manufacture  of  these  Combinations 
has  been  registered. 

No  stock  will  be  complete  without  these  lines. 
MANUFACTURED  ONLY  BY 

S.  LENNARD  &  SONS 

DUNDAS,  ONTARIO 

SOLE  SELLING  AGENTS:- 

Richard  L.  Baker  &  Company 

100  Wellington  Street  West,  Toronto,  Ont. 


[& 


Please   mention    The  Review  to  Adverfiserf!  and  Their  Tra/oelere. 
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Women's  .imiiity.  double-breasted  sweater  coat  with  shawl  col- 
lar, r  a  gl  an  shoulders  and  self  stripe  of  wood  silk;  shown  in  plain 
or  contrasting   colors.     Monarch   Knitting  Co.,   Dunnville. 

a  garment  will  .<uit  cu.stoniers,  if  properly  shown, 
but  salesmen  are  predisposed  to  think  garments  too 
short  and  trouble  ensues.  Of  course,  manufacturers 
are  prepared,  as  ever,  to  finish  garments  to  order, 
but  could  reduce  expenses  materially  through  better 
understandings  and  co-operation.  Buyers  are  asked 
to  remember  this  point. 

Merchants  cannot  i-ell  goods  unless  they  havo 
them,  and  while  it  is  not  urged  that  it  is  absohitcly 
necessarj^  to  carry  hea\'y  stocks,  the  merchant  should 
have  representative  showings  all  year  round.  Sweater 
coats  are  gradually  developing  an  all-season  demand, 
as  testified  by  repeat  orders.  It  is  tangible  evidence 
in  past  seasons  that  stores  which  had  .sufficient  n.-- 
sortments,  have  been  most  .successful  in  their  knit 
goods  departmenst.  Notable  instances  can  be  given 
wihere  novelty  and  staple  knitted  goods  have  amoiml- 
ed  to  one-quarter  yearly  turnover.  These  results  can 
be  compared  with  stocking  and  departments  in  each 
store.      Such    firms   .simply   saw   opportunities. 

Montreal,  Feb.  1. — One  noticeable  difference  be- 
tween the  business  done  by  manufacturers  for  next 
Fall  and  the  busine.ss  for  the  past  season  is  the  in- 
creased demand  for  higher-priced  garments.  High- 
er price.s  and  finer  qualities  .seem  to  be  the  trend  of 
all  lines  of  knit  goods.  Lines  at  $18  to  $27  per 
dozen  are  popular  for  next  year's  bu.siness. 


All-Silk    Coats   a    Feature 

New  Range  also  Contains  Coats  of  Silk 
and  Wool,  Wool  and  Wood  Silk,  all  Wool 
or  Worsted  — Raglan  Shoulder,  Sailor  and 
Three-way  Collars  —  Shaker  Knits  —  The 
Color  Card. 

RANGES  of  women's  mi&ses',  men's,  youths'  and 
juvenile  knitted  goods  cover  .showings  of 
which  manufacturers  have  every  reason  to  speak 
with  enthusiasm.  In  women's  coats  hand  and 
machine  knit  creations  are  introduced  in  all-silk, 
silk  and  wool,  wool  and  wood  silk,  all-wool  or  wor- 
steds. 

Wood  silk  is  becoming  more  important  each 
season  and  it  is  now  claimed  by  makers  to  be  wash- 
able, having  been  satisfactorily  u.sed  in  hosiery,  ties, 
mufflers  and  infants'  wear.  By  finishing  pockets, 
collars,  interwoven  in  racks  or  stitches,  or  adding 
white  to  contrast  with  colors,  wood  silk  is  effectve 
and  garments  having  this  innovation  are  now  shown 
at  different  prices.  The  satisfactory  use  of  wood 
fibre  silk  last  sea.son  for  mufflers  has  interested  under- 
wear manufacturers  as  well  as  sweater  coat  mills  and 
it  can  be  expected  to  lead  to  more  uses  and  in  num- 
erous ways. 

The  Raglan  Shoulder. 
The  first  novelty  being  style,  one  feature  to  be 
looked  for  is  the  raglan  shoulders.  Sleeves  are  set 
in  from  arm  gu.sset  to  collar  in  one  piece  and  this 
change  is  an  idea  confonning  fully  with  style  ten- 
dency in  many  ready-to-wear  garments.  One  model 
is  illu.strated  in  double-breasted  style  with  contrast- 
ing weaves,  roll  collar,  cuffs  and  bottom  band,  fancy 
and  plain  stitch  with  color  in  bar  stripes.  It  is  made 
in  pain  white,  cardinal,  grey  and  fawn  or  with  com- 
and  myrtle  and  fawn  and  khaki.  An  almo.st  iden- 
tical garment  showing  tendency  to  plain  colors  is 
made  of  white,  cardinal,  navy,  fawn  and  slate  with 
self  .stripes  of  wood  silk  and  in  gray  with  silver.  The 
cut  of  these  coats  eliminates  the  troul^le  of  dragging 
shoulders.     They  fit  beautifully. 

Coat  of  Pure  Silk. 
A  variety  of  new  stitches  is  offered,  making  for 
style  and  adds  novelty  in  each  garment,  covering 
many  fancies,  chain  .stitches,  links-and-links,  .4iell 
weaves  and  cardigans.  About  as  attractive  a  gar- 
ment as  any  yet  brought  out  is  made  of  pure  silk 
in  an  elaborate  stitch  and  finished  with  silk  crochet 
buttons  to  match.  In  mentioning  buttons,  this  is  a 
change  and,  otherwise,  where  not  stipulated,  pearl 
Ijuttons,  with  either  buttonholes  or  loops,  are  used. 
All  .silk  coats  will  prove  efi^ective  in  toning  up  any 
stock  and  then  beauty  and  reasonable  price  make 
them  comparatively  safe.  Some  entirely  new 
stitches  in  hand  crochet  designs  are  included. 
The  Sailor  Collar. 
Collars  are  important.  While  coats  are  made 
either  single  or  double-breasted,  the  side  fastening 
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Good-Will  Is  Won  On  Merit 

And  Wc  Have  Won  It 


^^\  <!(»  not  base  our  claim  for  your  orders  upon  the  fact  that  we  are  the  largest 
c-oncern  in  Canada  manufacturing  Ladies'  and  Children's  Underwear,  but  at  the 
same  time,  you  should  not  overlook  the  fact,  "That  a  concern  having  the  most  com- 
plete an<l  comprehensive  facilities  naturally  has  the  best  products  and  can  show  you 
advantages,  both  as  to  (^Knlifi/  and  Deliver ij.  not  offered  elsewhere." 

■■\\'(nd(l  our  business  have  grown  to  such  immense  proportions  had  not  our  goods 
l)een  made  and  marketeil  along  lines  approved  of  both  by  the  Trade  and  Con- 
sumer?    Decidedlv  No. 


iMnbodies  all  the  features  both  as  to  design  and  finish  considered  essential,  desir- 
able and  preferable  by  the  Trade,  and  it  is  due  to  Our  Ability  to  give  the  maxi- 
mum of  quality,  and  an  unequalled  Delivery  Service  that  we  hold  our  Orders. 

As  [iroof  we  offer  Our  Range  of  Samples  for  Fall  1912. 


The  Eagle  Knitting  Co.,  Limited 

Controlled  by  J.  R.  MOODIE  &  SONS,  Ltd 
HAMILTON  .  -  -  CANADA 

F.   M.     BARNARD,    Sole   Selling   Agent 
TORONTO  MONTREAL  ST.  JOHN,    NB. 
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JAEGER  PURE   WOOL 

KNITTED   GOODS 


Our   travellers   are  now    showing: 
the   new   ranges   for    Fall   Trade. 


SWEATER    COATS  '^^  Fleecy    Knits    and    New 

Collars. 

Ladies'     Golfers  —  Boys'     Jerseys 
Children's  Knitted  Suits. 

FLEECY    CAPS         *°^    ^^^'    Ladies,    Children. 

Motor     Scarfs,      Gloves,       Mitts, 
Hosiery,     Fancy    Waistcoats. 


UNDERWEAR 


Our  line  has  been  added  to 
in  many  ways,  especially  in 
Combination  Suits  —  both 
open  and  closed  crotch  styles. 


If  you  are  not  handling  our  line,  it  should  in- 
terest you  to  see  samples  when  our  traveller 
is   in  your  neighborhood. 


Dr.  Jaeger's  ^t^  System  ^^H' 

Wholesale  Warehouse:  52  Victoria  Square 
MONTREAL 
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to  shoulder  is  not  seen.  Sailor  and  shawl  collars 
promise  to  be  one  of  the  quickly  accepted  novelties 
which  will  grow  in  favor  during  the  season.  They 
are  becoming  to  misses  and  girls.  These  coats  are 
in  white,  navy,  gray,  cardinal,  fawn,  gray  and 
maroon  and  fawn  and  khaki.  V  neck,  shawl  or 
roll  and  military  collars  are  all  good  and  can  be 
ordered  as  desired. 

Three- w^ AY  Collars. 
Tri-collars,  or  three-way  collars,  are  made  on 
any  size  men's,  women's  or  juveniles'.  The  advant- 
ages of  this  collar  recommend  it  to  buyers 
and  to  customers.  It  can  be  worn  as  V-neck,  turned 
over  and  buttoned  closely,  loosely  or  fastened  up 
high  around  the  throat  and   ears.     When  V-neck 


double-breasted  models,  grey  and  cardinal  and  navy 
with  red  are  always  strong  in  darker  colors.  Of 
course,  in  all  cases,  shade  combinations  are  subject 
to  personal  preference,  but  for  authority,  order 
sheets  show  how  other  buyers  foresee  demand. 

Tourist  Business. 

To  return  to  lengths  for  a  moment,  early  tourist 
busineas  will  be  done  in  longer  coats,  45-inch  gar- 
ments, and  shipments  made  of  these  with  other 
26-28  inch  higher  class  garments  first.  Both  latter 
lengths  are  according  to  style  on  each  number,  but 
it  is  felt  that  26-inch  coats  will  form  the  bulk  of 
I'all  shipments.  Large  buyers  are  accepting  deliver- 
ies   for    February  1st    or    directly    stocktaking    is 


On  left — Woman's  high-grade 
sweater  coat  in  fancy  basliet 
weave;  double-breasted  with 
moderate  collar  and  lapels ;  fan- 
cy turned  back  cuffs. 

On  right — Woman's  novelty 
sweater  coat,  co-ed  effect,  green 
and  white  stripes  trimmed  with 
white  bands  of  plainly  knit  wool. 
Courtesy,  McFadyen,  Valiquet  & 
Shea,   Montreal. 


style  is  wanted,  extra  thickness  is  given  between 
shoulders.  Warmth  is  ensured  by  these  collars, 
which  are  made  double  and,  as  a  weather  protection, 
there  is  nothing  better.  Double  turnover  collars, 
fully  4%  inches  high,  buttoned  with  three  Ijutton,'^, 
are  easily  adjusted. 

The  Color  Situation. 
At  present  the  nearest  estimate  of  the  color  card 
is  had  by  studying  statements  of  proportionate  yarn 
requirements.  These  are  made  according  to  each 
number  of  range  of  sizes  on  one  style  and  based 
on  orders  already  taken.  While  white  almost  in- 
variably leads,  weight  totals  of  gray,  cardinal  and 
navy  are  about  equal  and  then  quantities  vary  on 
fawn,  khaki,  slate  and  maroon.  By  simply  noting 
colors  indicated  on  color  cards,  plain  shades  are 
strongest,  or  if  color  is  added  to  white,  then  cardinal, 
gray,  royal  and  black  are  good  in  line  stripes,  or 
contrasting  flaps  of  one  color  on  pockets  or  all-color- 
ed cuffs  with  full  collar  of  same  shade.  This  dainty 
effect  is  striking  on  a  links-andhlinks  weave,  cardinal 
on  white,  made  in  a  well  fitting  garment.  Color  is 
introduced  in  vertical  lines  or  bars  on  collars  and 


through.  They  are  planning  shipments  with  in- 
structions to  forward  monthly  shipments  starting  in 
May  or  .June  and  lots  as  per  order  number  in  July, 
August,  September  and  October.  This  gives  an 
opportunity  to  plan  for  later  advantage  of  an  early 
demand  sure  to  come  with  novelties  described. 

Price  covers  every  merchandising  value.  Short 
coats  are  quoted  from  $8.50  to  $48  and  start  in 
longer  lengths,  i^unning  up  from  $36  to  $84  dozen. 

Shaker  Knit  Garments. 
Men's  sweaters  are  in  broad  assortments  and 
the  greatest  development  is  in  domestic  shaker-knit 
garments  and  the  application  of  new  collars.  Three 
different  mills  are  showing  shaker-knit  coats  from 
one  to  three  samples  quoted  at  $24  to  $48  dozen. 
These  are  extra  heavy  garments,  full-fashioned  and 
will  be  demonstrated  and  presented  directly  to  the 
trade.  Each  garment  has  its  strong  points  in  style, 
finish  or  workmanship.  Expert  knitters  have  been 
employed  to  make  these  garments,  which  differ  from 
other  sweaters  as  they  are  made  on  spring  needle, 
instead  of  latch  needle  machines.  Shaker  knit  is  a 
development  of  sporting  sweaters — a  soft,  loose  weave 
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Beaver  Brand  s 

Fast  Becoming 

The  Standard 

of  Canadian 

Knit  Goods 


Every  year  sees  the  "  Beaver "  brand  knit 
goods  take  a  step  higher  up  on  the  ladder 
of  popularity. 

This  year  this  well-known  brand  has  reached 
an  eminence  which  places  it  as  the  standard 
of  Canadian  niade  goods  and  these  are  the 
standard  of  the  knit  goods  world. 

Our  1912  line  is  most  comprehensive  from 
the  standpoint  of  variety  and  style.  Every- 
thing that  is  new  and  correct  is  represented 
in  the  new  range. 


We  make  Men's  and  Women's 
Sweater  Coats,  Toques,  Mufflers, 
Sashes,  Mitts,  Gloves  and  Hosiery. 
Our  line  of  men's  half  hose 
is  unequalled  for  perfect  fit 
and  value. 


R.  M.  Ballantyne,  Limited 


Stratford 


Manufacturers  of  the  well-known 
Beaver    Brand    Knitted    Goods 


Ontario 
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identical  with  Shaker  community  garments  made  on 
hand  machines  by  this  sect. 

Tri-coUars,  militaiy  collai*s,  high  buttoning,  roll 
collars,   all   double   thickness  and  well  shaped,   are 


Men's  full-fashioned,  shaker  knit,  Spring  needle  sweater  coat 
with  adjustable  collar — made  with  long  arm  gusset  and  graduated 
shoulder;  seamless,  with  knitted-in  pockets,  a  well-finished 
garment  with  great  elasticity.     The  C.  Turnbull  Co.,  Gait. 

offered.  Most  of  these  coats  are  seamless  (four  are 
made  on  each  machine  at  one  operation)  or  in  mak- 
ing, seams  are  eliminated  by  transferring  stitch, 
completing  each  garment  as  one  piece,  knit  to  size. 
For  instance,  attention  is  called  to  long  gusset 
and  graduated  shoulder,  shaped,  ensuring  fit,  but  it 
is  impossible  to  discern  where  body  and  sleeve  are 
joined  except  that  body  stitch  runs  opposite  to  sleeve 
stitch.  Cuffs,  front  pleat,  collar  and  button  band 
are  put  on  in  exactly  similar  way.  Pockets  neatly 
finished,  inside  and  out,  are  also  one-piece  and  prac- 
tically invisible,  as  part  of  the  garment  itself.  All 
selvedges  and  seams  are  woven  so  as  to  prevent  possi- 
bility of  raveling.  These  coats  are  mostly  made  in 
gray,  but  white,  navy  or  Burgundy  are  dyed  and  for 
special  orders  slate,  fawn,  khaki  or  tan  could  be 
finished.    Yarns  used  are  6-ply  all  wool,  best  grade. 

Sweater  Coats  for  Men. 

Samples  of  men's  sweaters  at  each  different  price 
are  otherwise  similar  to  last  season's  weaves,  color, 
combinations  and  lengths.  Except  in  having  tri- 
collars,  if  ordered,  or  any  other  style  collar,  either 


military,  V-neck  or  high  turnover,  there  is  very 
little  change  noted.  Office  coats  in  fine  cardigan- 
knit,  finished  with  set-in  braid  trimming,  breast 
pocket  and  turn-back  cuffs,  are  sensible  garments 
for  inside  wear.  In  athletic,  pullover  or  club  sets, 
monograms  are  now  put  on  at  a  flat  price  which  is  a 
change  to  help  merchants  cater  to  this  business. 

Sample  ranges  of  sweater  coats  are  exceedingly 
comprehensive,  some  lines  showing  samples  from  $9 
to  $72  dozen. 


Attention  to  Juvenile  Lines 

Pony  Novelties  for  Misses  —  New  Double- 
Breasted  Effects  —  Busters  and  Matched 
Suits  for  Boys  —  Overcoming  Size  Problem 

GREAT  improvements  have  taken  place  in 
juvenile  lines  recognizing  the  field  of  oppor- 
tunity this  field  offers.  For  misses,  there  are  radical 
changes  and  they  include  pony  novelties  in  wool  and 
wood  silk,  all  wool  and  worsteds,  as  in  women's  sizes. 
At  $21  dozen  there  is  a  new  number  in  links-and- 
links  stitch  with  patterned  border  in  Durbar  color- 
ings. Fancy  stitches  in  regular  combinations  are 
quite  attractive  at  $12  and  $13.50  and  up.  A  novel 
coat  in  wool  silk  and  wool,  military  red,  promises 
well  and  color  range  is  white,  navy,  cardinal,  gray. 


Boys'   double   collar   sweater   coat   and   Rah-Eah   hat  to   match 
Monarch  Knitting  Co.,  Dunnville. 

white  and  sky  and  navy  and  cardinal.  New  double 
breasted  effects  are  different  and  garments  have  more 
fullness  or  sweep  over  hips.  Every  line,  except  belted 
numbers,  have  pockets. 
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'Look    foi    ihe   iiheep" 


A  leading  merchant  in  one  of  our  large  cities  recently 
remarked  :  "1  don't  need  Mr.  Turnbull  or  anyone  else 
to  tell  me  that  Ceetee  Underwear  contains  the  finest 
yarns  procurable,    I   can  see    it   and    feel     it  for    myself." 

You    and    every    dealer    who    knows    anything    about 
woollens    will    endorse  this    statement.     That   is   why 

"CEETEE" 

UNDERWEAR 


is  such  an  easy  seller. 

It  is  so  soft  to   handle   and    attractive    to    look    upon. 

It  is  made  to  fit  the  form. 

Every  seam  is  knitted,  not  sewn.      It  is 

Guaranteed   Unshrinkable 

and  made  from  the    finest   Australian    Merino    Wool. 

Comparison    will    always     prove    the    superiority     of 
CEETEE  UNDERWEAR. 


Compare  it    then   recommend  it. 


The  C.  Turnbull  Co.,  of  Gait,  Limited 

MANUFACTURERS 

GALT,  ONTARIO 

Also  manufacturers  of  Tvrnbull's  hlgh- 
olaas  rlbbett  uniiet  wear  for  tallies  an€f 
chi'ftren,  and  Turrbull  " M"  ban0s  for 
I    fonts. 
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Bedroom  slippers  aad  infant's 
liigh-top  bootees,  made  In  fine 
wool  or  mercerized  flosses ;  sand- 
al styles  -with  pompon  to  finish; 
new  toe  features.  Hamblj  ic 
Wilson,  Toronto. 


Fitting  Boys  From  12  to  16. 
In  youths'  and  boys'  wear,  busters  and  matched 
suits  have  been  added  to  juvenile  samples.  There 
has  always  been  difficulty  in  fitting  boys  from  12  to 
16  years,  as  size  32  in  boys'  is  small  and  34-inch 
men's  too  large.  For  this  reason  three  lines  in  club 
colors  are  made  to  overcome  this  discrepancy.  These 
are  known  as  youths'  sizes.  Some  later  styles  in 
.suits  (sweaters,  pullovers  and  hockey  toque  to 
match)  for  girls  and  heavier  sets  with  rah-rah  hats 
for  Ijoys.  have  bar  trimmings.  They  are  made  in 
cardinal  and  slate,  black  and  orange,  cardinal  and 
black,  royal  and  white,  fawn  and  khaki  to  fit  smaller 
sizes. 


Knit  and   Crochet   Lines 

Novelty  in   Infants'    Bootees  — Handsome 

Mules  or  Slippers  —  Knitted  Bags  —  Muffs, 

Scarfs,  House  Jackets  —  Mercerized  Laces 

Much  Used. 

THE  fancy  lines  of  knitted  and  crocheted  goods 
are  now  coming  in.  These  are  the  goods  which 
will  be  offered  for  next  season's  sale  right  up  till 
Christmas,  1912.  There  are  some  lines  which  are 
quite  new  to  the  trade,  and  others  which  will  be  re- 
cognized as  old  favorites  with  new  features. 

Infants'  bootees  are  offered  in  new  styles.  The 
most  notable  of  these  was  a  high  top  effect  of  fine 
white  wool  with  pale  blue  ribbon  bindings  and  but- 
tons. This  was  a  miniature  of  the  carriage  boot  so 
popular  for  wear  as  a  protector  of  evening  slippers 
and  to  keep  the  feet  warm.  The  deep  opening  made 
the  bootee  easy  to  draw  off  and  on.  Bootees  are 
offered  with  the  ridge  top  mentioned  above,  and  this 
is  an  improvement  because  there  is  no  likelihood  of 
the  toe  being  too  tight,  while  at  the  same  time  the 
ugly  spreading  and  bagginess  of  the  top  of  the  ordin- 
ary knitted  slipper  or  bootee  which  has  been  used  a 
few  times  is  effectually  prevented. 

Mercerized  flosses  are  also  used  to  advantage  in  the 
construction  of  infants'  goods.  This  is  true  of  bootees 
and  also  of  the  large  pieces,  such  as  house  jackets  and 
wraps.     The  dainty  colors  are  a  special  advantage. 


New  Designs  in  Slippers 

Slippers  for  sale  during  the  coming  year  present 
many  pretty  new  features.  Manufacturers  have  been 
intent  on  the  study  of  how  to  attain  the  right  results 
with  the  new  mercerized  flosses  which  are  now  play- 
ing such  an  important  part  in  the  fancy  goods  lines 
generally.  The  high  lustre  of  the  more  recent  inven- 
tions in  these  lines  tempts  the  designer.  In  addi- 
tion, the  mercerized  flosses  are  very  durable  and  pre- 
sent a  far  finer  appearance  than  the  wool,  although 
the  latter  retain  the  advantage  of  warmth.  As  a  re- 
sult of  this,  the  more  ornamental  numbers  this  sea- 
son tend  to  be  made  of  the  floss,  while  those  meant 
for  cold  weather  wear  are  of  wool. 

Among  the  former  type,  there  are  some  hand- 
some mules,  or  slippers  with  a  toe-cap,  but  without 
any  heel  portion.  These  have  special  soles  covered 
inside  with  satin  to  match  the  shade  of  the  slipper. 
There  is  also  a  puff  or  bow  in  the  same  shade. 

A  new  design  is  shown  in  slippers  of  crochet  or 
knitting.     The  toe  is  shaped  like  that  of  a  wooden 


Boys'    IvPitted    8-piece   suit,     lioclsey     cap,    coat     and     pullovers    to 

uiatcli,  all  combination  colors.    Tlie  Monarch  Knitting  Co., 

Dunnville. 
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Sell  This  Hosiery 
With  Confidence! 


A  heavy  demand  for  Pen- Angle  Hosiery  al- 
ready exists,  but  it  is  going  to  be  greater 
than  ever  this  Spring.  Our  big  advertising 
is  sure  to  send  new  customers  to  your  store, 
and  they'll  demand  Pen- Angle  Hosiery.  It's 
up  to  you  to  give  them  what  they  want. 
Perfect-fitting,  shape-retaining  and  com- 
fortable —  the  Pen- Angle  line  includes 
everything  in  up-to-date  hosiery. 

Stock  It  Now! 

You  can  stock  Pen- Angle  Hosiery  with  cer- 
tainty, for  the  Pen-Angle  Trade  Mark  on 
any  article  not  only  stands  for  the  utmost 
in  quality,  but  adds  to  the  good  name  of  the 
store  that  sells  it. 


Made  by  Pmmans  Limited,  Paris,  Canada 

UNDERWEAR,  SWEATERS,  HOSIERY 
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Are  You  Getting 


TD  IGHT  in  your  tow^n  there  is  a  mighty 
nice  business  by  itself  in  the  infants' 
and  young  children's  trade. 

Sell  only  infants'  goods  which  you  know 
are  right  and  w^hich  mothers  everywhere 
have  found  satisfactory. 

Start  now  to  make  your  store  the  "baby 
store"  in  your  town.     It  will  pay  you. 


Little  Darling 

REGISTERED 

Made  of  selected  Aus- 
tralian lamb's  wool  in 
black,  tan,  cardinal,  sky 
blue,  pink  and  cream, 
dyed  with  sanitary  pro- 
cess dyes,  insuring  fabric 
especially  suitable  for 
infants'  wear.  Sizes  4  to  7. 
Silk  heels  and  toes. 


Largest  Hosiery  Mfrs.  in  Canada 

Sole  Selling  Agents 
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The  Baby's  Trade  ? 


/^NE  of  the  essentials  of  a  baby's  out- 
fit is  stockings.  Our  Little  Darling 
and  Little  Daisy  brands  are  everything 
an  infant's  stocking  ought  to  be,  and  every 
mother  knows  just  what  that  means. 

See  that  your  stock  of  sizes  and  colors 
in  these  popular  brands  are  complete,  and 
you  can  be  sure  you  have  the  best  in  in- 
fants' hosiery.     Beware  of  substitutes. 


Jobbers 


Knitting  Co., 

Hamilton  Welland 

Montreal  & 


Toronto 
Winnipeg 


Little  Daisy 

REGISTERED 

Made  of  the  same  high 
quality  yarn  used  in 
Little  Darling  brand,  and 
dyed  by  the  same  pro- 
cesses in  black,  tan,  car- 
dinal, sky  blue,  pink,  and 
cream,  having  plain 
spliced  heels  and  toes, 
and  made  up  to  size  85 
for  children  up  to  12 
years  of  age. 
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shoe,  with  a  ridge  along  the  top  of  the  sHpper.  This 
type  is  quite  high  and  usually  has  a  deep  cuff  effect 
at  the  ankle.    This  may  be  in  stripes  or  mixed  effects 


Sailor  collar  model  with  fiux-y  stitch  in  champagne  and  fawn 
or  other  color  combinations.  A  promising  style  for  misses  and 
girls.     Monarch   Knitting  Co.,   Dunnville. 


to  contrast  with  the  general  shade.  These  two  types 
of  slipper  were  seen  in  mercerized  floss,  but  the 
latter  was  also  offered  in  wool.  Shades  were  light 
and  dainty  by  preference. 


The  Silk  Knitted  Bag 

A  line  of  bags  which  has  met  with  more  success 
than  at  first  expected,  and  which  will  be  offered  the 
trade  for  serious  consideration  this  season  is  the 
silk  knitted  bag.  This  is  to  be  used  as  a  general 
purpose  article  as  well  as  for  evening  wear.  This  is 
the  difference  between  it  and  the  old-fashioned  floss 
or  silk  bag  of  crochet. 

The  bag  which  is  selling  is  a  long,  comparatively 
narrow  affair,  with  cord  and  tassel  finish  in  some 
cases,  but  more  often  with  the  old-fashioned  draw- 
rings,  which  slide  up  and  down  the  bag  and  make 
it  possible  to  use  both  ends.  This  type  is  a  revival 
of  one  which  used  to  be  immensely  popular,  but  which 
has  not  been  heard  of  for  a  considerable  time.  It 
is  specially  favored  by  women  of  middle  age,  al- 
though fashionable  this  season  for  all. 


Muff,  Scarf  and  Cap  Sets 

Children's  sets  of  muff,  scarf  and  cap  have  been 
largely  featured  during  the  past  season  and  sold  well 
in  many  places.  These  sets  are  sometimes  carried 
where  children's  furs  are  shown,  but  this  seems  rather 
hard  on  the  latter  line,  as  the  sets  are  considerably 
cheaper.  Stripe  border  effects  were  popular,  coming 
in  shades  of  Saxe  or  red.  Scarfs  have  knotted  or 
plain  fringe  finish.  Caps  were  shown  both  in  the 
aviation  and  the  skating  cap  style. 

* 


Hug-me-tight  Sweaters 

There  has  been  considerable  more  movement  than 
for  some  seasons  past  in  lines  of  women's  house  jac- 
kets, or  hug-me-tight  sweaters,  as  they  are  sometimes 
called.  These  are  greatly  exploited  by  leading 
women's  journals  and  magazines,  and  they  are  of- 
fered as  a  suitable  gift  article  during  the  holiday 
season  by  all  large  stores.  Their  use  as  an  inside 
coat  for  evening  wear  is  now  quite  general,  and  dainty 
shades  in  wools  and  also  in  mercerized  flosses  are 
called  for.  These  jackets  are  ribbon-run  and  trim- 
med in  shades  to  match. 

Handsome  Scarfs  for  Men 

In  scarfs  for  men's  wear  on  dressy  occasions,  the 
tendency  this  year  seems  to  be  towards  the  smooth 
weave  and  a  less  glossy  and  at  the  same  time  a  heavier 
finish.  The  honeycomb  weaves  are  still  leading  lines 
for  popular  selling,  but  the  manufacturers  are  put- 
ting out  a  fine  silk  weave  as  a  high  novelty.  This 
scarf  has  a  very  handsome  and  rich  appearance,  and 
yet  it  is  quite  popular  in  price  and  is  made  up  of 
the  artificial  silk,  which  insures  weight. 


Children's  and  babies'  eiderdown  coat  made  in  all  colors,  silk 
trimmed  with  self  shades,  lined  caput  and  silk  cord  to  match. 
Gait   Knitting  Co.,   Gait. 
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HEWSON  Pure  Wool  Textiles 

"Made  in  Amherst" 

One  of  the  33  Salesmen  covering  Canada  from  C.  B. 
to   B.  C.   will  see   you  soon  with  the  famous  line  of 

Hewson  Sweater  Coats  and 
Hew8on  Unshrinkable  Underwear 

1912  so  far  has  beaten  all  records—The  large  buyers 
are  coming  in— We  shall  welcome  the  business  every 
merchant  sends  and  give  to  all  the  care  and  skill  which 
our  enlarged  factory  makes  available  this  year— Wait 
for   the   Hewson    man    and    see    the    Quality    Goods. 


Hewson   Pure   Wool  Textiles 

AMHERST  LIMITED  NOVA  SCOTIA 

Owning  and  operating  the  Famous  Hewson  W^oolen  Mills 
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Ripple  Eiflerdown  house  gown  with  satiu  trimmings,  heavy 
cord  and  tassels,  buttons  and  frogs  to  match.  CJalt  Knitting  Co., 
Gait. 

Kimonas   for    Fall    Selling 

Garments  of  Eiderdown  and  Fleece  Fabric 

Richly  Trimmed  —  Garments  for    Girls  at 

Boarding  School. 

NOVELTIES  in  ripple  and  plain  eiderdown 
and  fleece  fabric  kimonas  for  lall  selling 
are  being  presente  1  to  merchants  this  week. 
Samples  are  exact  reproductions  of  models  from 
Philadelphia  designers,  which  is  an  assuranca  of  very 
latest  innovations.  Orders  are  taken  for  August  and 
September  and  ranges  are  more  comprehensive  than 
ever. 

In  long  kimonas,  all  qualities  of  eiderdown  at 
Sr>  to  $].5.  retailing  prices,  there  is  an  ainoiinl  of  nov- 
elty and  style,  both  in  designs,  trimmings  and  finish. 
Last  season's  garments  were  considered  high-class  bat 
this  year  ranges  are  still  more  elaborate  and  instead 
of  $(S  each  being  an  outside  price,  r.ew  numbers  cost 
as  high  as  $10  each. 

Rich  Satin  Trimmings. 
Eiderdown  lounging  kimonas,  house  or  dressing 
gowns  and  bathrobes  have  more  satin  trimmings 
than  usual  as  it  is  a  feature  of  the  trade,  that  they 
cannot  be  overtrimmed  to  suit  custDiaer-^.  All  satin 
bands,  silk  or  mercerized  girdles  and  buttons  are  in 
self  colors  and  eiderdown  shade  cards  include  sky, 
mauve,  cardinal,  navy,  rose  and  gray  a=;  preferred  by 


the  trade.  Both  long  and  .short  sleeves  are  favored 
as  usual.  One  novel  short-sleeve  model  in  mauve  is 
trimmed  with  wide  bands  of  self  satin  on  sleeves, 
front  and  collar.  Another  gown  with  long  sleeves  is 
finished  with  striking  Persian  band  trimmings. 

Dojnet  fleece  fabrics  are  shown  in  a  variety  of 
fancy  colorings,  neat  designs  or  largor  11  oral  patterns. 
They  are  principally  in  grays  and  greens  and  several 
numbers,  with  a  difference  in  quality  only,  make 
serviceable  and  right  priced  garments,  allowing  a 
liber.ol  margin  of  profit. 

For  the  College  Girl. 

A  new  departure,  which  should  appeal  to  mer- 
chants is  in  suitable  sized  gowns  for  girls  at  board- 
ing school.  As  is  natural,  when  one  young  lady  has 
a  pretty  house  wrap,  all  her  girl  friends  want  one  like 
it.  These  are  made  in  all  shades  of  eid(;rdown  and 
pretty  patterns  of  fleeced  domet.  One  style  to  retail 
at  $3  each  and  a  better  line  is  finished  «vith  braid 
to  mntch. 

In  shorter  kimonas  or  breakfast  jackets,  there  are 
a  number  of  different  garments  made  from  the  same 
ranges  of  cloths  and  shades.  One  dainty  style  with 
Hamburg  trimmings  retails  at  $2.50  e'loh. 

Novelties  for  Babies 

For  babies,  there  are  a  few  new  novelties,  especial- 
ly a  soft,  warm  eiderdown  coat  trimmed  with  self 
colored  silk  or  .satin,  lined  caput  and  neat  silk  cord 
girdle  with  tassels.  Infants'  long  barrow  coats  are 
made  of  white  eiderdown  only  and  finished  with 
contrasting  silk  stitchings.  Silk,  satin  or  .-aceen  lin- 
jngs  are  had  as  ordered.  ' 


Toques,  Caps,  Hoods,  Scarfs 

New  Interest  in  Aviation  and  Motoring 
Head  Wear  —  New  Scarfs  for  Everyday 
and  Evening  Wear  —  Close-knit  Petticoats 

STOCKING  toques  and  hockey  caps  are  sampled 
in  all  colors,  either  plain  or  pineapple  weave, 
as  in  other  years.  Motor  hoods,  with  one  or  two 
new  numbers,  and  aviation  caps,  both  hand  crochet 
or  machine  knit,  are  different  enough  to  maintain 
interest.  One  new  machine-made  aviation  cap  has 
points  drawn  down  on  each  side  and  fastened  with 
buttons. 

New  styles  in  hand  crochet  caps  are  thought  well 
of  by  wholesale  buyers,  who  expect  next  season's 
sales  to  show  marked  increase  on  this  account.  Buy- 
ers were  found  short  this  season  owing  to  lack  of 
confidence  in  early  reports.  This  is  by  no  means 
a  singular  instance.  Usual  colors  were  foremost 
Senorita  and  Motor  Scarfs. 

Possibly  the  greatest  strides  in  manufacturing 
knit  goods  novelties  is  shown  in  senorita  and  motor 
scarfs  for  every  day  and  evening  wear. 
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The  aim  of  every  buyer  is 
to  stock  up  with  good  lines 
that  are  well  advertised, 
lines  which  are  in  demand, 
which  sell  quickly  and  give 
satisfaction. 


''Onyx'  ^^  Hosiery 


TRADE  MSmmS!^    MARK 


''Merode  "^si,  Underwear 

Harvard  Mills" 

M^slU  Underwear 

are  the  brands  for  you. 

There  is  a  reserve  stock  to  hll  your  duplicate  orders. 
Keeps  your  stock  down  and  makes  your  turnovers 
profitable.        Every   article    bearing   our    Trade    Mark 

''Onyx"    Hosiery 

''Merode '' 
''Harvard  Mills' 


fZzU  Underwear. 

are  the  very  best  we  can  find. 

Lord  &  Taylor 

Wholesale  Distributors 
NEW  YORK 
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These  are  made  on  improved  machines  in 
charge  of  experts.  Materials  and  designs  are  new 
and  entirely  correct.  There  is  the  regular  number 
with  plain  centre  and  plain  contrasting  border  and 
a  new  sample  in  fancy  stitch  lace  insertion  effect  in 
combinations  of  mauve,  pink,  sky,  wine,  heliotrope 
and  maroon  on  white. 

Motor  scarfs,  plain  weave  for  men  and  different 
stitch  for  ladies,  are  beautiful  in  quality  and  much 
improved  in  fini.sh.  They  are  made  in  full  com- 
plement of  colors.      Two   rich   scarfs  in   pure   silk 


Liuks  and  links  weave  with  sliawl  collar  pockets  and  cuffs 
fluisherl  in  color.  An  exceptionally  stylish  anil,  good-fitting 
garment.     Monarch   Knitting  Co..   Dunnville. 

feature  bar  ends  in  fancy  designs,  white  with  blue, 
tan,  gray  or  myrtle  and  lace  stitches  in  plain  shades, 
of  which  white,  gray,  tan,  or  bisque  and  black  are 
leaders.  Samples  are  quoted  from  $4.50  to  $48,  and 
for  senoritas  $12  and  $13.50  per  dozen.  Mufflers 
are  $2.25  to  $4.50. 


Close   Knit   Petticoats 

In  past  seasons  merchants  have  advocated 
knitted  skirts  for  warmth  without  any  regard  of 
fitting.  Next  season  shorter  petticoats  in  close-knit 
weave  will  not  drag,  and  which  conform  to  prevail- 
ing style  demands  will  be  wanted  as  advantages  are 
seen.  These  underskirts  are  made  in  usual  colors 
with  3-piece  band  fitting  over  hips,  in  length  reach- 
ing the  knees,  without  retarding  comfort  and  giving 
warmth  through  weight  and  closeness.  A  line  of 
skirts  for  misses  is  also  being  shown  in  sizes  14  and 
16  years. 


Better  Underwear  Business 

Opportunity  for   the  Merchant  to  Develop 
Strong  Department— Western  Trade  Tak- 
ing Higher  Grades  —  Later  Novelties. 

ANUFACT  U  R  E  R  S' 
and  jobbers'  ranges  of 
underwear  are  now 
complete  and  it  rests 
with  each  buyer  to  de- 
cide sooner  or  later, 
what  quantities  of  rec- 
ognized numbers  he 
will  require.  In  regard 
to  individual  lines  at 
the  mills,  it  is  only  a 
matter  of  preference 
and  trade  catered  to, 
which  buyers  have  to 
consider.  Manufactur- 
ers' ranges  have  qualities  which  are  confined  to  them 
and  also  strong  points  of  detail,  finish  or  improve- 
ment. It  must  be  admitted  that,  considered  in  com- 
parison, staple  ranges  are  equally  good,  practically 
contain  identical  grades  in  a  great  many  cases  and, 
from  a  value  standpoint,  there  is  no  apparent  ad- 
vantage. 

General  impressions  formed  by  seeing  one  line 
in  competition  with  another  readily  explains  the 
selling  advantages  in  regard  to  medium  or  high-class 
demand. 

Branded  Lines  Build  up  Sales. 

Outside  of  the  adyertised  exclusive  lines,  buyers 
who  do  not  confine  tjheir  orders  to  one  mill  but  are 
anxious  to  confine  numbers  bought  are  recognizing 
advantages.  Again,  adhering  to  one  branded  line 
and,  depending  on  consequent  demand  through  satis- 
faction, the  merchant  builds  up  sales  and  serves  a 
certain  trade.  Every  merchant  cannot  feature  all 
makes  nor  is  he  able  to  discern  between  selling  ap- 
pearance or  merit  of  trimmings  and  finish  by  carry- 
ing these  in  his  mind's  eye,  in  considering  different 
ranges.  It  is,  therefore,  understood  that  as  far  as 
possible  orders  are  booked  with  one  mill  or  two  at 
the  outride,  so  as  to  have  patented  or  knitting  fea- 
tures. 

Demand  and  Location. 

But  do  merchants  carry  representative  lines  of 
high-grade  underwear?  "Western  underwear  business 
.<eems  unlimited,  when  compared  with  Eastern  sec- 
tions and  this  is  no  doubt,  because  merchants  here 
stop  at  prices  quoted  in  one  range  or  find  their  trade 
small.  Of  course,  these  better  lines  have  to  be  stock- 
ed, and  one  trouble  found  is  that  salespeople  sell  25c 
and  50c  underwear  very  often  as  the  line  of  least  re- 
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THE     LATEST     IDEA     IN     MUFFLERS 

THE  CLIMAX 

This  new  muffler  is  a  decided  improve- 
ment over  any  muffler  yet  oi?ered. 

It  combines  warmth  and  comfort  and 
has  the  neat  dressy  appearance  of  other 
standard  mufflers.  It  has  a  style  that  no 
other  can  boast  of — a  style  all  its  own. 

It  is  made  in  both  mercerized  cotton 
and  artificial  silk,  knit  in  one  piece, 
with  a  neck-band  of  a  different  stitch 
from  the  ends  w^hich  form  the  chest 
protector,  and  this  feature  shows  the 
neck-band    to   advantage.       It   fastens   with   two   dome   fasteners   at   the    back  of  the  neck. 

Write  for  samples  of  this  innovation.     Write  to-day.     It  will  be  a  seller. 

ir.TWI.  BALLANTYNE,  Limited 


STRATFORD, 


Manufacturers  of  Beaver  Brand  Knit  Goods. 


ONTARIO. 


jfcsi^^rr-c^''-'^ 


We  are  now  receiving  and  putting  into  stock 
complete  ranges  of  Qj/ee/lQua^ityl  Hosiery 
and  Gloves  for  Women  and  Children. 

Also      f\[ngQualiiu^    Mens    Half    Hose   for 
Spring  1912. 

MAIL  ORDERS  WILL  RECEIVE  OUR  PROMPT  ATTENTION. 

Our  travellers  will  call  upon  you  shortly  with  full  range  of  Hosiery, 
Men's  Half  Hose  and  Cashmere  and  Ringwood  gloves  for  Fall  1912. 

THE  RICHARD  L.  BAKER  CO.,  TORONTO,  ONT. 
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.distance,  when  a  little  effort  would  interest  customers 
in  better  numbers.  It  is  advisable  that  some  atten- 
tion be  paid  both  to  improvements  in  Fall  underwear 
and  to  lines  which  are  high-class  in  quality,  style  and 
finish.     These  are  found  very  often  as  part  of  a  dis- 


Misses'  fine  wool  com- 
bination suit  illustrating 
"browine"  effect.  Front 
composed  of  double-ply  of 
material.  Buttoned  on 
shoulders  and  on  sides. 
Courtesy  Greenshields, 

Ltd..    Montreal. 


tinctive  feature  of  individual  ranges  and  while  it  is 
not  necessary  for  merchants  to  change  their  brand 
they  must  consider  these  numbers. 

Later  Novelties. 

Merchants  are  surely  interested  in  season  novel- 
ties, new  lines  and  improvem.ents  which  include  pat- 
ented close-crotch  combinations  for  men  and  child- 
ren and  now  being  brought  out  for  women ;  patented 
vests  for  infants  and  children,  the  introduction  of 
new  inset  shoulders  on  cheaper  vests  and  seamless 
body  combinations.  These  all  serve  to  broaden  de- 
partments and  qualities  can  be  had  to  meet  all  classes 
of  trade. 

A  notable  instance  of  the  influence  of  Western 
requirements  indicates  that  Western  merchants,  be- 
.sides  selling  qualities,  also  demand  style  features 
first.  A  new  line  of  women's  and  children's  eques- 
trienne tights  has  just  been  prepared  in  response  to 
inquiries  from  Western  travelers.  Samples  are  made 
in  knee  and  ankle  length  and  have  embroidered  top 
with  inserted  elastic  band  and  fitting  in  with  the 
range  of  black  tights,  sky,  navy  and  seal  brown  are 
wanted. 

Among  the  better  numbers  are  qualities  made  of 
fine  India  cashmere  and  silk  and  wool,  which  repre- 
sent the  cream  of  Canadian  underwear  manufacturing 
and  it  is  plausible  that  if  Western  stores  handle  these 
qualities  with  increasing  success  there  should  be 
equal  opportunity  for  many  merchants  at  first  hand. 
Several  stores  lare  already  doing  a  splendid  trade  in 
these  qualities  and  it  is  not  by  any  means  confined  to 


exclusive  departments,  but  is  within  the  reach  of 
every  enterprising  merchant,  who  caters  for  this 
business. 

Infantile  Bands. 

Mothers,  in  accord  with  the  development  of 
health  and  comfort-giving  underwear  for  infants, 
will  be  interested  in  improved  bands.  They  are  re- 
versible with  diaper  tabs  attached,  front  and  back, 
in  a  way  to  prevent  sagging  or  tearing  and  are  in- 
tended for  baby's  first  garment.  Fine,  soft  Austral- 
ian wools  are  used  to  make  these  garments  so  essen- 
tial to  the  ranges  of  infanls'  underwear. 

Taken,  all  in  all,  either  as  separate  ranges  in  com- 
petition or  as  a  Whole,  to  size  up  this  Fall  season's 
ranges  will  mean  careful  selection  and  buyers  are  a 
advised  to  this  effect.  To  attain  and  build  up  a  more 
comprehensive  and  attractive  showing  and  cater  for 
better  business,  sums  up  the  opportunity  for  this 
coming  year.  Merchants  have  their  own  viewpoint 
guarded  by  their  individual  locality  and  underwear 
handled,  but  in  all  the  ranges  there  seems  to  be  a 
greater  opportunity  for  merchants  to  feature  more 
of  the  better  numbers  with  success. 


High   Hosiery  Standards 


H 


Feature  of  Canadian  Market  —  Merchants  on 

Equal  Footing  with  Large  Stores  —  New  Silk 

Lines  —  Dependable  Quality  the  Aim. 

OSIERY  travelers     completed     their     sample 
ranges,  so  as  to  go  on  the  road  directly  after 
New  Year's  and  reports  are  beginning  to  come 
in. 

In  speaking  of  domestic  cashmere  hosiery  for 
Fall,  ranges  have  reached  a  standard  which  is  fast 
becoming  a  dominating  feature  of  the  Canadian 
market.     For  Fall,  numbers  and  qualities  are  un- 

( Concluded  on  page  152) 


Pullover  or  equestrienne 
tights  with  embroidered  or  satin 
band.  Colors :  sky,  navy  and 
brown ;  a  development  of 
western  demand.  The  C. 
Turnbull   Co.,   Gait. 
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Is  It  Worth  Anything 
TO  KNOW 


that  the  goods  your  customers  want  are  available  when 
you  are  most  in  need  of  them  ? 

If  you  knew  that  the  only  thing  that  separated  you  from 
all  the  advantages  of  dealing  with  an  up-to-date  firm  was 
a  small  order  for 


BRAND 


UNDERWEAR 


wouldn't  you  send  it  in  at  once  ? 

Look  over  your  stock.  There  may  be  something  you  now  need. 

PEERLESS  UNDERWEAR  CO. 

Hamilton,     -     Canada 

WE  ARE  REPRESENTED  BY 

ONTARIO— C.  &  A.  G.  CLARKE,  Empire  Building,   Wellington  Street  West,  Toronto. 
BRITISH  COLUMBIA- GEORGE  A.  CAMPBELL  &  CO.,   Mercantile  Block,  Vancouver,  B.C. 
QUEBEC— J.  CARSON,  1  12  St.  Peter  St..  Montreal ;  ERNEST  HAMEL,  I  15  St.  Joseph  St.,  Quebec,  Que. 
MARITIME  PROVINCES— G.   A.  WOODILL,  20  and  21    Roy  Building,  Halifax,  N.S. 
MArJITOBA,  SASKATCHEWAN,  ALBERTA— HANLEY,  MACKAY,  CHISHOLM  CO..  Limited, 
129  Albert  Street,  Winnipeg,  Man. 
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Full  Fashioned, 

Hand  Finished, 

Tailor  Made 

SWEATER 
COATS 

The  Ken  Knit.  They  meet 
the  increasing  demand  for 
high-grade  Sweater  Coats 
that  look  like  coats.  Every- 
one is  taking  them. 

They  are  also  made  in  the 
"Shaker     Knit     Style." 

Write  for  samples 
and  prices. 

The  Ken  Knit 
Company, Ltd. 


WOODSTOCK. 


ONTARIO 


AGENTS 
Northwest,  S.  Groff  &  Sons. 
Winnipeg.  Ontario.  I.  E.  Mc- 
Clunff.  Toronto.  Queeec.  P.  de 
Gruchy.  Montieal.  Maritime, 
F.  S.  White.  St.  Stephen.  N.B.. 
British  Columbia.  Allan  &  Lang, 
Vancouver. 


A  COMBINATION  of 
VALUE  and  STYLE 

gives  selling  powers  to  the 
1912  range  of 

"SCOTT" 

SWEATER 

COATS 

for  ladies  and  gentle- 
men that  cannot  well 
be  overlooked. 

We  make  Jerseys  and 
'  Sweaters    to    order   in 

■  club  colors. 

Write  for  Catalogue 
and  prices. 

SCOTT  KNITTING  COMPANY 


24  RYERSON  AVE. 


TORONTO 
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Radium    Hosiery 


Build  Your  Hosiery 
Business  on  the 

Foundation  Offered 
by  this  Label 

The  "RADIUM"  Label 

is  the  hall-mark  of  quality,  perfect  fit  and 
guaranteed  black  in  Women's  Hosiery.  See 
that  your  stock  bears  this  guarantee  of  big 
satisfactory  business. 

Every  pair  of  "  Radium  "  brings  a  good 
amount  of  profit  to  the  mer- 
chant  without   great   outlay. 

Every  pair  you  sell  is  a 

surety  that  your 

customer    will 

come  again.   See 

our  samp- 

les    now 

and     start 

the    new 

year  right. 


Perrin  Freres  &  Cie. 


28  Victoria  Square 


:  n- : 


Montreal 
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New  Style  Features  of 

MONARCH  KNIT 

GOODS 


Novelties  to  tone  up  your 
range  for  early  tourist  or 
outing  business. 

The  finest  yet,  is  a  very  mild  assertion  unless  you  know  the  past 
past|[records  of  "Monarch  Knit"  Line,  yet  it  is  the  truth — our  1912 
1912    range  far  surpasses  anything  yet  attempted. 


Here  are  the  features; — 

Natty,  classy  garments,  'staple 
and  novelty  weaves,  including  new 
racks,  links  and  links,  shell  and 
cardigan  stitches,  all  wool,  wood 
silk  and  wool  and  pure  silk. 

W^e  are  show^ing  all  the  .new 
colors  and  style  combinations  in 
ladies'  sweater  coats  in  26  to  45 
inch  lengths,  with    the   new  raglan 

shoulder,  roll,  shawl,  military,  sailor  and  tri-coUar.     73  lines  to 

choose  from. 

Prepare   for   early   and   mid-Summer   tourist   demand    for 
longer    coats. 


The  Monarch  Knitting  Co.,  Ltd. 

DUNNVILLE,  ONT.  ST.  CATHARINESIONT. 

ST.  THOMAS,  ONT.  BUFFALO,  N.  Y. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


142 


KNITTED     GOODS 


Dry  Goods  Review 


Something  New  for  1912 
The  TRI-COLLAR 

It  makes  the  V.  Neck,  a  High  Collar  or  the 
Double  Collar. 

This  is  the  new  feature  in  "  Monarch- Knit  " 
Sweater  Coats  for  1912  and  an  undeniable  im- 
provement over  the  ordinary  style  of  collar. 

For  warmth,  the  high  way  may  be  used ; 
for  Summer  outing  wear,  the  collar  may  be 
turned  back  over  the  shoulder  and  back,  or 
turned  inside  the  coat,  giving  V-shaped  effect 
at  neck,  or  it  may  be  used  as  a  double  collar. 

We  are  showing  76  lines  of  men's  coats  in 
new   weaves,  colors   and  color  combinations. 

See    Our    1912    Range 

The  Monarch 

Dunnville,  Ont.  St.  Catharines,  Ont. 
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The   Shaker    Knit    Coat 

Knit  in  one  piece. 
Full  Fashioned. 

As  a  new  development  for  men,  we  are  in- 
troducing the  new  ONE-PIECE  KNIT 
SWEATER  COAT,  which  will  be  the  feature 
for  Fall  1912. 

This  coat  is  knit  on  Spring  Needles  by  ex- 
pert operators.  The  lines  are  full-fashioned 
and  every  coat  is  finished  with  selvedge 
edges  and  knit-in  pockets.  It  has  great  elastic- 
ity and  gives  greater  freedom  of   movement. 

Our  consumer  advertising  campaign  this 
Summer  will  create  a  big  demand  for  this 
knit-to-fit  sweater  coat.  Order  your  stock 
now— remember  the  No.,  M  53  and  the  brand 
"  MONARCH-KNIT." 

Knitting  Co.,  Ltd. 

St.  Thomas,  Ont.  Buffalo,  N.Y. 
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Misses    and  Youths'  Dept 

The  demand  for  knit  outer  garments  for  the  juvenile  has  in  past 
years  been  increasing  far  more  rapidly  than  the  manufacturers  could 
meet  it,  with  the  result  that  there  has  been  much  dissatisfaction  in 
getting  orders   filled. 

We  are  paying  special  attention  to  this  department  this  season 
and  it  will  pay  the  merchant  to  stock  "Monarch  Knit"  Juveniles  for 
profit.  We  are  now  showing  a  complete  range  of  Boys',  Youths', 
Misses"   Sweater  Coats  and  Suits,  all  styles,  all  colors. 

COMPLETE 
RANGE  OF 

BOYS' 
YOUTHS' 
MISSES' 

SWEATER 
COATS 


ALL  STYLES 


ALL  COLORS 


Our  samples  comprise  many  new  numbers  in  this  department 
both  for  boys  and  girls,  in  plain  and  novelty  weaves,  with  or  without 
the  new  1912  "  MONARCH  KNIT  "  feature— 

THE  TRICOLLAR 

Make  a  straight  bid  for  bigger  profitable  business  this  year  by 
going  into  the  juvenile  knit  goods  stronger. 

Increased  facilities  enable  us  to  insure  prompt  deliveries. 

THE  MONARCH  KNITTING  CO.,  Limited 


DUNNVILLE,  ONT. 

ST.  THOMAS,  ONT. 


ST.  CATHARINES,  ONT. 
BUFFALO,  N.  Y. 
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FRANKLIN  KNITTING  MILLS 

NEW  YORK  CITY 

We  are  showing  an  entirely  new  range  of  pure  silk  Accordion  Knitted  Motor  Scaifs  and 
Ties.  We  have  at  our  disposal  the  services  of  the  best  designers,  and  are,  therefore, 
continually  showing  new  styles  and  novel  effects. 


We  are  receiving  new  designs  weekly  from  New  York,  and  shall  at  all  times  be  pleased  to 
submit  samples  on  request.  We  are  also  in  a  position  to  execute  any  special  designs  which  our 
customers  may  wish  to  submit  to  us,  sending  samples  before  proceedmg  with  such  special  orders. 


AGENTS    FOR  WESTERN  CANADA 

SEWARD  BROS.,  251  St.  James  St.,  Montreal 


AGENTS  FOR  TORONTO  AND  EAST 

J.  0.  BOURCIER,  Room  56,  59  St.  Peter  St.,  Montreal 


Health  Brand 
Underwear 


Our  stock  is  now  complete  in  all  lines 
of  Spring  Weights  for  Women  and 
children. 

We  have  also  a  complete  stock  of  short  and 
no  sleeve  Women's  Vests  in  medium 
weights  at  all  prices. 

If  you  are  not  handling  Health  Brand 
Underwear,  please  see  our  samples  which 
are  now  on  the  road  with  our  salesmen,  as 
we  are  sure  you  will  place  an  order  for 
Fall,  1912,  after  having  .seen  our  values. 


Greenshields  Limited 

Montreal 


That  Tailored 
Touch 

so  impossible  in  inferior  garments  and  yet  so  abso- 
lutely desirable  in  high  grade  goods  is  the  dominant 
feature   of  the 

"DOMINION" 
SWEATER 
COAT 

y'l%jS>   Every  line    is    graceful    and 
■"'    iv_/        every  stitch  is  perfect. 


This  brand  of  coats  is  one 
of  the  most  noted  in  Canada 
and  it  will  pay  you  to  carry 
it  in  stock. 

Let  7ts  sen  J  samples 


A.  Burritt  &  Co. 

MITCHELL,   ONT. 
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A  reputation  that  is 
twenty  years  strong 
goes  into  every 
hosiery  department 
Selling  stockings 
stamped 


Fashions  and  fads,  times  and  tariffs, 
change,  but  the  era  of  Hermsdorf 
Dyed  Fast  Blacks  is  as  changeless 
as  the  dye  itself.  Hosiery  making 
has  been  improved,  but  science 
has  failed  to  pi  o vide  a  better,  a 
purer,  a  more  permanent  black 
dve    than   Hermsdorf  Fast  Black. 

A  reputation  that  is  twenty  years 
strong  goes  into  every  hosiery 
department  that  features  Herms- 
dorf Dyed  Fast  Blacks. 

Don't  risk  your  reputation  on  anf 
kind  of  black  stocking — but  rely 
on  the  name  that  stands  for  clean- 
liness,   purity,    fastness,   surety — 

"Tho  name  that  soils  the  stocking. 


^^^a/^^^im4i:^t< 


Works  :  Chemnitz,  Saxony 

Aiierican  Bureau  : 

235  W.  39th  St.,  N.Y. 

Write  for  FH  =  E  Book 
onadv-rtislngand 
Window    Trim- 
ming 


^RAH^ 


We've 
Got 

Growing 
Pains 

and  you  know  what  that  means  in  a  business.  It  means  bigger, 
healthier  business.  It  means  the  installation  of  better  facilities 
for  handlinK  the  business  we  have  and  pushing  out  after  more. 
This  is  exactly  the  position  to-day  of  the 

Maple  Leaf  Brand 
Underwear 

Growing,  growing,  growing,  and  Btill  growing— growing  in  sales, 
growing  in  popularity  and  alLbecause  it  is  made  of  the  best  yarns 
money  can  buy,  and  made  and  shaped  perfectly.  In  fact,  it  is 
underwear  made  to  build  business  on  not  just  for  profit. 

Let  us  hear  from  you  re  our  )  3t2  line 

Thos.  Waterhouse  &  Co.,  Limited 

In^ersoll     -     Ontario 


Selling   Agents 


Harold    F.    Watson,    Weldon    &    Co., 
Montreal 


TRADt^ 


MADE  BY 
•  "'SODERICH  KNITTING  CO 


Give 


MAPLE    LEAF 

Hosiery  and  Mitts 

a    Corner 

A  very  small  corner  of  your  store 
will  be  sufficient  to  prove  to  you  the 
value  of  a  first-class,  honestly  made 
line  of  knit  goods.  Give  "Maple 
Leaf"  Hosiery  and  Mitts  a  fair  trial 
this  year.  It  will  win  trade  and 
profit  for  you. 

See  our  new^  line  of  cashmere 
hose   for   1912. 

Goderich  Knitting  Company 


LIMITED 


GODERICH 


ONTARIO 


^. 
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MARK 
TIGER  BRAND. 


I 


T'S  mighty  satisfying  to  a  merchant  to  be  able  to  supply  his  customers  with  exactly 
what  they  want.       When  they  ask  for 


Tiger  Brand 

UNDERWEAR 

nothing  else  will  do,  for  they  have  either  already  worn  it  and  know  its  quality,  or  they  have 
heard  such  favorable  reports  on  it  that  they  are  determined  to  give  it  a  trial.  Fine-spun 
yarns,  woven  into  a  soft,  elastic  fabric,  and  fashioned  into  garments  of  a  variety  of  styles 
and  sizes  that  afford  a  fit  for  every  figure.  A  high  quality  garment  at  a  moderate  price. 
Be  prepared  to  show  Tiger  Brand  Underwear  and  to  answer  inquiries  for  it.  It  will 
make  sales  for  you,  and  better  still,  satisfied  customers. 

Gait  Knitting   Company,  Limited,  Gait,  Ont. 


THE  HALL-MARK  OF  Registered  No.  262.005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRtNCI- 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it   descends, 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
theWEIGHT  andSTRENGTH  ot  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unstirinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be   had    from    any  of   the  Leading 
Wholesale  Dry   Goods  Houses 


Store  Management-Complete 


16  Full-Pa£e 
lUastrations 


272  Palies 
Bound  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 

BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 
Complete 

$1.00  POSTPAID 

"Store  Management — 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may   be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTKR  v.— THE 
STORE  POLICY-What  it 

should  bo  to  hold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Meeting  cut  rates. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution. H  a  n  d  I  i  n  K 
telephone  calls. 
Courtesy.  Rebating 
railroad  fare.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Send  us  SI. 00.     Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

TECHNICAL    BOOK    DEPARTMENT 
143-149  University  Ave.,  -  Toronto,  Canada. 
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Oxford 
Underwear 

gives  maximum  wear 

and  gives  a  greater  amount  of  comfort  and 
satisfaction  to  the  wearer  than  any  other  at 
the  same  money  or  more.  W^e  guarantee 
every  garment  the  acme  of  perfection  in  make 
and  finish. 

There's  no  greater  money  maker  for  you 
in  the  trade.      Vo?i  shonld  see  our  igi2  line. 

OXFORD    KNITTING    CO. 

Woodstock  -  Ontario 


British  America  Dyeing  Co. 

GOLD     MEDALIST     DYERS 

of  every  class  of  Textile  Goods,  announce 
50  years  of  unexcelled  service  to  the  Dry 
Goods   Trade  throughout   the  Dominion. 

Established    1861  Head  Office  and   Works,   MONTREAL 


The  Review  *^  "^^  giving  a  service 
===  ^^=^=^=^=  with  its  two  issues  each 
month  that  is  impossible  with  a  monthly  paper. 
You  will  always  find  the  news  first  in  "The 
Review/'     The  paper  that  does  things. 
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H.  W.  PLANT  &  CO. 

LEICESTER,    ENGLAND 

Manufacturers  of  Cardigan  Jackets.   Vests.   Sweater  Coats,   Ribbed  and  Knit,   Children's  Hats 

Hoods,  Gaiters,   Infantees ;   AVomen's  and   Children's   Ribbed   Undervests.   etc.,  etc,,  etc.,  etc 

Diploma  of  Merit,  Royal  Military  Exhibition,  1890. 


I*  -a, 


V/e  are  showing  a  splendid  range 
of  Novelti'sin  Woollen  Mufflers. 
Motor  Scarves.  Caps.  Sweaters, 
Sweater  Coats,  etc.,  etc  ,  for 
Fall  1912. 

Let  us  know  your  requirements 
in  Knitted  Woollen  Goods.  'We 
can  fill  them. 


The  "Imperial"  Vest  Muffler. 
(  In  all  colors. ) 


The  "Aeroplane"  Muffler 
All  colors. 


Seward  Bros. 

251   St.  James  Street, 
MONTREAL,         P.Q. 

Sole  Agents  for  Canana. 


The  New   "Aerottte"   Hood  Muffler,  which  is 

proving  so    popular.     Make  sure  you  get  the 

"Aeroette."    (In  all  colors.) 


^tG»STf/?f^ 


Est'd 


1785 


TRADE  MARK 


BEEHIVE 

liNITTING  WOOLS 

—BRITAIN'S  BEST— 

J.  «5&  J.  BALDW^IN'S  BEEHIVE  AND  WHITE  HEATHER  specialties 
form  the  finest  range  available  from  any  source. 

AGENT :— DUNCAN  BELL, 


MONTREAL 
&  TORONTO 
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FUD^SHINGS 


Favored  Shirting  Cloths 

THE  present  vogue  of  soft  shirts  for  AVinter,  as 
well  as  Summer  wear  is  rapidly  causing  a  re- 
volution in  t)he  shirting  trade.  The  cloth  that 
has  probably  suffered  most  from  this  is  the  percale. 
Many  will  remember  when  there  was  practically 
nothing  else  worn  but  a  stiff  bosomed  shirt,  while  to- 
day, except  for  evening  wear,  the  stiff  bosomed  shirt 
is  almost  a  thing  of  the  past. 

The  cloth  manufacturers  have  realized  that  this 
is  more  than  a  passing  fad,  and  they  know  that  the 
soft  shirt,  has  come  to  stay.  It  has  economic  as  well 
as  hygenic  reasons  in  its  favor.  From  the  point  of 
appearance,  some  will  still  prefer  the  old-fashioned 
stiff  bosom,  but  this  belongs  to  the  days  when  even 
the  young  bloods  wore  waistcoats,  with  the  mercury 
at  90  degrees,  while  now-a-days  they  wear  a  belt  and 
a  soft  shirt,  and  the  next  step  may  be  to  wear  the 
belt  alone. 

English  Madrasses,  American  pongees  and  soies- 
ette  cloths,  have  found  an  outlet  here  that  their 
manufacturers  never  dreamed  of  when  they  were 
first  put  on  the  market.  The  Canadian  colored  yarn 
mills  and  the  Southern  American  mills,  are  begin- 
ning to  make  a  strong  bid  for  business  on  Madras 
cloths.  It  is  only  within  the  last  year  or  so  that 
the  South  has  begun  to  be  a  factor  in  fine  colored 
yarn  goods.  When  the  cotton  is  spun  and  woven 
almost  on  the  field  where  it  grew,  it  makes  compe- 
tition hard,  even  with  the  advantage  of  cheaper 
labor. 

Silk  and  cotton  mixtures  are  also  very  much  used 
for  shirtings,  and  are  becoming  very  popular  in 
Canada. 

It  is  surprising  to  what  an  extent  these  fine  cloths 
are  sold  in  the  Canadian  North-West  and  British 
Columbia.  It  is  only  within  the  last  few  years  that 
the  sale  of  such  goods,  except  in  our  larger  eastern 
cities,  was  not  a  business  large  enough  for  Canadian 
shirt  makers  to  cater  for.     Now  the  westerner,  not 


only  wants  his  shirt  made  of  the  finest  cloth,  but  he 
must  have  a  suit  of  pajamas  good  enough  for  an 
Indian  rajah.  Great  Britain  and  the  United  States 
made  up  practically  all  of  these  fine  shirts  for  the 
Canadian  trade,  not  many  years  ago,  but  now  Cana- 
dian shirt-makers  are  alive  to  the  fact  that  there  is 
good  money  in  silk  and  cotton,  soiesette  or  fine 
Madras  .''hirts,  and  there  is  not  one  of  them  that  does 
not  have  a  line  of  these. 


[Demand  for  Men's  Dressing  Jackets 

Men's  dressing  jackets  have  come  well  to  the 
front  during  the  past  year.  This  class  of  garments 
have  become  so  popular  in  some  parts  of  the  coun- 
try that  wholesalers  find  their  stocks  depleted  before 
the  season  is  over. 

Full-length  dressing  gowns  made  of  pure  wool 
fleece,  with  quilted  collars,  cords  and  frogs  consti- 
tute one  of  the  high  class  lines.  Other  garments 
with  figured  designs,  fancy  checks,  stripes  and  cuffs 
and  collar  reversed  checks  make  up  a  large  part  of 
this  department. 

Formerly  these  garments  were  made  to  reach 
a  little  below  the  knees,  but  during  the  past  year 
numbers  that  reach  well  down  to  the  ankles  have 
been  featured  to  the  satisfaction  of  the  public  at 
large. 

Lounging  jackets  are  also  popular.  Braid  trim- 
ming and  fancy  collar  and  cuff  effects  are  also 
featured  as  in  the  dressing  gowns.  The  majority  of 
these  jackets  show  the  single-breasted  effect,  with 
open  neck,  long  revers  and  pockets  to  assure  the 
wearer  plenty  of  reserve  space  in  which  to  keep  any 
accessory  necessary  to  comfort  and  ease. 

On  account  of  the  sudden  popularity  with  which 
these  garments  have  become  so  much  sought  after, 
manufacturers  are  showing  larger  and  better 
arranged  lines  of  samples  for  next  Fall  and  Winter's 
business.  Variety  of  price,  style  and  make-up  are 
fully  expressed  in  these  lines. 


Dry  Goods  Review 


MEN'S     WEAR     REVIEW 


151 


THE  DEACON  SHIRT 

The  "Deacon"  Fall  Line  of 

Outing  and  Working  Shirts 

For  Men  and  Boys 

Comprises  the  very  newest  and  best  wear-resisting  Shirtings,  made  by  the 
World's  best  mills. 

Made  in  original  styles  to  sell  at  popular  prices. 

Our  travellers  are  now  on  the  road  and  will  call  on  you  soon. 

W^E  GUARANTEE  EVERY  SHIRT 


BELLEVILLE. 


ONTARIO 


1- 


w 


ESTERN 


Incorporated 
1851 


ASSURANCE 
COMPANY 


FIRE 

AND 

MARINE 


HEAD  OFFICE.    TORONTO.  ONT. 

Assets  over    -    -    -    -  $  3,000,000.00 

Losses  Paid  Since  Organization  aaa  aaa  aa 

of  the  Company,  over   -      -      54,000,000.00 
HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice-President 

W^.  B.  MEIKLE,  General  Manager 

C.  C.  FOSTER.  Seetetaxy 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIPING  FOR     :     :     :     : 

Cbe  Dry  Goods  Rci)kw 

FOR   YOUR    DEPARTMENT 
BUYERS 


Write  for  Special  Clubbing  Rates 


Have  you  yet  seen 

William  Lockie  &  Co/s 

line  of  SCOTCH  WOOLLEN  VESTS 

in   pure   wool,  real   Angora   and 
pure  Cashmere  ? 

tI  If  not,  wait  for  our  representative 
to  call  upon  you  ;  we  are  showing 
a  considerable  range  of  designs 
and  colorings  for  Fall,  1912,  from 
which  you  w^ill  be  able  to  make  a 
selection  to  suit  your  most 
exacting  customer. 

^i  These  popular  vests  will  tone  up 
your  store  and  are  just  what  your 
customers  w^ill  be  asking  for  next 
Fall. 


Manufa  ct  u  r  e  d 
Scotland. 


in     Hawick. 


Seward  Brothers 

SOLE    AGENTS 

251  St.  James  Street,  Phone  Main  4179 

MONTREAL,  P.Q. 
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Scotch  W^oolen  Knitted  Waistcoats 

A  particularly  attractive  line  of  Scotch  knitted 
woolen  vests  is  now  being  shown  for  next  Fall,  and 
judging  from  the  Avay  these  are  being  taken  up,  fol- 
lowing upon  the  demand  which  sprang  up  at  the 
twelfth  hour  last  Fall,  it  seems  that  these  vests  are 
coming  in  for  popular  favor.  The  garments  leave 
nothing  to  be  desired  from  the  point  of  view  of  style 
and  fit,  and  the  manufacturers  have  undoubtedly 
solved  the  question  of  putting  out  a  knitted  vest  ex- 
actly suited  to  the  requirements  of  the  Canadian 
climate. 

An  event  of  interest  of  the  tailoring  world,  and 
one  in  which  The  Review  and  its  readers  unite  in 
extending  felicitations,  was  the  marriage,  on  January 
4th,  of  Stanley  Hymans,  manager  for  the  "Hymo" 
Specialty,  to  Miss  E.  Coveney,  daughter  of  W.  Coven- 
ey.  Bank  Lodge,  Headcorn,  Kent,  Eng. 


High  Standards  in  Hosiery 

(Concluded  from  page  136) 
changed  and  on  one  line  alone  there  are  enough 
orders  to  keep  mills  busy,  day  and  night,  until  May 
15th  inst.  In  departmental  stores  these  same  quali- 
ties are  being  listed  in  mail  order  catalogues  and 
hosiery  buyers  freely  admit  the  superiority  of  each 
number,  either  at  $2.25,  $3,  $4.50  and  better  lines 
up  to  $6.50,  including  O.S.,  and  extra  0.  S.  sizes  in 
those  qualities  maintained  and  which  are  now  so 
familiar  to  buyers  and  customers. 

Usual  qualities  are  also  carried  in  children's 
hosiery  under  trade  marked  names  and  prices  re- 
main the  same. 

Local  Merchants  on  Equal  Ground. 

Merchants  have  this  satisfaction  that  they  can 
offer  the  same  lines  as  larger  buyers  and  catalogues 
which  always  make  a  leader  at  3  pairs  for  $1,  that 
cannot  be  beaten  for  quality,  size,  shape  and  value, 
So  far,  possibly  the  question  of  deliveries  has  been  a 
detriment,  but  it  is  assured  buyers  that  this  will  be 
improved  in  as  far  as  extra  equipment  and  unceas- 
ing machines  can  accomplish. 

In  domestic  samples,  travelers  are  carrying  • 
qualities  which  represent  all  the  different  lines 
made  by  their  mills  and  they  are  counting  on  book- 
ing their  share  of  the  better  grades.  It  is  expected 
that  demand  will  be  on  silks,  fancy  shot  effects,  with 
a  feeling  for  a  few  novelty  fancies,  plain  grounds 
with  self  lace  stitch  or  embroidery,  and  it  is  hoped 
to  secure  a  fair  share  of  these  lines  excepting  the 
latter. 

Three-for-Dollar  Ingrains. 

Designers  are  now  working  on  new  weaves  in 
silk  face  and  cotton  back  hosiery,  endeavoring  to 
bring  satisfactory  qualities  into  the  3  for  $1  class 
which   would   mean   a  great   opportunity    for  mer- 


chants. Ingrains  have  been  successful  in  better 
numbers  but  so  far  there  have  been  no  enquiries  for 
over-weave  fancy  shots.  Samples,  however,  may  be 
brought  out  in  the  near  future  which  will  make  it 
possible  to  handle  them  for  holiday  business. 
These,  of  course,  will  be  in  better  grades  and  manu- 
facturers point  out  that  they  are  not  going  to  sample 
anything  that  would  cause  complaints  in  wearing. 
Guaranteed  lines  must  be  right  or  the  season's  busi- 
ness as  well  as  merchants'  reputations  are  affected. 

Will  Not  Sacrifice  Quality. 
Domestic  mills  are  not  likely  to  repeat  the  ex- 
periences of  United  States  mills  by  sacrificing  qual- 
ity to  obtain  competitive  prices  in  view  of  the  con- 
linued  demand  for  gauzy  lisles  and  light  weight  or 
adiilterated  silks.  Merchants  are  advised  to  consider 
qualities  first  and  pay  close  attention  to  their  buy- 
ing, so  as  to  insure  their  departments  against  loss 
from  such  causes.  There  is  no  reasJon  why  inferior 
quality  hosiery  should  reach  counters  and  manu- 
facturers point  out  that  they  eventually  have  to 
stand  losses  accruing.  They  are  making  and  sam- 
pling qualities,  which  are  dependable  and.  necessar- 
ily high-grade. 

New  Silk  Line  at  $9  Doz. 

So  far,  silk  hosiery  numbers  in  domestic  ranges 
have  proved  satisfactory  and  better  numbers  in  pure 
thread  silk  and  silk  thread  and  lisle  combinations 
have  stood  selling  and  wearing  tests.  Another  line 
is  being  added,  of  pure  thread  silk,  full-fashioned 
leg,  double  high-finished  lisle  garter  top  and  foot.  It 
is  made  in  all  shades,  sizes  8V2  to  10  inches  at  $9 
dozen  and  measures  fully  up  to  requirements.  Up 
to  this  time  merchants  have  found  it  hard  to  get  a 
suitable  line  for  retailing  at  this  price. 

In  men's  socks,  a  later  line  is  featured  at  $10 
dozen.  This  half-hose  is  pure  silk  and  spliced 
throughout  the  toe,  sole  and  heel  and  running  up  a 
short  distance  above  the  heel.  The  sample  is  good 
weight  with  splendid  finish  and  long  rib  top. 

Orders  so  far  received  show  that  gray,  green, 
navy  and  Burgundy  have  sold  fairly  well.  While 
champagne  or  gold  was  expected  to  prove  better  for 
novelty  reasons  there  has  been  no  undue  demand 
so  far.  White  has  also  been  ordered  less  freely,  so 
far, I  than  was  predicted,  but  these  two  colors  especi- 
ally white  are  counted  on  for  unusual  repeats  and 
mills  have  been  preparing  for  this  business. 

There  is  likely  to  be  a  shortage  of  white  for  June 
delivery  unless  mills  protect  buyers  which  they  in- 
tend doing  to  an  extent.  Preference  for  cream  dress 
fabrics,  white  wash  materials  and  consequent  match- 
ing of  hosiery  and  shoes  means  that  qualities  that 
sell  at  25c  and  3  for  $1  and  gauzy  lisles  at  50c. 
will  be  in  active  demand. 

Buyers  will  size  up  their  departments  as  the 
season  progresses  and  warmer  weather  makes  it  im- 
perative that  they  must  recognize  their  opportunity. 
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HEALTH    BRAND    UNDERWEAR. 

This  line  is  manufactured  by  the 
Knit-To-Fit  Manufacturing  Co.,  of 
Montreal,  and  sold  to  the  retail 
trade  direct,  Greenshields  Limited, 
acting  as  distributing  agents  for  the 
manufacturers. 

By  making  use  of  the  great  staff  of 
salesmen  which  this  house  is  employ- 
ing, the  manufacturers  are  enabled  to 
reach  equally  the  great  departmental 
stores  and  the  small  country  dealer, 
and  at  no  greater  expense  than  simi- 
lar lines  can  be  sold  by  manufactur- 
ers through  commission  houses. 

The  line  comprises  all  that  is  made 
in  ribbed  underwear  for  men,  women 
and  children.  Their  combinations  oc- 
cupy a  standard  position  in  Canada 
and  their  infants'  lines  are  known 
through  the  many  feature  improve- 
ments which  their  patents  cover, 
while  their  values  are  not  excelled  by 
any  other  firm. 

ONE   FIRM  THAT  KNOWS   HOW. 

In  the  description  of  the  new  Ogilvy 
store,  Montreal,  which  appeared  in 
January  1st  number  of  The  Dry  Goods 
Review,  the  fact  was  overlooked  that 
the  fixtures  throughout  were  installed 
by  Jones  Bros.  &  Co.,  Toronto.  The 
store  undoubtedly  represents  the  last 
word  in  modern  equipment  and  ar- 
rangement, every  department  being  as 
complete  as  carefully  executed  plans 
can  make  it.  In  all,  25  carloads  of 
fixtures  were  made  for  this  store,  a 
fact  which  speaks  well  for  the  pro- 
ductive capacity  of  Jones  Bros.  &  Co., 
and  their  ability  to  start  at  the  ground 
floor  and  work  out  a  complete,  up-to- 
date  plan.  The  fact  that  this  firm  has 
now  in  hand  contracts  for  the  equip- 
ment of  several  large  new  departmen- 
tal stores  speaks  well  for  the  work 
they  are  doing. 

HIGH  CLASS  KNITTED 
GARMENTS. 
The  new  departure  of  the  Ken  Knit 
Co.,  Limited,  Woodstock,  in  offering 
to  the  trade  the  new  full-fashioned, 
hand-finished,  tailor-made  sweater 
coats  has  met  a  ready  response  from 
the  trade.  There  has  been  felt,  for 
some  time,  the  need  of  a  fashioned- 
fitting  men's  and  ladies'  garment, 
getting  away  from  the  loose-hanging, 
ill-fitting  cut  garments.  The  trade 
has  desired  garments  which  would  ap- 


This  space  will  cost  you  onhj 
$25.00  a  year,  and  your  ad.  will  go 
to  5,000  merchants  each  month. 


LARGEST  MANUFACTUREPS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations.  Japanese  and  Chinese  Decora- 
tions. Papier  Mache  Novelties.  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical   Decorating  Company 

(Ini.'oniorated.) 
310  Fifth  Avenue.  Chicago,  III. 


Counter  Checl<  Becks 

F.  N.  BURT  COMPANY.  Limited 
Toronto  and  Montreal 

Write  for  samples. 


L.  BAUMAN  &  CO. 

The  largest  Importers  and  Manufacturers  of 
Artificial  Flowers,  Vines.  Sprays,  Palms, 
Bouquets,  and  Window  and  Inlei'ior  Decora- 
tions. 

359  W.  Chicago  Ave.,  CHICAGO,  ILL. 


Write  for  Information, 
about  any  line  of  goods  you  do  not 
see  advertised    in    The  Review.      We 
will   gladly    procure    the    information 
and  supply  it  free. 
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The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL  HOBBY 


Do  You  Want  Agencies 
for  any  line  ?  If  you  do, 
write  to  The  Dry  Goods 
Review,  Toronto      ::      :: 


This  space  will  cost  you  onlj 
$25.00  a  year,  and  your  ad.  will  go 
to  5,000  merchants  each  month. 


pear  proper  for  "dress"  and  suitable 
for  all  occasions.  It  would  be  well 
for  all  merchants  to  see  these  new 
samples  before  placing  their  orders. 
Canadians  are  demanding  "good 
goods"  more  and  more.  This  stimu- 
lates manufacturers  to  meeting  the 
demand.  . <j) 

CEETEE'S     NEW     FACTORY. 

The  C.  Turnbull  Co.  of  Gait; 
Ltd.,  are  moving  into  their  nd^w 
factory  which  will  be  in  operation 
by  March  1st.  Machinery  is  ncJw 
being  set  up.  It  is  the  intention  'to 
move  the  present  carding  and  spin- 
ning plant  to  this  building  and  ai\g- 
ment  present  equipment  with  8 
new  mills  and  8  sets  of  cards.  New 
knitting  machines  will  be  placed  in 
the  available  space  in  the  main  mill. 

Their  new  building  is  76  x  120 
feet,  giving  almost  50,000  sq.  feet 
of  floor  space  in  the  4  stories,  and 
basement.  It  is  brick,  of  slow  burn- 
ing construction  with  five-inch 
double  floors,  fireproof  doonvays, 
tank  sprinkler  fire  equipment  and 
safety  elevator.  An  efficient  low 
pressure  heating  plant  is  installed. 
Fully  an  hour  extra  dayliglit  wiir  be 
gained. 

Basement,  1st  and  top  floors  are 
to  be  used  for  storage  and  2nd  ajid 
3rd  flats  for  carding  and  spinning. 
Departments  are  at  present  worjj- 
ing  overtime  and  with  the  compje- 
tion  of  added  facilities  in  the  ngw 
building,  The  Turnbull  Co.  assure 
the  trade  they  will  be  better  able 
to  cope  with  the  increasing  de- 
mand for  "Ceetee"  high-gi-ade 
underwear  for  men,  women  and 
children.  ^ 

John  M.  Garland,  Son  &  Co.,  whole- 
sale dry  goods,  Ottawa,  have  made  an 
addition  to  their  large  warehouse,  of 
over  three-quarters  the  size  of  the 
original  and  the  same  height,  seven 
floors.  They  have  thus  greatly  im- 
proved their  facilities  and  system 
for  handling  and  shipping  of  all  or- 
ders and  are  planning  to  have  stock 
displayed  to  best  advantage. 

Mr.  Franklin  P.  Shumway,  of  the 
Franklin  P.  Shumway  Co.,  Advertis- 
ing Agency,  of  Boston,  has  been  re- 
tained by  the  Pacific  Mills  to  have 
exclusive  charge  of  both  their  Ameri- 
can and  European  advertising. 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  :  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming,  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
to  the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
„ $3.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    .■ $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    ?2.50 


Card  Writers'  Chart 
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Retail  Advertising 
Complete 

This  book  covers 
every  known  mi'thod  of 
advertising  a  retail 
business  :  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them    $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
licrtaining  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
postpaid    for   $2.50 


A  complete  course  in 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice.  Punctua- 
tion, Compoiition.  Price 
Cards,  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....$1.50 


Koester  System  of  Draping 

A  complete  self-instructor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 
with  dr.Twings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 
Is  so  i)lainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 
tically.   Price,    prepaid   $3.00 

All  books  sent  postpaid  on  receipt  of  price 

MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 

143-149  University  Ave.         ::         TORONTO 
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ODORLESS 


Double  Covered 


DRESS    SHIELDS 


^  OMO   Dress   Shields    will    help  yovi   to  get  more  business  in  191:^  by 
direct  sales  and  attracting  trade  generally. 

^  The    sales    of   the  OMO  are  steadily  increasing  with  retailers  now 
handling  this  superior  shield. 

€f  And  the  long  list  of  retailers  is  growing  week  by  week. 

^  The  OMO  Dress  Shield  is  known  to  women  for  its  quality,  durability, 
and  by  reputation. 

^  When  they  ask  for  any  but  just  "dress  shields,"  they  are  almost  sure 
to  ask  for  the  OMO,  because  of  our  widespread  magazine  advertising. 

^  OMO  Dress  Shields  are  double  covered,  light,  odorless — best  wear- 
ing and  most  effective.     Every  pair  is  guaranteed. 

^  OMO  Sheeting,  Infants'  Pants,  Bibs,  etc.,  are  also  great  departments 
of  this  business. 


THE  cn<i  MANUFACTURING  CO. 


MIDDLETOWN, 

MAKERS   OF 

Quality  Goods 


CONNECTICUT 
DE  GRAFF  &  PALMER 

Selling  Aj^ents 
222  4th  Ave.,  NEW  YORK 
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Don't  Be  Behind — See  Our  Spring  Ran^e 


No.  1010 — Frameless  Bag,  made  in 

various  leathers,  to  retail 

from    $1.50    up. 


No.  914—9  inch,  good  seal  grain  leather, 

heavy    metal    frame     with     name 

plate,    to   retail   at    $2.25. 


No.   898 — Inside   purse   frame    with    deep 

opening,  also  small  mirror,  made  in  various 

leathers,  to  retail  from  $3.00  to  $5.00. 


No.   2114 — 6  inch  and   7   inch  velvet, 

with  fringe,  to  retail   at  $1.50  and 

$1.75.   Nickel.  Gilt  and  Gun 

Metal   frames. 


No.    1013  — Seal     Grain    leather,    silk 

moire  lined,  containing  mirror 

and  purse,  to  retail 

at   $1.50. 


No.    2099-  9   inch,  made   in   Seal  Grain 
leather.  Tan  and  Black  Leather  lin- 
ings, to  retail  at  $2.00.  Similar  bag 
leatherette  lined  to  retail  at  $1.50. 


No.  231— Girl's  Coat  Belt, 
stripes  of  various  colors 
on  whijte  background 
with  covered  buckle  to 
match.  Stripes  made  in 
1  inch,  ij^  and  2  inch,  to 
retail  at    15-20-25    cents. 


Our  Representatives: 

GEO.  B.  TOYE 
T.  C.  McGOVERN 

will    visit   you   soon   with   com- 
plete   line.     It    will    pay 
you  to  wait  for 
them. 


The   Western   Leather   Goods  Company,   Limited 

1191  Balliursl  Street,  Toronto 
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Scare-Head  Reports  From  West 

SENSATIONAL  reports  have  been  appearing 
in  the  daily  papers  with  reference  to  scarcity 
of  money  in  the  We.«t,  due  it  is  said,  to  the  lack  of 
adequate  railroad  and  other  facilities  by  which  to 
convert  the  wheat  crop.  Manufacturers,  it  was 
stated,  had  been  called  upon  to  grant,  in  many 
cases,  very  unusual  dating.  In  fact  a  very  discour- 
aging picture  of  the  outlook  was  presented. 

It  had  been  expected  that  with  the  clean-up  of 
Fall  paper  on  February  4th,  some  evidence  of  the 
reported  .state  of  things  in   the  Wei=t  would  have 


jippeared.  Enquiry  among  manufacturers  and  job- 
bers, however,  indicates  that  so  far  as  the  dry  goods 
and  men's  wear  trades  are  concerned,  payments 
have  been  very  fair  with  no  unusual  request  for 
extensions  and  with  cancellations  normal.  Dry 
goods  terms  are  arranged  on  a  basis  which  permits 
the  retailer  to  merchandise  to  advantage,  and  while 
this  trade  is  one  of  the  first  to  feel  the  pinch  of 
stringency,  it  requires  a  very  serious  ad  deep-root- 
ed condition  to  cause  a  set-back.  The  unusually 
long  dating  referred  to  in  reports,  therefore,  un- 
doubtedly had  reference  to  lines  sold  on  .shorter 
terms  than  those  that  rule  in  dry  goods. 

Placing  for  the  Spring  season  had  been  done 
on  a  fairly  conservative  basi.s,  and  this  fact  indi- 
cates that  merchants  throughout  the  country  have 
their  business  well  in  hand. 

During  the  past  month  a  very  good  house  busi- 
nes  has  been  done.  Western  buyers  are  coming 
to  the  Eastern  markets  in  large  numbers,  for 
while  warehouses  are  well  distributed  through  the 
West,  style  novelties  are  necessary  to  intensify  and 
prolong  the  interest  in  the  new  season. 

Reliable  sources  of  information  have,  therefore, 
been  concentrated  in  the  market  recently,  and  from 
these  it  is  learned  that  the  unfavorable  conditions 
noted  are  largely  local  and  that  all  signs  point  to 
a  prosperous  Spring  season. 


Illegitimate  Toll 

BY  resigning  his  position,  a  buyer  has  resented 
the  accusation  that  he  had  been  bought  by 
manufacturers,  that  he  had  looked  for  and  received 
consideration  from  houses  whom  he  favored  with 
orders.  Whether  the  charge  against  this  buyer  wa.s 
ever  proved  or  whether  he  vindicated  himself,  mat^ 
ters  little  in  view  of  the  assertion     that  in  some 
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quarters  there  are  buyers  who,  as  a  general  rule, 
favor  those  from  whom  they  may  expect  most.  To 
the  uninitiated  is  the  handicap. 

This  is  not  honest  business,  and  of  course  the 
buyer  who  practises  or  leaves  himself  open  to  that 
sort  of  thing  need  only  expect  immediate  dismis- 
sal if  discovered.  At  the  same  time,  while  there 
are  many  fair,  legitimate  means  by  which  a  manu- 
facturer may  divert  the  interest  of  buyers  or  show 
appreciation,  the  adoption  of  any  means  that  causes 
a.  man  to  deceive  his  employer,  or  abuse  his  posi- 
tion should  not  be  tolerated.  The  sense  that  ille- 
gitimate toll  is  paid  and  accepted  certainly  does  not 
tend  to  mutual  respect.  A  buyer's  remuneration 
should,  of  course,  be  sufficient  to  render  any  sugges- 
tion or  offer  of  influence  unattractive  to  him.  The 
merchant  should  see  to  it  that  his  position  is  safe- 
guarded in  every  way  possible,  for  his  own  sake  at 
any  rate.  At  the  same  time  it  is  up  to  the  manu- 
facturer to  have  the  goods. 


The   Buyer  in  the  Market 

A  CERTAIN  manufacturer  divides  buyers  into 
■^^  two  classes — those  who  know  their  business 
and  permit  nothing  to  interfere  with  the  object  for 
which  they  come  to  market,  and  those  who  allow 
some  other  person  to  influence  their  selections. 

The  ideal  buyer  is  not  one  who  allows  himself 
to  be  placed  under  irksome  obligation.  He  is  there 
to  exercise  his  knowledge  of  styles,  qualities  and 
local  demand  in  an  independent  way,  and  to  see 
everything  that  there  is  to  be  seen. 

The  other  day,  the  l)uyer  for  a  large  Western 
store  entered  the  display  rooms  of  a  ready-to-wear 
house.  The  salesman,  in  a  friendly  way,  stepped 
forward  and  shook  him  by  the  hand.  Another 
second  and  he  had  the  buyer's  overcoat  and  beckon- 
ed him  to  a  comfortable  chair. 

The  buyer  acknowledged  the  attention  in  a 
pleasant  way  but  turning  briskly  to  the  salesman 
he  said,  "Please  show  me  your  line."  He  seated 
himself  and  the  garments  were  shown.  "Now  get 
your  order  book  and  I'll  tell  you  just  what  I  want." 
The  order  was  given  in  a  business-like  way.  As 
the  salesman  hepled  the  man  into  his  coat  again, 
he  invited  him  out  to  lunch.  "No,  thank  you," 
said  the  buyer,  "I  have  a  good  many  houses  to  see 
yet,  and  when  down  here  on  a  trip  I  like  to  adjust 
my  time  to  suit  myself  in  order  to  cover  the  most 
ground.     I  want  to  see  everything  in  my  line." 

The  scene  changes  to  another  warehouse.  A 
salesman  at  the  phone  is  talking  to  a  buyer  who  has 
been  in  town  for  two  days,  but  hasn't  called.  The 
salesman  has  phoned  him  early  at  the  hotel  in 
order  to  catch  him  first.    He  reminds  the  buver  that 


he  had  promised  to  call.  The  buyer  says  he  is 
sorry  but  that  if  he  called  at  all,  it  would  only  be 
for  a  few  minutes.  The  reason,  in  some  cases,  is 
that  a  salesman  from  another  house  has  taken  the 
buyer  in  charge  for  a  personally  conducted  trip 
through  that  section  of  the  market.  Another  reason 
is  that  he  has  not  mapped  out  his  time  to  advant- 
age. Things  are  made  as  pleasant  for  the  buyer  as 
possible,  but  the  question  is.  Does  he  always  get 
that  view  of  the  salient  market  features,  so  neces- 
sary to  intelligent,  independent,  broadminded  selec- 
tion? 

Buyers  may  be  pardoned  for  their  keenness  to 
"go  to  market,"  and  while  a  little  entertaining  is 
never  out  of  the  way,  it  should  never  be  tolerated 
as  a  lever  to  influence  their  patronage  or  deprive 
them  of  their  independence  in  the  market. 

* 


No  Time  for  Indifference 

"D  ETAILERS  in  the  United  States  are  at  pres- 
■*-^  ent  vigorously  engaged  in  creating  sentiment 
against  the  passage  of  a  parcels  post  bill  in  Con- 
gress. Conventions  are  being  held  in  the  different 
States  and  preparations  made  to  fight  the  establish- 
ment of  the  system. 

Upon  the  outcome  of  this  agitation  will  un- 
doubtedly depend  the  progress  of  the  proposal  to 
bring  forward  a  parcels  post  bill  for  the  con.sidera- 
tion  of  Canadian  law-makers.  With  the  parcels 
post  and  free  rural  mail  delivery  it  becomes  evi- 
dent that  the  local  merchant's  field  becomes  still 
more  easy  of  access  to  mail  order  concerns.  The 
keenness  of  the  struggle  in  the  United  States  indi- 
cates that  no  paltry  considerations  are  involved,  but 
that  the  prosperity  of  the  local  retailers,  as  well  as 
the  jobbers  and  manufacturers  are  at  stake. 

Here  the  situation  is  as  yet  viewed  with  some 
indifi'erence,  and  there  is  just  a  danger  that  the 
matter  may  be  sprung  before  the  interests  more 
vitally  concerned  are  in  a  position  to  assert  them- 
selves. The  lack  of  organization  handicaps  quick, 
decisive  action.  A  stand  must  be  taken  by  all 
forces  interested  emphasizing  the  fact  that  parcels 
post  is  a  real  live  issue,  and  that  nothing  should  be 
done  without  the  fullest  con.sideration  of  interests 
likely  to  be  serioasly  affected. 


Prolong  the  Millinery  Season 

AGAIN  the  milliners  are  thronging  to  the  mar- 
ket with  the  object  of  absorbing  style  pointers 
and  making  their  selections  for  the  Spring 
season. 

While  the    openings   have   been    arranged    for 
March  4th,  the  wisdom  of  holding  these  events  at  a 


DRY     GOODS     REVIEW 


time  when  buying  is  practically  over,  and  when  cer- 
tain kiodels  are  no  longer  available,  either  for  in- 
spection or  purchase,  might  well  be  questioned. 

In  New  York  a  series  of  openings  is  held  begin- 
ning with  the  first  showing  of  Parisian  creations 
earh'  in  the  j'ear.  These  generally  give  some  indi- 
cation of  the  style  trend  and  are  considered  import- 
ant by  large  buyers.  Then,  other  openings  follow, 
each  one  having  some  particular  feature  of  interest. 
The  whole  program  is  announced  well  in  advance, 
so  that  distant  buyers  know  when  they  may  visit 
the  market  to  best  advantage. 

In  Canada  there  has  not  been  this  development. 
The  openings  are  set  for  a  certain  week,  but  buying 
extends  over  the  six  weeks  previous  to  the  date,  and 
late  biiyers  have  not  the  same  comprehensive  assort- 
ments available  to  them.  In  advertising  the  event, 
the  one  date  only  is  emphasized  and  features  are  de- 
scribed only  in  the  most  general  w^ay.  Each  de- 
partment should  not  only  have  a  distinctive  date 
for  special  display,  but  the  really  great  items  of  the 
opening  should  be  played  up  strongly  over  the  buy- 
ing period.  This  would  ensure  more  universal  in- 
terest in  the  occasion,  would  stimulate  early  buying 
and  encourage  many  retailers,  now  over-conserva- 
tive to  prolong  their  seasons  by  introducing  the  new 
millinery  earlier.  While  all  are  anxious  to  get  the 
last  word  at  the  last  minute,  a  great  deal  could  be 
done  towards  eliminating  the  rush  due  to  lack  of 
preparation.  It  would  also  materially  help  the 
smaller  milliner  who  cannot  always  obtain  an  assort- 
ment of  the  best  models. 

Looking  at  this  question  from  every  angle,  there 
seems  to  be  no  reason  w^hy  the  buying  season  for 
millinery  should  not  be  moved  at  least  one  month 
nearer  the  beginning  of  the  year.  By  this  change, 
many  Canadian  milliners  would  undoubtedly  be  en- 
abled to  save  their  trips  to  New  York.  It  would  cer- 
tainly develop  the  Canadian  market,  create  more 
business  by  extending  the  season  and  help  the  mil- 
liner conserve  local  trade. 


■^ 


The  Passing  View 

How  about  that  pointer  for  the  boss?  If  it  is 
in  the  interests  of  the  business  don't  be  afraid  to 
say  something  about  it. 

*         *         * 

There  is  an  increasing  interest  in  between  sea- 
son millinery  models,  and  retailers  would  undoubt- 
edly find  it  to  their  advantage  to  try  out  their 
trade  with  a  small  but  well  chosen  selection. 


R.  McKay  &  Co.,  Hamilton,  have  an  ambitious 
night  watchman.  By  a  little  application  he  has 
learned  how  to  write  a  good  show  card,  and  now', 


during  his  nightly  vigils,  he  dashes  off  most  of  the 
cards  required  for  the  store. 

*  *         * 

It  is  the  news  in  your  advt.  t^iat  counts.  Wlieth- 
er  your  opening  announcement  bo  a  war'ole  ur  a 
war-whoop,  don't  overlook  the  fact  that  the  people 
Avant  to  know,  are  hungry  to  know,  and  that  you 
uutst  keep  them  interested. 

*  *         * 

It  is  at  this  time  of  year  that  the  merchant 
finds  it  profitable  to  address  letters  to  selected  list 
of  subscribers,  describing  in  a  personal  way  new 
goods  in  which  he  feels  they  should  be  interested. 
His  mailing  list  should  be  up  to  the  minute. 

Some  of  the  large  Canadian  stores  are  running 
a  series  of  "editorial"  advts.,  after  the  Mar.shall- 
Field  style,  emphasizing  standards  of  service,  quali- 
ity,  breadth  of  buying,  and  the  extent  to  which 
consideration  for  the  customer  enters  in  to  the 
whole  plan  of  organization  and  merchandisizing. 

*  *         * 

The  Pacquet  Co.,  Quebec,  are  attaching  a  sig- 
nificance to  the  honesty  of  their  advertising  by  de- 
positing $1,000  with  a  local  bank  as  a  guarantee 
that  their  advertising  is  truthful.  They  forfeit 
that  amount  if  it  can  be  proven  that  their  advertis- 
ing is  misleading  in  any  respect. 


At  the  recent  fire  in  Eaton's  Toronto  store,  the 
staff  fire  fighting  brigade  was  on  hand  at  the  first 
puff  of  smoke.  There  was  no  excitement,  and  there 
seemed  to  be  a  general  confidence  that  there  was 
no  danger.  The  question  is.  If  your  store  caught 
fire  to-day  how  many  of  your  staff  would  know 
wdiat  to  do  to  meet  the  emergency  effectivly? 

*  *         * 

There  is  some  inspiration  for  the  beginner  in 
the  experiences  related  by  members  of  the  Cana- 
dian Window  Trimmers'  Association  in  the  series 
of  articles  now  running  in  the  Art  of  Display  De- 
partment. The  man  who  can  write  a  good  advt. 
and  dress  an  effective  display  is  some  factor  in 
modern  merchandising. 

*  *         * 

An  enterprising  newspaper  presents  a  sterling 
silver  mug  to  every  baby  born  on  the  29th  of  Feb- 
ruary. Here  is  an  idea  that  might  be  adopted  by 
one  merchant  in  each  locality.  Perhaps  he  would 
arou.se  still  greater  interest  by  offering  a  handsome 
present  to  every  couple  in  his  district  wedded  on 
that  date.  These  people  generally  have  a  home  to 
equip. 


Co-operation— Prime  Factor  in  Efficiency 

Organization  is  not  complete  until  every  section  recognizes  mutual  responsi- 
bility— when  merchants  and  employees  are  at  fault — Dodging  real  issues — 
Co-operation  in  Advertising. 

(The  third  of  a  series  of  articles  on  Teamwork.) 


PERHAPS  one  of  the  foremost  drags  on  co- 
operation is  the  stand  that  to  learn  more  than 
one  department  or  to  assist  in  selKng  in  an- 
other section  means  more  work.  All  merchants  are 
confronted  with  bu.sj-  seasons,  when  extra  help  is 
needed  and  extra  staffs  are  not  able  to  cope  with 
rushes.  Having  confidence  enough ;  trying  to  become 
conversant  with  stock,  willing  to  aid  in  every  way  pos- 
sible, filling  a  niche  in  another  department  in  case 
of  necessity,  results  in  efficiency. 

Confidence  a  Great  Factor. 

Confidence  begets  co-operation.  Complaints  are 
heard  that  the  salesman's  side  of  the  question  is 
overlooked  and  employers  only  consider  their  own 
difficulties  in  such  discussions.  Arbitrary  exercise 
of  authority  is  responsible  for  much  ill-feeling. 
There  is  not  enough  knowledge  imparted  as  to 
busine-ss  procedure,  conducting  campaigns  or 
changes  in  policy.  jMerchants  must  blame  them- 
selves. 

It  seems  illogical,  but  too  much  harmony  often 
leads  to  a  state  of  affairs  that  belittles  co-operation. 
Recognized  advancement  stops  at  certain  points  in 
each  store  on  account  of  superiors  or  infringed 
authority.  In  some  stores,  if  sales  people  know  too 
much  it  is  safe  to  forecast  changes  because  managers 
are  afraid  of  security  in  their  own  positions.  But 
there  is  no  denying  that  almost  every  change  in- 
volved is  but  a  stepping  stone  to  greater  influence 
in  another  sphere.  If  salesmen  recognized  this  fully 
there  would  be  more  co-operation. 

Dodging  Real  Issues. 
Friendships  and  regard  often  step  out  when  men 
are  improving  their  positions,  because  no  one  i.-^  en- 
tirely indespeneable  to  any  concern.  Merchants 
take  advantage  of  this  condition  and  while  they 
may  be  forced  to  pay  more  for  a  time  they  plan  for 
cheaper  help  when  slack  season  arrives.  They  have 
to  educate  other  help  to  co-operate  and  this  takes 
time.  Often  in  conveying  suggestions,  hinting  at 
improvements  or  passing  orders,  semi-authorative 
mediums  are  used  and  orders  are  conveyed  to  give 
an  entirely  wrong  impression.  Those  in  authority 
dodge  real  isi5ues  and  only  meet  their  help  oti 
pleasant  grounds.  Co-operation  consequently  falls 
down. 

Too  Much  Co-operation. 

It  is  also  remarkable,  how  men  in  responsible 
po.?itions   will    withdraw    support   both    in    depart- 


mental allotment  and  advertising  space,  forgetting 
sales  and  comparative  conditions,  simply  because  it 
serves  their  own  interests  outside  of  any  regard  for 
bettering  business. 

Managing  directors  or  heads  are  unaware  of 
little  ditt'erences  and  are  too  busy  anyway  to  be 
bothered  with  them,  l:,ut  many  things  are  suggested 
and  done  in  confidence,  which  have  Ijehind  them 
hoj^s  that  difficulties  will  arise.  This  is  especially 
so  in  larger  stores,  where  superiors  have  no  inkling 
of  reasons  and  sales  people  are  part  of  a  machine. 
Changes  do  not  make  perceptible  difference  after  a 
short  time  but  human  nature  and  competition  must 
have  their  rewards  whether  co-operation  is  served 
or  not. 

Co-operation  in  Advertising. 

Next  conies  the  subject  of  advertising  co-opera- 
tion and  its  influence  on  business.  Every  factor 
that  helps  increase  the  effects  of  publicity  is  co- 
operation. Customers  cannot  enthuse  over  values 
in  offerings  if  they  are  met  with  salespeople,  who 
have  to  ask  their  neighliors  where  sale  goods  are  on 
view. 

Every  sales  clerk  realizes  that  to  know  this  in- 
formation is  important  but  while  merchants  blame 
them  for  not  knowing  it  is  just  possible  co-operation 
could  help.  Many  business  houses  are  beyond  com- 
prehension to  salespeople  who  are  trained  to  one  de- 
partment. They  are  not  ex}>ected  to  know  any 
more  than  items  in  their  section  and  knowledge  of 
store  directions.  But  it  is  possible  to  know  a  great 
deal  more  than  item  information  tells  and  while 
often  it  is  not  needed,  at  other  times  it  becomes 
valua.])le   in    arguments    favoring    customers'    decis- 


ions. 


Conferences  Help  Teamwork. 


It  is  not  surprising  that  sales  people  should  not 
know  when  often  those  who  are  required  to  be  able 
to  inform  others  have  not  yet  found  out,  or  cannot 
explicitly  say  so.  This  is  an  obstacle  that  is  grow- 
ing with  advertising  and  the  policies  of  admen, 
managers  and  merchants  themselves.  Conferences 
will  do  a  lot  to  make  team  work  easier  for  the  sake 
of  co-operation.  From  a  salesman's  standpoint,  do 
these  conferences  rectify  mistakes  made  by  em- 
ployees or  employers,  and  dare  salesmen  suggest 
changes  at  that  end  without  fear?  They  certainly 
talk  about  these  things  among  themselves  and 
sometimes  are  right. 


The  Management  of  a  Retail  Business 

No.  1— STOCK-TAKING 

Need  of  an  Inventory  at  End  of  Year  Emphasized — Too  Many  Business  Men 
Content  to  Live  on  Guesswork— $10,000  Almost  Lost  in  Three  Years— Stock- 
taking Subject  of  Next  Article. 

By  H.  C.   Carson,  F.S.S. 


EX'ERY  merchant  owes  it  to  him- 
self, aiwJ  to  his  banker  and  credi- 
tors as  well,  to  ascertain  just 
how  he  stands  when  the  year's  busi- 
ness has  been  terminated,  and  the  only 
satisfactory  way  to  accomplish  this  is 
to  close  the  books  and  accounts,  take 
an  inventory  of  what  he  owns  and  what 
he  owes,  and  prepare  a  balance  sheet 
or  statement  of  affairs.  I  know  that 
many  a  so-called  business  man  is  eon- 
tent  to  make  a  rough  guess  at  the 
value  of  the  stock  on  hand  and  to  let 
it  go  at  that,  but  the  chances  for  such 
a  man  to  become  a  merchant  are  re- 
mote— he  may  remain  a  shopkeep- 
er until  such  time  as  his  guessing  habit 
has  landed  him  in  such  a  hopeless  mud- 
dle that  extrication  has  become  impos- 
sible, and  failure  stares  him  in  the  face. 
Such  a  man  deserves  little  sympathy. 
He  has  succeeded  in  fooling  himself,  as 
he  has,  perhaps,  a  perfect  right  to  do, 
but  what  about  the  banker  who  has 
loaned  him  money  and  the  creditors  who 
have  advanced  him  goods  ?  They  will  be 
the  first  to  be  abused  if  they  do  not  ex- 
tend a  helping  hand  in  his  time  of  dis- 
tress, when  in  reality  they  show  him  a 
kindness  when  they  fail  to  prosecute  for 
obtaining  credit  based  on  statements  of 
estimated  worth.  The  position  does  not 
become  less  reprehensible  because  unin- 
tentional. Negligence  in  business  is,  af- 
ter all,  atfin  to  fraud  on  those  who  are 
made  to  suffer  through  the  negligence. 
On  Brink  of  Failure. 
I  know  a  man  who  commenced  business 
some  years  ago  on  a  capital  of  $10,000. 
Before  the  end  of  three  years,  ruin  had 
all  but  overtaken  him.  Luring  that  time 
he  did  not  take  an  inventory  of  his  mer- 
chandise. His  practice  was  to  add  an 
average  of  33  1-3  p.c.  to  the  cost  of  his 
purchases,  and  each  day,  after  the  am- 
ount of  his  sales  had  been  ascertained, 
he  would  set  aside,  as  a  separate  fund, 
33  1-3  p.c.  of  the  amount,  labelled  gross 
profit  account.  Out  of  this  fund  he  paid 
his  help,  store  expenses,  and  personal 
expenditures.  His  sales  approximated 
about  $100  per  day,  so  that  he  figured 
on  about  $33.33  for  his  gross  profit  fund 
per  day.  He  had  no  intention  of  de- 
ceiving anyone,  least  of  all  himself.  He 
paid  his  bills  in  a  regular  manner  and 
believed  himself  to  be  in  a  highly  satis- 
factory way  of  business.  He  lived  well, 
though  not  extravagantly,  and  was 
happy.  But  he  was  blind,  palpably  and 
hopelessly  blind.  The  inevitable  end,  Mr. 
Merchant,  is  clearly  in  vaur  mind  as  vou 


read  this,  and  you  begin  to  wonder  how 
he  lasted  so  long.  I  also  wondered  when 
I  was  called  in  to  save  the  situation,  if 
possible.  It  was  almost  too  late.  What 
had  been  happening  ?  The  diminishment 
of  his  stock  had  been  gradual,  and, 
therefore,  less  perceptible,  but  even  his 
blind  eyes  had  at  last  seen  that  it  had 
dwindled  almost  to  a  vanishing  point, 
compared  with  its  original  completeness. 
He  had  '  grown  suspicious  of  his  help. 
They  must  have  been  robbing  him,  he 
said.  That  he  himself  had  been  the  cul- 
prit never  once  crossed  his  mind,  and 
when  I  pointed  out  that  he  had  been  rob- 
bing his  own  business  to  the  extent  of 
$8.33  per  day,  his  indignation  became  so 
violent  that  he  threatened  me  with  dis- 
missal as  incompetent.  It  is  on  occa- 
sions such  as  this,  however,  that  an 
auditor  must)  show  firmness  as  well  as 
reason,  and  to  the  lessons  then  taught 
is  due  the  fact  that  this  shopkeeper  has 
recovered  his  loss  of  about  $6,000,  and 
is  now  a  merchant;  successful  and  re- 
spected, and  with  a  growing  instead  of  a 
diminishing  capital. 

Where  Error  Lay. 

What  were  the  lessons  ?  First  of  all, 
he  had  miscalculated  his  gross  profits  by 
appropriating  the  same  proportion  of  his 
sales  as  he  had  added  to  his  purchases. 
This  is  an  error  more  common  than  is 
realized,  and  to  which  many  failures  are 
due.  One  day's  sales,  aggregating  $100, 
may  be  taken  to  illustrate  the  point  : 


Cost  of  goods  sold  .. 
Profit  added  (33  1-3 


p.c) 


75.00 
25.00 


$100.00 


The  amount  that  he  should  have  placed 
in  his  gross  profit  fund  was  $25,  accord- 
ing to  these  figures,  but  he  had  taken  a 
third  of  the  total  sales,  as  follows  : — 

Day's   sales   $100.00 

Gross  profit  (33   1-3  p.c.)    33.33 


$  66.67 


As  is  seen,  this  method  left,  after  de- 
ducting the  alleged  profit,  only  $66.67 
with  which  to  replace  goods  that  had 
cost  $75.00,  or  a  daily  stock  depletion 
of  $8.33.  He  had  failed  to  remember 
what  1  any  12-year-old  boy  could  have 
told  him — that  one-third  added  to  the 
cost  equals  only  one-fourth  of  the  pro- 
ceeds. It  might  be  argued  that  what  he 
was  losing  on  one  side  he  was  gaining  on 
the  other,  and  that  there  was  no  real 
shrinkage     in     assets.      That     argument 


would  have  been  fallacious,  at  least  in 

his  case,     because    he  had  regulated  his 

store  and  living  expenses    too  close  to 

the  amount  of  his  imaginary   profit  to 
permit  adjustment  in  that  way. 

Convinced,  by  this  time,  that  he  had 
been  grossly  stupid,  the  next  lesson 
taught  him  how  negligent  he  had  been. 
He  had  never  taken  stock.  Had  he  done 
so  at  the  end  of  the  first  year  he  would 
have  discovered  a  shrinkage  of  about  $2,- 
510,  or  25  p.c.  of  his  capital,  and  heroic 
measures  would  have  been  taken  then 
and  there  to  discover  the  leak,  and  pre- 
vent its  recurrence.  But  he  preferred  to 
deceive  himself  with  an  annual  state- 
ment based  on  estimated  stock,  and  not 
until  two  and  a  half  years  had  elapsed, 
and  it  became  apparent  that  all  was  not 
right,  did  he  attempt  to  learn  his  real 
position  in  the  only  real  way.  By  this 
time  60  p.c.  of  his  capital  had  vanished. 
It  was  a  rude  shock,  but  better  late 
than  never,  '  and  that  he  adapted  his 
management  to  fit  his  strained  resources 
and,  after  a  time,  succeeded  in  recover- 
ing his  prestige,  is  proof  that  business 
skill  has  at!  least  equal  value  with 
capital. 

Next  Article  on  Stocktaking. 

The  next  talk  will  deal  with  methods 
in  stocktaking  and  the  principles  that 
should  govern  in  the  preparation  of  an 
annual  statement  of  affairs,  but  it  is 
hoped  that  enough  has  already  been  said 
to  convince  all  business  men  who  may 
read  this  introductory  article,  that  the 
duty  of  taking  stock,  annoying  some- 
times and  inconvenient  always,  is  im- 
perative as  a  precaution  against  unseen 
danger.  As  a  country  develops,  compe- 
tition in  trade  becomes  more  keen  and 
exacting,  and  success  more  difficult  to 
achieve  and  retain.  Buying  and  selling 
is  becoming  more  and  more  an  art,  or 
science,  in  which  skill  and  watchfulness 
play  the  leading  role,  in  contra-distinc- 
tion  to  the  slip-shod  methods  that  were 
permissible  a  decade  or  so  ago  The  ex- 
tension of  credit,  too,  is  being  measured 
more  by  rule  and  material  fact,  and 
less  by  sentiment  or  personal  favor,  and 
the  merchant  who  measures  up  best  in 
the  eyes  of  his  i  banker  and  other  credi- 
tors, is  the  one  who  knows,  by  rigor- 
ous and  painstaking  examination,  just 
how  his  business  stands,  and  can  pre- 
sent, for  their  consideration,  an  exact 
and  well  arranged  statement  of  affairs, 
at  the  close  of  each  business   year. 


The  Buyer's  Viewpoint 

Much  lace  will  be  used  in  the  new  millinery. 
Macrame  and  cluny  in  twine  and  ecru  employed 
in  the  early  hats.  Beautiful  models  featuring  both 
heavy  and  light  laces  to  come  later. 

Underbrim  trimmings  are  favored.  Maline  is 
much  used  for  this  purpose.  English  shapes  trim- 
med with  small  feather  mounts  in  Milan.  The 
tarn  is  a  prominent  shape. 


Buyers  in   Market   Early 

Interested  in  New  Millinery  and  Placing  Good 
Orders  —  Between  Season  Models  Help  Pro- 
long the  Season  and  Keeps  Business  at  Home. 

TIIP]  wholesale  millinery  houses  report  an  un- 
usually early  influx  of  millinery  buyers, 
and  are  entirely  satisfied  with  the  advance 
business  done  up  to  date.  The  interest  taken  in 
the  new  millinery  and  the  good  reception  given  to 
the  advance  styles  has  done  much  to  clear  the  at- 
mosphere and  put  the  distributing  houses  in  good 
heart  for  the  coming  season.  Buyers  from  all 
points  do  not  wait  for  the  formal  openings  but  are 
in  very  nuich  earlier,  as  there  is  a  general  tendency 
evinced  on  all  sides  towards  concerted  efforts  to- 
w;n-ds  the  lengthening  out  of  the  present  retail 
season. 

Between-Season  Models. 
It  used  to  be  that  only  the  very  few  milliners 
having  exclusive  and  high-class  trades,  did  any- 
thing in  the  way  of  advance  season  business.  With 
the  growth  of  the  country,  the  interest  in  between- 
seasons  models  is  becoming  a  more  strongly  mark- 
ed feature,  and  the  number  of  milliners  finding 
that  they  can  sell  millineiy  models  before  the  date 
of  the  openings  is  on  the  increase.  This  is  a  point 
that  is  well  worth  studying  out,  and  any  milliner 
in  doubt  would  do  well  to  try  out  her  trade  with  a 
small  but  well  chosen  selection.  Of  course  in  this 
ea.«e  the  publicity  end  should  be  well  attended  to. 
Only  a  few  models  should  be  used  for  display  pur- 
poses, but  some  more  personal  and  intimate  form  of 
advertising  .4ionld  be  used  by  the  exclusive  millin- 
er. With  the  departmental  store  different  methods 
are  used,  but  even  here  the  show  cases  are  more 
utilized  than  the  show  window.  The  reason  for 
this  i.=.  no  doid)t.  that  enough  models  are  not  made 


up  or  bought  at  once  to  supply  material  for  an  im- 
posing  display. 

This  selling  of  between-seasons  millinery  in  no 
wise  subtracts  from  later  sales,  but  rather  it  serves 
to  bring  the  home  store  in  touch  with  profitable 
customers,  who  previously  sent  out  of  their  home 
town  for  millinery  of  this  class,  simply  because 
their  wants  were  not  catered  to  at  home. 


Many  Floral    Novelties 

Are  Being  Strongly  Featured  byl  the  Entire 
Trade  —  Prominence  of  Deep  Purple  and 
Prune,    Navy    and    Cerise  —  Taffeta    Leads. 

Much  to  the  detriment  of  the  millinery  trade 
for  quite  a  number  of  seasons,  hats  featuring  an 
almost  total  absence  of  trimming  have  been  the 
vogue.  Their  long  run  has  put  millinery  of  this 
kind  totally  out  of  the  novelty  class,  and  this  fact 
is  being  made  use  of  in  the  attempt  to  introduce 
the  more  trimmed  hat  as  a  smart  and  fashionable 
proposition. 

"It  will  pay  to  push  flowers,"  has  Ijeen  the 
attitude  of  the  manufacturers  and  the  wholesale 
milliners,  and  this  point  of  view  has  been  emphatic- 
ally impressed  iipon  the  model  houses  from  which 
the  advance  styles  emanate.  The  millinery  sent 
out  for  Spring  by  the  Paris  model  houses  have  ac- 
cordingly emphasized  the  floral  vogue,  and  upon  it 

(Continued  on  page  10.) 
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THE   HAT   ON   THE    COVER. 

Paris  model.  Large  picture  hat,  Gainsborough 
type,  of  tagel,  the  brim  faced  with  agaric  or 
towelling  fabric,  and  the  trimming  of  marabout, 
and  a  handsome  heron  mount. 
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TYPICAL    EXAMPLES    OF    SPRING    MILLINERY 


Top  Model. — Hat  of  deep  prune-colored  chip,  covered  plainly  with 
crepe  exactly  the  same  shade,  with  the  straw  brim  forming  the  facing.  The 
dragged  puffing  that  trims  the  upper  brim  and  forms  the  crown  finish  is  a 
new  trimming  feature.  This  puffing  is  of  shot  black  and  prune  taffeta.  The 
floral  plume  is  of  large  violets,  bell  flowers  and  small  roses,  shading  from 
deep  prune  through  violet  to  cerise,  giving  the  fashionable  fuchsia  combina- 
tion. There  is  a  half  wreath  effect  of  the  same  flowers  posed  upon  the 
under  brim. 


Model  on  Left. — Derby  shape  of  black  patent  Milan,  trimmed 
with  large  bow  of  shot  blue  and  black  taffeta,  combined  with  putty 
color  gros-grain  ribbon.     The  ornament  of  tubular  and  gold  cord. 


Model  on  Right. — Hat  in  the  new  primrose  shades.  The  large 
pressed  shape  is  of  deep  bordeaux,  red  faced  with  glace  taffeta  in  the 
lighter  primrose  tones.  The  upper  brim  carries  a  shirred  trimming 
of  the  taffeta,  finished  and  headed  by  a  pleated  ruffle  of  Val.  lace 
dyed  a  deep  twme  shade.  The  uncurled  mount  shade  from  bor- 
deaux to  primrose.      The  new  primrose  color  is  soft  pinkish  cerise. 


Bottom  Model. — Pressed  shape  on  the  helmet  order  of  brown  Tagel, 
with  rolling  brim  laced  with  the  same  straw  in  golden  tan.  A  lovely  para- 
dise in  brown  and  gold  shades  completes  this  hat. 
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PARIS 


HIGH-CLASS     MILLINERY     ONLY 

Although  we  are  an  Import  House,  and  do  not  carry  stock, 
we  have  decided  to  show  at  the  Millinery  Opening  a  small 
range  of  the  latest  styles  in  Shapes,  Hat  Trimmings  and 
Tailored  Hats. 

Three  of  our  Buyers  have  just  returned  from  Paris,  where 
they  have  been  in  quest  of  everything  new  in  Spring  Millinery. 

The  range  we  have  selected  for  this 

SPRING  MILLINERY  OPENING 

From  26th  of  February  to  4th  of  March 

•     is    unique    in   that   it   only    portrays   French   Goods,   high-class 
qualities,  in  the  very  latest  and    most   extreme   Parisian   styles. 

We  are  not  particular  whether  you  buy  these  goods  or 
not.  "We  have  adopted  this  scheme  for  advertising  purposes  - 
it  is  just  another  way  of  bringing  ourselves  before  you  in  an 
interesting  and,  we  believe,  a  pleasant  manner. 

MILLINERY  COMMISSIONERS 

LIMITED  I 

I  7  Front  Street  East,  Toronto 
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Many    Floral   Novelties 

(Continued  from  page  6.) 

are  basing  their  newest  and  most  novel  styles.  With 
the  model  houses,  the  producers  of  millinery  ma- 
terials, and  the  distributors  all  in  line  behind  floral 
eflfects.  it  is  up  to  the  milliner  to  do  her  part  in  re- 
storing them  to  their  wonted  place  in  Spring  and 
Summer  millinery,  and  this  done  the  vogue  of 
other  trimming  materials  will  follow  as  a   natural 


sequence. 


Simple  Effects  iis"  Trimming. 


Hats  shown  are  trimmed  but  not  over-trimmed 
and  though  ribbons,  flowers,  lace  and  tulle  are  all 
used  the  effect  is  simple  rather  than  elaborate,  and 
this  simple  effect  produced  with  trimmings  rather 
then  without,  is  the  leading  note  in  the  new  sea- 
son's millinery. 

As  is  always  the  case  when  an  efi^ort  is  made 
to  popularize  any  given  line,  many  novel  ideas  and 
effects  appear,  therefore  it  is  quite  in  keeping  to 
find  both  unusual  colorings  and  many  novelties  in 
the  flowers  shown.  Perhaps  the  most  striking  at 
the  present  time  are  the  very  dark  two-toned  roses 
and  other  flowers  in  such  colors  as  purples,  plums, 
navy  or  bordeaux  in  comlnnation  with  cerise,  many 
of  them  lieing  so  dark  that  it  is  only  with  difficulty 
that  the  true  color  is  distinguished.  Flowers  in 
these  colorings  were  brought  out  by  Georgette  and 
at  any  rate  for  the  early  Spring  season  will  be  fair- 
Ij^  prominent. 

Another  development  is  the  use  of  tan  and 
golden  brown  flowers.  Attractive,  yet  stiff  close- 
curled  roses  come  in  tan  color  and  there  is  exten- 
sive u.-e  made  of  pansies  and  the  few  other  flowers 
that  come  naturaly  in  tan,  yellow  and  brown 
tones. 

Fi.dWERS  Match  Straws  and  Materials. 

Flowers  it  should  be  said  come  no  longer  in 
their  natural  shades  alone  but  are  shown  in  color- 
ings to  match  the  straws  and  materials  they  are 
used  with.  Rococo  colorings  are  coming  into  vogue 
and  mark  the  introduction  of  a  new  set  of  softly- 
tinted  and  most  effective  art  tones.  Mixtures  of 
small  flowers,  satin  berries  in  these  colors  in  wreath 
or  branch  form  are  very  much  liked,  and  are 
among  the  nio.st  exquisite  and  truly  lieautiful  ef- 
fects of  the  season. 

A  typical  imported  model  featuring  the  rococo 
colorings  was  of  white  chip  with  low  rounded  crown 
and  slightly  drooping,  softly-rolling  brim,  more 
elongated  than  round.  The  crown  and  brim  was 
entirely  covered  with  painted  chiffon  having  little 
groups  of  flowers  in  the  dull  yet  vivid  pinks,  blues 
and  greens  that  characterize  the  new  colorings.  The 


hat  was  lined  with  dull  pink  faille  silk  fluted  full 
and  with  a  tiny  garland  of  dark  green  leaves  and 
tiny  deep  blue  berries.  The  upper  brim  had  two 
flutings  of  inch-wide  heavy  corded  ribbon  with  a 
picot  edge  finished  with  a  roll  of  black  velvet  and 
a  gold  cord.  The  fluting  laid  on  the  edge  was 
pink  and  the  one  placed  a  little  more  than  half- 
way up  the  brim  was  blue.  Around  the  crown  was 
a  branching  lattice  work  of  blue  and  deep  red  ber- 
ries and  leaves  on  brown  stalks  and  at  one  side 
was  a  knot  of  narrow  velvet  flowered  ribbon  appli- 
qued  onto  the  hat.  This  is  one  of  the  new  methods 
of  using  flowers  and  another  is  making  of  aigrettes 
and  quills  and  mounts  of  mixed  flowers. 

Floral  Plumes. 

A  tam  hat  of  violet  tagel  had  a  Prince  of  AVales 
mount  formed  of  violets  and  cerise  roses.  This 
Illume  was  wired  and  lined  with  puffed  violet  ma- 
line  and  was  curved  and  bent  over  just  like  an  os- 
taich  feather.  New  York  is  said  to  favor  these 
floral  plumes  and  they  promise  to  become  a  favored 
idea  in  floral  trimmings.  Not  only  are  flowers  hav- 
ing long  stems  used  in  aigrette  fashion  but  flower 
aigrettes  are  Iniilt  upon  a  wire  frame  giving  either 
a  round  or  pointed  effect,  many  of  which  are  fully 
8-inch  high.  Small  flowers,  roses  and  foilage  are 
usually  used. 

BoAvs,  Chons,  Buckle  and  Wing  Effects. 

Crowns  loosly  covered  with  a  branched  mass  of 
flowers  and  foilage  are  shown  with  increasing  fre- 
quency as  the  new  models  are  brought  out.  All 
kinds  of  flowers  are  pressed  into  service.  Roses 
in  all  colors  are  used  and  the  same  may  be  said  of 
hops  and  wistaria,  and  the  foliage  that  accompanies 
the  flowers  is  as  a  rule  in  velvet  and  silk  of  the 
same  color  as  the  flower.  Flower  bows,  chons, 
buckle  and  wing  effects  are  also  in  evidence,  and 
bunches  of  small  flowers  are  placed  on  hats  with 
apparently  little  reference  to  the  rest  of  the  trim- 
ming, 

Laced-Trimmed  Hats, 

Light  laces  are  talked  of  and  are  extensively 
shown  in  the  trimming  departments.  As  yet  the 
lace  trimmed  hats  that  have  been  sent  over  feature 
the  heavier  laces  such  as  macrame,  cluny  and 
heavy  crochet  and  tape  effects.  This  is  because 
these  laces  are  more  in  keeping  with  the  early  .sea- 
son but  buyers  who  are  in  close  touch  with  Europe 
report  that  beautiful  models  in  lace  are  in  course 
of  preparation  and  will  arrive  later. 

Taffeta  is  very  much  in  the  lime-light  and  is 
certainly  the  millinery  material  of  the  season.  Both 
changeable  and  plain  taft'eta  is  freely  used  but  more 
for  trimmings  and  drapings  than  for  the  wliole  hat. 
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/i;5  Kot  What  We  Say 

SO  muck  as  what  \\^e  do  that  counts  on 
tke  profit  end  for  the  buyer  of  Spring 
Millinery. 

^iVken  in  tke  market  tkis  Season  make 
it  a  point  to  come  m  ana  see  tke  saving 
you   can   make   in 

Hats,      Flo^^^^ers,      Braids 

and   Sundry   Lines   ox 

General   jVLillinery    Cjooas 

YOU    BUY    AT    MAKERS'    PRICES 
YOU    SAVE    LONG    PROFITS 
YOU    GET    THE     RIGHT     GOODS 

A  comparison  of  values  kere  and  else- 
wkere  will  demonstrate  tke  advantage 
of   doing   business   witk   us. 
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Continental   Manufacturers    Syndicate 

LIMITED 
Nordkeimer    Bldg.,    77    York    Street,    Toronto 
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Pleane  mention   The  Review  to    Adverther.^  ami   'I' heir   Travelers. 


Market    Has    Many    Definite    Features 

Vogue    of    Taffeta    in    Gold    and   Blue,   Green    and    Brown,   Purple   and   Red, 

Blue    and    Purple    and    Primrose   Shades  —  Laces   and  Ribbons   also   Chosen 

for    Decided    Position  —  Novelties   in    Braids  —  The    New    Shapes. 

Staff  Correspondence. 


New  York,  Feb.  15. 

SPRING  millinery  and  zero  weather  may  not 
.seem  like  a  very  good  combination,  but  from 
the  standpoint  of  trade  they  leave  nothing 
to  be  desired. 

The  vogue  of  taffeta  is  a  splendid  feature  at 
this  time  and  should  lend  an  impetus  to  a  lagging- 
winter  trade,  for  a  taffeta  hat  is  essentially  a  be- 
tween seasons'  hat,  and  one  that  may  be  worn  with 
even  wintry  attire,  so  that  immediate  business  may 
be  done  with  this  class  of  goods. 

It  is  astonishing  how  many  taffeta-trimmed 
hats  are  in  the  market.  The  glace  and  radium 
effects  lead,  new  names  for  the  familiar  shot  silks 
of  former  seasons.  Not  only  is  taffeta  utilized  for 
hand-made  hats,  but  for  the  blocked  shapes.  It  is 
used  for  facing,  bindings,  draped  crowns  and  all 
manner  of  trimming  effects,  not  least  among  these 
being  huge  bows  which  are  sometimes  made  of  silk 
which  has  been  corded  at  intervals  or  pleated,  be- 
fore being  made  into  the  bow. 

Early  Orders  on  Taffeta. 

It  is  gratifying  so  early  in  the  season  to  feel 
sure  of  any  one  thing  but  the  demand  so  far  for 
taffeta  justifies  every  confidence  in  it,  and  orders 
are  being  placed  early  fearing  a  scarcity  of  the  two- 
tone  combinations  in  such  popular  shadings  as  gold 
and  blue,  green  and  brown,  purple  and  red,  blue 
and  purple  and  the  bright  primrose  or  cerise  shades. 

Lace  has  gained  in  prominence  since  the  last 
report.  Corlier,  Germaine  and  Pouyarme  have  sent 
exquisite  lace,  and  lace  trimmed  models.  Macrame, 
Plauen  laces,  Chantilly,  Alencons,  and  shadow  ef- 
fects are  all  in  demand  for  millinery.  Galoons  sell 
perhaps  better  than  allovers,  but  a  recent  consign- 
ment of  hats  showed  some  lovely  ideas  in  allover, 
the  heavy  Oriental  lace  being  used. 

Heavy  L.vces  Smartest. 

As  previously  stated,  lace  is  used  more  often 
over  a  foundation  of  straw  or  silk  than  ju.'^t  over 
wires.  The  transparent  models  are  rather  rare. 
Heavy  laces  are  smartest  and  these  are  nearly  al- 
ways used  without  fullness. 

Favored  Straws  and  Shapes. 

In  straws,  a  red  and  purple  chvysanthemuni 
braid  is  the  principal  novelty.  The  radium  idea  is 
introduced  in  all  materials.  Few  millinery  mate- 
rials these  days  are  a  solid  color,  these  being  as  true 


of  braids  as  anything  else.  Yedda  is  u.sed,  also 
fancy  Jap  braids  for  hand-made  effects.  One  of  the 
latest  models  to  appear  is  a  tam  of  leghorn,  mount- 
ed on  a  velvet  coronet.  This  hat,  like  several  others 
this  year,  is  made  from  a  plateau.  The  Tam  or 
student  cap  idea  is  noted  in  several  important  ways. 
There  are  any  numl)er  of  tam  crowns  for  those  who 
find  the  rather  rakish-looking  Tam  o'Shanter  too 
extreme.  The  models  most  in  evidence  are  trim- 
med directly  in  the  front,  a  feature  of  other  hats 
than  the  Tam.  Oriental  turbans  are  still  in  vogue, 
and  are  made  of  metal  tis.sues  and  other  materials 
which  lend  themselves  to  drapery.  A  very  lively 
one  of  bronze  tissue  was  mounted  on  a  dark  blue 
velvet  coronet  and  was  trimmed  high  in  the  front 
with  a  perfectly  straight  arrangement  of  dark  blue 
paradise  caught  with  a  Byzantine  clasp.  Paris  is 
not  sending  aigrettes,  naturally,  since  American 
laws  prohibit  their  sale,  but  this  model,  for  exam- 
ple, suggests  aigrettes  and  will,  of  course,  be  copied 
by  milliners  in  other  parts  of  the  country  where 
the  heron  is  not  protected,  substituting  aigrettes  for 
paradise. 

High-Standing  Front  Trimming. 

The  high-standing  front  trimming  is  likely  to 
become  a  fad,  since  it  is  so  new.  On  the  whole, 
lower  hats  are  the  order,  however.  This  is  specially 
true  of  the  wide  brim  variety. 

Some  Curious  Outlines. 

Mention  was  made  in  the  last  report  of  the  re- 
turn to  slashed  brims  and  brims  which  are  bent  in- 
to curious  outlines.  This  means  a  return  also  to 
brim  trimmings,  and  several  hats  have  appeared 
having  some  trimming  on  the  under  or  turned-up 
or  over  portion  as  the  case  may  be.  A  fiat  hat  will 
sometimes  have  a  wreath  of  flowers  on  the  brim, 
sometimes  at  its  edge,  the  flowers  being  on  the  upper 
brim  in  the  front  and  underneath,  across  the  back 
the  brim  being  slashed  at  both  sides.  A  beau- 
tiful flat  hat,  trimmed  in  this  way,  was  covered  over 
its  surface  of  white  straw  with  delicate  pink  crepe. 
The  hat  was  faced  with  l)laclc  velvet  and  trimmed 
as  descril)ed  with  large  pink  gauze  roses. 

Flowers  Used  in  Combination. 

Roses'  of  all  kinds  lead  in  flowers.  Ruasian 
violets  are  a  favorite,  as  are  all  bell-like  flowers  and 
all  branch  effects.     Flowers  are  used  in  combina- 
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Millinery  and 
Fancy  Dry  Goods 

You    are    invited    to     call    at     our    Montreal,    Quebec    and 
Vancouver  Warerooms  and  inspect  our  carefully  selected 
stock  of  Millinery  and  Fancy  Dry  Goods. 

All  that  is  newest  in   Pattern  Hats,  Shapes  and  Trimmings 
for  SPRING  1912. 

OUR  ANNUAL  SPRING    OPENING  WILL  TAKE   PLACE   MARCH  4th 
IN  MONTREAL;    MARCH  11th  IN  QUEBEC. 


TO  BUYERS  IN  THE  WESTERN  PROVINCES: 
We   would   again   remind   you   that   our   Branch    Office   in   Vancouver, 
B.C.,  will  be  opened  Feb.    15th,   with   Mr.   Alfred   Brignell,  Manager. 


Farrell,  Belisle  &  Co. 

257  Notre  Dame  Street  West,     -     MONTREAL 
106-108  Rue  du  Pont,  QUEBEC  522  Seymour  St.,  VANCOUVER 
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The  Ribbon  House  of  Canada 

NOTHING    BUT   RIBBONS 
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Patt.  505,  TAFFETA  RIBBON 

One  of  our  leading  lines,  in  widths 
48,  60  and  80. 

Can  be  retailed  at  15,  18  and 
22  cents. 


This  is  an  age  of  specialization.  We  are  specialists 
in  Ribbons.  We  give  our  undivided  attention  to 
buying  and  selling  Ribbons,  and  can  therefore  offer 
you  the  benefit  of  our  expert  knowledge  in  this  im- 
portant department  of  your  business. 

Call  and  see  us  when  in  Montreal  for  the  Millinery 
Openings,  March  4th.  It  will  be  a  pleasure  to  show 
our  goods. 

Our  Mail  Order  Department  is  at  your  service,  if 
you  write 


Walter  H.  Barry  &  Co. 

MONTREAL,  P.Q. 
Winnipeg  Branch:    SYLVESTRE  WILSON   BUILDING 


J.   R.    GALBRAITH,   Manager 
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Large  black  hat  of  patent  Milan 
straw,  brim  lined  with  satin  and 
the  top  made  np  of  mixed  flowers. 
Creation  of  Madame  Pouyanne,  Paris, 
and  imported  by  Debenham's.  Ltd. 


New  Persian  Turban  —  Made  of  silk 
straw,  taupe  color,  trimmed  with 
wreath  of  Forget-me-nots  and  small 
flowers  and  brush  osprey.  Creation 
of  Madame  Germaine,  Paris,  and  im- 
ported by  Debenham's,   Limited. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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FLOWERS    1912  SPRING  OPENING   1912 

MONDAY,  MARCH  4TH 


BRAIDS 


We   extend   a  cordial   invitation  to 
the    trade  to  visit  our   warerooms. 


l"  MIT  ED    Elliott,  Sherring  &  Co.,  Limited 

RIBBONS 


MILLINERY  IMPORTERS 
OGILVIE  BLDG.,  37  Wellington  St.  W.,  Toronto 


FEATHERS 


Why  not  take  advantage  of   the  Opportunity  to  Buy  Direct  from 

the  Manufacturer 

Spring  Opening,  1912 

Don't  fail  to  see  our  line  of  Hats  when  you  attend  the  openings  in  Montreal  on  March  4th. 

We  have  the  newest  models  out.      You  will  agree  with  us  when  you  see  them. 

You  can  also  rvrile  for  a  sample  order  immediately. 
Satisfaction  guaranteed. 


388  Noire  Dame  St.  W 


IHI«. 


MONTREAL 


Better 
Buying 

Helps  your    millinery 
department. 

Our   values   in 

Ribbons 

Silks 

Hat  Linings 

Veilings 

and 

Accessories 

will  help  you. 

Let  us  serve  you 
at  opening   time. 

(MARCH  4th.) 

The 
W.  R.  Brock 
Co.,  (Limited) 

Montreal 


MILLINERY 
OPENINGS 

When  in  Toronto  at  opening 

time  be   sure   and    make 

time  to  visit  our 

SAMPLE    ROOMS  : 
Carlaw  Buildings,  28  Wellington  St.  West 

A   visit    to    Montreal   is   not 

complete    unless   you 

see  us. 

Greenshields  Limited 

Wholesale    Dry    Goods 

MONTREAL 

Specialists   in    Ribbons,    Silks   and    Uillinery     Acceisories 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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tions  rather  than  individually  and  are  in  all  colors 
of  the  rainbow,  especially  pinks,  purples  and  reds. 

The  Color  Trend. 


Orange   is   gaining  prominence. 


Cardinal  red, 
for  obvious  reasons,  is  being  much  talked  over  at 
present;  in  fact,  the  season  so  far  may  be  classified 
as  one  of  extremely  vivid  coloring.  About  the  only 
delicate  combination  favored  is  light  grey  and  white 
and  the  pastel  shades  which  are  worked  out  in 
malines.  Maline,  by  the  way,  is  much  in  evidence 
and  its  use  is  expected  to  continue  and  to  grow. 

A  Ribbon  Exhibit. 

A  very  interesting  ribbon  exhibition  was  recent- 
ly held  in  New  York  when  many  clever  ribbon  cre- 
ations were  seen.  These  covered  a  wide  field  from 
negligees,  breakfast  caps,  bags,  girdles,  waists,  pet- 
ticoat ruffles,  muffs  and  coiffure  effects,  through  all 
manner  of  ribbon  novelties  for  the  boudoir,  dress- 
ing table,  etc.  The  exhibit  was  largely  attended 
and  everyone  must  have  carried  away  some  idea. 
There  was  also  a  display  of  bolts  of  fancy  ribbon, 
for  ribbon  is  good  this  year  in  wide  and  very  beau- 
tiful colors  and  designs.  Several  ribbon-trimmed 
hats  were  displayed.  One  hat,  made  entirely  of 
shirred  ombre  ribbon  in  amber  shades,  and  gold 
wire  cloth,  had  no  other  ornamentation.  The  im- 
portance of  ribbon  as  a  hat  trimming  should  not 
be  overlooked.  To  be  sure,  huge  bows  of  piece 
goods  are  often  seen,  but  quantities  of  ribbon  are 
used  in  the  new  hats,  the  preference  being  for 
changeant  taffeta,  for  double-faced  silks  and  for 
figured  and  .striped  effects.  Some  velvet  ribbon, 
usually  three  inches  and  over,  is  used  in  colors  and 
black.  Picot  edged  ribbons  are  also  being  shown, 
and  grosgrains  and  Roman  effects  for  tailor-made 
hats. 

The  Position  of  Feathers. 

.Imong  the  popular  feathers  are  phea.«ant, 
merle  and  brush  effects  in  variegated  colors.  Os- 
trich, particularly  Amazons,  French  tips,  uncurled 
effects  and  willows  are  selling  for  immediate  con- 
sumption and  for  the  Easter  trade.  Colors  are 
better  than  black.  Paradise  is  very  fashionable, 
and  neumadi  is  having  good  sale. 

Pearls  the  Thing  in  Paris. 

It  is  impossible,  of  course,  to  cover  all  the  mil- 
linery materials  in  so  small  a  space.  In  passing, 
mention  must  be  made  of  fruit,  particularly  cher- 
ries, and  of  the  bead  fringe  trimmings,  silk  fringes 
and  novelty  bead  galoons  and  ornaments.  Pearls 
have  been  little  shown  as  yet,  but  it  is  persistently 
reported  that  they  are  "the  thing"  in  Paris.  The 
fashion  in  ornaments  is  still  suggestion  of  the 
Orient. 


The  first  week  in  Feljruary  is  the  time  allotted 
to  the  second  openings. 

There  have  been  so  many  removals  in  the 
trade,  and  all  farther  up  town,  that  one  can  no 
longer  discriminate  and  refer  to  the  "Up  town" 
hovises  as  the  retailers. 
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Milliners^ 
Attention! 


You  can  increase  your 
profits  if  you  buy  direct 
from  our  factory. 

Compare  these  prices  with 
others — 


Milan  Shapes  (asstd.  colors)  $15.00  per  doz. 
3  in.  Chip  -  -  -  -  15.00  "  " 
Champagne  Mohair  -  -  13.50  "  " 
Black  Mohair  -  -  -  -  12.00  "  " 
Rough  Straw  -  -  -  -  7.50  "  " 
Wire  Shapes  of  every  description,  $1.25  per  doz. 

You  are  cordially  invited  to  visit  our  Sample 
Rooms  when  in  Montreal  for  the  Millinery 
Openings,  March  4th. 

It  will  be  to  your  advantage  to  see  our  offerings 
before  placing  orders. 

284  Notre  Dame  Street  West,    MONTREAL 

(SECOND  FLOOR) 


Millinery  Commissioners,  Limited 

Read  our   advertisement 
Page   9 


MANU- 
FACTURERS 
OF 

OSTRICH 
PARADISE 
OSPREYS 

MARABOU 

DOMINION  OSTRICH  FEATHER   COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 


The  Reviw  is  the  Official  Organ  of  the  Window  Trimmers'  Association 


An    Atmosphere    of    Spring 

That  is  What  the  Store  Interior  and  the  Win- 
dows   Must    Suggest —Planning    the    Opening 
Displays  of  Millinery,  Ready-to-wear  Garments 
and  Other  Lines. 

MILLINERY  openings,  must  be  an  interest- 
ing and  intelligent  interpretation  of 
styles  and  materials  as  shown  in  larger 
cities  and  pronounced  correct  l)y  buyers  in  antici- 
pating the  season's  business.  For  Spring,  these 
events  are  important  ]:)ecause  they  focus  the  plann- 
ing and  efforts  of  the  entire  store  for  the  past  three 
months,  also  denote  full  readiness  in  every  depart- 
ment and  the  spirit  of  the  advancing  season. 

Each  buyer,  advertiser  and  manager  has  his 
opinion  as  to  the  manner  in  which  an  opening- 
should  be  conducted.  Whether  this  is  carried  out, 
as  a  style  show,  "promenade,"  "salon"  or  "confer- 
ence of  styles,"  with  their  attendant  features  is  a 
subject  for  decision.  No  matter  what  may  be  the 
conchision,  it  is  the  window  trimmer's  aim  to  make 
his  millinery  opening  of  stvde  importance  in  the 
community  and  to  conduct  this  event  with  that 
eclat  and  precision  which  becomes  characteristic  of 
a  store's  policy  from  season  to  season.  He  must  sat- 
isfy department  managers  and  most  of  all  interest 
the  crowd  so  as  to  make  it  worth  their  while  to  visit 
all  departments. 

Must  Maintaix  Interest. 

Readiness  is  of  first  importance  and.  while  in 
])lanning  displays,  it  is  remembered  that  prelimin- 
ary showings  have  been  successful  it  must  not  be 
taken  for  granted  that,  although  usual  crowds  will 
turn  out  to  an  opening,  it  is  any  less  important  to 
have  some  drawing  card  to  maintain  interest  and 
keep  customers  talking. 

In  most  cases  trimmers  will  have  successf tally 
laid  their  plnn«  previously  and  except  for  incidental 


delays  will  find  little  trouble  in  having  the  store  in 
readiness.  Efforts  are  made  to  have  everything 
beautifully  arranged  and  displays  on  interior 
ledges,  cases  and  departments  featuring  new  goods 
on  all  sides. 

Floral  decorations  are  the  rule  and  to  fairly  an- 
ticipate Spring,  displays  are  made  more  realistic  by 
including  palms,  foliage  and  extra  decorations  com- 
l)ined  with  stock  showings  surpassing  in  every  point 
those  of  other  years. 

Mauve  and  Purple  This  Year. 
This  season  window  trimmers  are  favoring  mauve 
01'  pvu'ple  decorations  with  a  touch  of  gold  and  white. 
Individual  trims  of  lilac,  wistaria  and  new  floral 
creations  in  shaded  effects  promise  to  lend  them- 
selves to  the  predominating  style  features  in  millin- 
ery, trimmings,  materials,  etc.  There  are  numerous 
new  rose  conceits,  sprays,  clusters  and  individ;ial 
American  beauties  and  increased  assortment  of  leaves 
to  be  applied  to  branches — maple,  oak,  birch  and 
sycamore— mostly  in  natural  green  or  shaded  color- 
ings. These  are  correct  reproductions  from  nature, 
showing  veinings  vejy  clearly  and  giving  more  color 
than  ever  to  add  that  Springlike  touch  so  essential. 

Novelty  Style  Showings. 
By  opening  week  all  interior  work  will  be  com- 


WON  THE  REVIEW'S  GOLD  MEDAL. 

The  Review  has  pleasure  in  announcing  that 
Warren  Andrews,  of  the  Anderson  Co.,  St. 
Thomas,  has  been  awarded  the  gold  medal  for 
1911,  he  having  secured  the  highest  number  of 
points  in  the  monthly  window  competition.  Mr. 
Andrews  won  three  firsts  and  three  seconds. 
For  the  month  of  November,  1911,  first  prize 
was  awarded  to  J.  A.  McNabb,  with  Richard 
Hall  &  Son,  Peterboro,  and  for  December,  the 
prize  was  captured  by  Mr.  Andrews. 
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l)leted  and  trimmers  are  called  upon  to  concentrate 
their  eflforts  on  millinery  displays  proper,  so  as  to 
complete  novelty  style  showings  in  windows  and  to 
give  the  Spring  atmosphere.  Each  trimmer  ha<,  a 
diagram  or  scheme  to  carry  out,  his  background? 
ready  to  place  and  no  doubt  has  plans  of  arrangement 
for  the  entire  trim,  which  is  impossible  to  convey  or 
describe  until  it  is  actually  completed. 

There  are  always  minor  details,  unlooked  for  vers^ 
often,  which  take  time  and  it  is  necessary  to  start 
early  Monday  morning  of  this  week.  First  of  all, 
backgrounds  must  be  set  up  and  trimmers  are  guided 
according  to  the  amount  of  time  or  work  required 
in  starting  their  general  groupings. 

Little  Defects  are  Costly. 
AVith  warm  w^eather  there  is  no  excuse  for  any- 
thing but  al)solutely  clean  ^vindows,  fixtures  and 
lighting  facilities,  new  electric  bulbs,  etc.  The.se 
things  must  be  done  befoi-e  goods  are  arranged,  to 
avoid  having  to  climb  in  afterward.  Little  things, 
unless  attended  to  first  take  up  valuable  time  later 
and  lead  to  costly  defects  as  well  as  soiled  materials, 
disarranged  poses  and  unsatisfactory  results. 

Play  rp  Millinery  as  Stronc;  Attraction. 

It  is  generally  understood  that  millinery  is  of 
first  importance,  with  ready-to-wear  and  dress  goods 
almost  equally  so  in  alloting  space.  To  secure  the 
best  possible  front,  high-class  showings  from  all  de- 
partments, in  so  far  as  window  space  allows,  is  good 
merchandising.  Millinery,  however,  is  the  attrac- 
tion. It  is  often  maintained  that  other  sections  are 
just  as  important,  but  it  is  usually  found  that  new 
creations  in  millinery,  laces,  silks  and  trimmings  are 


ENTHUSIASM  FROM  PETERBORO. 

J.  A.  McNabb,  window  trimmer  for  Richard 
Hall  &  Son,  Peterboro,  writes  the  secretary  of 
the  Canadian  Window  Trimmers  as  follows: — 

"Allow  me  to  congratulate  the  boys  upon  the 
success  attained,  and  on  the  co-operation  of  the 
manufacturers  regarding  the  prizes  offered  for 
the  coming  convention  of  the  C.  W.  T.  A.,  which 
appeared  in  the  official  organ  of  January  1st. 

"It  is  most  gratifying  to  note  the  splendid 
prizes  tendered  for  our  first  convention,  which 
I  believe  is  going  to  be  a  huge  success. 

"No  doubt,  when  the  Canadian  boys  looked 
over  the  prize  list  they  at  once  decided  to  make 
a  special  effort  to  bring  their  display  work  up 
to  a  higher  standard,  and  to  enter  into  the  com- 
ing competition.  As  for  myself,  I  am  very  much 
interested,  and  anything  that  I  can  do  to  help 
advance  the  association,  will  do  so  without  hesi- 
tation. 

"I  assure  you  that  Peterboro  will  be  well 
represented  in  the  coming  contest." 
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Dust  and  Frost  Proof  Windows 


This  illustrates  the  application  of  the  Hester  metal  fronts,  which  are  absolutely  dust  and  frost  proof.      Merchants   who 
are  planning  to  remodel  or  build  new  store,  should  write  for  our  catalogue    No.  26. 


This  shows  application   of  the   new   ideas   in    background   by  use  of   Deco  Veneer.     Trimmers  are   finding  this  a   highly 

satisfactory  material  for  background  at  a  moderate  price.     Can  be  supplied  in  panels  ready 

to  instal  in  all  finishes,  such  as  Mahogany,  Oak,  Circassian  Walnut,  etc. 

Canadian  Store  Front  Company 


Peter  and  Queen  Streets 


Hamilton,  Ontario 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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most  alluring  to  feminine  minds  and  cannot  be 
gven  too  much  space  as  the  attraction.  Most  stores 
arrange  their  show  windows  with  this  in  view,  mak- 
ing their  finest  exhibit  of  the  season  at  this  time. 
Windows  are  allotted  so  as  to  give  an  individual  space 
to  millinery  and  to  display  hats  in  conjunction  with 
other  showings  of  ready-to-wear  and  dress  goods. 

In  case  the  store  is  kept  open  at  night,  there  is 
no  change  from  original  trims  but,  if  an  interior 
millinery  exhibit  or  promenade  is  held  instead,  the 
ready-to-wear  novelty  showing  is  taken  out  and  an 


entire  window  front  and  floor  display  of  millinery 
made. 

Preserve  Individual  Effect. 
It  is  here  the  artistic  ability  of  trimmers  is  taxed 
so  their  displays  may  not  lost  the  indivdual  effect. 
One  color  must  not  clash  with  another.  Each  par- 
ticular pose  must  indicate  care  on  the  part  of  the 
trimmer  to  convey  a  keynote  to  Spring  fashions  and 
the  best  stocks  within  the  store.  Exclusiveness  and 
style  are  desirable  and  trimmers  must  strive  to  bring 
these  features  carefully  to  tlie  forefront,  so  as  to  add 


PRIZES    FOR    SCENIC    BACKGROUNDS. 

The  Calkins  Studios,  Chicago,  are  donating  a 
first  prize  of  $25,  anl  second  prize  ?15  for  the 
most  effective  window  trim  or  store  interior 
decoration  in  which  scenic  effects  are  used.  This 
award  is  added  to  the  revised  C.  W.  T.  A.  contest 
announcement  this  month.  In  view  of  the  liberality 
of  these  prizes  and  those  of  other  manufacturers 
great  interest  is  being  manifested  by  members  of 
The  Canadian  Window  Trimmers'  Association  in 
planning  their  opening  windows.  With  15  classes 
and  prizes,  totalling  $250,  trimmers  have  unusual 
opportunities. 


Raymond  Bros. 


Outside 
Appearance 

adds  prestige  to  your 
store  in  the  eyes  of 
your  trade. 

An  awning  affords 
protection  from  the 
sun  and  excessive 
lieht  to  the  interior 
thus  allowing"  your 
stock  to  retain  its  nev/ 
appearance — a  poin  t 
that  will  always  make 
It  saleable,  and  inci- 
dentally add  to  your 
profits. 

Ask  us  for  quota- 
tions 


London,  Ont>. 


The 

1912   Blouse  Form 

will  bring  out  the  correct  lines  of  the 
latest  Blouses  and  Shirt  Waists. 

Millinery  Display  Forms 

We  extend  an  invitation  to  milliners  and 
merchants  to  call  and  see  our  line  of 
samples  in  our  Showroom,  99  Ontario 
Street  (Queen  East  car.) 

We  are  exceptionally  well  equipped  to 
model  and  manufacture  Wax  Figures  and 
Forms  in  the  very  latest  styles. 

BLOUSE  FORM 

68A,  Oxidized  Copper,  $5.00 

69B,  Same  with  ordinary  fitting,  $4.00 

69A,  Same  without  velvet,  $3.00 

The  Very  Latest  in  Blouse  and  Millinery  Forms. 


A.  S.  RICHARDSON   CO. 

99    ONTARIO   STREET,   TORONTO 
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A  Few  of  Our  New  Spring  Decoratives  for  Window  and  Interior  Decorations 


1740— Peach  Bud  Spray.  Something 
entirely  new.  Made  with  a  rich 
pini<  bud  with  brown  stems.  Theie 
is  nothing  better  than  this  bud  for 
your  windovv  displays.  We  also 
have  the  apple  and  cherry  blossom 
sprays.  Size  of  spray  12  inch  x  21 
inch.    $15.00  per  gross- 


1745 — Foliage  Spray-  These  sprays  are 
used  for  bacliground  or  for  filler  with 
the  peach,  apple  and  cherry  blossom 
sprays.  Made  in  light  or  dark  green. 
Size  of  spray  12  inch  x  21  inch.  $9.00 
per  gross. 


3022 — New  number  in  Japanese  Wisteria.  It  is  one  of  the 
most  beautiful  decoratives  on  the  market.  The  foliage  is 
natural  veined  and  is  not  the  ordinary  tissue  foliage.  The 
flowers  are  of  a  rich  violet,  shaded  to  lavender,  but  can  be 
furnished  in  any  color  desired.  One  cluster  of  flowers 
to  five  sprays  of  foliage  Flowers  are  8  inches  long. 
Covers  a  space  of  18  inch  x  18  inch.  Per  dozen  bunches 
of  five  sprays  and  one  cluster  of  flowers  95  cents:'- per 
gross  $9.00. 


We    shall    be   glad    to   receive   your    specification   for   any   decorative 
you  may  have  in  mind  and  will  quote  you  our  lowest  prices. 

Write  for  Our  1912  Catalog 


J.  F.  GASTHOFF  COMPANY 

Leading  Manufacturers  of  Artificial 
Flowers   and   High    Art    Decoratives 


12-14-16  S.  Vermilion  St. 


Danville, 


This  drape  is  by  H.  C.  MacDonald.  with  Murray- 
Kay.  Limited.  Toronto 


ARE   YOU    USING    THE 

New  "Empire" 
Drape  Form  ? 


This   is   the   form   used  now 
by    the    big     city     stores    in 


Dress  Goods   Displays 


It  is  the  only  form  upon  which  you 
can  get  the  correct  high  waist  line 
effect  that  is  such  an  outstanding 
feature  of  up-to-date  dress  styles. 
With  this  form  you  can  get  drapes 
that  will  be  thoroughly  stylish  in 
every  line — drapes  that  sell  dress  goods. 
It  is  a  form  that  no  progressive  trim- 
mer can  do  without  if  his  skill  is  to 
be  given  the  proper  scope. 

Made  in  Rights  and  Lefts, 
Price,  each.        -        $3.00 

Order  direct  or  through  your  jobber. 


Dale  &   Pearsall 


106  Front  St.  East 


TORONTO 
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Our 

Spring 

Circular 


is  now  ready  for 
distribution. 


^^    Be  Sure  and 
Obtain  a  Copy 


before  planning  your 
window  attractions, 
or  interior  decora- 
tions for  your 

SPRING  OPENING. 


WHEN  ordering  from  us  you  may  depend  upon 
getting  what  you  order.  We  carry  the  largest 
stock  in  the  country,  and  our  manufacturing 
facilities  are  enormous.  If  you  have  anything  special 
that  you  wish,  and  which  is  not  illustrated  in  our 
catalogue,  be  sure  and  let  us  know.  If  it  can  be  made 
at  all,  we  can  make  it  and  you  may  be  sure  at  the 
right  price. 

When  coming  into  the  market  be  sure  not  to  neglect 
to  call  on  us.  Our  sample  line  on  exhibition  cannot 
be  surpassed.  You  will  find  the  largest  variety  and 
always  a  lot  of  material  which  we  are  sure  is  new  to 
you,  and  your  visit  will  prove  to  be  of  mutual  benefit. 


L.  BAUMANN  &  CO. 

Largest    and    Leading     Importers    and 
Manufacturers    of    Floral    Decorations. 


357-359  W.  Chicago  Ave. 


Ch 


icago 


To  Reach  Our  Place  ''^°™  '^°^"  Town  Take  North- 

western  Elevated  Train  on  Loop 
to  Chicago  Avenue  station  (a  5  minute  ride),  and  wallt  one 
block  west;  or  take  Sedgwick  &  Dearborn  Street  car  on  Dear- 
born Street  to  Chicago  Avenue,  or.  Clark  Street  car  going 
north  and  transfer  to  Chicago  Avenue. 


Spring    Opening 
Panel 

FOR  YOUR  SPRING  OPENING  WINDOWS 


m;. 

f^%% 

'-r"*^! 

ML 

"m 

^^^ 

■t'" 

^^5^ 

wk;- 

UritlSiV'' 

-'''^^^^^1 

"■^tHiff" 

■-K*    Jp^ 

t:'~ 

.:■''■' 

-<*>»"'*«»■:',.■  ',• 

npHIS  beautiful  painted  panel  of  a  symbolic  figure 
■*■  of  Spring  walking  in  a  field  of  Spring  flowers 
and  posed  against  a  background  of  woodlands 
painted  in  soft  Spring  colors  is  probably  the 
most  beautiful  decoration  and  most  appropriate 
ever  designed  for  a  Spring  Opening  Display. 

After  these  panels  have  been  used  in  the  window, 
they  should  be  used  as  decorations  on  the  walls 
of  the  store  interior.  With  either  an  elaborate 
gold  frame  or  with  a  plain  plush-covered  board 
frame,  they  would  be  wonderfully  attractive  in 
the  store. 

Painted  in  oils;  size  4  ft.  by  8ft. 

Price    Ipz5   each 

Order  them  at  once  so  that  your  order  will  be  sure  to 
be  filled  We  can  only  paint  so  many  of  these,  and 
orders  will  be  filled  in  order  of  their  receipt. 

Free  Window-Trim  Book 

containing  a  great  variety  of  window-trimming  ideas. 
Write  for  it  to-day. 

THE  CALKINS  STUDIOS 

64  E.   22nd  St.,  Chicago 

Note — Grand  prize  for  scenic  displays,  class  15, 
Window  Trimmers'  contest,  awarded 
by  Calkins  Studio,    Chicago. 
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to  the  store's  reputation  and  goods  on  view  through 
trimiber's  good  taste. 

Millinery  windows  are  composed  of  from  six  to 
fifteen  models  and  these  are  changed  from  time  to 
time  during  opening  days.  Two  or  three  stylishly 
dressed  figures  and  a  few  accessories  with  a  drape  of 
dress  goods,  perhaps,  or  a  silk  or  satin-lined  hat  box, 
tied  with  ribbons,  chairs,  settees,  etc.,  will  complete 
the  ensemble.  Dress  goods  or  .silks  to  show  are  ex- 
clusive, worsteds  or  tweeds,  in  individual  lengths; 
black  and  white,  cream  and  black,  grays,  tans  or 
sand  browns  or  light  fabrics,  marquisettes,  voiles  and 
eoliennes  in  afternoon  and  evening  shades  may  be 
effectively  used. 

From  ready-to-wear  departments  there  are  two  or 
three  elaborate  gowns  or  wraps  on  figures  and  a  fair 
showing  of  suits  from  $20  to  $25 ;  some  stylish  coats, 
blouses  and  necessities  to  complete  the  toilette.  Gar- 
ments are  the  best  of  the  stock  assortment  and  often 
purchased  for  window  effect  alone,  realizing  that 
price  is  sometimes  prohibitive  to  profit  but  style  is 
depended  on  to  give  tone,  add  dignity  or  illustrate 
exactly  why  cheaper  garments  are  correct  in  detail 
of  cut  or  values  impossible  to  improve.  Such  win- 
dows, as  messages  of  Spring,  are  followed  by  enthusi- 
astic response  if  not  by  actual  orders  and  sales. 
Usually  these  methods  are  found  to  open  the  season 
and  are  successful  in  making  business  for  all  depart- 
ments. 

Interior  Store  Displays. 

Several  trimmers,  when  stores  are  closed,  find  in- 
terior store  displays  effective  in  making  representa- 
tive groupings  of  high-class  millinery,  ready-to-wear 


and  dress  goods  on  the  main  floor  before  the  en- 
trances. 

The  entire  store — counters,  cases  and  ledges — is 
arranged  in  different  unique  ways,  giving  interesting 
perspective,  often  supplying  a  background  for  goods 
which  have  not  yet  been  forward  or  not  displayed 
until  some  time  later  in  general  trims.  To  carry 
this  out  rugs  and  carpets  are  placed  in  aisles,  in  view 
from  doorways  and  displays  placed  at  vantage  points. 
For  windows,  millinery  alone  is  shown — not  a  win- 
dowful  of  hats  but  an  artistic  grouping.  Drapes  and 
figures  removed,  help  in  making  floor  settings. 

Without  doubt  the  merit  of  this  scheme  is  in 
overcoming  careless  handling  of  millinery  or  materi- 
als by  disinterested  customers,  seeing  that  nothing  is 
sold  on  opening  evenings,  unless  it  is  on  Saturday 
night.  Of  course,  there  trims  have  to  be  made  after 
six  o'clock  and  removed  after  eleven  the  same  night, 
but  drapes  are  prepared  before  hand  and  quick, 
effective  displays  made  in  half  an  hour.  By  drawing 
the  blinds  as  people  begin  to  gather  the  combined 
effects  of  windows  and  interiors  under  artificial  light 
give  an  evening  display  worthy  of  the  store  in  com- 
pleting the  formal  Spring  openings. 


C.  W.  T. 

A.  MEN  AND  THEIR 

WORK. 

See  The 
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Wear 

Section   of 

this 

paper 

for  second  c 
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of  articles  on  C. 
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A. 

men  and 
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work. 

The   advent   of   Spring   and    .Millinery    Style   Conference-Opening  Day— foliage    and    felt    background    bleiidod    down 
color— a   window   without   figures   witn   effective    posing   of  stands  and  models.     1  rimmed   by  Samuel   R.  \\  e 

Boston    Store,  Chicago,   Ul. 


blended    down    to    a   dark    tan 
iss' 
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THE    BUYERS'    VIEWPOINT 

Suit  season  opens  up  at  an  early  date.  Serges 
and  whipcords  the  leading  fabrics.  "WHiite  facings 
a  prominent  feature. 

Development  rather  than  change  the  rule  in 
suit  styles. 

The  lingerie  wai.st  again  fashionable  to  complete 
the  cloth  suit.  This  means  a  big  lingerie  waist  sea- 
.son.  A  new  feature  is  the  waist  which  extends  over 
the  skirt  in  the  form  of  a  peplum  or  apron  finish. 

Novelties  in  Fall  cloakings  and  chinchilla  a 
strong  feature. 


THE  MANUFACTURER,  THE  MERCHANT  AND  THE  TRADE 


IT  is  with  pleasure  that  The  Review  presents 
to  its  readers  the  semi-annual  style  number 
for  the  Spring  Season,  1912,  as  it  gives  to 
the  merchant  such  a  striking  proof  of  the  won- 
derful growth  and  development,  that  is  taking 
[>lace  in  the  Canadian  garment  industry,  and 
shows  so  fully  that  the  Canadian  manufacturer 
is  taking  advantage  of  an  extending  and  im- 
I)r()ving  market. 

This  advance  is  due  in  no  small  measure  to 
the  splendid  initiative  and  unfailing  and  un- 
flagging efforts  of  the  men  who  direct  the  for- 
tunes of  Canadian  garment  firms,  and  to  their 
persistent  endeavor  to  meet  the  merchant's 
needs  as  they  develop.  In  this  effort,  new  firms 
are  coming  into  being,  and  new  branches  of 
the  trade  are  becoming  established.  Take,  for 
instance,  the  big  development  in  the  making  of 
children's  wear,  and  the  making  of  mi.s.ses'  gar- 
ments. Also  the  putting  in  of  dresses  as  a  big 
specialty  line. 

While  it  is  quite  true  that  all  jjuying  can- 
not as  yet  be  confined  to  Canadian-made  mer- 
chandise, the  domestic  manufacturers  are  get- 
ting a  much  larger  proportionate  .share  of  the 
business  each  year.  Canadian  manufacturers 
are  learning  the  nece.s.sity  of  keeping  in  closer 
and  more  intimate  touch  with  the  leading  fash- 
ion centres,  and  the  necessity  of  producing  the 
light  styles  at  the  right  moment.  Therefore, 
there  is  more  .style  value  put  into  Canadian- 
made  garments  which  is  bringing  the  day  with- 
in mea.surable  distance  when  the  bulk  of  this 
merchandise  will  be  the  product  of  the  home 
industries. 


A  great  advance,  has,  also  been  made  in  the 
cutting  and  fitting  of  Canadian-made  garments. 
Maiuifacturers  have  given  attention  during  re- 
cent years  to  the  proportioning  of  sizes.  Waist 
lines  have  been  shortened,  and  other  measur- 
ments  have  been  brought  into  greater  harmony. 
Thus  a  greater  number  of  customers  can  be 
creditably  fitted  and  the  sale  of  ready-to-wear 
garments  is  becoming  more  profitable  each 
year. 

There  is  some  complaint  prevailing  as  to 
the  unwillingness  of  the  merchant  to  place  the 
advance  orders,  that  were  usual  some  years  ago. 
This  is  a  condition  though  .somewhat  aggravat- 
ed by  special  conditions  at  present,  that  has 
grown  vnih  the  growth. 

On  the  other  hand,  buyers  are  inclined  to 
delay  orders  until  it  is  well  nigh  impos.sible  for 
the  manufacturer  to  complete  them,  or  to  make 
deliveries  on  time.  To  these  buyers.  The  Re- 
view would  say  that  profits  cannot  be  made 
without  a  proper  ussortment  of  merchandise, 
and  that  the  value  of  the  complete  assortment 
must  be  balanced  against  the  fear  of  "getting 
stuck." 

The  importance  of  completely  developing 
their  home  trade  is  also  to  be  pressed  home  to 
the  merchant  in  these  days  of  rapidly  chang- 
ing conditions.  Prosperity  is  reaching  num- 
bers even  in  the  smaller  centres  and  a  little  time 
spent  in  sizing  up  tlie  l)nying  capacity  of  cus- 
tomers will  convince  most  merchants  that  there 
are  many  added  possibilities  for  the  selling  of 
more  expensive  garments. 
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TAILORED  WASH  DRESSES 

All  Finished  Seams.  Small  Women's  Sizes,  14,  16,  18;     Women's,  34  to  42  Bust 


Lingerie 
Dresses 

at 
$27.00 
30.00 
36.00 
40.00 
60.00 
78.00 

Write 
for 

assorted 
lot. 


■&!». 


S.NOVr~MODI 


Style  ISO 
524.00  a  Dozen 


Style  99 
$24.00  a  Dozen 


Style  2 
$24.00  a  Dozen 


Style  150 — Made  in  fine  quality  lawn.  Colors,  Navy  and  white  stripe.  Black  and  white  stripe 
Style  99  — Made  in  fast  color  chambrays.     Colors,  Blue,  Pink,  Linen. 
Style  2     — Made  in  striped   and  check  chambray.  Colors,  Blue,  Pink  Linen. 

Electros  supplied  with  one  dozen  each  assorted  styles  and  colors. 

NOVI-MODI   COSTUME   CO.,  Limited 

302-4-6  CHURCH  STREET,  TORONTO 
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Advertising   For    the    Spring    Openings 

General  Movement  of  New  Merchandise  Calls  for  Careful  Preparation 
—  How  Some  of  the  Big  Stores  Did  It  Last  Year  —  Some  Were  Grandilo- 
quent   Outbursts,    Others    Severely    Practical. 

For    the    Review  by  Edmund  James  Ryan,  advt.  manager  The  Right  House.  Hamilton. 


EASTER  comes  on  April  7tli.  This  means 
tliat  every  enterprising  store  in  the  Domin- 
ion is  now  well  along  in  its  preparation  for 
a  Spring  opening,  for  Easter  sales,  and  for  the  gen- 
eral movement  of  Spring  merchandise  of  all  descrip- 
tions. 

And  chief  among  all  the  preparations — after  the 
actual  buying  lias  been  done — is  the  tuning  up  of 
the  dynamo,  or  advertising  department. 

Once  in  Cleveland,  at  a  convention  of  advertising 
and  sales  managers  from  several  cities,  a  leading  ad- 
vertising counsellor  made  this  statement  in  his  ad- 
dress : 

"If  it  were  not  sacrilegious  to  do  so,  I  would  add 
this  plea  to  my  daily  prayer:  'Make  me  a  good 
monkey !'  " 

By  which  he  meant,  of  course,  to  make  him  able 
to  climb  transoms  and  hide  behind  doors  so  that  he 
could  find  out  hoiv  the  other  fellow  does  things. 

Therefore,  what  better  than  to  summarize  and  il- 
lustrate l;ow  a  few  of  the  big;  stores  of  the  continent 


advertised  and  merchandised  before  and  close  after 
Easter. 

While  many  of  "us"  are  not  big  enough  to  actu- 
ally do  things  exactly  like  the  great  institutions  of 
this  hemisphere,  we  can  at  least  boil  down  what  they 
did  to  a  summary  which  will  show  us  who  they 
were  trying  to  reach  and  the  basic  principles  of  how 
they  did  it. 

First,,  the  Newspaper  Advertisikg. 

Naturally,  the  newspaper  announcements  of  the 
big  Spring  oi^enings  last  year  were  as  diversified  in 
appearance  and  copy  as  a  score  or  more  of  hard- 
thinking  advertising  managers  could  make  them. 
Some,  of  course,  were  prose  poems  which  felicitated 
Spring,  traced  style  notes  clear  back  to  the  days  of 
steel  helmet.s — aye,  even  back  unto  the  days  of 
Burning  Sapho — and  no  doubt  they  were  read  with 
intense  interest  by  just  exactly  the  people  these  par- 
ticular stores  were  anxious  to  reach.  To  the  ordinary 
mortal  they  conveyed  the  information  that  John 
Smith  &  Co.    were  ready  with  new  Spring  things, 


5S5=-=[EATON'S   DAILY    STORE   NEWSia=-= 
The  Needs  of  Uwn  and  G«4ea  aai  S:S°  SoffHei. 


L=r;=^--~-- -i  ^T.  EATON  C°; 


g-3a^|  EATON'S   DAILY   STORE   NEWSlSKS 
When  Uttle  Folki  Need  New  Attire  for  School  ami  Play 


--±r?r_^  I  •'T.  EATON  C°.™ 


Two  of  "Eaton"  ads.  which  .ippearoil  on  April  2fi  and  28  last  ,vear,  and  which  show  an  evident   intention 
to  sell  something  other  than  women's  hats  and  suits  to  Spring  shoppers. 
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A  Trio  of 

The  ^'Something  Different" 


No.  3407 


Price  $9.00 

A  beautiful  model  for  high- 
class  trade.  Note  the  grace- 
ful lines.  Made  of  finest 
embroidery. 


No.  3321 


Price  $3.00 

Dainiy  allover  embroidery, 
trimmed  with  shadow  lace. 
An   "Eclipse"  winner. 


No.  3350 


Price  $5.00 

Fine  Swiss  muslin,  black, 
with  white  dot  or  white  with 
black  dot. 


"It's   The   Something   Different   That   Does   It" 


Originality  of  design  in  the 

Eclipse  dresses  is  promised  in 
the  term ''Something  Different." 

Every  dress  is  distinctive  in 
style,  perfect  in  fit  and  finish — 
the  points  that  sell  the  garment. 


JN  asking  your  attention  to 
these  three  models  we  wish 
to  point  out  the  different  style 
character  of  each. 

WRITE     FOR     SAMPLE 
ORDER    TO-DAY. 


The  ECLIPSE  WHITEWEAR  COMPANY 


Toronto 


Limited 


Ontario 
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and  in-oposed  to  show  them  oflf  at  their  best  on  certain 
days  of  the  ensuing  week. 

Some,  I  discover  on  unroUing  a  number  of  rolls 
of  them,  came  out  flat-footedly  and  said  that  their 
"Opening  Exhibition  and  Sale  of  Spring  Merchan- 
dise" would  start  to-morrow  at  8.30  a.m.,  and  that 
through  various  accidents  or  trade  or  buying  powers 
or  connections,  everybody  would  have  a  chance  to 
buy  a  new  .suit,  hat,  gloves,  shoes,  hosiery  or  some- 
thing else  at  a  lower  price  than  they  had  expected 
to  pay. 

Those  are  rather  severe  summaries  of  the  earnest 
efforts  of  an  untold  numl)er  of  good  advertising  and 
merchandise  men,  but  I  believe  they  are  fair.  In 
short  terms,  one  class  made  its  openings  the  occasion 
for  grandilo(juent  outbursts  of  language  for  the  sake 
of  maintaining  "tone"  or  "atmosphere,"  as  Belasco 
would  term  it,  and  another  started  right  out  with 
the  evident  intention  of  selling  something  to  some- 
body. 

Thf  "Middle  of  the  Road"  Ads. 

Of  course,  there  were  many  stores  which  adopted 
a  "middle  of  the  road"  policy — but  they  were  in  the 
minority. 

It  is  to  these  latter,  however,  that  I  fiiudly  return- 
ed to  find  out  some  of  the  important  things  that 
appeared  in  one  form  or  another  in  each  ad. 

First  and  foremost,  to  my  mind,  was  the  eM'ort 
which  each  man  made  to  tell  his  readers  in  an  in- 
teresting, general  way  just  how  the  new  styles  dif- 
fered from  those  of  the  preceding  Spring  and  Fall. 

That  to  me  seemed  a  very  important  detail. 
Next,  each  ad.  made  no  apparent  effort  to  dodge 
the  accu.sation   that  it  was  a  store,  by  deliberately 
avoiding  to  mention  what  some  of  its  leading  new 
lines  were  marked. 

That,  to  me,  seemed  sensible  enough  to  mention 
here. 


Third,  several  of  the  "middle  of  tlie  road"  ads. 
demonstrated  the  fact  that  the  ready-to-wear  and 
millinery  buyers  had  no  corner  on  the  entire  ads., 
and  that  such  tilings  as  new  house  furnishings, 
garden  tools,  bulbs  and  plants,  and  mere  men  might 
he  things  to  consider. 

That,  to  me,  seemed  like  telling  the  whole  story. 

It  seems  odd,  when  one  skims  through  fifty  or 
more  advertisements,  which  appeared  at  a  period 
dating  two  weeks  before  Ea,ster  to  two  weeks  after 
Easter,  to  note  how  completely  some  advertising  de- 
partments kept  their  eyes  glued  exclusively  on  one 
or  two  groups  of  merchandise^ — how  whole  pages 
were  devoted  day  after  day  to  suits  and  hats! 
Don't  Overlook  Other  Lines. 

Certainly,  they  are  the  leading  lines,  but  don't 
forget  that  the  average  tvoman  or  man  can  afford,  to 
bay  only  one  new  Spring  suit  or  hat,  and,  having 
done  so,  may  be  in  the  market  for  something  so 
prosaic,  but,  nevertheless,  profit  bearing,  as  a  rake, 
some  Dutch  bulbs,  an  umbrella,  some  carpet  tacks 
or  a  vacuum  cleaner. 

In  addition  to  their  newspaper  ads.,  a  great  num- 
ber of  large  and  small  stores  got  out  their  mailing 
lists  last  Spring  and  sent  out  some  really  artistic 
folders  inviting  the  recipient  to  come  to  the  opening. 

In  this  connection,  it  occurs  to  me  that  the  re- 
mark of  a  leading  merchant  in  the  United  States — 
a  remark  made  to  me  only  about  a  year  ago — may 
open  a  line  of  thought  for  someone: 

"I  sometimes  doubt,"  said  he,  "if  invitations  of 
this  sort  are  not  likely  to  prove  harmful.  Suppose 
Mrs.  .Tones,  a  good  customer,  happens  not  to  be  on 
that  mailing  list,  and  suppose  her  neighbor,  or 
friend,  Mrs.  Smith,  is  not  so  generous  a  patron,  but 
happens  to  be  on  the  list.  Is  it  altogether  illogical 
to  suppose,  in  view  of  the  complexity  of  woman's 
temperament,  that  Mrs.  Jones  is  going  to  feel  quite 


All  Depts.  at  Simpson's  are  in  Line  for  Easter  and  the  Giming  Season 


FeitHonabt*  Coaf  and  Srnti 


^S^ii^  SL.gMFSOMaF  ^^^^^ 


[?^HE-H- 

■^ 

[ApraHam'-Sti^aUs 

i 

^m^^ 

[EASTER  NEEDS  AT  THE  LOWEST  PRICES.! 

1   :r;   Suits!    $18.75,   $22.50,    $27.50.  IfE^'t'P-r^ol,..  R««rdPr«u. 
I That  Should  B«  $27.50  lo  $30-75.  ?  J  r^ '^^l^^^!S^_t^iL 


•  w™v,$24  Full  Length SaUnCoaU.  $17.98 


=^J    Two  Ttmptioji  Olovt  OBeri.     9 


Stjmng  Pncc5  on  Laces  and  Robes. 


Frnt  fiaUat  Waist*.  98c 


rt^-^—i.^r; .  ^.  r^yir^.^'-^^^.ri 


JWomens White  MaKpiisetteDpcssei,$0.98] 


I'l- ":'~T       ■    ^-  '  *  " *  'i^,:l=_^-j;pjj^  I ^2Zo  [>r«dcJi  RAbont.  15c.  •  Vd. 


f  -  ■■  i  ■  I  I    III 

I'  Bohemian  Glass  Flower  Vases— For  Easter 
^  At  a  t1«ll  10  Two-Thir(fa  Unjcr^tctd. 
""riti^Cii.  «  15^  « th.'twL..  "  ! 


,  >L10  Blactl  .-  k-nirton  Panama,  5Vc  Yd 


f  y.10  All  Wool  Whigcwtfa_i«_  74t-  ^_7! 


^-^:-r^Jt-n   .r;=;.^:=T^^ ii 


One  of  Simpson's   1011   Bids  for   Business,  with  a  Malcom  Strauss       Al)rnliani  and   Stnius,   of  Brooklyn,   N.Y..   flo  not  use  inucb   French 
Cut   as   the   centre   of  attraction.      Pictures,   rainy   days   and  in    their   Spring   :ids..   but   see   to    it   that     prices     stand   out 

Spring   brides   are   not   forgotten.  clearly   so   that  she  who  runs   may  read. 
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CONFERENCE  OP  SPRING  FASHIONS 

Tuesday,   Wedntsday  and  Thunday,  March  28  to  30 

BEJNQ    AN   AUTHORITAT!VE    EXHIBTT   tN    WHICH    THE   NEWEST   PARIS    AND    AMERICAN 
fASHIOS'S  A/iE  DEPICTED  THROUGH  ih^  MEDIUM  of  SUITS.  DflESSES,  WRAPS  and  MILUNERY 


They  "<  here. 

The  nrw  suits,  the  new 
droics.  itie  nc«  wraps  and 
ihe  new  milljnery  ihai  be- 
speak the  latest  word,  that 
c»pfcv.  the  latest  thought*, 
that  reveal  spnnj"  ''     

the  next  three  day*. 

Most  ol  the 
could    trace   their 
onsin  to  the  stylo 
ol  the  time  cJ  ihe 
French  E 


tev  there 
oi  the  gorgeous, 
or-loving  courts  of  the 
Orient    Thisbitcrphise 
H  seen  more  in  high  col- 
onngs,  and  trimmings  ot 

foW  and  silver  and  fine 
ices.  Also.  Oriental 
eHeas  ire  produced  hy 
braids  and  beads  and 
inmmines. 

The  suits  express  a  de. 
sire  to  please  tnose  who 
Dfclcr  plain  tailored  ct- 
iects,  and  also  those  to 
whom  fancier  style, 
appeal,  tor  there  are  two 
distinct  divisions.  One 
d(  these  li  the  pb 

ni^h  shoft-iack 

M  1th  plain  skirt,  and  the 
other  has  the  jacket, still 
lut  m  Che  scmi-Empre 
way.  hut  inmined 


■  neers  >i 


Blue  dominates,  both  rn  -.ui 
and  dresses.      There    ire    moi 

shades  ot  blue  and  more  gloi 
ousJy  bcautilul  combinations  < 


sivlcs  ot  buttons  frequently  i 

They  smke  a  distinctive  note,  becau-,   

tor  perhaps  the  lirsi  lime  in  years,  rare  genu?  has  be«n 
displayed  in  the  originating  ot  buttons  chat  in  tfiem- 
•<\vti  are  works  of  an.  Blue  is  the  color  of  the  season. 


ny  season  that 

'CS[  expreaion 
of  the  beautiiul  m  the 
realm  of  wraps  is  se«n  in 
chiffon  transparent  cape^. 
They  must  be  selected  in 
(lie  color  ihar  harmOnizes 
with  the  particular  gown 
w  hich  they  are  to  accum- 
pany,  They  are  »  trans- 
■  'my     that 

hen  thro«'n  around  the 
ihoglder^  they  become  a 
p«rt  of  ti»  coHume  itsetf 

The  Pans  hats. 

The  New  York  hats. 

It  LS  but  a  step  from 
Pittsburgh  to  New  YorL 
and  but  a  step  from  therc 
to  Pans.  Such  artists  a? 
Rcboux. 
Royant.  Susan  Talbot. 
Mangin  Mauns.  Lewis. 
Ester  Meyer  and  Mane 
Guy,  are, of  course, promi- 
this  displa>|.  Hats 

Ing  the   tiniest  of  dainty 
toques  capotes   and  hats 
of  the  helmet  order. 
There   is  a   lawishnos  ol 
vi\i.l  colors  in  which  the 
new  tuchbia  shades,  cerise, 
ven  Empire  and  Trianon 
blue  are  favored, 
omnipresent,  runnin*  riot   in  every 
sue  and  kind  from  the  tiniest  silken  buds;  all  the  way 
up  to  the  vigorous  peppies  ot  Japan. 

Milliners  have  taken  their  inspiration  from  classic 
Creek  and  Roman  periods  and  the  stirring  times  o* 
the  French  Empire.  The  one  cAi."epiion  is  in  rtie 
laibred  hats  wfuch  show  a.  decided  tendency  to 
ward  the  military  influence  of  the  pfCKtit  Af.y. 


JOSEPH    HORNE    CO. 


There  are  no  prices   in   this   l!lll    Joseph   Home    (Pitts- 
burg, Pa.)  announcement,  but  the   copy   is  very 
interesting  and  the  cut  compels  attention. 


Very  artistic  announcement  publislied  by  the  new  Gim- 

bel  store  in  New  Yorlc  last  year.    This  was  the  result 

of  much  thinking  by  a  large  and  high-priced  staff. 


Spring  Exposition  of  French  Fashions 

i.XPLOITISG     FOR     THt     P/RST     r/Mt      \      IMtRIC.i 

The  Influence  of  the  Art  iind-Color  ot  the  Byzannne  Penod  ShoTm 

m  Fifty  or  More  Gowns  Signed  by  the  Great  Couiitnert  >!  Ram 

Presented  and  Posed  in  a  Palatial  Historical  Setting 

rheae  Creal 
Dt»i4iiers  Told 
11,  Thif 


JOHN  WANAMAKER 


patacti  of  Ihe  tinu  forming 
3  fining  background  in  ihe 
Satoni  of  Women's  Dreii. 
Ftril  Floor 


How  one  of  the  Wanamaker  stores  did  it  last  year.      Note 

how  the  scribe  has  gone  back  to  Theodora,  Empress  of 

the  Byzantines,  for  the  source  of  the  bordered 

tunic  idea. 


The  Gimbel  Inte-national  Fa«hion  Exhibit  Opent  Today 

Gamvnts    Posed   oa    LkJnQ    MoJeh~ll    lo    12.3(1   and   2:30    to    t 


»3  lo  »7jo         :^-.:_i:=3^-i-j::;c 


JCIMBEL  BROTHERS 


i^wwj^!  "^i:n:-:g-.j  ^^-JK««'i|  i:*'i^^jf*-j!'«?^?= 


Mr.  Christian,  at  the  Gimbel  Philadelphia  store,   is  in- 
terested enough  in  the  sales  reports  to  include  even 
floor  coverings  in  his  characteristic   Spring 
opening   ad. 
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Styles  as  seen  in 

"PRINCESS"    COATS 


and  SUITS 


are  sufficiently  different 
to  cause  favorable 
comment  everywhere 
they  are  shown. 

Style  Exclusiveness 
in  attire  has  always 
been  our  aim  and  this 
Spring  as  usual  we  are 
living  up  to  our 
standard. 

Reproducing  styles  is 
an  easy  matter,  but 
getting  the  distinctly 
different  touches 
requires  the  thought  of 
expert  designers—  we 
have  them. 

Travellers  are  out  with 
the  complete  range.  When 
in  the  city,  call  and  examine 
our  line  which  we  are 
constantly  enlarging  with 
new  numbers,  making  it 
stronger  each  week.  We 
have  always  something  new 
to  show. 


No.  497 


SprinK  model  of  navy  serge,  straight  line  cut. 
Single  rever  of  serjie  and  collar  of  Black  Duch- 
ess Satin  edged  with  black  satin, 


The  Princess  Manufacturing  Co.,  Limited 

TORONTO  ONTARIO 
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huffy  at  not  receiving  an  invitation  to  your  party?" 
Living  Models — Promenades  Des  Toilettes,  etc. 
The  more  I  think  of  it,  the  more  I  like  the  way 
Mr.  C.  E.  Brett  announced  the  Spring  opening  for 
Wm.  Hengerer  &  Co.,  in  Buffalo,  last  year.  He  took 
an  entire  page.  All  hut  a  small  oval  space  in  the 
centre  was  a  Ben  Day  parallel  line  background.  In 
the  bead-bordered  oval  he  ran  a  hand  drawn  state- 
ment something  like  this: 

SPRING  OPENING  TO-MORROW, 
FRIDAY  AND  SATURDAY. 

Living  Models  will  wear 

the  latest  modes  from 

10  to  12,  and  2.30 

to  5.30  daily. 

In  the  Assembly  Room,  fifth  floor. 

What  was  lacking  in  this  as  a  first  announce- 
ment? Nothing,  it  seems  to  me,  because  every 
woman  who  could  do  so,  was  bound  to  come  down- 
town to  see  all  the  openings  and,  Hengerer's  being 
a  store  where  service  and  quality  of  merchandise  arc 
the  keynotes,  prices  were  hardly  needed. 

All  of  which  is  introductory  to  the  delicate  sub- 
ject of  living  models. 

If  you  can  afford  it,  and  can  locate  some  pro- 
fessionals, by  all  means  have  them.  But  have  good 
ones  who  know  how  to  walk,  how  to  look  graceful, 
how  to  be  ladj'-like — and  how  to  insist  that  the 
clothes  you  show  shall  fit  them ! 

Better  by  far  that  you  hang  up  your  suits,  coats, 
gowns  and  hats  on  clothes  lines  in  your  windows, 
than  to  liave  some  .stiff,  brazen  woman  .<louch  out 
from  behind  a  screen  in  an  ill-fitting,  unbecoming, 
or  color  clashing  outfit! 


Arrange,  too,  if  you  have  models,  to  have  plenty 
of  room  for  your  visitors  to  sit  down.  Have  a  raised 
platform,  and,  above  all,  have  helpers  who  can  dress 
your  models  quickly.  Don't  have  any  amateur  the- 
atrical "stage  waits." 

It  is  of  considerable  consequence  to  you  also  to 
know  what  your  models,  if  imported,  are  doing 
o'nights  while  the  opening  days  are  in  progress — 
especially  if  you  are  in  a  small  town. 

Advance  Preparations — And  Cuts. 

Like  everything  else,  the  preparations  for  Spring 
openings  and  Spring  selling  days  mu.st  be  started 
early.  It  is  woefully  surprising  how  many  many 
things  will  crop  up  at  the  last  minute — backgrounds 
for  the  windows,  hangings  for  the  interior,  music, 
display  pieces  of  late  styles,  fixtures  for  display 
pieces,  advertising  cuts,  palms,  etc. 

It  strikes  me  that  a  good  plan  is  the  one  used 
by  a  New  York  man  of  my  acquaintance.  He  gets 
back  to  the  first  principles  used  by  the  mother  who 
sends  .Johnnie  to  the  grocery  store  with  a  written 
list  of  what  she  wants  him  to  get. 

AVrite  out  everything,  no  matter  how  trifling, 
that  you  think  you  or  some  of  your  assistants  are 
going  to  need  in  the  carrying  out  of  your  fond  plan. 
Then  clieck  it  over  carefully  about  ten  days  before 
the  actual  event  comes  off. 

In  conclusion,  it  would  seem  to  me  that,  as  in 
most  cities  the  openings  come  very  close  together, 
the  ap])earance  of  the  windows,  the  interior  of  the 
store  and  your  merchandise,  are  far  more  important 
than  what  you  may  say  in  printed  announcements 
of  any  form  whatever.  To  paraphrase  Elbert  Hub- 
bard, "They'll  be  down  town  anyway" — so  put  the 
brunt  of  your  efforts  oft  having  the  store,  the  stock 
and  the  salespeople  ready. 


Kalsomiiipil   fresco   biickground    with   curtain   to   iiuitch.     Colors   gold,   resedii    and    tan    witli    green    spr.-i.vs    and    white   flowers, 
floor.      Note    arrangement    of   models   and   furniture;    general    opening.     Stanley    Mills,    Hamilton,    by    C.   Simmons. 
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FIRE    NOTICE 


On  January  19th  our  Building  was  partially  destroyed  by 
fire.  This  unfortunate  incident  necessarily  delayed  us  some- 
what in  the  shipment  of  orders  then  on  our  books.  But 
as  all  of  our  manufacturing  plant  and  a  large  quantity  of 
our  made-up  stock  were  in  the  rear  building,  which  was 
protected  by  fire  walls,  we  have  experienced  no  difficulty 
in  getting  our  plant  in  working  order  again. 

Our  large  stock  of  made-up  goods  and  raw  materials  in 
the  front  building  were  damaged  by  water.  These  have  been 
taken  over  by  the  Insurance  Companies,  and  we  have  been 
fortunate  in  getting  new  goods  promptly   to   replace  them. 


WE  ARE  NOW  IN  GOOD  SHAPE 
TO  HANDLE  ORDERS  WITH  OUR 
USUAL    PROMPTNESS. 


You  may  send  us  your  orders  with  the  full  assurance  that 
our  recent   fire   will   in   no    wise   interfere   with   deliveries. 


Allen   Manufacturing   Co.,    Limited 

105  Simcoe  Street        -       -       Toronto,  Ontario 


LONG    DISTANCE    PHONE    ADELAIDE    966 
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Novelty  Suits  for  the  Ready-to-Wear  Openings 


Typical  Styles  for  Early  Business 


«*-• 


Suit  of  grey  whipcord.  Tlie  cuff  flnisb  niul 
tlie  slmped  bands  tluit  trim  the  coat  are  of 
the  same  cloth,  and  the  collar  is  faced  with 
black  and  white  striped  silk.  The  straight- 
cut  skirt  is  in  one-sided  effect  and  has  a  row 
of  buttons  as  its  only  trimming.  Courtesy 
Independent    Cloak    Co.,    Toronto. 


® 


Suit  of  even-striped  fancy  woolen,  with  small 
collar  of  the  stripe  and  oddly-placed  single 
rever  of  black  satin.  Mitres  of  the  cloth  on 
which  are  posed  lines  of  buttons  and  siuui- 
lated  buttonholes  trim  both  the  skirt  and  the 
coat.  The  straight-cut  mannish  sleeves  have  a 
half-cuff  of  black  satin.  Courtesy  J.  H.  Win- 
ters  &   Co.,   Toronto. 


Suit  of  fine  black  serge,  coat 
nfi  skirt  in  one-sided  effect,  trim- 
med with  satin  piping  and  sou- 
tache, finished  with  groups  of 
buttons  and  satin-piped  button- 
holes. The  four-gored  skirt  has 
a  front  panel  in  one-sided  effect 
with  buttons;  satin  lining.  Court- 
esy Wilson,  Waldman  Costume 
Co.,   Toronto. 
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TWO  GALE  SPECIALS  at  astonishing  prices! 

To  provide  the  trade  with  a  street  dress  and  a  house  dress  for  a  strong  store- 
crowding  leader,  we  offer  the  two  garments  illustrated  above.  They  are  of 
fine  materials  and  are  carefully  and  well  made.  You  can  sell  them  at  a  price 
that  will  be  the  talk  of  the  town,  and  yet  make  a  good  profit. 


ORDER    DIRECT    BY   MAIL— BUT    ORDER    NOW 


Street  Dress— C    1008 

Made  from  pretty  combination  plain,  colored 
and  striped  ginghams,  trimmed  linen,  torchon 
lace,  showing  the  new  side  revers  and  peplum. 
Colors:   Sky,  Navy,  Pink,   Green,  Tan  and  Black. 

Price  $2.75 


House    Dress — C   682 

Made  in  fine  quality  prints,  trimmed  with  plain 
colored  gingham  and  pearl  buttons.  Fashionably 
cut  six-gore  skirt,  panel  back  and  front  and  set- 
in-sleeve.  Colors  :  Copenhagen,  Navy,  Steel  Gray, 
Sky  and  Light  Shades. 

Price  $1.25 


Gale  Manufacturing  Company,  Limited,  Toronto 

ESTABLISHED    1863  NEARLY    50    YEARS 
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Surplice  models  are  strong.  This  waist  of  fine  embroidery,  shows 
the  latest  neck  treatment  and  also  the  pleatings  of  shadow  lace 
or  net  that  are  coming  into  vogue.  Shown  by  Ladles*  Wear,  Ltd., 
Toronto. 


Spring    Suits    Shown    Early 

More  Novelty  in  Materials  Than  Styles  for  the 

Assorting  Season —  Belted  Models  a  Promising 

New  Feature. 

A  FEATURE  that  is  most  gratifying  to  the 
inanufacturer  is  the  early  date  at  which  the 
retail  stores  are  opening  up  the  season.  Mer- 
chants are  enthusiastic  about  the  Spring  lines  of  suits, 
for  the  style  ideas  put  into  them  are  fresh  and  attrac- 
tive. Another  good  feature  is  that  styles  are  so 
different  that  there  promises  to  be  no  radical  change 
made,  but  rather  a  development  along  present  Unes. 

Novelties  in  cloths  are  much  more  likely  to  be 
featured.  Whipcords  have  made  an  instant  impres- 
sion, and  tlie  imported  cloth  is  likely  to  be  scarce. 
Bedfords  and  cotels,  with  a  brushed  face  in  two-tone 
stripes,  are  also  new.  Loosely  woven  tweeds  and 
black  and  white  fancies  are  showing  in  the  cheaper 
suits. 

Serge  is  both  staple  and  fashionable  this  season, 
with  white,  cream  and  navy  as  the  big  selling  colors. 
Tan  is  the  high  novelty,  and  is  strongly  featured  in 
soft  serges,  whipcords  and  the  loosely-woven  tweeds. 
In  silks  the  novelty  suit  will  l)e  developed  in  taffeta, 
and  there  is  some  little  talk  of  bengaline  and  cord 
silks. 


White  Trimmings  and  Facings. 

A  big  feature  will  be  the  use  of  white  for  trim- 
mings and  facings.  White  serge  is  very  much  used, 
and  pique,  Bedford  cord,  and  the  new  agaric  will 
be  more  seen  as  the  season  opens  up.  Bengaline  is 
also  used  for  facing  purposes. 

In  spite  of  predictions  that  the  Spring  would 
see  fuller  skirts  worn,  no  such  development  seems 
likely  to  take  place.  New  York  ladies'  tailors  and 
dressmakers  are  making  skirts  that  are  not  over 
IVo  yards  wide,  but  for  the  general  trade  the  skirts 
put  out  are  from  2^4  to  21-2  yards  wide,  and  these 
widths  are  also  favored  by  Canadian  manufacturers. 

All  skirts  are  walking  length,  and  though  the 
waist  line  is  coming  down  to  the  normal  point,  the 
majority  are  hung  from  an  inside  ])elt  from  1%  to 
2  inches  high.  All  skirts  are  straight  cut,  and 
slashed  effects,  lap-overs  and  tunics  formed  by  the 
use  of  shaped  bands  of  the  material  are  the  new 
finishes.  Some  of  the  later  models  show  a  few 
pleats  at  the  side.  The  swinging  panel  is  gone,  but 
many  skirts  have  a  stitched-in  panel. 

Modified  Cutaway  Effects. 

Suit  coat  lengths  are  26  and  24  inches  ,with  some 
deviation  in  very  ultra  models  in  favor  of  a  shorter 
coat,  but  models  of  this  class  promise  to  have  very 
little  effect  upon  the  general  ready  to  wear  distribu- 
lion.  Various  modified  cutaway  effects  form  the 
most  used  fini.^h,  and  the  wide  one-side  lap  with  a 
higher  closing  point  is  the  one  adopted  both  for  suit 
coats  and  wraps. 

Belted  models,  that  is  to  say,  models  that  have, 
a  belt  trimming  and  half-belted  effects  are  a  promis- 
ing new  feature. 

Sleeves  are  set  in  with  little  or  no  fullness  into 
an  easy  fitting  armhole,  and  for  the  plainer  models 
the  sleeves  used  are  full  length  and  straight-cut,  with 
turned-back  cuffs  of  the  facing  fabric.  More  dressy 
suits  have  %  sleeves  slightly  flaring,  and  often 
finished  with  a  pleated  frill  of  lace  or  net.  Suits 
of  this  class  have  some  kind  of  heavy  lace  used  in 
connection  with  the  facings. 

Buttons  Extensively  Used. 
Buttons  are  becoming  a  big  trimming  feature, 
and  lines  of  buttons  trim  both  suits  and  skirts.  Pearl 
buttons  are  being  freely  used,  and  also  covered  but- 
tons with  a  rim  of  contrasting  color.  Horn  and 
metal  buttons  are  used  on  the  cheaper  suits.  Time 
is  now  spent  in  selecting  suitable  buttons,  and  the 
disposition  to  use  a  good  button  is  manifest.  In 
connection  with  buttons,  lines  of  simulated  button- 
holes are  a  feature,  and  all  buttonholes  are  bound, 
not  buttonholed. 
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STYLES 

ARE 

CORRECT 

AND 

PRACTICAL 


No.  071 

Loom  Gold  Satin--Colors.  Black. 

Navy  and  Copenhagen. 


We  know  the  styles  our  designers 
are  turning  out  are  correct.  They 
are  not  only  correct,  but  they  are  the 
select  of  the  season's  showing  in 
fashionable    centres. 

You  say,  how  do  we  know  that  they 
are  practical,  not  fussy  and  impos- 
sible? We  take  the  word  of  the  gen- 
eral public — the  women  who  know 
styles  and  who  appreciate  refined  taste 
reflected  in  garments  for  either  street 
or  house    wear. 

^^ Kaybro"  street  and  house 
dresses  are  li'inners.  May 
we  send  you  a  feiv  samples 
on  approval? 

McKay  Bros.,  Limited 

182  Spadina  Ave.  -  TORONTO 


Weitern  Ontario, 

1  ,  L.  Raw-son 


Kepreiantativca: 
Western  Canada, 

David  R.  Stone 


Eastern  Ontario, 

F.  E.  Rosser 


"They  Stay  Tailored" 

That  means  much  to  the  buyer 
w^ho  knows,  and  means  much 
more    to  the  wearer  w^ho   pays. 


i,j]    No. 262  101 


This  suit  was 
developed  in 
fine  Scotch 
whipcord  of 
light  fawn 
shade,  with 
black  satin 
collar,  cufts 
and  buttons. 
Semi-fitting 
coat  with 
welted 
seams.  Skirt 
of  the  six- 
gored  type. 


Tackaberry  -  Stone 
SUITS 

are  strict'.y  high-class  tailored  and  are   right  in  style, 
fit  and  finish.     Get  in  touch  with  us  for  your  better  line. 

Write    For    Style    Folder. 
We   Specialize    on    Shells. 

Tackaberry  -  Stone 

LIMITED 

555-557  Bloor  W.,  TORONTO 

(At  Bathurtt) 
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Vogue   of   "Lingerie"    Dresses   of   Lace   and   Embroidery 

for   Spring  and    Summer   Wear 


THREE    DAINTY    MODELS 


Fine  white  lawn  dress,  trimmed  Honiton  laces 
and  fine  Swiss  embroidery  and  insertion.  Empire 
style,  pepliim  effect,  set-in  sleeve,  seams  flnished 
with  Swiss  veiling.  Courtesy  Gale  Manufacturmg 
Co.,   Toronto. 


A  dainty  model  of  fine  embroidery. 
—Courtesy  Eclipse  Whitewear  Co., 
Toronto. 


Smart  white  cotton  voile  dress.  With  the 
new  coat  effect,  made  of  fine  plauen  inset  lace, 
banded  with  voile.  Bands  of  the  skirt  of 
natural  colored  wide  linen  Cluny  insertion 
with  embroidery  between.  Waist  trimmed 
with  linen  Cluny  insertion  and  lace  with 
crust  girdle  of  soft  silk.  Courtesy  Dresses 
Limited.   Toronto. 
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The  Largest 
Exclusive 
Coat  House 
in  Canada 


COATS 


THE  immensity  and  efficiency  of  our  plant 
enables  us  to  produce  a  range  of  Men's  and 
Women's  Coats,  which  would  do  justice  to  any 
number  of  houses  combined  that  do  not  make  coats 
exclusively.  That's  the  reason  we  start  in  where 
others  fail — where  others  are  not  sufficiently  well 
equipped  to  meet  the   demand. 

Our  lines  of  Coats  are  more  interesting  than  ever,  particularly  the  weather- 
proofed  lines.      Let  our  traveller  show  you  the  full  new  range. 

EVERYTHING   IN   COATS 

The  National  Rubber  Co.  of  Canada 

MONTREAL 


The   House   of   Quality 


DON'T  SHUT  YOUR  EYES 

to  the  attractiveness  of  the  styles    we    are    exhibiting    this    season    in    the 

"INDEPENDENT"  CLOAKS  AND  SUITS 

FOR    WOMEN    AND    MISSES 

for  the  feel  is  there  just  the  same.     The  quality  of  the  goods  stands    out 
so  pronounced  that  you  cannot  get  away  from  it. 

Every  garment   is  a  perfect  specimen  of  workmanship  — it  can't   be    other- 
wise, for  it  passes  the  most  critical  inspection  before  leaving    our  factory. 

Whipcords  are  the   great  Spring  Novelty  for  Suits  and  Coats.    White, 
Grey,  Tan  and  Navy  are  the  leading   colors.    "We  have  an  excellent  range. 

The   Independent   Cloak   Company 

551-553  Queen  St.  West  -  Toronto 


V- 


J 
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Voile  waist  trimmed    with  insertion   of    Cluny 
lace  and  crochet-covered  buttons.— Court- 
esy Maxwell  &   Co.,  Toronto. 


Will   Affect  Lingerie  Waists 

Latest  Idea   Favors  Their  Combination   With 

Cloth    Suits  —  Increasing    Interest  in    Peplum 

Styles  — Lace   Waists    New     Feature. 

The  fact  that  white  is  to  be  so  much  worn,  and 
that  white  facings  are  a  feature  on  dark  cloth  suits, 
is  having  a  good  effect  upon  the  standing  of  the 
lingerie  waist,  as  it  is  habituating  women  to  the 
combination  of  the  white  waist  with  the  cloth  suit. 

Once  this  idea  is  adopted  the  rest  is  easy,  as  there 
is  nothing  quite  so  convenient  for  wearing  under  a 
suit  coat  as  a  lingerie  waist.  It  is  sanitary,  because 
easily  laundered,  and  it  has  the  merit  of  not  crush- 
ing like  a  plain  tailored  waist.  And  to  further  the 
idea,  manufacturers  are  featuring  sheer  cotton 
voiles  and  fine  crepes,  as  well  as  the  sheerest  of  mulls, 
batistes  and  lawns. 

The  cheaper  waists  are  along  the  usual  lines,  the 
novelty  feature  being  the  introduction  of  the  set-in 
sleeve.  Embroideries  are  used  freely,  but  lace  is 
coming  to  the  front,  and  the  use  of  heavy,  creamy 
laces  on  the  white  blou.se  is  becoming  popular. 

The  .simplicity  of  effect  that  runs  through  the 
fashions  of  the  day  applies  to  blou.se  fashions. 
Though  more  trimming  is  used  than  at  first  is  ap- 
parent, it  is  so  applied  as  to  emphasize  the  outline, 


and  not  to  break  it.  Two  points,  however,  where 
frilliness  is  beginning  to  be  permissible,  is  at  the 
neck  and  at  the  sleeves,  and  there  is  strong  evidence 
that  lace  frills  and  pleatings  will  be  used  as  a  fini.* 
at  both  these  points.  High-class  blouses  show  sleeves 
finished  with  detachable  pleatings  of  net  that  can 
be  ripped  out  and  replaced  when  soiled.  The  new 
laces  are  filet  and  Irish  crochet.  While  the  real 
crochet  is  used  to  some  extent,  the  splendid  imita- 
tions at  a  cheaper  price  are  most  in  evidence.  Cluny, 
while  still  fashionable  and  much  used,  is  not  so  new 
as  the  filet  and  crochet  laces. 

Hand  embroideries  and  machine  imitations  of 
hand  embroideries  are  much  used  in  the  shape  of 


Child's  coat  of  navy  Chinchilla  or  ratine  cloth, 
with  facings  of  tan  in  the  same  material.  Bag 
to  match.— Courtesy  Hunter  Cloak  Co.,  Toronto. 

touches,  yokes  and  medallions.  The  highest  novelty 
in  this  line  is  the  use  of  the  beautiful  Philippine  em- 
broideries. Waists  trimmed  with  this  class  of  em- 
broideries are  expensive,  but  there  is  a  growing  class 
of  trade  in  Canada  that  can  take  waists  of  this  class. 
The  embroidery  is  imported  via  New  York,  and  is 
cheap  when  its  beauty  is  considered,  as  there  is  only 
the  Canadian  duty  to  pay  on  this  embroidery. 


We  are  equipped  to  make  up  Merchants'  Materi- 
als into  Skirts,  Children's  Dresses  and  Rompers. 

WRITE  TO  US 

N.  SOUTHCOTT  &  CO. 


Mfrs.  Children's  Dresses 


LONDON,  ONT. 
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Get  in  tKe  S^m 

and    fear   no   danger   of    competition    by    getting    your 

Infants',  Children's  and  Misses* 

COATS 

from  the  HUTNER   CLOAK   CO.,  Specialists  in  above 
lines  for  almost  a  quarter  of  a  century. 

Our  men  will  no  doubt  call  on  you,  but  if  not,  we  will  be  pleased 
to  hear  from  you  and  we  will  instruct  them  to  do  so. 

By  all  means  do  not  fail  to  see   our  line   before   making    your 
purchases. 


^  HUTNER  CLOAM  CO.  ^ 

CD        o  .    .•         .      .     r  .  formerly  of  New  York  Q) 

Specialists  in  Infants ,  orcc        J*  A  T"  j. 

Misses' and  Children's  Coats         0^-00  ^paClina  AVC.,    1  OrOIltO 


^y:^.^.-.  ^^    ;■;  ^■^^  ^  ^:^;:CV-^:^^'^^:^.k-=^!;;^>J?y^T3j 


A  novelty  in  trimmings  is  the  shirt-bosom  effect; 
that  is,  the  trimmnig  is  set  in  so  as  to  produce  the 
shape  of  a  set-in  shirt  front.  Bolero  jackets  are 
simulated  by  the  arrangement  of  the  trimmings  and 
in  chiffon  waists,  the  bolero  is  developed  in  allover 
lace.  Manj^  variations  of  the  svu-plice  are  shown,  as 
this  shape  promises  to  be  among  those  most  popular. 

For  some  time  now  there  has  been  a  tendency 
towards  the  waist  that  comes  over  the  skirt,  and 
many  new  models  show  peplum,  apron  and  other 
finishes.  Models  of  this  class  are  becoming  more 
practical,  and  should  they  take  on  they  will  greatly 
influence  the  sale  of  wash  separate  skirts. 

Chiffon  waists  are  still  selling,  but  their  place  is 
being  taken  by  the  lace  waist.  These  lace  waists  are 
made  up  of  bandings,  medallions  and  allover,  and 
come  in  white,  string  and  ecru. 

^ 


Attractive  Style  Features  in  Skirts 

Separate  skirts  in  tweeds,  serge  and  mixtures 
have  sold  fairly  well,  particularly  in  the  cheaper 
grade.  The.se  skirts  are  built  on  precisely  the  same 
lines  as  the  suit  skirts,  and  are  straight,  cut  narrow, 
and  hung  from  the  inside  belt.  Tho.^^e  makers  who 
put   out    wash   .<kiits   have    done     a   decidedlv   good 


business.  Styles  are  simple  and  many  of  them  but- 
ton from  the  hem  to  the  waist.  Piques  and  cords 
are  the  new  materials,  and  ducks,  crashes  and  natural 
linens  are  well  represented. 


New   Cloakings    For    Fall 

Chinchillas  the  Novelty  —  Shaggy  Napped 

Cloths  the  Feature  —  Brushed    Effects    in 

Scotch  Fancies  in  High   Position. 

With  many  staple  lines  of  fall  coats  approaching 
completion,  it  may  be  said  that  the  Fall  business  in 
cloakings  is  well  under  way.  The  cloths  put  out 
for  the  coming  season  are  of  a  nature  to  meet  with 
the  general  approval  of  the  Canadian  trade,  parti- 
cularly after  the  weather  experience  through  which 
Canada  has  just  passed.  The  cloths  are  decidedly 
winterly  in  appearance,  though  it  should  be  said 
that  none  of  them  are  as  heavy  as  they  look,  and 
warmth  and  the  appearance  of  weight  without  its 
cncnniljerance,  is  not  the  least  attractive  feature  of 
the  new  cloths.  Following  the  prevailing  tendency 
of  fashion,  the  cloths  .shown  are  all  of  a  rough, 
shaggy  nature,  and  arc  developed  with  a  high  raised 
or  napped  finish. 
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Suit  coat  of  grey  whipcord  witli  euUar 
und  facings  of  the  same.  The  trimming 
is  a  cord  braid  in  Delft  blue,  aud  the  but- 
tons and  simulated  buttonholes  are  in  silk 
of  the  same  blue.     By   Review   artist. 


Navy  serge,  with  facings  of  white  serge 
edged  with  a  fold  of  black  satin.  One  rever 
is  trimmed  with  a  close  set  line  of  pearl 
buttons  with  simulated  buttonholes  made 
of  a  fine  soutache  braid.  A  large  haud- 
some  carved  pearl  button  forms  the  clos- 
ing.    By   Review  artist. 


Suit  of  white  serge  with  pencil  stripes  of 
Delft  blue.  Collar  and  facings  of  white 
serge  with  buttonholes  of  Delft  blue  cloth 
and  lines  of  pearl  buttons.  The  white 
strap  below  the  pocket  is  due  to  a  mis- 
take of  the  engravers;  it  should  be  in  the 
striped    fabric.      By    Review    artist. 


High  Novelty  is  Chinchilla. 

Chinchillas,  after  a  vest  of  some  18  or  20  years 
or  more,  are  put  out  as  the  high  novelty  for  Fall 
cloakings.  In  the  States,  heavy  orders  for  this  cloth 
have  been  placed,  and  already  the  fact  that  a  scarcity 
is  bound  to  develop  is  becoming  apparent.  The 
reason  is  that  it  is  so  long  .since  chinchillas  were 
fashionable  that  the  proper  finishing  machinery  is 
not  in  existence,  and,  moreover,  for  the  same  reason 
there  is  not  the  skilled  help  availal)le  to  finish  this 
cloth.  This  also  applies  to  Canada,  and  one  au- 
thority states  that  in  all  Canada  there  are  only  two 
chinchilla  finishing  machines  availal:)le,  therefore, 
the  trade  will  have  to  rely  largely  upon  imported 
cloths.      Otherwise  all  the  fashionable   coatings  are 


of  a  nature  that  the  Canadian  mills  can  readily  pro- 
duce, and  the  fullest  advantage  has  been  taken  of 
this  fact,  and  lines  have  been  produced  that  show 
the  big  advance  in  the  art  of  dying  and  finishing 
that  has  taken  place  in  the  woolen  industry. 

There  is  a  decided  feeling  for  solid  colors,  par- 
ticularly for  the  high-grade  cloths,  and  the  fancies 
produced  are  decidedly  quiet  in  color  and  effect. 
Two-tone  effects  are  strong ;  line  stripes  of  deep  Bor- 
deaux or  black  alternating  with  nickel,  grey  or  neu- 
tral yellowing  greens.  Diagonals  and  chevron 
stripes,  tiny  checks  and  broken  effects  are  all  devel- 
oped in  this  tow-tone  idea. 

Scotch  tweeds  with  a  brushed  finish  are  strongly 
in  evidence,  and  are  developed  in  grey,  greenish  and 


Novelties  in  napped  cloakings  for  1012-13.     Prom  left  to  right— Two-tone  diagonal  in   two  shades  of  tan;  Chinchilla:   brush  Scotch 

fancy;  Two-tone  stripe  in   greenish  tan  and  black. 
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golden  bjMwn  mixtures,  having;  both  Ijlack  and  deep 
purple  in  the  combination.  In  .-olid  colors  camel  is 
a  leading  shade,  and  Delf  and  coronation  are  the 
new  blues.  Navy  and  grey  are  also  in  the  list  of 
desirable  colors. 

With  the  exception  of  tartan  plaids,  which  are 
new,  double-faced  effects  are  only  showing  in  the 
cheaper  cloths.  In  all  the  larger  centres  the  double- 
faced  idea  was  done  to  death,  and  only  a  hint  or 
touch  of  the  reverse  surface  will  be  permitted.  There 
is,  however,  a  feeling  for  bright  linings,  and  it  is  in 
this  connection  that  double-faced  cloths  will  bo 
retained. 


Favor    For    Wash     Dresses 

Indications  That  Summer   Business   in   These 

Lines  Will  be  Strong —  Increasing  Use  of  the 

Peplum  Finish. 

Dre-sses  and  costumes  have  made  a  firm  place  for 
themselves  in  the  ready-to-wear  department,  and  are 
a  big  line,  as  the  woman  has  learned  to  rely  upon 
this  line  for  her  costuming  for  all  occasions.     This 


Suit  of  grey  loosely  woven  tweed  with  collar  and  cuffs  of  grey 
cord  silk  with  a  trimming  of  black  and  white  striped  material. 
This  collar  is  in  cape  effect  and  the  trimming  forms  a  kind  of 
notched  collar  effect,  note  also  the  new  line  of  the  cutaw'ay  effect. 
By   Review  artist. 

calls  for  a  varied  line,  a  line  that  includes  the  simple 
house  dress,  the  dress  for  street  wear,  as  well  as  the 
reception  gown  and  the  elaborate  party  dress. 

Serge  and  whipcords  are  being  made  into  street 
drcs.ses,  and  satins  and  foulards  are  being  taken  up 
for  dressy  wear.  The  bulk  of  the  business  is  to  be 
done  in  cotton  dresses,  and  buyers  are  ea.sily  inter- 
ested when  anything  attractive  and  novel  in  a  wash- 
ing dress  is  shown.  Practically  everything  in  cottons 
is  fashionable,  the  popular  sellers  being  the  em- 
broidery lingerie  gown.  Smart,  simple  models  are 
(Concluded  on  page  45.) 


F  597 — A  distinctive  style 
for  this  season.  Pretty 
woven  grootis  of  extra  fine 
quality.  Yoke  of  white 
all-over  embroidery.  Nar- 
row i)leated  frill  and  bnt- 
tons  of  same  material 
with  braid  loops.  Sizes  8 
to  14.  Colors:  Tan,  .Ca- 
det,    Sky. 


F  49G— «liite  duck  suit, 
witli  pretty  collar  and 
cuffs  of  navy  witli  wide 
edge  of  black  and  white, 
piped  with  red,  anchors 
enil)roidered  on         the 

dicky,  .stars  on  tlie  back 
of  the  sailor  collar. 
Double-breasted,  with 

pearl  buttons.  Sizes  8  to 
14. 


Sft(g!P  ft®  ftlk©  IPIb@im@ 

and  order  us  to  ship  per 
return  a  sample  of  each 
of  these  dresses. 

Order  to-day  for  you're 
taking  no  chances. 

Prices  are  right.  Prompt 
delivery  assured. 
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1"  .'>«l — A  vcr.^  uUriiclive 
s(yb'  ill  a  woven  pliiid. 
Loop  of  brni<l  and  pearl 
billions  trim  the  waist 
and  skirt.  Also  piping's  of 
white.  Sizes  8  to  14. 
Colors:  Brown,  Tan  and 
<  adet. 


Buyers'    Views    on    Important    Subjects 

Some  find  it  necessary  to  import  certain  lines — Others  evidently  not  fully 
posted  on  available  features.  The  Buying  policy  in  view  of  steady  develop- 
ment— Same  buyers  see  all  lines  offered — Others  more  restricted  in  their 
methods. 


TAKING  your  ready-to-wear  department  as  a 
whole,  what  lines  if  any  do  you  still  import 
and  why  ? 
HaA^e  you  found  any  line  particularly  adapted 
to  the      demand   of   your      department  in    "small 
women's"   and   "out  sizes,"   and  wdiat  are  its  fea- 
tures? 

What  is  your  buying  policy  in  view  of  the  de- 
velopment of  ready-to-wear  and  the  increase  in  the 
number  of  large  and  small  houses? 

*        *        * 

In  the  interests  of  both  the  merchant  and  the 
manufacturer  The  Review  submitted  the  above 
questions  to  a  number  of  prominent  buyers,  as  it 
was  felt  that  their  replies  would  be  illuminating. 
One  of  the  most  vital  elements  in  the  forw^ard  de- 
velopment of  the  Canadian  ready-to-wear  business 
is  the  formation  of  a  more  prefect  understanding 
between  the  merchant  and  the  manufacturer. 

In  connection  with  the  first  question  it  is  inter- 
esting to  note  that  some  of  the  lines  buyers  claim 
they  can  import  to  better  advantage  are  those  in 
which  manufacturers  have  complained  that  busi- 
ness has  not  been  adequate.  The  Review  makes  no 
comment  as  there  is  evidence  that  market  condi- 
tions are  no  doubt  responsible.  Some  of  the  re- 
plies, however,  leave  no  doubt  that  lines  that  are 
now  imported  can  be  bought  to  better  advantage  of 
the  Canadian  manufacturer. 

The  replies  to  the  second  que.stion  show  that 
buyers  find  "small  women's"  or  "misses"  and  out- 
side sizes  point  to  a  development  that  means  the 
selling  of  a  larger  amount  of  merchandise. 

Many  buyers  it  would  .seem  still  hold  to  the 
policy  of  buying  from  only  certain  firms,  and 
though  under  certain  conditions  this  is  no  doubt 
right,  with  the  supply  of  novelties  now  demanded 
this  policy  could  be  extended  with  advantage. 

What  Merchants  Say  About  It. 

Buyer  in  city  of  25,000. — 1.  We  import  broad- 
cloth jackets,  evening  wraps,  silk  velvet  mantles. 
We  do  so  because  we  cannot  get  the  lovely 
beautifully  finished  smooth  cloths  in  delicate  shades 
beautifully  finished  smooth  cloths  in  delicate  sades 
in  Germany,  also  in  black  jackets  we  cannot  get  the 
same  smooth  finish  on  the  cloths  shown  here.  We 
do  not  see  anything  like  the  handsome  silk  and 
velvet  mantles  here. 

2.  We  find  14,  16  and  18  years  in  misses'  sizes 
particularly  good.  In  fact  we  sell  almost  more  of 
those  sizes  than  we  do  of  ladies'  sizes.       They  fit 


small  women  as  well  as  misses.     Out  sizes  we  do  not 
sell  as  many  of. 

3.  We  try  to  look  at  the  samples  of  mo.st  of 
the  good  houses  and  buy  where  we  think  the  goods 
are  the  most  stylish  and  up-to-date  and  the  prices 

not  unreasonable. 

*  *         * 

Buyer  in  town  of  8,000 — 1.  We  do  not  im- 
port ready-to-wear  of  any  kind.  Find  our  Cana- 
dian made  lines  the  best  and  by  far  most  satisfac- 
tory. 

2.  Run  "small  women's"  and  "out  sizes"  in 
our  department.  A  properly  run  department  cannot 
get  along  without  them  for  their  are  as  many  people 
in  these  ofi^-sizes  as  the  regulars  in  our  locality. 

3.  We  buy  from  the  three  largest  and  best 
houses  in  Toronto  where  fit,  etc.,  are  guaranteed. 
Does  not  pay  to  buy  here,  there  and  everywhere. 

*  *         * 

Buyer  in  city  of  20,000. — 1.  We  import  cloth 
coats,  principally  (German,  on  account  of  price  at- 
tractiveness, particularh'  in  children's  lines  and  in 
opera  and  fancy  garments.  No  other  lines  of  any 
account  are  imported  by  us  except  odd  numbers 
from  New  York. 

2.  The  German  lines  for  misses  or  "betweens" 
which  are  a  recent  feature  in  their  offerings  are 
eminently  suitable  for  a  solution  of  the  small  woman 
problem.  The  difficulty  of  suiting  the  big  custom- 
er is  still  with  us:  still  entailing  special  order. 

3.  Our  policy  is  to  hold  fast  to  houses  which 
have  proved  their  ability  to  produce  the  correct 
goods.  We  have  also  sampled  the  products  of  some 
of  the  smaller  new  ones.  As  a  rule  we  find  the  lack 
of  experience  evidenced  in  many  details. 

*  *         * 

Buyer  in  town  of  3,000. — 1.  I  do  not  import 
any. 

2.  A  demand  growing  for  small  women's  but 
no  demand  for  outside  .sizes.  I  want  something 
nifty  in  college  or  middy  waists  for  small  women. 

3.  I  buy  in  November  or  early  December  and 
get  my  whitewear  sale  on  1st  Feb.  Keep  selling 
waists  and  repeating  until  1st  of  May.  After  this 
date  I  search  manufacturers  for  goods  at  half  price, 
and  then  clear  out  everything  at  half. 

*  *         * 

Buyer  in  city  of  12,000. — ^1.  We  do  not  im- 
port anything  in  ready-to-wear  except  American 
cotton  dresses  and  waists. 

2.  We  are  this  season  opening  a  special  depart- 
ment for  junior  sizes  as  we  find  they  fit  small 
women. 
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3.  In  buying  we  select  three  or  four  of  the  best 
firms  in  the  different  lines  and  give  them  the  bulk 
of  our  business.  But  we  look  at  every  range  shown 
us  and  bu}"  where  they  have  a  good  thing. 

*  *         * 

Buyer  in  town  of  7,500. — 1.  We  import  moire 
and  silk  underskirts.  They're  better  value  and  find 
a  more  ready  sale. 

2.  In  buying  skirts  we  have  bought  about  10 
per  cent,  in  these  sizes,  usually  from  our  regular 
skirt  house. 

3.  We  buy  all  our  coats  from  one  specialty 
house ;  skirts  from  another  and  bulk  of  blouses  from 
two  makers  who  are  representative  in  low  and  high 
grades  respectively. 

*  *         * 

Buyer  in  town  of  5,000. — 1.  We  import  child- 
ren's and  misses'  wash  dresses  and  low-priced  ladies' 
skirts  because  we  can  sell  them  at  prices  to  suit  this 
class  of  trade. 

2.  Not  in  any  particular,  but  find  it  very  neces- 
sary that  under  and  out  sizes  should  be  kept. 

3.  We  find  that  firms  who  have  had  long  ex- 
perience are  the  best  to  do  business  with. 


McCandless  Brothers,  Victoria,  B.C.,  who  have  ' 
been  in  the  clothing  business  for  more  than  half  a 
century  are  retiring. 


New  York  Model.  This  waist  is  of  allovor  Vsilenciennes  lace 
and  a  Medallion  galoon  in  eyelet  emljroidery.  It  shows  one  of 
the  numerous  models  now  appearing  where  the  skirt  is  worn 
under  the  waist.  The  sleeves  are  finished  with  a  ruffle  of  lace 
and  there  is  a  chemisette  of  net. 


Plain-tailored  dress  of  linen  in  coat  effect ;  made  also 

in  piques,  Bedford  cords  and  reps.  —  Courtesy  Ladies' 

NoTelty  Co.,  Toronto. 


Favor   For  Wash  Dresses 

(Concluded  from  page  43.) 
developed  in  voile,  and  there  is  an  increasing  call 
for  simple  tailored  dresses  of  pique  cords  and  cotton 
suitings. 

Embroideries  are  well  used  as  trimmings,  but 
laces  are  the  best-liked  trimming  finish.  At  present 
the  heavier  laces  lead,  but  the  finer  laces,  shadows, 
and  also  nets  are  increasing  their  lead  as  the  season 
advances. 

The  novelty  features  are  the  increasing  use  of 
the  peplum  finish,  which  gives  a  coat  effect  to  the 
dress,  and  the  new  jumper  or  waist  coat  style  with 
the  upper  section  and  the  under-sleeve  made  of 
shadow  lace  or  net  and  the  cross-over  waist  of  the 
material. 
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Paris  Uses   Taffetas 

Materials  of  Chiffon  Weight   for    Gowns   and 

Millinery  —  Costume     Dresses    are     Very 

Much  Worn. 

Staff  Correspondence. 

Paris,  France,  Feb.  13. 

The  new  taffetas  are  of  chiffon  weight  and  are 
extremely  soft  and  supple,  and  have  a  brilliant  fin- 
ish. Plain  shades  are  eclip.sed  by  changeant  and 
fancy  flowered  effects.  Not  only  will  taffeta  be  want- 
ed for  gowns,  street  dresses  and  wTaps,  but  a  big 
demand  is  expected  from  the  millinery  trade,  as  the 
draped  taffeta  hat  and  crown  are  strongly  indicated 
for  Spring  wear. 

A  decided  sensation  has  been  made  by  a  Cheruit 
gown  of  taffeta  which  combines,  in  a  striking  form, 
more  fullness  at  the  hips  with  the  straight,  clinging 
lines  now  worn.  The  waist  is  absolutely  plain,  save 
for  small,  round  collar  of  lace  and  has  long,  tight- 
fitting  sleeves  that  have  no  vestige  of  relief.  The 
novelty  lies  in  the  skirt  which  is  gathered  on  to  the 
waist  at  the  sides  and  which  is  caught  up  into  pan- 
niers by  a  curved  band  of  fur  which  passes  round  the 
back  and  is  rounded  up  in  front.  Below  this  band 
the  skirt  falls  straight  and  narrow  and  with  hardly 
any  more  width  than  at  the  present  time. 

Trimming  of  Broad  Ribbon  Velvet. 

Models  preparing  for  Nice  and  Monte  Carlo  are 
of  white  or  pale  shades,  and  the  severe  tailor-made 
suit  is  being  replaced  by  more  ornate  models  trim- 
m.ed  with  silk  and  lace.  Paquin  is  using  broad- 
cloth and  Callot  Soeurs  drap  souple.  A  new  feature 
introduced  by  this  house  is  trimming  with  broad 
ribbon  velvet.  A  very  elegant  model  of  these  new 
materials  was  of  ivory  white  drap  souple,  trimmed 
with  Persian  blue  velvet.  The  blue  ribbon  velvet  is 
used  to  border  the  cape  collar,  the  large  turned-back 
cuffs  and  the  wrapped  over  underskirt,  which  repro- 
duces the  outline  of  the  cutaway  coat.  The  ribbon 
velvet  trimming,  the  cape  collar  and  the  wide  cuffs 
are  all  new  features  and  other  points  that  should  be 
noted  are  the  increased  length  of  the  coat  and  the 
pleated  underskirt.  The  hat  to  go  with  this  suit  is 
a  large  picture  poke  of  Italian  straw,  lined  with  blue 
velvet  and  with  blue  velvet  ties  and  with  the  crown 
covered  with  shaded  silk  roses. 

Costume  Dresses. 

What  are  termed  costume  dresses  are  very  much 
worn  and  are  literally  dresses  that  are  complete  for 
street  wear  without  the  addition  of  a  coat  or  wrap. 
For  Monte  Carlo  wear  taffeta  is  the  favored  fabric. 
For  Paris  wear,  velour  de  laine,  velvet,  ratine  and 
serge  are  the  chief  fabrics.  A  typical  dress  of  this 
kind  seen  at  a  smart  afternoon  entertainment  was  of 
black  velour  de  laine,  belted  in  by  a  narrow  belt  of 
patent  leather  broken  into  sections  by  rings  of  dull 


gold.  Reaching  from  shoulders  to  the  belt  there  was 
a  narrow  vest  of  silky  agaric,  buttoned  down  the 
centre  with  a  line  of  gold  buttons  and  with  wide 
revtrs  on  either  side  faced  with  leopard  skin. 

The  Vogue  of  Lace. 

Lace  is  replacing  chiffon  and  the  tunics  over 
satin  or  taffeta  gowns  are  being  made  of  the  finest 
Malines  or  Chantilly  laces,  and  the  latest  are  slightly 
draped  either  in  front  or  at  the  sides  and  caught 
under  some  ornament. 


Foulard  Dress — Tnnic  nf  white  ami  navy  foulard  in  small  all- 
over  pattern  opening  over  a  skirt  of  plain  navy  foulard  vpith  a 
Ijorder  of  navy  and  white  ohoek.  A  pleated  and  sliirred  trininiing 
finishes  this  skirt  which  buttons  up  the  front  with  covered  white 
rimmed  buttons. 

The  tunic  is  caught  in  slightly  around  the  feet  with  a  shirred 
cord  and  is  edged  witli  a  tasseled  fringe  of  blue  and  white.  The 
surplice  waist  has  a  rever  of  the  check  border  and  a  collar  and 
chemisette  of  Val.  lace.  The  sleeves  are  trimmed  witli  the  border 
and   are  finished   with   a   pleated   frill   of  lace. 
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We  Announce 

that  an  agreement  has  been  made  with 

Carson,  Pirie,  Scott  &  Company 

STATE    STREET,    CHICAGO 
to  handle 

BUTTERICK  PATTERNS  and 
PUBLICATIONS 


This  arrangement,  together  with   our    other 
arrangements  with 

Boston  Store 

and 

Siegel,  Cooper  &  Co. 

gives    us    associations    on    State    Street   that    are 
most  satisfactory  to  us. 


tlKil. 


\ AiriiL. 


[f)EK 


TORONTO  :    33  Richmond   St.   W. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


fflE^miit 


The  Buyers'  Viewpoint 

New  ideas  are  being  ottered  in  coat  sets  for  tlie 
Spring  season,  cliief  being  those  containing  pique 
and  lace. 

Among  fancy  novelties  in  neckwear  may  be 
mentioned  blouse  sets  of  crochet  covered  buttons, 
also  muff  forms  with  stock  of  net  or  lace  to  match. 


Coat     Sets    Featured 

Neckwear    Never   Showed    Wider    Range    of 

Styles  —  Offerings    for    After    Easter    Selling    a 

Little    Slow    to    Move. 

AT  present  the  neckwear  situation  remains  un- 
changed. There  seems  little  prospect  that 
there  will  be  any  radical  change  in  the  style 
features  announced  a  month  ago  with  the  showing  of 
the  Spring  lines.  No  very  striking  novelty  has  as 
yet  appeared,  though  there  are  distinctive  features 
which  mark  off  this  year's  product  from  that  of  last 
year. 

Trade  will  be  more  even  in  natiu'e  than  last  sea- 
son, with  demand  for  a  wide  variety  of  articles.  Prac- 
tically every  type  of  low  collar  of  good  size  is  selling. 
Collars  made  of  lace,  or  collars  showing  a  combina- 
tion of  wash  fabrics  with  lace  are  equally  good. 
Many  firms  which  do  not  carry  a  line  of  neckwear 
made  on  the  premises  are  this  year  featuring  collars 
more  extensively  than  ever  before  in  their  history. 
These  are  of  the  popular  laces  and  are  designed  in 
styles  for  wear  with  coats  or  dresses,  and  with  or 
without  cuffs.  Shapes  include  sailor,  pointed  back, 
revere  effects  and  long  coat-collar  outline.  The  best 
of  the  coat  collars  are  designed  for  the  low  coat 
closing. 

Small  collars  will  also  be  among  good  sellers  this 
season.  There  are  a  few  dainty  little  effects  in  these 
which  will  make  their  appeal  chiefly  to  the  better 
class  trade  and  to  specialty  houses.  These  include 
the  new  and  pretty  Jane  Eyres  with  colored  embroid- 
ery on  a  thin  batiste  ground.  There  are  also  some 
small  Quaker  effects. 

Among  the  low  collars  of  medium  size  there  will 
be  good  demand  for  Byrons  which  made  such  excel- 
lent sales  last  year.  There  are  many  new  outlines 
offered  in  this  type  which  some  persons  call  a  tennis 
collar.  This  includes  the  square  back  effect,  the  scal- 
loped design  and  other  novelties  in  shape  both  in  the 
back  and  in  the  front. 


The  Quaker  collars  are  featured  as  a  number 
which  combines  novelty  with  practicability.  These 
are  in  many  cases  made  of  pique,  which  is  to  be 
good  in  all  forms  this  year.  They  are  to  be  dis- 
tinguished by  the  plain  effect  and  also  by  the  double 
iioint  at  the  back. 


Pique  Much  Used 

The  wide  demand  which  is  felt  for  coat  sets  for 
the  coming  Spring  selling  has  led  to  the  closest 
iittention  on  the  part  of  the  designer,  with  the  result 
that  there  are  offered  some  seasonable  new  ideas. 

Most  important  among  these  are  the  pique  and 
pique  and  lace  combined  styles.  Some  very  attrac- 
tive and  stylish  numbers  are  shown  in  pique  and 
guipure,  also  Irish  and  Bulgarian.  The  narrow 
inner  edge  is  of  the  pique,  giving  the  smart  vest 
effect  which  has  always  been  admired  with  Spring 
suits.  These  collars  are  shown  both  with  and  with- 
out cuff's.  All  seen  were  designed  for  the  low  closing 
coat. 


Neckwear  With   Shadow  Lace 

Shadow  laces,  especially  in  jileatings,  are  very 
prominent  on  the  new  season's  output  of  neckwear. 
This  is  true  to  a  great  extent  of  the  lines  of  jabots. 
These  are  shown  with  this  trimming,  whether  de- 
signed in  the  apron  or  cascade  effect. 

There  are  some  pretty  effects  seen  where  the 
shadow  lace  is  used  to  trim  the  low  collar,  either 
plainly  or  in  pleatings. 

There  has  been  a  considerable  hanging  back  on 
the  part  of  the  retailer  with  regard  to  the  new 
pleated  laces  and  lace  and  net  effects  by  the  yard  for 
Summer  dresses.  The  reason  of  this  is  hard  to  dis- 
cover. These  pleatings,  though  the  newest  which 
New  York  has  to  offer,  are  not  dear  in  price,  and 
their  not  being  washable  is  more  than  balanced  by 
their    desirability    and    cheapness.       The    average 
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wuiiuin  can  afford  all  she  needs  of  them.  The  whole 
difficulty  lies  in  the  retailer  not  wishing  to  carry  a 
full  line  of  anything  which  mil  be  sold  after  rather 
than  before  Ea^^ter.  This  is  in  turn  due  to  the  un- 
certaintv  of  the  earl\-  i^arl  of  the  season. 


Neckwear  or  garniture 
novelty  in  form  of  silk 
rosebuds,  with  natural 
leave  effect.— Shown  by 
Sandersons  Limited,  Tor- 
onto. 


Matinee  caps  are  now  sold  at  most  neckwear 
counters,  though  some  firms  prefer  to  carry  them 
with  the  hair  fancies,  and  others  in  the  millinery. 
It  may  be  noted  that  where  they  were  carried  in  a 
number  of  places,  those  at  the  first  named  depart- 
ment sold  the  best. 


■^ 


r 


Small  Fancies   Which  Sell 

A  novelty  which  has  good  demand  in  New  York 
but  is  still  somewhat  dubious  with  the  trade  here 
consists  of  the  various  rutt'  forms  with  the  modifica- 
tion of  the  same  idea  in  a  stock  of  net  or  lace  having 
a  pleated  frill  around  the  lower  edge. 

This  frill  is  also  shown  without  the  stock  in  very 
deep  pleatings,  for  wear  with,  silk  waists.  It  may  be 
noted  that  this  style  is  becoming  chiefly  to  long  necks 
and  is  more  generally  useful  when  shown  in  a  pleat- 
ing which  is  very  fine  and  lies  flat  and  close. 

Flower  jabots  and  flower  accessories  of  all  kinds 
continue  to  be  in  general  demand  for  all  sorts  of 
uses. 

A  striking  little  novelty  with  a  chic  of  its  own 
consists  of  a  blouse  set  of  crochet  covered  buttons. 
Shapes  may  vary,  hut  the  best  looking  were  in  tor- 
pedo form. 

Caps  of  metallic  nets  and  of  plain  and  even  wash- 
able nets  and  laces  have  sold.  These  have  little  knots 
of  made  flowers  or  jeweled  garnitures  of  various 
kinds. 


"^ 


with  us  means 


Sterling  Styles 

Sterling   Assortments 

Sterling  Novelties 

Sterling  Values 


\^  tic 


R  Spring  importa- 
tions are  now  arriving. 
Every  day  brings  us  nov- 
elties in  Laces,  Embroider- 
ies, Neckwear,  Veilings,  etc. 
lines  exclusive  to  us  and 
which  will  be  of  interest  to 
buyers  of  novelty  goods. 

A    VISIT    TO    OUR 

New  Warehouse 

while  you  are  in  the  city 
will  be  appreciated  by  us 
and  a  benefit  to  you. 


The   Sterling   Lace  & 
Novelty  Company 

80-82  Wellington  St.  W.,     -    TORONTO 


V. 
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Bulgarian      and      Agaric      Lace      ^^  ^old  in  pattern  as  the  older  style      Many 

*=•  *^  pattern  ettects  are  shown,  though  the  lace  remains 


A    Record    Season    in    Laces    is   Now    in    I'ull 
Swing  —  Good    Demand    for    Nets. 

The  biggest  lace  season  on  record  is  now  opening 
ont.  This  is  claimed  by  experts  to  be  no  exagger- 
ated phrase.  As  a  matter  of  fact  the  rapidity  with 
which  new  and  strange  laces  have  been  introduced 
and  the  way  in  which  the  public  have  taken  them  up 
and  inquired  for  more  has  been  bewildering  even  to 
those  in  the  trade. 

A  few  weeks  ago  we  heralded  the  Russian  and 
Bulguriaiii  laces  as  the  latest  success,  but  now  there 
have  come  in  the  Carrickm across  patterns  so  long 
neglected,  except  for  bridal  wear.  These  will  be 
strongly  featured  \>y  high  class  houses  during  the 
coming  season. 

The  shadow  laces  have  proved  a  huge  success  and 
they  are  now  shown  in  all  forms — pleated,  plain, 
wide  and  narrow.  The  wash  lines  in  this  design  are 
very  suitable  for  summer  dresses. 

The  net  laces  which  had  so  great  a  vogue  in  the 
time  of  our  mothers  and  grandmothers  are  now  offer- 
ing by  all  large  importers.  These  also  are  in  style 
suited  to  Summer  dresses  and  many  of  them  will  be 
strong  enough  to  wash  again  and  again.  The  all- 
overs  in  this  style  show  a  variety  of  small  patterns. 

Import  lines  of  laces  for  next  Fall's  selling  show 
some  exqui.site  designs  in  wide  and  medium  bands 
and  edges  in  such  styles  as  Venise  and  Macrame. 
The  new  Macrame,  it  may  be  mentioned,  is  not  quite 


verj"  heavy  in  style. 


The   Striking   Agaric   Laces 

^Vgain,  a  novelty  of  most  recent  arrival  must  be 
I'ecorded.  This  is  the  striking  Turkish  towelling  or 
Agaric  lace.  This  is  shown  on  the  white  serge  suits 
and  on  all  fabrics  which  look  .suitable  with  lace  of  a 
Itold  pattern  and  not  at  all  smooth  surface. 

The  Agaric  is  remarkaljly  effective,  in  that  re- 
spect resembling  the  popular  Macrame.  It  is  much 
used  for  large  coat  collars  and  for  deep  cuffs.  On 
heavy  wash  goods  such  as  the  Russian  linens,  it  is 
also  very  much  at  home. 

In  this  coiuiection  it  may  be  mentioned  that  there 
is  now  talk  of  the  re-introduction  of  the  Renaissance 
laces,  and  incidentally  of  the  braid  laces  which  had 
such  vogue  a  few  years  ago.  These  are  already  to  be 
had  in  the  machine-made  forms,  and  there  is  every 
prospect  that  there  will  be  at  least  a  fair  trade  in 
these  linas. 

Chantilly  laces  must  be  mentioned  to  make  any 
comment  on  this  department  complete.  These  are 
now  selling  well  over  the  counter  for  wear  on  Sum- 
mer an<l  fancy  costumes. 

There  will  l:)e  a  good  demand  for  nets  to  make  up 
into  yokes  and  undersleeves  for  blouses  this  season. 
These  accessories  have  had  a  good  sale  during  the 
past  year  and  there  is  every  prospect  that  they  will 
tend  to  increase  as  the  season  opens. 


Repousse  flounces,  novelty  galloons 
and  Irish  laces.  —  Shown  by  the 
Sterling  Lace  and  Novelty  (^o., 
Toronto. 


Novelties  In  Art  Goods 

New    Fabric    in     High-class     Cushion     Covers 
—  Popularity    of    Crochet. 

A  PRETTY  and  uausual  line  of  fancy  cushion 
tops  and  covers  was  recently  seen.  The 
fabric  was  an  imitation  of  suede  leather  and 
was  ornamented  in  a  way  similar  to  that  employed 
for  the  real  leather  tops.  This  consisted  of  stencil- 
ling with  outline  of  burnt-in  lines.  Designs  were 
of  the  Art  Noveau  type,  and  colorings  were  grey  or 
natural,  as  to  the  ground,  and  pastel-shaded  as  to 
the  pattern. 

This  line  was  specially  suited  to  dens  or  libraries 
of  a  rich  type  of  decoration.  The  price  was  fairly 
high,  as  the  work  was  done  by  hand.  There  were 
also  offered  some  handsome  specimens  of  cut  and 
presvsed  velvet  painted  in  very  artistic  and  subdued 
coloring  in  effect  rivalling  the  priceless  Japanese 
paintings  on  velvet  which  are  only  offered  by  con- 
noisseur dealers.  Articles  of  this  type  should  be  of 
interest  to  stores  which  look  for  novelty  and  qual- 
ity in  their  fancy  goods,  or  to  specialty  shops. 


Popular  Fancy  Work 

Puuclied  work  lui>  taken  a  strong  hold  on  the 
|i\ililic  fancy,  and  dealers  are  advised  to  stock  the 
articles  to  be  worked  in  this  way,  with  materials  to 
work.  Blouses  and  underwaists,  as  well  as  accessory 
lines,  sucb  a>  llie  new  fichu  types  and  sailor  collars, 
should  ])rove  good  sellers  during  the  coming  season. 
I)esides  these,  tops  and  covci's  ar<>  offered  in  this 
new  work. 

ri-ochet  i>  now  a  leading  feature  of  lace  lines, 
and  there  sh(Mild  he  excellent  sales  as  tlie  surnmei' 
.reason  opens  up  of  all  lines  .suitable  f'oi-  the  home 
worker.  Tliis  means  that  the  fancy  goods  dealer 
should  V)e  ready  with  a  good  assortment  of  hooks  and 
threads  and  also  with  ii])-to-date  books  or  other  di- 
rections. The.'^e  latter  will  be  imich  needed  as  the 
art  of  crochet  is  nearly  a  lost  one  as  far  as  the  av<M'- 
age  woman  is  concerned.  The  types  wliicii  will  l»c 
wanted  are  not  the  ci-ude  crochet  patterns  of  form- 


er seasons,  but  the  new,  rich-looking  Irish  crochet. 
This  will  be  used  for  bags,  (street  wear),  for  linen 
collars  large  and  small,  for  buttons  and  oi'naments, 
as  well  as  for  all  usual  purposes  . 

-Manufacturers  are  offering  circular  directions 
for  making  up,  along  with  special  threads.  These 
are  often  of  the  mercerized  variety,  and  the  buyer 
should  exercise  care  to  see  that  they  are  accompanied 
with  directions,  as  the  regular  styles  of  make-up  do 
not  always  agree  with  a  special  style  of  thread.  On 
the  other  hand,  the  mercerized  threads  are  coming 
into  greater  prominence  all  the  time  and  are  sure 
to  be  good  sellers  where  properly  featured. 

Hand  bags  of  crochet  mounted  over  linen  in  the 
envelope  shape,  or  plainly  caught  up  with  a  cord, 
and  accompanied  by  cordeliere  and  tassel  of  wash 
goods  are  to  be  very  strong  this  coming  season  for 
wear  with  wash  dresses.  The  dealer  M'ho  secures  de- 
sirable patterns  for  these  in  styles  which  will  not 
take  too  long  to  make,  and  then  features  them  fair- 
Iv  early,  should  make  good  witli  this  line. 


Crochet   Bags  Featured 

"Wash     Bags     to     be     a     Leading     Novelty  — 

Leather    Bags    in    Dressed    Finish     and 

Medium    Frame    Selling    Well. 

At  present  the  outstanding  novelty  in  bags  is  the 
lingerie  type  which  has  so  recently  appeared  as  a 
candidate  for  favor  next  Spring.  These  washable 
bags  will  be  offered  in  the  white  and  cci'u  shade-. 
and  there  will  lie  good  demand  for  llii-  Irish  lace 
crochet-covei'cci  ones  made  ovvv  a  fonndalion  of 
linen.  There  ai-e  also  \r,i<x>  of  li-i>li  crochet  wiiicli 
are  flexible  and  ai'rangod  with  a  drawstring  at  the 
to|)  instead  of  I  be  ]ilain  effect. 

Very  smart  and  likely  to  ap])eal  to  the  woman 
customer  are  the  lunnbers  which  show  tire  (Mn'eloi)o 
shape,  which  was  a  favorite  in  leather,  and  ((inlinucs 
good.  This  is  of  very  medium  size  frame,  a,nd  made 
in  the  flat  shape  now  preferred.  Wash  fi-inges  will 
be  used  to  finish  these  bags,  and  wash  cordelieres 
ar<'  in  evidence. 
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Strap  Handles  Noted 

In  regular  lines  of  bags  there  is  at  this  time 
considerable  preference  for  the  leather  of  medium 
frame  with  strap  handle,  usually  double,  flat  shape 
and  envelope  flap  or  narrow  metal  mount.  The  lat- 
ter type  isTfrequenty  frameless  except  for  the  mount. 
There  is  still  some  showing  of  cordelieres  and  there 
are  also  fancies  to  be  seen  consisting  of  combina- 
tions of  leather  with  fabric,  or  leather  studded  with 
steel.  However,  the  plain  styles  are  considered  the 
safest  for  Spring  selling.  Dressed  leather  now  pre- 
ponderates. 


Belt  Situation   Better 

Narrow    Patents   are    Used    on   Many    of    the 

Model    Wash    Dresses  —  Prospects    Much 

AmeUorated    all    Through. 

While  there  continues  to  be  a  preponderance  of 
raised  waist  lines  among  the  new  Spring  suits,  the 
fact  that  there  are  signs  of  an  uneasy  shifting  in  the 
styles  puts  belts  in  a  more  hopeful  position.  As  a 
general  thing,  if  patent  belts  sell,  it  is  a  belt  season. 
This  year  many  of  the  most  chic  of  the  wash  summer 
dresses,  especially  those  of  linen  show  the  use  of  a 
narrow  black  and  white  belt  of  kid  and  patent  com- 
bined, or  else  plain  in  one  of  the  two  colors. 

This  belt  is  worn  loosely  with  a  raised  waistline. 
It  hangs  in  the  same  way  as  a  child's  belt  worn  with 
a  French  dress.  The  effect  is  chic  and  gives  a  need- 
ed change  without  doing  away  with  the  raised  waist- 
line. Another  signifioant  fact  is  that  many  of  the 
raised  effects  have  a  real  or  simulated  belt  outline, 
very  narrow,  but  a  noticeable  change.  It  looks  as 
if  the  hope  for  the  belt  was  not  so  much  in  the  drop- 
ping of  the  waistline  which  is  so  comfortable  as  in 
the  use  of  a  loose  or  narrow  effect  along  with  the 
present  styles. 

There  must  also  be  taken  into  consideration  the 
fact  that  young  girls  now  patronize  the  Middy,  and 
the  more  recent  Norfolk  Middy  waist  styles  very  ex- 
tensively. Whereas  last  year  saw  only  a  tentative 
showing  of  the  last  named  style,  with  the  older 
Middy  selling  everywhere,  this  year  sees  the  Nor- 
folk effect  the  more  chic  of  the  two.  This  is  signifi- 
cant with  regard  to  belts  if  it  is  remembered  that  the 
Norfolk  calls  for  the  use  of  a  patent  belt.  This  is 
worn  as  above  described. 


Big  Business  in  Buttons 

During  the  season  which  is  now  opening  up  the 
demand  for  buttons  promises  to  be  the  most  unique 
on  record.  This  applies  to  a  wide  variety  of  lines 
ranging  from  the  tiny  plain  pearl  effects  to  the  ultra 
large  composition  buttons  designed  for  wraps. 

Spring  suits  show  a  considerable  use  of  small, 
dark-pearls  in    close-set  rows.  There  are  also  colored 


pearls  to  matcli  the  i)revailing  tint  of  the  suit.  The 
price  of  these  will  be  a  little  higher  in  some  cases 
than  last  year,  owing  to  the  increased  demand,  and 
also  to  the  fact  that  bulk  pearl  has  gone  up  because 
of  lack  of  supply.  Many  of  the  most  fashionable 
suits  show  the  use  of  a  button  which  is  not  materially 
different  from  that  used  on  men's  clothing.  Flat 
effects  seem  to  Ije  replacing  the  domes  and  acorns 
so  fashionable  last  season. 

Crystal  buttons  are  making  considerable  stir  in 
llie  world  sartorial.  These  are  of  medium  size,  and 
many  of  them  are  concave  in  shape,  the  general  ef- 
fect making  them  a  shadow  on  the  cloth  rather  than 
a  distinct  break  like  the  ordinary  button.  For  vel- 
vet in  beautiful,  soft  colorings  nothing  finer  is  to  be 
got  on  the  market. 

Bronze  buttons  o^  considerable  size  and  flattish 
in  shape  are  offeritig  to  the  cloak  and  suit  trade  as 
the  most  desirable  shade  and  make-up  for  the  com- 
ing autumn,  and  also  for  wraps  to  sell  during  the 
Sunnner  months. 


Jewelry  Lines  Profitable 

Ear-rings    and    Pearl    Bead    Necklaces    Have 

Sold  —  Some    Striking    New    Lines 

Now  Offered. 

The  wideawake  retailer  has  an  excellent  chance 
for  money-making  in  the  lines  of  popular  jewelry 
which  are  being  offered  this  year.  There  has  not 
])6en  a  time  for  years  when  the  general  public  ha? 
demanded  so  much  of  what  used  to  be  called  imita- 
tion jewelry.  This  is  largely  due  to  the  exploitation 
of  the  semi-precious  idea.  The  class  of  article  now 
ottered  in  these  lines  is  such  as  any  lady  may  wear 
In  many  cases  mounting  is  done  with  sterling  sil- 
ver, and  the  articles  are  pretty  and  unpretentious, 
while  of  a  high  degree  of  finish, in  workmanship. 

There  is  also  the  factor  of  cheapness,  an  import- 
ant one  to  the  retailer  whose  jewelry  counter  is  prac- 
tically an  extension  of  the  notions.  Lines  may  be 
briefly  reviewed  on  account  of  their  appeal  in  this 
respect,  and  also  as  style  features  of  the  coming 
season. 

Ear-rings  have  proved  excellent  sellers  in  all 
branches  of  trade.  There  is  now  offered  an  article 
for  retailing  at  fifty  cents,  done  in  sterling  and 
rhinestones.  Another  pendant  effect  consisting  of  a 
drop  row  of  brilliants  and  a  single  whole  pearl  set  in 
gilt  might  be  retailed  at  the  modest  sum  of  a  dollar 
and  a  half.  Import  lines  of  a  quality  which  makes 
early  ordering  no  risk  may  be  retailed  even  cheaper. 
The  ear-ring  which  has  proved  the  best  selling  arti- 
cle has  been  the  dainty  style  which  is  ornamental 
without  beiiig  crude. 

Pearls  have  been  the  favorite  effect.  Rhinestones 
have  also  been  good,  and  there  has  been  a  good  sale 
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for  colored  stones  where  these  were  good  imitations 
of  such  gems  as  the  emerald,  amethyst  or  turquiose. 
The  white  stones,  however,  especially  in  combina- 
tions with  pearls,  proved  the  best  of  all  and  the 
safest.  The  ear-rings  asked  for  are,  in  a  majority 
of  cases,  the  style  for  unpierced  ears. 


Jewelry  by  the  Yard 

A  unique  and  much  heralded  trimming  is  now 
on  the  market.  This  consists  of  set  jewels  of  various 
sorts  having  a  silver  braid  passing  between  the  jewel 
and  the  plain  metal  setting,  thus  making  a  flexible 
trinuaiing  which  is  sold  by  the  yard. 

This  line  is  now  carried  by  jewelry  and  notion 
firms  in  the  wholesale  trade.  At  retail  it  has  sold 
excellently  wherever  shown.  It  is  used  for  hair 
bandeaux,  for  necklaces,  to  trim  collars  in  place  of 
niching,  and  also  for  dress  trimming.  The  rhine- 
stone  effect  has  Ijeen  that  which  succeeded  first,  but 
there  are  now  shown  some  attractive  lines  of  pearls, 
and  it  is  expected  that  colored  eft'ects  will  shortly  be 
offered  also.  It  is  said  that  the  festivities  attendant 
on  the  recent  Coronation  are  responsible  for  the  rage 
for  jeweled  eft'ects  in  all  lines. 

Bar  pins  have  had  good  sales  all  season  and  are 
expected  to  be  among  the  best  sellers  this  Summer 
owing  to  the  continued  prominence  of  low  collar 
effects. 


Good  Sales  of  Pearls 

Necklaces  of  pearls  of  all  qualitias  will  sell  well 
this  coming  Spring.  There  has  also  been  a  demand 
for  turquoises  and  for  amethysts.  While  the  fad  for 
coral  died  with  the  Summer,  there  has  been  a  certain 
amount  of  buying  in  this  line  ever  since. 

A  new  line  of  jewelry  which  bears  the  stamp  of 
general  approval  consists  of  the  Etruscan  gold  work. 
This  is  shown  in  novel  ear-rings  and  pendants.  The 
first  are  in  the  Gipsy  hoop  effect.  Pendants  are  fili- 
gree with  considerable  novelty  in  the  make-up. 
Bar-pins  and  Fichu  pins  will  prove  a  line  which  may 
be  featured  at  strictly  popular  prices  and  there  is  the 
widest  variety  in  the  styles  in  which  these  are  shown. 
There  has  been  considerable  demand  for  the  double 
row  of  rhinestones,  and  also  for  the  plain  bar  with  a 
setting  of  .stones  and  filigree  in  the  centre. 

Lines  of  sporting  goods  have  proved  a  good 
source  of  income  to  the  retailer  in  past  seasons,  and 
seem  to  merit  special  attention  during  the  present 
one.  There  are  offered  some  interesting  specialities 
for  the  tennis  player  and  also  the  usual  range  of 
l)all  players  goods.  These  latter  are  not  so  profitable 
as  the  tennis  lines,  owing  to  the  fact  that  the  base- 
l)all  player  is  always  on  the  lookout  for  some  novelty 
or  sjtecial  article,  while  the  tennis  lines  prove  fairly 
staple,  involving  no  loss  from  season  to  season. 


COIFFURETTA'''^* 

DOUBLE  KNOTTED  MESH 

SHAPED  SBLK  HAIR  NETS 


Each    net    in    envelope 

TORONTO  DEPOT: 

Dieckerhoff,  Raffloer  &  Co.,  Ltd. 

Corner  Simcoe  and  Wellington  Sts. 

ROSENWALD  BROS. 


LONDON 


Sole    Manufacturers 
PARIS 


VIENNA 


All    human    hair    shades 

MONTREAL  DEPOT: 

Dieckerhoff,  Raffloer  &  Co.,  Ltd. 

525  St    Paul  Street 


MAKERS  OF  EVERY  KIND  OF 

Hair  Nets,  Frames,  Rolls,  &c.,  &c. 


STILL    GROWING 

The  Review  carried  in  January,  forty-two  (42)  pages  increased  advertising, 
paid  for  at  our  regular  rates,  over  the  same  month  last  year. 

February  also  shows  a  substantial  increase  of  thirty-four  (34)  pages,  paid  for 
at  our  regular  rates,  over  last  year. 

Manufacturers  know  the  paper  that  pays  the  advertiser.  The  Review's  ad- 
vertising gain  is  for  only  one  reason,  that  is,  it  is  recognized  as  the  paper 
that  reaches  the  buyer. 
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Late   Blanket   Orders  Retard   Delivery 

Many  Jobbers  Base  Their  Initial  Placing  on  Salesman's  First  Trips  Which 
Only  Touch  the  High  Spots  —  Unreasonable  Delay  When  the  Outlook  Points 
to    Normal   Conditions  —  Mills  Point  to   Advantage  of  Compiling  Orders  Early 


WITH  pre.seiil  conditions  and  yearly  orders 
based  on  previous  business  it  is  claimed 
that  as  an  undeniable  factor  iu  distril)U- 
tion  of  knitted  goods  that  niany  wholesale  buyers 
and  jobbers  do  not  place  fair  blanket  orders  at  as 
early  a  date  as  they  might  profitably  do  so. 

In  comparing  quantities  on  different  numbers 
to  date  there  is  a  very  interesting  pha>*e  which,  pos- 
sibly, can  only  be  excused  by  neglect  alone.  It  is 
iu  compiling  initial  orders  that  buyers  are  most 
often  to  ))]ame  or  too  busy  to  attend  to  the  matter 
until  oversight  becomes  a  menace  to  proper  deli\- 
cry.  In  case  of  late  shipments  there  are  complaints 
in  many  instances  traceal)le  to  this  reason. 

The  System  at  Faitlt. 

It  is  a  lamentable  truth  that  the  whole  system 
of  placing  nndorwear  before  retailers  is  both  as  cosi- 
ly and  unsatisfactory  as  it  well  could  be,  both  frtim 
manufacturers'  and  merchant«'  view  points. 

Each  year  comparative  quantities  on  staple 
numbers  seldom  vary  ])erceptibly  on  given  dates 
and  when  orders  do  not  nearly  represent  business 
already  done  (or  should  be)  there  is  a  reason  easy 
to  trace.  When  there  is  no  natural  cause  to  doubt 
that  total  sales  will  ecp^al  and  should  surpass  other 
season's  results  on  lines  under  /consideration,  it 
it  seems  illogical  that  mills  nuist  curtail  on  such 
Tuunber.  Total  l)usiness  will  be  done  on  repeats  or 
made  up  in  the  end.  but  when  there  is  a  certainty 
that  results  Avill  equal  previous  years,  the  vast  dis- 
parity l)etween  ])lacing  and  repeats  reveals  a  stand 
which  is   detrimental   to  successful   merchandising. 

Merely  Follows  Travelers'  Orders. 

It  may  be  that  buyers  are  busy  and  find  it  hard 
to  estimate  their  requirements  or,  if  they  do  so,  for- 
get to  see  that  they  reach  manufacturers  as  early 
as  possible.     In  many  cases  orders  are  simply  com- 


piled quantities  based  on  travelers"  orders  held  un- 
til salesmen  are  practically  through  with  road  trips. 
?>!o  effort  is  made  to  anticipate  these  sheets  in  in- 
structing mills  to  manufacture  what  is  practically 
known  to  be  wanted  in  any  event  as  staple  stock. 
What  would  be  the  result  if  stock  for  these  yearly 
estimates  were  not  prepared  in  view  of  next  season's 
business  and  mills  simply  filled  orders  as  received. 

.\  (juecr  sbuffle  would  take  place,  yet  mills  are  ex- 
pected to  protect  wholesale  orders  and  buyers  are 
unwilling  to  take  any  measure  of  responsibility. 

True,  there  is  no  buyer  who  can  foresee  just  what 
exact  (piaiititics  ami  sizes  he  requires  in  estimating 
his  own  available  demand,  but  it  is  generally  con- 
ceded he  does  not  want  to. 

An  attempt  is  made  to  make  merchants  decide 
(ru  one  hand  and  mills  produce  on  the  other  just 
what  quantities  will  be  handled  in  the  yearly  turn- 
over. 

Touching  High  Spots  Expensive. 
The  present  system  of  wholesalers  getting  mill 
samples  in  November  and  corresponding  dates  in 
Spring  is  costly  and  lacking  in  thoroughness,  tak- 
ing into  consideration  methods  followed  in  getting 
business  and  reaching  merchants. 

There  is  a  rush  to  larger  places  and  cities  to  get 
larger  accounts  first.  Merchants  are  not  prone  to 
place  orders  before  present  season's  selling  is  com- 
]>leted  and  stocktaking  over.  In  fact,  under  every- 
day competitive  conditions,  he  is  asked  to  look  at 
samples  for  the  corresponding  season  a  year  ahead, 
and  before  he  has  properly  started  to  merchandise 
his  .stocks  on  hand. 

On  the  first  trip  travelers  only  touch  the  high 
spots  as  it  were  and  thereby  cover  the  ground  in  a 
haphazard  fashion. 

The  question  is  raised  whether  orders  booked 
are  suflficient  to  warrant  such  a  canvass.     To  get  all 
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We  are  now    receiving    and    putting    into  stock 
complete    ranges     of       ^Qjiee/lQua/i^'' 

Hosiery  and   Gloves  for   Women   and   Children. 

Also     Mi     , 

Men's  Half  Hose 


ingQualiii/\ 


MAIL  ORDERS  WILL  RECEIVE 
OUR    PROMPT     ATTENTION. 

Our  travellers  will  call  upon  you  shortly  with  full 
range  of  Hosiery,  Men's  Half  Hose  and  Cashmere  and 
Ringwood  gloves  for  Fall  1912. 

THE  RICHARD  L.  BAKER  CO.,  TORONTO,  ONT. 


THE  HALL-MARK  OF  Rejristered  No.  262,005 

Maximum  Comfort  and  Durability 
at  IMinimum  Cost. 

FIRST  in  the  Field  and  STiLL  LEADiNG. 

Made  on  the  GRADUATED  PRINCI' 

RLE,  and  starting  with  TWO  THREADS 
in  the  TOP,  it  increases  in  WEAR-RE- 
SISTING PROPERTIES  as  it  descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and  TOE  FIVE.  By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 

IN  THE  FEET,  making  it  essentially 

>' 

A  HALF  HOSE 

FOR  HARDWEAR 

Absoiutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  UnstirJnl(able 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had    from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


Give  Your  Customer 
the  Best  Pure  Wool 
Underwear    Made 


CEETEE 

UNDERWEAR 

is  made  in  all  sizes  and  weights  for  Ladies,  Gentle- 
men and  Children  and  every  garment  is  guaranteed 
to  be  absolutely  unshrinkable  and  made  only 
from    the   finest    Australian   Merino    Wool. 

Q  It  pays  to  reccommend   CEETEE. 

THE    C.   TURNBULL    CO.    OF   GALT,    LIMITED 

MANUFACTURERS 
GALT.        •        ■        •         ONTARIO 

Also  manufacturers  of  Tu»nbu  Vs  Ribbed 
I'nderwear    and   "M"   Bands   for    infants. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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the  larger  orders  possible,  is  all  very  well  but  do 
merchants  buy  on  these  first  trips,  In  most  in- 
stances their  reply  is  that  they  are  not  ready. 

Wholesalers   Expect    Blanket    Orders. 

In  other  words,  wholesalers  put  it  up  to  buyers 
to  do  exactly  what  they  themselves  refuse  to  do  on 
]'eceipt  of  sample  ranges — to  give  a  staple  or  blanket 
order.  There  is  this  difference,  and  in  the  first  in- 
stance merchants  do  not  want  goods  till  August  or 
September  of  the  following  year;  and,  in  the  second, 
wholesalers  have  to  get  delivery  in  May  or  .Tune. 

It  follows  that  manufacture  could  be  materially 
advanced  without  waiting  for  merchants  to  verify 
their  bookings  or  to  hold  ofP  so  as  to  send  a  statement 
of  orders;  which  are  virtually  what  merchants  have 
placed  to  date — statements  of  the  travelers'  sales  on 
their  first  trips. 

Later  Orders  Good. 

Another  good  evidence  that  first  trips  are  often 
unsatisfactory  is  found  when  those  mills  calling  on 
the  trade  direct,  after  travelers  are  considered 
through,  are  doing  increasing  business  season  after 
season.  They  call  when  merchants  are  ready  to 
l>uy  and  carry  complete  ranges  properly  assorted 
at  a  time  buyers  are  able  to  size  up  their  pro.spective 
needs  with  some  degree  of  accuracy. 

On  the  other  hand,  the  problem  of  reaching 
sinaller  stores  with  an  exclusive  line  is  uot  profitable, 
as  expense  involved  is  dis|)roportionate  to  amount 
of  orders  received  and  time  expended.  This  busi- 
ness is  found  to  Ije  handled  as  well  as  any,  because 
general  travelers  can  afford  to  call  on  their  account 
and  if  they  do  not  do  business  on  underwear,  sort- 
ing or  orders  on  other  lines  will  have  justified  his 
call. 

More  Thorough  Method  Needed. 

One  conclusion  only  is  pos.sible  and  in  order  to 
maintain  better  hold  on  underwear  trade  and  also 
handle  underwear  business  right,  a  more  thorough 
method  will  have  to  be  followed  in  reaching  the 
trade.  To  protect  their  own  interests  wholesale 
buyers  will  have  to  take  their  share  of  responsibility 
and  estimate  from  staple  assortments.  This  is  only 
doing  as  merchants  do  and  manufacturers  can  pre- 
pare for  under  conditions  complained  of  and  noted. 

The   Merchant    Will   Wait. 

Underwear  business  simmers  down  to  a  complete 
and  intelligent  canva.ss  of  each  territory.  Oppor- 
tunity favors  wholesalers  and  there  is  practically 
no  one  else  in  the  field  until  plenty  of  time  elapses 
to  make  a  showing  and  reach  every  merchant  at  a 
seasonable  date. 

.lust  how  far  the  present  trend  is  going  lo  be  fell 
depends  on  the  solicitation  of  the  merchant  and  his 


advantage  to  buy  as  soon  as  he  is  able  to  see  his  way 
clear  to  buy  early  in  response  to  wholesale  influ- 
ence. One  thing  is  clear  he  is  not  likely  to  change 
ills  branded  line  or  numbers  because  the  traveler  is 
two  weeks  or  even  a  month  late  and  takes  time  to 
show  his  lines. 

By  thorough  handling  of  each  district  with  com- 
prehensive lines,  giving  merchants  time  to  consider 
the  matter  with  less  expense,  and  planning  to  make 
satisfactory  repeats,  thereby  enal)ling  him  to  confine 
orders  with  his  regular  house,  a  lot  will  be  done 
toward  advancing  the  season's  business. 

One  thing  is  certain,  wholesalers  can  aid  materi- 
ally in  advancing  underwear  conditions  by  seeing 
tliat  order  sheets  reach  proper  authorities  in  season 
to  enable  manufacturers  to  estimate  more  correctly 
the  season's  demands. 


Final  Word  For  Buyers 

Properly  Assorted  Stocks  and  Authentic  Value 

Showings  at  all  Seasons  Mean   Good  Business 

—  Show  New  Lines  Early. 

SPRING  ranges  should  satisfy  most  exacting 
buyers  and  there  is  sufficient  variation 
of  .style  to  practically  give  each  merchant 
control  of  numbers  chosen.  Knitters  have  en- 
deavored to  give  value  at  outside  prices  in  almost 
every  instance  realizing  that  merchants  do  not  want 
cheap  garments.  It  is  notable  that  average  whole- 
sale price  is  now  $24  instead  of  $18  a  year  ago,  and 
thus  shows  a  reaction  due  to  unsatisfactory  selling  of 
lower-priced  lines.  Another  reason  for  such  differ- 
crence  is  found  in  general  prosperity,  growth  of 
novelty  and  newer  style  features  heretofore  thought 
impossible.  Samples  represent  full  value  in  view  of 
materials,  workmanship,  style  and  selling  merit  at 
each  price. 

In  order  that  .satisfactory  selection  might  be 
made,  it  is  asserted  that  quantity  orders  are  not  pre- 
ferred, but  buyers  are  advised  that  properly  assorted 
.stocks  and  authentic  value  showings,  if  kept  so  at 
all  seasons,  will  result  in  more  business.  Buyers  can 
arrange  shipments  to  carry  out  this  plan  and  they 
will  be  more  than  gratified  with  final  turnover.  It 
means  profits.  A  fair  interpretation  of  .samples, 
market  conditions  and  style  influences  will  lead  to 
{his  conclusion. 

Proper  boxing  of  knitted  goods  has  been  a  great 
•selling  help  to  merchants  especially  at  holiday  sea- 
!^on,  and  in  window  or  interior  displays.  More  beau- 
tiful boxes  than  ever  are  being  made  for  men's, 
women's  and  children's  novelties.  With  next  sea- 
son's .styles  the  new  three-color  lithos  on  boxes  will 
make  a  striking  display  to  the  merchant's  benefit. 

Early  selections  and  ample  foresight  will  be  good 
business.    Be  in  first  for  first  choice. 
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Higher  Priced  Lines 

Self  colors  and  plain  weaves  seem  to  be  quite  the 
proper  effect  in  the  majority  of  orders  given  by 
wholesalers.  Grey,  white,  navy,  cardinal  and  tan 
are  good.  Shor4.  lengths  are  all  the  vogue,  the  long 
styles  having  gone  completely  out,  as  an  every-day 
garment. 

The  reason  that  long  knitted  garments  have  not 
been  good  for  continued  use  is  due  to  the  vogue  of 
long  cloaks  that  was  so  much  in  evidence  during 
the  Fall  and  Winter. 

Combinations  of  royal  blue  and  white  are  con- 
sidered good.  Merchants  should  note  this,  as  these 
shades  will  be  in  popular  demand  next  Fall.  Of 
course,  cardinal  and  white,  grey  and  white,  green 
and  white  and  other  two-shade  combinations  are 
still  good. 

The  knitted  skirt,  jacket  and  toque  to  match 
has  been  taken  by  the  wholesale  for  future  business. 

The  "co-ed"  effect  is  particularly  good  for  chil- 
dren. Extensive  lines  have  been  prepared  for  this 
department  and  sizes  to  fit  all  ages  are  made  in  per- 
fect color  and  style  effect.  Children's  garments  are 
receiving  much  more  attention  than  formerly,  and 
it  is  possihle  to  make  a  variety  of  selections  that  will 
answer  all  purposes. 

A.  Fraser  Little,  buyer  for  the  ready-to-wear 
section  of  the  Regina  Trading  Co.,  has  been  in  the 
New  York,  Montreal  and  Toronto  markets  selecting 


Don't  You  ? 


Your  answer  is  Yes,  Certainly  ! 

The  first  essential  is  to  find  a  way. 

We  are  going  to  solve  this  problem  for  you. 

You  can  suit  yourself  as  to  whether  you 
give  up  your  present  position  or  not-  If  you 
choose,  you  can  devote  only  spare  time  to 
our  proposition. 

If  you  are  enterprising  and  intelligent,  and 
willing  to  work  for  $7.00  or  $8.00  a  week 
during  your  spare  hours,  for  the  first  two  or 
three  weeks  of  your  connection  with  our 
staff,  we  can  put  you  on  the  road  to  success. 

After  a  few  weeks,  when  you  have  had  a 
little  experience  at  our  business,  you  can 
earn  from  $25.00  to  $50.00  per  week. 

Write  for  full  particulars  to 

THE  MACLEAN  PUBLISHING  CO. 

143-149  University  Ave.  Toronto,  Ont. 


novelties  and  special  values  for  their  Spring  busi- 
ness. He  visited  the  office  of  the  Review  before  re- 
turning. It  is  his  opinion  that  the  prospect  was 
never  brighter  for  a  good  season's  turnover. 


A  FIRM  in  the  United  States  believe  that  the 
hope  of  reward  for  doing  well  creates  a  more 
effective  sales  force  than  fear  of  losing  ones  job 
because  of  poor  work.  They  have  accordingly  adopt- 
ed the  plan  of  distributing  prizes  monthly  among 
their  salesmen  for  superior  salesmanship  in  every 
department  of  their  store.  They  always  strive  to 
make  this  an  event  of  considerable  importance  by 
having  it  take  place  in  the  evening.  The  prizes  are 
distributed  by  some  member  of  the  firm,  accompanied 
by  words  of  commendation. 

There  is  also  a  short  address,  by  someone  qualified 
to  speak,  on  the  science  of  salesmanship,  emphasiz- 
ing the  fact  that  the  science  of  business  is  the  science 
of  service,  and  that  he  profits  most  w*ho  serves  best. 


Give  The  Boss  a  Pointer 


SEE  SALESMANSHIP  COMPETITION. 


MEN'S    WEAR  SECTION 


THIS    NUMBER 


The  Boys' 
Waterloo 

comes  when  the  mother 
buys  them  the  wear-re- 
sisting 

"Dominion'' 

Brand 

Hosiery 

This  brand  is  made 
purposely  to  withstand 
the  hard  usage  usually 
put    to    a    boy's    hose. 

It  is  knit  of  the  best 
yar    .    and    every    pair    is 

warranted  to  give  100  per  cent,  satisfaction.  Get  the 
boy's  trade  and  you'll  have  no  trouble  getting  the 
mother's. 

Write  for  Samples 
A.   Burritt    &    Co.,   Mitchell,   Ontario 
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Furs   Shown   for   Next   Fall 

Montreal  Manufacturers   Busy   With    Ad- 
vance Numbers  of   New  Season's  Output 
—  Black  and  White  Again   Featured. 


Montreal,  Feb.  20,  1912. 

ALTHOUGH  nmny  lines  of  the  high-class 
furs  are  iinieh  higher  for  the  euuiing  sea- 
son's business,  manufacturers  are  looking 
forward  to  a  brisk  business.  Travelers'  .samples  are 
about  complete,  and  with  a  few  more  additions,  will 
be  taken  on  the  road.  In  some  instances,  travelers 
have  already  started  out,  and  on  this  account,  in- 
terest is  very  )nuch  alive  thronghout  wholesale  de- 
partments. 

Even  with  the  ever  increasing  price  of  many  of 
the  popnlar  furs,  the  size  of  neck  throws,  nuift's,  and 
coats  is  ever  on  the  increase. 

Muffs  will  l)e  shown  in  lai'ge  bolster  or  |iillow 
shapes,  in  more  assnrdnonl  of  design  mnl  general 
make-up  than  was  seen  la-t  .-cason.  These  largi' 
models  require  more  fur  (o  mwr  (he  bed.  and  there- 
fore, the  i)rice  will  be  correspondingly  higher. 

Last  season  the  foxes  were  very  popular,  and 
men  w'ho  watch  the  market  closely,  tell  us  that  tlie 
coming  season  will  find  these  furs  in  still  greater 
demand.  According  to  the  sales  that  were  recently 
held  in  London,  the  price  of  these  skins  have  taken 
a  rise  of  from  20  to  50  per  cent.  This  will  mean  a 
steep  advance  for  the  retail  merchant.  White  fox, 
which  has  been  so  much  favored,  lias  taken  an  up- 
ward jump  of  50  per  cent.  Ermine  has  also  taken 
an  upward  bound,  and  will  be  nuich  liigher  tlian  in 
former  years. 

Muskrat.  the  poi:)ular  fur  for  coat  linings,  out- 
side effects,  etc.,  is  also  much  higher  in  price. 

As  'black  and  white  effects  will  no  doubt  be  as 
well  thought  of  for  next  season's  trade,  as  for  the 
season  just  passed,  it  is  only  natural  to  predict  that 
combinations  of  high-class  black  and  white  furs  will 
occupy  a  prominent  place  in  fbe  fur  department. 


Long  throws  all  the  way  u]i  to  three  yards  in 
length,  ami  12  oi'  more  iiielio  in  width,  are  good 
.-tyle    for    I'^all   and    Winter. 

l*\mey  combinations  of  fur  ami  sliirred  silk  and 
satin,  will  be  nindi  in  exideiiee  in  many  of  the  new 
muff  models.  This  idea  is  only  the  expansion  of 
last  year's  idea. 

The  natural  body  effect  will  be  good.  In  addi- 
tion to  improvement  in  appearance,  this  style  also 
adds  considerable  to  the  saving  of  raw  material  that 
would  otherwise  be  wasted  or  used  up  at  a  loss. 


Stocks  in    Fur   Low 

Long  Hairs  Have  Been  in  Great  Demand  — Ad- 
visability of  Cutting  Prices  a  Little  Later  W^hen 
Cold  Holds  Off. 

At  the  present  time  there  is  a  lowness  of  stocks 
at  retail  owing  to  the  selling  oft'  cheap  of  furs  this 
winter.  There  was  a.  tendency  (o  slaughter  prices  in 
the  market  in  some  localities,  but  the  coming  of  the 
recent  severe  cold  snap  caused  good  sales  and  helped 
to  make  the  season  a  fair  success  after  all. 

These  observations  are  particularly  true  of  Tor- 
onto trade,  for  the  early  season  in  the  AVest  was  a 
good  one  owing  to  the  winter  settling  down  quite  un- 
precedently  early.  On  the  whole,  there  can  be  little 
reasonable  complaint,  but  the  incidents  of  this  sea- 
son show  the  need  of  the  retailer  taking  note  of  the 
fact  that  the  sea.son  seems  to  grow  later  as  to  the 
weather  year  liy  };ear,  and  while  this  is  counterbal- 
anced l)y  the  tendency  towards  earlier  and  earlier 
operungs.  there  is  still  a  need  to  take  the  weather 
into  consideration,  and  not  to  become  panic-stricken 
if  cold  holds  off  a  few  weeks  longer  than  usual. 

In  following  advertising  campaigns  in  the  daily 
papers  it  was  observed  that  there  was  not  enough 
stress  laid  on  style  features  early  in  the  season,  and 
that  at  the  last  there  was  a  tendency  to  advertise 
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DIAMOND 


JUBILEE 


MOOSE  HEAD  BRAND  FURS 


On  the  attainment  of  our  Diamond  Jubilee  we  desire  to  thank  our  many  friends  and 
patrons  for  the  confidence  they  have  reposed  in  us  during  the  years  that  have  gone. 

There  have  been  many  changes  in  the  past  sixty  years. 


IN  THIS  CANADA  OF  OURS 

the  spirit  of  nationhood  has  risen  to  a  height  al- 
most reaching  maturity. 

IN  THE  FUR  TRADE 

a  revolution  from  a  few  varieties  of  furs  and  de- 
signs to  an  almost  unlimited  range  of  materials 
and  most  exacting  demands  on  our  ingenuity  to 
meet  the  continued  change  in  style  and  constant 
appeal  for  something  new. 

IN  OUR  OWN  BUSINESS 

another  generation  of  Gnaedingers  is  carrying 
on  the  work  which  was  inaugurated  by  the  late 
head  of  this  firm  more  than  half  a  century  ago. 


LOOKING  BACK 

we  see  a  steadily  increasing  business  year  after 
year,  and  cannot  help  a  gratifying  feeling  that 
our  efforts  to  give  the  best  that  is  in  us  have  been 
appreciated. 

TO-DAY 

the  Moose  Head  Brand  is  known  from  the 
Atlantic  to  the  Pacific  as  "The  Standard  of  Ex- 
cellence in  Furs." 

IN  THE  FUTURE 

it  will  be  our  endeavour,  as  in  the  past,  to  main- 
tain that  standard,  and  to  continue  the  policy 
that  has  built  up  such  an  enviable  position  for 
our  house. 


MANUFACTURERS  OF  HIGH    GRADE  FURS 

L.  GNAEDINGER,  SON  &  COMPANY 

90,  92,  94  St.  Peter  Street,  MONTREAL 
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price,  and  price  only.  There  are  many  arguments 
besides  this  which  may  be  used  to  encourage  the 
pubHc  to  buy  furs,  especially  the  one  that  in  cer- 
tain lines  there  is  a  shape  and  style  which  used  not 
to  be  thought  of  for  richness  and  elegance,  and  that 
this  is  practically  certain  of  remaining  in  fashion,  or 
if  not,  then  it  allows  for  alteration.  Again,  if  reas- 
onable price  reductions  are  made  late  in  the  season, 
it  may  be  pointed  out  that  there  is  a  steady  rise  in 
the  prices  of  furs  from  year  to  year  owing  to  the 
growing  scarcity.  This  should  prove  a  strong  in- 
ducement to  thoughtful  women.  Altogether,  the 
merchant  many  times  cuts  prices  when  he  might 
better  spend  the  money  in  advertising.  This  of 
course,  does  not  apply  in  the  case  of  old  or  sticking 
stock.    This  should  be  cleared  out  at  any  sacrifice. 

Demand  for  Long  Hairs. 

In  the  Toronto  market  there  has  been  a  steady 
demand  for  long  hairs,  and  foxes  have  sold  in  great- 
er numbers  than  would  have  been  thought  possible  a 
few  years  ago.  In  some  cases  the  very  high  priced 
lines  in  mink  were  slow  this  year  owing  to  the  de- 
mand for  long  hairs.  Mink  is  fast  becoming  a  lux- 
ury for  the  few,  and  while  this  fur  is  one  of  the  best 
investments  any  purchaser  can  make,  the  merchant 
will  be  wise  to  consider  the  average  bank  account 
among  his  patrons  when  ordering  in  quantity. 

There  was  a  great  display  of  mole  just  after  the 
season  opened  in  Toronto.     This  followed  the  news 


of  its  popularity  abroad  and  in  New  York.  Stoles 
of  immense  size  were  offered  and  there  were  muffs  to 
match,  also  extra  large.  This  fur  has  a  remarkably 
dressy  appearance  and  competes  in  this  respect  with 
the  handsomest  shown.  In  addition  to  this,  it  is  not 
expensive  in  comparison  to  other  furs  which  are  of- 
fered in  equally  luxurious  forms.  Sales  were  a  little 
retarded  by  the  late  offering,  but  there  was  a  fair  de- 
mand, in  all  probability  this  fur  will  be  even  bet- 
ter next  year. 


Popularity  of  Muskrat 

This  season  promises  to  see  more  sales  of  musk- 
rat  in  proportion  to  other  lines  than  ever  before. 
This  fur  has  oome  into  its  own  in  a  surprising  way, 
considering  the  long  neglect  of  it  in  its  wider  possi- 
bilities. There  is  now  to  be  seen  not  only  the  natur- 
al rat  used  for  coats  and  throws  of  a  popular  type, 
but  the  cut  rat  which  makes  about  the  best  imitation 
of  a  seal  which  is  now  on  the  market.  It  was  at 
first  feared  that  the  new  type  of  plush  coats  might 
compete  with  this  article  to  the  detriment  of  the  fur, 
but  this  is  found  not  to  be  the  case. 

A  great  many  throws  and  muffs  at  popular 
prices  made  of  the  cut  muskrat  nave  been  selling  this 
year.  These  are  strictly  up-to-date  in  the  long,  flat 
shape  of  the  stole  and  the  large,  flat  muff.  There 
have  been  no  furs  of  the  short  hairs  in  the  same 
shade  to  compete  with  these  handsome  black  .sets. 


Itich   display  of  natural  Labradoi-  mink  and   royal  ermine   by   Holt.   Renfrew  &   Co.,   Toronto.   Skins   are   used   to   striking  advantage 
in   the  background  and  a  handsome  coat  and   beautiful  pieces,    typical   of   the   season's   styles,    are   shown.     The    pillars 
at  the  back  are  swathed  in  skins  and  at  the  top  the  lettering  "Furriers  to  H.M.  The  King,"  is  done  in  ermine. 
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UP-TO-DATE  STYLES  FOR  1912 

IN 

REDMOND  FURS 

Now  Bein^  Shown  By  Our  Travellers 

Graceful  patterns  in  Astrachan,  Persian  Lamb,  Beaver 
and  Seal,  showing  all  the  newest  ideas  in  jacket  styles. 
Shadow -stripe  and  dropped  effects,  combined  with  the 
best  designs  we  have  ever  turned  out,  make  our  Seal 
Dyed  Rat,  Electric  Seal  and  Rat  worthy  of  your 
inspection. 

In  Small  Wear  the  long-haired  furs,  such  as  Wolf,  Fox, 
Skunk  and  Bear,  should  this  year  be  prime  favorites, 
and  our  designers  have  well  prepared  us  for  the  demand 
in  these  goods  by  giving  us  some  of  the  smartest  and 
most  stylish  patterns  we  have  yet  seen. 

This  will  be  another  big  Muff  year,  and  we  have  some 
ideas  to  show  you  in  this  class  of  goods  that  will  be 
money-makers  for  you.  Mink  and  Persian  Lamb  are 
two  lines  which  we  are  featuring  and  on  which  we  feel 
we  stand  alone  both  as  to  styles  and  values. 

IT  WILL  BE  TO  OUR  MUTUAL  ADVANTAGE  THAT  YOU  LOOK 
AT  REDMOND'S  FURS  BEFORE  PLACING  YOUR  ORDER. 

THE  REDMOND  CO.,  LIMITED 

MONTREAL  WINNIPEG 
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The  Buyer's  Viewpoint 

Buyers  in  the  New  York  market  are  placing  or- 
ders for  serges  and  Avhipcords  for  Fall  and  Winter 
1912-13. 

Rough-finished,  piece-dyed  fabrics  with  cheviots 
at  their  head  are  being  taken  up  with  increasing 
certainty. 

Most  prominent  colors  are  on  the  purple  order 
and  such  shades  as  ashes-of-violet,  prune  and  plum 
aie  favored. 


Placing   Serges  and  Whipcords  for  Fall 

Chinchillas  and  Ratines,  Brush-finished  Scotch  Fancies,  Zibelines  and 
Boucles  in  Cloaking  and  Suiting  Weights  —  New  Colors  on  the  Purple 
Order,    Bordeaux    the    Novelty    Shade    —    Buyers     in     New      York      Market 

Staff  Correspondence. 


New  York,  Feb.  16. 

PARIS  certainly  creates  the  new  fashions,  but 
they  ai-e,  as  a  rule,  though  highly  artistic, 
not  in  a  form  suitable  to  the  needs  of  the 
average  woman,  and  it  is  left  to  the  genius  of  the 
American  manufacturer,  while  retaining  the  novel 
touches,  to  make  over  tliese  somewhat  unpractical 
fashions  into  such  foi'iiis  that  the  general  run  of 
trade  can  use  them  to  advantage. 

All  through  the  winter  months,  white  has  been 
extensively  worn  in  Paris,  and  now  New  York  is 
em])hasizing  its  vogue  for  Spring  and  Summer  wear. 
The  white  serge  suit,  the  tailored  dress,  and  the 
white  serge  coat  even  at  this  early  day  stand  out  pre- 
eminent. Serge  is  the  prominent  fabric,  but  its 
supremacy  is  beginning  to  l)e  rivaled  by  whipcord, 
and  there  are  many  novelty  weaves  such  as  sanglier 
or  ratine,  wool  corduroy,  Bedfords  and  others  that 
are  being  taken  up  by  the  high-class  trade. 
A  Serge  Scarcity. 
Retail  buyers  have  placed  generous  orders  for 
white  fal)rics,  and  very  large  orders  have  also  come 
from  the  retail  trade.  Nevertheless,  a  scarcity  is 
expected  to  develop  particularly  in  serges  in  the 
American  market.  This  is  due,  in  a  large  measure, 
to  the  fact  that  it  is  difficult  to  make  whites  and 


creams  successfulh'  along  with  colored  fabrics,  and 
there  are  many  mills  that  do  not  wish  to  turn  their 
plants  to  whites  and  creams  alone.  The  mills,  there- 
fore, that  are  prepared  to  deliver  perfectly  .spotless 
and  clean  fabrics  have  all  and  more  orders  than 
they  can  ever  hope  to  deliver. 

Tans  are  the  novelty  shades,  and  all  the  forms 
of  this  color,  including  champagnes,  yellow,  whites, 
mastic,  golden  tan  and  klmki  are  sliown  |)rominent]y 
in  high-class  goods. 

From  the  staple  standpoint  navy  leads,  and  this 
holds  good  in  all  cloths.  Fancy  woolens,  Scotch 
effects  and  whipcords  are  at  their  be.st  in  black  and 
white,  though  there  is  some  leaning  towards  pastel 
colorings. 

Pl.'Vcing  for  Next  T'^all. 

Bnvers  now  in  New  York  are  viewing  the  collec- 
tions put  out  for  the  Fall  aiul  Wintcq'  n>12-13,  and 
are  placing  orders  for  serges  and  whipcords  for  thai 
season.  \Vo< ileus  have  largely  displaced  worsteds  for 
the  time  being,  and  rough-Mnished  piece-dyed  fabrics 
with  cheviots  at  their  head,  ore  being  taken  up  with 
increasing  certainty. 

Many  fabrics  such  as  chinchillas  and  ratines  are 
being  taken  up  in  both  suiting  and  cloaking  weights. 
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Are  you  prepared  to  meet  the  popular  demand  for 

PRIESTLEY'S  DRESS  FABRICS? 


You  cannot  fail  to 
be  impressed  with  the 
extensive  ranges  being 
shown  for  Spring  1912. 
Have  you  seen  our 
salesmen  ?  If  not  — 
WRITE. 


Mohair  Motor 
Coating 


Beautifully  soft 
gray  effects  that 
lend  themselves 
to  the  most  fas- 
cinating styles 
for  motor  wear. 
Very  light  and 
cool  dust-proof 
ideal  for  Sum- 
mer wear. 


Let  us  show  you   some 

of  the  many  attractive 

patterns  in  these 

Mohair     Motor    Coating 


THE  "CREAM"  OF  THE  SERGES 


Electros  like 

these  are 

furnished 

free 


Cream    Ser^e    Suiting 

In  light,  medium  and  heavy  weights. 

Sorina  styles  will  radiate  from  a 
centre  of  Serge. 

Dame  Fashion  says  'Serge  is  the 
cornerstone  ofthe  spring  suit  materia  Is' 

For  beauty  of  weave  and  remarkable 
values,  the  choicest  serges  are  -  - 


c5r 


Cream  Serge  Suitings 
and  Mohair  Suitings 
and  Coatings  in  grey  ef- 
fects are  the  leaders.  If 
you  have  not  already 
ordered,  DON'T 

DELAY. 


They 

help 

your 

advertising 


Sole  ylgents  For  Priestlf^'s  Dress  Fabrics 


GREENSHIELDS  LIMITED    -    Montreal 
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Boi-flered  cotton  foiiI:irils  sliown  by  The  \V.  K.  Broi-k  Co..  Toronto. 

Tliis  also  a])plies  to  tlie  brashed-siirface  Scotch  ef- 
fects. Fine  sheared  zibelines  and  medium  rough 
effects,  with  the  long  hairs  laid  close  to  the  surface, 
are  much  shown,  and  following  the  lead  of  looped 
fabrics  now  so  much  in  the  limelight. 

The  most  prominent  colors  are  on  the  purple 
order,  and  such  shades  as  ashes-of-violet,  prune  and 
plum  are  much  favored,  and  promise  to  be  popularly 
prominent  in  the  Fall  of  1912.  Bordeau  shades  are 
new  and  fully  carry  out  this  idea,  as  they  are  be- 
tween red  and  blue,  and  yet  have  a  strong  purple 
cast. 

Black  in  Color  Effects. 

Monotones  are  well  to  the  fore  in  the  new  lines 
in  the  fomi  of  line  stripes,  cord  stripes,  two-tone 
diagonal  and  in  ileck  and  mixture  effects.  Black 
and  white,  while  not  new,  is  still  fashionable,  for  the 
vogue  of  this  combination,  both  here  and  in  Europe, 
is  by  no  means  over  yet.  Black  as  a  color  is  com- 
ing into  almost  equal  prominence.  Indeed,  a  touch 
of  black  is  needed  to  complete  nearly  every  color 
effect  or  combination. 

Chinchillas  for  Cloakings. 

Rough  novelties  are  leading  the  market  for 
cloakings  for  the  coming  Fall.  So  far  as  fabrics  are 
concerned,  chinchillas  are  far  and  away  the  leaders, 
but  all  materials  of  a  shaggy  type  are  in  the  run- 
ning. Though  two-tone  effects  in  diagonal,  chevron 
stripe  and  mixture  effects  0x6^  first  in  popular  lines, 
solid  color  effects  are  coming  to  the  front. 

Silk  Novelties. 

Manufacturers  who  sampled  chiffon  taffetas  have 
done  exceedingly  well  with  them,  as  the  trade  was 


evidently  ripe  for  the  production  of  some  dominant 
novelty.  Most  interest  has  been  evinced  in  change- 
ables  and  glaces,  and  besides  the  plain  fabric  novelty 
effects  in  Pekin,  pin  stripes,  checks  and  small  de- 
signs are  in  evidence.  The  high  novelties  show 
small  floral  designs  on  striped  grounds,  either  with 
or  without  matching  borders.  Handsome  bordered 
effects  in  great  variety  are  shown  in  these  new  silks. 

The  succes.s  of  foulards  is  assured,  as  all  the 
large  retail  buyers  have  taken  them  up.  To  the 
classic  designs  must  be  added  flortd  designs  widely 
spaced  over  the  silk  and  with  narrow  floral  borders. 
Charmeuse,  meteor  and  satin-finished  crepe  weaves 
have  been  ordered  freely.  The  popular  trade  is  in- 
terested in  satin  finishes,  particularly  in  stripes  and 
I'ancias. 

Siuart  little  dresses  made  from  tub  silks  are  be- 
ing put  out,  and  these  .silks  promise  well  for  retail 
selling. 

Heavier  Cotton  Fabrics. 

The  tendency  in  cotton  fabrics  is  to  an  increased 
acceptance  of  heavier  fabrics.  Piques,  cordis  and 
welts  are  showing  in  white  and  in  solid  colors,  also 
in  printed  effects.  Poplins,  reps  and  ducks  and  suit- 
ings are  included.  Agaric  or  toweling  is  .showing 
in  solid  colors  and  in  striped  effects,  and  crashes  and 
etamine  weaves  in  linens,  in  natural  and  in  the  new 
colors,  are  high  novelties. 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leadins  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  relia- 
able  and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

210  St.  James  Street        -  -  Montreal 
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Live  Interest  In  Trimmings 

This  Line  Does  Not    Seem    in    the    Least 
to   Suffer    by    Vogue   of    Laces. 

There  seems  to  be  a  gruvviug  interest  in  trim- 
mings which,  in  view  of  the  immense  vogue  of  laces, 
seems  rather  surprising.  At  first  it  was  not  expected 
that  there  would  be  a  sale  for  these  lines  other  than 
that  which  falls  to  staples  such  as  the  fine  braids, 
bead  efi^ects,  etc. 

The  introduction  of  the  rhinestone  trimming, 
both  by  the  yard  and  in  the  separate  stones  to  sew 
on,  marked  a  departure  from  the  band  trimmings  of 
silver  or  crystal  so  popular  before.  This  has  been 
followed  by  offerings  of  pearls  and  also  of  colored 
effects,  and  all  have  been  successful. 

Wide  braids  are  again  appearing  on  coats,  especi- 
ally in  the  case  of  the  white  serges.  There  is  also  a 
considerable  use  of  all  kinds  of  braids  which  are  suit- 
able for  frogging.  This  is  a  result  of  the  vogue  of 
buttons. 


Buttons  Very  Strong 

y  It  seems  not  to  be  enough  that  buttons  should  be 
mentioned  among  the  fancy  goods  this  season,  but 
because  of  their  great  vogue,  and  the  variety  of  fabric 
effects,  they  seem  to  merit  a  place  among  the  trim- 
mings. Some  handsome  frog  effects  with  buttons  as 
a  part  of  them  are  shown  at  the  trimming  t-ounter. 
Besides  these,  effects  that  simulate  buttons  are 
very  good  on  semi-dress  costumes.  There  will  be 
great  sales  of  the  small  pearl  and  crystal  buttons, 
and  there  will  also  be  a  considerable  demand  for 
forms. 

Great  Importance  of  Fringes 

In  wash  as  in  all  other  lines  it  is  almost  impos- 
sible to  exaggerate  the  immense  importance  of 
fringes  this  year. 

Every  merchant  should  continue  to  stock  both 
the  wash  and  the  other  lines.  There  have  already 
been  placed  an  immense  number  of  orders,  but  the 
trade  is  now  at  its  most  profitable  stage,  and  mer- 
chants sliould  take  advantage  of  the  fact  to  make 
hay  while  the  sun  shines.  Plain  fringes  are  con- 
sidered the  best,  but  in  the  wash  lines  there  are  also 
offei'ed  knotted  varieties  as  an  excellent  line. 

There  continues  to  be  a  great  demand  for  silver 
and  gold  fringes,  but  these  lines  may  go  out  suddenly 
from  ])eing  overdone  in  tlie  future.  This  is  only  a 
surmise,  but  the  tremendous  vogue  of  this  trimming 
which  is  offered  at  a  popular  price  seems  so  strong 
as  to  be  unlikely  to  last.  On  the  other  hand,  the 
bead  and  crystal  effect^s  are  likely  to  remain  good 
for  a  long  time  to  come. 


As  for  the  wash  lines,  their  success  is  assured. 
Ball  fringes  of  Irish  crochet  and  metallic  as  well  as 
ordinary  washable  ball  effects  are  booked  for  popu- 
larity. 

^ — ■ 


Year's    Output    In   Gloves 

Discussion    of    Possible    Scarcity  —  Orders 
Not    Sufficiently    Early    in    Booking. 

The  heavy  glove  trade  for  next  Fall  is  in  a  very 
active  condition.  As  there  is  every  likelihood  of  a 
very  big  commercial  business  throughout  the  whole 
country,  buyers  are  advised  to  place  their  orders  at 
an  early  date  so  as  to  avoid  delay  in  deliveries.  There 
is  a  possibility  of  a  considerable  shortage  of  goods 
made  in  Canada,  or  in  other  countries  for  the  Cana- 
dian market. 

The  Various  Lengths. 

With  the  prospect  good  for  the  16-button  glove, 
manufacturers  have  made  special  preparations  to  be 
})repared  for  the  coming  demand.  While  a  good 
amount  of  business  was  written  some  time  ago,  there 
will  be  a  large  demand  from  merchants  who  have 
[Hit  off'  their  buying  until  late,  in  order  to  make  no 
mistake. 

White  gloves  are  being  well  stocked  by  manu- 
turers  and  jobbers.  Blacks  are  also  expected  to  sell 
well,  and  therefore  are  also  stocked  in  large  quan- 
tities. 

In  addition  to  white  and  back,  we  have  tans, 
navies,  greys  and  champagne  shades.  These  are  re- 
ceiving attention  to  quite  an  extent  in  all  parts  of 
the  country. 

For  Spring,  buyers  are  inclined  to  favor  the 
short,  wrist  length.  They  contend  that  the  long 
sleeve  will  demand  the  short  glove.  For  late  Spring 
and  Summer  selling  long  silks  will  rule  the  market. 
Lisles  will  compete  to  some  extent  in  the  cheaper 
grades. 

Long  kids  in  tans,  grays,  and  delicate  pastel 
shades,  will  be  in  demand,  to  match  the  dress  goods. 
Black  kids  will  be  exceptionally  good. 

While  12-button  gloves  will  be  thought  well  of, 
the  16-button  model  will  be  the  favorite  by  long 
odds. 

Pongee  gloves  are  expected  to  be  good,  as  the 
pongee  silk  for  garments  and  trimmings  with  pongee 
effects  are  emphatically  prominent  for  Spring  wear. 


The  firm  of  Argue  &  Cooper,  Little  Current, 
Sask.,  has  been  dissolved.  Mr.  Cooper  will  continue 
the  business.  The  firm  opened  their  store  some  nine 
years  ago  and  it  has  grown  steadily  until  to-day  it  is 
one  of  the  largest  between  Winnipeg  and  Calgary. 
Mr.  Argue  is  retiring  owing  to  ill  health. 
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WATCH  THE  BACK  COVER 

There  is  a  new  announcement  on  the 
back  cover  this  issue. 

There  are  a  few  dates  still  open,  but 
reserve  now  if  you  desire  one  of  these 
cover  positions. 

Better  write  to-day  about  our  Special 
Proposition  to  Advertisers  using 
this    space. 

There  will  be  a  new  announcement 
each   issue.     WATCH    FOR    THEM. 
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Special  Easter  Number 


The  January  and  February  sales  are 
now  over;  dead  stocks  have  been  cleared 
away,  and  the  merchant  is  now  looking 
forward  to  the  Spring  rush. 

Easter  is  the  climax  of  the  big  trade 
revival  and  buyers  are  alert  to  complete 
their  stocks  with  Easter  novelties  in  the 
Dress  Accessories,  Fancy  Goods,  Ready- 
to-wear  and  Men's  Wear  Departments. 

Our  big  Easter  Number  will  go  to  the 
trade  the  first  week  in  March  and  it  will 
pay  manufacturers  and  wholesalers  to 
make  their  special  announcements  in  this 
issue. 

Our  Ad.  Writing  Department,  which 
is  unequalled  in  Canada,  will  assist  in  pre- 
paration of  copy  if  you  so  desire.  Forms 
close  February  28th. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


WILL  MAKE  DECORATIVE 
MATERIALS. 

The  Canadian  Flower  Mfg.  Co., 
Montreal,  which  has  been  manufactur- 
ing millinery  supplies  lor  the  ,past  22 
years,  has  recently  added  a  new  de- 
partment of  work,  the  luanufacture 
of  all  kinds  of  decorative  foliage  and 
flower  effects,  for  decorators  and  win- 
dow trimmers. 

The  manager  of  the  Canadian  Flow- 
er Mfg.  Co.  has  recently  returned 
from  a  business  trip  abroad,  and  has 
the  latest  ideas  to  apply  to  the  many 
lines  manufactured  by  his  firm. 

Representatives  of  this  firm  will 
soon  call  upon  trimmers  in  various 
parts  of  Canada.  The  development  of 
the  artificial  flower  business  in  Can- 
ada, has  been  very  marked  during  the 


past  years,  and  there  is  every  reason 
to  expect  that  this  industry  will 
grow  into  one  of  the  most  progres- 
sive enterprises  in   the   Dominion. 


A  NEW  PERFORATOR. 

Wall  paper  retailers  will  be  inter- 
ested   in   the   "Success   Perforator," 


ed.  This  new  device  for  cuttiuy  out 
borders,  crowns,  ribbon  decorations 
and  panels  eliminates  storage  battery 
troubles  because  it  is  operated  by 
either  a  direct  or  alternating  curi'ent 
of  electricity  and  is  received  ready 
to  attach  to  any  electric  light  socket. 
Its  reasonable  price  makes  it  a  pro- 
fitable investment.  The  machine  rests 
on  the  paper  and  consequently  there 
is  no  strain  on  tiie  hand.  In  opera- 
tion it  is  simple  and  speedy. 


illustrated    iierewitii,    which    is    being 
offered  the  trade  by  Stauntons  Limit- 


Gage  Bros.  &  Company,  Chicago, 
have  appointed  J.  A.  Wilkinson  as 
Canadian  representative.  Mr.  Wilkin^ 
son  is  well  known  to  the  Canadian 
millinery  trade  as  he  was  for  10 
years  with  the  .John  D.  Ivey  Co.  For 
the  month  of  February  and  for  the 
millinery  openings  the  sample  line  is 
at  the  King  Edward  Hotel,  Toronto. 
Later  the  Review  understands  that 
the  establishment  of  a  branch  house 
in  Canada  is  under  consideration. 
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TtiB  Men's  WbauReView 

(SECTION  ) 

Containing  Authoritative    Style  and   Market    News  and  Practical  Merchandising 
j^     j^     Information  for  Dealers  in  Men's  Clothing  and    Furnishings,     j^     j^ 


Features  of  This  Number 


Planning   the  Front  of  Your  Men's 
Wear  Store. 

vSalesmanship   that   Backed    up    the 
Advertising. 

News  and  Views  of  the  Men's  Wear 
Market. 

C.  W.  T.  A.   Men   and    their   Work. 

Built  up  his  Business  by  Specializing. 

Marks  &  Price  Open  Well  Equipped 
Men's  Wear  Store. 

Effective     Men's     Wear    Windows 
Illustrated. 

Give  the  Boss  a  Pointer.    (Competition.) 

Authentic  Market  Information  with 
Illustrations  of?New  Goods. 

How  Ad.  Men  are  Describing  their 
Spring  Lines. 
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^HE  "Art  Clothes"  Selling  Outfits  for 
Spring,  1912,  are  out — nearly  one  hun- 
dred more  of  them  than  last  year. 

Men's  wear  merchants  write  in  every  day 
telling  us  that  the  1912  Samples  and  Models 
are  cracker-jacks — the  best  they  have  ever 
seen. 

That  means  a  bus}'^  season  for  them  and  for 
our  tailors — five  months  of  active  selling  at 
the  Top  Price  with  Big  Profits  for  you. 

By  our  plan  there  are  no  bargain  sales  pro- 
vided for.  We  eliminate  both  risk  and  loss 
for  the   dealer. 

Every  order  means  a  definite  fixed  profit. 
"Art  Clothes"  are  the  line  that  makes 
money  for  the  hustler — the  man  who  brings 
in  the  trade  and  gets  the  orders. 

For  a  few  more  hustlers,  the  kind  we  want, 
we  can  provide  the  1912  opportunity  to  make 
money.  We  can  show  you,  and  we  want 
you  to  show  us. 

^rt  tICailorins  Companp 

JLimitth,  ^Toronto 


ART  CLOTHES 

IN  PARIS 

This  picture  illustrates 
one  of  the  sit  of  six  style 
cards  fo  r  Spring.  The 
originals  are  20  inches  by 
30  inches,  and  are  repro- 
duced in  six  colors  on 
hea'vy  board. 
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Splendid 
Opportunity 


>^  For  a  Good 
Merchant  to 


Improve 
Trade 


Show  the  Ryan  Glove  to  Customers.  The  guarantee 
placed  in  each  pair  by  the  manufacturer  is  proving  to  be 
the  best  selling  assistant  ever  given  to  the  retailer. 

The  manufacturer  is  positively  sure  the  Ryan  Glove  is  right,   and  he 

does  not  hesitate  to  guarantee  to  replace  each  pair  returned  if  any 

defect  whatever  shows. 

A  merchant  can  say  to  his  customer,  "Wear  Ryan  Gloves.     I  know 

they  are  right.     If  not,  I  will  make  them  so,  because  Ryan  is  back 

of  them." 

Ryan  Gloves  show  a  good  profit  to  the  retailer. 

Sold  by  all  the  leading  wholesalers. 


THE  ROBERT  RYAN  CO. 


THREE  RIVERS 


QUEBEC 


E.  H.  Walsh  &  Co.,  Selling  Agents,  Toronto 
Branch  Of  iices :     Montreal,  Winnipeg,  Vancouver 
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No  gaping  crotch,  no  clumsy 
double  seat-flap,  a  union  gar- 
ment that  REALLY  is  com- 
fortable. See  them  before 
you  stock  up  underwear  for 
any  season. 


These  Are 
The  Union  Suits 

THEY  Will   Want! 

"THEY"  —  the  men  and  women   you   want   to 
please  most   with   what  you   sell  —  don't 
require  you  to  carry  a  multiplicity  of 
lines  of  union  underwear.    Spec- 
ialize  on    the   kind  they  will 
like    by    far    the    best 


ELLIS 

Closed  Crotch 
Union  Suits 


Every  fault  the  old-style  Union  Suit  had  is  ban- 
ished from  these.  Ellis  Union  Suits,  with  the 
newly  -  patented  closed  crotch  (back  separate 
entirely  from  front)  fit  with  comfort  and  give 
feeling  of  secure  ease.  Our  process  of  knitting 
these  garments  explains  why  they  are 

Guaranteed 
Not  to  Wear  Baggy 

They'll  hold  their  shape  without  becoming 
saggy ;  they  won't  shrink ;  they  WILL  suit  the 
people  who  buy  them  —  as  you'll  understand 
better  if  you  try  on  a  suit  of  them  yourself. 


ELLIS    UNDERWEAR   CO.,  LIMITED 

HAMILTON  -  -  CANADA 

SELLING    AGENTS: 
Maritim»  Provinces;— J   A.  MURRAY.  Sussex.  NB.     Montreal  and  Quebec  Province —E.  O.  BARRETTE. 
&  CO..   Montreal.  Que.  Ontario — THE  EDWARD  BURNS  CO..  Toronto.  Port  Arthur  to    Pacific 

Coast:  — BRYCE  &.  CO..  \A/innipeg  and  J.  J.  THOMPSON,  Vancouver. 
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WE  CAN  SHOW  YOU 

/ 
where  every  copy  of  The  Review  goes.     We  showed  a  manufacturer 
in  Hamilton  last  week  who  was  from   Missouri. 

A  poorly  advised  advertising  solicitor  for  another  publication 
told  this  manufacturer  that  our  circulation  wasn't  half  what  we 
claimed. 

That  Hamilton  manufacturer  thinks  less  of  that  salesman 
now,  because  he  saw  for  himself  just  who  subscribes  and  pays  for 
The  Review. 


He  admitted  it  was  an  eye-opener  for  him,  namely,  the  extent 
and  quality  of  The  Review's  circulation. 

The  buying  power  of  90  of  the  dry  goods  and  men's  wear 
merchants  of  Canada  is  what  you  get  when  you  advertise  in  The 
Review. 

The  Review  has  the  confidence  of  its  readers — that  is  why  it 
pays  its  advertisers. 

THE  ONLY  PAPER  IN  CANADA  REACHING  THESE  MERCHANTS 

THAT  HAS  ITS  OWN  SALARIED  SUBSCRIPTION 
REPRESENTATIVES    IN    EVERY    PROVINCE    IN    CANADA. 


• 
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A  CampbelFs  Clothing  Agency 

will  yield  Handsome  Profits  to  the  General  Store- 
keeper as  well  as  to  the 

Regular  Clothing  Merchant 

If  we  are  not  already  represented  in  your  town,  we 
would  appreciate  a  request  from  you  for  samples. 

CAMPBELL'S  CLOTHING  is  in  the  highest  class  in 
points  of  Fashion,  Fit  and  Finish;  and  in  the 
honesty  of  workmanship  and  materials. 

Our  Special  Order  Service 

Is  the  most  profitable  method  of  selling  clothes.  It 
does  away  with  losses  from  unsold  stock,  high 
insurance  premiums  and  loss  from  capital  tied  up 
in  large  stock. 

It  will  pay  you  to  represent  us  in  your  section. 

The  Campbell  Mfg.  Co.,  Limited,  Montreal 


A  POSTAL 

CARD 

TO-DA  Y 

MAY 

SECURE 

THE 

AGENCY  FOR    YOU 

U/ye 


"If  we'd  had  our 
'  Cravenettes '  we 
'^    should  have  been 
\  all  right." 


BUYERS    OF    SHOWERPROOFS 

fhould  *ask  for  the 


DUST-PROOF  as  well  as  SHOWER-PROOF         CO..  Ltd. 


The  "CRAVENETTE"  Co.,  Ltd.,  affix  their  ly^'^^^^^^^^J" 

stamp  only  to  such  goods  as  are  suitable  iTnTClVC/^^^^t^ 

in  quality  for  SHOWER-PROOF  purposes.  proofed  by 

— ^— — ^-^— — — ^^^-^^^^  [Fhe  '^^ramicUc'QP-  \1° 

TO  BE  OBTAINED  FROM  THE  PRINCIPAL  IMPORTERS  TacumiU,  .f  su„ 


Therefore  this  stamp  is  a  guarantee,  not 
only  of  SHOWER-PROOF  properties,  but 
also  of  the  quality  of  the  material. 

IN  CASE  OF  ANY  DIFFICULTY.  PLEASE  WRITE  TO 


The  CRAVENETTE  CO.,  LTD.,  BRADFORD,  YORKSHIRE,  ;!:rSJ^ 

.Showcards  or  Booklets  if  desired  may  Ih-  li;i.l  l.y  upiiljmt;  tlirougli  the  Wholesale  Iriiiiorlinf  Ilousia 
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Make  Your  Neckwear  Pay 

Bring  the  young  men  to  your  store 
by  showing  ties  and  lounge  collars 
that  are  not  shown  elsewhere  in  your 
town-— neckwear  that  will  appeal  to 
the  best  dressed  men— the  men  whose 
trade  pays. 

Our  Spring  line  is  the  second  we  have 
shown  and  it  will  be  to  your  benefit 
to  see  it  early. 

We  ask  your  attention  to  our  line  of 
"Star"  brand  shirts  and  underwear. 


Van  Alien  Company,  Limited 

Hamilton        -        Ontario 


Wreyford  &  Company 

Toronto 
WHOLESALE   MEN'S  FURNISHERS 


Dominion  Agents  for 

YOUNG  &  ROCHESTER,  London 

Manufacturers  Shirts,  Neckwear,  Dressing 
Gowns,  etc. 

TRESS  &  CO.,  London 

High  Class  Hats  and  Caps,  patentees  of  "The 
Mascot,"  and  other  select  shapes. 

AERTEX  CELLULAR 

Underwear    and    Shirts,    Union    Suits   and 
Shirts  and  Drawers,  stocked  in  Toronto. 

COHEN  &  WILKS,  Manchester 

Rain  Coats  for  Men  and  Ladies  in  rubber 
and  yarn-proof.  See  our  Hand  Spun  Coats 
for  Spring— The  "Thoroughbred." 

Now  showing  Fall  Samples 
Spring  Goods  in  Stock 


WHERE  BOYS  ARE  CONCERNED 


**Thc  Je^ckson  Blooiner 


there  cannot  be  too 
much  strength  and 
wear  resistance  in 
clothing.  Knickers 

especially  must  be 
constructed  firmly  to 
give  satisfactory  wear. 

"LIOM" 

BRAND 

Bloomers 

and  knickers  are  made 
of  thebestmaterialsand 
stitched  to  stay.  This 
is  the  Canadian  brand 
for  Canadian  boys. 

Double  Seats 

Double  Knees 

Our     lines :     Suits, 
»>   Knickers,        Bloomers 
and  Overalls  for  boys. 


Write  for  Samples. 

THE  JACKSON  MFG  CO.,  CLINTON 


CLINTON 


FACTORIES: 
GODERICH 


and   EXETER 
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^^Are  You  Prepared 

for  the  Boy  Scout  and   Girl  Guide  business  of  your  town  ? 

Let  us  give  you  a  lip,  get  the  boy  scout  trade  and  you've  got  the  younger 
generation  coming  your  way.  They  have  influence  everywhere.  YOU  can 
get  this  trade  and  hold  it  by  handling 

"MILLER'S  OFFICIAL  OUTFITS" 

which  are  known  and  recognized  throughout  the  Dominion  as  the  best  ob- 
tainable. We  are  authorities  on  these  goods,  and  are  the  first  Canadian 
house  to  make  Boy  Scout  and  Girl  Guide  Uniforms  and  Accessories,  and 
have  supplied  95%  of  the  outfits  used  in  Canada  and  the  United  States. 

WE  SPECIALIZE  IN  CADET  UNIFORMS 

Write  Dept.   No.  i  for  Illustrated  Catalogue 

The  Miller  Mfg.  Co.,  Limited 

251-253  Mutual  St.,  TORONTO 


GET    OUR    LINE 


OF 


REGISTERED 


To  be  shown  by  only  one  Merchant  in  a  Town 

Merchant  Clothier !     Reduce    your    ready-made  stock    by  selling    made-to-measure  clothes.     Get 

our  Line. 
Merchant  Tailor!     Show  two  hundred  "new"    styles  and  capture  the  business  now  taken    from 

your  town  by  outside  rivals.     We  make  clothes  as  good  as  YOU  DO.     Get  Our  Line. 
Men's  Furnisher  !     Add  a  profitable  side-line  to  your  business.   Made-to-measure  Clothes.     Watch 

it  grow.     Get  Our  Line. 
Dry  Goods  Merchant  !       You    can    sell    men's   made-to-measure    clothes.     W^e     start  you    right. 

Get  Our  Line. 
General  Store  Merchant  !     Your  store  is  not  general  without  a  made-to-measure  department.     We 

equip   you  with  everything  necessary.      Every  sale  brings  big  profits.      Get  Our  Line. 

FACTS: 

SIX  DAY  DELIVERY  (from  receipt  to  shipment.) 

GUARANTEE — If  not  satisfactory,  your  money  back. 

Dawson    Clothes    retain    their    shape,    because    they    are    custom    tailored. 

Write  now  for  Spring  and  Summer  Samples 

John  Dawson,  Limited,  145  church  street,   Toronto 
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Market  News  and  Views 

The  slender  silhouette  in   Men's  Clothing — Latest 

novelties  in  canes — Importance  of  boy  scout  lines — 

Locality  contrasts  in  Toronto — After-hour  entrance 

displays. 

Reports  that  have  gone  forth  from  the  Custom 
Cutters'  Convention  in  Buffalo  indicate  that  the 
"slim  silhouette"  is  to  be  the  thing  in  men's  cloth- 
ing styles  this  year.  While  this  news  may  be  some- 
what disquieting  to  the  man  who  throws  a  some- 
what bulky  shadow  it  may  well  l>e  questioned  if  the 
slim,  so  called,  English  styles  will  have  any  marked 
influence  in  the  Canadian  market,  which  has  always 
demanded  a  happy  medium. 


ness  and  professional  men.     The    coat    meets    the 
demand  for  a  semi-dress  garment  for  day  wear. 


With  the  increasing  interest  that  is  being  direct- 
ed towards  it  by  the  Government,  the  boy  scout 
movement  is  assuming  very  large  proportions. 
There  is  a  constant  enquiry  for  the  distinctive  scout 
clothing  and  the  merchant  who  puts  in  a  fair  stock 
and  advertises  them  should  meet  with  a  brisk  de- 
mand. The  Government  is  apparently  preparing 
for  an  encampment  of  40,000  scouts,  and  the  influ- 
ence of  the  movement  will  create  an  interest  sure  to 
develop  a  strong  demand.  Boy  scout  uniforms  with 
complete  equipments  are  now  on  the  market  and 
should  interest  the  merchant. 


Clothing  manufacturers  who  are  now  fllling 
their  Spring  orders  report  conditions  to  be  generally 
satisfactory.  Road  representatives  returning  from 
the  West  state  that  -with  the  exception  of  a  few  local 
"bad"  spots  the  market  there  is  in  a  very  good  con- 
dition, with  great  promise  for  a  satisfactory  season's 
business. 


Men's  wear  merchants  should  ask  themselves  if 
they  are  giving  adequate  attention  to  leather  novel- 
ties for  men.  Collar  and  tie  boxes,  whisk  holders, 
wallets,  shirt  boxes,  traveling  cases  and  a  score  of 
other  articles  might  be  featured  to  advantage  in  a 
special  case  and  advertised.  Beyond  carrying  a  few 
belts  there  are  merchants  who  ignore  this  line  alto- 
gether.    Give  it  a  trial. 


Belt  designs  for  the  Summer  season  included 
several  very  neat  fastening  arrangements,  which  do 
away  ^Adth  holes  and  buckle.  These  are  always  neat 
in  appearance  and  reliable. 

*       *       * 

A  New  York  report  states  that  there  has  been 
quite  a  lively  demand  for  the  business  cutaway  made 
from  fancy  .suitings.  The  suit  will  be  worn  exten- 
sively during  the  Spring  and  early  Summer  by  busi- 


Why  is  it  that  men's  wear  stores  do  not  feature 
linen  handkerchiefs  more  aggressively.  Seldom 
does  a  salesman  suggest  or  introduce  these  articles 
to  a  customer,  and  quite  as  seldom  is  it  that  they 
form  part  of  any  display.  True  they  are  very  staple, 
l)ut  it  has  been  found  that  a  little  advertising  will 
luring  to  the  retailer  of  men's  wear  considerable  busi- 
ness that  is  now  going  to  dry  goods  departments. 
New  ideas  for  di.splay  are  being  introduced  which 
should  go  far  to  assist  the  men's  wear  store  in  attract- 
ing a  larger  share  of  the  business. 


The  contrast  in  the  clearance  sale  signs  of  the 
stores  on  King  street  and  Queen  street  west,  Toronto, 
furnishes  an  interesting  evidence  as  to  the  difference 
in  trade  standards  aimed  at  by  each  locality.  Along 
Queen  street  one  reads  such  signs  as  these:  "Money 
or  bust;  must  have  $20,000  by  March  1st";  "Stupen- 
dous offerings,  you  can't  get  away  from  these  bar- 
gains" ;  "Slashing  prices  in  half" ;  "See  these  shirts, 
retarded  by  the  late  offering,  but  there  was  a  fair  de- 
the  most  part  done  in  large,  red  letters  on  a  white 
ground,  and  so  frequently  do  they  occur  that  one 
block  in  particular  looks  like  a  fire  panic.  The 
same  plan  is  adopted  every  year.  It  is  a  way  they 
have  in  Queen  street  west,  where  much  depends  on 
locality  business.     In  King  street  west  a  red  letter 
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sign  running  across  the  front  of  the  store  would 
either  indicate  an  auction  sale  or  unprofessional  con- 
duct. When  a  King  street  merchant  has  something 
to  clear  out  he  does  it  in  such  a  way  that  it  will  not 
jar  the  tender  sensibilities  of  the  high-class  trade. 
A  dignified  card,  a  neatly  filled  window,  probably  an 
advertisement  in  an  evening  paper — these  do  the 
business.  It  all  depends  on  the  cultivated  outlook 
and  the  atmosphere. 

*  *  * 
The  latest  word  from  London  is  that  plain  gold 
and  silver-topped  canes  are  still  fashionable  among 
the  smart  set.  This  type  enjoyed  great  popularity 
among  the  dandies  of  a  hundred  years  ago.  Part- 
ridge canes  hold  their  own  very  firmly  and  others  in 
vogue  are  rock,  with  natural  root  markings  on  the 
handle,  molacca,  pimento,  figured  ebony,  with  beau- 
tiful marking  and  crocus  wood;  all  these  having 
gold  and  silver  mountings.  One  of  the  novelties  is 
a  high-class  cane  with  sih-er  whistle  fitted  to  the 
handle.  This  can  be  easily  taken  out  and  used. 
Another  is  a  folding  stick  of  crocus  and  other  woods 
consisting  of  two  parts  which  are  screwed  together 
for  use.  Canes  with  leather-covered  handles  are 
largely  in  demand  in  London.  There  is  also  an 
extensive  range  of  canes  set  off  with  gold  and  filigree 
mounts,  ivory  mounts  covered  with  gold  filigree 
work,  gold  tops  with  enameled  designs. 

Complete  boy  scout  outfits  now  on  the  market 
include  suits,  hats,  stockings,  haversacks,  water- 
bottles,  belts,  scarves,  flags,  etc.  The  materials  iLsed 
are  twill  khaki,  which  is  practically  shower  proof. 


Navy  wool  serge  is  also  used  for  knickers.  An 
attractive  display  of  scout  suits  and  equipment  in 
the  clothing  section  would  undoubtedly  prove  of 
wide  interest  in  the  community.  The  development 
of  the  trade  depends  upon  the  amount  of  foresight 
exercised  by  the  merchant. 

*        *        * 

"Hacker's  hard  hits  liit  hard.  Prices  hit,  ham- 
mered, boggled  and  backed,"  is  the  way  in  which 
G.  G.  Hacker  &  Co.,  Osage,  Sask.,  describe  the  values 
featured  in  an  advertisement  printed  on  green  paper. 
He  calls  it  a  "Hard  Hit"  sale.  This  is  illiteration 
with  a  vengeance. 

What  use  do  you  make  of  the  door  of  your  store 
for  display?  Some  merchants  run  neat  trims  direct- 
ly in  front  of  the  entrance  after  the  store  is  closed. 
In  this  issue  the  Review  pul)lishes  a  view  of  a  door 
treated  in  this  way. 

A  seamless  suit,  or  .seemingly  seamless,  has  made 
its  appearance  in  the  market.  So  neatly  is  the  cloth 
put  together  in  the  shaping  that  the  garments  give 
the  appearance  of  being  one  piece.  A  special  filling 
process  applied  to  the  seams  secures  the  result. 


To  introduce  their  Spring  opening  a  Toronto 
clothing  house  oft'ers  "free  pants  Saturday,"  while 
another  merchant  announces  that  he  will  give  "a 
fancy  vest  free  with  every  suit  or  overcoat  ordered 
to-morrow  or  any  day  next  week  as  an  inducement 
to  get  you  to  come  and  see  our  new  Spring  goods." 


A  window  display  in  store  7% 
feet  wide.  Brennan  Bros.,  Mon- 
treal. 


Salesmanship  Backed  Up  the  Advertising 

Instances  in  Which  Salesmen   Turned  to  Advantage  the  Interest  Created  in 

Customers  by  Display  Windows,  Show    Cards    or    Newspaper    Advertising — 

Large  Sales  Develop  from  Unexpected  Sources. 


THE  sale.'<ni;iii.<hi])  proldeiii  (nilliued  in  last 
month's  competition  liad  for  its  chief  object 
the  narration  of  instances  in  which  .sales- 
manship and  the  store  advertising  had  effectively  co- 
operated. The  majority  of  the  replies,  however,  only 
dealt  wth  the  problem  in  a  general  way  withont  illus- 
tration of  any  kind.  Two  notable  replies  are  pub- 
lished here,  both  of  which  not  only  deal  with  tlie 
general  policy  of  the  store  respecting  advertising,  but 
give  an  example  of  that  kind  of  salesman.ship  which 
follows  up  the  interest  created.  The  first  article  is 
by  J.  J.  McNabb.  histowel.  and  the  second  l)y  W.  J. 
Martin,  with  AV.  .7.  E))v  et  S(.)n,  Reeton. 


Window  Aroused  Interest  — Salesmanship 
Did  the  Rest 

In  the  first  place,  states  Mr.  McNal)b,  we  keep 
every  article  in  the  store  ticketed  and  marked  in 
plain  figures.  We  tell  every  salesperson  that,  should 
he  come  across  an  article  without  a  price  ticket  that 
i:  his  duty  to  put  the  piece  of  goods  or  article  l)efore 
the  proprietor,  or  manager  of  the  department  and  .see 
that  the  proper  price  is  put  on  it  at  once  so  as  not 
to  make  confusion  between  salespersons  and  cus- 
tomers. 

Nothing  is  more  disagreeable  in  a  store  than  to 
hear  clerks  or  customers  wrangling  about  the  price 
of  an  article.  It  hurts  a  merchant's  business,  also 
drives  custom  away. 

Secondly,  when  a  sale  is  advertised  in  any  special 
department  or  in  all  de])artments,  we  cut  the  adver- 
ti.semcnt  out  of  the  paper  and  have  each  advertise- 
ment of  each  department  placed  in  the  most  con- 
spicuous place  in  the  department  so  that  clerks  and 
customers  can  also  see  what  is  advertised  in  each  de- 
partment of  the  store. 

We  have  found  the  most  effective  way  is  to  have 
show  cards  n\)  in  each  department  with  descrijitions 
of  the  goods  advertised  on  them,  al-^o  the  prices. 
These  form  an  attraction  to  the  customer  and  we 
liave  heard  many  remark,  ''Why,  I  never  saw  tho.se 
advertised,"  or  'T  didn't  know  they  kept  tho.se 
articles  in  this  store."  These  are  the  people  who, 
when  they  see  .such  things  advertised  and  can  .see  the 
prices  for  themselves,  find  shopping  easy.  They  tell 
the  other  person,  who  also  comes  to  your  store,  and  in 
a  short  while  you  have  gained  many  new  customers 
through  your  advertising  ])lan.  In  having  your  ad- 
A'ertising  attractive  your  sales  force  cannot  help  but 


take  an  interest  in  the  goods  advertised  and  boost 
them.  It  is  simply  next  to  useless  for  a  merchant  to 
put  an  advertisement  in  a  paper,  never  tell  his  sales 
force  about  it  and  i)erhaps  have  some  goods  adver- 
tised that  the  clerks  never  saw  before,  or  knew 
nothing  about. 

If  a  merchant  wauls  to  make  his  advertising  paj^ 
he  has  got  to  have  it  attractive  and  boost  it.  Very 
few  people  will  stop  to  read  an  advertisement  in  a 
weekly  pajier  that  is  crowded  and  all  jumbled  up  in 
fine  type.  This  counts  a  little,  Imt  it  is  the  show 
cards  throughout  the  different  departments  of  the 
store  that  l)ring  the  chief  results. 

I  think  when  advertising  is  followed  in  this  way 
that  there  is  no  trouble  with  the  .sales  force  to  take  an 
interest  in  the  store  and.  it  seems  to  come  natiu'al ;  at 
least  we  have  found  it  that  way. 

Attracted  by  the  Window. 

One  day  this  winter  we  had  some  silks  in  the 
window  and  bad  them  ticketed  at  a  .special  price,  as 
we  had  our  annual  January  sale  on,  and  were  trying 
to  clear  out  these  lines. 

I  was  standing  by  tlu'  window  and  saw  two  ladies 
and  a  gentleman  stop  and  the  ladies  began  to  ad- 
mire the  silks.  One  of  them  belonged  to  our  town 
and  the  other  lady  and  getleman,  as  I  found  out 
afterwards,  were  visiting  her  from  the  West.  1 
thought  they  had  been  in  the  store  before,  looking  at 
furs,  so  thought  perhaps  if  I  could  get  them  inter- 
ested in  the  silks  I  might  ])o.ssibly  land  them  on  the 
fur  deal.  I  stepped  outside  and  .spoke  to  them.  After 
a  few  remarks  regarding  the  weather,  and  so  forth, 
tlie  town  lady  asked  if  we  had  a  certain  shade  of 
the  silk,  the  same  price  and  quality  as  that  in  the 
window.  I  told  her  we  had  and  said  that  if  they 
would  kindly  stej)  inside  I  would  oidy  be  too  pleas- 
ed to  show  it  to  them. 

This  being  done,  I  displayed  the  shade  of  silk 
asked  for,  which  proved  satisfactory  and  sold  the 
lady  a  waist  length.  I  now  saw  a  chance  to  try  and 
score  so  began  a  conversation  about  the  cold  weather 
and  then  led  on  to  the  wearing  of  ftirs,  etc.  Then  T 
made  the  remark  that  we  were  selling  all  our  furs  at 
a  reduction  of  20  per  cent.  This  aroused  the  atten- 
tion of  the  other  lady  and  she  asked  if  we  had  any 
sable  nmff's.  I  showed  her  wliat  we  had,  which  were 
of  excellent  value.  She  became  interested  in  the 
goods  and  finally  made  the  purchase. 

The  gentleman  then  inquired  about  fur  coats. 
T  explained  to  him  the  different  kinds  we  had,  also 
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Full  Front  Men's  Wear  Displays  that  Sold  the  Goods 
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Full  front  displays  of  men's   •near  lines  have   proved   profitable  wherever  tried  out.     This  one  is  by  Reg.  Brown,  with  the  Cressman 

'Co.,  Peterboro'. 


Men's  evening  dress  window.  C  lur  scheme- 
black  and  while.  Accessories  lightened  up 
window,  making  attractive  display.    Cards  i 


A  doorway  trim.    A  small  shelf  is  hook- 
ed onto  the    door   and   trimmed    each 

,     ,  .  ,= ■■—.,.    -- night  at  closing  time     A  good   way  to 

dark  grey,  with  white  lettering.  A  number  of  make  a  small  individual  trim.     It  pays, 

dress  suit  orders  was  the  result  of  this  display. 


A  blue  serge  window.  Color  scheme— blue  and 
white.  Blues,  if  featured  properly,  make  one 
of  best  windows  of  season.  Cards  in  dark 
blue,  white  lettering.  Urought  good  business 
in  blues. 


liy  Edwin  E.  Bell,  with  Thornton  &  Douglas,  Guelph,  Ontario. 
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the  regular  prices  and  the  price  we  were  now  seUing 
them  at  and  asked  him  if  he  would  look  at  them. 
To  this  he  consented.  I  showed  him  the  goods  and 
explained  to  him  how  they  were  made,  how  the 
skins  were  matched  and  how  the  skins  had  gone 
through  the  most  up-to-date  process  of  curing.  He 
then  said  that  he  was  well  pleased  with  the  garments 
bu.t  thought  he  would  like  to  look  around.  I  then 
told  him  that  he  could  buy  a  cheaper  coat,  but  could 
not  get  as  good  a  one  for  the  same  money.  I  pointed 
out  to  him  the  brand  of  the  garment  and  explained 
to  him  that  the  trade  mark  guaranteed  the  goods  and 
that  we  would  stand  by  them.  He  was  still  under  the 
same  impression  so  he  went  out  and  looked  around. 
Next  day  he  came  back  and  purchased  the  coat.  He 
was  perfectly  satisfied  with  the  goods  he  had  pur- 
chased and  I  believe  I  won  more  of  his  goodwill  and 
confidence  by  respecting  his  desire  to  look  elsewhere 
first. 

He  had  his  own  way  and  felt  that  I  had  the  con- 
fidence of  our  goods  and  that  I  wanted  him  to  be 
satisfied  before  he  purchased.  These  people  also 
bought  a  good  supply  of  boots  and  shoes  and  staples 
tiefore  they  returned  to  the  West  in  the  Spring. 
Their  purchase  in  all  amounted  to  something  about 
a  hundred  and  fifty  dollars. 

This  customer  came  back  for  more  goods  and  I 
believe  he  will  keep  coming  now  when  we  have  won 
his  goodwill  and  satisfaction  and  he  has  gained  con- 
fidence in  us. 

It  certainly  pays  to  ad^'ertise  in  a  clear  and  attrac- 
tive way  and  make  every  prospect  count. 

Competition  is  so  keen  nowadays  that  a  mer- 
chant has  to  be  alive  and  do  his  utmost  to  make 
shopping  a  pleasure  to  customers.  The  more  attrac- 
tive the  more  pleasing  it  is  to  them.  It  is  the  small 
things  that  lead  up  to  the  larger  ones. 


An  Unexpected  Suit  Sale 

To  back  up  the  advertising  of  the  store,  writes 
Mr.  Martin,  I  always  have  on  hand  the  last  one  or 
two  of  the  advertisements.  To  these  I  refer  occas- 
ionally when  showing  goods  to  customers,  especially 
in  case  of  special  prices  being  ofi^ered. 

I  take  particular  care  in  trying  to  keep  the  adver- 
tised goods  well  before  the  eyes  of  the  public. 

I  dress  one,  or  both,  of  the  windows  to  corres- 
pond with  the  advertisement,  also  display  the  goods 
in  prominent  places  about  the  store.  In  all  cases  I 
try  to  live  up  to  what  our  advertisement  occasionally 
claims  regarding  courteous  treatment  of  all  cus- 
tomers. 

Let  me  mention  one  instance  where  I  made  an 
unexpected  suit  sale. 

A  young  man  was  idling  a  few  minutes  in  the 
store  one  afternoon.    It  was  a  dull  day,  but  our  con- 


versation gradually  turned  toward  clothing,  etc.  He 
ren:iarked  that  he  would  soon  have  to  get  a  new  suit. 

I  at  once  clinched  this  opportunity  and  began  in 
a  leisurely  manner  to  show  him  the  cloths  which 
were  on  the  shelves.  I  began  to  urge  him  as  he  be- 
came interested.  I  told  him  now  was  the  time  to  buy 
if  he  wished  to  save  a  few  dollars,  as  we  were  this 
week  allowing  three  dollars  ofi^  the  marked  price  of 
any  suiting  in  the  shelves,  upon  the  presentation  of 
our  advertisement  when  paying  for  the  suit.  He 
soon  found  a  cloth  which  satisfied  him  and  left  his 
order  for  a  suit. 

I  could  give  you  other  instances  equally  as  good 
as  this. 

Let  me  advise  all  salesmen  to  keep  in  close  touch 
with  the  advertising  of  the  store  and  do  all  they  can 
to  help  make  it  pay. 


Getting  the  Shirt  Customer 

The  secret  of  good  .shirt  selling  is  to  please  cus- 
tomers. Many  merchants  and  salespeople  think 
this  can  be  done  by  forcing  them  to  buy  something 
ihey  do  not  like.  A  good  shirt  salesman  must  have 
as  much  patience  as  salesmen  in  other  departments. 
He  must  show  an  interest  in  the  customer,  and  be 
tactful  enough  to  convince  him  that  he  is  anxious 
to  please  his  tastes. 

He  must  not  assume  that  the  appearance  of  the 
cu.stomer  is  the  keynote  to  the  price  of  garment  he 
should  show.  Many  of  the  roughest  appearing  cus- 
tomers make  a  point  of  purchasing  high-priced 
goods.  They  believe  in  putting  quality  ahead  of 
price.  It  is,  therefore,  an  impossibility  to  judge  a 
customer  in  this  way.  The  man  who  purchased  a 
dress  shii't  last  week  ma}^  want  a  75-cent  negligee 
to-day. 

There  are  many  things  that  might  be  said,  con- 
cerning the  service  that  will  please  customers.  Of 
course  there  is  always  one  important  requisite  to 
the  customers'  satisfaction:  "The  merchant  must 
have  the  goods  asked  for."  It  pays  to  have  a  small 
line  well  .^elected,  rather  than  a  large  range  bought 
carelessly. 


Handsome  Scarfs  for  Men 

In  scarfs  for  men's  wear  on  dressy  occasions,  the 
tendency  this  year  seems  to  be  towards  the  smooth 
weave  and  a  less  glossy  and  at  the  same  time  a 
heavier  finish.  The  honeycomb  weaves  are  still 
leading  lines  for  popular  selling,  but  the  manufac- 
turers are  putting  out  a  fine  silk  weave  as  a  high 
novelty.  This  scarf  has  a  very  handsome  and  rich 
appearance,  and  yet  it  is  quite  popular  in  price  and 
is  made  up  of  the  artificial  silk,  which  insures 
weight. 
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Give  The  Boss  A  Pointer  ! 
Can  Business  Be  Improved  ? 

EVERY  salesclerk  has  his  own  opinions  and  often  does  not 
agree  with   policy   followed.     There    are    personal   ideas 
unexpressed,  suggestions   that   it   would   be   hard  or  un- 
wise to  make ;  criticisms  that  cannot  be  heard  because  the  boss 
would  probably  not  stand  for  it  or  would  not  listen. 

^  The  boss  is  not  infallible,  however,  and  there  are  two  sides  to 
every  problem.  To  suggest  changes  might  mean  trouble  but 
defects  should  be  rectified. 

Ideas  Often  Bring  Promotion 
And  The  Boss  Should  Know 

^  A  suggestion  as  to  mistakes  unconsciously  made,  improvements 
to  the  policy  of  the  house,  advertising,  buying,  stock-keeping 
system,  store  spirit,  everyday  connections,  and  looking  to  the 
removal  of  unnecessary  restrictions  might  effect  a  change  and 
eliminate  the  trouble. 

What  Problems  Are  You  Bucking  ? 

^  Other  merchants  and  salesmen  have  similar  experiences  and 
might  profit  by  the  suggestion  or  give  instances  in  which  you  are 
falling  down.  What  hint  have  you  for  the  boss?  Pass  it  along 
so  that  it  may  reach  him.  He  may  apply  it  to  improve  the  busi- 
ness.    For  the  best  replies  the  Review  will  pay  the  following : — 

FIRST  SECOND  THIRD 

$3  and  Review  for  One  Year  $2  and  Review  for  One  Year  $1  and  Review  for  One  Year 

Other  answers  reserved  for  publication  will  be  paid  for  at  the  regular 
correspondence  rates.    All  replies  treated  confidentially.    No  names  published. 

Prize  replies  will  be  published  in  March  midmonth  number  of  Dry 
Goods  Review.  All  must  be  in  the  hands  of  the  Editor  of  Dry  Goods 
Review,  143  University  Ave.,  Toronto,  not  later  than  March  11th. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Built   Up  His   Business  by   Specializing 

Edward    Chapman,    Vancouver,     Adheres    Largely    to    Branded    Lines    and 

Develops       High-class      Trade  —  Advertising     Value     of     Quality  —  Ladies' 

Accessories     in     Men's     Wear     Store. 


SPECIALIZE!  Specialize!  Specialize!  This 
is  practically  the  whole  story  that  attaches 
itself  to  the  record  of  Edward  Chapman,  Van- 
couver, as  a  successful  men's  wear  merchant.  And 
in  all  his  specializing  Mr.  Chapman  has  singled  out 
the  branded  line  for  his  purpose.  It  is  an  idea  that 
he  has  adhered  to  from  the  start,  and  the  result  is  a 
store  absolutely  to  be  relied  on  for  quality  and  price. 

Quality  Did  It. 

AVhen  he  entered  business  in  Vancouver  twenty 
years  ago,  as  a  partner  in  the  old  Page-Ponsford 
business,  the  city  was  different  from  what  it  is  to-day. 

In  those  days  many  of  the  people  who  were  com- 
ing to  Vancouver  to  help  build  up  the  city  were  from 
across  the  Atlantic,  and  in  Page-Ponsford's  they 
found  the  goods  they  knew  in  the  old  land.  With 
the  growth  of  the  city,  they  remained  with  the  store 
which  made  quality  the  first  consideration,  and  to- 
day in  the  Granville  Street  location  Edward  Chap- 
man has  a  business  to  be  proud  of. 

Rents  Higher  :  Tr.\de  Improved. 

Mr.  Chapman  remembers  when  the  rent  on 
Hastings  Street,  not  two  blocks  from  his  present 
location,  was  $60  a  month,  while  to-day  he  pays 
$500.  But  then  the  condition  of  trade  is  better.  He 
notices  also  that  the  demand  for  better  qualities  is 
stronger  than  ever,  and  improves  every  day.  Van- 
couver has  come  into  the  class  of  city  where  money 
is  fairly  plentiful,  and  when  a  purchaser  wants  an 
article  of  wear  he  wants  it  good.  When  he  wants  it 
good,  he  goes  to  Chapman's.  ,  This  store  has  always 
relied  on  getting  trade  because  of  its  goods.  For 
the  same  reason  bargain  sales  were  never  necessary, 
as  good  quality  goods  were  good  at  any  time.  Sea- 
sonahle  reductions  as  incentives  for  buying  are  never 
out  of  place. 

Four  Times  Original  Size. 

The  growth  of  trade  is  indicated  in  the  increased 
size  of  the  premises,  the  present  location  having  four 
times  the  floor  space  of  the  original,  with  almost 
double  the  frontage,  with  a  basement  in  addition. 

British  goods  are  a  specialty  at  Chapman's,  prin- 
cipally for  the  reason  that  these  manufactures  have 
established  reputations  for  quality,  extending  over 
even  half  a  century.  Mr.  Chapman  controls  the  dis- 
tribution of  Irish  poplin  for  the  Pacific  coast,  even 
as  far  south  as  San  Francisco. 


Ladies'  Specialties. 

While  this  is  a  men's  furnishing  store,  ladies' 
specialties  are  stocked.  These  include  gloves,  hosi- 
ery, hand  made  Irish  lace,  and  such  staple  lines  that 
are  in  accord  with  his  general  stock  of  goods.  No 
matter  how  busy  a  day  might  be,  no  excuse  is  ever 
accepted  for  leaving  goods  about  that  would  detract 
from  the  neatness  of  the  layout.  To  have  every- 
thing spic  and  span,  not  gaudily  arranged,  but  con- 
venient and  displayed  to  advantage  is  a  feature,  and 
an  essential  concomitant  of  success. 

A  patron  on  entering  the  store  at  once  notices 
that  the  fine  goods  shown  in  the  windows  are  not 
specially  selected  but  are  taken  from  the  general 
stock. 

Exclusive  Advertisement  Space. 

Another  constant  feature  is  steady  newspaper 
advertising.  For  twenty  years  this  store  has  always 
set  forth  in  principal  lines  in  a  certain  space,  and 
although  a  reputation  and  a  trade  has  been  estab- 
lislied,  still  the  name  of  Chapman  may  always  be 
noticed  in  the  newspapers  that  reach  eveiy  home. 

An  Art  Connoiseur. 

Not  every  one  knows  that  Edward  Chapman  is 
an  art  connoiseur.  As  a  side-line  he  handles  oils  and 
water  colors  of  superior  quality,  in  this,  as  in  other 
lines,  high  class  being  the  watchword.  These  paint- 
ings are  by  Old  World  artists  of  note.  Mr.  Chap- 
man does  not  advertise  this  line,  but  his  pictures 
are  known  in  an  exclusive  circle  who  know  that  his 
taste  can  be  depended  on. 


A  Candle  Contest 

J.  LI.  Blumenthars  Sons,  Montreal,  recently 
carried  on  a  novel  guessing  contest.  A  large  candle 
was  placed  in  the  window,  and  the  boy  who  came 
nearest  in  guessing  the  number  of  hours  the  candle 
would  burn,  a  'prize  was  given.  Second  and  third 
pries  was  also  offered.  On  a  certain  date  the  candle 
was  lighted,  and  much  interest  was  created. 

The  conditions  of  the  contest  made  it  necessary 
for  each  contestant  to  make  a  purchase  at  the  store. 

This  firm  finds  advertising  of  this  nature  a  pay- 
ing investment  when  carried  on  along  proper 
methods. 
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Window  arrange- 
ment of  the  Chapman 
Store,  Vancouver, 
showing  deep  vesti- 
bule, making  it  pos- 
sible to  view  central 
display  from  three 
angles. 


Interior  view  of 
Chapman  store,  show- 
ing neat  display  ar- 
rangement. This 
store  also  specializes 
in  ladies'  accessories. 


86 


:\I  I<:  N  '  8     W  EAR     R  E  A^  I  E  W 


Dry  Goods  Review 


Spring    Novelties   for   the    Smart    Men's    Wear    Store 


Tlie  fenture  of  this  lielt  is  the  invisible  fastening  by  means  of 
a  small  sliding-  bar  inside  the  buckle.  This  does  not  injure  the 
leather  and  gives  a  neat  appearance.  Made  in  all  leathers. 
Western   Leather  Goods  Co.,  Toronto. 


Easter  neckwear,  two  showing  bordered  end  designs  and  one 
with  black  ground  with  bias  stripes  graduating  to  knot.  Bv 
A.  T.  Reid  Co.,  Toronto. 


Fancy  bordered  novelty  by  the 
Niagara  Neckwear  Co.,  comes  in 
12  of  the  latest  shades,  beauti- 
fully   blended. 


Spring   neckwear   novelties   in   bars,   diagonals   and   stripes,   by 
the  Van  Allen  Co.,   Hamilton. 
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REID'S  KERCHIEFS 


Handkerchiefs 
retail  at : 

1   for  10c. 


25c. 
25c. 
50c. 
25c. 
$1.00 
50c. 


Soft  Laundered, 
ready  for  use. 

QUALITIES 
GUARAN- 
TEED 


The  above  Handsome  Case  and  Display  Rack  are  furnished  FREE  with  Reid's  Handker- 
chiefs. This  idea  has  demonstrated  that  it  will  greatly  increase  your  handkerchief  business — 
in  most  instances  it  has  tripled  it. 

The  Cases  are  made  of  Circassian  Walnut,  or  Mahogany,  and  the  Kerchiefs  are  boxed 
according  to  prices  in  sealed  packages — thus  assuring  cleanliness. 

Complete  outfit,  including  Case,  Rack,  Price  Tickets  and  Signs,  furnished  free  w^ith  a 
$50.00  purchase.     Select  your  own  qualities  of  Handkerchiefs.     Delivery  about  April  1st. 


A.  T.  REID  CO.,  Limited 

TORONTO 

Sole  makers  of  "Real  Bengalene"  Neckwear 
Pure  Silk  Knitted  Cravats  The  F'amous  Duplex  Dress  Tie 


Please   mention  The  Review  to  Advertisers  and   Their  Travelers. 
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Many  Easter  Novelties 

Manufacturers  report  a  strong  demand    for    their 

new    lines — Bordered    ends    a    leading    feature    in 

High-class  Knitted  lines. 

Neckwear  manufacturers  report  an  excellent 
prospect  for  early  Spring  and  Easter  trade.  The 
retailer  is  keen  for  novelty  and  the  lines  shown  this 
season  have  certainly  been  well  chosen. 

Many  of  the  bordered  effects  are  strong  lines  for 
Spring  and  Summer.  In  some  cases  the  border  is 
all  the  figure  seen;  the  remainder  of  the  tie  consist- 
ing of  plain  materials.  Other  ties  depict  quite  nar- 
row pencil  stripes  about  one  and  one-half  inches 
apart.  Checked  effects  with  l)ordered  ends  are 
also  good.  Diagonal  effects  with  stripes  graduating 
in  width  to  the  knot  are  taking  well. 

Black  and  white  effects  will  predominate  in 
many  ta.sty  designs  of  neckwear.  Rich  reds,  greens, 
blues,  mid-brown,  tans,  and  certain  rich  purple 
shades,  are  among  the  favorite  color  collection. 

Medallion  designs  are  new,  and  with  many  of 
the  beautiful  shot  effects  that  are  seen,  this  design 
should  take  well  as  a  classy  novelty.  Shot  effects 
are  as  evident  in  men's  neckwear,  as  in  many  lines 
of  materials  seen  in  ladies'  silk  departments.  A  de- 
licate champagne  shade  is  one  of  the  newest  vari- 
ations in  these  effects  for  Easter. 

A  combination  of  green  and  tan  is  shown  by 
one  house,  as  a  leading  number. 

Crepe  effects  are  particularly  noticeable  in  some 
of  the  lines.  These,  combined  with  the  right 
amount  of  colors  in  pretty  designs,  will  no  doubt 
be  strong  for  Spring  and  Summer. 

Accordion  silk,  zibelines,  and  shadow  weaves, 
are  being  taken.  Knitted  ties  are  also  good  in  cer- 
tain weaves.  Pure  silk  lines  are  in  good  position 
with  the  better  trade.  Ties  featuring  wavy  effects, 
are  something  new,  and  are  being  shown  by  some 
of  the  high-class  houses.  The  crocheted  lines  give 
grand  satisfaction  to  the  wearer,  and  vnl]  tlierefore 
be   featured. 

C.  K.  Hagedorn,  president  and  manager  of  the 
Berlin  Suspender  Co.,  was  presented  with  an  electric 
library  lamp  by  the  emploA^ees  on  the  occasion  of  his 
fiftieth  birthday  recently. 


The  Collar  Situation 

Soft  collars  with  ties  to  match  are  very  promising 
for  Spring  and  Summer.  They  are  made  of  zephyr, 
silk,  flannelette,  wool  or  mercerized  cotton.  Neat 
pique  effects  are  also  among  the  classy  lines  for  men. 
These  are  made  to  match  many  of  the  cord  designs 
brought  out  in  high-class  shirt  samples.  These  col- 
lars have  a  cool  appearance,  as  well  as  being  quite 
proper  for  dress  wear. 

New  double-fold  collars  which  come  together 
close  at  the  top  are  made  with  gradually  rounded 
corners.     Thus  the  tie  is  shown  to  good  advantage. 

As  a  whole  the  collar  market  is  not  materially 
changed  from  that  of  one  year  ago.  The  changes 
that  have  taken  place  have  Iteen  gradual,  and  along 
lines  that  are  mo.st  needed  for  improvement,  if  such 
a  thing  is  possible. 

The  moderately  high  collar  is  worn  by  more  men 
than  it  was  in  former  days.  The  extremely  high 
models  are  not  in  keeping  with  the  best  appearance 
of  make-up.  Collars  from  two  to  two  and  one-half 
inches  in  height  are  the  favorites.  For  men  who  do 
not  or  cannot  wear  these  heights  there  are  very 
comfortahle  turn-down  varieties. 


Adjustable  Collars  for  Shirts 

A  novel  shirt  improvement  has  recently  made  its 
appearance  in  Scotland.  The  improvement  consists 
of  an  adjustable  collar,  giving  four  sizes  to  each 
garment.  This  means  a  vast  benefit  to  the  retailer, 
from  the  stock  standpoint. 

The  new  adjustment  is  at  the  liack  of  the  neck- 
band, which  is  in  two  pieces.  Eight  buttonholes  are 
fitted,  four  on  each  side.  The  under  .side  carries  the 
back  collar  stud  in  a  cushion  or  fiy,  protecting  the 
neck. 

This  shirt  is  made  in  three  sizes.  No.  1,  adjust- 
able from  14  t«  151/2;  No.  2,  from  15  to  161/2,  and 
No.  3  from  16  to  171/4,  so  it  is  possible  to  practically 
fit  any  person.  For  instance:  A  short  man  with  a 
15  neck  can  wear  No.  1,  a  tall  man  with  a  15  neck 
can  wear  No.  2,  and  so  on,  the  skirts  and  the  sleeves 
being  larger  in  the  succes.?ive  sizes. 
Concluded  on  page  97. 
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ONE  OF  OUR  MANY  NOVELTIES 
ROYAL-BORDERS 

The    type    of    scarf    which    will    he    in     great     demand 
during    1912.       Sixty    different    designs     and     colorings. 

Niagara  Neckwear  Co. 
Limited,  Niagara  Falls 
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Must  Understand  Fitting 

Some   Stipulations    as    to    Sizes    in    Knit- 
ted    Goods     are     Unreasonable  —  Shaker 
Knit    Coats     Featured  —  Matched     Suits 
For    Boys. 
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HILE  buyers  insist  upon  orders  being  filled 
in  accordance  with  their  knowledge  of  local 
wants,  there  is  a  wide  divergence  of 
opinion  as  to  correct  lengths  in  men's  sweater  gar- 
ments. 

Some  of  the  stipulations  asked  for  are  imneces- 
sary  and  unfair.  Manufacturing  would  be  much 
improved  if  buyers  adopted  regular  measurements 
and  understood  fitting  better.  United  States  mills 
have  standard  lengths  with  each  size,  such  as  34|25, 
36 1 26,  38 1 27,  40|27,  42|27,  44|28,  46|28,  and  buy- 
ers adhere  to  and  accept  these.  In  Canada,  lengths 
vary  all  the  way  from  25  to  30  inches  and  garments 
are  often  retm-ned  because  they  look  short  or  meas- 
ure short,  when  laid  on  counters.  Some  stores  ask 
for  28-inch  length  on  all  sizes,  especially  men's 
€oats,  which  is  not  so  bad,  but  another  will  insist  on 
30-inch  garments. 

Elasticity  Must  be  Considered. 

Following  standard  measurements,  next  season, 
is  just  what  the  demand  is  likely  to  be  for  many 
reasons.  Men,  except  in  athletic  circles,  do  not  want 
long  coats  and  it  is  manifestly  unfair  that  a  gar- 
ment, which  does  not  measure  fully  28  inches  when 
laid  flat,  but  will,  when  properly  fitted,  should  not 
be  accepted.  Departments  have  their  individual 
selling  experiences,  but  it  is  usually  found  that  no 
allowances  are  made  for  peculiarities  of  different 
racks  or  stitches.  In  short,  most  salespeople  sell  a 
size  too  large,  but  often  it  is  found  that  a  smaller 
size  garment  will  suit  customers,  if  properly  shown. 
Salesmen  are  predisposed  to  think  garments  too 
short  and  troubles  ensues.  Of  course,  manufactur- 
ers are  prepared,  as  ever,  to  finish  garments  to 
order,  but  could  reduce  expenses  materially  through 
better  understandings  and  co-operation.  Buyers  are 
asked  to  remember  this  point. 

Merchants  cannot  sell  goods  unless  they  have 
them,  and  while  it  is  not  urged  that  it  is  absolutely 
necessary  to  carry  heavy  stocks,  the  merchant  should 
have  representative  showings  all  year  round.  Sweat- 


er coats  are  gradually  developing  an  all-season  de- 
mand, as  testified  by  repeat  orders.  It  is  tangible 
evidence  in  past  seasons  that  stores  which  had  suffi- 
cient assortments,  have  been  most  successful  in  their 
knit  goods  department.  Notable  instances  can  be 
given  where  novelty  and  staple  knitted  goods  have 
amounted  to  one-quarter  yearly  turnover.  These 
results  can  be  compared  with  stocking  and  depart- 
ments in  each  store.  Such  firms  simply  saw  oppor- 
tunities. 


Variety    in   Color   Styles 

Tri-collars,  or  three-way  collars,  are  made  on 
any  size  men's,  or  boys'  sweater  coats.  The  advant- 
ages of  this  collar  recommend  it  to  buyers. and  to 
customers.  It  can  be  worn  as  V-neck,  turned  over 
and  buttoned  closely,  loosely  or  fastened  up  high 


Meu's  full-fashionerl,  sliukcr  knit.  Spring  needle  sweater  coat 
witli  adjustable  collar — made  witli  long  arm  gusset  and  gradu- 
ated shoulder;  seamless,  with  knitted-in  pookets,  a  well-fiuished 
garment   with   great  elasticity.     The   C.   TurnbuU   Co..  Gait. 
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Sword's 

"Kant  Krush" 


"  Bengaline 


yy 


(In  42  colors) 

Yhe  Feature  I  jne  poR  YouR  Neckwear  Qept. 

These  goods  are  specially  woven  to 
our  order.  Only  the  finest  wool  and 
silk  yarns  used  in  the  manufacture  of 
Kant  Krush  Bengaline,  removing  all 
possibility  of  creasing  for  the  wearer. 

Our  Indestructible  Interlining 

which   is  also  a  new  feature,  is  used. 

NOTE  : — All  Straight  Derbys  with  Cord  running  up  and  down  will  be 
one  piece,  48  inches  long. 

SEND  FOR  SAMPLE  COLOR  CARD 

The  Sword  Neckwear  Co,,  Limited 

TORONTO  ONTARIO 
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around  the  throat  and  ears.  When  V-neck  style  is 
wanted,  extra  thickness  is  given  between  shoulders. 
Warmth  is  en.sured  by  these  collars,  which  are  made 
double  and.  as  a  weather  protection,  there  is  nothing 
better.  Double  turnover  collars,  fulh^  41/2  inches 
high,  buttoned  with  three  buttons,  are  easily  ad- 
justed. 


Shaker  Knit  Garments 

Men's  coats  are  in  Inroad  assortments  and 
the  greatest  development  is  in  domestic  shaker-knit 
garments  and  the  application  of  new  collars.  Three 
different  mills  are  showing  shaker-knit  coats  from 
one  to  three  samples  quoted  at  $24  to  $48  dozen. 
These  are  extra  heavy  garments,  full-fashioned  and 
will  be  demon,strated  and  presented  directly  to  the 
trade.  Each  garment  has  its  strong  points  in  style, 
finish  or  workmanship.  Expert  knitters  have  been 
employed  to  make  these  garments,  which  differ 
from  other  sweaters  as  they  are  made  on  spring 
needle,  instead  of  latch  needle  machines.  Shaker 
knit  is  a  development  of  sporting  sweaters — a  soft, 
loo.«e  weave  identical  with  Shaker  community  gar- 
ments made  on  hand  machines. 

Tri-collars,  military  collars,  high  buttoning,  roll- 
collars,  all  double  thickness  and  well  shaped,  are 
offered.  Mo.st  of  these  coats  are  seamless  (four  are 
made  on  each  machine  at  one  operation)  or  in  mak- 
ing, seams  are  eliminated  by  transferring  stitch, 
completing  each  garment  as  one  piece,  knit  to  size. 

For  instance,  attention  is  called  to  long  gusset 
and  graduated  shoulder,  shaped,  ensuring  fit,  but  it 
is  impossible  to  discern  where  body  and  sleeve  are 
joined,  except  that  body  stitch  runs  oppo.site  to  sleeve 
stitch.  Cuffs,  front  pleat,  collar  and  Initton  Ijand 
are  put  on  in  exactly  similar  way.  Pockets  neatly 
fini.*hed,  in.side  and  out,  are  also  one-piece  and  prac- 
tically invisible,  as  part  of  the  garment  itself.  All 
selvedges  and  seams  are  woven  so  as  to  prevent 
po.ssibility  of  raveling.  These  coats  are  mostly 
made  in  gray,  but  white,  navy  or  Burgundy  are 
dyed  and  for  special  orders  slate,  fawn,  khaki  or 
tan  could  be  finished.  Yarns  used  are  6-ply  all 
wool,  best  grade. 

Samples  of  men's  sweaters  at  each  different  price 
are  otherwise  similar  to  last  season's  weaves,  color, 
combinations  and  lengths.  Except  in  having  tri- 
collars,  if  ordered,  or  any  other  style  collar,  either 
military,  V-neck  or  high  turnover,  there  is  very 
little  change  noted.  Office  coats  in  fine  cardigan- 
knit,  finished  with  set-in  braid  trimming,  breast 
pocket  and  turn-back  cuffs,  are  sensible  garments 
for  inside  wear.  In  athletic,  pullover  or  club  sets, 
monograms  are  now  put  on  at  a  flat  price  which  is  a 
change  to  help  merchants  cater  to  this  business. 


Sample  ranges  of  .sweater  coats  are  exceedingly 
com[)rehensive,  some  lines  .showing  samples  from  $9 
to  $72  dozen. 

Fitting  Boys  From  12  to  16 

In  youths'  and  boys'  wear,  busters  and  matched 
suits  have  been  added  ■'o  juvenile  samples.  There 
has  always  been  difficulty  in  fitting  boys  from  12  to 
16  years,  as  .size  32  in  boys'  is  small  and  34-inch 
men's  too  large.  For  this  reason  three  lines  in  club 
colors  are  made  to  overcome  this  discrepancy.  These 
are  known  as  j'ouths'  sizes.  Some  later  .styles  in 
suits  (.sweaters,  pullovers  and  hockey  toque  to 
match)  for  girls  and  lieavier  sets  with  rah-rah  hats 
for  lioys,  have  bar  trinnnings.  They  are  made  in 
cardinal  and  slate,  black  and  orange,  cardinal  and 
black,  royal  and  white,  fawn  and  khaki  to  fit  small- 
er sizes. 

Pure  Silk  Half  Hose 

In  men's  socks,  a  later  line  is  featured  at  $10 
dozen.  This  half-hose  is  pure  .silk  and  spliced 
throughout  the  toe,  sole  and  heel  and  running  up  a 
short  distance  above  the  heel.  The  sample  is  good 
weight  with  splendid  finish  and  long  rib  top. 

Orders  so  far  received  .show  that  gray,  green, 
nav)^  and  Burgundy  have  sold  fairly  well.  While 
champagne  or  gold  was  expected  to  prove  better  for 
novelty  reasons  there  has  been  no  undue  demand 
so  far. 


Boys'    (loulile 


)llMr    swf.itcr    c();it    .•iiitl     It.ih-Uiili    hat    to    match. 
.Mi>H:ir(li   Knitting  Co..  Dmuiville. 
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Knitted  Neckwear 

for  immediate  delivery 


Fancy 

Knit 

with 

Bars 

made 

in 

twenty 

different 

Combinations 

$4.25  Doz. 


Also  , 

^^^S  Hobble 

Other         •     ^g  Knit 

styles                       \  "^^^^ 

j^v      ■  :■;},  in 

f  "'^'"'"''''■'''t£«M!^ 

from                    S^S  twenty 

$3.50  doz.              f^^  different 

_ „  colors 

$12.00  doz.        ^^S 


Send  for  3  dozen  Assortment 


E.  &  S.  Currie,  Limited 

Empire  Brand  Neckwear,      Empire   Building      TORONTO 
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New  Fall  Shirt  Samples 

Ready    March    15th — Features     in    Materials    and 

Patterns — Reports    from    New    York    Buyers    and 

Style  Demands  in  Larger  Cities. 

FALL  shirts  are  now  of  interest  and  buyers  are 
speculating  about  new  designs  to  be  offered 
for  Fall.  Designers  will  have  their  samples 
ready  within  a  month  but  some  early  styles  have 
been  forwarded.  At  present,  sales  consist  of  a  few 
repeats  on  lighter  negligee  effects  and  weights  for 
summer  wear.  It  is  anticipated  summer  business 
will  be  in  volume  for  early  shipment  of  Fall  num- 
bers and  there  will  be  no  factory  clearances  to  speak 
of.  Some  mills  are  entirely  sold  up  and  last  season's 
cloths  and  patterns  cleared  in,  the  usual  way. 

Buyers  were  favored  this  year  in  being  given  a 
selection  of  cloths  usually  found  in  sample  books  up 
to  $12,  $L5,  $18,  $24  at  a  flat  price,  according  to 
competition,  and  allowed  to  stipulate  their  sizes  and 
styles.  It  was  understood,  however,  that  these  were 
odds  and  ends  of  fabrics  left  and  that  each  buyer  was 
expected   to   accept  his  allotment   as   a  fair  share. 


Quantities  were  limited  to  the  amount  of  material 
to  a  pattern  or  range. 

Percales,  Oxfords,  ginghams,  chambrays  soie- 
settes,  silk  mercerised  vestings  and  novelty  fabrics 
have  been  ordered  out  from  Scotch,  English  and 
United  States  mills.  Domestic  prints,  percales  and 
ginghams  will  be  well  represented  in  staple  numbers. 

It  is  generally  understood  that  the  trade  want 
stripes  and  plain  or  self  design  fabrics.  Buyers  have 
selected  line  stripes  on  white  grounds  comprising 
hner  stripes  than  this  season  and  reports  from 
samples  now  seen  in  New  York  ranges  verify  the 
continued  preference  for  stripe  patterns.  It  is  not- 
able that  each  season  some  attempts  are  made  to  in- 
troduce a  series  of  fancy  patterns,  florals,  spots  and 
possible  conventional  effects,  .such  as  stripes  with 
small  contrasting  designs,  but  these  have  been  un- 
successful except  when  the  pattern  is  part  of  or 
forms  a  stripe.  In  New  York  samples  for  Fall  there 
is  an  absence  of  these  and  designers  have  banked 
entirely  on  stripes  or  plain  fabrics. 

There  is  an  amount  of  novelty  in  higher  priced 
cloths,  a  broad,  selection  of  greys  with  blending 
shades,   blue   grey,   tan   and  purple.       Roman    bar 


Sbiiii-rcgatta.  shirt  in 
American  percale. 


Coat  shirt  showing  Fine    pleated   front 

close-covered  of  French  cambric, 

ground. 
From    the   Fall   line    of   The    Regal    Shirt   Co., 


Py.jama  with  military  collar   made 
of  Botany  flannel. 


Hamilton. 
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Re^al  *'  Dress  ''    Shirts 

CORRECT  STYLE  and  PERFECT  FITTING 

MADE    BY 

The  Regal  Shirt  Co.,  Limited 


HAMILTON 


ONTARIO 
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stripes  will  be  a  decided  feature.  Black,  navy  and  for  Fall  placing  orders.  Buyers  will  be  shown  new 
sky  blue,  fine  line  stripes  on  light  or  white  grounds,  samples  about  March  loth  inst.  and  manufacturers 
especially    black     and     white     predominate.      Usual      are  exp<^cting  a  record  season. 


Two  snmples  from  tbe  Fall 
l-ii-  of  the  Vnn  Alleu  Co., 
lI:imiltoii.  Top  —  Negligee 
with  stripes  in  silk  mercerized 
ground.  The  other  sample  is 
of    perr;\le    with    neat    stripes. 


domestic  patterns  on  percales,  prints  and  the  assort- 
ment of  ])lain  or  jacquard  effects  will  be  as  .strong 
as  ever.  Usual  colors,  l)lue,  grey,  tan,  mauve,  are 
included. 

In  finer  lines,  tucked  or  pleated  front  soft  shirts 
are  expected  in  these  new  patterns,  closely  following 
latest  New  York  designs.  Box  and  side  pleats  and 
finer  tucks  are  to  be  good  in  aduuion  to  high-grade 
soft  garments.  French  negligee,  or  double  cuff 
styles  are  appreciated  and  styles  with  starched  cuff's 
attached  will  come  iir  medium  and  cheaper  grades. 
Dressy  pique  effects  are  the  novelty  in  high  class 
lines.  Piques,  plain  cords  or  white  figures  on  fancy 
white  grounds  or  other  similar  designs  will  cost  from 
$16.50  to  $:'G  dozen.  Finer  cords  or  reps  are  also 
wanted  for  evening  or  dre.«s  occasions. 

A  new  cldth  in  plain  shades  is  being  introduced. 
It  is  similar  to  soies'ette  and  highly  finished,  and 
expected  to  prove  mo.st  satisfactoiy  to  merchants  and 
customers  as  soon  a-^  it  can  be  placed  in  their  hands 
by  manufacturers. 

Gratifying  reports  are  received  of  the  success  of 
season's  sales  of  men's  shirts  and  the  efforts  to  handle 
better  qualities  than  usual  owing  to  the  demand. 
One  firm  states  that  their  business  has  been  mostly 
confined  to  lines  ranging  from  $15  to  $35  dozen, 
which  is  quite  an  improvement  over  former  .season's 
demand  for  $9  and  $12  grades.  This  .same  concern 
are  also  stating  that  business  for  the  first  six  months 
of  their  year  has  equalled  last  year's  twelve  months' 
tiunover.     There  is  therefore  an  optimistic  outlook 


Neat  Lines  For  Small  Boys 

Braid  Used  Extensively  for  Trimming —  Black 

and  White  Mixed  in   Herringbone,  Fine   Stripe 

and  Check  Effects. 

Neat  designs  in  cloth  and  striking  designs  in 
make-up  are  two  very  prominent  features  in  the 
Spring  and  Summer  clothing  for  l)oys  from  four 
years  of  age  to  ten  or  twelve. 

Black  and  white  mixed  in  herringbone,  fine 
stripes  and  check  effects  are  prominent.  In  fact, 
these  cloths  are  pointed  out  by  manufacturers  as 
their  favored  lines.  Braid  is  used  exten.sively  for 
trimming  many  of  the  better  garments  and  suits, 
and  the  contrast  formed  is  a  very  appropriate  one. 

Neatly  cut  pocket  flaps,  sleeve  cuffs  and  collars 
receive  more  or  less  of  this  trimining  which  adds  so 
much  finish.  Velvet  collars  are  numerous  and  help 
to  produce  the  de.^red  appearance,  especially  in  gar- 
ments intended  for  dressy  wear. 

Belted  ooats  .sell  just  about  as  well  a-  those  wdth- 
out  the  belt.  Double-breasted  coats,  intended  for 
top  wear  during  the  cool  weather  during  Spring  and 
Fall,  and  suit  coats  as  well,  have  this  effect.  Some 
of  the  best  lines  button  a  little  to  one  side,  thus  giv- 
ing a  one-sided  effect  that  is  so  much  desired  to  give 
the  right  appearance. 

Rows  of  narrow  black  braid  are  also  used  up  and 
down  the  front,  around  the  belts,  and  around  the 
bottom   of  the  coat. 

The  Buster  Brown  suits  are  quite  as  good  as  in 
former  seasons.  These  garments  take  particularly 
well  with  the  younger  boys,  while  some  of  the  more 
straight-cut  models  are  appropriate  for  the  older 
ones.     Norfolks  are  taking  well  in  some  localities. 

The  knicker  fastened  at  the  bottom  by .  means 
of  an  elastic  band  is  a  favorite  with  many.  The 
finished  appearance  obtained  at  the  knee  is  no  doubt 
one  of  the  strong  reasons  for  this  popularity. 

Apart  from  the  suitings  there  are  many  designs 
just  as  tastily  modeled  for  overcoats.  For  boys  from 
the  age  of  four  to  the  age  of  twelve,  or  thereabout, 
manufacturers  have  certainly  exerted  themselves  in 
the  right  direction,  as  far  as  new  and  tasty  designs 
of  make-up  are  concerned.  Many  of  these  outer 
garments  are  made  to  conform  with  the  ideas  carried 
out  in  the  suit  department.  Neat,  manly  collars 
are  very  prominent  in  all  these  departments. 


The  Taber  Trading  Co.,  Taber,  Alberta,  have 
adopted  the  cash  ba.sis  in  their  business.  It  was  a 
New  Year's  resolution. 
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Extracts    from    Live   Advts. 

What    other  stores    are    advertising  and  how 
the  ad-men  are  saying  it. 

We  are  shoTving  more  fabrics,  newer  fabrics  and 
more  desirable  fal)rics  than  you  are  likely  to  find  in 
a  number  of  other  tailor  shops  combined  and  we 
are  showing  them  first. 

Whatever  is  new  and  right  is  here  and  may  be 
depended  upon  for  thorough  satisfaction. 

AVe  want  you  men  to  think  of  this  store  more  in 
the  sense  of  quality  and  service. 

The  voice  of  Spring  bids  you  see  these  new  ties, 
this  distinctive  clothing. 

Remember — We  guarantee  you  entire  satisfac- 
tion or  will  refund  every  dollar  you  pay  us  without 
a  nmrnmr  if  we  fail  to  please. 

Good  dress.  A  business  asset!  A  social  neces- 
sity! Dress  is  the  outward  expression  of  the  inner 
man. 

"Clothes  make  the  man  and  want  of  them  the 
felon."     Get  the  clothes. 

The  kind  of  clothes  that  will  tell  all  the  world 
at  first  look  how  prosperous  you  are.  what  good 
taste  you  have,  what  fashion  knowledge  is  yours. 

Men's  plain  and  ribbed  black  cashmere  socks, 
English  make,  the  ribbed  line  having  2-1  and  1-1 
leg  and  all  having  fine  ribbed,  close  fitting  cuff  and 
double  ply  sole,  heel  and  toe.  Good  range  of  sizes 
in  each  line. 

New  Spring  shirts  for  men.  One  of  the  newest 
and  latest  arrivals  in  men's  neglige  .shirts  is  a  line 
showing  many  white  grounds  with  neat  stripe  and 
figure  effects,  also  many  good  colored  patterns.  They 
are  made  by  leading  Canadian  manufacturers  in 
perfect  proportions  and  have  neatly  laundered  neck- 
bands and  small  cuffs  attached.     Sizes  14  to  ITVo. 

Men's  knitted  ties  in  the  popular  four-in-hand 
style  and  in  leading  color.« — plain  shades  of  grey, 
brown,  blue,  red,  green  helio,  purple  and  many  new 
shades — closely  knit,  slide  easily  through  double 
collars  without  stretching. 

Men's  early  Spring  underwear  in  medium  and 
heavy  weight  merino,  in  natural  shade;  some  have 
beige  facings  to  shirts,  others  sateen  bound  edges; 
drawers  have  heavy  waistband  of  sateen  or  beige. 

Men's  suspenders  in  good  elastic  or  strong  lisle 
webbing,  cross  back  styles,  light  colored  patterns, 
mostly  stripe  effects.     They  have  white  kid  cast-off 


ends,   strong   dome    fasteners    and    gilt    adjustable 
buckles. 

We  have  young  men's  clothes  that  are  made  by 
specialists  who  have  studied  youthful  figures  and 
know  how  to  fit  them  with  smartness  and  to  per- 
fection. 

All  eyes  now  on  the  Easter  fashions.  The  young- 
men  between  16  and  20  years  who  are  beginning  to 
want  the  best  there  is  in  clothes  are  more  and  more 
getting  to  like  the  store  for  men. 

Some  of  the  cloths  shown  in  these  new  suits  were 
specially  designed  for  young  men's  wear,  having  a 
touch  of  liveliness  without  a  l)it  of  freakishness. 

The  styles  for  men  this  Spring  come  straight 
from  London.  Well  proportioned  shoulders,  grace- 
ful revers  and  collars,  rather  clinging  lines — ^you 
will  find  them  in  these  new  suits. 

As  a  reminder  we  bulletin  this  hosiery  and  un- 
derwear:— A  man  who  knows  something  of  mer- 
chandise was  looking  at  some  of  the  hosiery  in  this 
April  sale  yesterday.  "The  thing  that  amazes  me," 
he  said,  "is  how  you  avoid  getting  all  the  trade  in 
the  city  "with  values  like  these."  And,  indeed,  if 
everybody  realized  how  great  the  values  are  in  this 
sale  even  the  vast  stock  we  have  would  be  gone  in  a 
clay,  provided  Ave  could  serve  customers  that  rapidly. 

The  small  boy  whose  earliest  ambition  consists 
of  the  desire  to  stroll  about  with  his  hands  thrust 
into  his  pockets  may  be  made  happy  at  a  youthful 
age  now.  Present  styles  accord  the  privilege  to  the 
little  man  of  three  years  old.  The  Russian  blouse 
suit,  with  real  trousers  and  real  pockets,  is  accepted 
as  correct  garb  for  the  laddie  of  that  age. 

Parents  interested  in  the  matter  of  finding 
Spring  attire  for  the  boys  should  make  note  of  the 
following  good  values. 


Edmund  James  Ryan,  advertising  manager  of 
the  Right  House,  Hamilton,  goes  to  New  York  to 
take  the  position  of  assistant  to  President  MacLach- 
lin.  of  the  O'Neill-Adams  Sixth  Avenue  store.  This 
is  one  of  the  syndicate  of  stores  to  which  the  Right 
House,  Hamilton,  belongs.  Mr.  Ryan  is  succeeded 
bv  Erank  McDermid  and  Geo.  H.  Schnellbacher. 


Adjustable  Collars  on  Shirts 

Concluded  from  page  88. 

The  stud  can  be  adjusted  to  give  quarter  sizes 
also.  Tf  it  is  put  through  the  15  back  and  15V2 
front,  the  size  of  the  band  is  15i^.  This  gives  a  fit 
which  heretofore  has  been  impossible. 

The  name  of  this  new  invention  is  the  "Fit-all" 
and  is  fully  protected  by  patents. 


Planning  the  Front  for  Your  Men's  Store 

Some    Ideas    that    are    Carried    Out    in   a   Chain    of    Stores — Ventilating    the 

Window — Reserving    Space    in    Rear    for     Fixtures,    Without   Impairing    the 

Display — Illuminated  Signs  of  Cathedral  Glass. 


FOR  tile  men's  wear  and  shoe  stores  the  ac- 
companying illustrations  show  a  distinc- 
tive and  unique  layout,  so  practical  that  it 
is  adopted  by  one  firm  in  their  entire  circle  of 
stores.  There  are  no  bulky  frames  to  obstruct  the 
view.  It  is  all  brass  and  glass  and  in  the  layout, 
several  of  the  latest  improvements  are  embodied 
representing  perfection  of  store  fittings  and  allot- 
ment of  entrance,  display  and  reserve  fixture  space. 
In  this  instance,  necessity  for  blocking  aisles  and 
interior  is  overcome  and  trimmers  are  enabled  to 
confine  their  properties  within  window  sections. 

An  18-foot  front  with  10-foot  entrance,  two  win- 
dows, front  and  side  views,  with  36  1-4  square  feet 
of  floor  space  in  each  section  and  15  sq.  feet  store 
room  behind  on  both  sides  is  described.  In  setting 
up,  contractors  start  with  the  steel  store  front  frame- 
work, consisting  of  two  upright  side  pillars,  steel 
cross  bar  at  second  floor  and  sub  cross  bar  supporting 
prism  glass.  These  beams  are  fitted  with  copper, 
oxydised  copper,  nickel  or  brass  frames  (according 
to  system  preferred),  to  which  is  attached  the  out- 
line frame  work  to  hold  glass  plates.  In  the  system 
here  a  ventilated,  dust  proof,  copper  .set  skeleton  is 
adhered  to. 

Ventilation  is  arranged  by  small  indentations 
six  inches  apart,  in  the  lower  moulding,  making  a 
passage,  both  for  air  circulation  and  drainage  with- 
out marring  the  appearance.  Cold  dry  air  is  passed 
through  the  show  window  to  prevent  moisture  con- 
densing and  frosting,  there  being  just  sufficient 
opening  to  make  the  greater  circulation  at  the  bot- 
tom of  the  glass,  which  usually  frosts  first.  With  a 
proper  airtight  background  a  sudden  change  in 
temperature  does  not  cause  trouble,  as  the  mois- 
ture within  is  rapidly  absorbed. 

It  will  be  seen  that  the  rear  opening  door  to  the 
mndow  reaches  to  the  top  and  that  trimmers  have 
access  by  two  upright  sliding  panels  in  the  back- 
ground, so  that  any  point  can  be  easily  reached. 
Window  floor  is  matched  hardwood,  light  oak, 
highly  polished.  Outside  bases  are  marble,  but  cop- 
per panels  or  transom  lights  are  good  methods. 
Sidewalk  prisms  are  entirely  separate.  Entrance  is 
either  double  section  or  .single  panel  push  doors  as 
preferred  as  there  is  plent}^  of  door  space. 

Good  advertising  space  is  obtained  in  the  upper 
part  of  the  glass  plates  by  directing  a  certain  pro- 
portion of  the  light  through  the  painted  sign.  The 
signs  are  painted  in  gold  letters  on  frosted  back- 
ground and  panel  scrolls  finished  with  transpar- 
ency black  and  red.     They  are  24  inches  deep. 


Many  city  stores  in  the  United  States  are  now 
using  cathedral  glass  signs  in  which  the  store  name, 
monogram  or  motto  is  worked  out  in  glass.  These 
are  suspended  just  below  window  lamps  which, 
when  lighted,  emphasize  the  firm  name  in  brilliant 
colors.  It  is  estimated  that  either  painted  or  pris- 
matic glass  signs  cost  about  $50  each,  giving  a  fair 
comparison  in  the  matter  of  choice. 

In  the  front  illustrated  there  is  $160  worth  of 
copper  which  is  approximately  $60  more  than  if 
wood  was  used.  It  is  notable  that  two  workmen 
placed  this  front  in  six  hours,  starting  at  eight 
o'clock  in  the  morning,  having  frame  work  set 
and  glass  placed  by  two  p.m.  While  the  cost  of 
freight,  cartage  and  actual  workmanship  to  set  to- 
gether is  extra,  it  does  not  often  exceed  $15  or  $20, 
except  in  case  of  long  haul,  which  can  be  figured 
proportionately. 

Block  mosaic  entrance  floors  are  now  generally 
approved  and  any  monogram  brand,  design  or  pat- 
tern can  be  worked  in. 

One  of  the  important  features  of  such  fronts  is 
fireproofing.  There  is  no  wood  exposed.  Besides 
this  most  metal  finishes  used  are  weather  proof  and 
can  be  kept  highly  burnished.  Proper  metal  fronts 
are  a  good  advertisement  from  the  standpoint  of 
appearance  alone. 

High  class  entrances  are  but  another  means  of 
publicity  and  another  method  of  silent  salesman- 
ship which  "speaks  louder  than  words,"  and  new.s- 
papers. 

Improvement  in  Fall  Hosiery. 

Sample  lines  of  men's  cashmere  half  hose 
are  now  in  the  hands  of  wholesalers,  and  a  good 
line  it  is.  Following  the  Summer  lines,  the  Winter 
goods  are  made  up  along  the  plain  principle. 

Appropriate  touches  of  embroidered  designs  are 
added  to  quite  a  number  of  lines.  Greys,  soft 
shades  of  green,  red,  blue,  and  purple,  and  blacks, 
are  the  leaders.  The  shades  are  acceptable  when 
combined  with  the  delicate  embroidery,  etc. 

Some  of  the  most  novel  lines  are  shown  in  a 
combination  of  fancy  stitch  and  designs  embroid- 
ered to  blend  with  these  stitches.  Taking  into  con- 
sideration the  price  of  these  goods,  one  cannot  get 
away  from  the  fact  that  vast  improvements  have 
been  made  in  this  line  as  in  others  Ijelonging  to 
men's  wear  departments. 

Plain  black  cashmere  half  hose  to  retail  for  25 
to  50  cents,  is  perhaps  the  most  popular  staple  line. 
These  lines  are  being  improved  from  time  to  time, 
and  value  is  a  strong  feature. 
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General  plan  of  store  front,  showing  entrance,  display  and  reserve  fixture  spates   with  ijanels  and   sliding   doors,   floor   area   of  an 

18-foot  layout  with  10  ft.  depth. 


-Modern  store  front   fitted   with    burnisljed   copper   frameworls,   ventiiateil  system,  marble  bases  and  painted  transparency  signs.     Full 

advantage  is  taken   of  space,  glass   surface  and   display   facilities. 


Lesson  1 6— Complete    Course    in    Cardwriting 

Deals  with  the  Slant  Lettering  as    Executed    with    the    Square-Pointed    Pen. 
A  Speedily  Made  Letter,    Used  for  Price  Tickets  and  Show^-cards  and  Readers. 

By  J.   C.  Edwards.  Copyright,  Canada   1911. 


AS  with  other  slanting  or  italic  letters,  the 
slanting  pen  lettering  is  much  more  speed- 
ily made  than  the  straight.  This  brings  it 
in  for  a  big  share  of  use  among  cardwriters  of  to-day 
For  small,  neat  cards  or  price  tickets  this  style  of 
lettering  is  unequalled  and  is  very  effective  and  not 
altogether  inornate  when  the  eccentric  lines  are 
worked  in  nicely. 

ECCENTKICITIES  NOT  NECESSARY,   BuT 

In  glancing  down  the  plate  you  will  notice  that 
a  few  of  the  letters  are  exaggerated  to  very  good 
effect.  Letters  such  as  A.  B,  D,  E,  L,  etc.,  may  be 
made  plain  or  as  shown  in  the  plate  which,  when 
nicely  executed,  add  greatly  to  the  relief  of  a  card. 
Letters  such  as  A,  V  and  Y  may  also  be  given  an 
eccentric  or  irregular  touch  without  detracting  from 
the  legibility  of  the  inscription.  The  right  hand 
stroke  of  any  one  may  be  given  a  graceful,  sweeping 
curve  over  the  top  of  the  rest  of  the  word. 

Similar  to  Brush  Script. 
The  style  of  the  short  pen  work  is  not  unlike 
brush  script  in  general  lines,  but  varies  some  iu  de- 
tails and  the  letters  must  never  be  connected  a>  tb.e 
script  is,  but  a  nice,  uniform  letter  kept  at  ail  tinic:^, 
with  the  letters  always  on  the  same  shuit.  Some 
practice  will  be  required  to  g'jt  the  Liters  to  slant 
the  same.  Letters  such  as  A,  W,  X,  Y  and  V,  that 
already  having  slanting  strokes  are  the  most  diffi- 
cult to  get  right;  however,  if  you  follow  the  plate 
and  practice  them  there  should  be  no  difficulty. 

The  ir^ANEL  A  Pen  Card. 

A  favorite  card  with  stores  of  the  l)etter  class  is 
the  long  panel,   and  being  long   and   narrow   it  is 


adapted  to  pen-lettering  more  than  brush  work. 
Pen  lettering  is  neater  than  that  made  by  a  i)rush 
of  a  similar  width. 

The  panel,  when  well  lettered  and  an  illuminat- 
ed capital  or  a  fancy  corner  piece  used,  makes  an 
effective  sign  and  is  much  more  refined  in  appear- 
ance than  the  larger  card  with  heavy  black  face  let- 
tering. This  card  is  particularly  adapted  for  use  in 
men's  wear  displays. 

The  panel  as  shown  here  shows  the  adaptation 
of  the  first  word  heading,  i.e.,  the  first  word  forms 
the  heading  and  reads  right  on  without  breaking. 
The  paragraphed  idea  is  also  u.sed  in  this  card  as  it 
is  recommended  for  use  in  all  kinds  of  advertising. 
Each  i)aragraph  should  contain  a  well  defined 
thought,  so  that  if  only  one  is  read  it  will  convey 
a  meaning  and  not  depend  on  the  others.  People 
will  read  a  series  of  short,  o-isp  paragraphs  and  get 
the  whole  story  in  a  nutshell,  whereas,  if  the  same 
matter  were  written  in  solid,  the  tendency  is  for 
them  to  overlook  it.  For  instance,  the  statement, 
"the  simpler  the  form  of  decoration  the  better." 
You  at  once  get  the  meaning  and  it  is  simply  this, 
the  use  of  elaborately  decorated  cards  is  not  con- 
vincing, for  the  mind  is  taken  from  the  wording 
and  centred  on  the  decorative  parts,  which  should 
be  avoided. 

Forget  .-^peed  sometimes  and  practice  perfection. 
The  great  tendency  to-day  i^  to  try  to  get  the  speed 
before  the  real  foniiation  of  the  letters  is  ma.-<tered. 
This  leads  to  the  indifierent  appearance  of  cards  .so 
often  seen  in  our  stores — it  promotes  carelessness. 

The  Landscape  Card. 
An   effective  style  of  window  card  is   the  land- 
scape panel.    This  is  cut  in  a  length  al)Out  18  inches 


£.vcrij  Utile  detalL  stands  ocit  as  a  la^Jbel 
ofsupQpIor  fvop/cms^itship  SLad  vdiLiLa. 

L;iii(lscn|i('  cud   ilUistr.i ting-  the  coiii])iii.-ition   of  linish  and  shint  pon   IcttcrhiK. 
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This  plate  dcsciibcs  tlic  vai-ioiis  slrokos  u-^cd   in   llu-  formation  of  the  popular  slanting  pen  lettering. 
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Panel  card  demonstrating   the  paragraph 
idea  in  show  cards. 


aiid  not  more  than  8  or  9  inches  wide.     It  must  be 
lettered   small   and   in   the   centre,   leaving   a  good 


white  margin  around.  This  card  shows  a  sample  of 
refined  price-quoting. 

The  heading  and  price  stands  out  strong  while 
the  descriptive  reader  points  out  the  style  features. 
The  landscape  card  must  be  placed  on  the  floor  of 
tlie  window  resting  against  a  hidden  support,  or 
held  on  a  low  easel  stand  to  give  the  best  effect. 

Little  or  no  decoration  is  necessary  in  a  neat, 
well  written  show  card.  One  thing  that  should  be 
avoided  is  the  combination  of  slanting  heading, 
slanting  reader  and  slanting  price. 

If  the  heading  is  lettered  with  a  straight  style, 
as  the  accompanying  landscape  card,  the  price,  if 
any,  should  l)e  the  same,  but  the  reader  can  stand 
to  be  written  in  the  slant  style. 

Good  Pen  Practice. 
A  practice  which  is  beneficial  to  the  beginner  is 
the  series  of  scrolls  as  shown  in  the  lower  right 
hand  corner  of  the  plate  (No.  16).  Hold  the  pen 
firmly,  but  not  cramped,  and  try  a  right  to  left 
motion,  giving  quick,  sure  strokes.  Then  try  the 
reverse  and  you  will  find  that  it  will  instil  con- 
fidence in  yourself.  Note  the  position  of  the  pen  in 
the  hand  as  illustrated  in  the  corner  of  the  plate. 
Use  Letterine  slightly  reduced  with  water  if  too 
thick  to  work  freely. 

For  further  information  re  pens,  inks,  etc.,  write 
to  the  author,  care  of  Dri/  Goods  Review,  143  Uni- 
versity  Avenue,  Toronto. 


In  this  group  of  cards, 
cover-paper  was  used, 
with  back  of  stiff  card- 
board in  a  darker  shade. 
Greys  and  browns  make 
the  most  effective  cards 
lettered  in  white  with 
lilack  lines  underneath. 
The  ends  as  seen  can 
ea.sily  be  "curled"  by 
heating  a  small  round 
iron  and  twisting 
around  same.  This  style 
( >f  card  always  harmon- 
izes with  a  well  trim- 
med window,  is  inex- 
pensive, effective  and 
lasts  much  longer  than 
the  much-used  white 
cards. 


By  Edwin  E.  Bell,  manager 

Thornton  &  Douglas,  Limited 

Guelpli. 
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Mode!  Opening  windiiw  of  Men's  Clothing.    Veneer  panels   with   metal  trimniiiij^s  ,inil   fidral  liaekgronnd,  suppm-l  iiig  store  monogram 

design,  applied   etTect.     Pedestals  and  tal)les  to  match. 


Backgrounds  of   Veneer 

Inexpensive  Material  that  Gives  the  Rich  Effect 

of  Solid,   Highly-polished  Woods  —  Adaptable 

for    Matched    Panels    and    Other    Effects. 

IN  window  backgrounds  there  has  been  a  develop- 
intnt  from  lace  curtains,  sliding  sashes,  etc.,  to 
heautifully  fini.^hed  mahogany,  walnut  and 
other  woods,  panelled  and  with  or  without  mirrors. 
Great  .saving  has  been  effected  by  the  adoption  of 
.semi-permanent  designs  which,  however,  take  time 
to  build,  and  are  often  too  expensive  to  change  for 
every  occasion,  such  as  openings  and  special  sales. 

Costly  backgrounds  of  richly  polished  woods 
have  been  found  most  effective  in  securing  proper 
light  and  color  effects  for  goods  displayed.  In  the 
long  run  tlie.^e  backgrounds  are  not  expen.'^ive.  An- 
other reason  woodeia  liackgrounds  are  appreciated  is 
that  they  are  easily  accessible  by  means  of  sliding 
doors,  and  because  goods  do  not  have  to  be  banked 
up  to  make  a  background  for  those  in  front.  Be- 
side.i,  there  is  le.'^s  loss  thiongh  fading,  dust  and 
crushing. 

One  of  the  materials  that  is  being  used  very 
satisfactorilv  to-dav  is   wood  veneer.     It  is  a  thin 


layer  of  wood  (one  hundredth  of  an  inch  thick) 
niounted  on  thin  board,  pulp  board  or  asbestos,  giv- 
ing all  the  effect  of  solid  wood. 

Any  natural  finish  is  applied,  including  plain 
ash,  birch,  maple,  walnut,  mahogany,  curly  birch, 
curly  and  silver  grey  maple,  quartered  oak,  Circas- 
sian walnut,  select  and  extra  select  Peruvian  or  East 
rn('ian  iiiahogauy,  magnolia,  cypress,  rosew^obd, 
satinwood  and  figured  walnut. 

Veneer  is  usually  done  in  panels  or  applied  de- 
signs, and  attached  to  studding  or  framework.  There 
is  no  depreciation  through  atmospheric  influence, 
and  it  is  claimed  that  it  does  not  buckle,  warp  or 
check.  When  properly  matched,  its  perfect  lieauty 
is  seen,  and,  for  this  reason,  high-grade  logs  are 
chosen  with  a  view  of  preventing  any  looseness  in 
matching. 

When  ready  to  be  installed,  wood  veneer  comes 
in  any  length  from  2  to  6  feet,  and  from  6  to  24 
inches  wide.  It  is  pliable,  and  can  be  moulded  into 
coves,  columns  and  arched  ceilings,  but  it  is  attached 
mostly   in   panels  with  panel  .strips  and  mouldings. 


rt 


not  take  any  unu.sual  mechanical  ability  to 


apply,   but   care  mu.«t  be   taken   to    have    perfectly 
jointed  panels. 

('oncliided   on   page    106. 
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LJEGINNING  as  a  junior  salesman  in  a  boot  and  shoe  store,  Fred  L.  Kiclcley  helped  trim  the 
"-^  windows  in  his  spare  time.  The  work  interested  him  and  he  set  about  to  acquire  experience. 
To-day  he  is  wmdow  trimmer,  card  and  advertisment  writer  for  the  departmental  store  of 
D.  E.  Macdonald  &  Bros.,  Guelph,  and  second  vice-president  of  the  C.W.T.A. 


F 


shell. 


RO^I  salesman  in  a  shoe  .•^tore  to  window 
trimmer,  card  writer  and  ad.  writer  in  a 
department  store,  is  my  experience  in  a  nut- 


From  the  day  I  tjegan  selling  shoes  as  a  junior 
in  a  boot  and  shoe  store,  the  trimming  of  the  win- 
dows interested   me   to   such   an   extent   that  I   was 


FRED.    L.    KICKLEY 

Window  trimmer,  card  writer  and   ad.    man   for 

IJ.  E.  Macdonald  &  Bros.,  Guelph,  second 

vice-president  Canadian  Window 

Trimmers'  Association. 


willing  to  devote  my  spare  time  to  assist  trim  them. 
In  a  year's  time  I  showed  ability  in  this  direction, 
and  the  windows  were  handed  over  to  me. 

Valuable  Experience. 

A  sample  copy  of  a  trade  newspaper  gave  me 

my  first  inspiration  to   become  a  department  store 

trimmer.     One  month  after  receiving  this  copy  I 

had  quit  the  shoe  business  and  was  in  New  York 


attending  a  window-trimming  school.  Before  my 
course  was  finished  I  was  trimming  windows  for 
Werthermer's  department  store  on  8th  avenue, 
where  I  gained  much  good  experience.  After 
some  time  I  went  with  a  decorating  firm  which  had 
contracts  for  trimming  the  windows  of  exclusive 
stores  throughout  the  city.  Here's  where  I  receiv- 
ed the  best  schooling  a  young  trimmer  could  have. 
Trimming  windows  in  dift'erent  stores  every  day  is 
no  ea.sy  ta,sk,  and  I  was  glad  when  an  opportunity 
came  to  return  to  Canada. 

Have  been  with  D.  E.  Macdonald  &  Bros., 
(iuelph,  going  on  five  years,  and  in  that  time  have 
gradually  assumed  charge  of  the  publicity  end  of 
the  business.  We  have  five  windows  about  9  feet 
X  7  feet,  which  I  change  once  and  sometimes 
twice  every  week,  always  keeping  them  neat  and 
clean.  On  account  of  their  size,  I  find  that  two 
pieces  of  goods  suggestively  draped,  and  accessories 
neatly  arranged,  or  perhaps  two  units,  makes  the 
most  effective  window.  One  of  our  windows  we  de- 
\'ote  to  men's  wear,  another  to  ladies'  ready-to-wear, 
and  the  balance  to  the  remaining  departments  as 
they  require  them. 

Salesmanship  in  Good  Windows. 

A  tasty  window  trim  never  fails  to  sell  goods, 
and  department  managers  are  keen  for  space.  This 
is  allotted  to  the  departments  according  to  their 
sales  records  and  the  season's  demands. 

Store  decorations  are  always  carried  out  in  har- 
mony with  the  season,  and  I  give  careful  study  to 
ledge  trims. 

I  make  a  great  many  of  the  fixtures  used  in  con- 
nection with  my  work,  and  no  trimmer  who  can 
handle  a  hammer,  saw  and  nails,  should  be  with- 
out stands  of  his  own  make  and  ideas. 

I  write  all  my  own  cards — using  half  and 
(piarter  sheets  for  the  windows  and  smaller  sizes  for 
store  price  tickets.  For  special  sales  I  use  cards  of 
one  color  throughout  the  store  and  windows.  On 
the  sample  card  enclosed,  the  words  "cori-ect  styles" 
is  lettered  and  shaded  wdth  a  No.  9  red  sable  rigger, 
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the  small  lettering  being  executed  with  No.  II/2 
soennecken  pen.  Plain  white  cards  lettered  in 
black  are  mv  favorites  for  general  use. 


Now  for  a  Quick,  Final  and  Decisive  Wind 
Up  of  This  January  Clearance  Sale 


^.       I  p.  E.  MACDONALD&  BR0S.7"    ^'-rrir-r 


A  specimen  of  advt.  work  by  F.  L.  Kickley  for  D.  E.  Macdon- 
ald  &  Bros.  Shows  a  good  conception  of  requirements  in  news 
display   and   arrangement. 


Ads.,  AVindow  Cards  AVork  Together. 
Two  years  ago  the  advertising  was  turned  over 
to  me.  Always  having  been  a  keen  student  of  ad- 
vertising I  was  not  long  getting  the  run  of  this  de- 
partment. I  never  miss  an  opportunity  to  learn 
from  a  fellow  scribe,  and  read  every  good  article  on 
advertising  that  I  can  lay  my  hands  on.     I  try  to 


"^Xi/JJ 


!    Of^J^^ 


The  words  "correct  styles"  are  lettered  ami  sliaded  with  a  No. 
;•  red  sable  rigger  and  the  small  lettering  witli  .1  No.  1%  soen- 
nechen   pen.     By  Fred.  L.  Kickley. 


keep  in  touch  with  the  goods  in  all  departments 
and  in  that  way  have  a  thorough  knowledge  of 
what  we  have  to  advertise.  AVe  believe  in  truthful 
copy  and  in  no  case  will  we  exaggerate  value  or 
quality.  A  disappointed  customer  and  a  knocker 
for  the  store  is  sure  to  be  the  result  of  exaggera- 
tion. For  special  sales  and  events  we  always  have 
the  ads.,  windows  and  show  cards  work  together. 
For  instance,  last  month  this  idea  was  carried  out 
with  good  results.  The  windows  had  everything 
priced  with  yellow  tickets  to  correspond  with  the 
tickets  on  counters  and  cases  throughout  the  store 
— the  goods  that  were  advertised  were  shown  in  the 
windows  at  the  same  time  as  the  ad.  appeared. 


store  of  D.  E.  .Macdi.riald  iSc  Bros..  Giielpli.     'J'Iutc  jui-  two  cnlranics  willi  Iwn  windows  on  each  side.     t)no  window   is  reserved   for 
men'B  wear  lines  exclusively.     View  shows  a  shipment  of  wallpaper   in    which   the  store  has  a  strongly  specialized  department. 
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Inspects  Merchandise  Himself. 

In  ample  time  before  the  advertisement  is  to 
appear,  I  collect  from  the  buyers  the  items  to  be 
featured,  and  if  possible  inspect  the  merchandise 
myself.  Some  of  the  copy  furnished  by  depart- 
ment managers  is  carefully  studied  out  and  cleverly 
written  and  can  go  into  copy  without  changing  a 
word.  We  keep  a  mailing  list  for  each  department, 
and  use  this  means  quite  frequently. 

I  never  miss  an  opportunity  to  visit  the  larger 
cities,  because  that's  where  we  get  fresh  ambition 
and  new  ideas. 


Mr.  Kickley  has  won  several  prizes  for  windows. 
Two  years  ago  he  secured  second  in  a  Hermsdorf 
hosiery  display  contest  which  was  open  to  all  trim- 
mers, and  he  has  frequently  been  awarded  prizes  in 
the  Review's  monthly  competition,  open  to  the 
window  trimmers  of  Canada.  At  the  organization 
meeting  of  the  Canadian  Window  Trimmers  he  was 
elected  second  vice-president. 


Farmham  Board  of  Trade 

Farnham,  Que.,  has  established  a  Board  of 
Trade  with  the  intention  of  uniting  the  business 
men  of  the  town  so  as  to  make  the  advantages  of 
Farnham  known  to  the  outside  world  as  a  suitable 


ROBKKT  C.    WILKIXS 

Overall  manufacturer,  elected  President 
of  Farnham  Board  of  Trade. 


location  for  manufacturers  and  also  for  their  own 
benefit  and  protection.  The  officers  of  the  Board 
axe: Robert  C.  Wilkins,  president;  James  Desnoy- 


ers,  dry  goods  merchant,  1st  vice-president;  W.  S. 
McCorkill,  2nd  vice-president;  P.  W.  Jutras,  secre- 
tary-treasurer. 

Council — A.  E.  D'xirtois  and  Alf.  Desautels,  gen- 
eral merchants;  John  Wilson,  E.  E.  Turner. 

With  officers  such  as  these  there  is  no  doubt  of 
the  success  of  the  Farnham  Board  of  Trade. 


All  Departments  on  One  Floor. 

The  store  of  Dillon  &  Shaw,  Castor,  Alta.,  was 
first  started  in  Williston  about  one  and  one-half 
miles  from  Castor,  but  when  Castor  lots  were  sold  in 
July.  1909.  l)usiness  was  moved  to  present  .site.  The 
firm  carry  on  a  general  lousiness  in  dry  goods,  men's 
furnishings,  house  furnishings,  boots  and  shoes, 
crockery  and  groceries,  and  have  a  turnover  of 
$150,000  a  year. 

The  active  partner  of  the  firm,  Geo.  M.  Dillon, 
vA'as  elected  mayor  of  Castor  two  months  ago. 

All  departments  of  the  store  are  arranged  on  one 
floor  and  an  examination  of  the  accompanying 
plans  and  photos  shows  how  effectively  this  has  been 
done  in  order  that  different  sections  may  be  easy 
of  access  to  customers. 

Castor  is  the  fourth  largest  town  in  Alberta  at 
the  age  of  two  and  one-half  years.  Its  site  in  1909 
was  an  undulating  prairie.  To-day  the  town  has 
2,000  people.  It  is  surrounded  by  an  excellent 
mixed  farming  district. 


Backgrounds  of  Veneer. 

Conchuled  from  page  10.3. 

By  cutting  such  very  thin  layers  from  the  log  it 
is  possible  to  give  a  repetition  of  the  plume  or  grain, 
making  a  figure  in  each  panel,  and  it  is  this  match- 
ing which  adds  to  the  beauty  and  exclusiveness  of 
each  hackground.  By  combining  woods  and  colors 
of  wood  finishes  some  highly  effective  period  and  de- 
corative schemes  are  obtained,  either  inlaids  or  solid 
panel,  equal,  if  not  superior  in  appearance  and  finish, 
and  practically  a  solid  wood  panel. 

Window  trimmers  in  planning  new  backgrounds 
of  veneer  for  Spring  openings,  are  carrying  out  many 
original  ideas.  It  is  also  practical  to  finish  window 
display  fixtures  with  veneer  wood  to  match,  there- 
by securing  perfect  harmony. 

It  is  estimated  that  the  cost  is  one-fifth  as  much 
as  for  solid  mahogany.  Exactly  the  same  window 
facilities  are  possible,  and  the  reflection  of  light  is 
fullv  retained. 
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How  a  Western  Merchant  Arranged  His  Men's  Wear  and  Other 
Departments  on  One  Floor  in  a  Store   50  x   75   Feet 


TS  FE^r 


iy-S       FEET 


Bto5i    Goods  Si/lrJ  L_'-n«r,5  StajDlcs.  pur  n  i  s  b 'rj  g  S 


Floor   plMii   of   I'illiiii   <\:    Sliaw   store.   Castor,  Alberta.      Note  arraugemeiit,  all   (lepartiiieiit>^ 

in   rear. 


being  on  one  floor,  with  large  warehouse 


Men's  Wear  section  of  the  Dillon  &  Shaw  store,  Castor,  Alberta.    This  view  is  interesting  when  It  is  considered  that  all  departments 

are  arranged   on    niic  floor. 
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Twenty- Six  Valuable  Prizes 

First  Annual  Contest — August  1912 

Canadian  Window  Trimmers^  Association 

Awards  to  be  made  at  the  Toronto  Convention 

Handsomely  Engraved  Silver  Loving  Cup.       Five  Gold  and  Silver  Medals. 
Air  Brush.       Special  Manufacturers'  Awards. 


Terms  of  Contest 


All    members    of    the    Canadian   Window    Trimmers'   Association  are  eligible  to  enter  in   any  class  without  restric- 
tions,   except    that    no    trimmer    can    enter   a    class    in   a  city  of  less   population   than  that  stipulated. 

Any   number   of   photogrraphs  can    be   submitted,  but    one    view    only     is    necessary     to    enter    competition    in    any 
class. 

Photographs    must    be    of    this    year's    work,    and  must  not  have  been  submitted  in  any  other  contest  or  published 
elsewhere. 

All    photographs    to    be    forwarded   to    the    secretary    at    time    goods    are    displayed    to    be    filed    for    Grand    Prize. 
Pictures   will   be  returned  to  contestants  after  the   Convention,   it  requested,  except   classes   10   and    12. 

Contestants   must   give   detailed   description  of  windows,    color    scheme    and    general    plan,    cost,    etc.,    marked    on 
back    with    name   and    address,   and    whether    for   Annual   Contest.      Class   number   must   also   be  designated. 

.4.11    windows,  unit  trims  or   show   cards   to   be   availal>le    for    publication    in    Dry    Goods    Review. 

Contest  Closes  August  1st,  19  1 2. 


Importance  of  Awards.  -  Points  Considered 

All  Decorators  and  Cardwriters,  aiming  at  proficiency  or  better  results 
will  submit  photographs  in  different  classes  because  each  award  stands  for 
individual  success  and  distinction.  The  honour  to  be  gained  is  valuable.  To 
receive  a  prize  in  any  of  these  classes  it  is  assured  trimmers  they  must  submit 
their  best  work  and  efforts  to  gain  such  distinction.  Each  award  is  a  lasting 
testimonial,  designates  a  premier  position  and  is  considered  as  such  by  competent 
judges  and  fellow  trimmers. 

Prizes  will  be  beautifully  designed  and  engraved  with  trimmer's  name, 
date,  class  or  proficiency  it  represents.  Every  trimmer  has  an  equal  chance 
in  competing  with  trimmers  working  under  similar  conditions,  windows, 
appropriations  and  merchandising  schemes.  Compete  for  Grand  Prizes  and 
Special   Prizes    and    send    along   photographs. 

In  judging  windows  submitted,  the  judges  appointed  by  the  Prize  and 
Reception  Committee  will  be  disinterested.  Each  display  is  to  be  considered 
as  to  its  merits  under  the  conditions  implied  in  each  class.  Three  trimmers 
of  recognized  authority  will  be  appointed  judges  and  will  award  prizes  for 
attractiveness,  originality,  selling  merit  and  general  effect  gained  for  merchandise 
shown,  relative  to  the  different  competitions. 

Please   mention   Tlie  Ilcvieiu   lo  Advertisers  and   Their  Travehrs. 
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Classification  of  Prizes: 

Annual  Grand  Prize — Silver  Loving  Cup,  presented  by  Dry  Goods  Review 

Class   1 — Silver  loving   cup,   suitably   engraved,   for   the   best   collection   of   good   or   original    window   and   unit   trim 
photographs  submitted  by  contestants  during  the  year.     Cup  to   become  property   of  the   winning  decorator  each  year. 


Original  Windows 


Class  2 — Open  to  all  trimmers  in  cities  of  100,000 
or  over. 

1st    Prize — Gold    Medal. 
2nd  Prize — Silver  Medal. 

For  the  best  window  of  the  year  showing  most 
beautiful   and    original   Itaelcground   and   groupings. 

Merchandising  Windows 

Class  4 — Open  to  all  trimmers  in  towns  and  cities 
up  to  50,000. 

1st    Prize — Gold    Medal. 
2nd   Prize — Silver  Medal. 

For  the  best  display,  merchandising  or  business- 
bringing  windows  judged  by  sales  and  effective  arrange- 
ment for  such  event. 


Holiday  or  Opening  Windows 

Class  3 — Open  to  all  trimmers  in  cities  from  50,000  to 
100,000. 

1st    Prize — Gold    Medal. 
2nd  Prize — Silver  Medal. 

For   best   holiday   or  opening   window,    millinery   and 
ready-to-wear   display. 

Men's  Wear  Windows 

Class  5 — Open   to   men's  wear  trimmers  of  Canada. 


1st    Prize 
2nd   Prize 


-Gold   Medal. 
-Silver  Medal. 


For  best  men's  wear  units  and  furnishing  tables  or 
windows  dressed,  showing  arrangement  of  units  in 
completed    trim. 


Cardwriters*  Grand  Priz  — Air  Brush,  donated  by  Paasche  Air  Brush  Co.,  Chicago 

Class  6 — Fountain  Air  Brush.  Model  F.,  for  best  collection  of  show  cards  and   practical  tickets  submitted  by   con- 
testant showing  work  used   in   actual  merchandising. 


Floral  Decorations 

Class  7 — Open  to  all  trimmers. 

1st     Prize — $10.00     in     cash. 
2nd   Prize — $5.00   in   cash. 

Awarded  by  Botanical  Decorating  Co.,  Chicago.  For 
best  window  or  interior  decoration  trimmed  with  artifi- 
cial   flowers. 

Unit  Trims 

Class  9 — Open  to  all  trimmers. 

1st    Prize — $10.00. 
2nd    Prize — $5.00. 

Awarded    by    Clatworthy  &  Son,  Ltd.,   Toronto.      For 

best    unit    trims    or    displays  on    metal    fixtures     (dry 

goods  or  men's  furnishings)  and     combined     arrange- 
ment  of  same. 

Background  Suggestions 

Class  11 — Open  to  all  trimmers. 

1st    Prize — Brass    candlesticks. 

Awarded    by  Toronto   Brass   Mfg.  Co.,   Toronto.     For 

best   practical   background   suggestion   or  period   setting. 

Best  arranged  Men's  Wear  Store 
or  Clothing  Department. 

Class  13 — Open  to  all  trimmers. 
1st  Prize- $10.00 
2nd  Prize    $5  00 

Awarded  by  Taylor  Manufacturine  Co.,  Hamilton,  for 

best  Men's  Clothing  Section  or  Exclusive  Men's  Wear  Store 
equipped  with  Taylor-Made  Rack  System. 


Original  Drape  or  New  Form 

Class   8 — Open    to  all   trimmers. 

Prize — Gold-headed    cane. 

Awarded  by  Dale  &  Pearsall,  Toronto.  For  best 
original  drape  on  any  of  their  fixtures  or  forms,  or  for 
new  model  stand  and  drape  suitable  for  commercial 
purposes. 

Best  Dressed  Show-cases 

Class    10 — Open    to   all   trimmers. 

1st  Prize— Gold    Medal. 
2nd    Prize — Silver   Medal. 

Awarded    by    Jones    Bros.    Co.,    Ltd.,    Toronto.      For 

best  dressed  showc.-ise.   any  line  of  merchandise  in  cii.-^es 
manufactured   by    this   firm. 

Best  Show  Case  Display 

Class  12 — Open  to  all  trimmers. 
1st  Prize— $10.00. 
2nd   Prize — $5.00. 

Awarded  by  Joseph  R.  Wilson,  Toronto.  For  liest 
counter  or  case  displays  fitted  with  (Essex)  S.  X.  dis- 
pl.iy    r.-icks.     Any   suitable  line   of  merchandise. 

Best  arranged  Ready-to- Wear  Showroom. 


Class    U— ()|] 


■n  to  all  trimmers. 
1st  Prize— SIO.OO 
2nd  Prize-$5.00 


Awarded  by  Taylor  Manufacturingr  Co.,  Hamilton,  for 

best  Women's  Kcady-to-Wear   Department    equipped   witli 
T.iylor-Made  Rack  System. 


Scenic  Background  Prizes,  awarded  by  Calkins  Studio,  Chicago 

Class    15 — Open    to    all    trimmers. 

1st     Prize — $25.00. 
2nd     Prize — $15.00. 

For  the  most  effective  window  trim  or  store  interior    decorations    submitted,    using    scenic    effects,    no    stipulation 
being  made  as   to   whom   scenic  effe<'ts   are   made  by. 


Canadian  Window  Trimmers'  Association 


143  University  Ave. 


Toronto 


ADDRESS     ALL     COMMUNICATIONS     TO     THE     SECRETARY 
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24  ft.  wall  case  on  north  side,   Marks  &  Price  new  men's  wear  store  for  collars,    neckwear,    shirts  and  accessories— Double  slide 
panel  doors  and  centre  stand  for  cash  register  with  mirror  background. 

Marks    (^    Price     Open     Men's    Store 


New  Establishment   has  Corner   Location  on  Yonge  Street,   Toronto — Manned  by 
Specialists — Description  of  Display  Facilities — Fire-place    and    Settee    Introduced. 


MARKS  &  PRICE,  a  new  firm  handling  "Fit- 
rite"  clothing  and  men's  high  class  furn- 
ishings, are  opening  a  splendidly  equip]ied 
store  at  the  north-west  corner  of  Yonge  and  Ger- 
rard  streets,  Toronto.  They  expect  to  be  ready  to 
open  their  doors  for  the  Spring  season  between  now 
and  March  1st. 

The  principals  of  this  partnership  are  thorough- 
ly conversant  with  the  demand  of  city  clientele. 

J.  M.  Marks  has  successfully  conducted  a  special- 
ty merchant  tailoring  shop,  corner  Yonge  and  McGill 
streets,  for  the  past  eight  years.  He  was  for  nine 
years  cutter  for  Score's,  King  street.  This  experi- 
ence and  business  connection  will  be  applied  to  ad- 
vantage in  the  new  store. 

Stewart  Price  has  had  ten  years'  experience  as 
salesman  and  manager  in  the  Dunfield-Bellinger 
stores.  Latterly  he  had  charge  of  the  clothing  sec- 
tion of  their  new  branch,  corner  of  Yonge  and 
Buchanan  streets.     He  is  a  specialist  on  furnishings 


and  clothing  styles,  fitting,  merchandising  and  sell- 
ing. 

The  new  clothing  and  haberdashery  shop  is  22x 
110  feet  with  two  display  windows,  with  one  of 
them  facing  both  streets.  (See  plan).  A  workroom 
21  ft.  X  40  ft.  on  the  second  floor  is  served  by  side 
and  rear  window  lights  and  well  ventilated.  Modern 
appliances  and  machines,  pressing  taljles,  etc.,  have 
been   installed. 

Aids  to  Salesmanship. 
Interior  fixtures  in  all  departments  are  cleverly 
planned  to  make  best  use  of  space  and  layout  as  an 
aid  to  salesmanship.  On  first  view  a  general  colon- 
ial effect  is  given  by  a  series  of  arches  with  pillar 
supports,  dividing  the  store  into  those  sections  de- 
voted to  men's  furnishings,  suits,  overcoats  and 
piece  goods.  All  cases,  tables,  counters  and  wood- 
work are  in  quarter  cut  oak,  as  a  most  satisfactory 
background  to  display  goods.  All  metal  parts  are 
burnished  brass  or  nickel. 
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Marks  &  Price  new  men's  wear  store,  corner  Yonge  and  Gerrard  Stieets    peneial  plan,  showing  fixture 
layout  and  departments— size  22  x   IIU  feet. 
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Interior  %iow  new  Marks-Price  store  and   arrangement  (  f  fixtures  showing    wall  cases   and 
wardrobes.    Note  flrep  ace  on  left. 


Had  Fixtures  Arranged. 

Tho  cases  and  wall  fixtures  are  i)articularly 
adapted  to  the  several  purposes  for  which  they  are 
intended  and  combine  several  practical  and  distinc- 
tive improvements.  The  first  section,  inside  the 
door,  is  reserved  for  men's  furnishings.  There  are 
two  imhvidual  display  wall  cases  for  ties,  shirts,  col- 
lars and  hosiery  built  to  conserve  space.  A  novel 
departure  is  a  gas  log  grate  with  slanting  mirror 
above  the  mantlepiece  for  demonstrating  neckwear. 
A  corner  .settee  and  table  of  current  magazines  is 
furni.shed  as  a  rest  or  waiting  room. 

Three  all-glass  floor  cases  elevated  on  carved  VI- 
inch  legs  have  been  chosen  for  the  floor. 

Fully  eighty-five  feet  of  clothing  wardrobes  are 
necessary,    and   those   installed   are   duplex   cabinet 


style  with  a  slide  drawer  for  reserve  stock.  This 
locker  fits  in  under  each  rack.  One  size  of  each 
style  of  garment  only  is  hung  on  a  rack,  while  sur- 
plus stock  is  immediately  available.  Space  otherwise 
lost  or  faced  with  panels  is  used  to  good  i)urpose. 
The  cases  are  finished  inside  as  well  as  out  by  the 
manufacturers  and  present  a  very  fine  appearance. 

A  cloak  cabinet  for  employes  is  fitted  up  near 
the  centre  ot  the  store  and,  almost  opposite  each 
other,  are  two  good-sized  fitting  rooms.  Two  tripli- 
cate mirrors  sinmlate  dooi's  to  lockers  and  have  re- 
flecting mirrors  opposite.  This  section  is  for  men's 
suits  and,  l)eyond  the  arch  space  is  reserved  for 
overcoats.  A  large  showroom  16  ft.  x  22  ft.  is  laid 
out  at  the  rear  for  the  tailoring  department,  cut- 
Concbided  on   next  page. 
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Several  uniiiue   ideas  are  carried  out ;  one  being  the  introduction  of  a  lirei)lacc.   willi    Mltce,   iiiaKazinc  table,  etc. 
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Stripe    Effects    are    Strong 

They  are  Featured  Prominently   in   Materials 

Selected  for  Next  Fall  and  "Winter  —The  New 

Overcoatings. 

WHOLESALERS  and  niakers-up  of  men's 
and  boys'  clothing  have  about  finished 
the  phicing  of  orders  for  cloths.  In 
selecting  suitable  materials,  the  tastes  of  many 
leading  manufacturers  appear  to  be  along  the  same 
line. 

Suiting  materials  featuring  stripe  effects  in  tans, 
browns,  and  greys,  constitute  the  bulk  of  the  sales. 
Browns  have  been  taken  by  all  the  clothing  houses 
that  make  ready-to-wear  garments.  Some  orders 
consisted  of  four  browns  out  of  five  numbers,  while 
others,  consisting  of  ten  or  twelve  numbers,  contained 
at  least  eight  brown  or  tan  cloths.  This  shows  at  a 
glance,  the  trend  of  opinion  in  regard  to  business  for 
Fall  and  Winter  1912-13. 

Greys  have  been  taken  to  a  moderate  degree; 
enough  being  introduced  among  the  selections  so  as 
to  constitute  a  liberal  variety  of  color  and  patterns 
showing. 

Stripes  all  the  way  from  a  fraction  of  an  inch  to 
an  inch  or  wider,  are  among  the  selected  lines.  The 
self-colored  striped  effects  are  very  marked  on  look- 
ing over  the  outlay.  Where  a  stripe  is  shown  in  a 
contrasting  color,  the  contrast  is  very  mild,  all  sharp 
contra.'^ts  being  for  the  most  part  eliminated.  As 
these  selections  featured  those  of  the  foremost  cloth- 
ing concerns,  it  is  unnecessary  to  emphasize  the  im- 
portance of  the  foregoing  in  regard  to  what  will  be 
seen  among  leading  clothing  samples  in  the  near 
future. 

Moss  Effects  in  Overcoatings. 

Overcoatings  featuring  the  "moss"  effects,  are 
very  prominent  in  these  selections  for  Fall  and  Win- 
ter. Diagonal '  effects,  beaver  and  melton  finishes, 
are  particularly  good.  In  looking  over  the  favored 
lines  shown  by  one  large  manufacturing  house,  at 
least  60  per  cent,  of  the  overcoatings  featured  these 
effects. 

The  moss  effects  are  a  modification  of  the  nap- 
ped features  which  are  shown  in  various  lines  of 
cloths  for  men  and  women.  While  the  napped 
materials  will  be  popular  in  certain  departments, 
the  moderate  "moss"  effects  will  be  favored  by  the 
great   cla.=s   of   popular-priced    garment   buyers. 

Diagonal  effects  shown  in  high-class  numbers,  are 
also  given  a  prominent  place  in  the  popular  list.  But 
it  is  principally  in  the  better  lines  that  these  cloths 
are  featured  to  the  full  effect  of  color  and  pattern 
make-up.  Of  course  the  cheaper  lines  contain  as 
many  varieties  of  patterns  and  colorings  as  do  the 
better  grades,  but  the  rich  tone  of  the  "quality"  line 
is  absent. 


The  Color  Range. 

It  must  not  be  supposed  by  the  foregoing,  that 
lirowns  and  greys  are  the  whole  line.  These  make- 
ups are  only  the  style  trend  for  the  sea.sons.  A  part 
from  these  colorings,  there  is  the  usual  large  assort- 
ment of  checks,  stripes,  plains  and  mixed  cloths  in 
all  colors  and  qualities. 

Navys,  in  plain  and  pin  striped  effects,  are  shown 
in  the  picked  assortments.  Broken  checks  in  all 
sizes,  from  the  small  shepherd's  plaid  to  the  inch  size, 
are  all  more  or  less  prominent. 

The  overcoating  trade  is  gaining  from  year  to 
year.  Many  high-grade  garments  are  now  being 
manufactured  by  ready-to-wear  hou.ses. 

It  should  not  be  omitted  that  a  soft  moss  green 
shade  is  introduced  in  many  of  the  overcoatings.  In 
fact,  green  is  quite  a  popular  shade,  being  mentioned 
in  the  majority  of  popular  lists  of  colors  in  various 
departments. 

Marks  &  Price  Open  New  Store. 

(Vmtiuued   from   page   111. 

ting  table,  display  tables  and  shelving  with  part  for 
office  and  business  desks. 

The  Lighting  System. 

In  the  artificial  system  of  lighting,  windows  are 
supplied  from  holoplane  lamps  and  refiectors  throw- 
ing a  general  light  downward.  Each  window  is  fit- 
ted also  with  rich  glass  globes  hung  on  three  chains 
but  reflecting  upward  and  semi-direct.  This  is  a 
satisfactory  plan,  as  clear  even  light  is  ohtained  that 
does  not  dazzle.  Store  lighting  is  ample,  being  a 
series  of  large  frosted  bulbs  suspended  on  bars 
series  of  large  globes  hung  on  chains  identical  with 
those  used  by  Rogers  Peet,  New  York,  and  other 
large  departmental  or  exclusive  men's  wear  stores. 

The  walls  of  the  store  are  covered  with  green 
burlap  to  oak  moulding,  and  completed  with  a  paper 
of  brown  medallion  leather  effect  to  the  ceiling 
which  is  done  in  natural  ingrain. 

A  Propitious  Name. 

Altogether  this  is  a  well  arranged  store,  which, 
when  stocked,  will  lie  among  the  finest  exclusive 
men's  wear  .'ihops  in  Toronto,  both  as  regards  to 
equipment  and  class  or  quality  of  stocks. 

Marks  &  Price  will  be  in  a  position  to  cater  to 
a  select  trade  and  if  the  firm  name  is  any  suggestion 
of  foresight  in  conducting  an  aggressive  business 
there  should  l)e  no  doul)t  of  its  sncce&s. 


Prizes  For  Good  W^ork 

See  announcement  of  window  trimmers'  prize 
competition  on  pages  108  and  109  of  this  paper. 
It  contains  information  of  paramount  interest  to 
window  trimmers  and  card  writers. 
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Miller  Brand  Washable 
Clothing  Leads 

We    Specialize   on    Militia    and    Cadet    Uniforms 

and  all  duck  clothing  for 

Barbers,      Waiters,     Cooks,      Butchers,     Dentists,      Doctors, 
Bartenders    and    Porters 

Full  Dress  Vests  Abattoir  Coats 

Fancy  K^ests  Surgeons'  Gowns 

Duck  Band  Uniforms  Ladies'  and  Men's  Auto 

Hospital  Linen  Supplies  Coats  and  Dusters 

Club  and  Hotel  Linen  Supplies      Duck  Pants 

Carpenter,  Butcher  and  Waiter  Aprons 

Boy  Scout  and  GirllGuide  Uniforms  andlAccessories. 
Anglican  Choir  Vestments  and  Geneva  Choir  Gowns. 

Write  Dept.  No.  1  for  illustrated  Catalogue, 

The  Miller  Mfg.  Company,  Ltd. 


251-253  Mutual  Street, 


TORONTO 


Please  mention  The  Review  'c  Advertisci-s  and   Tlicir   Travelers. 


Bird-of-a-Sale,    Unique    Clearance    Idea 

How    L.    R.    Tobey    Played    Up    a    Suggestion    Obtained    From    a    Cartoon 

—  Considerable     Work     and     Expense    Involved,    but    it     Paid —  Constables 

Had    to    Keep    Crowds    Back  —  Some     Remarkable    Value    Features. 


M^\NY  readers  of  the  Men'^  AVear  Review 
have  undoubtedly  noted  that  during  the 
past  month  several  merchants  have  been 
using  a  very  unique  advertisement  as  the  vehicle  of 
an  equally  unique  idea  in  January  clearance  events, 
"A  Bird  of  a  Sale."  It  was  a  Tobey  advertise- 
ment, and  like  almost  every  piece  of  advertising  or- 
iginating in  the  store  of  the  "Two  T's,''  Hamilton. 
it  was  designed  to  command  attention  in  an  unusual 
way.  By  playing  up  a  strong  expression  to  the  last 
notch,  the  advertisement  luay  be  said  to  have  set  at 
naught  some  essentials  of  so-called  dignified  adver- 
tising. It  ignored  all  grooves  and  shattered  .some 
traditions  as  regards  layout,  material  and  general 
construction.  The  results,  however,  seem  to  have 
justified  the  means. 

Cartook  Suggt^sted  It. 

L.  R.  Tobey,  author  of  the  advertisement,  states 
that  he  obtained  the  idea  from  a  cartoon  that  he 
.saw  some  time  ago  in  an  American  paper,  when  a 
politician  was  cartooned  as  a  bird.  He  seized  the 
idea,  and  he  made  up  his  mind  that  he  would  call 
his  sale  for  January,  1912,  "A  Bird  of  a  Sale." 

"Four  years  ago,"  he  states,  "I  held  a  sale  here 
called  the  'Green  Seal  Session,'  and  put  a  booklet 
into  every  farmer's  home  who  owned  property  with- 
in forty  miles  of  Hamilton,  and  in  every  home  in 
Hamilton.  Two  years  ago  I  sprung  another  called 
'The  Whale  of  a  Sale,'  and  did  the  samfe  thing. 

The  Work  Entailed. 

''This  year  I  sprung  this  sale  the  Saturday  be- 
fore New  Year's.  I  had  9,000  envelopes  printed  in 
a  private  printing  office,  where  nothing  would  leak 
out.  In  giving  in  the  copy,  I  dated  the  sale  to  start 
January  15th,  and  end  February  15th,  and  just  be- 
fore the  booklet  went  to  press  I  gave  the  correct 
dates. 

"As  the  Italian  says:  'He  getta  the  business.'  I 
addressed  eight  thousand  of  those  booklets,  covering 
the  whole  district  outside  of  Hamilton,  put  stamped 
stamps  on  them,  sorted  them  all  out  according  to 
the  post  office,  had  all  this  work  done  up  at  my 
home,  and  on  Thursday,  December  28th,  handed 
them  in  the  post  office,  and  all  they  had  to  do  was 
to  place  them  in  the  bags.  I  guess  it  was  the  first 
time  mail  was  ever  turned  in  in  that  condition ;  but 
Christmas  week  is  a  busy  week  in  Hamilton  post 
office,  and  forethought  and  courtesy  wins  with  every- 
body. 


To  6,000  Homes. 

"T  had  six  thousand  of  these  booklets  delivered 
to  six  thousand  homes  on  Friday,  by  a  delivery  com- 
pany, and  sent  seven  hundred  to  men  having  tele- 
phones throughout  the  city  of  Hamilton,  including. 
banks,  factories,  etc.,  and  the  returns  have  been  im- 
mense. 

"For  the  opening  day  I  ran  four  specials.  The 
first  was  announced  No.  1 — Boys'  '^n  suits  for  50c.  I 
bought  them  for  75c.  a  piece.  They  were  plain 
trousers,  not  bloomers,  but  good  value.  Announce- 
ment No.  2 — Boys'  two-piece  suits  at  a  dime.  A 
wholesale  firm  that  I  do  l)usiness  with  gave  me  those. 
Announcement  No.  3 — Men's  .$7.50  j^uits  for  75c. 
Those  were  some  suits  that  cost  me  $3.75  each. 

"I  took  a  half  page  in  one  of  the  papers  instead 
of  a  page,  and  that  $30  went  as  advertising. 

"The  overcoats  at  $3.50  were  certainly  good;  U 
bought  them  for  $3.50.  Table  No.  14  at  25c.,  was 
.stiff  front  shirts  and  soiled  goods,  odds  and  ends  that 
were  no  good  to  us,  but  good  value  for  people  after 
they  wei'e  washed. 

Store  Was  Jammed. 

"When  we  opened  our  doors  in  the  morning,  in 
five  minutes  the  place  was  jammed.     You  never  saw 

RARE  BIROS  THAT  WE  HAVE  KNOWN 

.=^  A  BIRD  .^^^^ 

or  A 

SALE 


Booklet  issued  to  selected 
list  of  customers,  coutaiuing 
an  array  of  values.  Although 
the  cut  does  not  show  it,  the 
name  of  each  bird  Indexes  a 
page  of  the  booklet. 


THE  KINGFISHER, 
shy  bird,  may  be  seen  o 
Thames^  England  ;  lives 
This  IS  Uie  bird  we  lia> 
blem  {or  onr  sale.  We 
and  It  IS  ihe  Kinijoi  liar 
fisher  uses  no  bait,  or  d( 


.-eth  seven  inches,  a- 
the  upper  part  of  the 
fish  it  catches  itself, 
ielected  for  the  em- 
fisliinR  for  business, 
Dn  sales.  The  King- 
e,  just  straight  busi- 


(J,  THE  KINGFISHER  ^j, 

r         THE    DO    DO  I. 
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GOOD  GOAT  LININGS 

ARE   ESSENTIAL 

IF  YOU  WISH  TO  PLEASE  YOUR  CUSTOMERS 


m 

(Copyriihtl 


Showcarda  or  BooKleta  if  deiirei  may    be   hadby 
applying  tlirough  Wholesale  Importing  Houses. 

PA  TTERNS     SHO  WING    EITHER 
FINISH  can   be  had  on   application   to 

THE  BRADFORD  DYERS' 
ASSOCIATION,  Ltd. 

39,  Wall  Street  ii         BRADFORD 


Ii 


m 


m 


Pat.  Feb.  20,  1906 
"  May  5,  1908 
"  Oct.  27,  190h 
"     Oct.  27.  1908 


PERFECT  FIT 


that  ensures  the  hiKhest  degree  of  comfort  and 
the  neat  appearance  indispensable  to  every  well- 
dressed  man  goes  with  the  KantKrack  Collar. 
The  patent  flexible  lip  receives  the  strain  in  front 
and  the  patent  slit  in  the  back  prevents  the  an- 
novinsi  pressure  on  the  neck  from  tl  e  back  button. 
The 

COATED  LINEN  FABRIC 

gives  all  the'  distinction  of  the  finest  linen  collar 
and  makes  the  cheapest  of  all  collars  to  use.  A 
quick  rub  every  morning  with  a  wet  sponge  keeps 
it  ever  new.     Handle  the  KantKrack. 

MADE  IN  CANADA  BY 

THE 

Parsons  &  Parsons 

CANADIAN  CO. 
Hamilton  ::  Ontario 
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anything  like  it  in  your  life.  Men  and  women 
fought  to  buy  stuff.  We  had  the  door  locked  more 
than  a  third  of  the  day.  We  took  over  a  thousand 
people  out  the  back  way. 

"To  sell  the  $3.50  overcoats  we  put  a  salesman 
in  our  fitting  room,  piled  the  coats  on  the  floor,  and 
let  the  customers  in  one  at  a  time.  Altman's  neck- 
wear traveler,  of  New  York,  held  the  door.  A  big, 
husky  ex-policeman  stood  at  the  door,  and  said  he 
would  spoil  anyone  that  went  in  until  he  was  called. 
One  fellow  stood  up  in  my  office  to  take  the  money, 
and  another  clerk  to  wrap  up  the  old  coat.  The  total 
sales  of  all  this  cheap  stuff  wouldn't  come  to  over 
$300,  sellino-  it  right  out,  and  the  balance  of  money 
that  we  took  in  was  all  reduced  regular  stock,  as  ad- 
vertised in  the  booklet.  We  will  not  tell  you  how 
nuicli  money  we  took  in,  or  you  migiit  think  the 
lyre  bird  was  working  on  our  brain,  or  you  might 
think  it  was  Eaton's,  of  Toronto. 

"Ton  know,  we  add  a  Ijird  each  week.  The  first 
week  a  crow,  the  .second  week  a  lyre  l)ird,  and  thi- 
week  the  stork.  The  business  kept  up  steadily,  and 
it  was  the  greatest  sale  in  our  history. 

It  Was  a  Catchy  Name. 

"The  two  Macks,  of  Ottawa,  put  this  sale  on,  and 
it  took  four  policemen  to  keep  the  crowd  in  order. 
"The  .name  'Bird  of  a  Sale'  seemed  to  catch  on. 
and  then  you  must  l)ack  it  up.  The  name  is  copy- 
righted, but  I  will  be  pleased  to  send  any  merchant 
the  whole  lay-out,  cuts  and  copies  of  the  ads.,  and 
it  will  cost  but  very  little  money.  Any  man  who 
will  handle  it  according  to  instructions  will  stir  up 
his  town  or  city  as  it  was  never  stirred  up  before. 

Cost  of  the  Sale. 

"Now,  the  cost  of  this  sale.  Drawing  and  125 
posters  for  billboards  and  outside  and  inside  of  the 
store,  $130.  9,000  envelopes  at  $3  per  M,  $27.  Nine 
thousand  postage  stamps,  $90.  Frames  and  covering 
frames  for  inside  and  outside  of  the  store,  $25. 
Delivering  booklets  around  the  city,  $11.75.  Cuts, 
$8;  cards  and  price  tickets  for  the  goods  and  (»n  the 
tables,  $26.30;  constables  to  watch  the  store  whili' 
the  sale  was  on  for  the  opening  day  and  the  follow- 
ing Saturdays,  $30.  Newspaper  advertising  for  tlie 
opening  day,  $214.  Total  $562.05;  deducting  the 
$30  for  constables,  made  $532.05  expense  before  we 
opened  our  doors  Saturday  morning,  and  it  paid. 

Merchant  Must  See  Big. 

"It  requires  some  nerve  to  lay  out  that  nuich 
money  on  a  chance,  but  I  never  went  at  a  sale  right 
but  what  we  had  wonderful  success.  If  you're 
small,  your  buyers  will  not  be  able  to  see  any  larger 


or  farther  than  you.     If  you  see  big,  you  can  make 
the  public  see  big. 

"Of  course,  we  have  been  running  a  lot  of  ad- 
vertising .space  each  week  since,  that  is  not  counted 
in  this  amount  above.  That  was  just  the  initial 
co,st." 

Kingfisher  the  Emblem. 

Tbe  cut  forming  the  central  figure  of  the  ad- 
vertisement is  a  cartoon  of  Mr.  Tobey.  He  represents 
himself  as  a  Kingfisher  with  a  fish,  "the  public,"  in 
its  bill.  A  paragraph  from  the  advertisement  ex- 
plains: "The  Kingfisher,  length  7  inches,  a  shy 
bird,  may  be  seen  on  the  upper  part  of  the  Thames, 
England ;  lives  on  fish  it  catches  itself.  This  is  the 
bird  vvc  have  selected  for  the  emblem  of  our  sale. 
We  are  fishing  for  business,  and  it  is  the  King  of 
Hamilton.  The  Kingfisher  uses  no  bait,  nor  do  we; 
just  straight  Invsiness." 

Tlic  -ale  opened  at  9  a.m..  Saturday,  December 
30th,  and  ended  January  30th.  Each  week  a  new 
bird  with  pointed  descriptive  matter  was  introduced 
in  the  advertisement.  The  sale  was  so  arranged  that 
at  certain  hours,  values  of  a  very  attractive  character 
were  offered.  For  example — "At  2.30  in  the  after- 
noon we  will  sell  ten  men's  $7  tweed  suits  for  75 
cents  each.  These  suits  must  l)e  worn  out  of  the 
.store." 

"At  9.15  Saturday  morning  we  will  .sell  fifty 
boys'  and  youths'  three-piece  short  pant  suits. 
Cheapest  in  the  lot  $5.  Bird-of-a-sale  price  50  cents. 
Only  one  suit  to  a  customer." 

These  values  explain  the  rush  of  business.  Hav- 
ing drawn  the  crowd,  the  clearance  prices  on  regular 
lines,  backed  up  by  proper  salesmanship,  did  the 
rest. 


-A  BIRD  OF  A  SALE- 

Commencing  Friday,  January  5th,  at  9  o'clock  and  Ending  January  3 1  it 

At  W.  C.  BBCC  &  COMPANY'S  BICSTORE. 


A  BIRD 

OK  A 

SALE 


W.  G.  Begg  &  Company    ziy^^ 


How  "The  Bird  of  a  Sale"  idea  has  been  adopted  by 
merchants  in  other  lines. 


Dry  Goods  Review 


MEN'S     WEAR     REVIEW 
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OUR  NEW  SLIP-BACK  MODEL 


Have  Our  Travellers  Called 
With  the  Spring  Lines  of 

Chester  Suspenders 
Chester  Garters  and 
Chester  Leather  Belts? 


They  are  showing  the  most  com- 
plete line  of  high-quality  goods — 
and  the  prices  are  right. 

Drop  us  a  line  if  a  representative 
has  not  called,  and  we  will  arrange 
to  have  you  see  all  the  Chester 
Novelties  for  Spring  and  Summer. 

Halls  Limited 

MANUFACTURERS 

BROCKVILLE  -  ONTARIO 

Complete   stocks   carried   at   our   \VinnipeB   Warehouse, 
148  Princess  Street 


GET    THE    MEN    COMING 

Introduce  a  Good  Line  of  Washable  Garments  for  Men  and 
You'll  Get  Them  for  all  their  Furnishings — We  are  Specialists 

With  a  full  line  of  "Defiance"  garments  you  can  cater  successfully  to  all 
classes  of  men,  and  in  doing  this  you  not  only  satisfy  them  in  laboring  and 
outing  clothes,  but  you're  sure  to  get  them  coming  for  their  better  clothing 
and  furnishings.     Think  this  over.     These  are  our  lines : 


r 


Duck    Trousers    and    Duster    Coats 


^ 


Barbers 


Coats,  Vests, 
in  the  best 
styles,  well 
finished. 


Butchers: 

Coats,  Frocks. 
Apron  s— A 
splendid  line. 


Grocers : 

Coats,  Aprons, 
Dusters  —  A  1 
values. 


Doctors 


For  the  Boy : 


^. 


Boys'  Scout 
Suits,  Bloom- 
ers, Indian 
Suits,  Cow- 
boy  Suits. 

We  also  make  Cooks'  Coats,  Porters'  Coats  and  Waiters'  Coats. 


Coats,Gowns, 
Caps,  Operat- 
ing a  c  c  e  s- 
sories. 


DEFIANCE    MANUFACTURING    CO. 

LIMITED 

COLLEGE  AND  BATHURST  STS.,  TORONTO 


Please   mention  The  Review  to  Advertisers  and  Their  Travelers. 
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FRANKLIN  KNITTING  MILLS 

NEW  YORK  CITY 

We  are  showing  an  entirely  new  range  of  pure  silk  Accordion  Knitted  Motor  Scarfs  and 
Ties.  We  have  at  our  disposal  the  services  of  the  best  designers,  and  are,  therefore, 
continually  showing  new  styles  and  novel  effects. 


We  are  receiving  new  designs  weekly  from  New  York,  and  shall  at  all  times  be  pleased  to 
submit  samples  on  request.  We  are  also  in  a  position  to  execute  any  special  designs  which  our 
customers  may  wish  to  submit  to  us,  sending  samples  before  proceeding  with  such  special  orders. 


AGENTS   FOR  WESTERN  CANADA 

SEWARD  BROS.,  251  St.  James  St.,  Montreal 


AGENTS  FOR  TORONTO  AND   EAST 

J.  0.  BOURCIER,  Room  56,  59  St.  Peter  St.,  Montreal 


EARL  &  WILSON 
Collars  in  Canada 

Red-Man  Brand 


NEW  SHAPES  FOR        v 
QUICK  DELIVERY 

Address  all  enquiries  to 

A.  E.  ALTMAYER 

c/o  Earl  &  WiUon  New  York 


The  best  close  fitting  collar  made  in  America. 
This  is  the  collar  thai  made  Red-man  Brand 
famous. 


A  stylish  Tab  collar  for  afternoon  wear 


The  Revie^V  ^^  ^^^  giving  a  service 
==^=  :=^=^=^=^=  with  its  two  issues  each 
month  that  is  impossible  with  a  monthly  paper. 
You  will  always  find  the  news  first  in  "The 
Review."     The  paper  that  does  things. 


Drij   (roods  Eeview 


U  E  N  '  ,S     \\^  E  A  K     R  E  A'  I  E  ^^' 


PiO 


"KING  EDWARD 

SUSPENDERS 
Retail  30  ^'"^^ 


Easily  the  best  value  in  suspenders  The  comfort- 
promoting  construction  and  excellent  finish  of  "  King 
Edward"  Suspenders  make  them  very  rapid  sellers 

Berlin  Suspender  Co.,  Ltd. 

BERLIN       ::       ONTARIO 


Flat  Brushes 


FOR  CARD-WRITING 

RED  SABLE  IN  ALBATA,  approved  and 
used  exclusively  by  l  he  author  of  the  "Edwards 
Short  Cut  System  of  Card-wriiing,  "  and  other 
prominent  card  writers  of  Canada.  Best 
French  make,     all  sizes.     We  also  handle 

CARD-WRITERS'  SUPPLIES 

consisting  of  Thaddeus  David.s'  letterine, 
Soenneken  pens,  T  squares,  cardboard,  etc. 

Write  for  prices. 

E    HARRIS   CO.,  LIMITED 

73  King  St.  East,  -  -  Toronto 


^^ 

INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES    FORCE  BY 
SUBSCRIBING  FOR     :      :      :      : 

Cbe  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

W yite  for  Special  Clubbing  Rates 

^^^ 

WATCH  THIS  SPACE  FOR  OUR   LATEST  STYLES 


It's  Profit  you're  after 


It's  profit  we're  all  after — nobody  is  in 
business   for   the   benefit   of   others    alone. 

To  get  continued  profit  you  must  get 
and  keep  the  trade  coming  your  way. 
You  can  do  this  with 


44 


LINOLO" 


The  Canadian-made,  genuine,  water- 
proofed linen  collar  with  the  aluminum 
non-corrosive  eyelet  which  positively 
prevents  broken  buttonholes. 

"Linolo"  collars  wear  like  iron.  Our 
man  now  in  your  district  will  call.  Write 
for  samples. 


The  Smith -D'Entremont 

Company,  Limited 

147.S-77    QUEEN    STREET    WEST 

TORONTO 


I'lviixr   mention  TJie  Review  to   Adrertisers  and  Their  Travelers. 
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PlateJM?  1 5-  Siraioht  Pen  LeUeri  ng^ 

CCj,Gcpq4^-"M.II  H,Hlhh^Mlii.4J 

M .  I;  ^  I, M,M,i.n.m.ln.N"  M  l-.,N.N,-i,n..n. 


lZ34B67890^<t^ 


A  pi-iK-tieal  useful  letter  for  pen   work   is  rtescribed  in   this  out.     Note  particularly  sizes  of  peus  to  use  for  different  grades  of  work. 

(See  page  1(0). 
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Get  Acquainted  with  this  Line 


r 


3C.\RFf«"1/\Dt:ToSllP 


LYONS 
ALLSILK 
FAILLE 


It  will  insure  satisfied  customers  and  increase  your 
Neckwear  Sales 


THE  HIT  OF  THE  TRADE 


44  shades  in  $4.50,  $6.50  shapes. 
(7  day  delivery) 


Showcards,  like  illustration,  14  x  11, 
4  colors  and  embossed,  will  be  supplied 
with  your  orders. 


iiiiiii 


J 


Crescent  Manufacturing  Co., 

Limited 
MONTREAL 


c 


v.. 


Jik 


Wt^. 


^ 


^RAH^ 


W 


MAPLE 

LEAF 

RRAND 


WILLIAM   LOCKIE  &  CO. 

HAWICK,  SCOTLAND 

Do  not  place  your  orders  before  seeing  this  line.  We  shall 
be  glad  to  submit  samples  if  your  wholesaler  is  not  carry- 
ing them. 

SCOTCH  WOOLLEN  VESTS  in  Pure   Wool,   Real 
Angora  and  Pure  Cashmere  —  120   Designs 


J 


The  Underwear 
That  "Outwears" 

It  outwears  other  makes  nine  times 
out  of  ten ;  fits  perfectly  and  is  finished 
elegantly. 

Every  stitch  is  honest — every  fibre  is 
the  best  that  money  can  buy. 

A  sample  will  prove  to  you  that  you 
can't  do  better. 

WRITE    TO-DAY 

Thos.   Waterhouse  &   Co. 

LIMITED 

INGERSOLL  ONTARIO 

Agents  :— 

MONTREAL  :    Harold  F.  Wat.son,  WeldOB  Co.,  Coristine  Buiiding 

TORONTO:    Wilson  &  Angus 


SEWARD  BROTHERS 

251   St.  Jame.  Street  MONTREAL,  P.Q. 

Phone  Main  4179 


Please  mention   TJic  Review   to    Advertisers  and   Their  Travelers. 
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HINTS   TO   BUYERS 


A.   T.  REID   &  GO'S  NEW  LINES. 

A.  T.  Keid  cK:  di.,  'rmonto  ;iic 
(akinji  up  I  wo  excliisivi  lines  beiiiu 
featnrt'd  by  Keiser.  New  York. 
namely,  one-piece  Scotch  wool  knit- 
ted waisteoat.s  and  jackets  in  liii;"i- 
est  <;Tadcs.  and  men's  linen  liadkei- 
cliiefs  pnt  up  in  sealed  packages, 
carried  in  handsome  display  cases 
■which    it       has    ]:)een      demonstrated. 


Horderpil   tic  fi-nin   tlic  Siiriiit 
Ni;ig;irn    Xeckwe.ir   ("n. 


lave   had  the   etfect   of   irii)lin.i;   sales 
)f    men's      jtlain       handkerchiefs      in 


men's  wear  stons.  These  two  lines 
will  be  offered  next  month.  A.  T. 
Reid  &  Co.  ha\'e  also  installed  their 
own  e(|nipnu'nt  for  the  manufacture 
of  tine  accordeon  knitted  scarfs  in 
best  qualities  only.  Owing  to  the 
production  of  these  lines  in  Canada 
considerably  lower  jirices  will  he 
obtainable. 


EXTENDING  TRADE  TO 
CANADA. 

American  manufacturers  seem  to  be 
becomina;  more  than  ever  alive  to  the 
enormous  opportunities  of  business 
offerefl  by  the  Canadian  market,  and 
whilst  some  are  "marking  time"  and 
watching     developments,    others      are 


stepping  in  and  making  a  strong  bid 
to  obtain  a  tooting  here,  realizing 
the  tremendous  business  which  will 
be  obtainable  as  the  certain  result  of 
the  rapidity  with  which  we  are  pro- 
gressing. The  Franklin  Knitting 
Mills  are  producing  a  variety  of  ac- 
cordion knitted  goods  and  the  range, 
particularly  of  ties,  is  one  of  the 
choicest  ever  shown  here.  It  com- 
prises all  the  staple  lines  and  also  a 
number  of  fine  fancy  effects  which 
have  become  so  popular  in  New  York. 
Everything  will  be  done  to  give 
Canadian  customers  the  very  latest 
New  York  designs,  and  as  tar  as  pos- 
sible these  will  be  offered  at  precise- 
ly the  same  time  as  the  New  York 
haberdashers   get   them. 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 


Particularly 


if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 


Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  :  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming,  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
to  the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
id    $3.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    i $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 

A  complete  course  in 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice.  Punctua- 
tion. Composition.  Price 
Cards.  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....$1.50 


Koester  System  of  Draping 

A  complete  seU-lnstructor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 
with  drawings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 
is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 
tically.   Price,    prepaid   $3.00 

All  books  sent  postpaid  on  receipt  of  price 


MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 

143-149  University  Ave.         ::         TORONTO 


OPQRSXy 
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Retail  Advertising 
Complete 

This  book  covers 
every  known  mi^thod  of 
advertising  .-i  retail 
business  ;  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them    $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
iiertaining  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
postpaid    for    $2.50 
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No  Dead 

Stock 

on  your 

Shelves 

if  you 

Sell 

Kleinert's 


DRESS    SHIELDS 


Give  unqualified   insurance  against  ruination  of  dresses  from   perspiration. 

They  supply  the  ounce  of  prevention — this  overbalances  the  pound  of 
cure  which  in  the  care  of  a  dress  is  absolutely  worthless. 

"Kleinert"  Dress  Shields  have  been  the  standard  for  over  thirty  years 
and  are  the  only  shields  that  can  be  washed  in  hot  water  to  remove 
odor   and  germs. 

The  name  "Kleinert"  on  any  shield  is  an  absolute  guarantee.  If  that 
name  is  not  on  it — it  isn't  a  "Kleinert." 

Has  the  largest  sale  in  the  world. 
Every  pair  guaranteed.    Sold  by  all  leading  jobbers. 

I.  B.  KLEINERT  RUBBER  CO.,  TORONTO 
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NATURE'S 
OWN  WAY 


The  Sun's  Rays 
Bleach 


M 


» 


in  the  same  way  they  did 
hundreds  of  years  ago,  leaving- 
them  with  that  soft,  yet  firm 
finish,  pure  and  white  as  new 
fallen  snow. 

Unlike  the  chemically 
bleached  linens,  "Old  Bleach" 
is  not  killed,  but  retains  its 
life  to  the  last  thread.  Linen 
departments  who  feature 
"OLD  BLEACH"  are 
always  satisfied. 

TRAVELLERS  NOW  ON  THE 
ROAD   WITH    1912   RANGE 


BOOKLET  SENT  \0N  REQUEST 


R.  H.  COSBIE 

IRISH    LINEN    AGENCY 

TORONTO,  ONT. 


IEwjW   ImM' 


Rooster  Brand 


When  you  travel 
on  the 


Canadian  Railways 


did  you  ever  think  of  the  army  of  men 
in  their  employ  who  wear 

WHITE  COATS? 

Do  you  know  that  nearly  all  those 
coats  are 

ROOSTER  BRAND? 


Robert  C.  Wilkins  Co.,  Ltd^ 

MANUFACTURERS 

Business  Office  and  Factory  :    FARNHAM,  QUE. 

Montreah  23  Dowd  St.,  R.  C.  Wilkins,  Jr. 
Winnipeg:    63  Albert  St.,  T.  Whitehead 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  jiustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  Nevsr  Zealand. 

Subscription     $2.50     Mailed  Free 

Specimen  Copy  will  be  supplied  on   application. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway. 


Ft 

■blishing  Offices 

Melbourne, 

Fink's  Buildings 

Sydney, 

Post  Office 

Chambers 

London, 

71  Queen  St.,  E.C. 

New  York, 

29 

Broadway 

Please  ivention  The  Review  to  Advertisers  and  Their  Travelers. 
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Our    Stocks    for    Spring    Sorting  Will 
Be  Found  Exceptionally  Well  Assorted 


DEPARTMENTS 


A.I 


— Printed  and  Woven  Flannelettes,  Col- 
ored Saxony  Flannelettes,  Dress  Ging- 
hams, Apron  Ginghams,  Shirtings, 
single  and  double  width  Cotton  Dress 
Goods,  Flannels,  Cotton  and  Wool  Eider 
downs,  Moles. 


J|^2  —Wash  Goods,  White  and  Black  Mus- 
lins, Prints  (including  the  celebrated 
Crums'  Prints),  Printed  Sateens. 

A  Q  — Linings,  Sateens,  Percalines,  Bunt- 
ings, etc.,  Jap  Silk  and  Miretta  Lin- 
ings, Moreens,  Cotton  Cashmeres,  Tur- 
key Eeds. 

Jl^y  — Grey   and    White    Cottons,   Sheetings, 
Pants,    Overalls,    Flannelette    Blankets, 
Cotton  and  Jute  Bags,  Denims,  Cotton 
ades.  Tickings,  Hessians,  Horse  Covers, 
etc. 

Di  — Tweeds,  Woolens  and  Tailors'  Trim- 
mings, also  Priestley's  Cravenettes  for 
Men's  Wear. 

Ill  — Carpets,  Curtains,  Linoleums,  Oil- 
cloths, House  Furnishings,  etc. 


0. 
E. 

K. 

G. 
H. 

L. 

0. 

S. 
T. 


— Men 's  Furnishings,  Underwear,  Wa- 
terproofs, Half  Hose,  Ties,  Umbrellas, 
etc. 


— Laces,  Eibbons,  Embroideries,  Veil- 
ings, Nets,  Neckwear,  Ladies'  Um- 
brellas. 

— Hoisery,  Fabric  Gloves,  Knitted 
Gloves,  Ladies'  Underwear,  etc. 

— Kid  Gloves,  Mitts,  Moccasins,  etc. 

— ^^Dress  Goods,  including  Priestley 's 
well-known  Dress  Fabrics,  Blousings, 
Waistings,   etc. 

— Linens,  Table  Linen,  Najjkins,  Towels, 
Toweling,  Fancy  Linens,  Handkerchiefs, 
etc. 

— Eeady-to-wear  Garments,  Blouses, 
Skirts,  Children  's  Suits,  Whitewear,  etc. 

— Silks,  Velvets,  Velveteens,  Crepes, 
etc. 

— Smallwares,  Notions,  Trimmings,  Em- 
broidered Shams  and  Runners,  Finger- 
ing and  Fancy  Wools,  Fancy  Goods, 
Dolls,  Mechanical  Toys,  etc. 


wl 


ifi 


« 


Your  Immediate  Requirements  in  Every  Department 
can  always  be   Promptly    and    Satisfactorily   Filled. 

Attractive  Values  that  w^ill  help  you  to  boom  your 

Spring  Business. 

Mail  Orders  receive  prompt  and  accurate  attention. 

GREENSHIELDS  LIMITED 

Montreal 


w 

^ 


£ 


« 
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Debenhams 
for 
Novelties 


Silks- 


The  Popularity  of  Silks  for 
Spring  and  Summer  is  assured, 
and  we  have  prepared  our- 
selves for  a  record  season. 
Customers  will  find  our  stock 
complete  in  all  the  Qualities 
that  the  season's  fashion 
demands. 

Ribbons 


An  excellent  variety  of  Fancy 
Shot  Ribbons  is  included  in 
our  spring  range,  also  the 
novelty  colors  in  our  standard 
qualities. 


Debenhams 

Montreal 

18-20  St.  Helen  St. 


(Canada) 


Limited 


Toronto 

Bay  and  WeUington  Sts. 
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Warehouse 

Millinery 

Display 


For  March  and  following  months 

we    will     receive    shipments    of 

the    later   Millinery    Novelties 

In 

New    Mounts,    Crinoline    Drapings 

Flowers,      Shot  Silks 

Straw  Braids,      Fancy  Ribbons 

Ornaments,    Millinery  Nets 


Our  Hat  Department  will  show 
exclusive  shapes  in  all  fashionable 
braids. 


DebenhamS(canada)Limited 

MONTREAL 
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NEW  RANGES  OF  THE 

are   now   being   shown   by   all    the   leading 
wholesale  Dry  Goods  Houses. 

The  orders  booked  are  greatly  in  excess  of 
any  previous  season. 

Take   the    earliest    opportunity    of    placing 
your  order. 

The  makers  of  Wm.  Anderson  Zyphyr  re-inforce  the  ex- 
perience of  years  with  a  knowledge  of  to-day's  conditions  in  the 
dry  goods  trade.  It  is  their  business  to  watch  every  change  of 
fashion  and  provide  for  it.  That  is  why  they  sell  more  goods 
than  their  competitors.  That  is  why  they  can  sell  you  goods 
that  you  can  sell. 


Wm.  Anderson  &  Co.,  Ltd. 

®  ffl  Pacific  Mills  ®  © 

Glasgow,  Scotland 
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MAGOG 

THE  NEW  OVERALL  SOLD 

UNDER  DOUBLE 

GUARANTEE 


The    mill    guarantees   the  drill 
with  the  brand 


stamped  right  on  the  cloth.  The 
drill  is  fast  blue — will  stand 
washing  and  will  not  fade. 

We  guarantee  the  garment  as 
to  size,  make  and  finish  by  our 
label. 

This  is  a  bib  overall,  cut  on  very 
generous  lines — open  both  sides 
and  faced  (no  ripping).  Double 
stitched  throughout.  Pockets 
inserted. 

Notice  the  strong  elastic  brace 
— the  large  double  brass  buckles 
and  riveted  brass  buttons. 

Ask  your  wholesaler  for  sample 
and  prices  of  the  Magog  Over- 
all. Make  it  a  point  to  see  this 
new  line — you  will  want  to 
handle  it. 


^/n^nVlcaC 


^Qi^fmttd: 
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The  Call  of  Spring  1912 

is  for 

Caccs »»"  embroideries 

Our  New  Department,  Comprising 

LACES,  WOMEN'S  NECKWEAR 

EMBROIDERIES,       BELTS,  ETC.,  AND 
RIBBONS,  DRESS  TRIMMINGS, 

Is  located  on  the  fourth  floor  of  our  fine  new  addition  and 
displaying    a    most    interesting    range    of    these    lines. 

newest  Gooas— Large  Stock— fair  Prices 


RIBBONS 

PLAIN  TAFFETA 

SATIN  LIBERTY 

FANCY  CHECKS  and  STRIPES 

TARTANS,  ETC.,  ETC. 

AND  ALL  STAPLE 

LINES 


LACES 

SHADOW 

MACRAME 

POINT  MILAN 

CLUNY,  ETC.,  ETC 

IN  ALLOVERS,  INSERTIONS 

AND  EDGINGS 


Embroideries  packed  in  special  box  lots, 
offering  exceptional  opportunities  to  in- 
crease the  profits  of  your  department. 

Some  of  these  include  the  27"  and  45" 
flouncings,  of  which  we  have  a  large  stock 
and  find  the  demand   exceptionally    good. 


^^^  John  M.  Garland 
Son  &  Co. 


OTTAWA 


CANADA 
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Look  lor  this  Trade  Mark 


To  Avoid  Deceplion 


IMPORT  PRICES 

per  doz. 
12401—1.  -  $  5.00 
"  —2.  -  7.00 
■•  -3.  -  9.50 
"  -4,  -  12.70 
"      -5.  -     14-80 

MECHANICAL 
WALKING  PENGUINS 


12404, 
12495. 


per  doz. 

$  7.80 

10.95 


F.O.B.H.Y.    1%  10  days. 


A  NEW  RING  SENSATION! 


JUST  OUT- RING'S  LUCK  BIRDS 


Realistic  and  lifelike  reproduction  of  the  famous  KING-PENGUINS,  made  of  the 
finest  qualify  plush,  in  the  correct  colors. 

JOHN  BING,  381  Fourth  Ave.,  New  YORK, 


Be  sure  to  have 
them. 

The  Bing's  Luck 
Birds  will  be 
as  big  a  suc- 
cess as  the 
Bing's  Famous 
Walking   Dogs. 

Order  nowif  you 
want  to  have 
your  goods 
w^  h  e  n  the 
rush  starts. 

Very  truly  yoursi 

BING  BROS. 
A.G.NUREMBERG 


SOLE  REPRESENTATIVE 
U.S.A.  and  CANADA 


There  is  Nothing  BETTER 

IN  NEEDLES 

than 

Abel  Morrairs 

"England's  Premier  Make" 

A      SAFE     LINE 

100    Years'    Reputation 
TO  BE  OBTAINED  OF  ALL  JOBBERS 
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Awardedlthe  Certificate  of  The  Incorporated  Institute  of  Hygiene. 


HORROCKSES 


Established 
1791. 


"The  Test 
of  Time." 


'iMCLOTHSs.SHEETINGStt 

-a-.^ •'^*~""" -""'."-:''.'-."",',L.'.:,.r„,..a-J,.  -  iiriMiMtiiTrTiriiifririwiMtMiiiMiiimiriwwfMfi^^ 


HORROCKSES 

Longcloths,  Nainsooks,  Cambrics,  India  Longcloths,  etc. 

See  Horrockses'  Name  on  Selvedge. 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 

See  Horrockses'  Name  on  Each  Sheet. 


Flannelettes  of  the  Highest  Quality. 


See  Horrockses'  Name  on  Stlvedite. 


Horrockses,  Ltd. 

Manchester   and    London 
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Indents   sent   direct 
have    special    atten-     ^  I 
tion.  Usual  shipping 
terms. 


Represented  by 

MR.  A.  W.  CLIFFE, 

who  can  be  communicated  with  at 

The  Windsor  Hotel,  Montreal;  The 

Queen's  Hotel,  Toronto ;   Royal  Alexandra, 

Winnipeg  ;   Vancouver  Hotel,  Vancouver.     Our  representative 

carries  samples  of  the  latest  ranges  of   Ribbons,    Laces,    Nets,    Chiffons,    British 

and  Foreign  Dress  Goods,  Printed  Cotton,  Dress  Silks,  Velvets,  Etc. 

Canadians  when  visiting  London  are  invited  to  walk  round  our  warehouse  and 
inspect  the  above  goods,  also  our  showrooms,  devoted  to  Mantles,  Costumes,  Gowns, 
Ladies'  and  Children's  Millinery,  Straws,  Flowers,  Feathers,  Maids'  and  Children's 
Costumes,  Underclothing,  Curtains,   Etc. 


'^"        lOil  I. Warwick  L/.m: 


St.  PauFs  Churchyard,  London 


Factories,  10  and  11  Warwick  Lane,  E.G. 
Factories,  29  to  33  Warwick  Lane,  E.G. 
Factories,      Paternoster      Square,       E.  C. 

ILLUSTRATED    BOOKS    AND    SAMPLES   SENT   ON    APPLiGATION. 


m 
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STIFEL'S  INDIGOS 

are  the  best  material  for 

Overalls,    Shirts,    Coats    and   Uniforms 


Any  manufacturer  can  be  proud  to 
put  his  label  on  garments  made  of 
Stifel's  Indigos  as  they  will  be  a  lastino- 
advertisement  for  his  brand. 

J.  L.  Stifel  &  Sons  have  made  these 
goods  for  seventy-five  years. 


r\0  you  know  that  when  you 
put  your  brand  on  overalls, 
the  consumer  looks  to  you  for 
guaranty,  not  alone  on  the  make 
and  fit,  but  on  the  fabric? 

Your  label  and  brand  will  be 
blamed  if  the  goods  do  not 
wear.  Can  you  afford  to  run 
the  risk  of  using  anything  but 
Stifel's  Indigos,  which  you,  as 
well  as  the  trade,  know  are  the 
best? 

J.  L.  STIFEL  &  SONS 

Manufacturers 

Franklin  Mfg.  Company 

Sole  Selling  Agents 

260  Church  Street.      -      New  York  City 


SALES  OFFICES : 

TORONTO,  Ont.:     MONTREAL,  Que.:      NEW  YORK: 
Room  14,  10  Hospital  Street  260  Church  St. 

[Manchester  Bldg. 

BALTIMORE:  PHILADELPHIA: 

124  West  Fayette  S^  839  Market  St.J 

ST.  LOUIS:  KANSAS  CITY:   j[SAN  FRANCISCO: 

426  Victoria  Bldg.     214  Postal  Bldg.  50  Sansome  St. 

BOSTON:  CHICAGO: 

68  Chauncy  Street  237  Fifth  Avenue 
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STIFEL'S  INDIGOS 

ESTABLISHED  1835 
The  Standard  for  over  seventy-five  years  for  making 

Overalls,    Uniforms,   Shirts    and    Coats 

J)0  you  know  why  Stifel's 
Indigos  have  been  con- 
stantly on  the  market  for  sev- 
enty-five years?  Because  the 
trade  can  depend  on  them  and 
have  found  them  the  best. 

If  you  use  unestablished 
goods  and  they  turn  out  badly, 
as  they  invariably  do,  it  will 
kill  your  brand  in  a  few  months 
which  it  possibly  took  you 
years  to  establish.  No  manu- 
facturer can  afford  to  run  this 
risk. 

USE 

STIFEL'S    INDIGOS 

Established  Standard  for 
over   seventy  five    yeari. 

Franklin  Mfg.  Company 

Sole  Selling  Agents 

260  Church  Street,       -       New  York  City 


SALES  OFFICES 


TORONTO,  Ont.:     MONTREAL,  Que.:      NEW  YORK: 
Room  14,  10  Hospital  St.  260  Church  St. 

Manchester  Bldg. 


BALTIMORE: 
124  West  Fayette  St. 


PHILADELPHIA: 

839  Market  St. 


ST.  LOUIS:         KANSAS  CITY: 
426  Victoria  Bldg.     214  Postal  Bldg. 


SAN  FRANCISCO: 
50  Sansome  St. 


BOSTON 
68  Chauncy  Street 


CHICAGO 
237  Fifth  Avenue 


How  would  you  like  your  label 
to  appear  on  goods  that  wear  as 
poorly  as  shown  in  the  garment 
above,  so  that  when  the  -wearer 
sees  your  label  it  reminds  him  of 
the  brand  he  does  not  want  to 
buy  again? 
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SUIT  OF  TAN  MOHAIR  SERGE 
By  Laborde  et  Cie.,  Paris 


MOHAIRS 

A  Perpetual  Source  of  Profit 

to 

Progressive  Retailers 

B.  D.A.  Mohairs  sell  from  January  to  December — every 
day  in  the  year.  ^  But  Spring  is  logically  the  season  of 
speedier  selling. 

B. D.A.  Mohairs  are  obtainable  in  dozens  of  new,  snappy 
patterns-^and  in  all  the  popular  plain  colors — white, 
cream,  tan,  champagne,  mastic,  ecru,  etc. 

B.D.A.  Mohairs  are  unspoilable  by  damp  or  dust  ;  they 
neither  spot  nor  crock;  but  retain  their  fresh  newness 
and  silk-like  sheen  through  months  of  wear. 

Another  rtason-ivhy  oj  increased  demand :  — 

Mohairs  take  the  place  of  the  previously  popular  tussah 

silks  and  shantungs. 

Prepare  for  this  Mohair  Season  liberally — and  remember 
that — 

You  can  sell  B.D.A.  Mohairs  from  January  to  December 
— for  Mohairs  have  ceased  to  be  a  one-season  fabric  and 
possess  both 

STYLE  AND  STAPLE 
SELLING  VALLE 

WRITE  FOR  BOOKLET 
B.D.A.   American  Bureau,  237  West  39th  St.,  New  York. 


The  Bradford  Dyers'  Association 
of  Bradford, 
England 
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What    Our    Subscribers    Think    Of    Us 


THE  KINGS  OF  ALL  HIS  PAPERS 

From  G.  E.  Wilson,  Lakeville,  N.B.  — "Please  find 
enclosed  an  Express  Money  Order  for  which  kindly 
renew  my  subscriptions  to  the  Dry  Goods  Review 
and  the  Canadian  Grocer,  two  trade  papers,  the 
kings  of  all  the  trade  papers  I  am  taking." 

Lakeville,  Feb.  14. 


KING  OF 
PAPERS 


RELIABLE 
INFORMATION 


Sahtnsditfi  (Eaalj  Btott 

X    W.   .HOItlV,..    «...o.. 

FANCY    AND    STAPLE    DRY   GOODS    IMPORTERS 

lUloria.  ».  (T       refct    9/1.2.                  191 

UNDERWEAR 

Dry   Coode  Review, 

, 

Toronto. 

CORSETS 

Dear  Sire:- 

f 

ffe  wleh   to    thenk  you  for  giving  ue 

CLOVES 

the   Infornatlon  afl  to  where  to   purchase  Soout 

V 

euppllee. 

Rideow 

Yoar  paper  hoe  fceen  a  great  help  to 

' 

oe  !□  many  neye,    and  we   find  it   1b  the  moet 

' 

bonoflolel  of  any  of  the  papers  we  take.     It 

le  alwayo  up-to-date,    and  the  etvlee,  etc.. 

^ 

hat©  alweye  proven  to  be  moet  reliable. 

GOATS 

Again  thanking  you  for  your  klndneee. 

* 

we  remain. 

BLANICETS 

Youre  truly. 

» 

Roblneon  L-'UMrefiB 

COMFORTERS 

-•^■- 

SHEETINGS 

f 
LINENS 

MEN'S  FURNISHINGS 

A  letter 
B.C., 

in  which  Robinson  &  Andrews,   Victoria, 
express  appreciation  of  the  "  Review's" 
service  and  the  paper's  reliability. 

FAIR 
CRITICISM 


MAY  COUNT  ON  .TUST   CRITICISM 

From  Qua  &  Patter.-on,  Collingwood : — "We  thank 
you  for  the  article  in  your  issue  of  Feb.  1st  on  our 
advertisement,  and  trust  it  will  be  of  some  benefit  to 
your  other  subscribers.  ^That  is  one  good  thing 
about  your  trade  journal  that  we  admire— a  just 
criticism  of  any  advertising  matter  we  may  send  in. 
hi  this  way  wo  know  whether  we  are  on  the  right 
line  or  not  in  regard  to  our  efforts  to  bring  trade. 
^Heisa  very  foolish  merchant  who  does  not  sub- 
scribe to  a  good  trade  paper  like  the  Review." 

Collingwood,  Feb.  22. 
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Mailing    List   Versus   Subscription  List 

Regularity  of  a  Trade  Newspaper  and  the  Reception  it  Gets  From  Its 
Readers  is  What  Really  Counts  —  Advertiser's  Only  Chance  of  Benefit  is 
When  Merchant  Actually  Takes  Up  the  Paper  to  Read  it  for  Profitable  Ideas 


A  FEW  days  c^go  a  manufacturer  remarked  to 
one  of  our  representatives  that  a  competitive 
paper  had  shown  him  a  list  which  seemed  to 
him  very  complete.  They  intimated  that  a  copy  of 
their  paper  was  sent  to  this  list  each  month,  and  as 
they  offered  a  rate  a  little  below  what  we  were  asking, 
he  was  rather  inclined  to  give  them  an  order. 

This  man  failed  to  realize  that  what  we  were  sell- 
ing hijn  was  not  type,  or  ink,  or  paper,  but  rather  the 
regularity  with  which  the  trade  look  for  our  paper 
and  read  it  each  issue. 

An  advertiser  has  only  one  chance  of  getting  any 
benefit  from  his  advertisement  in  any  paper,  and  that 
is  when  the  merchant  actually  takes  up  this  paper  to 
read  it. 

Advertiser  Would  Get  Little  Benefit. 

We  could  hand  over  our  mailing  list  to  any  of 
our  competitors,  and  it  would  be  of  very  little  use  to 
them.  They  might  send  a  copy  of  their  paper  to 
every  one  of  our  subscribers,  but  they  would  not  read 
it,  and,  therefore,  the  advertiser  would  get  very  little 
benefit  from  this  circulation. 

Merchants  who  will  not  pay  the  subscription  price 
for  a  paper  would  not  read  it  if  it  were  sent  free ;  in 
fact,  most  of  them  would  not  agree  to  take  the  time 
to  read  these  papers  in  which  they  are  not  interested 
for  ten  or  twenty  times  the  value  of  subscriptions. 

Many  of  our  subscribers  have  been  regular  read- 
ers of  our  papers  for  periods  ranging  up  to  25  years. 
The  reading  of  their  trade  newspaper  giving  ideas 
from  which  they  can  increase  their  sales  has  become 
part  of  their  regular  routine  work  of  the  week. 

Increased  Profits. 

Almost  every  one  of  our  subscribers  can  point  to 
some  instance  during  the  past  few  years  where  they 
had  secured  ideas  through  some  one  of  our  papers, 
which  meant  increased  sales  and  increased  profits  for 
them.  It  is  because  dealers  have  secured  such  prac- 
tical benefit  from  our  papers  that  they  continue  to 
read  them  regularly. 

It  is  such  points  as  these  that  constitute  the  good- 
will of  trade  newspapers.  It  is  not  the  number  of 
ccpies  sent  out  each  issue  that  really  counts,  but  the 
reception  a  paper  gets  from  its  readers. 

About  two  years  ago  the  good-will  of  a  trade  news- 
paper in  United  States  with  a  circulation  of  about 
15,000  per  is.sue,  sold  for  one  and  a  quarter  million 
dollars.    There  are  probably  half  a  dozen  trade  news- 


papers in  the  United  States  with  average  circulation 
of  less  than  15,000,  the  good-will  of  any  one  of  which 
would  bring  at  least  one  million  dollars.  There  are 
also  trade  newspapers  claiming  circulation  of  any- 
where from  15,000  to  50,000,  the  good-will  of  which 
would  not  bring  $25,000. 

The  Imitation. 

This  may  seem  peculiar,  but  every  manufacturer 
of  high-grade  goods  has  much  the  same  experience. 
As  soon  as  he  makes  a  success  of  his  line,  a  dozen 
firms  spring  up  with  imitations  closely  resembling 
the  original  article  in  appearance.  The  original  arti- 
cle was  probably  sold  on  a  small  margin  of  profit  with 
the  expectation  that  the  real  profit  would  be  made  on 
repeat  orders.  The  imitators,  however,  in  most  cases 
make  their  goods  as  cheaply  as  possible,  and  secure 
a  big  margin  of  profit,  as  they  know  they  cannot  fool 
the  same  people  twice. 

Our  competitors  maj^  be  in  the  same  position 
some  day  that  we  are  but  it  will  take  years  for  them 
to  build  up  this  reputation,  and  they  will  have  to  give 
a  better  service  than  we  are  giving  before  they  will 
be  able  to  induce  any  of  our  subscribers  to  drop  any 
of  our  papers  in  preference  for  theirs. 


REVIEW  PREDICTED  VOGUE  OF  WHITE 

The  greatest  service  a  dry  goods  paper  can 
do  for  a  merchant  is  in  advising  him,  in  ample 
time,  of  the  coming  style  tendencies.  Accurate 
predictions  as  to  the  approaching  vogue  of  cer- 
tain fabrics  and  colors  are  of  inestimable  value, 
and  the  paper  that  gives  such  a  service  is  worth 
its  subscription  price  many  times  over. 

Attractive  and  well  illustrated  array  of  facts, 
all  contribute  to  the  solid  value  contained  in  the 
ability  to  give  a  true  forecast. 

One  of  the  many  "first"  predictions  which 
The  Review  made  during  the  past  year  now  as- 
serts its  great  importance,  namely,  the  position 
of  white  fabrics  for  the  coming  season.  Here  is 
an  extract  from  The  Review  of  September  15, 
1911:— 

"White  will  be  in  first  place,  and  will  also 
be  liberally  used  in  combination  with  other  colors 
and  black.  A  movement  every  buyer  should  care- 
fully note  is  the  tendency  that  is  so  strongly 
evident  in  favor  of  white  fabrics.  This  will  be 
particularly  pronounced  in  the  case  of  serges,  and 
a  big  season  in  both  rough  and  smooth  makes  is 
predicted." 
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The    Brand   That  Insures 


SATISFACTION 


To  Your   Customers. 


HOSIERY,  GLOVES 

KNITTED   WOOLLENS 
MANTLES 
0  HABERDASHERY  SPECIALTIES 


Our  travellers  are  now  on  the  road 
showing  samples  for  Fall  1912. 
Be  sure  you  see  them  before  placing  orders. 


a 


AGENTS     FOR     THE     CELEBRATED 

QUEEN'S    CLOTH" 


(  REGISTERED 


FITZGIBBON,    Limited 

VICTORIA    SQUARE,  -  MONTREAL 
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GLOVES 


AND 


SMALLWARES 


Easter  Gloves 

Everyone  Wants  New  Gloves 
for  Easter 


Kid,  Silk,  Taffeta,  Lisle 

We  offer  just  what  your  customers  demand.  Our 
guaranteed  Kid  Gloves  lead  the  trade.  Ask 
any  Kid  Glove  Expert  who  has  sold  our  "Hilda,  ' 
price  $9.00  per  dozen,  or  our  "Olive,"  price 
$12.00  per  dozen.  We  are  not  afraid  of  the  ver- 
dict. Order  a  sample  lot  and  be  convinced.  Our 
long  24"  Kid  Glove,  Mosquitaire  style,  price 
$24.00  per  dozen.  The  above  three  lines  we 
guarantee  m  every  way  to  give  sa  isfaction. 

Silk  Glove  Leaders 

No.  2  1 0,  Short  Silk  with  double  tip  in  Black, 

White,  Navy,  Helio  and  Rose,  per  doz.  $4.50 
No.    247,    20"    Mosquitaire,    two  dome  in 

Black  or  White,  per  dozen $4.50 

Gibson,  22"  Mosquitaire,  double  tip  and  two 

dome,  Black  or  White,  per  dozen $6.50 

Howland,  24"  Mosquitaire,  double   tip  and 

two  dome.  Black,  White  or  Tan,  per  doz.  $9.00 

Lisle  Glove  Leaders 

No.  243,  20"  Mosquitaire,  two  dome,  Black 
or  White,  per  dozen $2.25 

No.  244,  22"  Mosquitaire,  two  dome.  Black 
o    White,  p  r  dozen $3.00 

No.  246,  24"  Mosquitaire,  two  dome.  Black 
or  White,  per  dozen $4.50 

Our  gloves  have  been  selected  from  the  best 
manufacturers  in  the  world,  and  the  values  offered 
cannot  be  surpassed. 


HOSIERY 


Hose  That  Are 
Hose 

It  will  pay  you  to  send  us  a  sample  order  for  some 
of  these  lines. 

IF  YOU  DO 

the  "Spring"  in  your  Hosiery  sales  will  be  as 
pleasing  as  the  "Spring"  which  is  predicted  for 
1912. 

These  are  the  lines  on  which  we  stake  our  repu- 
tation. 

SO  CAN  YOU 

Specials  in  Hosiery 

No.  345,  Plain  Seamless  Black  Cotton,  3/8, 

4/9  4/9,  l/IO  to  carton  of  1  2  doz.  $1.08  doz. 
Pitcher  I  /  1   Rib  Black  Cotton,  seamless  foot, 

done  up  in  cases  of  40  doz.  2/5  2/5,  J/6 

4/6,  4/7  5/7.  5/8  5/8,  5/9  5/9-  .$1.20  doz. 
M 5 ,  Black  Cotton  Hermsdorf  dye,  very  special, 

4  to  10 $1.80  for  women's  size. 

J6,    Fine    Gauze    Lisle,    transparent,  elastic 

and  durable $2.25 

B3,  Extra  Special,  Plain  Black  Maco  Cotton, 

Hermsdorf  dye $2.25 

J4,  Lace  Ankle,  Hermsdorf  dye.  Black  Cotton, 

also  in  White  and  Opera  shade $2.25 

1  400,  Hermsdorf  Black  Gauze  Lisle ....  $3.25 
1 402.  Hermsdorf  Black  Silk  Lisle $4.00 

Full  range  of  Black,  White,  Tan,  Pink,  Blue, 
Helio,  Cadet,  Green,  Navy,  Old  Rose,  Greys, 
Red,  in  Lace  and  Embroidered  Hose,  from  $2.25 
to  $9.00  dozen. 

Carry  complete  stock  of  380,  Buster  Brown, 
Princess,  Rocknit,  Hercules  Hose,  Little  Darling 
and  Daisy  Cashmere. 
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Standard  Versus  Price 

THE  mistaken  idea  seems  to  he  entertained  in 
some  quarters  that  in  order  to  meet  mail  order 
competition  and  lead  oustoiiiers  up  to  hetter  line.^, 
a  merchant  must  have  goods  at  a  figure  to  offset 
the  low  level  lines  featured  in  the  catalogue-^. 
On  the  other  hand,  there  are  merchants  who,  reason- 
ing a  little  further,  recognize  in  the  tendency  among 


customers  to  compare  local  and  long-distance  prices, 
one  of  the  strongest  arguments  in  favor  of  the  better 
values  carried  in  their  own  stocks. 


No  buyer  will  attach  his  reputation  or  the  repu- 
tation of  his  department  to  goods  "made  to  sell  at  a 
low  price."  Time  and  again  customers  have  been 
won  by  the  local  merchants  on  well-applied  com- 
parisons showing  the  actual  difference  between  lines 
"featured"  by  the  mail  order  concern  and  those  open 
to  fullest  investigation  in  the  local  store.  Merchants 
must  recognize  that  the  plan  ensuring  the  most  sat- 
isfactory measure  of  success  is  not  that  which  directs 
the  trend  of  their  merchandising  "down  to  a  price," 
but  rather  that  which  developes  it  "up  to  a  standard." 
This  is  the  idea  that  should  be  impressed  upon  every 
member  of  the  sales  force. 

*       *       * 

The  young  woman  in  a  ready-to-wear  depart- 
ment who  thought  she  was  doing  something  to  help 
her  employer  put  the  mail  order  houses  out  of  busi- 
ness by  featuring  their  "$10  special,"  on  which  there 
was  little  profit,  rather  than  their  $15  or  $20  line,  in 
which  there  were  many  points  over  which  to  en- 
thuse, had  developed  an  erroneous  idea.  A  little 
schooling  ])y  the  head  of  the  department  gave  her 
a  broader  view  of  the  situation,  and  it  is  a  remark- 
able fact  that  at  the  end  of  the  year  her  sales  record 
showed  her  to  have  been  very  successful  with  the 
higher-priced  lines. 

Much  depends  upon  the  sales  person  and  the  way 
he  or  she  is  trained.  It  creates  a  much  better  impres- 
sion among  the  staff  to  know  that  the  house  for  v:hich 
they  are  working  has  its  "standard"  rather  than  "its 
price." 
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Then,  again,  the  fact  is  overlooked  that  it  is  on 
the  low-priced  garments  or  goods,  with  little  or  no 
profit  margins,  that  the  mail  order  houses  desire  the 
keenest  local  competition. 

Their  aim  is  not  to  develop  business  on  low- 
priced,  profitless  lines,  but  to  attract  the  customeis  to 
the  consideration  of  lines  on  which  there  is  larger 
percentage  of  profit. 

It  is  safe  to  say  that  in  nine  cases  out  of  ten  the 
long-distance  customer  who  visits  the  large  city  store 
and  inspects  the  catalogue  line,  or  something  similar 
in  the  department,  will  turn  without  hesitation  to 
something  better.  Once  the  local  merchant  is  so 
stampeded  that  he  disregards  standard,  he  is  helping 
the  mail  order  house  secure  the  firmest  possible  foot- 
hold on  the  more  profitable  trade. 

Of  course,  the  "leader"  is  not  to  be  despised,  but 
there  is  a  vast  difference  in  the  position  of  an  article 
featured  to  swing  a  special  occasion  and  one  which 
cheapens  the  store's  reputation  by  misuse  as  the  result 
of  a  mail  order  panic. 

*       *       * 

What  is  the  meaning  of  the  article  "made  to  sell 
at  a  low  price?"  In  many  cases  the  manufacturer 
regards  it  as  the  thin  end  of  the  wedge  in  a  new 
account.  He  heartily  despises  the  line,  however,  be- 
cause it  is  profitless.  Merchants  feel  they  have  to 
carry  it  for  the  same  reason,  but  as  a  matter  of  fact, 
find  that  all  things  considered,  its  converting  influ- 
ence is  almost  valuless. 

Not  long  ago  a  manufacturer  was  asked  to  display 
his  line  to  a  large  buyer.  There  was  an  attractive! j^- 
priced  suit  in  the  lot  and  the  only  selection,  "for  the 
time  being,"  was  a  number  of  these  suits  as  "leaders." 
That  is  the  last  order  the  manufacturer  received  from 
that  house.  His  whole  line  was  judged  by  that 
miserable  line  made  up  to  sell  at  a  price. 

Moral — The  retailer  who  in  his  buying  and  mer- 
chandising applies  his  knowledge  of  local  conditions, 
trains  his  sales  force  on  the  principle  of  value  for 
value  rather  than  on  the  principle  of  something  for 
nothing,  will  find  that  he  has  a  fair  grip  on  the 
elements  of  success. 


Amend  Bankruptcy  Law 

FOR  the  merchant  who  must  give  way  to  un- 
fortunate circumstances  and  dispose  of  his  busi- 
ness in  order  to  meet  the  demands  of  creditors,  there 
will  always  be  a  certain  amount  of  sympathy,  but  for 
the  retailer  who  orders  and  accepts  goods  within  a 
few  da^^s  of  the  inevitable,  of  which  he  is  fully  aware, 
there  should  be  a  large  measure  of  condemnation. 
Whether  the  hankruptcy  laws  be  at  fault  or  not,  there 
is  generally  recognized  an  unwritten  code  in  these 
matters,  which  make  for  honorable  dealing. 


Here  is  a  recent  instance :  A  merchant  in  a  town 
of  fair  size  ordered  and  accepted  from  a  ready-to-wear 
manufacturer  a  considerable  number  of  garments. 
Within  five  days  after  receiving  the  goods,  his  husi- 
ness  was  in  the  hands  of  an  assignee,  and  the  manu- 
facturer had  to  wait  until  the  winding-up  proceed- 
ings had  taken  their  course,  then  accept  his  percent^ 
age  with  other  creditors  of  long  standing,  who  pro- 
bably could  have  looked  after  their  accounts  more 
diligently.  The  point  is  that  the  merchant  un- 
doubtedly knew  at  the  time  he  accepted  the  goods 
that  he  was  hastening  to  the  fall,  and  that  he  was 
praclicallv  deceiving  the  manufacturer. 

If  there  is  any  one  feature  of  commercial  law 
which,  more  than  another,  requires  straightening  out 
and  readju.sting,  it  is  that  relating  to  bankruptcy. 
In  the  Province  of  Quebec  the  law  is  such  that  the 
vendor  has  a  30-day  privilege  which  enables  him  to 
secure  his  goods  on  presenting  a  statement  or  invoice 
by  which  the  same  may  be  identified.  Many  cases 
are  on  record  proving  the  benefit  of  this  law.  Goods 
delivered  .shortly  previous  to  assignment  have  been 
claimed,  and  removed  practically  without  deprecia- 
tion in  value,  and  well  within  the  reason  for  which 
their  style  was  suitable. 

It  is  not  so  in  Ontario,  and  every  fair-minded 
merchant  will  agree  that  some  such  amendment  as 
suggested  should  be  the  object  of  immediate  legisla- 
tion wherever  the  defect  exists. 


A  Commercial  Court 

AT  a  recent  meeting  of  the  Canadian  Credit 
Men's  Association  in  Toronto,  a  suggestion  was 
made  that  a  judge  should  be  appointed  to  sit  con- 
tinuously and  try  commercial  cases  only,  thus  saving 
costs  to  the  parties  involved  and  securing  more  abso- 
lute justice.  Such  a  judge  would  become  an  expert 
in  dealing  with  these  cases  with  the  long  practice 
he  would  get. 

The  legal  light  who  made  the  suggesftion  also 
urged  that  creditors  should  not  be  so  ready  to  accept 
lenient  settlements  with  fraudulent  debtors,  that  as- 
sign ers  should  give  security  of  a  surety  company 
before  assuming  charge  of  the  assets  of  a  suspended 
firm,  and  that  every  security  such  as  a  chattel  mort- 
gage given  within  thirty  days  of  assignment,  should 
be  declared  void. 

There  is  no  reason  why  the  retailers  should  not 
also  receive  with  favor  the  suggestion  that  a  distinc- 
tive commercial  court  be  established.  He  has  his 
problems  in  which  he  feels  justified  in  seeking  solu- 
tion at  law.  Very  often  the  process  is  long  drawn 
out  and  costly  under  the  present  system.  The  very 
existence  of  a  court  that  would  be  always  easily 
available  for  reference  might  have  the  effect  of  doing 


DRY     GOODS     REVIEW 


19 


away  with  some  evils  that  are  now  tolerated  because 
of  the  expense  and  complications  involved  in  having 
them  rectified. 


Protect  Purchaser  and  Creditor 

THE  proposed  bulk  sales  act  scheduled  for  the 
Ontario  Legislature  this  session,  is  now  being 
considered  in  it^  proper  light.  When  its  was  brought 
forward  last  year,  it  was  immediately  rejected  as 
containing  certain  features  open  to  the  charge  of 
class  legislation.  But  a  further  consideration  has 
caused  a  revision  of  opinion.  The  measure  provides 
thait  in  the  event  of  a  sale  of  stock  in  bulk  both  pur- 
chaser and  creditor  shall  be  properly  safeguarded 
as  to  the  ontsianding  liabilities  of  the  vendor.  Cases 
are  known  where  stocks  have  been  sold,  the  vendor 
has  made  his  getaway  and  creditors  have  had  little 
or  no  satisfaction.  Stocks  have  also  been  transferred 
in  bulk,  and  the  purchaser  has  found  that  with  them 
he  has  assumed  a  greater  share  of  the  vendor's  lia- 
bilities than  he  bargained  for. 

The  proposed  bill  provides  that,  pending  a  sale 
of  his  goods  in  bulk,  the  vendor  shall  notify  his 
creditors,  and  shall  place  a  similar  statement  in  the 
hands  of  the  purchaser  upon  whom  also  devolves  a 
certain  amount  of  rasponsibility  in  seeing  to  it  that 
claims  are  satisfactorily  adjusted  before  the  transac- 
tion takes  place. 

Wherever  the  bulk  sales  act  has  been  applied  it 
has  applied  a  remedy  to  several  problems  associated 
with  transfer  of  stocks — problems  which  would  be 
otherwise  beyond  direct  control  in  a  country  of  such 
great  distances. 


With  the  Spring  openings  there  is  a  tremendous 
amount  of  work  and  preparation  to  make  both  the 
store  and  the  public  ready  for  this  fashion  event. 
Everybody  is  responsible  from  the  office  staff  to  the 
parcel  boy  in  forwarding  the  season  and  pervading 
the  establishment  with  a  sense  of  Summer  and  sun- 
shine. While  this  may  make  customers  exclaim 
"Spring  is  here,"  it  must  not  be  overlooked  that 
goods  are  primarily  the  cause  for  enthusiasm.  In- 
troduction and  consequent  sales  are  not  to  be  for- 
gotten, althoiigh  seemingly  so  for  the  time.  Every 
department  is  in  gala  attire,  but  attractions  in  one 
are  apt  to  overshadow  another  section,  when  sales- 
manship is  allowed  to  lapse  because  of  interest  and 
diversion  of  publicity.  It  is  .selling  the  goods  first, 
last  and  always  that  counts.  What  is  the  crowd  con- 
gregated for?  To  arouse  interest  and  create  demand. 
Salesmanship  first,  therefore,  although  the  store  may 
be  entertaining,  as  it  were. 


The  Passing  View. 

The  Wanamaker  stores,  during  the  clearance 
.season  ran  a  bulletin  board  in  their  advertisement 
on  which  were  scheduled  "Going  Sales"  and  "Com- 
ing Sales."  Under  the  former  head  were  entered 
the  list  of  events  in  progress,  while  under  the  other 
the  dates  of  features  for  the  near  future  were  listed. 
A  news  idea  well  calculated  to  interest  readers. 


Do  you  give  your  sales  force  an  opportunity  to 
a,bisorb  the  information  to  be  derived  from  your 
fashion  promenade  or  other  opening  demonstration? 
Gimbels',  New  York,  found  it  to  their  advantage  to 
set  apart  a  separate  period  in  which  salespeople  were 
able  to  view  the  models  on  display  at  their  elaborate 
opening  event.  The  view  thus  obtained  aroused  their 
enthusiasm  and  had  a  good  effect  in  the  selling. 


Merchants  have  been  making  their  novelty  selec- 
tions in  the  market  during  the  past  ten  days.  The 
success  of  the  coming  season's  business  rests  in  the 
interpretation  of  the  market's  features  in  each  mer- 
chant's representative  selection.  Every  merchant 
should  be  positive  that  his  departments  have  taken 
advantage  of  the  selling  opportunity  embodied  in 
novelties.  There  is  only  one  policy.  Be  sure  you 
are  right,  then  go  ahead. 


Merchants  should  have  stocks  fully  covered  by 
insurance  during  the  opening  season,  when  all  de- 
partments have  the  maximum  capacity  of  goods, 
and  when  special  decorations,  large  crowds  and  con- 
ditions making  for  excitement  combine  to  form  an 
unusual  risk.  During  March,  April  and  May  no 
merchant  can  afford  to  take  a  chance.  Short  term 
policies  are  always  available  at  no  great  additional 

cost. 

*       *       ♦ 

You  may  not  think  so,  but  your  store  is  no 
larger  than  your  smallest-minded  floor-walker.  When 
you  entrust  the  reputation  of  your  store  and  its  ser- 
vice to  a  person  who  does  not  realize  its  dimensions, 
the  policy  of  the  house  and  the  importance  of  quick 
decisions  are  in  constant  jeopardy.  There  can  never 
be  any  harmony  of  healthy  growth.  Be  sure  that  the 
people  whom  you  employ  to  take  responsible  posi- 
tions represent  your  interests.  You  cannot  always 
be  there  to  meet  the  customer  to  give  your  own  inter- 
pretation to  the  matter.  An  employe's  attitude  must 
be  expressive  of  the  store's  bigness,  not  of  his  own 
personal  preferences. 


The  Management  of  a  Retail  Business 


It  is  unnecessary,  and  it  would  be 
useless,  to  attempt  to  set  down  any 
hard  and  fast  rules  of  method  in  taking 
stock.  The  object  to  be  attained  is,  of 
course,  the  same  in  all  cases,  but  a  cer- 
taini  plan  might  be  adaptable  to  one 
class  of  business,  and  yet  prove  totally 
unsuited  to  some  others.  In  no  case, 
however,  should  the  work  be  delegated 
to  under-clerks,  and,  when  possible,  it 
should  be  undertaken  by  those  highest 
in  responsibility.  This  point  would  re- 
•ceive  special  emphasis  in  the  event  of 
an  auditor  being  called  in  to  make  a  re- 
port, or  in  settlement  of  a  fire  claim 
should  such  an  occasion  unfortunately 
arise.  Nor  should  any  old,  half-used 
book  be  requisitioned  in  which  to  make 
the  stock  record.  Suitable  stock  sheets, 
prepared  for  the  purpose,  may  be  obtain- 
ed, at  little  cost,  from  almost  any  com- 
mercial stationer,  and  the  use  of  these 
will  serve  to  facilitate  an  intelligent 
classification  of  the  stock,  which  is  most 
■desirable,  though  often  overlooked.  The 
use  of  ordinary  lead  pencil  in  making 
the  record  should  be  strongly  discourag- 
■ed.  It  presents  too  many  opportunities 
for  '  after-manipulations,  and  detracts 
from  the  permanent  value  of  the  docu- 
ment. Fountain  pens  are  cheap  now, 
and  obviate  former  objections  to  ink,  on 
the  score  of  inconvenience,  but  falling 
ink,  pencils  that  are  indelible  should  be 
resorted  to.  When  the  stocktaking  has 
been  completed,  the  sheets  should  be  ar- 
ranged in  classified  sequence,  then  num- 
bered consecutively,  and  locked  in  a 
binder  procured  for  the  purpose.  The 
next  step  is  to  ascertain  the  value  of 
the  stock,  and  this  should  be  carefully 
done,  and  just  as  carefully  checked.  The 
total  of  one  sheet  should  not  be 
■earriecl  forwarfl  to  the  next,  and  so  on, 
until  the  grand  total  is  made  to  appear 
at  the  foot  of  the  last  sheet.  Such  cus- 
tom not  only  causes  loss  of  time,  but  in 
the  event  of  an  error  being  found  later, 
necessitates  the  correction  of  all  the 
sheets  following:  the  error.  The  better 
plan  is  to  bring  the  total  of  each  sheet 
forward  to  a  recapitulation  sheet,  each 
total  being  identified  by  the  sheet  num- 
ber and  the  class  of  merchandise  listed. 
The  total  of  the  recapitulation  sheet 
will,  of  course,  represent  the  total  value 
of  the  stock,  and  should  be  certified  cor- 
rect, as  to  totals.  Eacn  individual  sheet 
should  likewise  be  signed  as  to  calling 
out  the  stock,  taking  it  down,  inserting 
the  prices  and  extending  the  values. 
None  of  these  suggestions  would  entail 
any  diflficulty  or  hardship,  and  their 
adoption  would  not  only  prove  a  satis- 
faction to  the  owner  whose  desire  is  to 
ascertain  his  true  position,  but  would 
enhance  the  credibility  of  the  work  in 
the  eyes  of  the  bank  and  creditors,  and 


No.  2 — Stocktaking — Continued 

the   auditor    and       fire    underwriters    as 
well. 

The  Value  of  the  Stock. 

It  is  appropriate  to  discuss  here  the 
principle  that  should  be  followed  in 
pricing  the  stock.  Opinions  vary,  some- 
what, some  claiming  that  market  value 
should  be  taken,  irrespective  of  cost, 
while  others  contend  that  the  reverse 
process  is  the  more  correct.  The  writer 
adheres  to  the  latter  system  for  the 
reason  that  no  matter  how  market 
values  may  fluctuate,  neither  profit  nor 
loss  can  be  determined  prior  to  sale.  A 
merchant  with  say  100,000  yards  of  cot- 
ton goods  on  hand,  might  feel  tempted 
to  take  advantage  of  a  rise  of  a  cent 
per  yard  in  market  value,  for  that 
would  mean  an  advance  of  $1,000  in  the 
value  of  his  stock.  But  if  he  shows  the 
profit  or  rather  gain,  in  this  year's  busi- 
ness, and  prior  to  the  sale  of  the  goods, 
it  follows  that  next  year's  business,  dur- 
ing which  the  goods  would  be  sold,  would 
be  deprived  of  its  legitimate  profit. 
Supposing  further,  that  the  market  on 
these  same  cotton  goods  declined  a  cent 
per  yard  after  January  1st,  it  likewise 
follows  that  the  new  year's  business 
would  be  saddled  with  a  loss  of  $1,000 
at  one  stroke,  and  without  the  semblance 
of  justification.  There  can  be  no  ques- 
tion that  as  a  general  rule  and  under 
ordinary  circumstances,  actual  cost,  less 
an  allowance  for  depreciation  through 
shop  wear  or  other  causes,  if  such  exist, 
should  govern  in  the  valuation  of  stock 
on  hand. 

What  Constitutes  Cost. 
But  what  constitutes  actual  cost,  is 
sometimes  asked  ?  In  the  opinion  of  the 
writer,  the  invoice  of  purchase,  after  de- 
ducting trade  discount  if  any,  and  add- 
ing cost  of  freight,  and  drayage  charges, 
would  show  the  actual  cost  of  goods. 
Discounts  secured  for  cash  should  not 
be  deducted  from  the  cost,  nor  should 
railway  charges  for  demurrage  be  added. 
The  one  is,  a  reward  earned  through  dili- 
gence, and  the  other  a  penalty  suffered 
through  negligence,  and  both  constitute 
items  of  the  current  profit  and  loss  ac- 
count. Packing  charges,  which,  in  the 
case  of  chinaware  or  glassware,  for  in- 
stance, amounts  to  a  serious  item,  are, 
of  course,  included  in  the  invoice  an>l 
form  a  legitimate  part  of  the  actual  cost, 
but  the  cost  of  unpacking,  if  any,  or  o^ 
warehousing,  have  no  proper  place  m 
the  cost,  and  should  be  charged  direct 
to  the  profit  and  loss  account.  Short- 
ages and  breakages,  if  not  recovered 
from  the  shipper,  should  also  be  debited 
to  profit  and  loss,  and  not  to  the  cost  of 
the  remaining  goods  as  is  often  done.  It 
has    been    claimed   by    some    authorities. 


and  not  without  some  show  of  reason 
and  equity,  that  the  cost  of  the  buying 
department  should  be  charged  to  the 
cost  of  the  goods  purchased,  on  the 
ground  that  economies  are  effected 
thereby,  and  the  goods  placed  on  the 
shelves  at  a  lower  cost  than  they  other- 
wise would.  The  writer  fails  to  see  the 
conclusiveness  of  the  argument,  how- 
ever, because,  if  lower  prices  are  obtain- 
ed then  longer  profits  are  made  possible, 
and  the  profits  should  therefore  bear  the 
burden. 

An  Equipment  Inventory. 

With  reference  to  fixtures  and  equip- 
ment, these  should  never  be  joined  to 
the  merchandise  stocks,  as  is  sometimes 
done.  A  separate  inventory  should  be 
taken,  and  at  a  valuation,  annually  de- 
preciated, until  they  reach  a  figure 
that  would  entail  no  loss  in  the  event 
of  realization  of  assets.. 

Bills  Receivable   and  Payable. 

The  next  talk  will  deal  with  bills  and 
accounts,  receivable  and  payable,  and 
other  assets  and  liabilities  that  usually 
find  a  place  in  the  average  balance  sheet. 
Before  closing  this  talk,  however,  it 
might  not  be  amiss  to  suggest  an  easy 
method  for  ascertaining  the  value  of 
goods  purchased  by  the  gross,  with  only 
the  gross  price  available.  The  writer 
happened  to  enter  a  drug  store  one  day 
and  found  a  clerk  laboring  over  the 
cost  each  of  a  stock  of  tooth  brushes 
which  had  cost  varying  prices  per  gross. 
Here  was  his  process: — Divide  the  gross 
price  by  144  to  ascertain  the  cost  each, 
then  multiply  by  the  number  of  brushes 
to  find  the  cost.  For  instance  9  brushes 
at  $20.  $20.00  -^  144  =  13  8-9  cents 
each.  13  8-9  X  9  =  $1.25,  cost  of  9 
brushes.  A  tedious  process  this,  and 
likely  to  exhaust  the  patience  and  ruffle 
the  temper  of  any  stocktaker,  if  much 
of  it  had  to  be  done.  The  following 
method  is  much  simpler,  and  though  not 
mathematically  accurate,  is  sufficiently 
exact  for  all  purposes — seven  times  144 
equals  slightly  over  1,000,  therefore 
seven  times  the  price  per  gross,  divided 
by  1,000,  equals  the  cost  each.  Seven 
times  $20.00=$140.00.  Move  the  deci- 
mal to  the  left  three  more  places,  to 
divide  by  1,000,  and  we  have  .140  or  14 
cents  each  and  $1.26,  the  cost  of  9.  The 
difference  is  so  fractional  as  to  be  in- 
consequential, and  the  method  involves 
only  a  slight  mental  effort.  There  are 
many  quick  methods  of  figuring,  refer- 
ence to  which  will  be  made  from  time 
to  time  in  the  course  of  these  talks, 
and  all  of  which  will  prove  helpful  in 
reducing  the  labor  incident  to  the  trans- 
action of  business. 
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J162— \A/'HITE  PIQUElCOLLAR  and  TIE 
VEST"^^^  at  $3.50  dozen 


3^58-^^^^!''„!I2S  dozen 


Some  of  the  popular  lines  for  Spring. 

A    selection    that    will    sell    to    and 
please  your  customers. 

How  many  can  you  handle  ? 

We  can  ship  at  once. 


J161— WHITE  PIQUE  COLLAR        J154— WHITE  LAWN  JABOT         J160  WHITE  LAWN  COLLAR 

Lace  trimmed,  at  $3.50  dozen                          at  $2.25  dozen  at  $3.00  dozen 

W.  R.   BROCK   COMPANY,  LIMITED 

MONTREAL 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 


Suggested  Layout  for  New  Store,  30  x  60 

Arranging    Departments   on    Two   Floors    So   That   Each    Will    Have     Satis- 
factory   Relative     Position  —  Display    Equipment     for     all   Sections  —  Dispos- 
ing  Window    Space    to    Advantage. 


EDITOR  Dry  Goods  Review. — One  of  our  cus- 
tomers in  the  country  intends  building  a  new 
store,  30x60  feet.  He  carries  all  lines  of 
goods  and  is  planning  a  structure  of  two  storeys. 
Have  you  any  plans  of  such  a  store  that  we  could 
submit  to  him,  showing  where  each  line  should  be 
kept,  size  of  counters,  fixtures,  etc.? 


The  above  letter  was  received  from  a  wholesale 
dry  goods  house  in  behalf  of  a  customer  and  plans, 
for  first  and  second  floors  are  submitted  herewith. 

The  front  is  laid  out  with  glass  panel  door  en- 
trance and  two  display  windows,  which  should  be 
about  6  to  8  feet  deep.  At  present,  merchants  are 
endeavoring  to  secure  all  the  available  glass  and  us- 
ing brass  or  copper  sash.  Backgrounds  are  built 
about  6  ft.  6  ins.  high  with  good  panels  or  mirrors 
and  finished  to  top  with  gla^s  to  allow  light.  In  case 
there  is  not  enough  light,  prisms  24  inches  wide  can 
be  used  to  reflect  rays.  Panels  at  back  of  Mdndow^s  are 
generally  double  slides.  Many  merchants  are  finding 
veneer  wood  both  serviceable  and  efi'ective  as  a  back- 
ground as  it  can  be  finished  in  mahogany,  Circassian 
walnut,  oak  or  any  of  the  numerous  wood  finishes. 

It  will  be  noted  that  all  shelving  should  be  about 
8  feet  high  with  double  drawer  base  and  4  shelves,  10 
to  12  inches  apart,  finished  plain  on  top,  to  allow  of 
dressing  ledges. 

Arranging  Dress  Goods  and  Novelties. 

Dress  goods  and  silks  are  kept  in  30-inch  .shelves, 
endwise.  On  the  left  of  the  doorway,  opposite,  para- 
sols sell  well  in  a  case  at  the  end  of  second  counter. 
To  the  right,  because  customers  turn  that  way  from 
habit,  smallwares  are  arranged  .so  as  to  take  advan- 
tage of  novelty  trade  for  buttons,  trimmings,  hand- 
kerchiefs, ho.siery,  corsets  and  underwear.  These  two 
latter  are  also  stocked  in  the  ready-to-wear  section  up- 
stairs. Laces,  embroideries  and  veilings  are  kept  in 
drawers  here.  In  the  cases  No.  1,  is  ribbons;  2,  neck- 
wear and  novelties;  3,  notions.  These  are  preferably 
all  gla.ss,  reaching  to  a  mai'ljle  or  wood  base  and  fitted 
with  lockers. 

Shelving  36  inches  deep  is  provided  for  linens, 
sheeting,  .shirtings,  cottonade,  staples  and  novelty 
wash  goods,  while  drawers  are  used  for  napkins, 
cloths,  towels,  wraps,  etc.  A  long  counter  is  needed 
here  and  underneath  is  room  for  cottons,  both  white 
and  gray. 

Groceries  are  placed  on  the  other  side,  from  the 
stairway  to  the  rear  in  18-inch  shelving  and  on  two 
counters.     The  case  is  used  for  confectionery,   etc. 


Entrance  to  the  basement  is  allowed  here  if  hard- 
ware, silverware  and  electric  goods  are  kept.  Cash- 
ier's office  is  raised  about  two  feet  so  as  to  permit  cash 
carriers  reaching  all  counters  as  suggested.  If  wrap- 
ping desk  or  registers  are  used,  these  are  placed  direct- 
ly in  the  centre  of  the  store  at  the  end  of  the  second 
table. 

Private  oflllce  is  in  the  corner,  the  quietest  place 
in  the  store,  whence  full  view  of  doorway  and  stairs 
is  given.  Three  tables,  10  feet  long  and  3  feet  wide 
have  been  placed  in  the  centre  for  display  of  season- 
able goods.  Cases  on  this  floor  are  mostly  6  feet  3 
inches  long,  counters  and  cases  are  25  to  27  inches 
wide  and  28  to  32  inches  of  aisle  room  is  necessary. 

Re.\dy-to-Wear  and  Millinery. 

Upstairs,  ready-to-wear  comes  first,  because  cus- 
tomers will  cross  over  to  millinery  sections,  but  will 
not  always  visit  ready-to-wear  departments.  Another 
reason,  the  first  section  has  a  longer  season  and  gen- 
eral store  appearance  is  maintained  better  in  slack 
millinery  season.  Wardrobes,  or  racks  for  suits, 
skirts,  dresses  and  coats  are  placed  at  the  lioad  of  the 
stairway  and  3  tables  for  blouses  or  displaying  goods 
&■:■  de.'jred. 

A  fitting  room  about  6x6  feet  is  large  enough,  has 
one  window  and  a  triplicate  mirror  placed  in  the 
corner.  Another  method  is  to  make  the  door  back  a 
full  length  mirror  with  two  side  mirrors  and  one  in 
the  corner  for  back  view.  Shelving  24  inches  wide, 
same  as  downstairs,  is  suitable  for  millinery  and  cases 
or  counters  for  flowers  or  stands.  Some  stores  use 
cases  9x9  feet,  or  convenient  size,  electrically  lighted 
to  display  millinery. 

Small  tables  with  swing  mirrors  (boudoir  style) 
are  not  expensive.  Workroom  is  12x10  feet  and  can 
be  used  for  millinery,  alterations,  sewing  carpets  and 
making  shades.  A  parcelling  and  cash  desk  serves 
all  three  departments  as  shown.  Shelving  18  inches 
wide  is  u.sed  for  one  wall  of  workroom  as  a  good  lo- 
cation for  w^hitewear,  corsets  and  underwear.  There 
is  also  room  for  12-foot  counter.  The  table  at  the 
stairway  can  be  used  for  sale  goods,  between  the  de- 
partments, as  required. 

Eqi'ipment  for  Hottseeurnishings. 
Ijace  curtains,  draperies  and  interior  or  window 
hangings,  blinds,  etc.,  are  located  on  either  side  of 
the  house  furnishings  section.  Two  counters  and  a 
curtain  rail  are  suggested  for  showing  goods  to  ad- 
vantage. Carpet  .shelving  is  24  inches  deep,  first 
.shelf,  36  inches  high,  all  others     above     30  inches. 


DRY     GOODS     REVIEW 


23 


Rugs  are  piled  flat  on  the  floor  or  hung  on  display 
rack,  as  illustrated,  so  as  to  get  light  from  rear  with- 
out shutting  off  other  departments  in  front.  Oil- 
cloth supports  can  be  built  to  suit  convenience  or 
stood  on  end,  wider  widths  being  rolled  next  the 
shelving  base  for  all  that  is  carried.  A  varnished 
floor  space  15x20  feet  .should  be  plenty  for  cutting 
and  making  carpets  or  rugs.  Front  departments  on 
this  floor  are  usually  carpeted. 

The  Basement. 
If  it  is  po.ssible  to  build  an  annex  to  the  rear  about 
12x15  feet,  this  space  could  be  used  for  opening 
cases  and  making  goods  in,  and  as  a  stockroom  so  as 
to  avoid  placing  reserve  stock  on  ledges.  If  not  this 
work  and  resrve  stock  is  mostly  confined  to  the  base- 
ment. In  forcing  people  to  go  to  the  rear  of  the  store 
to  go  downstairs,  they  also  have  to  pass  from  end  to 
end  of  the  .store  twice.  As  a  basement  department 
can  often  be  made  an  attraction  through  advertising, 
it  will  readily  be  seen  how  important  it  is  that  people 


should  pass  all  other  counters  and  sales^men  and 
thereby  are  often  induced  to  buy  or  see  something 
that  they  intended  to  buy,  or  that  appeals  to  them. 

In  these  plans  a  general  stock  ranging  from  $35,- 
000  to  $50,000,  and  with  an  average  stock  of  $25,000 
to  $50,000,  it  should  be  possible  in  a  town  of  5,000  to 
10,000  people  to  do  $50,000  to  $75,000  annually.  Of 
course,  if  men's  furni.shings  are  carried,  private 
office  could  be  dispensed  with,  all  lines  moved  back 
and  furnishings  kept  near  the  entrance  with  cloth- 
ing on  racks  in  lieu  of  centre  tables.  Flat  top  ward- 
robes could  also  be  used  in  this  space. 

Wm.  II.  Niddrie,  traveling  salesman  for  29 
years  for  John  Maedonald  &  Co.,  Toronto,  is  dead, 
lie  was  in  his  sixtieth  year,  was  born  in  Scotland,  and 
came  to  Canada  when  a  young  man. 

The  Canadian  Quilting  Co.,  Montreal,  has  been 
incorporated  with  $49,000  capital  to  manufacture 
cotton,  linen,  wool  and  other  threads,  weaves,  fabrics, 
etc. 
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Layout  for  store   30  x  60  feet,  showing  first  and  second  floors.     Note  relative  position  of  depailments 
with  a  view  to  handling  demand  to  best  advantage. 


'Uhere  are  two  f^inds 
of  advertising — one 
fills  up  the  newspaper 
profitably,  the  other 
fills  up  the  stori. — 
profitably. 
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Panegyric  in  Advertising 

Much  Space  has  Been  Devoted  to  This  Form  of 
Publicity  —  Paquet  Advt.  Suggests  Solidity  — 
Guarantees  the  Honesty  of  the  Store's  Advertising 

MUCH  advertising  space  has  been  devoted 
lately  to  panegyrics  on  store  advertising, 
on  reputation,  on  solidity  of  organization, 
on  bigli  standards  represented  by  tbis,  tbat  and  tbe 
otber  concern.  Some  of  tbe'se  eulogies  are  very  in- 
teresting and  bave  added  a  certain  amount  of  art 
and  literature  to  publicity  reoordts. 

Allegorical  desig-ns  of  all  kinds  bave  been  em- 
ployed in  many  of  these  layouts,  while  others  bave 
taken  the  form  of  editorial  talks  with  little  ornamen- 


Half-page  advertisement   for   the   Paquet   Co.,   Quebec,   suggesting 
solidity. 

taition  outside  of  what  was  necessary  to  give  the  tyjie 
distinctive  appearance. 

In  the  half-page  advertisement  of  tbe  Paquet  Co., 
Quebec,  by  Kenneth  S,  Fen\vick,  the  essential  idea 
of  solidity  has  been  eni|»basized  in  a  striking  way, 
by  a  ma.ssive  structural  design.  ICacb  block  repre- 
sents one  of  the  factors  in  the  firm's  success — hone.sity, 
truth,  candor,  optimism,  etc.,  and  in  each  cas^e  tbe 
derivation  and  full  meaning  of  the  word  is  given. 
It  is  very  appropriate  tbat  such  an  advertisement 
should  carry  some  message  typical  of  the  firm's 
policy,  and  in  this  case  it  is  a  guarantee  to  forfeit 
$1,000  if  any  misleading  statement  iis  established 
against  Paquet  advertising.  Tbe  guarantee  is  strik- 
ingly stiggestive  of  the  high  reputation  of  this  house. 

The  Revie\v  has  been  asked  for  its  opinion  on 


this  advertisement,  and  whatever  criticism  it  lias  only 
applias  to  position  and  arrangement.  It  submits 
Ibat  such  an  advertisement  would  have  been  much 
more  impres-iive  had  it  Ijeen  placed  in  the  centre  of 
a  full  page.  Tbe  reading  matter  in  the  centre  <^ould 
tlien  bave  been  relieved  of  a  too  solid,  cramped  ap- 
pearance. The  guarantee  might  bave  been  rendered 
still  more  effective  in  general  appearance  had  the 
signature  of  the  head  of  tbe  firm  been  used  at  the 
bottom  in  connection  with  the  firm  name.  Had  a 
full  ]>age  been  used,  the  line,  "We  have  built  an 
enduring  reputation  by  Honest  Advertising"  could 
have  been  placed  over  the  diesign,  and  the  line,  "We 
will  forfeit  $1,000,"  at  the  top  of  the  reading  matter 
within  tbe  arch.  Tbe  attitude  of  the  crouching 
figures  indicates  that  the  stones  have  been  well  and 
truly  laid,  but  The  Review's  suggestion  is  that  the 
idea  might  probaljly  bave  been  carried  out  to  better 
advantage  by  upright  figures,  giving  a  more  stately 
impre.ssion. 

Much  thought  has  been  put  into  this  advertise- 
ment, and  the  general  conception  is  an  excellent  one. 
It  certainly  establishes  the  idea  of  stability,  endur- 
ance, relialiility  for  the  Paquet  Co. 


Buying  Particulars  Too  Elaborate 

Stewarts,  Limited,  Renfrew,  4-column  ad.,  9x15 
in.,  in  Renfrew  Mercury,  exploiting  sale  set  of  man- 
ufacturer's whitewear  .samples.  In  this  case  an  enter- 
prising buyer  has  gra.sped  an  opportunity  which 
would  startle  some  merchants,  and  a  simple  an- 
nouncement alone  of  his  purchase  should  bring  re- 
sponsive customers.  With  a  little  merchandising,  un- 
der such  conditions,  .salespeople  sell  better  and  more 
high-cla.ss  undergarments  than  they  ever  thought 
people  would  buy.  It  is  only  necessary  to  watch 
closely  and  interest  prospective  well-to-do  customers, 
so  as  to  make  a  profitable  clean-up  of  all  higher- 
priced  numbers. 

But  the  adman  did  not  see  what  possibilities  a 
manufacturer's  a.ssortment  contained.  He  uses  7 
inches  out  of  15  to  describe  the  circumstances  and 
forgets  to  tell  about  samples  or  describe  their  dainti- 
ness and  attractiveness.  Lists  of  comparative  prices 
and  numbers  complete  the  lower  half.  .Starting  with 
1,200  to  1,400  garments,  a  little  is  told  about  664  of 
them.     Four  good  cuts  are  used,  and  the  advt.  pre- 
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sents  a  clean  appearance.  But  what  do  people  care 
where  goods  come  from?  They  immediately  hasten 
to  the  values  when  they  see  a  head-line  such  as  used 
here. 


Stewarts  Limited,  Renfrew 


I   We  hope  that  Prosperity  wii]  be  youn  throughout  the  year  1912 

JANUARY  AND  WHITEWEAR 


Sale    of    Manufacturer's    Sample  Set    of    Whitewear.      Too    Much 

Opening  Matter  and   Descriptive  Items   Neglected.     An   Ad.   With 

Good     Typographical     Support,  But     Goods     Poorly     Presented. 
Stewart's.   Limited,   Renfrew. 

Here  was  a  splendid  chance  to  make  a  hit  for 
the  store  by  better  handling  in  heralding  the 
event,  from  the  adman's  standpoint.  They  have  in- 
telligent printers  in  Renfrew,  and  there  is  no  excuse 
or  criticism  on  that  score.  As  a  suggestion,  about  10 
lots  fully  described  assortments  of  garments  coming 
under  one  price  heading  would  make  customers  buy 
more  quickly.  Then,  garments  could  be  shown  and 
ticketed  to  advantage  and  enthused  about.  There  is 
no  better  way  to  present  a  manufacturer's  set  of 
sample  whitewear.  No  doubt  at  all  but  that  Stewarts, 
Limited,  had  a  good  response,  but  after  reading  the 
introduction  one  is  inclined  to  compare  the  history 
of  the  buyer's  effort  to  get  the  goods  with  that  which 
was  put  forward  to  sell  them,  and  ask  which  was  the 
more  strenuous.  In  an  event  of  this  kind  the  con- 
denser should  be  applied  to  any  temptation  to  make  a 
long  story  about  the  buying  stunt.  Where  there  is 
confidence  in  the  goods,  much  better  use  can  be  made 
of  bright,  snappy  descriptive  matter. 


Wonderful  Values  Well  Described 

Full  page  advt.,  W.  II.  Scroggie,  Ltd.,  Mon- 
treal, A  removal  sale  is  always  an  incentive  to  ad. 
men.  Among  the  most  unique  features  of  this  sheet 
is  a  sub-head  giving  volume,  number,  date,  amount 
of  stock  and  bargains  in  panels,  Leading  the  outer 
columns,  are  paragraphs  in  news  column  style,  one 
of  which  comments  on  better  cla.ss  trade  being  done, 
and  the  other  notes  the  growing  interest  of  men  in 


morning  and  evening  ads.,  where  formerly  window 
display  was  depended  upon  entirely. 

Wonderful  values  are  quoted  in  this  removal 
sale.  Customers  were  wise  to  keep  in  touch  with 
daily  store  budgets,  and  the  adman  understands 
value  of  type  effects  and  prices  to  keep  them  inter- 
ested. Descriptive  is  short  and  to  the  point,  while 
each  offering  is  cleverly  handled.  Cuts  and  illustra- 
tions, though  not  large  or  extravagant,  convey  a 
telling  impression.  . 

At  a  removal  sale  prices  are  a  great  attraction, 
and  all  through  this  specimen  price  quotations  are 
prominent:  Negligee  shirts,  38c;  lawn,  3%c;  linen 
glass  towelling,  4V2C.  "The  buying  power  of  ten,'' 
and  price  figures  stand  out  in  every  case.  If  Mon- 
treal people  did  not  reap  a  harvest  it  was  not  the 
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Removal  Sale,  W.  H.  Scroggie,  Ltd.,  Montreal.  A  Typical 
Departmental  Store  Sheet  in  Which  Admen  are  Giving 
Enthusiastic   Service. 


adman's  fault.  He  undoubtedly  attained  his  object, 
that  of  stock  reduction.  From  first  to  last  this  must 
have  been  a  telling  and  drawing  announcement. 


Not  much  use  spending  money  in  putting  in  an 
elaborate  opening  window  trim,  if  the  fashion 
news  contained  therein  is  not  effective.  A  series 
of  trims  that  certainly  "got  over"  for  all  they 
were  worth  were  those  put  in  to  show  the  new 
Spring  dress  fabrics  for  the  T.  Eaton  Co.  These 
windows  did  much  more  than  show  the  fabrics, 
for  they  gave  clearly  the  new  colors  and  in  their 
proper  sequence.  First  place  was  given  to  tan  in 
the  big  corner  window  and  1,  2,  3  and  4  showed 
blues,  greys,  grey  and  yellow  tan,  while  the  last 
illustrated  the  growing  feeling  for  mauve  and 
purple. 
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FICHU 

Soft    fold   Lan.vn    Emb. 

Edging. 

St.   Gall  Lace 

St.    Gall  Insertion 

No.  7360 

Price,  $S.  75  doz. 


THE  FICHU 


This  feature  of  dress  accessories  promises  big  all  through 
the   Spring  and  Summer. 

The  demand  on  lines  already  sampled  warrants  doubling 
samples  at  present  being  shown. 

The  number   illustrated  may   be  worn  with  Silk  or  Lawn 
Blouse,  high  or  low  neck. 

See  salesmen  for  complete  range,  or  write  us. 

LADIES'  WEAR,  LIMITED 


Toronto 


W.  F.  Goforth,  Managing  Director 


G.  G.  Dunning,  Sales  Manager 


Please  mention   The  Revieu   to   .Idver Users  and   Their  Travelers. 
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The  Buyers'  Viewpoint 

Description  and  illustration  of  Easter  novelties 
in  neckwear,  veilings  and  other  accessories. 

Importance  of  laces  this  season  with  relative 
standing  of  different  varieties. 

Some  pointers  on  effective  display  in  the  acces- 
sories departments. 


Easter   Neckwear   Featured 

Striking  Novelty  in  Jabots  Appears — Paris 
Show^ing  the  Medicis  and  Mazarin  Collars 
— Importance   of   Representative   Displays 

AMONG  the  neckwear  novelties  wliich  the  re- 
cent Paris  openings  have  brought  forth  are 
the  Mazarin  and  the  Medicis  types  of  collar. 
The  former  is  the  Style  which  the  famous  Gardinai 
wore,  witli  deep  points  in  front  and  low  back  outhne. 
This  tj^e  of  collar  is  shown  both  plain  and  pleated. 
The  Medicis  collar  is  reminiscent  of  the  ruff  effects 
which  emanated  from  Italy  in  Renaissance  days. 
'This  also  is  favored  in  the  pleated  effect. 

Low,  pleated  collars,  both  shaped  in  various  ways, 
and  also  made  from  plain  pleatings  by  the  yard,  are 
to  be  much  worn.  Very  pretty  and  striking  are  the 
collars  of  shadow  laces  made  in  this  way.  Collar  and 
cuff  sets  in  this  style  are  now  commanding  a  good 
.share  of  attention  in  New  York. 

For  Spring,  and  especially  for  Easter  M'ear,  there 
^\^i\\  be  many  of  these  collars  with  or  without  cuffs  to 
mat<;".h,  and  flower  jabots  mil  be  worn  with  them. 

From  New  York  comes  the  news  that  the  low  col- 
lars of  lace  sent  in  by  the  Paris  houses  are  selling 
•excellently  and  wall  be  among  the  very  best  of  the 
season's  style  features. 

Coat  sets  and  collars  of  lace  which  may  be  worn 
over  ti:ie  coat  are  very  interesting  to  the  retailer  just 
now.  Perhaps  a  word  in  season  may  help  some  to 
^void  disappointment.  The  complaint  has  been 
heard  in  past  seasons  that  coat  sets  did  not  sell  aa 
•early  as  represented,  and  thus  cost  the  retailer  too 
much  space  before  turning  over.  The  reason  is  .'dim- 
ple enough.  Certain  types  of  set  are  specially  adapt- 
ed for  Si)ring  ,«uits,  while  others  are  for  the  freshen- 
ing of  Summer  coats  after  warm  weather  has  arrived. 
To  the  latter  tA'pe  belong  the  lighter  lingerie  num- 
bers.    On  the  other  hand,  lace  sets  of  a  fair  weight 


will  sell  much  earlier  in  the  season.  These  conditions 
should  be  taken  into  consideration  when  buying,  and 
the  retailer  should  not  expect  the  impossible  from 
strictly  Summer  goods. 

There  is  another  fact  which  may  be  commented 
on  here.  The  sets  and  collars  which  are  strictly 
Easter  types  will  often  sell  at  much  higher  prices  and 
in  better  qualities  than  the  same  clientele  would 
patronize  in  light-weight  goods. 

It  is  expected  every\Ahere  that  this  season  will  be 
a  most  unusually  good  one  in  the  matter  of  sales  of 
coat  sets.  On  this  account,  the  retailer  should  get 
his  orders  in  in  good  time  so  that  he  may  have  a 
choice. 

The  Easter  Jabot 

It  is  a  burning  question  att  the  present  moment 
as  to  v/hkh  line  of  neckwear  is  to  be  the  favorite  for 
Easter  selling.  As  there  has  been  a  certain  amount 
of  doubt  all  along  regarding  the  type  of  jabot  which 
is  to  sell  this  coming  season,  it  is  now  of  great 
interest  to  learn  that  a  new  variety  which  bears  the 
hall-mark  of  Paris,  and  is  now  making  its  way  very 
fast  in  New  York  has  arrived  in  Canada. 

So  far,  this  new  type  is  shown  as  an  importation 
only,  but  the  manufacturers  will  shortly  be  offering 
it.  It  may  be  described  as  a  fine-pleated  lace  or 
lingerie  jabot  consisting  of  two  sections  resembling 
nothing  so  nuich  as  the  wings  of  a  butterfly.  A 
plain  band  catches  these  together  in  bow-knot  man- 
ner, and  at  a  distance  the  jabot  looks  not  unlike  a 
very  large  lingerie  bow,  except  that  the  wings  are  so 
deep.  This  is  specially  adapted  for  wear  with  low-cut 
coats,  which  are  made  in  the  cut-aAvay  style.  It  is 
worn,  as  are  many  of  this  season's  jabots,  in  a  ratlier 
floppy  and  carel&ss  way,  rather  than  pinned  back  as 
the  side  jabots  were. 

Jabots  of  .^adow  laces  and  lingerie  are  among 
the  daintiest  Ea«ter  offerings.  Early  in  the  season 
merchants  will  find  that  it  pays  to  .show  articles  which 
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DAINTY    CONCEITS    IN    EASTERTIDE 
ACC^ESSORIES 


1. — High  novelty  jabot,  by  Sterling  Lace  and  Novelty  Co.,  Toronto. 

2. — Lace  matinee  cap,  by  A.  &  T.  Hall. 

3. — Lingerie  bow,  by  Plett,  Lowndes  &  Co.,  Ltd.,  Toronto. 

4. — Coat  set  of  pique  and  embroidered  lawn,  from  A.  T.  Reid  Co.,  Toronto. 

5. — Jabot,  with  tiny  made  flowers,  from  R.  D.  Fairbairn  Co.,  Toronto. 

6.— Stock,  with  frill,  Plett,  Lowndes  &  Co.,   Toronto. 

7. — Fringed  silk  and  lace  stock,  from  Sandersons,  Toronto. 
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BAGS 
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Bags   tkat    Sell 
on    Sight 

These  lines  promise  to  be 
very  popular  this  season- 
They  are  strictly  correct 
and  have  a  style  exclusive - 
ness  which  will  sell  them 
on  sight. 


Wash  bag  of  allover 
lace,  over  white  and  all 
colors  of  silk  poplin,  con- 
tains coin  purse. 


Prompt 
Delivery 


PHONE  TO-DAY 
OR  WRITE 


Wash  bag  of  Macrame 
lace  over  white  and  all 
colors  of  silk  poplin,  con- 
tains coin  purse — a  winner. 


Wash  bag  of  embroid- 
ered linen,  beautiful  de- 
signs with  fringe  bottom, 
contains  coin  purse — 
very    dainty. 


Prices 

Range   from 
$6.50  to  $36  Joz. 

MAIN    7135 


MANUFACTURED    BY    • 

FLETT,  ::LOWNDES   ^  COMPANY 

LIMITED 
142-144   West   Front   St.  -  -  Toronto 
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look  suitable  when  worn  over  a  silk  or  fancy  rather 
than  a  lingerie  waist.  Amomg  these  are  the  shadow 
lace  articles.  Pleated  neits  and  very  thin  lingerie 
materials  are  also  very  pretty  when  wovn  in  this 
way,  but  the  heavier  lingerie  neckwear  will  Ijc  wanted 
later. 

Apron  effects  in  jahots  are  excellent  at  the  present 
time.  There  are  also  some  handsome  numbers  in 
cascade  effect  and  a  few  combinations  of  lapel  and 
apron  or  cascade,  which  look  like  winners.  Nets  and 
laces  are  much  used  in  all  these  types,  with  emphasis 
on  the  Irish  laces,  and  in  the  highest  class  numbers 
on  the  Irish  crochet.  Real  Irish  is  now  one  of  the 
fads  of  the  Upper  Ten  in  large  cities,  and  this  will 
be  reflected  in  the  output  of  the  manufacturer  by  the 
use  of  less  expensive  imitations. 


New  Type  of  Made  Flowers 

Made  flowers  continue  to  hold  popular  fancy,  and 
nothing  proves  this  fact  more  conclusively  tlian  the 
introduction  of  a  distinctly  new  creation  in  this 
line.  This  consists  of  the  tiniast  of  made  buds,  and 
leaves  close  massed  in  little  bunches  which  may  be 
shaped  like  a  crescent,  a  nosegay  or  in  any  fanciful 
way.  These  are  used  on  jabots  as  a  finish  where  the 
collar  meets  the  jabot,  or  as  a  completion  of  a  collar- 
less  neck  effect. 

Besides  the  above  use.s,  there  will  be  a  good  de- 
mand for  this  sorti  of  thing  during  the  Easter  season, 
especially  for  boutonnieres  and  corsage  knots. 

The  large  made  flowers  continue  to  sell  well,  and 
there  are  many  kinds  of  these,  principally  for  use 
as  jabots,  at  prices  more  popular  than  tliose  of  the 
line  just  mentioned,  which  demands  mucli  more 
hand  sewing.  All  these  lines  will  sell  excellently,  as 
present  indications  point. 


Some  Attractive  Departments 

The  merchsmt  who  does  not  at  this  season  con- 
sider means  of  drawing  particular  attention  to  his 
neckwear  department  is  missing  an  important  op- 
portunity. 

Already  many  of  the  stores  in  great  centre^  are 
in  gala  attire,  showing  aisle  and  ceiling  decorations 
of  flowers  and  greenery.  In  one  great  store,  where 
living  model  displays  are  being  held,  the  main  aisles 
are  beautifully  hung  with  cherry  blossoms  on  the 
branch.  Birds  in  cages  are  hung  up  aniong  the 
boughs,  and  upstairs  there  are  fountains  with  gold 
fish,  surrounded  by  deep  beds  of  full-l)low^l  tulips 
growing  in  their  native  soil.  Yet  the  neckwear  de- 
partment is  not  specially  called  attention  to  in  all 
this  display.  This  seems  to  be  a  mistake.  The 
small  merchant  who  cannot  afford  a  great  spread 
of  this  sort  may  yet  keep  his  end  up  by  having  his 


department  accessible,  bright  with  counter  displays, 
including  spring  flowers  and  such,  iuid  especially  by 
the  use  of  suitable  cards  which  are  now  being  offered 
to  tlie  trade.  These  include  emblems  of  Easter,  floral 
effects,  and  such.     There  are  many  departments  in 


Fine  lace  and  net  jabot, 
showing  new  floral  orna- 
ments. —  Shown  by  R.  D. 
Fairbairn  Co.,  Toronto. 


small  places  where  the  expenditure  of  a  five-dolhir 
bill  would  do  more  to  help  sales  than  the  merchant 
w^ould  think  possible. 

Among  other  ideas^  the  introduction  of  a  mass  of 
strong-smelling  flowers  such  as  hyacinths  will  fre- 
quently elicit  exclamations  of  delight  from  customeTs 
and  draw  them  to  the  department.  By  getting 
flowers  in  pots,  the  merchant  may  make  a  display 
of  this  kind  last  a  full  week. 


Displaying  Spring  Laces 

Some  of  the  Newest  Types  and   the  Way 
in  W^hich  They  are  Being  Exploited. 

No  one  instance  of  the  importance  of  laces  this 
season  could  be  better  brought  forward  than  the  fact 
that  many  stores  are  increasing  the  size  of  their  de- 
partments in  this  line  already.  This  is  done  not  only 
to  accommodate  the  stock,  but  also  to  accommodate 
the  customers  who  are  even  now^  beginning  bo  ask  for 
the  summer  lines. 

There  are  reported  up-to-date  a  good  many  in- 
quiries at  retail  for  the  shadow  laces  which  appeared 
first  last  Fall.  These  are  to  be  used  on  the  high-class 
lingerie  dresses.  Imported  models  show  the  use  of 
the  Agaric  laces  spoken  of  in  these  columns.  It  is  a 
peculiar  feature  of  this  season  that  the  very  coarsest 
and  the  most  delicate  laces  known  are  to  be  equally 
popular. 
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No.  250     French  Pique  — 
3  Patterns-  $2.10 


No.  294— French  Repp— $2.10 


These  Natty  Lounge  Collars  Will 
Captivate  The  Ladies  On  Sight 

DISPLAY  them  in  your  shop  windows  and 
every  woman  who  sees  them  will  buy. 
Neat,  comfortable  and  smart-looking.  You  can 
stock  no  other  line  of  Ladies'  Lounge  Collars 
which  will  reflect  more  credit  on  your  store. 

Order  NOW— and  Order  PLENTY 

DELIVERY— MARCH  15th. 


The  Williams,  Greene  &  Rome  Co.,  Limited,  Berlin 

Factories  :  Berlin,  Waterloo,  Hanover 
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ATTRACTIVE    NOVELTIES    FOR    THE    EASTER    SEASON 


Novelty  collar  and  jabot  and 
Eaater  Illy  garniture.  —  By 
Sandersons,  Limited,  Toronto 


Stylish  chemisette  set,  show- 
ing yoke  and  sleeves  very 
popular  now.  —  Shown  by  H. 
1>.   Fairbairn  Co.,  Toronto. 


Coat  set  featuring  narrow  pique  and  baby    Irish    lace. 
—  By  Ladies'   Wear  Limited.  Toronto. 


Novelty  meshes  in  veilings,  including  shadow  flouncing.—  By  Canada  Veiling  Co.,    Toronto. 
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We  help  you  to  accommodate  your  customers. 

Lace  Styles  for  the  Season 


Shadow 
Laces- 


Rank   First 


Light,  dainty  effects  in  bands,  edgings,  flouncings  and 
allovers  to  match,  in  White,  Ecru,  Antique  and  Ivory, 
followed  by  Macreme  Linen  Cluny,  Cotton  Cluny,  Venise, 
Bebe  Irish,  Dentelle,  Boheme  and  Valenciennes  Laces 
from  Calais. 

We  have  them  all  in  great  variety.  See  our  stock  or  look 
at  our  samples. 

In  next  issue  we  will  tell  you  what  to  buy  in  veilings  so 
that  you  may  be  "in  right"  for  the  Spring  Trade. 

"Trust  us" 

Canada  Veiling  Company 

84-86  Wellington  St.  W.,  Toronto 
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New  patterns  in 
shadow  and  cluny 
laces.— By  S.  W. 
Stevenson  &  Co., 
Montreal. 


Pleated  laces  to  be  sold  by  the  yard  will  prove  a 
very  good  line  tliis  season.  All  pleatings  are  in  ex- 
cellent position,  and  the  pleated  laces  will  be  \^anted 
for  a  variety  of  purposes. 

Chantilly  laces  are  spoken  of  with  enthu-^iasni  in 
many  quarters,  but  it  is  very  doubtful  if  tb.ey  will 
sell  here  as  they  seem  about  to  do  on  the  otiher  .-ide 
of  the  line.  AVhile  excellent  sellers,  thej^  will  prol)- 
ably  be  oljliged  to  take  second  place  to  number.'  which 
admit  of  wa.shing  freely.    There  is  alway,^  a  great  de- 


mand for  washable  qualities  in  materials  >vhicli  are 
to  be  used  on  Summer  dresses  in  this  country,  hence 
it  seems  likely  that  the  Chantillys  will  be  preferred 
for  everying  rather  than  day  wear. 

Irish  laces  are  in  better  position  than  for  years 
jiast,  and  will  probably  break  the  record  of  their 
sales  in  that  season  some  years  ago,  which  merchants 
will  remember,  w*hen  the  Irish  bebe  lace  ^Aas  used  on 
everything.  Strictly  from  the  style  standpoiiit,  the 
Crochet,  both  real  and  imitation,  is  llie  thing,  l)ut 
there  are  offerings  of  flouncings  and  Ixmds  in  baby 
Irish  which  Adll  prove  most  practical  for  the  average 
merchant  to  put  behind  his  couotert'. 

In  the  narrower  laces  designed  for  lingerie  and 
for  wash  dresses  of  the  more  ordinary  type,  tViere  are 
some  charming  effects  in  Bulgarian  de.=ign.  'J'here 
are  also  new  styles  in  Vals,  including  some  shadow 
effects  which  look  most  attractive. 


Prominence  of  Filet  Laces 

No  mention  of  this  season's  unique  lace  display 
would  be  complete  without  the  inclusion  of  the  Filet 
laces  which  have  at  last  succeeded  in  eptablishing 
themselves  on  this  continent.  Parisian  designers 
have  long  recognized  the  peculiar  beauty  of  this  t\  pe 
of  lace,  but  the  public  here  has  as  steadily  rejected  it 
until  this  last  season,  when  it  now  bids  fair  to  out- 
class old  favorites  in  popularity. 

The  peculiar  advantage  about  the  new  iilet  offer- 
ings is  that  they  are  produced  at  popular  prices  and 
in  wide  bands  and  flounces  of  material  which  will 
wash  well.  These  qualities  combine  to  make  the  arti- 
cle an  ideal  one  for  the  trade  here.  In  addition  to 
this,  the  lace  is  strikingly  different  from  anything 
that  has  been  generally  worn  here  before.  The  pat- 
terns have  a  mo.st  original  chic  of  their  own,  and  will 
appeal  to  people  of  particular  tastes  on  sight. 

The  genuine  filet  lace  mil  necessarily  remain  an 
article  confined  to  a  certain  high-class  sale,  but  the 


F.  C.  Daniel  &  Co.,  Fancy  Dry 
Goods  Specialists,  wish  to 
announce  to  the  trade  that  they 
have  moved  to  80  &  82  Well- 
ington  Street   West,   Toronto 
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Je^velry  By  The  Yard 


Very    Effective    For    Hair    Bandeaux,    Neck- 
laces, Collar  and  Dress  Trimming: 

THE  RHINESTONE 

This  innovation  in  trimming  comes  as  a  result  of  the  recent  coronation,  which  was 
accompanied  by  a  wealth  of  splendor,  consisting  largely  of  jewelled  trimmings. 

We  are  showing  here  a  sample  of  the  Rhinestone  Trimming  mounted  on  Silver  Braid 
which  gives  a  most  brilliant  and  striking  effect.  We  are  also  showing  it  mounted  on  Black 
Velvet  with  the  Rhinestone,  Turquoise  and  Amethyst  Settings. 

This  is  now  acknowledged  by  fashion  experts  to  be  the  leading  trimming. 

Orders  placed  now  are  assured  of  prompt  deliveries. 

WRITE  FOR   PRICES   AND   SHOW  CARDS  OF  SAMPLE  BRAIDS. 

THE  SMITH  -  D'ENTREMONT  CO.,  Limited 

MANUFACTURERS 
1475-1477   Queen   West,        -        -        Toronto 


in  the  lace  and  novelty 
business  stands  for  as  much 
as  it  does  in  silverware.  It 
stands  for 

STYLE,    ASSORTMENT, 
NOVELTY,  VALUE 


SPRING 


SUMMER 

business  will,  according  to  indications, 
he  the  greatest  ive  have  had  for  years 
in  laces  ^  embroideries,  neckwear,  veil- 
ings, etc.  Are  you  prepared  to  meet 
the  deinand  ? 

Let  us  help  you.  When  m  the 
city,  call  and  see  us  at  our  NEIV 
WAREHOUSE. 

The  Sterling  Lace  & 
Novelty  Company 

80-82  Wellington  S(.  W.,    .     TORONTO 
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imitations  which  are  offered  in  all  grades  should  ap- 
peal to  practically  every  merchant. 

At  the  present  time,  it  looks  as  if  Cluny  laces 
would  have  a  splendid  sale  this  coming  season.  The 
vogue  of  linen  for  gowns  and  suits  will  greatly  help 
this  along,  and  sales  of  Cluny  over  the  counter  are 
remarkable  for  this  time  of  year. 


Lace  Trace  in  Montreal 

Venise  lace  is  strong,  and  latest  reports  predict  a 
continuance  of  this  popularity.  In  addition  to  Ven- 
ise bandings,  and  flounces,  handkerchiefs  and  other 
acce.-?sories  feature  this  lace  to  a  notable  degree. 

Allover  Venise  is  considered  staple,  and  is  selling 
well  to  the  popular  trade. 

Shadow  laces  are  very  strong,  as  is  the  shadow 
embroidery.  This  vogue  first  started  in  the  fashion 
centres  of  Europe,  and  is  now  in  full  sway  in  this 
country.  As  in  the  case  of  Venise,  wide  bandings  of 
shadow  lace  are  being  taken  in  exceptionally  large 
quantities.  The  flounce  is  expected  to  play  an  im- 
portant part  in  dress  circles  during  tlie  following 
months.  These  effects  are  chief  factors  in  producing 
fuller  effects  mthout  actually  increasing  skirt  meas- 
urement to  any  noticeable  extent,  hence,  a  brisk  re- 
tail bu-siness  is  expected  in  this  department. 

In  these  days,  one  hears  a  great  deal  about  Ma- 
crame  lace,  generally  in  the  better  class  lines.  Of 
course  much  of  the  machine-made  lace  is  selling  in 
cheaper  lines.  Cluny  is  also  very  well  thought  of, 
and  with  Macrame,  constitutes  one  of  the  laces  of 
prominence  in  the  heavier  varieties. 

Real,  hand-made  filet  lace  may  be  had.    In  addi- 


tion to  being  sihown  in  black  and  white,  many  of 
these  trimmings  will  be  also  shown  in  colors. 

Oriental  laces  are  very  prominent  on  lingerie 
dresses.  As  many  manufacturers  have  bought  quan- 
tities of  the  foregoing  materials,  it  is  a  good  sign  that 
coming  demands  will  be  along  these  lines  of  laces 
and  embroideries. 

As  a  whole,  the  future  looks  bright  for  many  of 
the  better  laces,  and  in  addition  to  these  for  high- 
class  trade,  there  are  also  many  imitations  on  the 
market  for  medium-priced  trade  lines.  So  it  is  now 
possible  to  obtain  the  real  goods  made  by  hand,  or 
to  carry  substitutes.  It  lies  with  each  individual 
merchant  to  stock  the  line  which  would  sell  best  in 
his  locality. 

Early    Displays    of    Swisses 

Embroidery  and  Lace  Combined   the  Effect 

Seen  in  New  Offerings  of  Flouncings — Early 

Activity  at  Retail  Season, 

Early  as  it  is,  many  retail  houses  are  now  showing 
their  new  Swiss  embroidery  flouncings  in  window  dis- 
plays and  otherwise  most  prominently.  Following 
immediately  as  this  does  on  the  January  whitewear 
bargain  sales,  it  would  seem  to  some  people  as  a  little 
premature,  but  this  is  not  the  case.  Every  year  there 
are  more  persons  who  go  to  southern  resorts  before 
the  Winter  has  closed. 

Thus  the  tendency  seems  to  be  to  push  the  sales 
further  back  each  year.  This  means  that  the  mer- 
chant who  wishes  to  secure  a  good  assortment  should 
be  forehanded  with  his  ordering,  for  even  if  his  cus- 
tomers do  not  want  flouncings  till  May,  his  compe- 
titor is  busy  securing  the  best  offerings. 

In  the  flouncings  offered  for  the  coming  season 
there  is  a  strong  tendency  to  substitute  lace  for  plain 
embroidery  wherever  it  can  be  done.  Many  numbers 
are  even  finished  with  the  imitations  of  rose  point 
and  others  have  rich  insets  of  all  the  popular  lines 
of  lace  on  the  market  at  the  present  time.  This  lace 
and  embroidery  combined  effect  is  not  necessarily  ex- 
pensive and  cheaper  lines  in  this  effect  are  seen. 
Among  the  laces  simulated  are  the  Macrames,  the 
Irish  laces.  Point  de  Venise  and  the  above  mentioned. 
Even  more  recently,  the  Bulgarian  types  have  ap- 
peared, used  in  the  same  way. 

Vandyke  points  are  a  strong  feature  of  the  new 
flouncings.  These  may  be  used  at  the  lower  edge  or 
inserted  in  the  pattern  in  a  variety  of  ways.  Small 
square  medallions  and  filet  lace  motifs  were  noted  in 
one  line  of  embroideries  of  uncommon  beauty. 

There  is  to  be  an  unusual  demand  for  all-overs 
in  all  grades,  and  more  than  customary  activity  is 
reported  in  these  lines  already  by  the  importers. 

See  also  page  68 
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Where  Ribbons  Reign  Supreme 

Our  entire  stock  consists  of  Ribbons — Every 
conceivable    Shade,   Width   and    Value. 


Patt.  505,  TAFFETA  RIBBON 

One  of  our  leading  lines,  in  widths 

48,  60  and  80. 

Can  be  retailed  at  15,  18  and 

22  cents. 


We  can  supply  the 
demands  of  your 
most  exacting  custo- 
mers. 

Let  us  know  your 
wants.  Our  MAIL 
ORDER  DEPART- 
MENT is  at  your 
service. 


[Patt.  647,  NARROW  TAFFETA 

Much  in  demand. 
Widths— 3,  5,  9,*16  and  30 


"THE  RIBBON  HOUSE  OF  CANADA'' 
Walter  H    Barry  &  Co. 

MONTREAL,  P.Q. 
Winnipeg  Branch:    SYLVESTRE  WILSON  BUILDING 

J.   R.    GALBRAITH,    Manager 


PARASOLS 

AND 

UMBRELLAS 


Special  Attention 

to 
Letter  Orders 


THE    IR.VING     UMBRELLA    CO. 

LIMITED 


79-83  Wellington  St.  West 


Toronto 


PEWNY'S 

KID  GLOVES 


Will  Help  Your 
GLOVE  DEPARTMENT 


Write  us  for  samples  of  our 

$9.00  and  $11.50 
Ladies'    Fine    Kid    Gloves 

These  are  positively  the 
best  values  shown  by  any 
house  in  Canada.       ::  :: 


Greenshields    Limited 

MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Features  of  the  Department 

Hints  on  opening  the  Spring  season  in  the  home 
equipment  department. 

The  new  wallpapers  and  tioor  coverings  described. 

Elizal)ethan  furnishings  and  their  present-day 
influence. 


Spring   Activities    Begin 

New  Styles  are  Now  Before  the  Public  —  Some 
Telling    Display    Methods  —  House    Furnishings 

THE  past  two  months  have  seen  some  very 
striking  displays  of  house  furni.shings  and 
also  of  furniture.  Most  houses  used  the  plan 
I  of  showing  the  former  line  during  January  and  the 
latter  during  February.  Others  liave  been  showing 
both  lines  simultaneouslv  with  good  effect. 


A  great  assistance  to  sales  in  the  dxaperies  de- 
partment was  found  to  be  the  use  of  a  miniature 
house  in  cottage  style,  with  hangings  of  chintz  and 
linen.  Washable  fabrics  were  freely  displayed  all 
through  the  house  on  specially  erected  stands.  Pait- 
ronis  could  saunter  through  and  observe  at  their  ease 
how  they  liked  the  effect  of  any  one  pattern  when 
hung.  This  helped  to  arou.se  interest  earlier  than 
usual  in  this  department.  Many  persons  make  a 
habit  of  buying  for  Spring  freshening  and  for  their 
summer  homes  at  this  time  of  the  year. 

*  *    * 

Merchants  ai-e  beginning  to  realize  the  import- 
ance of  arranging  their  furniture  displays  with  due 
regard  to  the  types  and  periods.  Sets  for  drawing 
room,  dining  room  or  den  sell  far  better  when  showni 
in  group  arrangement  exactly  as  if  in  the  room. 
On  this  account  there  are  now  to  be  seen  little  com- 
partments against  the  wall  with  easily  moved  screens 
to  separate.  Within  these  little  miniature  rooms  the 
sets  may  be  displayed  to  excellent  adtvantage  without 
the  using  up  of  too  much  space.  This  method  has 
long  been  in  use  with  bedroom  sets,  and  there  is  no 
rea.son  why  it  should  not  be  applied  with  equal  suc- 
cess to  the  sets  for  other  rooms. 

*  *    * 

The  merchant  wall  find  it  a  great  advantage  to 
his  department  to   avoid  the  stacked,   close-packed 


store-room  appearance  which  so  disfigures  many  fur- 
niture departments.  These  places  are  gloomy  and 
most  uninviting.  Frequently  they  are  almost  inac- 
cessible and  badly  lighted.  A  smaller  assortment 
better  displayed  and  turned  over  more  frequently 
would  lie  far  more  to  the  jjood. 


Fabric  and  Leather  Effects 

Spring  wallpapers  are  now  being  brought  for- 
ward by  the  retailer.  Display  methods  are  liis 
greatest  ally  in  selling,  and  there  are  many  devices 
for  the  mounting  and  erection  of  sample  pieces. 

The  papers  which  sell  for  bedroom  and  lighter 
use  of  all  sorts  are  principally  of  fabric  finish,  repre- 
senting chintz,  linen,  chambray,  jaspe  and  corduroy. 
Dainty  effects  are  seen  in  light  checks,  which  are  al- 
most invisible,  resembling  the  patterns  of  the  Scotch 
zephyrs,  but  much  subdued.  Light  line  checks  and 
even  plaids  in  one  color  are  seen. 

In  all  floral  papers,  the  strength  this  Spring  lies 
with  the  .separate  motifs,  straps,  medallions,  drop 
effects,  etc.  Cut-out  decorations  have  tak'en  strong 
hold  on  the  public  fancy,  and  there  are  constant  de- 
mands for  this  type  of  thing.  Floral  patterns  are 
soft  of  coloring  and  masses  or  in  tiny  medallion 
effects.  The.-e  papers  are  offered  in  style  to  match 
the  washable  upholsteries. 

The  type  of  paper  which  is  wanted  for  dining 
rooms,  dens  and  libraries  is  now  the  leather  effect. 
Many  new  and  beautiful  ideas  are  seen.  There  are 
extra  wide,  shaded  leather  effects  and  also  the  plain 
leather  groundB  with  strap  decorations  in  dull  floral 
effects. 

It  is  expected  that  these  new  leathers  will  meet 
an  extraordimary  demand  this  coming  year.  Ihey 
are  sold  among  other  things  for  office  and  for  public 
building  decoration. 

For  drawing  rooms  there  are  offered  a  great  many 
dili'erent  styles  of  paper.     Chief  arnong  these  is  the 
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tapestry  paper.  This  conies  in  all  grades  and  de- 
signs, verdures  being  excellent.  But  plain  papers 
with  strap  and  drop  decorations  are  to  be  widely  sold 
this  year  for  this  purpose. 

Matched    to    Draperies 

There  has  been  a  good  demand  for  papers  which 
are  offered  with  fabrics  to  match  or  to  correspond 
so  closely  as  to  form  a  good  match.  This  is  specially 
true  of  the  chambrays,  linens,  chintzes  and  other 
wash  effects. 

As  a  high  novelty,  there  are  also  offered  tapestries 
which  match  wallpapers  in  the  same  pattern.  For 
denis  and  offices  leather  upholsteries  and  wallpaper 
effects  are  also  being  matched.  This  idea  is  taking 
hold,  especially  with  the  better  class  trade,  and  the 
merchant  vrvW  readily  see  where  it  may  be  made  to 
operate  to  his  profit. 

Situation  in  Floor  Coverings 

Scotch  wool  squares,  whether  made  as  their  name 
indicates  abroad,  or  of  domestic  manufacture,  are 
selling  better  than  ever  before.  The  cheapness  of 
this  line  recommends  it  to  those  merchants  who  can- 
not afford  to  carry  an  expensive  line  of  carpdts,  and 
who  do  not  like  to  stock  and  lay  down  a  line  which 
looks  cheap  and  gaudy.  The  fact  that  the  public 
is  beginning  to  appreciate  the  possibilities  of  this 
line  was  shown  in  recent  sales,  when  rugs  of  this  type 
were  sold  out  before  any  others  of  the  same  price. 

Rugs,  generally  .speaking,  continue  to  be  the  fea- 
ture of  the  trade  of  floor  coverings,  but  there  is  a 
constantly  increasing  interest  in  the  piece  goods,  and 
sales  of  the  latter  have  picked  up  wonderfully  this 
Spring.  Manj'  merchants  are  now  ordering  piece 
goods  who  would  not  have  looked  at  them  a  year  ago. 

In  rugs,  Orientals,  tjoth  real  for  the  high-class 
trade,  and  imitation  for  the  average,  continue  to  be 
the  wanted  numbers.  Piece  goods  in  imitation  of 
the  Orientals  was  seen  in  the  making  in  one  factory. 
The  goods  were  so  well  matched  up  at  the  .'^eams  that 
it  was  almost  impossible  to  tell  the  result  from  the 
one-piece  Oriental,  save  for  the  unusually  large  size. 
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Samples  in  light  aiifl  (iark  grey  of  tlie  latest  linoleum  feature. 
It  embodies  the  qualities  of  linoleum  and  ruljber  and  is  used  for 
iiuto  floors,  restiljules,  stairways,  etc.  Shown  by  W.  R.  Broclj  & 
Co.,   Montreal. 
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The  greater  the 
interest  you  take 
in  having  your 
stock  just  right 
the  more  certain- 
ly you  w^ill  ap- 
pre  cia  t  e  the 
STAUNTON  line. 
Never  any  freaks, 
but  designs  that 
represent  charm 
and  distinction. 
If  you  are  not 
handling  Wall 
Paper  w^e'd  like 
to  talk  business. 
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STAUNTONS  Limited 

Wall  Paper  Manufacturers 
941  Yonge  St.  TORONNO 

Sole  Canadian  Agantt  far 

Schmitz  Horning   Panoramic   Friezes 


Elizabethan  Furnishings  Then  and  Now 

A   Study   of    This    Type  "With  a   View  to  Helping  the  Merchant  and  Sales- 
man   Who    Must    Meet   the   Demand     for    Period    Goods  —  The  Age  of    Oak 


INTEREST  in  Elizabethan  furniture  is  now  keen 
because  of  its  having  come  into  a  popularity 
which  bids  fair  to  render  it  a  regular  commercial 
line.  Not  that  the  styles  of  this  period  in  their 
purity  are  to  be  regarded  as  practical  by  the  furniture 
or  department  store  merchant  of  to-day,  but  adapta- 
tions are  many,  and  are  asked  for  by  persons  who  are 
willing  to  pay  the  highest  prices  for  any  article  which 
may  appeal  to  them. 

Salesmen  Should  Know. 

In  view  of  these  facts,  it  is  well  for  clerk  or  re- 
tailer to  have  in  mind  those  distinctions  which  differ- 
entiate this  class  of  furniture  from  others.  There  is 
now  a  great  and  apparently  a  growing  confusion  in 
this  respect.  The  most  marked  feature  of  this  is 
that  we  are  constantly  shown  Jacobean  or  even  Gothic 
types  as  Elizabethan.  The  popularity  of  the  Jacobean 
and  its  prevalence  where  Elizabethan  is  not  carried 
is  partly  to  blame  for  this,  but  besides  that  fact  there 
is  a  general  misapprehension  as  to  the  leading  fea- 
tures of  the  latter. 

Now,  Gothic  furniture  gave  place  to  Elizabethan 
types  through  the  intervention  of  Renaissance  ideas, 
and  largely  through  outside  art  influences  coming 
into  England  at  the  time  of  the  "New  Birth"  of  cul- 
ture, as  it  was  called.  These  influences  were  various. 
Many  were  of  Italian  origin,  proceeding  thence  in- 
directly from  the  art  of  ancient  Byzantium.  Gradu- 
ally, however,  they  modified  the  Gothic  character- 
istics, biiilt  lip  over  them,  and  finally  replaced  them, 
but  not  till  after  the  time  of  Elizabeth.  Flemish  in- 
fluences also  have  much  to  do  with  the  period  fol- 
lowing, and  are  seen  in  many  forms  of  the  Jacobean 
types. 

Solid  and  Substantial  Outlines. 

Certain  distinguishimg  marks  make  a  piece  ob- 
viously Elizabethan  to  the  eye  of  the  collector.  Gen- 
eral outlines  are  solid  and  substantial,  decoration  is 
still  surface  rather  than  deep-cut,  Avith  a  few  modifi- 
cations. Features  of  the  carving  are  the  acanthus 
leaf  and  plant,  the  corbel,  the  guilloche  and  scroll 
work.  Ijcafage  is  a  favorite  decoration.  The  guil- 
loche consists  of  series  of  connected  circles  or  half 
circles  of  carving,  forming  border  designs  and  other- 
wise introduced.  Flemish  work,  which  came  in  dur- 
ing the  reign  of  Charles  I.,  and  especially  in  the 
Cromwellian  period,  may  be  detected  by  its  use  of 
parts  glued  on  to  the  main  article  in  the  ornament  of 
plain  .surfaces  ornamented  with  diamond  panels, 
turned  work  and  pilaster  effects,  and  especially  by 


its  round,  applied  buttons.  On  the  other  hand, 
marqueterie  was  introduced  during  the  Elibazethan 
period. 

The  distinguishing  marks  of  Gothic  have  been 
fully  discussed  in  a  former  article,  so  that  the  reader 
now  has  a  chance  to  draw  the  distinction  on  both 
edges  of  the  Elizabethan  period. 

It  is  not  enough,  however,  to  name  the  main 
characteristics  which  distinguish  Elizabethan  pieces. 
In  fact,  to  properly  grasp  these,  it  is  necessary  to  go 
iiito  detail,  as  each  type  or  piece  of  furniture  has  its 
own  proper  distinctions  from  other  pieces  of  the  same 
kind,  but  belonging  to  another  period. 

The  Famous  FouR-rosTERs. 

It  is  a  common  mi.«take  to  suppose  that  the  four- 
poster  bed  is  Elizabethan  in  origin.  As  a  matter  of 
fact,  it  has  evoluted  from  a  type  of  that  period,  but 
it  did  not  reach  the  four-post  stage  till  a  later  date.  A 
typical  Elizabethan  bed,  such  as  the  great  bed  of 
AA'^are,  has  two  posts  at  the  foot,  and  these,  together 
with  a  solid  headpiece,  support  the  great  canopy  of 
wood,  or  late  in  the  period,  sometimes  of  fabric.  The 
solid  headpiece  is  to  be  noted  as  refuting  the  common 
four-post  idea.  The  latter  is  found  much  later  in  its 
best  exponents. 

Reds  of  the  type  above  mentioned  were  very  large, 
some  of  the  famous  ones  still  extant  being  said  to  be 
large  enough  for  ten  pers'ons.  There  was  almost  too 
much  luxuriance  of  carving.  The  canopy  and  posts 
were  frequently  fretted  and  decorated  on  every  avail- 
able inch  of  space.  The  tester  showed  the  planted 
arch  or  panels  with  acanthus  leaf  design  dividing 
them.  There  were  images  of  saints,  gargoyles,  fan 
patterns  and  diamonds.  The  canopy  had  the  run- 
ning guilloche  in  many  cases. 

Not  infrequently  there  were  full  figures  of  saints 
supporting  the  canopy  at  the  lower  end  instead  of 
posts.  There  were  also  relief  figures  on  the  tester 
instead  of  the  plain  arch  between  panels  in  some  of 
the  sceeimens.  Grotesque  heads  in  relief  were  a 
special  feature. 

In  the  Elizabethan  bed  of  the  later  part  of  the 
reign  may  be  noted  an  important  and  odd  change. 
There  is  a  bulbous,  globular  growth  on  the  pillars, 
at  first  supporting  the  canopy  and  then  lower  down. 
This  growth  also  appears  on  the  legs  of  tables  and 
chairs.  It  sometimes  grows  to  immense  size  and  be- 
comes very  clumsy  and  disfiguring. 
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^    Do  You  Handle  Quilts?  ^ 


THIS   IS    A    PROFITABLE    LINE 
FOR  DRY  GOODS  MERCHANTS 

If  you  already  carry  the   DEARDEN   line,  a  few  new  numbers  from  our 

large  range  will  add  greatly  to  the  attractiveness  of  your  stock.      We  can 

show  you  quilts  of  all  descriptions  and  prices. 

Write  to  our  agent  for  full  particulars. 

It  will  be  to  your  advantage  to  see  our  range  before  placing  fall  orders. 

Jonathan  Dearden  &  Co.,  Limited 

11  and  13  Bridgewater  Place,  Manchester.     Mills— Bolton,  Lanes. 
Sole  Canadian  Agent:  R.  H.  COSBIE,  Toronto 

Mmmmmmmm 

^ One  Rug  or  a  Hundred — 


^ 


No    order    is   too   small   or    too    large   to   be   given   our   prompt   attention. 

AXMINTERS    RUGS   AND   MATS 

We  carry  a  large  and  vv^ell  assorted  stock  of  imported  floor  coverings — made 
by  Hermann,  Patz,  Oelsnitz,  Saxony. 

The  greatest  amount  of  satisfaction  is  obtained    by  handling  our  rugs  and 
mats.     They  are  of  maximum  value. 

SEND  FOR    INFORMATION  AND  PRICES 

OTTO  T.  E.  VEIT  &  CO,       "  '^'''-"  Toronto  "■"  ^"''^ 

SHOWROOMS:  726  EMPIRE  BUILDING 
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British  American  Dyeing  Co. 

GOLD  MEDALIST  DYERS 

of  every  class  of  Textile  Goods,  announce 
50  years  of  unexcelled  service  to  the  Dry 
Goods  Trade  throughout  the  Dominion. 

Established  1861  Head  Office  and  Works,  MONTREAL 
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Fabric  draperies  of  Elizabethan  beds  consisted  of 
curtains  depending  from  the  canopy  and  arranged  to 
be  drawn  to  make  a  complete  enclosure.  This  was 
necessary  0T\dng  to  the  insufficient  heating  of  houses 
in  those  days.  At  a  later  date  there  was  much  more 
elaboration  in  the  hangings,  but  in  the  time  of  Eliza- 
lieth  a  cloth  of  cramoisie  or  crimson  velvet  was  con- 
sidered a  rich  hanging.  During  the  day  these  cur- 
tains were  drawn  back  and  tied  to  the  posts. 


Elizabethan  Chairs 

It  is  a  mistake  to  suppose  that  the  tall-back  chair 
is  essentially  the  Elizabethan  type.  There  are  most 
admirable,  probably  the  most  admirable  specimens 
of  this  type  to  be  found  among  the  Jacobean  chairs. 
The  chair  which  is  now  in  demand  for  halls  and  re- 
ception rooms  is  of  the  latter  type. 

But  the  Elizabethan  chair  has  a  solid  and  rich 
beauty  of  its  own,  and  as  time  passes,  it  comes  into 
greater  and  greater  favor  for  libraries  and  for  a  cer- 
tain type  of  men's  den  or  lounge.  It  is  not  u.sually 
so  high-backed  as  the  .Tacol^ean  chair,  nor  is  it  so  en- 
cru.?ted  with  carving  and  turned  work. 

There  are  two  main  types  of  the  Elizabethan 
chair  which  merit  classification.  These  are  tihe 
Caqueteusc  and  the  plain,  square  seat  variety.  The 
former  had  a  .seat  narrower  at  the  back  than  at  the 


front.  This  is  a  very  important  point,  as  many  of 
these  chairs  are  shown  in  the  dry  goods  store  or  fur- 
niture store  of  to-day,  and  often  their  .sale  is  hamp- 
ered by  the  fact  that  clerks  cannot  place  them  in 
their  correct  period  and  tell  a  little  about  them. 

Caqueteuse  chairs  are  of  all  sizes  nowadays,  but 
the  medium  to  large  sizes  are  most  practical,  as,  ow- 
ing to  the  narrowne.ss  at  the  back  the  small  sizes  are 
apt  to  be  rather  uncomfortable.  Straight  beams  in 
the  Gothic  manner,  with  surface  rather  than  deep 
carvings,  form  the  other  most    noticeable    feature. 

Arabesques  and  strap  work  are  decorations  seen 
upon  the  Elizabethan  chair.  There  are  also  grotesque 
figures  without  consecutive  motive,  and  sometimes 
marqueterie,  though  this  belongs  properly  to  a  later 
period.  Marqueterie  is  chiefly  confined  to  cabinets 
during  the  Elizabethan  period  proper. 

An  Elizabethan  dhair  of  the  square  seat  type  may 
be  known  by  the  fact  that  the  back,  which  con.sists  of 
three  beams  rather  than  a  solid  piece,  has  the  back 
piece  contained  in  the  side  supports  rather  than  rest- 
ing on  them,  as  chairs  of  a  later  date  have.  Or,  to 
put  the  thing  in  expert  phra.==e,  the  top  rail  support- 
ing the  crestings  is  contained  within  the  uprights 
rather  than  resting  upon  them  till  after  the  reign  of 
Elizabeth.  Furthermore,  these  chairs  have  plain 
arms  to  corre.?pond. 

(  Continued  in  March  Mid-Month  Number.) 


Multiply  your  profits  now 

HOW? 

Hold  a   Carpet  and  House  Furnishings  Sale. 


WHY? 
It's  timely.     You  will  find  it  just  what  your  customers  want. 

SOMETHING     TO     HELP 

W^e  have   two   special   mats   that   will   sell,   and   please   your 
friends — 

"Queen,"    a  27"  x  54"  Axminster,  at  $2.10  each. 
"King,"      a  16"  x  29"  Velvet,  "       .50 

A  particularly  attractive  lot  of  patterns — just  what  you  have 
been  looking  for.      How  many  can  you  handle? 

THE    W.   R.   BROCK    COMPANY  (Limited) 

MONTREAL 


Dry  Goods  Revieiv 


HOUSEFURNISHINGS 


43 


r" 


r 


"\ 


^ 


Dyeing  for 

Merchants 
and  Milliners 


-Established  over  35  years 


^T    In    the    most    carefully 
^^^  handled  stocks,  off- goods 


will  be  found.  Whether 
faded  or  soiled,  or  a  color 
that  has  failed  to  catch  the 
popular   fancy,   we  can    take 

hold  of  the  goods  and  return  them  to  you  dyed     and    finished   as   new 

goods — and  of  a  shade  that  will  find  a  ready  sale. 


We   redye   and   recurl  finest  plumes  and  feathers  in 
a   way   that   gives   every   satisfaction. 


R.  Parker  &  Co.,  woSs^nCanadf  Toronto,  Can. 


V. 


J 
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BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   it^present    the    batting 
that  yonr  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    stiong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  bi'ands 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

^     C^(~)       ^""y   Goods   Commission  Merchant 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co..  Toronto 


The    Emerald    Isle 

long  identified  with  the  linen  business, 
is    the  home  of  the  world  famous 

LiddelFs  Linens 


These  linens  are  to-day  the  leaders 
in  the  linen  market  w^ith  their  supe- 
rior quality,  their  beautiful,  snowy 
finish,  dainty,  artistic  designs. 

See  our   1912   range. 
TRAVELLERS  NOW  ON  THE  ROAD 

R.   H.   COSBIE 


Wellington  St.  W. 


TORONTO 


The  Review  is  the  Official  Organ  of  the  Window  Trimmers'  Association 
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Backgrounds  to  Harmonize  With  Goods 

Some    Tendency    to   Enhance   Backgrounds    to     Detriment    of     Merchandise 
—  Neutral   Designs    and    Colors    Best    for    All-year     Purposes  —  Period    Back- 
grounds  Often    Used    Not   in    Good    Taste   With    Surroundings. 

By  Jerome  A.    Koerber,  with  Sfrawbridge  &  Clothier,   Philadelphia. 


WE  have  observed  that  the  tendency,  particu- 
larly of  late,  is  to  enhance  the  background- 
of  windows  to  the  detriment  of  merchandise 
showing,  and  I  wish  to  say  a  few  words  under  this 
heading  which  we  trust  will  not  be  misconstrued. 
There  are  times  and  periods  during  the  year  when 
special,  rich  backgrounds  are  used  for  openings  or 
when  anniversaries  are  celebrated  to  show  the  finest 
goods,  and  when  these  are  carefully  worked  out 
prove  a  big  card  to  the  house.  But  we  have  observed 
that  the  trimmer  sometimes  gets  a  sort  of  fever  for 
this  kind  of  a  thing  and  instead  of  giving  himself  to 
the  study  of  most  efficient  and  natural  way  of  show- 
ing merchandise  to  attract  attention  and  cau.se  sales 
to  increase,  he  runs  all  the  year  round  on  the  track 
of  fine  backgrounds. 

Let  me  offer  a  few  suggestions  which  have  been 
well  tried  and  thus  hope  to  stir  up  new  hope  and  life 
in  the  bosom  of  a  man  who,  as  he  looks  on  the  pages 
of  magazines  and  visits  cities  where  the  trimmer  has 
had  more  advantages  and  larger  appropriations,  has 
seen  sucli  picturesque  backgrounds  that  he  has  en- 
vied his  brother  craftsmen  and  went  back  to  his 
place  heavy-hearted  because  of  lack  of  facilities  to 
follow  up  similar  lines. 

Displays  That  kSELL  the  Goods. 

First,  I  would  state  that  our  concern  should  be  the 
display  of  merchandise  in  .such  an  artful  way  (and 
of  course,  the  neat,  well-selected  background  is  going 
to  help)  as  to  cause  the  moving  of  the  merchandise 


in  such  a  way  as  to  bring  joy  to  the  heart  of  the  buy- 
er and  merchant. 

Always  in  Good  Taste. 

If  one  takes  his  lines  of  goods  the  year  through 
into  consideration,  makes  up  a  good  substantial  gen- 
eral background,  neutral  in  de.«ign  and  color  so  that 
it  will  not  cla.sh  with  any  merchandise  shown,  but 
rather  help  to  set  off  the  same,  and  with  some  slight 
decorative  effects  to  relieve  the  barene.ss  and  to  give 
the  background  a  little  color,  this  is  in  good  taste.  T 
am  fully  aware  that  a  large  number  of  trimmers 
everywhere  have  not  the  facilities  and  privileges  of 
others,  yet  who  want  to  keep  abreast  with  new  thing? 
and  can  get  the  proper  information  if  he  can  reach 
the  proper  channels.  Those  who  followed  this  craft 
for  years  have  lived  through  various  periods  of 
changes  with  backgrounds. 

Let  me  briefly  touch  on  some  of  these  changes. 
It  was  always  felt  that  some  color  should  be  played 
into  backgromids  and  some  twelve  or  fifteen  years 
ago  cotton  cheese  cloth  had  full  .sway.  It  was  pleat- 
ed, boxed,  puffed  and  draped  and  nearly  everybody 
showed  cheese  cloth  in  some  form  or  other,  and  it 
was  worked  until  it  became  tiresome  and  worn  out. 
Then  followed  the  mechanical  displays.  The  fancy 
frames  and  scroll  work,  often  cheaply  constructed, 
which  required  so  much  of  the  window  space  and  a 
hindrance  of  the  proper  display  of  the  goods.  These, 
with  lattice  work,  have  practically  passed  away. 
AVhen  it  comes  to  period    backgrounds    unless    the 
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Your  Easter  Windows  Should  be  Planned  NOW 

DECO-VENEER 

THE  NEW  BACKGROUNDS 


DECO-VENEER,  which  is  shown  in  the  background  of  the  ac- 
companying illustration,  is  a  single-ply  wood  veneer  taken  from  the  most 
carefully  selected  logs  of  foreign  and  domestic  timber  and  mounted  on  a 
heavy  three-ply  sound-proof,  moisture-proof  pulp  board.  It  is  susceptible 
of  the  handsomest  furniture  finish,  and  in  every  way  suitable  to  the  construc- 
tion of  show  window  backgrounds.  Since  it  is  manufactured  in  a  number 
of  stock  sizes  and  does  not  require  any  mill-work  or  expert  cabinet  labor  in 
its  installation,  the  total  cost  of  your  background,  in  a  most  exclusive  design, 
will  be  far  below  that  of  the  ply  veneer  construction.  Let  us  send  you  our 
illustrated  catalogue  and  a  sample  of  our  product  in  any  wood  you  desire 
or  send  us  a  sketch  of  your  windows,  giving  dimensions,  and  we  will  furnish 
you  figures  on  cost,  and  suggestions  that  will  be  interesting  to  you  on 
general   store    front   construction. 

CANADIAN  STORE  FRONT  CO. 


Peter  and  Queen  Streets 


HAMILTON,  ONT. 
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Winclow   ill   flistinctive  Biedermeier  style,   by   Jerome  A.   Koerber,  fur  Strawbiiflge  &  Clothier,  Philadelphia.     See  descriptive  panel. 


trimmer  is  a  pa.stmaster  in  these  things,  he  needs  to 
be  informed  as  to  the  correctness  of  every  detail. 

All  Cannot  Use  Period  Sellings. 

The  average  store  decorator  has  not  the  physical 
surroimdings  and  it  is  out  of  keeping  with  the  store 
in  general  to  go  into  this  period  work,  but  a  neat, 
carefully-selected  and  well-planned  background  of 
windows  are  appropriate  for  any  line  and  suitable 
for  general  merchandise.  Then  follows  re.«ults,  and 
it  is  to  this  high  standard  that  decorators  ought  al- 
ways aim.  Windows  mn.'^t  be  artistic,  attractive  and 
silent  salesman  combined.  But  the  tendency,  as  al- 
ready stated,  is  to  elaborate  backgrounds  making  the 
colors  too  strong  and  a  detriment  rather  than  a  help 
to  the  showing  of  the  merchandise. 

Sympathy  Between  Goods  and  Background. 

Let  us  aim  to  show  the  thing  to  be  sold  in  such  a 
way  as  to  attract  and  then  the  windows,  as  medium- 
for  advertising  will  be  more  convincing  and  results 
such  as  to  gratify  and  reward  the  trimmer.  There 
should  be  some  relation  or  sympathy  between  the 
background  and  the  merchandise  .shown.  With  a 
lack  of  this,  a  vital  point  is  missed  and  the  taste  of 
men  who  know,  jarred.  It  also  reflects  on  the  ability 
of  the  one  who  is  responsible. 

We  have  seen  fine  period  background  in  the  win- 
dow, and  a  showing  of  plain-lined  mission  furniture 
and  immediately  one  sees  there  is  no  unity  in  the 
combination,  no  sympathy  with  the  background.  We 
cite  this  incident  simply  to  establish  our  case. 

Again,  when  backgrounds  consume  a  great 
amount  of  time  and  expense,  and  then  when  it  comes 
to  the  setting  proper  or  placing  merchandise  for  sale, 
it  is  often  stunted  and  neglected  and  the  little  detail^; 


A    WINDOW    RICH    IN    SUGGESTIONS 

The  photograph  shown  liere  is  from  Strawbridge  & 
Clothier's  store  in  Philadelphia,  Pa.,  and  was  worked 
out  by  their  chief  decorator,  Jerome  A.  Koerber.  It 
contains  a  striking  hint  as  to  what  the  wideawake  decor- 
ator can  do  in  the  line  of  Spring  backgrounds  for  open- 
ings. 

The  window  is  a  distinctive  Biedermeier  style.  This 
is  strictly  German  in  character  and  is  similar  to  Louis 
X\I.,  only  the  lines  are  more  artificial  and  stiff  in  de- 
sign. They  use  the  garlands  and  bow  knots  same  as 
Lduis  XVI.  It  has  come  to  us  in  the  line  of  following 
merchandise  sucli  as  pictures,  picture  frames,  art  em. 
broidery,  etc.  This  background,  especially  the  forma- 
tion of  the  frame  and  shape  of  the  tree,  which  is  ap- 
pli(iued  on  the  cream  netting,  is  strictly  Biedermeier 
This  background  was  constructed  as  follows:  Frame- 
work was  wood.  Line  about  three  inches  behind  the 
surface  of  the  frame  with  dark  cream  sateen.  Over  this 
on  the  outside  line  of  the  frame  was  stretched  the  net- 
ting. This  netting  was  in  l)ufC  color  and  was  appliqued 
with  a  floral  design  made  of  sateen  and  colored  in 
natural  green  leaves  in  various  tints,  and  the  flowers 
on  the  trees,  as  well  as  the  birds  of  Paradise,  were 
colored  to  match  the  millinery  in  the  display.  The 
I'arailise  birds  were  cut  out  of  a  cretonne,  which  was 
carried  in  stock.  The  dark  shade  on  the  bottom  of  the 
framework  was  done  with  an  air  brush.  Every  window 
(tliere  were  six  of  them)  was  a  separate  color  harmony, 
such  as  yellow  and  brown,  light  and  dark  green,  pink 
an<l  reds,  tan  and  browns,  light  and  dark  blue,  etc. 
The  merchandise  and  millinery  stands  were  all  tinted 
in     harmony    with    tlie    l>ackgronnd. 


of  times  overlooked  (and  we  all  know  that  in  win- 
dow decorating  the  little  details  count  so  much)  in 
the  rush  to  finish  the  window. 

Gain  Merchants'  Confidence. 

We  should  aim,  I  believe,  to  produce  such  effects 
and  use  such  .schemes  in  our  work  as  to  gain  the  con- 
fidence of  the  merchant,  as  he  investigates  from  time 
to  time  and  convince  him  the  results  in  window  dis- 
plays, that  the  window  is  one  of  the  strongest  and 
best  mediums  of  advertising,  and  that  is  exactly  what 
it  is. 

We  quote  here  a  little  personal  experience  con- 
cerning a  line  of  goods  which  the  house  was  solo 
agent  for  in  Philadelphia.  The  proper  time  of  the 
year  came  for  the  special  introduction  of  this  line,  al- 
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EASTER  DECORATIVES 

ORDER  NOW! 


No.  2426.  Japanese  AVisteria.  This  is  tlie 
most  popular  flower  in  use  iu  years.  The 
flowers  are  a  rich  violet  shading  into  pale 
laveiider.  Flower  8  in.  long,  6  sprays  of 
foliage  to  each  flower. 

Single   flower   with   foliage. 

Per  Dozen    $1.00 

Per   Gross    10.00 


Nc.     2462.       Almond     Blossom     Spray.     2(1 

inches  long,  6  sprigs  to  spray.  Each  spray 
covered  thickly  with  small  blossoms  that 
grow  smaller  toward  the  ends.  Shaded 
from  deep  pink  to  almost  white  with  deli- 
cate touches  of  light  green.  To  be  vised 
with  Almond  foliage  spray  No.  2463.  (An 
exquisite  flower.) 

Per  dozen   sprays    .$  2.25 

Per  gross  sprays   24 .00 


No.  2463.     Almond  Leaf  Spray.     22  inches 

long,  C  sprigs  to  spray,  covered  with  leaves 
in  delicate  spring  colors,  shaded  from  dark 
green  to  light.  This  is  to  be  used  with  No. 
24f)2,  and  makes  a  beautiful  combination. 

Per  dozen  sprays   $0.60 

I'er  gross  sprays   6.00 


Why  buy  the  flimsy 
Crepe  Paper  Easter 
Lily  when  you  can  get 
Easter  Lilies  made  of 
an  imported  material 
having  a  velvety  flnisli 
yet  the  price  is  no 
higher  than  that  charg 
ed  for  the  common 
kind. 
Per   dozen    (Single   Lil 

ies)    No.   2423    ..  .$    .50 
Per   gross    (Single    Lil- 
ies)   No.   2423 4.8(1 


^i>.     .';i':i.  special    Easter 

Lily  Vine.  Beautiful  lilies 

and   leaves.  This  is  one  of 

our    best.  Size    40x16    in. 

Each   $0.60.  Dozen   $5.80. 


Our  New  Circular, 

Size  32x44, 
Shows  the  Finest 

Collection  of 
Exclusive  Spec- 
ialties Ever 
Offered   the 
Decorator 


u 


-/> 


No.  2402.  Apple  Blos- 
som Vine.  Makes  one 
of  tlie  most  attractive 
window  flowers.  The 
<'olor  is  a  pure  white, 
shaded  to  a  delicate 
pink.  Made  in  1  yard 
lengths,  18  flowers  and 
18  leaves  to  length. 
Dozen  lengths  ..$  1.25 
Gross  lengtlis    .  .  .    12.00 


No.  2401.  Sniilax  Vine. 
(Cloth).  Smilax  is  the 
most  practical  decora- 
tives   because  there  are 

so  many  occasions  to 
use  it.  M.ide  in  1  yard 
lengths,  natural  color. 
Per  doz.  lengths.  $0.90 
Per  grs.   lengths.      9.00 


No.  2465.    Violet  Vine. 

One  yard  lengths,  18 
violets  and  12  green 
leaves  to  the  yard. 

(Jross   yds $12.00 

Dozen   yds $1.25 


The  Schack  Artificial  Flower  Co.,  (Inc.) 


1681    MILWAUKEE    AVENUE 

CHICAGO,  ILL. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


48 


THE     ART     OF     DISPLAY 


Dry  Goods  Review 


though  it  was  shown  all  the  year  round  in  an  ordin- 
ary way,  yet  the  manufacturer  has  scheduled  for 
Philadelphia  a  big  revival  of  this  line  for  a  certain 
time.  Representative  called  on  me  to  ask,  while  this 
show  was  being  made  and  newspapers  extensively 
used  at  a  great  expense  if  I  would  not  join  in"  my 
window  in  unison  with  their  move.  This  I  ar- 
ranged, and  a  special  sale  opened.  I  had  prepared 
special  draped  stands  and  forms  for  this  show,  and 
bent  every  effort  to  help  make  it  a  big  go,  and  it 
was  so.  They  announced  that  it  was  far  above  their 
expectations,  and  the  windows  were  always  attracting 
a  big  crowd.  What  were  the  results?  Because  the 
background  and  all  combined  to  make  it  an  attrac- 
tive display  the  representatives  of  the  mills  went 
back  with  excellent  reports  and  wrote  me  to  favor 
them  with  photos  of  the  wdndows  and  detail  sketches 
as  to  the  drapery  of  each  form  and  stand  used,  and 
in  a  few  weeks  I  was  presented  with  some  copies  of 
printed  booklets  showing  this  window  and  detail 
draperied  forms,  and  gave  the  excellent  results  pro- 
duced. There  is  where  we  hit  a  popular  chord. 
Merchant  enthused,  manufacturer  delighted,  and  the 
work  of  the  trimmer  well  rewarded. 


Simplicity. 

In  touching  on  the  above  experience  we  do  not 
want  to  loose  the  thread  of  our  thought;  background 
that  helps  rather  than  mars  the  merchandise.  Now, 
under  this  heading  let  me  express  myself  one  more 
in  one  word,  it  is  this,  simplicity.  This  considered 
in  making  general  backgrounds  wins  every  time. 
For  general  purposes,  the  rich,  dignified  backgrounds 
that  are  harmonious  and  neutral  in  color  help  to 
make  attractive  displays.  The  kind  that  pays  in  the 
long  run.  The  decorator  should  also  remember  that 
the  windows  are  the  index  to  the  store.  The  store  is 
judged  by  the  displays  they  make,  and  so  we  urge 
improvements  and  go  in  for  better  shows. 

The  mirror  and  mahogany  backgrounds  are  ex- 
cellent, but  in  some  cases  where  certain  goods  are  to 
be  displayed  they  will  be  found  a  little  harsh,  not 
as  soft  as  a  material  background  would  be,  such  as 
velour,  made  as  a  curtain  or  backgrounds  made  of 
other  materials  that  could  be  paneled  and  treated  to 
make  a  good  effect.  Here  again  the  merchandise 
does  not  suffer. 


A  comparison  sketch.  How  garments  were 
made  up  In  the  Colonial  Days.  Sketch  on 
the  right  shows  a  similarity  of  skirt  drape  of 
tunic  effect.  The  styles  of  1912  are  very 
similar  with  the  colonial  styles  with  the  ex- 
ception of  the  material  and  hoop  skirt.  These 
f:arments  were  made  mostly  of  cottons  and 
rills  and  taffeta  silks.  Our  latest  keynote 
from  Paris,  Camiliam  or  Changeable  Taffetas. 


This  form  was  draped  with  border  silk 
voile.  The  border  was  used  in  reverse  style, 
in  draping  of  coat,  the  border  was  also  used 
on  the  sleeves  and  trimmed  with  metallic 
lace  and  fringe.  In  the  yoke  similar  lace  all 
over  was  used.  The  belt  was  made  of  dark 
purple  satin  Pauseoire.  The  gown  was  made 
in  a  purple  or  rather  dark  lavender  color. 
Seven  yards  of  goods  were  used  in  this 
drape. 
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THE  JONES  COSTUME  CASE 
For   all   Ladies'   Ready-to-Wear   Lines. 


THE  JONES  FLOOR  CABINET 

For  any  department,  Counter,  Table  and  Storage  Cabinet  combined. 

Our  catalogue  gives  full  description.  Shall  we  send  you  a  copy  ? 


Jones  Bros.  &  Co.,  Limited 


Dry  Goods  and 
Department   Store  Builders 


Show  Rooms  and  Head  Office  :  29-31  Adelaide  Street  West,  TORONTO 
Factories:  TORONTO,  DUNDAS,  MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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C.W.T.A.  MEN  WHO  ARE  DOING  THINGS 


ii: 


THERE  is  a  deal  of  hard  work  ahead  of  the  man  who  would  equip  himself  to  take  entire 
charge  of  the  window  and  interior  decoration  for  a  store  such  as  that  of  the  Anderson  Co.,  St. 
Thomas.  Warren  Andrews,  whose  experiences  are  described  here,  began  with  that  firm  as  a 
parcel  boy,  worked  through  all  departments  and  now  has  full  charge  of  decorations-  He  has 
applied  himself  successfully  to  the  art  of  salesmanship  in  display.  Mr.  Andrews  has  just  been 
awarded  a  gold  medal  as  wmner  of  the  Review's  wmdow  competition  for  19  I  I . 


ENTERING  the  employ  of  the  Anderson  Co. 
as  parcel  boy,  I  gradually  worked  my  way 
through  every  department  of  the  store  until 
I  finally  landed  in  the  silks  and  dress  goods  depart- 
ment as  junior  salesman.  I  remained  in  these  de- 
partments for  some  time,  with  not  much  chance  of 
any  material  advancement.  My  opportunity  came 
one  day  owing  to  the  illness  of  the  man  who  usually 
trimmed  the  dress  goods;  and,  in  fact,  trimmed  all 
the  windows  for  the  dry  goods  end  of  the  business. 
We  inteiided  putting  on  a  ])ig  ribbon  sale,  and  as  this 
man  was  ill,  I  volunteered  to  put  in  the  trim.  It 
was  a  success  from  a  selling  point  of  view,  as  every 
yard  was  cleared  out  by  twelve  o'clock  on  the  day  of 
the  sale,  and  I  was  so  pleased  with  my  success  that 
1  decided  to  take  up  the  art,  if  possible.  I  asked  for 
and  obtained  permission  to  dress  one  of  our  four 
windows,  which  were  dressed  at  that  time  by  any  one 
who  had  the  desire  to  do  so,  usually  department 
heads.  I  also  occasionally  put  up  a  ledge  or  show 
case  trim,  but  I  wished  to  have  full  charge  of  the 
work,  as  I  was  getting  on  very  well.  Under  the 
system  at  that  time  there  was  no  general  plan  or  color 
scheme  at  all.  Each  window  had  a  different  back- 
gTound,  with  colors  clashing;  and,  in  fact,  the  whole 
effect  was  lost. 

Finally,  I  was  allowed  to  trim  the  whole  front 
for  a  Spring  opening  according  to  my  own  ideas.  I 
carried  out  the  same  color  and  general  plan  in  all 
the  backgrounds,  which  was  such  an  improvement 
on  the  old  system  that  I  had  little  difficulty  in  finally 
getting  charge  of  all  the  store  decorations. 

What  success  I  have  attained  has  only  been 
achieved  after  much  hard  work  and  study.  I  am 
always  ready  to  take  suggestioms,  which  I  think  prac- 
tical, from  anyone,  visit  the  larger  centres,  study  all 
literature  pertaining  to  the  art  and  use  all  my  spare 
moments  experimenting  on  something  new. 


Many  ideas  for  backgrounds  and  general  decora- 
tive ideas  may  be  gained  from  the  architectural  fea- 
tures of  buildings,  fancy  gates,  fences,  pictures,  land- 


WARREN  ANDREWS 

Window  Trimmer  for  the  Anderson  Co., 
St.    Thomas. 


scapes,  scroll  work,  wallpaper  designs  and  hundreds 
of  other  things  which  might  appeal  to  an  observant 
trimmer. 

Concluded  on  page  54. 
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TAYLOR-MADE  RACK  SYSTEM 


This   Store   Equipped   With   the    Taylor-made   Rack   System 


DOUBLE  BAR  RACK 

Made  of  Oxydized  Steel  Tubing 

6  feet  long,  6  posts $13.00 

8  feet  long,  6  posts $14,00 

10  feet  long,  6  posts $15.00 


DOUBLE  BAR  RACK 

Made  of  Polished  Steel  Tubing 

6  feet  long,  6  posts $10.50 

8  feet  long,  6  posts $11.50 

10  feet  long,  6  posts $12.50 


An  innovation  which  overcomes 
Combination  Hanger  Troubles 

No.  64  Combination  Suit  Hanger 
with  wire  attachment  to  pre- 
vent trousers  from  slipping 
off,  -  $9.00  per  100 


No.  39B,  Overcoat  Hanger,  with  inserted  bar, 

for  extra  size  suits $8.50  per  100 

No.  39,  Same  without  bar $7.50  per  100 


No.    33IB,  Combination  Suit  Hanger,  inserted 

trouser  bar, $7.50  per  100 

No.  33,  Same  without  bar $6.50  per  100 

No.  33IB.  Boys',   15  in.  wide     ■      $7.50  per  100 


All  Racks  on  Ball  Socket  Rollers,  Shipped  K.D.,  Crated 

The  Taylor,  Manufacturing  Company 

82  QUEEN  ST.  NORTH         HAMILTON,  ONTARIO 


PHONE  3550 
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Combining  Art  and  Practical  Salesmanship 


A  N  impelling  force  is  constantly  at  tvork 
^^  with  ivhich  every  man  must  reckon  in 
(he  shaping  of  his  own  course.  It  is 
the  force  that  guides  a  man  to  his  opportuni- 
ties, and.  inspires  confidence  in  his  ability  to 
fully  meet  the  requirements  of  a  task  imme- 
diately or  eventually  by  application.  It  is  the 
force  that  reveals  a  man's  inborn  aptitude 
for  a  particular  line  of  work. 

There  is  a  very  interesting  present  in- 
stance  in  the  experiences  of  Canadian  win- 
dov)  trimvfiers.  In  alm,ost  every  case,  develop- 
ment started  from  the  day  when  a  man,  em- 
ployed behind  the  counter  or  in  some  other 
capacity  had  an  opportunity  to  trim  a  tvin- 
dow,  a  case  or  a  ledge.  The  success  of  this 
little  stunt  encouraged  the  artistic  instinct 
that  had  been  pushing  for  an  opening  to  ex- 
press itself.  Coupled  with  it  was  that  prac- 
tical experience  which  introduced  the  essen- 
tials of  salesmanship.  Thus,  with  his  artis- 
tic ability  on  the  one  hand  and  his  knowl- 
edge of  demn.nd  and  of  human  nature  on  the 


other,  the  decorator    studied    how  to    apply 
both  to  create  interest  and  arouse  desire. 

All  windou)  trimmers  have  not  the  same 
artistic  ability,  and  the  extent  to  which  it 
has  been  developed  depends  largely  upon 
personal  ambition  and  the  encouragement 
given  by  employers.  But  where  the  artistic 
ability  exists  it  will  find  means  to  express  it- 
self, tvlll  adopt,  originate  and  find  many 
vmys  of  presenting  attractively  the  informa- 
tion and  conditions  tvhich  tell  in  a  store's 
prosperity . 

This  process  has  been  noted  in  the  ca.'ie  of 
JIanlon  Robinson,  of  Hamilton;  F.  L.  Kick- 
ley,  Gnelph;  Warren  Andrews,  St.  Thomas, 
the  subject  of  this  ^month's  article,  and  re- 
veals itself  in  the  record  of  every  rvindow 
trimm,er.  It  is  not  to  be  wondered  at,  there- 
fore, thai  men  who  combine  art  and  practi- 
cal salesinanship  so  successfully,  tvho  apply 
themselves  so  studiously  to  effective  expres- 
sion, are  taking  a  high  position  as  advertis- 
ing managers  or  publicity  experts. 


Spring  opening  displays  of  millinery,  ready-to-wear  and  unit  grouping:  of  Easter  necessities.      Examples  of  background 
work,  card  writing  and  posing  by   Warren  Andrews,   Anderson  &  Co.,   St.  Thi.mas. 
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Patented  Iflll  in  Canada  and  Foreign  Countrie 


THE  ORIGINAL  AND  PATENTED  SET  OF  INTERCHANGEABLE  WINDOW  FIXTURES 


Every  dry  goods  man  that  has  purchased  a 
set  of  my  YOUNIT  Window  Fixtures  states 
most  emphatically  that  they  mal^e  a  strong  and 
successful  pull  for  new  and  transient  trade  thru  the 
unlimited  possibilities  they 
lend  to  malting  the  show 
windows  do  effective 
WorJ^  because  of  their 
wonderful  interchange- 
able possibilities. 

Dry  Goods  Set  No.  2  has  203  YOUNITS     $42.50 

This  set  is  good  for  large  dry  goods  and  furnishing  store  windows. 

General  Store  Set  No.  4  has  1  1 0  YOUNITS   $28.00 
This  set  is  made    to    trim    any    kind    of    merchandise, 
such    as   dry    goods,    clothing,    shoes,    furnishings   and 
groceries.     Clip  coupon  and  send  at  once. 


Copyright  1911 


Patented  1911 


THE  FULL  SET 


The  above  illustration  shows  entire  set  of  No.  2  Dry  Goods  and  Fun- 
ishing  Yrunits,  comprning  203  Younits  to  the  set.  There  are  10 
display  slabs  made  of  well-seasoned  oak.  All  slabs  are  fitted  with  tilt- 
ing metal  adjustments  on  back  for  holdmg  them  in  different  positions. 
The  remaining  193  Younits  consist  of  Base  Bioct<s,  Uprights, 
Cross  ^rms,  and  Extension  Vounils,  in  assorted  lengths  and  sizes, 
which  will  enable  you  to  make  Hundreds  and  Hundreds  of  Win- 
dow Trims  and  as  many  odd  and  standard  fixtures. 

You    Never  Need    a   Tool 


1   Make  Sets  for    the  Following   Lines: — (Patented  1911) 

Set  No.  2     For  men's  furnishing  and  sundry  windows Full  set  has  203  Younits,  Price  $42.50  net. 

Set  No.  2^2   For  men's  furnishing  and  sundry  windows Small  set  has  103  Younits,  Price  $21.00  net. 

Set  No.  4     For  general  store,  good  for  dry  goods,  shoes,  clothing,  groceries,  hardware,  etc.  Full  set  has  I  10  Younits,  Price  $28.00  net. 
Set  No.  1 6     For  women's  dress  goods  windows Full  set  has  36  Younits,  Puce  $35.00  net. 

Each  set  is  put  up  in  a  Hardware  Hinged-lid  Storage  Chest  (oiled  finish).         Three  slock  finishes,  viz.:  weathered  oak,  golden  oak  and 
antique  oak,  all  in  a  soft  mellow  waxed  finish.  A  book  of  window  trim  designs  sent  with  each  set  sold,  showing  what  can  be  done 

with  Onken  Younits.  Shipments  made  at  once.  Freight  and  duty  allowed  to  Winnipeg  and  to  all  ports  of  entry 

east  of  Winnipeg  on  the  southern   Canadian    Border. 


READ  THIS  ONE 


A.  H.  SETRON 
N.  W.   Corner  Market  St.  and  Court  Square 

Parkersburg,  W.  Va. 
The  O.scar  Onken  Co.  Dec.  26,  191 1 

Cincinnati,  Ohio 
Gentlemen :        I    take    great    pleasure    in    .sending    you 
my  check  for  set  of  YOUNITS.      I  feel  so  that  every  dollar  I 
am  sending  you  has  made  me  $10.00. 

Our  Christmas  trade  thi.s  year  was  beyond  expectations 
and  1  attribute  a  great  deal  to  my  fine  display  of  your  fixtures. 
Wishing  you  a  prosperous  New  Year, 

I  remain,     ^'ours  respectfully, 

A.  H.  SETRON 


JBE  OSCAR  0*«K'N  CO. 


Established   32   Years 

NO.  767  4TH  AVENUE 

CINCINNATI 

OHIO 

U.S.A. 
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A   Window   that   Sold   Goods.— Display   of  women's   novelty   accessories  and   men's  fashionable   requisites   for  Easter.     Appropriate 
floral    decorations,    lilies    and    Easter    eggs.      Bunnies,    chicks,  and  goslings  as  a  suital)le  bacliground.    A  well-thought-out 
arrangement    in    white,    gold    and    purple.      For    Stanley    Mills    &    Co.,    Ltd.,    Hamilton,    by    W.    C.    Simons. 


ENCOURAGE  THE  WINDOW  TRIMMER. 

Merchants  are  realizing  that  through  organiz- 
ation, their  window  trimmers  have  adopted  a 
means  of  developing  the  highest  standards  of 
their  art,  and  that  this  step  will  eventually  con- 
tribute in  a  most  material  way  to  the  success 
of  a  most  important  branch  of  their  advertising. 

The  secretary  of  the  Canadian  Window  Trim- 
mers' Association  has  recently  received  from 
heads  of  firms,  letters  which  not  only  indicate  a 
live  interest  in  the  organization,  but,  by  enclos- 
ing the  membership  fee,  give  tangible  encour- 
agement to  their  decorators  to  identify  them- 
selves actively  with  its  work. 

The  most  recent  letter  is  from  The  Northway 
Co.,  enclosing  a  cheque  for  $6,  with  instructions 
to  forward  membership  cards  to  the  decorators 
of  their  three  stores:  L.  Veal,  Tillsonburg;  W. 
Mills,  Orillia  and  S.  Ferguson,  IngersoU. 

When  it  is  considered  that  the  window  trim- 
mers by  exchange  of  ideas  and  association  with 
the  best  decorators  on  the  continent,  are  making 
themselves  still  more  valuable  to  their  em- 
ployers, encouragement  and  appreciation  such  as 
this  is  fully  warranted. 


C.  W.  T.  A.  Men  Who  are  Doing  Things. 

Concluded  from  page  50. 
The  trimmer  for  the  smaller  stores  should  be  a 
Jack-of-all-trades  and  a  little  more.  He  usually  has 
to  make  all  his  own  fixtures,  and  unless  he  can  handle 
carpenter's  tools,  paint  brushes,  hang  paper,  mix 
plaster  and  dabble  in  a  dozen  other  trades,  he  is 
going  to  be  greatly  handicapped. 

This  Spring  I  will  have  six  windows  to  look  after. 
One  corner  window,  12  ft.  x  15  ft.,  three  others  7V^ 


ft.  X  15  ft.,  and  two  in  our  new  clothing  store,  with  a 
frontage  of  8  ft.  on  the  street  and  8  ft.  6  in.  on  the 
entrance,  and  a  depth  of  5  ft.  Windows  are  changed 
at  least  once  a  week. 

I  write  all  show  cards  and  price  tickets,  using 
white  cardboard  with  black  lettering  for  general  pur- 
poses, and  fancy  card  for  special  occasions  only.  I 
expect  to  take  up  the  advertising  end  of  the  business 
this  Spring,  when  we  will  have  a  general  overhauling 
of  our  system. 

I  mu.st  say  that  I  am  more  than  delighted  to  know 
that  I  have  been  awarded  The  Review's  gold  medal 
for  1911.  I  began  the  year  with  a  determination  to 
win,  and  it  is  very  gratifying  to  learn  that  my  efforts 
have  been  successful. 


Th'e  rapid  development  of  the  west  is  creating  a 
situation  for  w^hich  retailer,  jobber  and  manufac- 
turer must  be  fully  equippeid.  It  is  impossible  to 
overestimate  ^he  future  requirements  of  that  vast 
country.  The  recent  staltement  of  Vice-Presidient 
Bury,  of  the  C.  P.  R.,  is  significant:  "If  we  are  per- 
fectly franlc  \vaih.  eadh  other,  we  must  admit  that 
the  development  of  the  country  has  carried  every- 
body off  his  feet.  The  land  has  been  brought  under 
cultivation  at  a  rate  unprecedented  in  the  history  of 
the  w^orld."  There  can  be  no  policy  of  conservatism 
or  indifference  in  the  face  of  such  development  on 
the  part  of  those  looking  for  a  market. 

Seepage  151  for  Views  of  Eaton's  Opening 
Displays. 
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No.  7 — Standard  Shirt  Rack,  Adjustable 
Base,  Stationary  Sides. 


No.  6 — The  Shirt  Rack  has  Adjustable 
Sides  and  Bottom. 


No.  A — Affording  Different 
Shapes. 


No.  4 — The    Combination 
Pile. 


No.  4 — Double  Tie 
Rack. 


PISFLAY  RACK 


PATENTED 


Why  Let  Customers  Get 

Out  Without  Being 

Waited  On  ? 

This  is  the  easiest  way  to  drive  patrons  from 
your  store,  and  yet  you  can  avoid  it  by  interesting 
the  customer  while  he  is  waiting  by  letting  him 
serve  himself. 

The  Essex  adjustable  display  rack  solves  the 
problem.  It  may  be  used  for  ties,  hosiery,  shirts, 
pyjamas,  underwear,  gfloves,  in  fact  for  veilings, 
dress  trimmings,  etc.      Note  the  illustrations. 

PRICE  LIST 

No.  1— Single  Section  Tie  Racks,  all  nickel. ...$12.00  Doz. 
No.  4— Double  Section  Tie  Racks,  all  nickel. ..$20.00  Doz. 

No.  7— Standard  Shirt  Racks,  all  nickel $20.00  Doz. 

No.  6 — Standard    Adjustable     Shirt     Racks, 

all  nickel $25.00  Doz. 

Clatworthy  &  Son,  Ltd. 

159-161  KING  ST.  W.,        -        TORONTO 


No.  4 — Rack 
Closed. 


No.  1— Single  Tie 
Rack 


No.  4 — Position  for 
Teck  Ties. 


No.  4— The  Cross  Pile 


it 


i 


No.  6 — The  Silent  Salesman 


In  Actual  Use  in  Show  Case, 
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Where  Reputation  Counts 


MODEL    685 
Head  mounted  on  bust  with  jointed 
armsand  indestructible  hands.  $25  00 
With  French  head,  same  mounting, 
etc.,  $30.00  up  to   $75.00. 


WE  DO  NOT  LIVE  ON 
OUR  REPUTATION. 
WE  LIVE   UP   TO   IT. 


Delfosse  Fixtures  have  an  established,  re- 
putation for  good  workmanship  and  hand- 
some appearance. 

Wax  Figures  add  to  the  attractiveness  of 
your  store.  Our  stock  includes  the  latest 
life-like  models  of  Parisian  designers.  They 
are  exact  counterparts  of  the  human 
expression. 

If  you  want  anything  in  Fixtures,  Forms, 
or  Wax  Figures,  let  us  hear  from  you. 

We  guarantee  that  you  will  be  satisfied. 
Can  anything  be  fairer  ? 

Let  us  send  you  our  catalogue.  Just  drop  a 
postal  card   NOW. 


DELFOSSE      &      COMPANY 

Offices  and  Sample  Room — 247-249  Craig  St.  West.         Factory — 1-3-5-7  Hermine  St. 

MONTREAL 


MODEL    698 


MODEL    699 


Those  Life-like  Poses 


Poses  of  figures  that  you  have 
admired  in  the  windows  of  New 
York  stores  are  at  your  command 
if  you  use  the  D,  &  P.  adjustable 
wax  figures. 


D.  &  P.  Adjustable 
WAX  FIGURES 


These  figures  are  used  by  the 
foremost  window^  trimmers  and 
may  be  had  in  all  styles.  We  are 
specialists  in  wax  forms  and 
figures.  Write  for  full  particulars 
to-day. 


Dale  &  Pearsall 

106  Front  St.  East      -:-      TORONTO 
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^p  a>  3p  =ni  zn>  ^p  ^p  ^p  ^p 


LUXFER    PRISMS 

SAVE  YOU  DOLLARS 

by    cutting  down  artificial  store    lighting  expenses.      They  refract 
the  light  rays  at  the  required  angle  into  the  interior  of  your  store/ 
and  change  it  from  a  dull  place  into  a  bright,  cheery  one. 

LUXFER     PRISMS  are  especially  essential  on  dull  or  rainy 
days,  when  you  require  all  the  daylight  possible. 

The  cost  of  installation  is  soon    covered    by  the    money  they 
save  you  in  lighting  bills. 

Write  To-day  for  Booklet  and  Information 

LUXFER     PRISM     COMPANY 

TORONTO  MONTREAL 


\% 


^XC    ^3^^    C3C^     ^S^     ^SZ    ^XC     ^3C     CtC    ^X  X     ^Xt 
-tP     -fP    ^P     ^P   ^P    ^P     ^P     «#P    ^?P     iJP 


Profitable  Display  Demands  Practical  Fixtures 


I — t'r.ittical  Rihtion  Cabinet 


Practical 

Ribbon 

Cabinets 

Made  in 

Eidht 

Sizes 


Holding 

From 

50  to  700 

Bolts 

of 
Ribbon 


Xo.  3    Practical  Ribbon  Cabinet 


PRACTICAL 

RIBBON 

CABINETS 


PRICE  LIST 


Cabinet 
No. 

0  2754x  6}ix26>i 

1  28^x14     x26 

2  28^x14    x38 

3  28^xl8Xx38 

4  2«Mx23i<x38 

5  28^x27^x38 

6  28^x32^x38 

8    28Xx42Kx43j4 


Capacity 
Bolts 


50 
100 
150 
250 
325 
4(10 
475 
700 


$  6  00 
lU  UO 
13  oil 
18  50 
23  00 
2«)  00 
30  00 
42  00 


MADE  OF  OAK 


Practical  Umbrella  Cab'nets 

No.  25  Umbrella  Cabinet,  Price  $13.00 

Floor  Space  29,'2  in.  x  15  in.,  height  4-4  in.,  holding  60  umbrellas. 

Open  on  the  lop. 

No.  26  Umbrella  Cabinet,  Price  $15.00 

Floor  Space  29V2  in.  x  19  in.,  heiirht  44  in.,  holding  84  umbrellas. 

Open  on  top. 

Made  of  Oak,  Antique  tinish,  Glaes  on  four  sides  and  top. 
Melal  partition,  oxidized  brass  finish. 

Practical  Piece  Goods  Fixtures 

The  proper  i^isplav  of  ginghams,  prints,  and  piece  goods  in  general  requires  .-i 
Practical  Ctninter  or  Floor  Fixture.  Either  holds  torty  pieces.  Any  piece  removed 
without  disturbing  the  others.  Strongf  spring  wire  shelves,  adjustable  to  any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft.  6  in..  20  in.  counter  space.    Price,  $6. .50. 

Practical  Floor  Fixture,  height  5  feet.     Price,  $7.50. 

FOR    SALE    BY    THE    WHOLESALE    DRY    GOODS    AND    NOTION    HOUSES. 


No  26--Practical  Umbrella  Cabinets 


Counter  Fixtur 
SEND    FOR    CATALOGUE 


A.  N.  RUSSELL  &  SONS  CO.,  Manufacturers,  ILION,  N.Y. 
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Spring   Opening 
Panel 

FOR  YOUR  SPRING  OPENING  WINDOWS 


b- 

jl^^ 

H^ 

>^^qhK     V 

^^ij^i 

M|^jSfK       ^"i 

^^^^^  ■ 

iiiiiiirtii^iiilfc 

^H 

■'  :;S 

c           -^^      -"ya^    -w*'^,.  ■■■- 

HIS  beautiful  painted  panel  of  a  symbolic  figure 
of  Spring  walking  in  a  field  of  Spring  flowers 
and  posed  against  a  background  of  woodlands 
painted  in  soft  Spring  colors  is  probably  the 
most  beautiful  decoration  and  most  appropriate 
ever  designed  for  a  Spring  Opening  Display. 

After  these  panels  have  been  used  in  the  window, 
they  should  be  used  as  decorations  on  the  walls 
of  the  store  interior.  With  either  an  elaborate 
gold  frame  or  with  a  plain  plush-covered  board 
frame,  they  would  be  wonderfully  attractive  in 
the  store. 

Painted  in  oils;  size  4ft.  by  8ft. 


Price 


$25 


each 


Order  them  at  once  so  that  your  order  will  be  sure  to 
be  filled  ^Ve  can  only  paint  so  many  of  these,  and 
orders  will  be  filled  in  order  of  their  receipt. 

General  Scenic  and  Panel  Effects    ^  ff/> 
Per  Square  Foot  -  .    .^OLx* 

THE  CALKINS  STUDIOS 

64  and  66  E.  22nd  St.,  Chicago 

Note — Grand  prize  for  scenic  displays,  class  15, 
Window  Trimmers'  contest,  awarded 
by  Calkins  Studio,    Chicago. 


Racks 

in  Many  Styles  g  Prices 

HUNDREDS  SOLD  AND  NO  REPAIRS 

■^^^■^■■l 

lYletal 

^H 

H^^^H 

Tubing 

mi^ii^K 

w/m 

Display 
Racks 

1 

^^ 

No.  387 

Our  sta  n  d  a  rd 
model, positively  the 
best  revoloing  rack 
possible    to  manu- 
facture.    Patented 

I^^^^HF 

*'^"      "       1  W 

ball  hearing,  anti- 

^K 

!| 

friction  casters  , 
riveted   firmly    into 
base.      The    entire 
rack  may  be  easily 

^^^^^^^^K 

m 

moved    in     any 

^  ^^^^^^^^Hl 

\% 

direction.  Supports 

■ 

of    ring    are    orna- 

^^^^^^B 

9 

mental     finish    and 

^^^B 

1 

are  very  strong  and 
firm.  One  thousand 

^^H 

1 

pounds  may  be  sus- 
pended on  ring  and 

HH|K 

revolved    easily, 
without  damage  to 

^H 

V 

fixture.     The  large 
base  prevents  rack 
from   upsetting. 

^^^m 

■ 

Extra  heavy  orna- 
mental   cast    metal 

W^^^^Kr 

% 

base  and  2"  steel 

^^^^^^K 

1 

standard  finished  in 

^^^^^^K 

black  and  gold. 

^^H^B 

f 

Balance    of    stand 

V 

^^ 

oxidized  copper. 

Spread  of  base, 
30  inches ;    weight 
of  base,  40  pounds. 

Price.  $14.00 
Card  holder   to  fit 

tf^. 

top,  $1.25 

"^ 

fesj ...^_ ^^ -^ ^ 

^ 

No.  649-D. 

Dimensions — Length,  6   ft.   2 

inches ;  height,  6  ft.    1    inch  ; 

width,  2  ft.     Top  beautifully 

finished    in    oxidized    copper, 

roller  bearing  casters. 

Price,  $14.00. 

Same  rack  in  black,  $12.00 

or  steel  finish 

H                                                __ : ^-T* 

, 

This  racli 

:  is    designed  for   high-class   clothing 

establishm 

ents  where  space  must  be  economized. 

Catalogue  sent  on  request. 

A.  S 

.  Richardson  Co. 

99  ONT;^ 

lRIO  street,     -     -     TORONTO 
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ATTRACT  CROWDS  TO 
YOUR  SHOW  WINDOWS 

Do  your  windows  stand  )ut  among  the  others  so  prominently  that  people 
just  can't  help  stopping-  to  examine  the  goods  displayed? 
The  J-M  Linolite  System  floods  eve;y  inch  of  a  show  window  with  such  a 
clear,  steady,  brilliant  and  even  light  and  makes  it  stand  out  among  its 
surroundings  so  prominently  that  attention  is  irresistibly  drawn  to  it.  // 
shows  every  detail  oj  the  goods  displayed. 

Yet,  J-M  Linolite  does  not  occupy  valuable  space,  spoil  the  contour  of  the 
window,  nor  dazzle  the  eyes  of  spectators,  because  it  can  be  fitted  inside 
the  framework  or  back  of  the  vertical  fillets  so  that  it  only  projects  ij  in- 
ches into  the  window,  and  so  that  the  source  of  light  is  invisible  from  the 
outside. 

J-M  Linolite  System 
of  Ligiiting 

is  quit;ker,  easier  and  cheaper  to  install  than  bulb  lamps.     //  costs  less  to  operate  because  fewer  la-mps  are  required.     One 

J-M  Linolite  gives  twice  as  much  useful  light  as  a  bulb  lamp  of  the  same  candle-power,  because  the  reflector  throws  all 

the  light  on  the  goods  to  be  illuminated — none  is  wasted. 

It  is  only  necessary  to  run  J-M  Linolite  Fixtures  as  high  as  it  is  customary  to  dress  the  window,   thus  making  another 

saving. 

Write  nearest  branch  for  Illustrated  Catalog  No.  407 

THE  CANADIAN  H.  W.  JOHNS-MANVILLE  CO.,  Limited 


Manufacturers\of  Asbestos  and  Magnesia  Products    'I 

TORONTO,  ONT.  MONTREAL,  QUE. 


^'^"t'O'i^J    -^^^^^^"^  ^"ofings.  Packings,  Electrical  Supplies,  Etc. 


WINNIPEG,  MAN. 


VANCOUVER,  B.C. 


FOR  MEN'S 

AND 

WOMEN'S 

HOSE 


FOR 
NECKWEAR 

Ad  usts  to 
any  width 


Do  You  Keep  Customers  Waiting? 

standing  around  growing  more  impatient  every  moment?     If  you  do,  you  are  losing  business.     Here  is  a  way  to  keep 
them  from  going  out  and  at  the  same  time  make  sales  for  you. 


THE  SCHILLING 


ADJUSTABLE 


DISPLAY  RACK 


displays  your  goods  prominently  and  neatly  on  your  counter  or  in  your  show  case  and  will  enable  your  customers  to 

make  their  choice  while  waiting. 

It  is  made  in  different  sizes  for  a  variety  of  lines,  being  adjustable  to  different  widths. 

A.  F.  Flanders  Mfg.  Co.,  Bridgeburg,  Ont.  (Dept.  e.) 


FOR 

SHIRTS  'is 

t     FOR  I      i 

^'    TRIM-  V: 

MINGS  V- 
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FOR  YOUR  SHOES 

A  Novelty  in  Smart  Display 

THIS  IS  A  CLEVER  IDEA 
Expressed  in  Various  Ways 
OUR  circular  tells  you  all 

ABOUT    THEM 

WRITE  TOO,  FOR  OUR  NEW  CATALOGUES 

J.  R.   PALMENBERG'S    SONS 

Established  1852 
710  BROADWAY,  NEW  YORK 

Factory  :  87.  89  and  91  West  Third  Street,  New  York 

30  Kingston  Street     \  i,„^, 10  and  12  Hopkins  Place 

110  Bedford  Street 


Boston 


Baltimore 


Raymond  Bros. 


Outside 
Appearance 

adds  prestige  to  your 
store  in  the  eyes  of 
your  trade. 

An  awning  affords 
protection  from  \he 
sun  and  excessive 
ligtit  to  the  interior 
thus  allowing  your 
stock  to  retain  its  new 
appearance— a  point 
that  will  always  make 
It  saleable,  and  inci- 
dentally add  to  your 
profits. 

Ask  us  for  quota- 
tions 


London,  OnL. 


J^lc^Et  CARRIERS 


SME  TIME&.  MONEY 


OUR  GUARANTEE 

We  willii^tala  System  of  Gipe  Carriers 
in  your  store ;  you  use  them  TEN 
DAYS,  and  if  you  do  not  find  that 
theygiveyou  BETTER  and  QUICKEK 
SERVIOE  than  any  other  WIRE 
CARRIER,  PNEUMATIC  TUBES. 
CABLE  CARRIERS  or  CASH  REG- 
ISTERS, we  will  remove  them  at  our 


CATALOG  FREE 


.99    ONTARIO  STREET  TORONTO,  ONT 

EUROPE  Am  OfflCElin  nOLBORNLtHDON  CC.  IHC. 


WE  WANT 

YOU 

to   be  our   agent 
in  your  city 

Every  dressmaker  and  every 
woman  who  does  her  own  sew- 
ing requires  one  or  more  forms — 
merchants  need  them  for  display 
purposes.  Why  not  write  for  the  jsjg  25 
agency  for 

Hall-Borchert 

Adjustable    and     non-adjustable 

DRESS  FORMS 


and  get  in  line  for  the  harvest  ? 
Hundreds  of  merchants  have 
made  money  by  using  and  selling 
our  forms.  Why  can  you  not  do 
the  same? 

Write   now   and   secure    the 
agency  while  it  is  open. 

Hall-Borchert  Dress  Form  Co. 
of  Canada,  Limited 

70-76  Pearl  St.  TORONTO 


No.  5a 


SPRING    DISPLAYS 


mean  much  to  the  merchant,  but 
to  make  them  effective  good  fixtures 
are  essential. 


Clatworthy 
Fixtures 

excel  in  style,  finish 
and  durability. 
They  are  made  in 
Nickel,  Brushed 
Brass  and  Oxidized 
Copper. 

Write   for    Supple- 
mental Catalogue. 
Just  out. 


* 


9^ 


CLATWORTHY  &  SON,  LIMITED 

"  The    Actual    Manufacturers  " 

161  King  St.  W.         -         TORONTO,  ONT. 
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LAMSON 


cr 


"N 


Air- Line  Cash 
and  Package 
^^^    Carriers 

^  The  result  of  thirty  years' 
store  service  experience. 

^  Over  fifty  thousand  sta- 
tions in  America  alone. 

^  Aneasy  single  movement 

of  the  arm  raises  the  basket; 

another  movement  drivesthe 

basket  rapidly  over  the    longest 

ine. 

•0-  The  easiest-to- operate,  the 
best  made,  best-finished,  best 
working  Carriers  of  its  type. 

WRITE  FOR  BULLETIN  F-1. 
There  is  no  style  or  type  of  Cash  or 
Parcel  Carrier  not  made  by  LAMSON. 

There  is  a  Lamson  Representative  in 
your  city  or  vicinity,  and  it  will  be  no 
trouble  tor  him  to  call.     "Write  us. 

LAMSON  CONSOLIDATED  STORE  SERVICE  CO. 

General  Offices.  BOSTON.  U.S  A 


>^ 


SERVICE 


^ 


British  America  Assurance  Company 

A.D.  1833 
FIRE  A.  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hob.  G«o  A.  Cox,  Preildent  W.  R.  Brock,  Vio(-Pr«ild«nt 

Robtrt  Bickerdike,  M.P.,  W.  B.  Melkle,   E.  W   Coi.  Geo.  A.  Morrow 

D.  B.  Hinni,  Auguatu*  Mysri,  John  Hotkin,  K.C.,  LL.O. 
Frederio  NIoholli,  Alex.  Liird,  Jimee  Kerr  Osborne,  Z.  A.  Lieh,  K.C. 

Sir  Henry  M.  Pelltti,  E.  R.  «ood. 
W,  B.  Mmlkim,  a»n»ral  t»anaa*n  P.  H.  Slmm,  S0or9tary 

CAPITAL  $1,400,000.00 

ASSETS 2,102,753.85 

LOSSES  PAID  SINCE  ORGANIZATION      28.833,820.96 


ESTABLISHED  1849 

BRADSTREETS 

Office!  Throuuhout  tho  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alia.  Ottawa,  Ont.  Montreal,  Que. 

Edmonton.  Aha.      St.  John,  N.B.        Quebec,  Que. 
Halifax,   N.S.  Vancouver,  B.C.    Toronto,  Ont. 

London,  Ont.  Hamilton,  Ont.       Winnipeg,  Man. 

Reputation  eained  by  long  years  of  vigorous, 
conscientious  and  successful  work. 

THOMAS    C.    IRVING.   Cen.ral  Man-e^ 


TORONTO.  CANADA 


Western    Canada 


Have  you  a  New  Way  Store  ? 

The  New  Way  Crystal  Ward- 
robe is  the  modern  device  for 
displaying  ladies' outer  garments. 
Made  by  the  Grand  Rapids  Show 
Case  Company  (Grand  Rapids, 
Michigan)— and  adopted  by  the 
foremost  merchants  of  Canada 
and  the  States. 


NEW  FIXTURES  FOR 
SPRING  DISPLAYS 


iittyi 


11 


New    Neckwear 
Stand  with 
Roman    Base 


m 


Youareshowingnew 
spring  goods  and 
expect  to  sell  them 
readily. 

To  do  so  you  must 
display  them  well 
by  using  up-to-date 
fixtures  in  your  in- 
terior and  window 
trims. 

Send  for  our  cata- 
logue and  choose  some  handsome  new 
fixtures  in  Brush  Brass,  Nickel  or  Oxidized 
Copper. 

Toronto  Brass  Mfg.  Co.,  Limited 

17-21   Temperance  St.  TORONTO 


m 
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The  Buyer's  Viewpoint 

Roug<li-siirfaced  woolens  are  again  indicated  as 
style  leaders  for  the  Fall  season. 

Velour  finishes,  sheared  and  shaggy,  Zibehnes 
and  novelties  in  boucles  are  showing  in  high-class 
lines. 

It  is  predicted  that  cloths  on  the  covert,  order  will 
again  be  a  feature  of  the  market  in  the  near  future. 


An  Early  Spring  Showing 

Trade    Preparing  for  Big  Business   in    White 
and  Cream  Serges — Tan  Shades  the  High  Nov- 
elty— Indications  Favor  Rough  Woolen   Fab- 
rics for  Fall. 

THE  season  is  opening  up  early  and  as  the  new 
materials  are  eminently  suited  for  Spring 
wear,  they  are  selling  well  from  the  start. 
City  stores  have  made  early  showings  and  good  busi- 
ness is  resulting.  Serge  is  both  the  novelty  and  the 
staple  fabric,  and  the  dress  goods  huyer  as  well  ais  the 
cutting-up  trade  have  prepared  for  an  extensive  dis- 
tribution of  this  fabric.  Ju.st  at  present,  blue  is  sell- 
ing best,  the  three  wanted  shades  being  corbie  or 
crow  blue,  nearly  black  navy,  and  Delft.  For  popu- 
lar selling,  the  serges  wanted  are  the  fine  French  var- 
ieties, storm  serges  and  weaves  that  present  a  finish 
that  sheds  dust,  while  the  higher-class  trade  favors 
the  rough  efrectssuch  as  cheviot  and  diagonal  weaves. 
Hair-line  stripes  are  almo.st  as  popular  as  solid  colors. 
Tan,  champagnes,  and  leather  shades  are  the  high 
novelties.  These  shades  are  featured  strongly  at  the 
openings,  both  in  solid  colors  and  as  the  body  color 
in  tweeds  and  fancy  mixtures. 


White  and   Cream  Fabrics 

Buyers  are  preparing  for  a  wonderful  sale  of 
white  and  cream  fabrics.  The  demand  comas  prin- 
cipall}'  for  serges,  hut  extends  to  whipcords,  home- 


.spuns  and  novelty  woolens.  The  jobbing  houses 
have  stocked  up  extensively  with  cream  serges,  and 
most  mill  agents  are  preparing  to  carry  stocks  on 
hand.  Loosely-woven  tweeds,  homespuns,  wool 
cras'hes  in  rough  finishes  are  prominent,  particularly 
in  yellow,  tans  and  in  black  and  white. 

AVhipcord  is  giving  every  evidence  of  becoming 
a  leading  fabric,  and  other  lines  showing  are  Bed- 
ford cords  and  coteles  in  both  suiting  and  brushed 
finish. 

Smooth-finished  tweeds  and  wor.cteds  are  taken 
up  for  the  country  trade,  that  is,  for  the  trade  that 
has  not  as  yet  taken  up  with  the  rougher  surfaced 
goods. 

In  lighter  fabrics,  plain,  embroidered  and  silk- 
striped  voiles  are  selling  in  white,  cream,  champagne, 
tans  and  golden  shades  as  well  as  in  rose,  pink,  Cop- 
enhagen and  sky. 

Rough  Surfaced  Woolens  for  Fall 

Manufacturers'  lines  for  Fall,  1912-13,  are  rapid- 
ly nearing  completion,  but  quite  enough  has  been 
done  to  show  conclusively  that  rough-surfaced  wool- 
ens will  be  the  style  leaders  for  the  Fall  season.  The 
tendency  in  better  lines  is  more  towards  piece-dyed 
fabrics  and  cheviots,  diagonals,  and  cra.shes  will  be 
exceptionally  good.  Ratines  or  knotted  cloths,  that 
is,  cloths  so  woven  that  when  shrunk  and  finished 
loops  or  twists  are  formed  on  the  surface,  are  show- 
ing. These  cloths  are  closely  allied  to  the  agaric  or 
towelins:  cloths  in  cotton  so  much  in  evidence  at  the 
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Summer  Fabrics 

Nothing  more  beautiful  than  these  fabrics  can  be  imagined.  The 
variety  of  design  and  the  exquisite  linen  finish  offer  untold  possibili- 
ties for  Spring  and  Summer  Frocks,  Lingerie  Gowns,  Commencement 
and  Bridesmaids'  Dresses,  Shirtwaists,  Children's  and  Infants'  Clothes, 
and  a  thousand  and  one  other  purposes. 

Be  sure  to  get  FLAXON,  the  original  and  only  fabrics  possessing 
the  linen  finish  that  is  absolutely  permanent. 

FLAXON  SUMMER  FABRICS  are  as  sheer  as  the  finest  lawns, 
as  dainty  as  the  daintiest  batiste,  and  as  lustrous  in  finish  and  as 
durable  as  the  costliest  linen. 

Do  not  forget  that  FLAXON  advertising  is  going  to  help  everyone 
who  is  preparing  to  take  advantage  of  its  great  selling  force. 


Clarence  Whitman 
&  Company 


TMAOe 


New  York 


Philadelphia 


112  Coristine  Bldg. 
Montreal 

Boston         Chicago         St.  Louis 
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present  time.  Ratines  were  shown  last  year,  but  buy- 
ers did  not  place  orders  for  them  until  it  was  too 
late  to  meet  the  demand.  This  year  they  come  in 
new  colors  and  in  mixture  effects  as  well  as  in  plain 
effects,  and  also  in  an  effect  that  imitates  corduroy. 

In  high-class  fabrics,  velour  finishes,  sheared  and 
shaggy  zibelines  and  novelties  in  boucles  are  show- 
ing. Novelties  in  Scotch  tweeds  with  rough  or  rush- 
ed finish  is  shown  and  are  exceptionally  well  thought 
of.  Scotch  plaids,  their  brightness  dimmed  with 
boucle  loops  in  black  are  among  the  extreme  novelties 
showing.  The  new  color  effects  are  rich,  and  added 
attractiveness  is  given  by  the  rough  velvety  finish  of 
the  new  fabrics. 

Though  more  interest 'is  being  taken  in  solid 
colors,  two-tones  and  mixtures  are  strong.  Black  and 
white  is  still  shown,  but  black  and  a  color  is  never. 
Line  stripes  of  black  and  color,  and  cord  stripes  of 
color  on  black  are  new  effects  prominent.  Mixtures 
in  color  and  black  in  cra?<h  and  ratine  weaves  are 
some  of  the  leading  fabric  ideas. 


Strength  of  Corduroy  Effect 

There  is,  however,  a  development  that  should  be 
noticed  in  smoother  cloths ;  whipcords  are  showing  in 
solid  color  and  in  striped  and  two-tone  effects.  From 
\vhipcords  it  is  only  a  step  to  coverts  and  wool  satins. 
The  cord  idea  is  strong  and  is  not  developed  in  Bed- 
fords  and  coteles  alone,  but  velours,  ratines  and  other 
weaves  s*how  the  corduroy  effect. 

Purple  shades  head  the  list  of  novelty  colors  for 
Fall,  not,  however,  in  the  more  vivid  shades,  but  in 
such  colors  as  prune,  plum,  ashes  of  violet.  A  bluish. 
purple,  red  shade,  named  Bordeaux,  is  another  new 
color;  golden  brown,  deep  green,  nickel  greys,  taupe, 
greenish  and  tapestry  blues,  as  well  as  dull  Init  full 
green  shades  are  in  evidence. 


Heavier  Cotton  Goods 

The  Demand  for  These  Lines  is  Steadily  Increasing 
—  Hair  line  Striped  Voiles  and  Plain  and  Embroid- 
ered Crepes  are   Novelties  in  White 

Now  that  the  selling  season  has  opened  up,  and 
the  style  tendency  is  becoming  more  settled,  buyers' 
interest  in  the  heavier  weaves  of  cotton  goods  is  in- 
creasing, and  orders  for  such  fabrics  as  piques,  ducks, 
welts,  cotton  Bedfords,  reps,  poplins  and  kindred 
fabrics  of  a  weave  and  finish  suitable  for  making  up 
into  the  fashionable  simple  tailored  dress,  are  being 
selected.  White  sells  best,  but  there  is  plenty  of  de- 
mand for  solid  colors,  champagnes,  tans,  pink  and 
Copenhagen  and  sky  being  the  generally  selected 
colors. 


Demand  for  Cotton  Voiles. 

Lighter  weights  in  cotton  fabrics  are  not  neglect- 
ed. A  very  heavy  busine.ss  has  been  done  on  cotton 
voiles.  It  should  be  noted,  however  that  buyers  are 
particular,  and  insist  upon  having  a  fine,  sheer,  firm- 
ly-^^oven  good  quality  cloth,  and  cannot  be  induced 
to  take  the  less  desirable,  but  cheaper  makes.  Next 
to  white,  come  solid  colors  in  soft  pastel  shades.  Buy- 
ers are  also  interested  in  line  stripes,  and  bordered 
patterns  are  strong. 

Fancy  borders  have    been    introduced    into  the 
radiums  and  cotton  foulards.     These  fabrics  closely 
follow  the  printings  used  for  silks  and  are  reproduced 
in  nuich  the  same  class  and  range  of  patterns. 
Voiles  Lead  in  Printed  Goods. 

In  printed  goods,  voiles  lead,  and  there  is  a  large 
collection  of  batistes  and  muslines,  the  leading  idea 
l)eing  fine  oral  allover  patterns  with  borders  to 
match. 

As  a  late  novelty,  printed  organdies  are  being  in- 
troduced, and  the  new  effect  in  these  cloths  consists 
of  a  mercerized  stripe  or  figure  on  the  ground. 

Novelties  in  white  goods  come  in  the  form  of 
hair-line  striped  voiles,  fine  crepes,  both  plain  and 
embroidered,  and  there  are  eyelet  patterns  worked 
on  sheer  silk-finished  mull  or  batiste.  The  high  nov- 
elty in  cotton  fabrics  is  agaric  or  cotton  ratine.  This 
cloth  is  both  plain  and  striped  and  is  shown  in  both 
wliite  and  colors.  At  present,  its  only  use  is  for  trim- 
ming purposes. 


Chiffon  Taffeta  Silk  Novelty 

Plain  and  Changeable  Fabric  Leaders  for"  Mil- 
linery—  Foulards    Better   Taken  in  the  Dress 
Section. 

Chiffon  taffeta  has  firmly  established  itself  in  the 
millinery  field,  but  is  making  slower  headway  as  a 
dress  fahric,  and  in  the  cutting-up  trade  has  as  yet 
only  been  taken  up  by  one  or  two  manufacturers  of 
high-grade  garments,  and  that  to  a  limited  extent. 
A  very  much  better  representation  has  been  given  to 
foulards,  and  soft  satin-finished  w^eaves  in  this  silk, 
particularly  in  bordered  goods  have  been  well  taken 
by  the  buyers  for  the  larger  stores,  and  are  figuring 
prominently  in  the  opening  displays.  Very  few 
floral  borders  are  seen,  the  designs  running  to  classic 
and  geometrical  patterns.  Thus,  a  plain  silk  will 
have  a  border  in  an  arrangement  of  spots,  rings, 
Greek  key  or  some  set  pattern  or  formed  of  three 
graduated  stripes.  Foulard  buying  has  been  almost 
entirely  confined  to  the  merchant,  and  the  designs 
taken  are  pretty  evenly  divided  between  allover  and 
well-spaced  patterns. 

There  is  a  growing  interest  taken  in  cord  weaves. 
Bengalines  are  being   freely  used   for  facings,   and 


Dry  Goods  Review  DRESSGOODS  65 


Nisbet  &  Auld,  Limited 


Everything  Is  In  Readiness 
For  Your  Inspection 

We  ask  you  to  visit  our  Warehouse  when 
in  the  market,  as  we  think  we  can  show 
you  many  lines  which  should  be  of 
particular  interest  to  you.  We  are  looked 
upon  in  the  trade  as  most  likely  to  have 
the  correct  styles  in  Cloths  for  both 
Men    and  Women's  Wear. 

WE  LEAD  IN 

Men's  Fine  Woollens, 

Ladies'  Costume  Cloths 

Silk,  Satin,  Cotton 

n  J  ;J  and  Linen  Linings 

Matched   Sets  in  Hem-Stitched  and 

Hand-Embroidered    Linens   for 

the  Table  or  Bedroom. 


WE  ARE  SELLINGIAGENTS  FOR 

Vickerman's  Blue  Serges  and  Cheviots — 
The  Best  Serges  Manufactured. 


Montreal  ^f\rrknfr^  Quebec 

207  St.  James  St.  -^  Ul  VJll  LU  5  ^^^^  Parent 
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fancy  suits  and  also,  to  some  extent,  for  Summer 
coats.  Failles  are  coming  on  and  cord  weaves  and 
ottomans  are  used  for  trimmings  and  millinery  pur- 
poses. These  silks,  as  well  as  taffeta,  are  having  con- 
siderable vogTie  in  changeable  effects. 

In  lighter  fabrics,  satin-finished  crepes  are  strong, 
and  though  no  longer  in  the  novelty  class,  chiffons 
and  silk  voiles  are  selhng. 


Montreal  Fabric  Market 

Montreal,  Feb.  28. 

Voiles  continue  to  sell  well  at  first,  second,  and 
third  hand.  Qualities  are  well  up,  and  buyers  are 
very  critical,  consequently  the  cheaper  constructions 
made  to  imitate  the  better  lines  are  not  wanted  as 
much  as  was  supposed  by  the  manufacturers  of  the 
inferior  goods. 

Cotton  cream  &«rge  is  likely  to  find  much  favor. 
Many  lines  with  new  cords  effects,  with  modified 
poplin  and  rep  grounds,  as  well  as  closely-woven  plain 
grounds,  are  being  offered  and  in  many  instances 
are  meeting  with  much  favor. 

In  addition  to  the  foregoing,  there  are  many 
rough  dress  cottons  being  offered.  The  ratines  are 
worthy  of  special  mention.  These  come  in  a  range  of 
chamln-ay  effects.  A  pongee  and  a  ratine  modificat- 
tion  is  proving  a  good  seller.  As  the  trade  has  a  keen 
relish  for  novelty,  these  cloths  are  being  eagerly 
sought. 

The  leading  favorite  is  serge,  and  serge  weaves. 
Whipcords  in  two-tone  effects  are  strong  as  is  the 
plain  qualities.  The  interest  in  white  and  cream 
serge  is  growing  stronger  as  spring  advances.  As 
this  demand  was  looked  for,  preparations  have  been 
made  to  deliver  goods  in  a  satisfactory  manner;  but 
those  who  put  off  ordering  until  late,  may  find  lines 
broken  and  deliveries  slow. 

Dark  blue  is  a  favorite,  despite  the  fact  that  white 
is  very  strong,  and  tan  shades  a  high  novelty. 

From  the  way  cream  serge  looks  now,  it  is  quite 
a  forgone  conclusion  that  they  will  contiue  to  be  in 
excellent  request  throughout  entire  year.  Popular- 
priced  lines  are  receiving  a  good  bulk  of  business, 
while  higher-grade  lines  are  also  well  in  demand. 
In  coatings,  heather  mixtures  in  wool  goods,  chin- 
chillas, and  worsted  mixtures  are  selling  readily. 
Some  of  the  finer  lines  of  cloth  made  along  more 
costly  descriptions,  are  being  taken  in  both  plain  and 
fancy  effects.  The  heather  mixture  is  emphasized  by 
leading  manufacturers  as  one  of  the  most  promising 
lines  for  Fall  and  Winter,  1912-13. 

Piece-dyed  staple  worsteds,  cheviots,  illuminated 
mixtures,  velours,  skein  dye  and  wool  dye  fancy 
worsteds  in  a  wide  variety  of  weaves  and  colorings, 
high  lustre  goods  that  are  sold  under  differeiit  names. 


velours,  plain,  fancy  and  cut,  zibilines,  wool  satins  of 
light  construction,  whipcords,  cream  goods  and  other 
fabrics,  are  being  selected  as  very  suitable  materials 
for  Fall  wear. 


Reviving  Interest  in  Coverts 

While  there  is  a  certain  amount  of  speculation  in 
forcasting,  it  appears  to  be  the  opinion  of  many  in 
the  market,  that  coverts  will  again  be  on  the  market 
in  the  near  future.  This  cloth  has  not  been  in  style 
for  the  past  eight  years,  when  the  demand  was  very 
active. 

In  some  parts  of  the  country  coverts  have  been 
more  or  less  in  vogue,  but  this  demand  has  been  of  a 
spasmodic  character.  As  the  cloths  for  next  season 
are  along  smoother  effects  than  those  that  were  styl- 
ish for  Fall  and  Winter,  1911-12,  it  is  only  natural 
to  suppose  the  tendency  will  lean  still  further  in  this 
direction. 

In  iiianufacturing,  it  has  been  apparent  for  some 
time  that  a  run  on  converts  would  come  sooner  or 
later. 

The  ijien's  wear  trade  also  looks  promising,  and 
according  to  recent  developments,  it  is  apparent  that 
interest  in  coverts  has  begun  to  revive.  There  are 
several  arguments  in  favor  of  these  cloths.  From  an 
economical  standpoint,  they  are  very  desirable.  From 
the  wearing  standpoint,  they  are  very  satisfactory 
cloths.  In  .view  of  tihese  two  sterling  qualities,  one  is 
at  a  loss  to  account  for  the  way  these  cloths  have  been 
neglected  in  the  past. 

For  Fall  and  Winter,  1912-13,  cheviots  and  moss 
effects  are  well  established.  These,  with  wide  varieties 
of  double-faced  effects,  have  'been  ordered  by  jobbers, 
and  consequently  will  hold  sway  in  fashion  centres. 

Nap  effects  in  grey,  rich  shades  of  brown,  deli- 
cate blues,  and  other  striking  shades  either  in  com- 
bination .'^tripes,  checks,  or  by  themselves,  are  excel- 
lent lines. 

Diagonal  effects  are  .strong.  These  effects  are 
prominent  among  reversible  ranges.  It  is  possible 
to  obtain  many  of  the  foregoing  materials  in  high- 
class  lines  that  have  never  before  been  shown  on  the 
market.  Some  of  the  moderate-priced  lines  are  imi- 
tations of  the  high-class  cloths  that  were  popular  dur- 
ing the  season  just  passing. 


During  the  openings,  the  use  of  fashion  cuts  or 
show  cards  mounted  on  cardboard  .should  depict  to 
as  great  an  extent  as  possible  the  designer's  original 
interpretation  and  its  influence  on  style.  Be  sure 
the  figTires  used  on  your  show  cards  represent  up-to- 
date  vogue. 


Dnj  Goods  Review  DRESSGOODS  67 


r — "•" "  —  " " " "  —  " "-M — -1 

SILK5 

THAT  ARE  WANTED 

NOW 


SHOT  PAILLETTES, 

BORDERED  FOULARDS 

CHAMELEON  FANCIES 
DOUBLE  WIDTH  PAILLETTES 

MOUSSELINES,  MESSALINES 


WE  HAVE  THEM  RIGHT 


The  SILKS  COMPANY,  Limited 

TORONTO        CALGARY  ji 

ONT.  ALTA.  \^ 
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Fringes  Selling  Well 

Ball  and  Plain  Wash  Fringe  for  Summer 

Dresses — Import  Samples  for  Fall  Trade  in 

Beaded  Effects  —  Jewel  Trimmings. 

Among  the  trimmings  now  showing  for  the  Sum- 
mer's selling,  the  w^ash  fringes  stand  out  as  the  line 
whieih  is  a  striking  novelty  and  a  practical  article  as 
well.  Good  orders  have  been  placed  on  these  trmi- 
mings  up  to  date. 

The  ball  fringes  are  likely  to  receive  the  bulk  of 
the  demand  as  the  thing  wow  stands.  These  are 
wanted  for  edging  tunics,  sleeves,  berthas,  etc.  There 
are  some  very  pretty  numbers  of  Irish  crochet  balls 
offering  as  an  exclusive  line.  Pear-shaped  drops  and 
various  fancies  lend  a  diversified  effect  to  some  of  the 
lines. 

Fringes  on  import  for  Fall  are  now  to  be  seen  in 
the  wholesale  houses.  These  include  advance  show- 
ings of  the  lines  which  foreign  manufacturers  con- 
sider the  best  for  tlie  coming  year.  There  are  a  great 
many  of  the  beaded  fringes  among  them,  as  these 
are  now  much  better  than  the  plain,  metalUc  effects. 
These  beaded  fringes  differ  in  many  ways  from  the 
Hues  of  last  season.  One  notices  the  use  of  two  or 
tliree  kinds  of  beads  in  one  fringe,  the  introduction 
of  jewelled  drops,  and  a  general  tendency  to  make 
the  fringe  richer  and  more  ornate. 

Satin-finished  beads  are  much  used  in  the  fringes 
showing  for  selling  next  season.  These  come  in  dain- 
ty, light  colors  for  evening  wear,  and  are  specially 
designed  to  match  the  satin  or  silk  fabrics  of  high 
lu.^rtre. 

Metallic  and  bead  ball  edgings  will  also  be  offered 
for  next  season's  selling.  Bugles  are  seen  put  to  this 
use  with  good  effect. 

Among  other  import  lines,  there  is  a  good  show- 
ing of  the  braids  and  frogs,  wihich  appear  on  Spring 
suits  so  prominently,  and  are  expected  to  run  again 
in  the  Fall  of  1912.  These  are  seen  in  many  neAv 
effects,  including  the  tassel  drop,  or  drop  ornament 
of  cord  and  fancies. 


New  satin  bead  and  tassel  fringes.  —  Shown  by  A. 
Weyerstall  &  Co.,  Toronto. 


Rhinestone  and  Jewelled  Trimmings 

At  the  present  time  there  is  no  trimming  design- 
ed for  e^'ening  wear  that  stands  so  high  as  the  rhine- 
stone  and  other  jeweled  effects,  especially  the  former. 

These  came  in  too  late  for  general  use  this  season, 
but  will  be  sold  by  all  leading  costume  houses  as  soon 
as  the  new  season  opens  up.  At  present,  many  re- 
tailers are  placing  orders  with  a  view  to  the  po'st- 
Lenten  seasouj 

Manufacturers  here  are  now  offering  a  very  su- 
perior grade  of  stone  with  a  prism  cut  and  deep  set- 
ting, mounted  on  the  silver  braid,  and  also  a  line 
which  is  mounted  on  narrow  black  velvet,  thus  being 
specially  suited  to  black  co.stumes  and  to  wear  for 
hair  bandeaux. 


SPRING  WOOLLENS  FOR  1913 

Special  to  the  Woollen  Trade,  Clothing  Manufacturers 

and  Costume  Makers 

We  have  our  complete  Spring  rang^es  of  Tweeds,  Worsteds,  Broadcloths,  Cloakings, 
etc.,  for  1913  now^  ready  for  inspection  at  our  sample  room.  We  will  be  pleased  to  sub- 
mit samples  on  application  or  have  our  traveller  call  when  in  your  city. 


STEFFENS  &  NOLLE,  LIMITED 


Canadian  Agency:  59  St.  Peter  St.,  Beardmore  Building 

Head  Office^:  Berlin,  Germany 
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Are  you  prepared  to  meet  the  popular  demand  for 

PRIESTLEY'S  DRESS  FABRICS? 


You  cannot  fail  to 
be  impressed  with  the 
extensive  ranges  being 
shown  for  Spring  1912. 
Have  you  seen  our 
salesmen  ?  If  not — 
WRITE. 


Mohair  Motor 
Coating 


Beautifully  soft 
gray  effects  that 
lend  themselves 
to  the  most  fas- 
cinating styles 
for  motor  wear. 
Very  light  and 
cool  dust-proof 
ideal  for  Sum- 
mer wear. 


Let  us  show  you  so 

of  the  many   attract 

patterns  in  these 

Mohair      Motor    Coating 


THE  "CREAM"  OF  THE  SERGES 


Electros  like 

these  are 

furnished 

free 


Cream  Serge  Suitings 
and  Mohair  Suitings 
and  Coatings  in  grey  ef- 
fects are  the  leaders.  If 
you  have  not  already 
ordered,  DON'T 
DELAY. 


Cream    Serge    Stilting 

In  light,  medium  and  heavy  weights. 

Spring  styles  will  radiate  from  a 
centre  of  Serge. 

Dame  Fashion  says  "'Serge  is  the 
cornerstone  of  the  spring  suit  materia  Is' 

For  beauty  of  weave  and  remarkable 
values,  the  choicest  serges  are  -  - 


Sole  yl gents  For  Priestley's  T)ress  Fabrics 


They 

help 

your 

advertising 


GREENSHIELDS  LIMITED    -    Montreal 
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THE  'PIRLE'  FINISH 


(Regd.) 


"  My  dress   won't    spoil— It's   '  PlRLE  '   finishecf. " 


LADY'S  REALM  "  says 


**  The  out-door  sirl  who  lovefc  to  cycle,  walk, 
and  drive,  will  never  wear  anythins  but  a 
'PlRLE*  costume,  when  she  has  once  donned 
one.  It  may  be  the  shower  of  May  or  the  storm 
of  November,  her  neat  cloth  dress  will  remain 
unspotted  and  unshrank,  and  when  dry.  will  be 
as  fresh  as  when  it  came  from  the  tailor's  h<nds." 


See  what  "The  Queen" 
calls  the  magic  words 
THE  "PlRLE  "  FINISH 
stamped  on  the  selvedg^e. 


^'  Indispensable 

for   the 

Open-Air 

Girl." 


"MADGE"  in  "TRUTH"  says : 

"  Every  dressmaker  ought  to  leave  out  a  bit 
of  selvedge  somewhere  with  the  'PlRLE'  stamp 
on  it,  as  this  affords  an  absolute  guarantee  for 
the  wearer.  The  Proprietois  undertake  to  make 
good  any  material  so  stamped  that  has  been 
actually  damaged  by  rain," 


'PlRLE '-FINISHED  CLOTHS  AND  MADE-UP    SKIRTS    IN    GREAT 
VARIETY  CAN  BE  OBTAINED  FROM  ALL  LEADING  IMPORTERS. 


If  any  difficulty,   please   write  to 


THE    BRADFORD    DYERS'     ASSOCIATION,     LTD. 


39  Well  Street,  Bradford,   England 
128   and     129    Cheaptide,    London 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  relia- 
able  and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO.. 

210  St,  James  Street        -  -  Montreal 


"Get  In  The  Game" 

You  can  do  the  biggest  business  in  Base 
ball  Suit!  you  have  ever  done,  by  our  New" 
Outfits. 

We  have  not  only  had  more  orders,  but 
also  more  re-orders,  than  this  time  any 
other  season. 

You  can  sell  Mossbacher's  Suits  if  you 
never  sold  B»Beball  suits  before. 

Retail  at  $1.00  and  up 

including  Trousers,  Felt,  Shirt  and  <"  ap. 
The  Suits  are  exactly  like  illuatrat  on. 

Large  Line  of  Play  Suits 

besides  Baseball,  are  embraced  in  the  Kah- 
Na-Mo  Brand— Cowboy,  Indian,  Scout, 
Fireman— retailing  at  ^1.00  ami  up. 

Send  A  Sample  Order 

and  let  your  customers  decide  for  you. 

MOSSBACHER  &  CO. 


779  BROADWAY. 


NEW  YORK 


Have  you  a  pointer  for  the  boss  ? 

The  problem  described  on  page  83  of  the  February 
Mid-month  Dry  Goods  Review  is  arousing  considerable 
interest.  Many  replies,  all  very  interesting  and  some 
very  amusing,  have  been  received. 

Your  pointer  may  solve  a  serious  problem  in 
your  employer's  business.     Send  it  along. 
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Splendid  range  of 


Children's  and  Misses'  Coats 

We  also  show  a  very  fine  range  Furs,  Bearskin 
Coats,  Coat  Sweaters  and  Knitted  Goods  of  all 
kinds.    Gloves,  Mitts,  Hosiery,  Mantlings,  etc. 


DRESS  GOODS 
Fall  1912 


The  new  range  of  dress  goods  we  are 
showing  for  Fall,  1912,  is  well  worth 
your  inspection.  We  can  offer  you 
exceptional  values  that  will  bring  in- 
creased profits  to  this  department  of 
your  business.  All  the  newest  designs 
and  colorings  from  European  markets. 


McFADYEN,  VALIQUET  &  SHEA 


59  St.  Peter  Street 


Dry  Goods  Importers 


MONTREAL 


An   Exact   Reproduction   of 
Hand  Made   Lace 

possessing  the  same  exceptional  qualities  for 
appearance  and  durability 

NOTTINGHAM,  ENG. 

Manufacturers  of  B.  B.  Torchons,  Finest  QuaUty  Valenciennes  and  Novelty  Laces 

Represented  in  Canada  by  A.  B.  FISHER,  4  Manchester  Bld^.,  33  Melinda  St.,  Toronto 


Manufactured 
of 


BIRKIN  &  CO. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Promising    Hosiery    Outlook 

Traveler's  Reports  Indicate  Fair  Placing  for  Fall 
—  Development  of  Spring  Season  and  the  All- 
Season  Demand  —  Style  Influences  and  New  Lines 

FAIJj   hosiery   placing  is  proceeding  satisfac- 
torily.    Reports  from  travelers  show  that  fair 
orders  are  being  booked  on  staple  numbers, 
silks,  lisles,  casihmeres  and  worsteds. 

One  of  the  most  notahle  feature  of  the  hosiery 
department  is  the  all  season  demand  for  silks,  lisles 
and  cashmeres,  which  means  the  elimination  of  the 
season,  except  in  case  of  heavier  fleece,  cotton  or 
worsted  numbers  for  boys'  wear,  overstockings  and 
warmth  generally. 

Wholesale  import  sample  ranges  have  been  as- 
sembled and  rushed  out  to  buyers  so  that  travelers 
are  practically  through.  Salesmen  with  domestic 
ranges,  showing  to  the  trade  direct,  expect  to  be  fin- 
ished by  April  15th. 

Many  ranges  are  similar  to  last  year  and,  ex- 
cept for  one  or  two  leaders,  buyers  are  only  stating 
quantities,  being  entirely  satisfied  to  place  on  num- 
bers corresponding  with  last  Fall.  Pricas  of  domestic 
lines  are  quoted  at  the  same  figures  as  a  year  agOj 
and  altihough  it  might  be  expected  that  quotations 
should  be  easier  on  cotton  numbers,  manufacturers 
point  out  that  more  value  is  put  in  wherever  possible. 
It  is  also  shown  that  any  difference,  so  far,  cannot  be 
such  a  great  feature  in  comparing  quality  with 
quality  in  lightweight  gauzy  lines,  in  wliich  finish 
and  color  are  far  more  imporitant  factors. 

riiGTi  Standards  in  Domestic  Lines. 
Quantity  orders  are  being  received  on  cashmeres 
and  worsted  hosiery.  It  is  conceded  that  the  stan- 
dard of  domestic  hosiery  has  made  these  lines  prac- 
tically staple,  and  with  the  introduction  of  new  silks^ 
regTilar  numbers  of  cottons,  lisles  and  fine  gauzy- 
mercerised  goods  that  imported  lines,  besides  having 
tended  to  keep  prices  to  old  levels,  have  had  strong 
competition  this  season. 


Import  Novelties  Leading. 

In  import  samples,  silks  are  quoted  to  retail  from 
25c.  to  $2.50,  although  jobbers  did  not  carry  samples 
above  $9  dozen.  Buyers  who  want  novelty  are  taking 
assortments  in  better  qualities  in  gauze  silks,  silk  and 
lisle  combinations,  fine  embroidered  gauze  lisles  in 
self  colors,  shot  and  ingrain  effects  in  gold,  tans  and 
greens  and  black  combined  with  these  shades.  There 
has  also  been  a  sprinkling  of  self-emhroidered  cash- 
meres, tans,  champagnes,  pearls,  greens  and  wines, 
with  colored  clocked  blacks  in  cheaper  numbers. 
This  demand  is  mostly  confined  to  larger  centres,  and 
there  is  every  likelihood  that  two-tone  or  shot  effects 
will  be  shown  in  lesser-priced  novelties,  which  means 
that  by  Spring,  1913,  they  will  be  one  of  the  fore- 
most features  in  Canadian  stores. 

New  Lines  Coming. 

Plaited  and  two-tone  effects  are  being  experi- 
mented with  in  Canadian  mills,  in  order  to  bring 
them  down  to  popular  selling  numbers.  Vertical 
stripes  in  50c.  lines  have  done  well,  both  in  women's 
and  men's,  and  for  Fall  or  present  delivery  new 
samples  of  exceptional  quality  and  guaranteed  to 
give  satisfactory  service  are  now  .shown  in  the  3  for 
$1.00  class.  New  numbers  in  full-fashioned  seam- 
less two-tone  hosiery  to  sell  at  50c.,  75c.  and  $1  pair, 
or  boxed,  2,  3  or  6  pairs,  at  a  stipulated  retail  price 
are  expected  to  meet  with  success  immediately  they 
are  ready.  Although  travelers  state  there  are  but 
few  inquiries  from  outside,  by  Spring  the  demand 
will  be  as  universal  as  for  better  lines  of  plain  or  em- 
broidered silks,  which  still  continue  strong,  notwith- 
standing cheaper  numbers  now  offered  in  competi- 
tion. 

Domestic  Lines  More  or  Less  Staple. 

Import  ranges  have  the  field  for  novelties  and 
higher-priced  qualities  in  colors.  There  is  a  para- 
mount reason  why  domestic  mills  do  not  cater  to  this 
trade,  and  until  the  population  and  demand  in 
Canada  is  greater,  they  will  be  forced  to  adhere  to 

(Concluded  on  page  78.) 
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D 


STOCKING 


:'!!!'! 


iu  / 


M 


\  big,  comfortable 
^  -^     well-made  ribbed 
stocking  for  boys, that  will 
stand  the  rub  and  the  tub. 

A  name  that  everybody 
knows  and  remembers. 
These  are  factors  which 
make  this  brand  such  a 
quick  seller. 

Put  a  range  of  Buster 
Brown  stockings  in  stock 
and  watch  results. 

Your  jobber  can  supply 
you  promptly. 


PMAN  HOLTON  KNITI 


LIMITED 


L^r^est 
Hosiery  Majnj/6x.tiirei^ 


Ai 


In  Cekn-^kd 


\T 


o    o 


m  V* 


HAMILTON  -  WELL  AND 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 


Have  Learned  Things  About  Knit  Goods 


Buyers  Realizing  that  Importance  of  Sweater  Coats  Gives  Them  Year- 
Round  Face  Value — No  Mark  Down  Without  Good  Reason  —  Most  Satisfac- 
tory  Location  in    Store   for    These    Lines  —  Satisfying   on    the    Size    Problem. 


"M 


'ERCHANTS  should  recognize  in  sweat- 
er coats  an  all-year  line  with  prices 
always  at  face  value.  When  he  marks 
a  certain  line  of  goods  at  reduced  prices  there  should 
be  a  good  reason  for  doing  so.  If  there  is  no  rea- 
son, there  should  be  no  'mark  down.'  " 

Thus  did  a  prominent  Montreal  knit  goods  buy- 
er express  his  appreciation  of  the  importance  of  a 
thriving  section  of  his  department,  and  emphasize 
an  imperative  fact — the  staple,  always  popular  posi- 
tion of  the  sweater  coat. 

In  this  buyer's  opinion  it  is  not  wise  to  carry 
such  extensive  lines  of  sweater  coats,  etc.,  that  deep 
price-cutting  is  the  only  method  by  which  the 
goods  can  be  cleared.  He  says:  Many  of  our  lines 
of  ladies'  and  children's  sweater  coats  are  never 
marked  down.  We  contend  that  at  the  prices  we 
sell  the  garments,  the  value  is  always  present,  be 
it  in  the  winter,  or  on  the  hottest  day  in  summer. 
As  our  trade  in  this  department  is  a  continuous  one 
throughout  all  seasons,  it  would  be  folly  to  sacrifice 
a  garment  that  would  have  to  be  replaced  in  a  few 
days.  Of  course,  on  certain  lines  that  are  slow  in 
selling,  or  which  are  going  out  of  style,  we  make  a 
substantial  reduction. 

Steady   Growth  of  Sweater  Coats. 
During  the  past  year  buyers  and  managers  have 
learned  several  important  facts. 

One  buyer  states  concerning  the  sweater  coat 
business: — "There  is  one  thing  that  can  be  said 
about  the  sweater  coat  department  that  is  hard  to 
say  about  other  lines  of  goods,  and  that  is  the  favor 
with  which  these  goods  are  continually  meeting 
throughout  the  entire  year.  Our  summer  trade  is 
growing  from  one  year  to  another,  and  during  the 
past  warm  season  knitted  coats  were  in  a  constant 
moderate  demand.  This  was  partly  due  to  the 
tourist  trade,  and  partly  on  account  of  the  growing 
tendency  to  have  one  of  these  garments  for  cool 
evenings,  days  at  the  beach,  and  other  similar 
uses. 

Location  Near  Whitewear. 

"Our  sweater  department  is  situated  near  the 
whitewear  department  and  on  the  same  floor  as  the 
ready-to-wear  dresses,  suits,  etc.  We  find  this  posi- 
tion one  of  the  best  that  could  possibly  be  given 
knitted  lines.  In  fact,  sweater  coats  and  other 
knitted  goods,  .such  as  toques,  leggings,  mitts,  etc., 
are  closely  related  to  such  lines  as  waists,  millinery 
and  readjf-made  garments. 


Trend  Toward  Higher  Class. 
"The  chief  trend  is  toward  finer  and  higher- 
class  garments.  This  has  been  particularly  notice- 
able during  the  past  two  years.  While  the  demand 
used  to  be  for  garments  at  $12  to  $18  per  dozen,  for 
next  season  our  large  orders  will  be  given  for  gar- 
ments at  $18  to  $27.  The  $24  lines  are  favored 
more  than  any  other  single  priced  line.  Higher 
grade  garments  that  retail  at  $5  to  $7.50  are  now 
being  .shown  by  manufacturers  in  interesting  de- 
signs and  make-up. 

Salesman   Should   Know   His   Business. 

"I  find  the  sweater  coat  department  should  be 
conducted  by  sales-people  who  know  what  they  are 
talking  about  when  explaining  the  merits  of  our 
garments. 

"In  many  instances  a  customer  asks  for  a  36- 
inch  garment,  when  a  38-inch  bust  measurement 
will  fit  perfectly.  There  are  many  cases  of  this 
nature  where  a  sale  would  be  lost  if  the  customer 
thought  she  were  not  getting  the  coveted  36  size. 
In  cases  of  this  nature,  it  is  well  for  the  sales  per- 
son to  go  easy  on  the  size.  While  there  are  many 
cu.stomers  who  will  listen  to  a  plain  explanation  of 
the  reason  for  purchasing  the  larger  garment,  there 
are  many  who  are  lost  as  soon  as  they  learn  the  gar- 
ment is  not  the  exact  size  asked  for.  In  cases  of 
the  last  named  variety,  it  should  not  be  considered 
wrong  to  detach  the  size  ticket  from  the  garment,  if 
it  really  is  the  proper  size  for  the  customer. 

"We  govern  our  future  buying  by  the  past 
season's  demand.  With  a  careful  record  of  gar- 
ments sold,  and  the  trend  of  the  fashions,  we  are 
able  to  form  a  general  opinion  of  the  needs  for  next 
season's  demands. 

Go  Carefully  on  Novelties. 
"Certain  novelties  are  good  numbers  for  stock, 
but  in  making  a  selection  of  these  garments,  the 
l.'uyer  should  be  very  careful.  Fancy  knitted  gar- 
ments are  generally  good;  novel  cuffs,  collars  and 
belt  effects  are  favored  to  a  certain  extent.  But  the 
bulk  of  our  business  is  done  on  good,  sensible  lines 
that  are  constructed  for  comfort  and  style. 

Advantage  of  Relative  Position. 
"For  children  and  infants  fancy  lines  of  mitts, 
toques,  leggings,  etc.,  are  kept  in  our  whitewear 
department,  alongside  of  knitted  goods.  Certain 
lines  of  fancy  knitted  toques  for  ladies  and  young 
women  are  also  kept  in  the  millinery  department. 
I  consider  these  places  are  the  best  positions  that 
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A  Leap  Tear  Proposal 


Make 
the  Pen- 
Angle    Bal- 
briggan   Line 
your  LEADER 
this  year  and   watch 
your    Underwear    Sales 
LEAP! 


^T^HIS  is  the  un- 
"*■  derwear  that 
always  wears  well. 
This  is  the  under- 
wear that  retains  its  shapeliness  and  gives 
absolute  satisfaction.  In  fact,  it's  just  the 
underwear  up-to-date  customers  will  look 
for  in  your  store — so  be  prepared  to  give 
them   what   they   want,   when   they   want  it. 

Stock 


L 


Closed  Crotch  Combinations  made  in  Knee  Length  or 
Ankle  Length — with  Short  Sleeves  or  Long  Sleeves. 

Two-piece  Suits :  Shirts  with  Short  Sleeves,  Long 
Sleeves  or  Sleeveless — Drawers  in  Ankle  Length  or 
Knee  Length. 

Look  at  the  full  length  garment  shown  above ! 
See  how  snugly  it  shapes  itself  to  every  line  and 
curve  of  the  figure  —  how  it  gives  without 
getting  baggy.  Note  the  easy,  generous  fit  of 
the  Knee  Length  Garment — the  perfect  cut  and 
style —  the  sensible  make  and  finish. 

Careful  buyers  will  recognize 
this  underwear's  splendid  good- 
ness the  moment  they  see  it. 
That's  why  YOU  should  have 
it  in  stock. 


Trade  j'^arK 


nmans   Limited, 

SWEATERS  HOSIERY 


Paris,   Canada 

UNDERWEAR 
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"MONARCH 


A  Child's  Coat 

The  same  style,  the  same  quality, 
the  same  fit  that  have  made  the 
"Monarch-Knit"  coats  for  men  and 
women  famous  fs  embodied  in  the 
juvenile  garments. 

Our  191 2  range  includes  many  new 
style  features  and  is  the  finest  we 
have  yet  shown.  The  centre  cut 
shows  a  child's  coat  fitted  with  the 
"Tri-collar." 


G14 


L62 


Knit  Coats  for  Women 

The  neat  tailored  style  of  the  "Monarch-Knit"  Sweater 
Coats  for  women  cannot  be  overlooked  and  this  is  a  point 
much  in  demand  by  the  fair  sex  to-day. 

Get  a  line  on  the  new^  "Monarch-Knit  Range. 

The  Monarch 


v.. 


L54 


Dunnville,  Ont. 


St.  Catharines,  Ont. 
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KNIT^ 
GOODS 
THAT 
FIT       ^ 


KNIT" 


The    Tri-CoUar 

the  latest  and  exclusive  "Monarch- 
Knit"  feature,  combines  warmth, 
comfort  and  convenience,  is  neat 
in  appearance  and  not  cumber- 
some. 

It  forms  the  V  neck,  the  high 
storm  collar  or  the  popular  double 
collar.  The  Tri-collar  will  be  used 
on  men's,  women's  and  children's 
coats. 


M33B 


B25 


We  Advertise  Your  Store 

Our  Consumer  Advertising  campaign  is  a  great  boon  to 
the  merchant  handling  "Monarch-Knit." 

"Monarch-Knit"  Goods  will  be  shipped  in  attractive 
boxes.     Use  them  for  window  displays. 

Knitting  Co.,Ltd 

St.  Thomas,  Ont.  Buffalo,  N.Y. 


MS3 
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could  be  given  such  lines,  as  far  as  advantage  in 
relative  position  is  concerned. 

"Underwear  for  ladies  and  children  is  kept  in 
the  general  department  with  other  general  lines  of 
merchandise  that  attract  all  classes  of  customers. 
This  department  is  conducted  under  a  separate  de- 
partment from  knitted  sweaters.  The  demand  for 
combinations  is  growing  very  fast.  Ladies'  and 
children's  garments  are  showing  finer  effects  and 
are  improved  from  year  to  year. 

Combination  Business  Growing. 

"For  1912-13  we  expect  to  do  a  large  business  in 
combination  garments.  It  might  take  a  little  time 
to  introduce  these  garments  in  some  localities,  but 
after  a  person  once  becomes  acquainted  with  the  ad- 
vantages and  comfort  obtained  through  wearing 
these  garments,  she  will  not  have  further  prejudice. 

"Of  course  the  combination  underwear  business 
is  only  in  its  infancy. 

"In  many  lines  of  underwear  the  gradual  grow- 
ing popularity  for  finer  and  higher-priced  lines  is 
apparent.  Many  women  desire  short-sleeved  gar- 
ments liiade  of  fine  wool,  or  a  combination  of  wool 
and  silk.  These  garments  are  worn  during  the 
Winter,  and  for  Spring  and  Summer  the  sleeveless 
lisle  or  silk  garment  is  favored.  Fine,  mercerized 
lines  are  popular  with  many  for  between  seasons  as 
well  as  warmer  months. 

Regular  Advertising  Now  Necessary. 

"Formerly  the  knit  goods  department  did  not 
receive  the  attention  given  other  lines  of  goods  kept 
in  the  average  store.  Now,  the  necessity  of  regular 
advertising,  window  displays  and  general  publicity 
is  considered  necessary  to  obtain  full  results,  and  to 
place  this  department  on  par  with  others.  Through- 
out the  sweater  coat  department,  trims  and  displays 
of  new  and  approved  lines  are  kept  continually  be- 
fore the  buying  public.  Window  space  is  used  with 
particularly  gratifying  results.  At  certain  seasons 
special  serial  trims  are  arranged.  These  bring  large 
returns,  when  used  in  co-operation  with  our  adver- 
tising department. 

"The  fancy  knitted  goods  that  comprise  extensive 
lines  need  certain  publicity  pressure,  if  full  results 
are  to  be  realized.  To  some,  these  garments  are 
considered  a  luxury,  and  a  certain  amount  of  con- 
vincing is  necessary  to  convert  the  possible  customer 
into  a  real  one." 


Promising  Hosiery  Outlook 

(Concluded  from  page  74.) 
staple  lines.     For  instance,   in   one   mill   to  set  up 
niachines,   prepare   dyes   and   change   for   a  run   or 
likely  demand,  it  is  necessary  to  handle  800  dozen 
hose  to  make  it  advisable  to  change  from   nn^  line 


to  another.  Tliis  is  out  of  proportion  to  the  sales 
of  many  novelties  in  Canada,  as  will  readily  be  seen. 
In  Gern-"."^  women  do  the  work  of  men  in  several 
operations,  and  are  paid  $2  a  week,  which  cannot 
compare  with  prevailing  wages  here,  and  where  men 
are  held  responsible  on  account  of  strength.  This  i? 
an  admission  of  a  German  manufacturer. 

Better  Numbers  in  Silks. 
In  regard  to  competing  for  lower-priced  silks, 
domestic  manufacturers  state  they  do  not  intend  to 
bring  out  anything  less  than  is  now  in  sample  ranges. 
They  will  adhere  to  seasona;ble  numbers  of  silks  and 
silk  with  lisle  sole  an'd  garter  top  and  a  few  later 
numbers  in  mercerised  lisles  now  known  by  the  trade. 
Except  for  some  new  qualities  in  better  grade  silks 
at  $9  or  Spl2,  there  is  nothing  different  at  present 
planned  to  develop  the  silk  demand.  There  is  no 
disposition  to  bring  out  cheaper  grades,  and  there  is 
a  firm  stand  that  merchants  are  wanting  high-grade 
qualities  and  are  not  anxious  for  what  is  termed 
"plunder"  by  some  manufacturers.  Some  stores 
have  sold  3  for  $1  silks  to  make  a  noise,  but  they 
were  pretty  thin,  and  any  merit  was  embodied  in 
style  and  gauziness  without  apparent  wearing  satis- 
faction. Whether  25c.  silks  will  ultimately  be  tried 
out  is  dou1)tful,  and  it  is  hardly  likely  that  they  will 
be  a  success  under  the  standards  of  satisfaction  set  by 
Canadian  merchants. 

Resume  of  First  Orders. 

It  is  generally  reported  that  blacks  and  tans  are 
being  taken  with  fewer  tans  than  last  season.  A 
leader  line  of  2-1  cashmere  and  a  boys'  heavy  ribbed 
stocking  for  25c.  specials  have  Ijeen  placed  in  quan- 
tities by  nearly  all  buyers  to  wliom  {h&y  were  shown. 
Guaranteed,  seamless,  full-fashioned  cashmeres  are 
selling  well  in  all  qualities,  and  heavier  worstieds  in 
boys'  sizes  and  corresponding  price  ranges  have  sold 
in  usual  volume  to  date. 

Style  Influences  Mean  Demand. 
Spring  season's  developments  and  sales  over  the 
counter  will  soon  be  in  full  swing.  There  has  been 
one  disappointing  feature  so  far  in  the  demand  for 
white  hosiery,  which  is  not  remarkable  as  yet.  A 
hosiery  manufacturer  just  returned  from  Paris,  says 
that  white  hosiery  with  black  shoes  is  now  seen, 
especially  for  misses  and  children.  A  similar  style 
feature  is  expected  here,  and  for  that  reason  sample 
nnmliers  in  fine  cashmeres  have  been  included  in 
Fall  ranges.  Although  it  is  recognized  that  it  will 
take  time  to  materialize,  there  have  already  been 
some  inquiries. 

Prediction  That  Will  be  Verified. 

For  the  mid-summer  vogue  of  white,  white  shoes 
with  white  hosiery  is  assured,   and  if  the  demand 
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UNDISPUTED 
POPULARITY 

This  is  the  state  that  Beaver 
Brand  Knit  Goods  have  reached 

Canadian  made  goods  for  Canadian  people 
is  a  good  motto  for  our  merchants  to  fol- 
low out  in  their  business. 

Undoubtedly  the  majority  are  carrying  out 
this  motto  even  more  than  many  of  us 
suspect,  if  results  are  any  criterion ;  for 
Canadian  knit  goods  sales  to-day  stand  far 
ahead  of  the  world  in  Canada. 

And  "Beaver  Brand"  is  not  taking  second 
place.  It  bids  fair  for  a  leading  position — 
for  quality,  style  and  fit. 

We  make  Men's  and  Women's  Sweater 
Coats,  Toques,  Mufflers,  Sashes,  Mitts, 
Gloves  and  Hosiery.  Our  line  of  men's 
half  hose  is  unequalled  for  perfect  fit 
and   value. 


R.  M.  BALLANTYNE,  LIMITED 


SHAVER    BP.^«*° 


Manufacturers  of  the  well-known 
Beaver    Brand     Knitted     Goods 


STRATFORD 


ONTARIO 
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for  white  shoes  and  the  corresponding  success  of 
shoe  salesmen  during  the  last  month  is  any  criterion, 
eaxly  forecasts  are  to  be  fully  verified  in  the  calls  for 
white  hosiery. 

It  cannot  be  said  that  manufacturers  are  anxious, 
as  it  costs  more  to  make  white  hosiery,  but  as  one 
of  the  style  and  warm  weather  features,  they  antici- 
pate that  large  orders  will  be  forthcoming  for  May 
and  June  sales.  Just  as  soon  as  merchants  turn  their 
attention  to  tliis  section  there  mil  be  sorting  enough 
to  tax  the  jiresent  stocks  of  wholesalers  and  jobbers 
to  handle  it. 

Advertisements  That  are  Uniformly  Good 

Full-page  Christmas  advt.  and  half-page  layout 
for  12-day  bargain  offering,  Sutcliffes',  Lindsay. 
This  adman's  work,  which  is  uniformly  good,  has 
been  commented  on  at  different  times.  In  one,  a 
6-column  cut,  depicting  Santa  and  a  Christmas  eve 
scene,  is  used,  while  twelve  other  cuts  picture  in  most 
instances  the  goods  described.  In  introductory,  con- 
venience, assortments,  and  service  are  emphasized, 
and  though  this  is  a  Christmas  advt.,  these  are  points 


1,-^- — r-m 


Twelve  Days  of  Big  Bargains 

For  Shrewd  Buyers 


^mtH  ran  U  f  VT  iOndtn  FrioM 


This  Sale  Canmaus  rtUay  Hiraliit  Hot. 

cental  TwdR  Dir^  <r  oU  il  l^es  «  aca< 


TTiMe  Ilaow  v*  fncad  Vwj  Lo« 


SpMUi  frwD  tb«  Drao  Cooli  SBeikn 


Ki«7  Ham  B^utiw  ThM* 


OTCLIFFB'S  S^^ 


Liaos  A  Y 


Forty   Well   Arranged   Keins  in   This  Advt.  of  Sutcliffe's,   Lindsay. 

which  should  be  pre-eminent  in  ads.  at  any  time  of 
year.  Each  department  is  given  fair  allotment  of 
space.  With  items  chosen  to  be  advertised  it  can- 
not be  much  improved  upon,  either  typographically 
or  descriptive,  \yhile  it  might  be  said  to  resemble 
a  page  in  a  catalogue,  there  is  a  suggestive  impres- 
sion to  customers  that  specials  are  values  equal  to 
catalogue  items.  Regular  prices  are  chosen,  but 
each  one  shows  consideration  of  attractiveness  as  a 
drawing  card  to  sections.  In  other  words,  values 
and  prices  contained  in  each  quotation  are  approved 
by  experience  to  interest  customers  at  holiday  sea- 
sons and  show  close  study  of  mail  order  offerings. 

Some  might  say  it  could  be  more  aggressive,  and 
a  few  printers'  mistakes  are  overlooked  in  proof- 
reading. But  the  basic  sales  influence  is  there  and 
that  is  the  big  consideration.  Completed  with  the 
usual  express  prepayment  offer  as  adopted,  and  four- 
column  name  and  address,  it  is  a  strong  ad. 


The  half-page  layout  is  a  clean,  well-printed 
spread,  containing  40  items,  and  is  fairly  well  in  keep- 
ing with  the  aggressiveness  demanded  by  November 
selling.     In  one  or  two  instances  the  idea  intended 


THE    BUTCLIFFE    STORE    BBIMFtH.    OF 

^€HF?lJ$TnAJl 


i?Eii.3.95 


iScAuQaJFdl  Galfit  Lmcaft 
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•"'-**'  1^  SUTCLIFFE'S 

ly-.Tirt.—  i»Sfe..  LINDSAY  £ 


A     Christmas     Ad.     Seasonable    and     well     Thought     Quit — Using 
Catalogue  Idea  in  Ulustrating — ^Sutcliffe's,   Lindsay. 

might  be  better  expressed.  For  example,  the  state- 
ment, "Continuing  12  days  until  all  lines  are  sold," 
would  be  better  if  dates  were  stipulated,  or  the  ex- 
planation made  "unless  .sold  out  previou.sly."  How- 
ever, this  is  only  a  suggestion. 
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A  typical  ''Loeser"  (Brooklyn)  Spring  Ad,  dealing  with  a  diversity 

of   needs.     Always    an    interesting    and     "different"     page, 

"Loeser"  Ads.  are  read  and  acted  upon  by  thousands. 
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You  Can't  Get  Away  From  Facts 

JVo  HuStflCSS  in  these  days  of  keen  competition  can  stand  and 
show  the  immense  growth  this  business  has,  unless  there  is 
something  genuine  back  of  it. 

The  IlTllTieTlSC  popularity  of  Hygeian  underwear  is  proof 
positive  of  the  presence  of  the  chief  essentials  in  underwear  and 
up-to-date  methods  of  doing  business. 


StClfluS  for    the    best    in   quality,    design    and    finish  ;    and 
facilities  make  it  possible  to  give  prompt  delivery. 


our 


Our  Fall  Range  of  Samples  back  us  up 


The  Eagle  Knitting  Co.,  Limited 

Controlled  by  J.  R.  MOODIE  &  SONS,  Ltd. 

HAMILTON  -  -  -  CANADA 

FRANK  M.     BARNARD,     Sole   Selling   Agent 
TORONTO  MONTREAL  ST.  JOHN,    NB. 
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Capture  The 
Careful    Buyers 


Offer  the  man  who  is  exacting  in  his  purchases 
the  one  underwear  you  can  confidently  GUAR- 
ANTEE against  shrinking,  bagging  or  losing 
its  snug-fitting  excellence.     That  underwear  is 

ELLIS 

Spring  Needle  Ribbed 

Underwear 


Examine  the  ELLIS  sample  before  you  stock 
underwear  for  any  season  of  the  year.  Note 
for  yourself  how  the  Ellis  Exclusive  Spring 
Needle  Process  of  knitting  creates  a  fabric  that 
cannot  sag  nor  stretch  out  of  shape.  Drag  at 
the  garment — see  how  it  readily  yields  and  in- 
stantly goes  back  into  shape.  And  it  will  STAY 
shapely  until  it's  worn  out.  Your  customers 
will  never  want  another  make  once  you  get 
them  acquainted  with 


The    Underwear    That    Stays    Shapely 


ELLIS 

Underwear  Co. 

LIMITED 

HAMILTON       -        CANADA 

SELLING  AGENTS: 

Maritime    Provinces— B.    S.    McFARLANE, 

Moncton,   N.  B. 
Montreal    and     Quebec     Provinces  —  E.    O. 

BARETTE    &    CO.,    Montreal,   Quebec. 
Ontario  — THE     EDWARD    BURNS     CO., 

Toronto. 
Port  Arthur  to  Pacific  Coast— BRYCE  &  CO., 

Winnipeg,  and  J.  J.  THOMPSON,  Van. 


Drop  a  line  to  any 
of  our  selling  re- 
presentatives if 
you  want  news 
of  new  things  in 
quick-selling  un- 
derwear. 
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ZIMME 

Get  Ready  for  the  Big  Campaign 

(It  Starts   Early  in   May) 

RE  YOUR  ORDERS  IN? 

In  a  very  few  weeks  after  our  big  newspaper 
advertising  campaign  begins,  Zimmerknit  selling 
will  start  with  a  whoop. 

You  have  barely  time  to  get  your  stock  ordered 
and  receive  delivery.  Our  factory  is  working  night 
and  day  to  make  deliveries  of  orders  already  booked. 

Every  underwear  wearer  in  Canada  will  be  think- 
ing about  Zimmerknit.  Your  customers  will  be  ask- 
ing to  be  shown  the  line.    Be  ready  to  reap  the  profits. 

Last  year  Zimmerknit  sales  were  51%  greater  than  the  year  before. 
This  year,  the  increase  will  be  greater.  Part  of  this  increased  business — 
increased  profit^ — will  be  yours  if  you  act  now.  It  means  new  customers  for 
you — customers  who  will  buy  other  lines  after  Zimmerknit  introduces  them 
to  your  store. 

It    pays    to  tie  to  a  winning"  line.      Zimmerknit  has    been    the    winning" 
line  for  five  years.      Its  profit-paying  qualities  are  proven. 

Order    now,   through    your  jobber.      Remember — the  time  is    short.     Be 
ready  when   the  advertising  starts. 

Order  to-day  ! 

E.  H.WALSH  &  CO.,  TORONTO,  VV.    R.    BEGG,  TORONTO,  A.     R.     McFARLANE, 

Agent  for    Quebec,   Maritime    Pro-  a    '           .        .u      n        •            r  VANCOUVER 

•              HI      -^   u        o     1     .  1-  Agent     for    the    Province  of  .              ,          ,        _        .             . 

vinces,    Manitoba,     Saskatchewan,  Agent    for    the    Province    of 

Alberta.  Ontario.  British  Columbia. 


The  Zimmerman  Manufacturing  Company,  Limited 

Hamilton,  Ontario 

UNDER 
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RKNIT 


MEN'S  AND  BOYS' 

In  two-piece  Suits  and  Combinations — 
In  Long  Sleeves,   Short  Sleeves,  and  no 

sleeves — 
Drawers  in  ankle  length  and  knee — 

BROWN  BALBRIGGAN 

WHITE  BALBRIGGAN 

COLORED  BALBRIGGAN 

MESH 

POROUSKNIT 

VELVETRIB 

LISLE 

MERCERIZED 

STRIPES 

MERINO 

NATURAL  CASHMERE 

PULLOVERS 

OUTING  JERSEYS 

GYMNASIUM  JERSEYS 

LADIES'  AND   MISSES' 

In  Vests,  high  neck  and  low  necK — Draw- 
ers, ribbed  knee  and  umbrella.  Combin- 
ations in  low  neck,  with  ribbed  knee 
or  umbrella  style. 

WHITE  LISLE 
WHITE  BALBRIGGAN 
WHITE  POROUSKNIT 


WEAR 
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LADIES'    UNDERWEAR 

FOR    FALL    1912 

Our  samples  for   191 2  are  now  in  the  hands  of  our  travellers  and  we  beg 
to  call  you*-  attention  to  our  new  Combinations  in  the  well-known  brands, 


The    Mode    of  Manufacture  of    these  Combinations  has  been  registered. 

MANUFACTURED     ONLY     BY 

S.   Lennard   &  Sons,   Dundas,   Ont. 

Sole     Selling     Agents  

RICHARD  L.  BAKERI&  CO.,  100  Wellington  St.  W.,  Toronto,  Ont: 


We  are  now    receiving    and    putting    into  stock 
complete    ranges     of 


(JUieenQiicdiiy 

Vomen 

7ngQualiiij[l_ 


Hosiery  and  Gloves  for  Women  and  Children. 
Also 


Men's  Half  Hose 


for  Spring  1912. 

MAIL  ORDERS  WILL  RECEIVE 
OUR    PROMPT     ATTENTION. 

Our  travellers  will  call  upon  you  shortly  v/ith  full 
range  of  Hosiery,  Men's  Half  Hose  and  Cashmere  and 
Ringwood  gloves  for  Fall  1912. 


THE  RICHARD  L.  BAKER  CO.,  TORONTO,  ONT. 
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WILLIAM    LOCKIE    &    CO. 

HAWICK,     SCOTLAND 

Ladies'  Scotch  Knitted 

Woollen  Waistcoats 

These  waistcoats  are  made  on  the  lines  of  the 
men's  woollen  waistcoats,  which  are  proving  so 
popular.  They  are  suitable  for  either  indoor  use,  or 
for  wearing  outdoors  under  the  jacket,  and  owing  to 
their  being  tight-fitting,  prove  remarkably  comfort- 
able to  the  wearer. 

They  are  made  in  either  single  or  double-breasted 
styles,  in  a  large  variety  of  colorings,  and  are  just 
what  your  customers  will  be  looking  for.  Let  us 
hear  from  you  if  interested. 


AGENTS 


SEWARD  BROS., 


251  St.  James 
Street 


MONTREAL,  QUE, 


TELEPHONE,  MAIN  4179 


JAEGER  Pure  Wool 
NEGLIGE   SHIRTS 


'"p^HERE  is  nothing  more  comfortable  for  spring  and 
"■■  summer  wear  than  a  "Jaeger  Pure  Wool"  Taffeta 
Shirt.  The  quality  is  the  best.  The  style  and  fit  are  the 
result  of  years  of  experience  and  care  in  manufacture. 
The  designs  are  the  latest,  both  in  light  and  dark  grounds. 


If  you  are  handling  high-class  business  you  cannot  afford  to  overlook  our  range  of 
these  goods.      We  shall  be  pleased  to  submit  samples  if  you  send  us  a  postal. 

TMJ     T  A  T7/^T7'D  'Q  sanitary  CVC'X'l^A/f  company 
Urv.  J/vH/VjU/Iv  i3  woollen  iJ  1  O  1  H/iVl  limited 


Wholesale  Warehouse 


52  Victoria  Square,  Montreal 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Millions 

of 

Women 
Know 
This  Mark 

Jmu6 


and  Its 
Meaning 


THE  stocking-buying  judgment  of  millions  of  women 
is  based  upon  the  "Hermsdorf"  mark — the  world's 
witness  of  dye  perfection. 

It  euarantees  the  black  that  is  black  for  all  time — it 
guarantees  merchandise  that  measures  up  to  strictest 
standards  of  purity  and  durability — quality  and  value. 

Hermsdorf  Dyed  Fast  Blacks 

are  distinguished  by  Hermsdorf's  signature  on  the  sole. 
If  the  stockings  are  not  so  stamped,  they  are  not 
Hermsdorf  Dyed. 

Every  time  you  buy  black  hosiery — look  for 

The  Name  That  Sells  The  Stocking 

Works:  Amarican  Bureau  : 

Chemnitz.  Saxony  235  West  39th  Street,  New  York 

Cuts,  showcar^s,  booklets,  etc.,  FREE 

Write  foryourcopy  of  "STOCKING  SELLING  SENSE" 


1  he  Selling  Points  of 
Oxrord  UnaerAv^ear 

Some  of  the  features  that  ^o  to 
make  this  well-known  brand  of 
underwear  the  standard  of  Can- 
adian knit  goods  are  here  listed. 


SELECTED  YARNS 

GARMENTS  KNIT  BY  THE 
LATEST  PROCESS 

PERFECT  FIT  AND  FINISH 

SATISFACTORY  WEAR 

There  is  money  in  this  line  for 
you.     See  our  191 2  range. 

OxTord  Knitting  Company 
WOODSTOCK  ONTARIO 
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CLIMAX  MUFFLER 


PATENTED  1912 


SOMETHING  NEW  —  SOMETHING 
DIFFERENT— SOMETHING  BETTER 
are  three  appropriate  terms  used  in  de- 
scribing the  "CLIMAX." 

It  is  a  combination  of  warmth,  comfort 
and  style,  and  is  neatness  in  the  highest 
degree. 

The  "Climax"  Muffler  comes  as  an  in- 
novation in  the  knit  muffler  world  and 
combines  the  best  quantities  of  the  stand- 
ard mufflers  with  its  ow^n  peculiar  and 
exclusive  ones. 

The  "Climax"  Muffler  has  a  style  that 
is  all  its  own — it  is  knit  in  one  piece  with 
a  neckband  of  a  different  stitch  from  the 
ends  which  form  the  chest  protector, 
which  shows  the  neckband  to  advantage. 

It  fastens  with  dome  fasteners  at  the 
back.  Write  to-day  for  this  new  muffler. 
Get   in    the  field  early  with  a  fall  line. 


R.  M.  BALLANTYNE,  Limited 

Manufacturers  of  Beaver  Brand  Knit  Goods. 
STRATFORD,  ONTARIO. 


MARK 

REeiSTEBED 

tIger  brand. 


You  Cannot  Show  the  Sheep 

to  a  customer  when  selling  him  pure  woollen 
underwear,     but     if    it     bears    the    trade-mark     of 

Tiger    Brand    Underwear 

you  have  just  as  good  a  guarantee  of  its  sterling 
qualities.  These  splendid  garments  never  fail  to 
give  the  greatest  satisfaction  because  of  their  soft, 
comfortable  feeling,  elegant  finish,  durability, 
elasticity  ;  and  because  every  garment  is  made  of 
nothing    but    the    very    best    of    wool  yarns. 

WRITE   FOR   PRICES. 

THE   GALT   KNITTING  CO.,  Limited 

6ALT,    ONT. 

Agents;— Ontario,  J.  E.  McCIung,  Toronto.  Quebec.  Philip 
deGruchy.  Montreal.  Maritime  Provinces,  Fred  S.  White, 
St.  John.      ^Vest,    Hanley,    McKay,  Chitholm  Co.,  V/innipeff. 


TRADt^ 


MARK 


MADE  BY 
'30DERICH  KNITTING  CO 


Knit  Goods 

of  Prestige 

You  want  to  satisfy  your  cus- 
tomers by  selling  them  goods 
that  will  give  satisfaction. 

The  sure  way  to  do  this  is  to 
handle 

Maple  Leaf 

Hosiery  and  Mitts 

People  will  go  to  the  store  for 
other  things  where  they  get  re- 
liable Knit  Goods. 

We  are  featuring  lines  of  new 
cashmere  hose  for  1912. 

SEE  OUR  SAMPLES 

Goderich   Knitting   Co. 

Limited 


GODERICH 


ONTARIO 
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iCNITTED     GOODS! 


Dry  Goods  ttevieib 


^vo;:^^'*. 


H.  W.  PLANT  &  CO. 

LEICESTER,  ENGLAND 

Manufacturers  of  Cardigan  Jackets,   Vests.   Sweater  Coats,   Ribbed  and  Knit,   Children's  Hats 

Hoods,   Gaiters,   Infantees:   'Women's  and   Children's   Ribbed  Undervests.  etc.,  etc.,  etc.,  etc 

Diploma  of  Merit.  Royal  Military  Exhibition.  1890. 


We  are  showing  a  splendid  range 
of  Novelties  in  Woollen  Mufflers. 
Motor  Scarves.  Caps,  Sweaters, 
Sweater  Coats,  etc.,  etc  .  for 
Kail  1912. 

Let  us  know  your  requirements 
in  Knitted  Woollen  Goods.  We 
can  fill  them. 


The  "Imperial  "  Vest  Muffler. 
(  In  all  colors.  ) 


The  "Aeroplane"  Muffler 
All  colors. 


Seward  Bros. 

251   St.  James  Street, 
MONTREAL,         P.Q. 

Sole  Agents  for  Canana. 


The  New   "Aeroette"   Hood  Muffler,  which  is 

proving  so    popular.     Make  sure  you  get  the 

"Aeroette."    (In  all  colors.) 


The  New  Sweater 

"SHAKER  KNIT" 


THE  HALL-MARK  OF  Reifistered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRtNCI- 

PLE,  and  starting  with  TWO  THREADS 
in  the  TOP,  it  increases  in  WEAR-RE- 
SISTING PROPERTIES  as  it  descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE   FIVE.     By  this  process 

the  WEIGHT  and  STRENGTH  of  the 

Sock  are  where  they  are  most  needed 

IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unstirinliabie 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be  had    from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 

Please  mention  The  Review  to     Advertisers  and  Their  Traveten, 


This  is  a  Sweater  which  will  be 
in  great  demand  for  those  who 
want  something  really  good. 

We  are  the  exclusive  manu- 
facturers of  this  Sweater  in 
Canada.  It  is  full  fashioned 
and  made  on  the  same  basis  and 
methods  as  our  famous  "  CEE- 
TEE"  Underwear. 


All  the  joins,  pock  • 
ets,  etc.,  arc  knit  to- 
gether, not  sewn. 
See  samples  now  for 
early  delivery. 


THE 
C.TURNBULL 
CO.   of  GALT 

LIMITED 

MANUFACTURERS 
GALT     -      ONT. 


Also  manufacturers  of 
Turnbull's  Ribbed  Un- 
derwear, "M"  Bands  for 
infants  and  "CEETEE" 
UNDERWEAR. 


Dry  Qoodt  Review 


KNITTED     GOODS 


t*G>STf/?f^ 


Est'd 
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TRADE  MARK 


BEEHIVE 

KNITTING  WOOLS 

—BRITAIN'S  BEST— 

J.  &  J.  BALDW^IN'S  BEEHIVE  AND  WHITE  HEATHER  specialties 
form  the  finest  range  available  from  any  source. 

AGENT  :— DUNCAN  BELL,  HSronto 


SWEATER 
COATS  OF 
QUALITY 


/■■ 


When  you  sell 
a    customer     a 


DOMINION 

Sweater   Coat 

You  can  assure  him  that 

every  thread  is  carefully 

selected  and  knit  on    the 

most    modern    machinery. 

These  coats  are  noted  for  their  fine  tailored 

appearance  and  give  satisfactory  wear. 

You  will  have  a  demand  for  them. 

Wait    for    the    Dominion    Man    or    write    for 

samples. 

A.  BURRITT   &   COMPANY 

DOMINION    MILLS 

MITCHELL  ONTARIO 


.-/ 


Health  Brand 
Underwear 


Our  stock  is  mow  complete  in  all  lines 
of  Spring  Weights  for  Women  and 
children. 

We  have  also  a  complete  stock  of  short  and 
no  sleeve  Women's  Vests  in  medium 
weights  at  all  prices. 

If  you  are  not  handling  Health  Brand 
Underwear,  please  see  our  samples  which 
are  now  on  the  road  with  our  ,«alesmen,  a.-* 
we  are  sure  you  will  place  an  order  for 
Fall,  1912,  after  having  seen  our  values. 


Greenshields  Limited 

Montreal 
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We  Know  and  They  Know — Do  You  Know? 

WE  KNOW  about  the  quality  of  the  materials,  the  superior  cut,  the 
finish  and  fine  wear  of 

"  MAPLE  LEAF  "  BRAND  UNDERWEAR 

THEY  KNOW — your  customers  know  about  "Maple  Leaf"  brand  too. 
If  you  don't  stock  it,  they  get  it  elsewhere. 

DO  YOU   KNOW  about  it?     If  not,  "get  wise"   to  it  without  delay. 
You  won't  regret  it.     Remember  the  trade  mark. 

THOS.l  WATERHOUSE  &  COMPANY,  LIMITED 

INGERSOLL,  ONT. 
MONTREAL:  Harold  F.  Watson,  Weldon  Co.,  Coristine  BuildinB 


The  Line 

Thafs 

Sure  to  Win 


The  Hewson  1912  Fall 
Line  offers  to  the 
Trade  a  most  COM- 
PLETE range  of  pop- 
ular-priced Sweater 
Coats  (including  all  the 
newest  and  most  at- 
tractive styles,  in  any 
stitch,  and  in  any  color 
or  combination  of 
colors)  for  men  and 
women. 

You  won't  see  a  showing  by  any  other  maker  that  can 
begin  to  compare  with  the  Hewson  Line  in  genuine  sell- 
ing quality  —  so  be  advised.  Get  in  a  good  supply  ! 
But  don't  wait  too  long.  Get  your  order  in  early.  Or — 
if  you  prefer — before  giving  your  order 

SEE  THE  igi2  FALL  LLNE  OF 

HE  WSON'S 

SURE-SELLING    SWEATERS 

HEWSON  PURE  WOOL  TEXTILES  LIMITED 
AMHERST,  N.  S. 


Store  Management-Complete 


16  Full-Page 
Illustrations 


Store 
Manageme. 


272  Pages 
Bound  in  Cloth 


ABSOLUTELY  NEW 


ANOTHER  NEW  BOOK 

BY 

FRANK 
FARRINGTON 

A  Companion  Book  to 

Retail  Advertising 
Complete 

$1.00  POSTPAID 

"Store  Management — 
Complete"  tells  all 
about  the  management 
of  a  store  so  that  not 
only  the  greatest  sales 
but  the  largest  profit 
may   be  realized. 

THIRTEEN  CHAPTERS 
Here  is  a  sample: 

CHAPTER  v.— THE 
STORE  POLICY— What  it 

should  be  to  hold  trade. 
The  money-back  plan. 
Taking  back  goods. 
Meeting  cut  rates. 
Selling  remnants.  De- 
livering goods.  Sub- 
stitution. Handling 
telephone  calls. 
Courtesy.  Rebating 
railroad  fare.  Courtesy 
to  customers. 

JUST  PUBLISHED 


Send  us  $1.00.     Keep  the  book  ten  days  and  if  it  isn't  worth  the 
price  return  it  and  get  your  money  back. 

TECHNICAL    BOOK    DEPARTMENT 
143-149  University  Ave.,  -  Toronto,    Canada 


STILL    GROWING 

The  Review  carried  in  January,  forty-two  (42)  pages  increased  advertising, 
paid  for  at  our  regular  rates,  over  the  same  month  last  year. 

February  also  shows  a  substantial  increase  of  thirty-four  (34)  pages,  paid  for 
at  our  regular  rates,  over  last  year. 

Manufacturers  know  the  paper  that  pays  the  advertiser.  The  Review's  ad- 
vertising gain  is  for  only  one  reason,  that  is,  it  is  recognized  as  the  paper 
that  reaches  the  buyer. 
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Lesson  17— Complete  Course  in  Card- writing 

Demonstrating  the  Old  Outline  Roman  as  Used  Previous  to  the  Introduction 
of  the  Square  end  Brush  and  Still  Used  to  Some  Extent  Where  a  Filled-in 

Letter    is    Preferable 

(By  J-  C-  Edwards       Copyright  Canada.  1911) 


BEFORE  the  f^quare  end  bru><h  wa.s  initroduced 
into  cardwriting  the  brush  outline  letter  was 
ahiioist  exclusively  used  in  all  the  different 
styles  from  the  heavy  bloek  to  the  dainty,  fine,  line 
script. 

To-day  it  is  seldom  used,  only  for  very  fine  work, 
where  speed  is  no  object. 

The  Various  Treatments. 

The  outline  letter  is  treated  in  various  ways,  ac- 
cording to  the  effect  desired.  One  style  is  outlining 
and  filling  in  with  the  solid  color,  as  is  >^hown  in 
the  plate  in  black. 

The  colored  letter  with  the  black  outline  gives 
a  desiralde  effect  when  used  as  a  heading  such  as 
shfown  in  the  card,  '".in  Easter  Novelty."  Anothier 
style  is  the  bare  outlined  letter  such  as  the  P,  R, 
S.  T.  U,  V,  W  and  X.  This  style,  when  shaded,  as 
the  word  "style,"  in  the  small  card,  gives  a  pleasing 
touch  to  a  showcard. 

Care  to  be  Taken. 

In  executing  this  letter,  care  must  be  exercised  in 
always  making  a  imiform  stroke  and  never  over- 
running, thus  cutting  oft'  the  spur,  as  has  been  done 
in  some  of  the  letters  to  demonstrate.  Letters  such 
as  B,  D,  K  and  P  show  this,  making  it  necessary  then 
to  cut  the  vertical  Lines  short  before  the  spur  is 
reached,  or  as  is  shown  in  letter  A,  end  or  begin  the 
stroke  with  the  spur  curve.  Practice,  of  course,  will 
teach  you  the  best  way  to  work  up  these  details. 

A  Uniform  Letter  Face. 

Another  thing  necessary  when  the  letter  is  to 
show  the  outline,  is  to  always  leave  a  uniform  space 
between  the  lines,  i.e.,  the  face  of  the  letter.  To 
do  this  it  may  be  wise  to  outline  the  letter  in  pencil 
first  before  the  brush  or  square  pen  is  applied.  It 
may  also  be  advisable  to  use  the  T  square  to  make 
sure  the  strokes  are  perfect.  However,  this  is  not 
necessary,  if  the  letter  is  filled  in  solid  the  same  as  the 
outline. 

The  Pen  or  Brush  to  LTse. 

In  making  a  letter  about  l^-;  inches  high,  a 
soeunecken  pen  should  be  used  that  would  give  a  stro 
a;bou't  1-16  of  an  inch,  or  if  a  brush  be  used,  which 
is  preferable  in  most  cases,  a  number  3  or  4  red  sable 
square  end  brush  drawn  down  to  a  nice,  small,  square 
point,  is  [he  best.    Some  writers,  however,  use  a  red 


fe-able  pointed  brush,  but  it  is  diflicult  to  bring  a 
stroke  to  a  square  end  when  it  is  necessary.  The 
brush  used  in  the  accompanying  plate,  as  well  as  in 
the  caitls,  was  the  former,  and  may  be  procured  at 
anj-  shop  where  the  regulation  size  (No.  7)  is  kept. 
(Ask  for  No.  3  or  4  red  sable  in  albata  with  square 
end) . 

To  Fill  in  with  Color, 
As  is  shown  in  the  plate,  a  very  good  effect  is 
obtained  by  filling  in  the  face  of  the  letter  on  the 
wide  strokes  with  color.  This  may  Ijc  done  in  two 
different  ways.  One  way  is,  first,  to  do  the  whole 
letter  in  the  color,  then  make  the  outline  in  what- 
ever color  is  desired,  of  course,  being  careful  that 
the  outline  does  not  mix  with  the  filler  causing  an 
endless  amount  of  troulile.  The  outline  .should  al- 
ways be  darker  tlian  the  centi-e.  The  other  way  is 
to  make  the  outline  first,  then  run  in  the  color  after- 
wards. If  letterine  be  used  to  make  the  outHne,  it 
is  almost  sure  to  dissolve  into  the  color,  so  we  advise 
using  black  India  ink  (waterproof)  for  the  outlin-e^ — 
on  sale  at  all  sitationerv  stores. 


SuBKewtions  foi-  show  card   illuminiilion,  executed   with    i^ 
small  brush  and  made  effective  by  the  use  of  colors, 
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Brush  Stroke  Decorations. 

Practice  with  the  brush  the  free  hand  scrolls  and 
curves  shown,  iuid  it  will  enable  you  to  do  some 
rather  eft'ectiAe  stunts  in  decorating  a  card.  Practice 
will  do  anything.     Always  take  a  good  sweep  when 


A  simple,  though  effective,  treatment  for  Easter  show 
cards,  introducing  the  lined  effect. 


practising,  and  don't  be  afraid  to  move  quickly,  for 
in  speed  your  success  lies  when  it  comes  to  making 
scrolls.  Get  some  old  cardl>oard  and  practice  until 
you  become  proficient. 

Novelty  Decorations. 

The  simple  novelty  decorations  shown  in  the 
four  small  cards  illustrated  were  done  with  the  No. 
4  bru.sh  used  in  lettering  the  plate  and  cards. 

There  scrolls  and  curves  are  6a.9ily  made,  and 
when  applied  in  some  dainty  shade  (not  black)  to 
a  card  gives  a  ^-ery  pleasing  change.  Say,  for  in- 
stance, you  take  the  ribbon  design  and  m'ake  an  out- 
line of  purple  and  fill  it  in  with  mauve,  which  is 
obtained  by  adding  white  to  the  purple.  The  letters 
should  be  outlined  after,  if  they  are  to  be  left  with 
the  mauve  centre,  but  if  a  white  centre  is  deeired. 
whidh  we  think  would  improve  it,  they  should  be 
outlined  before  the  mauve  is  added  to  the  back- 
ground.   Experiment  is  a  good  teacher — try  it. 


An  Odd  Touch. 

An  effect  seldom  used,  but  very  effective,  is  the 
one  shown  in  the  Easter  card. 

The  lettering  is  made  first,  then  l_iy  the  aid  of  a 
mechanical  device  known  as  a  ruling  pen,  the  lines 
of  white  or  any  other  light  shade  may  be  made  across 
the  face  of  the  letter.  Fasten  the  card  firmly  on  a 
drawing  board  wath  tlumib  tacks  a!t  the  angle  desired, 
and  by  the  aid  of  the  T  square,  which  is  held  firmly 
l)y  the  left  hand  against  the  edge  of  the  board,  the 
ruling  pen  is  passed  along  the  square,  making 
parallel  lines  at  intervals,  giving  a  broken  or  grey 
effect. 

This  is  the  first  introduction  in  this  course  of 
the  drawing  board  and  thumb  tacks  and  ruling  pen, 
and  except  for  such  work  as  the  above  mentioned 
they  are  seldom  used,  and  there  are  substitutes,  thus 
avoiding  the  necessity  of  buying  them,  although 
thumb  tacks  are  inexpensive  and  are  obtainable  at 
all  book  .stores. 

In  the  Easter  card  shown  the  decorations  are 
]iasted  on  and  colored  with  transparent  water  colors. 

For  furtlier  information  re  pens,  outfits,  etc., 
write  to  J.  C.  Edwards,  care  of  Dry  Goods  Review, 
143  University  Avenue,  Toronto. 


That  Pointer 
for  the  Boss 


'T^HE  competition  on  page  83  of 
the  February  mid-month  num- 
ber of  Dry  Goods  Review  is  arous- 
ine^  considerable  interest.  Many  of 
the  pointers  which  employees  have 
for  their  bosses  are  extremely  interest- 
ing, while  not  a  few  are  very  amus- 
ing. All  are  calculated  to  improve 
business  in  the  store  to  which  they 
apply.  What  is  your  pointer?  Tell 
it  in  your  way  so  that  it  will  reach 
the  Editor  of  Dry  Goods  Review, 
143  University  Avenue,  Toronto,  by 
March  iilh. 
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Pl.^^^lT-Brush'^'PenOatlinGRoman 


Y'L'Za  ara^l234^56T:89**? 


This  plate  illii>.lrales  ihe  brush  or  pen  outlim-  Ruuian  letter  used  especially  for  fancy  headlines. 


The  Buyer's  Viewpoint 

The  season's  colors  show  the  influence  of  shot  or 
(•lian,t>eable  effects. 

Shot  silks  and  rib))ons  are  supplemented  by  the 
use  of  flowers  that  repeat  the  tones  of  the  silk. 

Black  and  white  stripes,  and  ombre  effects  are 
well  thought  of.  'Navy  and  "burnt  bread"  are 
])rominent  shades. 


Small   Hats   Featured 

At    the    Early    Openings  —  Large    Low-crowned 

Pressed  Shapes  for  the  Later  Trade  —  Changeable 

Effects   Dominate 

EACH  time  the  round  of  the  millinery  trade 
become  more  encouraging.  Buyers  are  down 
is  made  the  reports  of  brightening  prospects 
at  the  openings  in  number,  and  it  is  daily  becoming 
more  eivident  that  there  is  every  expectation  of  a 
good  season.  Everywhere  approbation  of  the  new 
models  is  expressed,  the  lines  are  good,  and  there  is 
a  growing  certainty  aibout  the  use  of  trimmin'gs. 
The  new  millinery  is  not  too  much  trimmed,  there 
has  been  no  sudden  jump  from  the  almost  bare  hat 
to  the  one  over-loaded,  but  there  is  a  pleasing  dispo- 
sition to  use  ,in>l  the  right  amount  of  trimming. 
Small  Hats  at  Early  Openings. 

Speaking  generally,  there  is  a  disposition  to  fea- 
ture the  smaller  hats  at  the  openings,  reserving  the 
large,  flat,  graceful  picture  models  for  a  later  date. 
There  is  no  question  in  the  mind  of  most  milliners 
about  the  position  of  the  large  models  for  Summer 
wear,  Ijut  it  is  felt  that  the  smaller  hats  are  the  lie^st 
to  show  at  the  present  time.  It  is  not  a  lovely  picture 
bat  that  is  wanted  at  this  time  of  the  year.  It  is  a 
hat  that  fits  clo.sely  and  snugly  to  the  head. 

Speaking  of  colors,  as  one  milliner  remarked,  it 
is  well  nigh  impossible  to  give  any  one  color  in  first 
place.  Rather,  there  is  a  co-mingling  of  color  that 
is  due  to  the  all-prevailing  influence  of  shot  or 
changeable  effects.  Shot  silks  and  ribbons  are 
su|)plem('nted  by  the  use  of  shot  silk  flowers  or 
flowers  so  mixed  in  color  that  they  repeat,  not  just 
the  colors,  but  the  tones  of  the  silk,  and  this  effect  is 
further  emphasized  by  the  use  of  shaded  and  colored 
foliage.    This  shaded  tendency  is  resulting  in  novel 


effect  in  flowers  and  is  bring-ing  flowers  into  promin- 
ence that  are  naturally  >itriped  and  mottled.  Thus 
sweet  peas,  pinks  and  wallflowers  are  prominently 
shown.  When,  however,  nature's  colorings  cannot 
be  made  to  do  service,  there  is  no  hesitation  in  using 
color  vand  com])inations  dame  nature  never  dreamed 
of,  and  the  wonderful  thing  about  the  new  flowers 
is  that  they  tone  in  with  a  wonderful  range  of  color 
combinations. 

A  peculiar  and  striking  feature  of  the  new  mil- 
linery is  that  everything  is  parti-colored,  and  there 
is  little  introduction  of  solid  color  for  a  relief  note. 
Moreover,  the  eye  soon  becomes  accustomed  to  its 
absence,  and  its  presence  is  not  mi.'^sed.  Save  in  ifihe 
use  of  much  cerise,  which  may  cease  with  the  advent 
of  wanner  weather,  there  is  no  bint  of  vivid  color,  the 
tendency  being  all  in  favor  of  the  increased  use  of 
{)a.stil  shades  and  subdued  colors. 

HlOAVY   AND   I;IGHT  LaCES. 

This  is  a  promising  lace  season,  and  lace,  both 
heavy  and  light,  is  being  used.  Light  laces  are  used 
for  veiling  stvsiws  and  taffetas,  but  the  heavy  ones  are 
used  in  form  of  bands  and  motifs,  and  the  high 
novelty  is  a  lace  made  of  cut-out  agaric  or  cotton 
ratine.  This  lace  is  used  most  effectively  for  the 
adornment  of  high  grade  ready-to-w^ear  hats.  There 
is  a  more  general  tendency  to  use  lace  that  is  tinted 
rather  than  Avhite.  Many  laces  show  the  yellowish 
tint  of  old  lace,  and  ecru  and  twine  tints  are  strong. 

Ornaments  are  only  used  upon  hats  that  show 
Oriental  teivdencies  in  fonn  or  color,  and  are  strongly 
Oriental  both  in  shape  and  coloring,  the  place  of 
jewels  being  taken  by  colored  straw  buttons. 
Ombres  and  Shots  in  Ribbon. 

Ombres  are  the  new  feature  in  libbons,  and 
ombres  and  shots  pr^domia(ite,  and  most  of  the  best- 
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Styles 
Select 


Putting  the  finishing  touches  to 
the  stock  is  important — just  now  before 
your  openings. 

We  are  introducing  many  novelty 
lines,  which  will  liven  up  any  stock  of 
millinery — new  shapes,  new  models,  new 
trimmings. 

Our  representative  will  call. 

THE 

D.  McCall  Co.,  Limited 

TORONTO 

Winnipeg  Montreal 


Quebec 


Ottawa 


Vancouver 


Please  mention  The  Heview  to  Advertisers  and  Their  Travelers. 
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liked  fancies  exhibit  this  tendency.  Faille  and  cord 
ribbon?  are  lieing  used,  but  chiefly  in  narrow  widths, 
and  inch  wide  or  a  little  wider  velvet  ribbons  are 
very  much  used.  There  is  a  tendency  to  cut  up  piece 
silks,  and  to  either  pink  the  edges  or  finish  theni 
with  milliners'  seams  and  to  form  the  bows  and  trim- 
ming of  some  hats.  This  is  a  fashion  that  doubtless 
the  milliner  will  favor,  as  it  will  mean  economy  in 
buying. 

Branching  and  Plume  Effects. 

Paradise  is  in  unusual  prominence,  and  osprey 
is  selling  best  in  the  very  high-priced  branching  and 
plume  efl'ects.  There  is  much  ostrich  in  both  colored 
and  in  two-tone  effects.  Many  ostrich  noveltie,«  are 
in  uncurled  fancies,  while  Prince  of  A^'ales  mounts 
are  the  style  novelty  in  mounts.  Small  fancy  feather 
mounts  are  u.?ed  on  the  tailored  hats. 

Shapes  are  varied,  but  there  is  a  preponderance 
of  cap-like  or  bonniet-shaped  models.  Both  small 
and  large  shapes  show  rolling  and  up-turning  brims, 
sometimes  evenly  rolled  and  often  with  a  long  gradi;- 
ated  one-sided  roll.  Brims  are  also  sliced,  dented 
and  indented  in  many  ways,  while  some  have  the 
gradual  even  roll.  Two  rolled  models  that  are  par- 
ticularly well  thought  of  are  the  bolero,  and  the  new- 
sailor.  At  fir,4  sight  is  seems  a  stretch  of  imagina- 
tion to  call  this  hat  a  sailor,  but  the  sailor  lines  are 
soon  discerned.  These  sailors  are  among  the  few 
hats  shown  made  of  piece  ]}raid.  Rough  braids  in 
nacre  straws  are  smartly  used  for  these  sailors,  and 
ostrich  quills  and  made  wings  are  featured  as  the 
trimming. 

The  high-class  trade  is  inclining  to  the  use  of 
top  hats  and  Derby  shapes  trimmed  with  cockades 
of  pleated  ribbon  and  feather  fantasies. 


To  use  a  bordered  handkerchief  for  collar  and 
cuffs,  it  is  first  cut  in  half,  square  across.  One  side 
is  used  for  a  dainty  sailor  or  novelty  shaped  collar, 
and  the  remaining  corners  are  employed  as  a  fancy 
cuff  decoration.  As  these  lines  of  handkerchiefs 
are  shown  in  many  sizes,  colors  and  qualities, 
this  use  could  be  well  adapted  for  almost  any  gar- 
ment. After  the  collar  and  cuffs  are  adjusted,  a 
second  handkerchief  to  match  the  first,  may  be 
carried.  This  combination  will  add  to  the  attrac- 
tiveness of  the  outfit,  as  well  as  serve  the  purpose 
of  the  ordinary  article. 


The  salesman  whose  personality  counts  for  any- 
thing will  not  become  a  nou'entity  behind  the 
counter,  will  not  become  a  victim  to  that  unconscious 
leveling  force  which  merges  him  in  the  general 
crowd. 


What   Montreal  is   Showing 

Black  and  White  Strong  Note  in  New  Models 
—  Turned-up  Roll  Brim  Feature  of  Medium 
Sizes  —  Wreaths  for  Trimming   Heavy   Laces 

Montreal,  Feb.  19. 
Black  and  white  will  be  the  prominent  effects 
shown  in  the  new  models.  Black  Milan  and  tagal 
braids  will  be  at  the  head  of  the  list.  White  models 
showing  touches  of  black,  and  black  showing  white, 
will  be  the  scheme  carried  out  in  shapes  and  trim- 
mings. 

Fine  straws  are  good  in  all  qualities  and  shapes, 
the  fine  braids  being  exceptionally  promising.  Chip 
braids  are  also  expected  to  be  good. 

Wide  and  Medium  Braids. 

Many  of  the  new  shapes  will  feature  wide  brims. 
Others  will  be  in  small  and  medium  sizes,  and  in  the 
majority  of  cases  these  will  feature  the  turned  up  roll 
brim. 

Models  illustrating  the  poke  effect  are  new  and 
novel.  The  Derby  hat  is  the  newest  creation,  and 
buyers  are  looking  forward  to  large  sales  in  this 
make-up.  The  tarn  shape  is  another  novel  shape 
.-hown  in  the  advance  lines. 

For  the  most  part,  the  Spring  and  Summer  hats 
will  come  well  down  over  the  head ;  in  some  instances 
the  models  shown  will  cover  the  eyes  from  view.  In 
fact,  this  effect  is  noticeable  more  or  le.ss  in  the  en- 
tire assortment. 

Promising  models  show  turned-up  effects  in 
front.  Others  turn  up  at  the  sides,  and  the  poke 
effects  feature  projecting  straight  brims  at  the  back, 
in  a  somewhat  one-sided  effect. 

Trimming  op  First  Quality. 

AVhile  the  new  models  will  not  be  trimmed  with 
great  quantities  of  ribbon,  flowers  and  braids,  the 
quality  used  will  be  of  the  first  rank. 

Wreaths  will  be  one  of  the  most  prominent  lines 
used  for  trimming  pui'poses.  The  "nacre"  effects 
will  be  very  prominent.  The  trimmings  show  com- 
binations of  patterns,  shades  and  tints,  in  one  set. 
One  feature  worth  mentioning  about  these  simple 
trimmings  is  their  bright  appearance.  Wreaths  con- 
sisting of  bright  colors  of  foliage,  flowers,  etc.,  will, 
in  many  instances,  make  up  the  entire  trimming 
used  on  the  shape. 

Marabout  effects  in  black  and  white,  as  well  as 
other  delicate  feather  effects,  will  be  prominent. 
Quite  a  number  of  long,  straight  feather  clusters  will 
be  featured  on  neat,  high-class  models. 

Artificial  flowers  are  expected  to  be  the  most 
favored  articles  in  the  trimming  department.    Coral, 
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HIGH-CLASS  MILLINERY  ONLY 

One  of  our  representatives  will  call  on  you  with  what  is 

recognized  as 

The  Largest  Range  of  Better 
Class  Millinery  Shown  in  Canada 

As  we  are  devoting  our  entire  trunk  space  this 
season  to  superior  quality  untrimmed  shapes  and 
feather  mounts,  it  is  reasonable  to  conclude  that  our 
new  import  line  offers  more  variety  in  this  class  of 
millinery    than   you   can  see   in  any  one  line  elsewhere. 

Prove  this  claim  by  inspecting  our  range  when 
one  of  our  representatives  interviews  you. 

Save  part  of  your  import  order  for  fall  1912  until 
after  you  have  seen  the  line.  You  will  find  that  it  argues 
its  own  way  into  your   millinery  department. 


MILLINERY  COMMISSIONERS 

Limited 
Offices:     TORONTO,  PARIS. 

TORONTO    ADDRESS,  7  Front  Street  East. 


Please  mention  The  Review  to  Adrertisrr.^  and  Their  Travelers. 
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"pain  brule,"  primrose  and  shot  effects  will  be  the 
feature  of  these  creations.  Shot  effects  are  very 
prominent  in  all  departments  of  millinery. 

Tasty  combinations  of  delicate  feather  and  flower 
trimmings  will  give  a  fresh  appearance  to  many  a 
striking  Spring  and  Summer  hat. 

During  early  Spring  many  silk  covered  models 
will  be  favored ;  but  as  the  season  advances,  these  will 
give  away  to  the  lighter  weight  models. 

Many  Novelties  Featured. 

Heavy  laces  will  be  featured  prominently  for 
mid-Summer  wear.  It  is  at  this  season  that  many 
new  novelties  will  be  introduced.  As  to  the  nature 
of  these  novelties  we  are  not  prepared  to  make  exact 
prognostications,  on  account  of  the  lack  of  fmida- 
mental  knowledge  concerning  the  exact  lines  that 
will  be  favored  at  the  openings.  But  in  any  case, 
the  novelties  will  feature  models  along  the  styles  des- 
cribed in  the  foregoing. 

Champagne  grounds  with  stripe,  dot  and  shot 
effects,  separate  or  in  combination,  will  ])e  the  new- 
est and  most  stylish  lines  of  ribbons.  Black  and 
white  stripes,  checks  and  ombre  effects  are  well 
thought  of  by  people  who  know.  Navy,  and  the  new 
shade  known  as  "pain  brule,"  which  is  a  French 
name  meaning  burned  bread,  are  very  prominent 
shades. 


Veilings  Much  More  Active 

The  demand  for  veilings  is  now  increasing  stead- 
ily, owing  to  the  introduction  of  styles  which  are  gen- 
erally practical  and  also  to  the  hats  being  a  good  deal 
more  medium  in  size. 


Millinery  Commissioners,  Limited 

Read  our   advertisement 
Page  99 


The  very  large  hat  is  now  no  longer  seen  on  the 
street  as  formerly,  and  on  the  other  hand,  there  are 
veilings  whic'h  hang  free  from  the  brim  down  and 
are  specially  suited  to  a  hat  of  medium  size. 

There  has  also  been  such  a  modification  in  the 
patterns  offered  in  the  veilings  themselves  as  to  make 
these  more  acceptable  to  so  conservative  a  trade  as 
that  in  Canada.  The  very  large  patterns  seen  last 
season  are  now  replaced  by  medium  meshes.  There 
has  also  been  a  revival  of  interest  in  the  dhenille  dots 
subsequent  to  the  arrival  of  the  new  patterns  in  tihis 
style  from  Europe. 

Shadow  meshes  continue  to  be  regarded  as  the 
style  feature  and  the  newest  thing  in  these  is  the  filet 
.shadow  which  has  no  pattern  at  all,  but  is  perfectly 
plain.  Another  novelty  which  has  just  come  throug^h 
the  customs  is  the  flouncing  of  shadow  with  a  fairly 
deep  border  in  lace  band  effect.  The  body  of  the 
flouncing,  being  the  part  which  would  cover  the  face, 
is  in  a  dainty,  small  pattern. 

Other  meshes  whicih  are  selling  well  consist  of 
the  small  patterns  in  black  and  white  with  or  with- 
out the  chenille  dot  in  black.  Very  small  chenille 
dots  in  groups  are  noted  in  the  French  offerings. 
Among  these  are  also  some  delicate  leaf  patterns  of 
shadow  veilings  which,  while  not  too  sitriking,  are 
decidedly  novel. 

Filet  and  hexagonal  meshes'  seenj  to  be  most 
prominent  at  present. 


\Mlliam  I).  ^V^hitford,  whose  death  occurred  re- 
cently, following  a  paralytic  stroke,  was  for  many 
years  traveling  representative  of  Waldron  Drouin  & 
Co.,  wholesale  hatters  and  furriers.  Montreal.  Mr. 
Whitford  was  in  his  55th  year,  and  was  very  widely 
known  among  his  associates  of  the  Commercdal 
Travelers'  Association,  of  wliich  organization!  he  was 
a  senior  member. 


You  are  Missing  Your  Opportunity 

for  larger  profits  if  you  do  not  buy  direct  from  the 
Manufacturer. 

Our  Hats  and  Shapes  are  right-up-to-the-minute 
for  style  and  workmanship. 

A  trial  order  will  convince  you.  Let  us  hear 
from  you  at  once  so  that  we  can  ship  goods  in  time 
for  your  Spring   trade.      Satisfaction   guaranteed. 

M®iBiftir(giiIl  Msift  iiiad!  Fruim©  G®a 
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Suggestion  From  Marshall  Field  Adman 

High    Standards    as    Practical    for    Them    as    for   Large   Chicago   Store  —  Effi- 
ciency   of    Service   Described    in    Series    of     Editorial     Advertisements. —  Mer- 
chants   Have  Ideas  but   Fail  to  Give  Them   Direct   Utterance  at  Opportune 
Time  —  The    Real    Meaning    of    His    Organization. 


THE  letter  reproduced  in  connection  with  this 
article  is  in  reply  to  The  Review's  letter  com- 
menting in  an  appreciative  way  upon  copies 
ot'  editorial  ads.  received  from  tlie  advertising  bureau 
of  the  Marshall  Field  &  Co. 

Coming  from  such  a  source,  this  view  should  ap- 
peal with  considerable  interest  to  Canadian  mer- 
chants— not  that  they  have  not  high  ideals,  but 
rather  that  they  sometimes  overlook  the  opportunity 
to  impress  their  people  by  giving  those  ideals  direct 
utterance. 

From  time  to  time,  a  small  panel  appears  in  an 
advt.  outlining  in  a  general  way,  some  policy  of  the 
hou.se,  some  feature  of  the  service  for  which  distinc- 
tive advantage  is  claimed.  When  such  a  statement  is 
associated  with  an  array  of  attractive  values,  however, 
it  often  fails  to  carry  with  it  a  desirable  weight. 
There  are  periods  of  the  year,  preferably  those  pre- 
ceding a  new  season,  when  the  merchant  can  well 
afford  to  emphasize  that  efficiency,  represented  in 
every  department  of  his  store,  in  behalf  of  the  people 
whose  patronage  he  seeks. 

Every  Store  Classified. 

Not  every  merchant  makes  enough  capital  out  of 
the  real  meaning  of  the  organization  by  which  he  is 
doing  business.  He  sometimes  overlooks  the  fact 
that  in  the  mind  of  every  pei'^on  in  his  community 
his  store  and  his  service  have  a  comparative  classifi- 
cation. It  may  do  him  full  justice  or  it  may  be  en- 
tirely erroneous.  Some  little  circumstance  over 
which  he  had  no  control  may  have  prejudiced  him 
in  the  opinion  of  a  considerable  section  of  the  com- 
munity. Yet  he  feels  confident  that  he  stands  as 
high  or  higher  tlian  his  competitor  and  lets  it  go  at 
that.  He  does  little  or  nothing  to  give  expression  to 
tlie  individuality  of  his  position. 

Service  for  the  Customer. 

The  advertisements  by  which  Marshall  Field 
standards  have  been  given  expression  are  notable  for 
one  gxeat  fact^ — they  deal  with  every  phase  and  de- 
tail of  the  store's  service,  not  from  the  viewpoint  of 
what  it  will  l)ring  to  Marshall  Field,  but  what  it  is 
giving  to  the  customer.  The  idea  is  expressed  in  the 
motto  at  the  head  of  each:  "Profits  are  legitimate 
only  when  they  come  from  service,"  which  is  an- 
other way  of  saying  that  the  only  true  basis  on  which 
to  judge  either  an  individual  or  an  organization  is  by 
earning  power,  not  by  any  questionable  element  of 
speculation  that  may  enter  into  it.  That  merchant 
ha-  the  most  gratifying  position  who  knows  that  he 


is  fairly  entitled  to  every  degree  of  success  indicated 
in  his  business. 

Among  the  subjects  dealt  with  by  the  advertising 
department  of  Marshall  Field  &  Co.,  in  describing  the 
constituents  of  service,  are  the  following:  "Why  it  is 
to  your  advantage  to  consult  Marshall  Field  &  Co.," 
"An  Expo.sition  City:  Marshall  Field  &  Co.'s  retail 
store;"  "In  the  service  of  httle  children;"  "The  retail 
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aaitor. 

Dry  Goods  Review, 
Toronto,  Ont.,    Can. 

Dear  Slr:- 

Your  worae  of  approval  oon- 
oemlng  our  Euelness  Edltorlale  oamo 
to  U8  with  all  the  force  you  put  be- 
hind them. 

Wouia  It  not  be  a  fine  thing 
If  the   emaller  raerchante   throughout 
the   country  oouia  be   influenced  to 
bring  their  bueineee  up  to  this  etanaara 
aon't  you  think  they  oan?     le  It  not 
as  practical  for  them  ae  it  is  for 
Marshall  Field  &  Company? 


Yours 

mabshal; 


Manage/ 


JJS/G 


function  in  merchandising;'"  "The  part  played  by 
this  store's  manufacturing  activities;"  "The  spirit  of 
the  Marshall  Field  organization ;"  "The  service  rend- 
ered through  arrangement;"  "Two  different  ways  of 
dealing  with  demand;"  "The  great  basement  sales- 
rnoni — what  it  is  and  what  it  is  not." 

Smaller  Merceiants'  Viewpoint. 

Few  merchants  will  say,  in  looking  over  this  list, 
that  there  is  any  feature  there  suggested  that  they 
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could  not  emphasize  in  their  own  field  of  activity  to  a 
certain  extent.  True,  it  may  be  claimed  that  few 
stores  have  large  manufacturing  plants  of  their  own. 
hut  how"  many  merchants  have  ever  addressed  to 
tiieir  customers  a  paragraph  or  two  on  the  signifi- 
cance of  their  trip  to  market,  and  the  extent  and  in- 
fluence of  the  various  enterprises  catering  to  the  ul- 
timate satisfaction  of  the  consumer?  How  many 
merchants  have  ever  made  sufficient  capital  out  of  the 
idea  that  they  were  always  available  for  consultation 
whether  that  service  meant  much  or  little  to  the  cash 
box?  How  many  merchants  are  making  provision 
for  the  service  of  little  children  to  the  extent  that  the 
opportunity  suggests? 

From  the  Marshall  Field  advertisements  are  tak- 
ei)  the  following  extracts  which  will  give  a  clearer 
idea  of  the  treatment  embodied  in  the  "editorial'" 
advertisements : 

"This  is  a  business  of  ideas  as  well  as  of  merchandise.  Every 
article  of  merchandise,  in  fact,  rests  on  a  definite  idea.  Through 
the  development  of  ideas,  this  store  becomes  a  vast  repository 
of   possibilities   to   the   individual   customers." 

"The  public  looks  to  them  (Marshall  Field  &  Co.)  for  ideas. 
The  public  looks  to  them  for  technical  information.  The  public 
looks  to  them  for  council  as  to  what  is  correct.  The  public 
consults  them  about  practical  purchasing.  The  public  confers 
with  them  about  the  best  way  to  do  things." 


"When  Marshall  Field  &  Co.  began  business,  the  child,  so 
far  as  the  mercantile  world  was  concerned,  was  but  slightly 
regarded — to  be  seen  but  not  heard.  Happily,  this  old-fashioned 
notion   has   disappeared.     This   is  the  age   of  the  child." 

"Not  every  person  realizes  that  there  is  a  children's  demand 
for  merchandise  and  service.  Yet  there  is  naturally  little  people's 
Interests,  their  desires,  their  preferences  and  rights  in  mer- 
chandise are  as  strong  and  as  definite  as  those  of  any  adult 
portion   of  the   community." 

"Invention  and  fashion,  practicability  and  cost  are  as  much 
factors  in  merchandise  for  little  people  as  In  that  for  their 
elders.  Meeting  their  needs,  however,  is  not  child's  play,  and 
this  has  grown  to  be  one  of  the  most  Important  branches  of  the 
business   of   Marshall   Field   &   Co." 

"This  store  even  has  its  own  climate.  During  business  hours 
fresh  air  is  furnished  the  buildings  by  a  complete  ventilating 
system.  More    than    four    hundred    thousand    cubic    feet    are 

required  each  minute,  but  it  all  passes  through  cleansing,  cooling 
sprays  of  pure  water  and  many  hundred  weight  of  microscopic 
refuse  is  washed   out  of  each  day's  air  supply." 

"The  Silence  Room  gives  the  privacy  and  retirement  of  one's 
own  home.  Meetings  can  be  arranged  by  telephone,  mail  and 
parcels  sent,  theatre  or  railroad  tickets  purchased,  and  almost  any 
errand  or  commission  carried  out  through  the  Information  Bur- 
eau." 

"The  Marshall  Field  &  Co.'s  basement  salesroom  Is  one  of  the 
places  to  see  in  Chicago.  It  is  not  a  section  to  which  soiled  or 
slow  moving  merchandise  is  sent  to  be  closed  out." 

"It  is  not  a  section  selling  "jobs"  or  "seconds"  only." 

"It  is  a  business  in  itself,  independent  of  all  other  sections. 
Yet  closely  linked  with  and  showing  every  advantage  of  the  buy- 
ing, designing,  manufacturing  and  wholesale  power  of  the  organ- 

iz.itiou    as    a    whole." 

"Low-priced  merchandise  is  one  of  the  tragedies  of  the  busi- 
ness world.  As  soon  as  manufacturers  know  they  are  making 
goods  "for  a  price,"  as  the  saying  is,  they  often  open  the  door 
to  cheapness  and  vulgarity.  Durability  is  frequently  neglected 
and  the  product  runs  to  undesirable  colors  and  ornaments,  or 
to  extremes  of  fashion.  Merchants,  too,  are  often  mislel  by  a 
n.istaken  economy  in  handling  these  low-priced  products — they 
follow"  the  "bargain  idea"  by  throwing  them  to  the  crowd  and 
marketing  them  iu  a  mass." 


The  new  department  store  of  The  McKinnon  Co.,  Weyburn,  Sask.,  now  in  course  of  erection.     It   is  100  by   120  feet  with   basement 

100  by  146  feet,  and  is  to  be  completed  by  September  1,  this  yea  r. 
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"PEERLESS"  MEANS  PROGRESS 


Progressiveness  in  underwear,  like  everything  else,  means  modern 
improvements,  and  you  know  what  modern  improvements  and 
methods  mean  to  you  in  your  business.  Your  underwear  depart- 
ment will  be  better  for  having  a  good  range  of 


UNDERWEAR 

to  show  your  particular  patrons. 

If  you  haven't  seen  the  1912  line  you  are  overlooking  a  special 
advantage  which  will  mean  much  to  your  underwear  business  this 
year. 

IVRITE   NOW   FOR   A    TRIAL    ORDER 
AND  "WE  GIVE  DELIVERY  AS  YOU  LIKE  IT." 

PEERLESS  UNDERWEAR  CO. 

Hamilton,     -     Canada 

WE  ARE  REPRESENTED  BY 

ONTARIO— C.  &  A.  G.  CLARKE,  Empire  Building,  Wellington  Street  West,  Toronto. 
BRITISH  COLUMBIA-GEORGE  A.  CAMPBELL  &  CO.,  Mercantile  Block,  Vancouver,  B.C. 
QUEBEC— J.  CARSON.  1  12  St.  Peter  St.,  Montreal ;  ERNEST  HAMEL,  1  15  St.  Joseph  St.,  Quebec,  Que. 
MARITIME  PROVINCES-G.   A.  WOODILL.  20  and  21    Roy  Building,   Halifax,  N.S. 
MANITOBA,  SASKATCHEWAN,  ALBERTA-HANLEY,  MACKAY.  CHISHOLM  CO.,  Limited, 
129  Albert  Street,  Winnipeg,  Man. 


Co-operation  Prime  Factor  in  Efficiency 

Gingering-up    Process    Sometimes   Hinders     Initiative    in     the     Salesforce  — 
Encouraging  the    Salesforce    When    Advancement    is    Advisable  —  Co-opera- 
tion   Hinges   on    Personal   Example    and    Honesty    One    to    the    Other. 


COMPETITION  is  directly  responsible  for  er- 
rors in  co-operation  and  contributes  to  poor 
team  work.  It  cannot  be  denied  that  from 
parcel  boy  to  manager,  help  in  all  departments,  are 
there  in  their  own  interests  as  far  as  they  can  make 
it  so.  In  the  first  place,  the  firm  is  in  business  to 
make  money,  and  there  is  just  as  much  truth  that 
salespeople  are  not  working  because  of  love.  So  in 
aggressive  merc'handising  there  is  a  semblance  of  co- 
operation, but  if  business  is  running  too  smoothly 
merchants  are  dissatisfied  and  think  they  are  being 
imposed  upon. 

Immediately  those  in  authority  start  something 
to  set  salesman  against  salesman  and  by  this  means 
endeavor  to  increase  sales  or  enliven  business.  In 
an  effort  to  put  "ginger"  into  the  help,  the  result  is 
that  salespeople  are  afraid  to  take  that  initiative 
demanded  by  merchants  without  appearing  over 
zealous.    Who  is  to  blame? 

Mutual  Distrust. 
Every  question  has  two  sides  and  lack  of  co- 
operation is  most  often  individual  desire  to  make  a 
better  living.  Every  business  has  its  clique  and, 
while  standing  well,  salespeople  are  willing  to  work 
and  hope  for  advance.  Salesmen  also  know  that 
those  in  authority  are  cognizant  of  reasons  con- 
fronting salesmen  in  attaining  to  an  impossible 
ideal.  It  is  nothing  more  than  fight  between  em- 
ployers and  employees.  Salesmen  are  prone  to  ask 
what  is  the  use  of  it  all.  It  is  a  question  of  wits 
and  many  merchants  work  under  the  load,  immedi- 
ately they  employ  help,  believing  that  same  assist- 
ance endeavors  to  beat  them  or  their  interests.  It 
is  a  perpetual  fight  needing  control.  Managemonto 
have  final  say  and  salesmen  submit  to  whatever  is 
held  out  if  it  is  inducement,  finding  it  easier  to 
acquiesce  first  as  last. 

Advance  Only  by  Changing. 
A  well-recognized  dry  goods  business  policy  to- 
day among  merchants  is  to  have  well-paid  men  in 
charge  of  managing,  buying  and  departments  be- 
cause it  does  not  pay  to  have  any  but  capable  men, 
assisted  by  help  whose  salaries  are  fixed  relative  to 
position.  But  advances  come  only  by  changing. 
True,  better  salaries  are  paid  for  some  salesmen  to- 
day because  best  help  had  to  be  kept  or  allowed  to 
accept  more  lucrative  positions  in  other  .stores.  Of 
course,  other  help  takes  their  places  but  it  is  treat- 
ing employees  as  mechanical  components  of  a  de- 
sired whole. 


An  atmosphere  is  created  within  a  store  which 
can  be  determined  on  entering  the  door.  Custom- 
ers are  aware  of  it  but  cannot  describe  the  reasons 
why  such  impression  is  carried  away.  Sometimes  it 
is  no  wonder  that  employees  take  their  envelope  on 
Saturday  night  with  some  satisfaction  that  they  gave 
as  much  to  co-operation  as  the  example  set  them 
would  let  them  do  and  maintain  any  self-dignity. 

Ideal  Condition  for  Co-operation. 
Co-operation  therefore  hinges  on  personal  ex- 
ample and  honesty  one  to  the  other.  Until  such 
ideal  is  reached  there  will  never  be  ideal  store-keep- 
ing and  until  merchants  are  willing  to  inspire  such 
confidence  among  their  employees  as  they  expect 
there  will  be  friction.  Commanding  respect  and 
demanding  the  same  in  return  is  a  strong  motive 
to  thorough  retailing.  Confidence  and  respect  com- 
bined with  assurance  can  make  a  wonderful  differ- 
ence in  co-operation.  Confidence  is  aided  by  close 
application  to  business,  but  to  secure  the  best  inter- 
ests of  help  and  combined  forces  for  good  both  in 
personal  and  business  relations,  merchant  must  be 
always  standing  examples  of  dignity,  reserve  and 
stability.  Being  easy  of  approach  without  inviting 
familiarity  is  an  assurance  to  salespeople  that  they 
can  adjust  their  differences  satisfactorily. 


Mickleborough  Store  Changes  Hands 

J.  Mickleborough,  Ltd.,  St.  Thomas,  have  dis- 
posed of  their  business  to  Messrs.  Harbour  and  Brick, 
formerly  with  the  J.  D.  Tait  Co.,  St.  Catharines.  The 
serious  illness  of  Joseph  Mickleborough,  president, 
was  one  factor  which  brought  this  old  established 
business  into  the  market.  It  is  understood  that  the 
transfer  price  was  over  $100,000.  More  than  thirty- 
five  years  ago,  Joseph  and  William  Mickleborough 
opened  their  store,  and  about  ten  years  ago,  follow- 
ing the  retirement  of  William  Mickleborough  from 
the  firm,  a  joint  stock  company  was  formed  which 
included  a  number  of  the  Staff,  chief  of  whom  was 
John  M.  Mclntyre,  who  has  since  been  vice-president 
and  manager. 


Agaric  Bags  Offered 

Steel    Beaded    Effects,    Fringes    and     Cordelieres 

Noted    in    Dressy    Styles  —  Plain,    Strap    Handled 

Leathers    are    Good  —  Wash    Bags    to    Sell 

UP  to  date  there  has  been  little  change  in 
the  bag  situation  as  outlined  in  these  columns 
recently.  Manufacturers  w^ho  were  inter- 
viewed during  the  last  week  reported  no  change  in 
the  demand  for  medium  fraimes  and  plain  leathers 
with  a  few  suedes  and  velvets.  Large  retail  stores  are 
making  quite  a  showing  of  the  beaded  bags  and  the 
high-class  brocades  and  fancies  for  evening  wear. 
These  'bags  will  be  produced  in  numbers  sihowing  the 
popular  trimming  of  jewels  as  well  as  rich  embroidery 
effects. 

The  most  striking  novelty  now  on  the  market 
consists  of  bags  of  lace  and  linen  in  white  or  natural 
tints,  and  made  to  launder  when  requirecl.  These 
bags  will  be  in  great  demand  for  Spring  and  Sum- 
mer selling,  both  because  of  the  cheapness  and  their 
suitability  for  wear  "with  wash  dresses.  Pretty  effects 
in  Irish  crochet  over  linen  are  offered  as  the  higher- 
priced  line,  while  machine-made  laces  and  embroid- 
ered or  braided  linens  form  a  more  popular  type. 

Curious  combinations  of  leather  with  fabric  were 
noted  among  new  offerings  in  bags.  While  some  of 
these  are  too  freakish  to  appeal  to  everybody,  many 
of  them  are  verv'  hands'ome,and  they  invariably  at- 
tract attention  to  the  department  when  prominently 
displayed. 

Cordelieres  continue  to  be  much  wanted  on  all 
types  of  bag.  There  will  be  a  great  showing  of  these 
with  the  wash  numbers  when  these  appear.  There 
is,  however,  a  considerable  veering  in  favor  of  the 
use  of  strap  handles  on  the  ordinary  type  of  plain 
hand  bag.    The  double  strap  is  seen  to  a  great  extent. 

There  are  two  types  of  bag  which  sell  well,  and 
also  may  be  said  to  present  features  of  novelty.  These 
are  the  frameless  bag  and  the  bag  with  flap  or  enve- 
lope closing.  The  latter  type  is  not  so  new  as  the 
former,  but  it  presents  needed  touch  of  variety  in  the 
Spring  offerings. 


Because  of  its  popularity  in  the  dress  goods  lines 
it  is  very  likely  that  tan  will  be  a  leading  line  for 
Spring  use.  The  tan  leathers  come  this  year  in 
some  beautiful  shades,  and  already  there  is  interest 
in  tan  gloves,  shoes  au'd  bags. 


Turkish  Towelling  Bags 

One  of  the  most  peculiar  and  striking  hags  on 
the  market  to-day  is  made  of  the  popular  Turkish 
towelling  or  agaric  materials.  It  is  finished  in  style 
the  same  as  the  otlier  wash  bags,  with  the  difference 
that  the  mount  is  of  metal  in  most  cases. 

Lace  bags  are  frequently  mounted  over  a  colored 
fabric,  and  those  of  real  Irish  crochet  are  mounted 
over  taft'eta  or  satin  in  strong  color. 


Steel  Beaded  Effects 

Many  of  the  dressy  bags  now  showing  are  beaded 
with  steel  on  a  black  velvet  ground,  and  finished  with 
a  cordeliere.  Some  of  these  are  of  larger  size  than 
the  regiilar  leather  lines. 

As  the  work  on  these  numbers  is  done  by  hand, 
they  are  necessarily  somewhat  more  expensive  than 
the  other  lines,  but  their  chic  quite  surpasses  the  most 
elegant  of  the  plain  effe-'ts. 

Bags  of  this  type  may  or  may  not  be  mounted 
with  metal.  Many  are  in  envelope  shape  and  others 
have  the  frameless  mount.  Still  others  are  in  the 
old-fashioned  bag  form  with  draw  cord  at  the  top. 


Fringe  on  Bags 

From  the  wash  fringes  to  those  of  silk,  steal  or 
other  beads,  there  is  plentiful  use  of  this  trimming 
on  the  new  bags.  The  lace  and  linen  numbers  are 
almost  universally  so  trimmed,  and  the  velvet  bags 
have  silk  fringe,  while  beaded  numbers  have  fringe 
to  match. 

This  may  be  regarded  as  a  direct  result  of  the 
popularity  of  cord  and  tassel  effects,  with  which  the 
fringes  are  very  suitable. 
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Cmbroitrerp  Announcement 


This  Set,  including  Insertion,  18  in.,  27  in.,  45  in.,  flouncings,  and  allover  to  match,  is  only 
one  of  some  splendid  lines  we  are  showing. 

/^WING   to   the    demand    for   embroideries    between    importing  seasons,   we    wish    to 
^^   announce  we  will  carry  the  newest  novelties  coming  out. 

Flouncings  are  in  great  demand  this  season,  and  we  are  specializing  in  this  line.      The  above 
patterns  will  give  you  an  idea  of  what  we  can  give  you  from  stock  at  once- 

Write  us  for  prices  and  samples  on  these,  and  similar  numbers. 

OTaliiljurger  &  Sini) 

ST.  GALL,  SWITZERLAND 

rL/.     S.     rLL)  W  AlvDS,  Agent  for  Canada 

510   McKINNON   BUILDING,  TORONTO 
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Crystal  and  Pearl  Buttons 

Bewildering  Variety  in  Sizes  and  Shapes 
of  This  Year's  Product — A  Record  Break- 
ing Season  is  Now  On. 


It  is  a  very  long  time  indeed  since  there  has  been 
felt  such  interest  in  buttons  as  is  everywhere  dis- 
played this  season.  Not  only  are  those  seen  on  coat 
suits,  but  the  ne^v  dresses  have  a  remarkable  showing 
of  them  used  as  trimmings. 

Crystal  buttons  are  the  newest  offerings,  and  there 
will  be  a  most  unusual  'demand  for  pearls  of  the  plain 
type,  which  formerly  were  used  only  for  accessory 
purposes,  but  which  now  are  placed  prominently  in 
rows  on  coats  and  skirts. 


New  bar  and  blouse  pins  in  real  cloisonne  enamel. 
—  Shown  by  Wrinch  &  McLaren,  Toronto. 


These  buttons,  while  by  no  means  exorbitant  in 
price,  are  not  so  cheap  as  at  first  might  be  thought. 
This  is  due  to  a  failure  in  the  u&Tial  source  of  supply 
and  to  the  uncommon  demand.  Especially  is  this 
true  of  the  dark  pearls. 

Button  forms  in  all  sizes  have  had  a  most  unusual 
sale.  There  will  be  a  good  demand  next  Fall  for 
the  large  buttons  of  composition  materials  for  use  on 
great  coats.  These  buttons  are  mostly  flat  in  ^hape, 
and  they  come  in  a  variety  of  medium  to  dark 
shades. 

For  Summer  coats  such  as  taffeta  and  pongee 
there  are  offered  buttons  in  flat  and  rounded  shapes. 


but  the  most  extreme  of  the  latter  are  not  so  high  as 
the  dome  and  acorn  shapes  of  last  season. 

Crochet  buttons  in  the  greatest  imaginable  variety 
are  now  showing  for  the  Summer  trade.  These  are 
large  and  flat,  torpedo  shape,  ball  ^hape,  etc.  But- 
tons of  real  Irish  crochet  will  be  among  the  exclusive 
lilies  wanted  by  the  costuming  trade  during  the  com- 
ing season. 

Frog  and  button  effects  for  the  cloak  and  suit 
trade,  consisting  chiefly  of  import  lines,  are  now 
ready  in  many  quarters.  These  are  to  have  a  good 
sale  this  year  in  the  fur  trade,  as  well  as  in  the  cloak 
and  suit  trade. 

Ear-rings  Very  Popular 

Jewelry   Along  New  Lines  Has   Had    a    Good 

Reception    this  Season — Necklaces  and 

Bar-pins. 

Lines  of  jewelry  which  will  sell  this  coming 
season  include  a  wide  selection  of  ear-rings  for  un- 
pierced  ears.  These  come  in  the  most  extreme  effects, 
as  well  as  in  the  modest  ear-stud  of  a  single  stone  or 
pearl. 

Di"op  effects,  hoops  and  medallions  are  all  to  be 
seen.  The  hoops  are  now  offered  in  Etruscan  gold, 
which  has  a  beauty  suggestive  of  Egyptian  metal 
work.  This  consists  of  a  very  fine  wire  welded  to  a 
plain  baclcground  in  fancy  patterns. 

Generally  speaking,  however,  the  demand  in  ear- 
rings has  fallen  chiefly  on  the  rhinestone  and  the 
pearl  effects,  and  on  combinations  of  these,  but  every 
diny  now  sees  more  and  more  of  the  colored  stones 
asked  for. 

Montreal  Takes  Ear-rings 

Equally  with  other  large  centres,  Montreal  has 
felt  the  demand  for  ear-rings.  The  trade  here,  it  will 
be  remembered,  takes  many  lines  which  would  be 
considered  extreme  in  Ontario,  but  which  also  sell  in 
the  west.  This  makes  authentic  information  from 
this  source  very  necessary  to  the  trade.  The  follow- 
ing information  comes  direct. 

In  the  jewelry  department,  ear-rings  are  in  big 
demand.  Again  rhinestones  are  favored  Strongly  in 
this  department  as  in  many  others.  As  each  week 
and  month  goes  by,  this  popularity  appears  to  grow, 
and  manufacturers  of  this  line  are  of  the  opinion 
that  the  height  of  demand  is  not  yet  reached. 

Probably  it  is  the  line  of  rings  to  be  used  on  un- 
pierced  ears  that  has  enjoyed  the  largest  amount  of 
sales.  Turquoise  is  strong,  and  is  as  popular  as 
rhinestones,  This  is  the  state  of  affairs  in  many 
localities  at  present. 

In  addition  to  the  popular  drop  effect,  the  hoop 
ear-ring  is  one  of  the  most  promising  styles.     This 
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is  something  along  the  line  of  the  old  Gj'psy  ear-ring. 
Medallions  are  used  in  small  drop  effects,  featur- 
ing rhinestones,  with  dark  stone  effects  in  single  ar- 
rangements. 

)  Necklaces  and  Bar  pins 

Better  than  at  first  expected  are  proving  the  bar 
pins  and  the  necklaces,  \^'<hich  came  in  with  the  new 
year.  This  fact  is  due  to  the  continued  use  of  the 
Dutch  neck  which,  contrary  to  the  dire  prognostica- 
tions of  many,  has  triumphanitly  stii'vived  the  winter 
and  is  now  in  full  swing  for  the  coming  season. 

Bar  pins  are  essential  for  the  low  collars  and  also 
for  wear  with  jabots.  The  pins  come  in  Cloisonne 
enamel  and  in  rhinestones,  pearls,  turquoises  and 
Etruscan  gold.  These,  so  far,  are  the  best  selling 
lines.  Bars  consisting  of  single  rows  of  claw  or  deep 
set  gems  are  particularly  elegant. 

Necklaces  of  pearls  an'd  turquoises  are  among  the 
best  selling  lines  of  popular  jewelry  to-day.  The 
French  designers  are  now  showing  mixed  necklaces 
containing  beads  of  various  types,  two  or  more  com- 
bined. There  are  also  crystal  bead  necklaces  offered, 
and  these  are  very  good  on  the  other  side  of  the  line. 


Improvement  In  Combs 

Slow  Increase  in   Sales  of   Shell  Goods,  with 
Prospects   of   the    Normal    Condition    Return- 
ing Soon. 

Hair  goods  have  proved  a  line  of  unusual  inter- 
est this  season  because  of  the  changes  which  have 
taken  place  and  also  the  somewhat  trying  dubiety 
regarding  the  position  of  shell  goods. 

It  will  be  of  interest  to  the  retailer  to  know  that 
there  is  now  a  steady  improvement  all  along  the 
line  in  the  matter  of  combs.  Every  day  sees  some 
L'ltle  advance  made  in  this  line,  and  it  is  slowlv  corn- 
ing back  to  thai  life  which  the  universal  us-^  of 
bandeaux  deprived  of  it.  The  fact  is  many  women 
are  finding  that  a  certain  amount  of  fullness  is  essen- 
tial to  a  becoming  coiffure,  and  while  young  girls 
still  adhere  to  the  plain,  almost  plastered,  effect, 
there  is  a  prominence  of  full  side  puffings  and  knots 
of  curls  or  puffs  at  the  back.  Rhinestones  are  now 
so  popular  that  they  help  to  sell  combs  which  are 
trimmed  with  them.  The  double  row  of  stones  set 
on  shell  has  been  very  correct  this  season. 


-va.-  "aJ«i  Coiffures  which  are  Worn  ' 

In  coiffures  the  prevailing  styles  remain  low  and 
smooth.  Switches  for  swathing  and  ringlets  in 
small  groups  are  the  most  fashionable  extra  hair 
lines.  Pads  are  suffering  from  a  considerable  length 
of  disuse,  and  it  is  far  more  probable  that  the  puffs 
and  switches  will  increase  in  sales  ttian  that  the  pads 


will  improve.  Still,  in  some  quarters  it  is  claimed 
that  the  latter  also  are  becoming  better.  These 
observations,  it  may  be  added,  apply  rather  to  large 
centres  where  the  changing  mode  is  eagerly  followed 
than  to  small  places,  where  the  very  lines  mentioned 
unfavoral)ly  have  had  a  steady,  staple  demand.  This 
applies  to  many  lines  which  show  sudden  changes 
and  novelties  cropping  up,  and  the  retailer  must 
learn  to  gauge  his  own  customers  and  strike  a  mean 
between  their  preferences  and  the  style.  A  consid- 
eration of  this  point  will  account  for  the  differing 
reports  which  come  in  from  time  to  time,  with 
reference  to  localities  which  are  wide  apart  or  essen- 
tially different  in  character. 

An  indication  of  increased  activity  in  combs  is 
found  in  the  demand  which  has  been  felt  for  the 
mounts  of  rhinestones  which  are  sold  by  wholesale 
jewelers  for  application  on  combs. 

A  Toilet  Novelty 

A  striking  novelty  in  the  toilet  goods  department 
consists  of  the  new  cii'cular  dandruff  comb.  Thi^ 
ni'ay  be  used  as  a  massage  comb  also.  It  is  regarded 
by  those  who  have  seen  it  as  a  positive  boon  to  the 
toilet  goods  department,  the  drug  store  and  the 
barber. 

This  comb  is  like  any  other,  except  that  it  is 
joined  together  in  circular  form,  diameter  being 
about  an  inch  and  a  half  or  a  little  more.  The  teeth 
are  specially  made  blunt  to  avoid  the  scratching  of 
the  scalp.  The  combs  are  sold  in  sets  of  two  with  an 
attractive  advertising  card  describing  their  uses. 
They  may  be  used  by  either  gents  or  ladies,  but  are 
most  appreciated  by  the  latter. 


Fabric    Belts  Re-appear 

While  Patents  are  the  High  Novelty  for  Sum- 
mer  Dresses,   There   is  Also   a   New   Narrow 
Fabric  Girdle  Shown. 


Montreal,  Feb.,  26,  1912. 

Shot  and  plain  silks  are  quite  stylish  for  belt 
effects,  consisting  of  taffeta  or  other  soft  fabric. 
Girdle  and  belt  effects  are  very  pronounced;  many 
of  llhase  showing  a  one-sided,  knotted  effect.  Cords 
of  black  silk  (and  other  colors  as  well)  are  used  as 
a  belt  finish  on  numbers  of  the  high  class  dresses  and 
gowns. 

Satins  and  .soft  silks  are  also  good  for  belts.  This 
is  to  be  expected,  when  we  take  into  consideration  the 
mad  rush  that  is  going  on  for  the  soft,  delicate  varie- 
ties in  these  lines.  Shot  effects  are  strong,  and  dress- 
makers expect  these  to  be  pronounced  in  many  of  the 
dressy  girdles  and  belts. 

The  foregoing  lines  of  belts  are  for  wearing  with 
high-class   gowns.      For   moderate-priced   materials, 
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IT  WILL  BE  TO  YOUR  ADVANTAGE 

TO  SEE  OUR  LINES 

BEFORE  PLACING  ORDERS  FOR 

HAND  BAGS  (Leather  or  Beaded) 
HAIR  GOODS, 
HAIR  ORNAMENTS,  JEWELRY  and  NOVELTIES 


As  manufacturers  and  direct 
importers  we  are  in  a  position  to 
quote  you  rock-bottom  prices  on 
the  following  lines: — 

BARRETTES.^ — From  $7.20  per  gross  to 
$4  each.  A  complete  line  of  Hair 
Ornaments,  unmatchable  values,  made 
in  our  own  factory. 

BAGS  — Velvet,  Tapestry,  Beaded  and 
Leather  Bags.  Also  a  full  line  of 
Silver  Mesh  Bags.  Prices  ranging  from 
$2.25  per  dozen  to  $24  each. 

HAIR  GOODS.— "Veribest"  Hair  Clus- 
ters and  Curls  from  $5  per  dozen  to 
$36  per  dozen.  Switches  and  Hair 
Rolls  of  every  description. 

WAVY  SWITCHES.-Shortstems,good 
quality  hair  at  the  following  prices 
per  dozen:— 

18  in.,  $7.20;    20  in.,  $9.00;    22  in.,  $12.00 
24  in.,  $15.00  ;  26  in.,  $19.20  ;  28  in.,  $24.00 

COMBS. — From  $12  per  gross  to  $15  each. 

FANCY  JEWELRY.— Brooches,  Neck 
Chains,  Belt  Buckles,  Hat  Pins,  Etc. 


Two  Leaders 


No.  1145 — Brilliant  Barrette 
$16.20  per  Dozen 


No.  1114 — Brilliant  Barrette 
$24.00  per  Dozen 


Samples  upon  request.      Goods  shipped  subject  to  your  approval. 


J.   Abeles,  Limited 

233  to  239  Bleury  Street,  ...  Montreal,  Canada 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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such  as  cottons,  ginghams  and  linens,  embroidered 
cottons  and  linen  belts  in  all  white,  and  pretty 
Dresden  designs  in  the  way  of  flowers,  fancy  outlines, 
and  geometrical  figures  are  strong.  Extensive  lines 
are  shown  that  may  be  retailed  at  25c.,  and  give  a 
good  profit  at  that.  Buckles  seem  to  be  for  the  most 
part,  of  secondary  consideration,  neatness  being  the 
chief  factor. 

During  winter  months,  when  ladies  are  obliged  to 
wear  heavy  fur  or  other  outer  garments,  dainty  belts 
have  less  significance.  The  evening  or  other  indoor 
models  are  of  greater  interest.  But  as  the  Spring 
season  comes  along,  belt  department  will  take  on  an 
increased  activity. 

In  many  parts  of  the  country  the  belt  stock  may 
have  been  allowed  to  run  quite  low.  In  cases  of  this 
nature,  the  merchant  should  see  to  it  that  new  stock 
is  ordered  at  once,  and  the  entire  department  put  into 
proper  condition  for  an  active  season.  It  is  certain, 
if  the  merchant  does  not  stock  the  goods,  he  cannot 
expect  to  have  a  successful  a  season  as  his  competitor 
wiho  pays  strict  attention  to  every  detail  in  this,  as 
well  as  other  cloisely-related  departments. 

With  extensive  stocks  in  wholesale  warehouses, 
it  is  only  a  matter  of  small  effort  to  obtain  the  neces- 
sary accessories  for  which  the  public  will  soon  be 
anxious. 

It  is  no  doubt  due  to  the  fact  that  the  niormal 
waistline  is  being  approved  of,  that  belts  are  takina 
on  a  new  activity. 

^A/'orn  with  Linen  or  Serge 

In  Paris  it  is  considered  quite  the  proper  style  to 
wear  a  patent  leather  belt  with  white  linen,  serge,  or 
pique.  The  touch  of  black  that  is  obtained  from 
the  belt,  blends  harmoniously  with  the  touches  of 
black  to  be  found  on  most  of  the  Spring  garments. 
This  accounts  to  a  great  degree  for  the  extensive 
lines  of  black  belts  being  shown. 

Apart  from  the  plainer  lines  of  patent  leather 
belts,  there  are  many  very  elaborate  designs  shown. 
Red,  bright  greens,  blue,  purple,  and  other  bright 
colors,  combined  with  fancy  gilt  buckles,  complete 
many  of  these  more  conspicuous  lines. 

Closely  allied  to  the  belt,  is  the  girdle  composed 
of  silk  braid,  beads,  chenille,  or  metal  effects. 
Ready-made  garments  have  this  in  the  form  of  a 
cord  used  in  the  manner  of  a  belt,  with  a  knotted 
effect  where  the  ends  join ;  or  the  more  pronounced 
girdle  with  long  ends  finished  off  with  tassels.  These 
features  are  especially  to  be  noticed  on  high-grade 
gowns  of  lace,  embroidery  and  silk  or  satin. 

In  summing  up  the  belt  situation,  we  find  wide 
belts  are  of  the  past,  and  narrow  girdles  and  belts 
from  %  to  1^/4  inches  in  width  are  the  ruling  style 
features  for  Spring  and  Summer. 


Some   Attractive    Fancies 

Matinee  caps  and  caps  of  very  sheer,  dainty  ma- 
terials for  evening  wear  are  among  the  lines  which 
are  now  carried  at  the  up-to-date  accessory  counters, 
and  are  universally  popular. 

A  cap  of  net,  plain  or  embroidered,  with  the  usu- 
al decoration  of  made-flowers  is  considered  a  neces- 
sary part  of  the  w^ardrobe  of  the  jeune  fille  and  also 
of  the  debutante.  These  caps  are  seen  at  teas  and  re- 
ceptions, while  many  women  now  wear  them  at 
breakfast,  as  they  save  the  necessity  of  making  a 
formal  coiffiu-e. 

The  caps  for  evening  wear  are  of  various  trans- 
parent materials,  including  tulle  and  dew-spotted 
chiffons.  Some  are  trimmed  with  jewels  or  beads, 
while  others  are  more  plainly  arranged  with  made 
flowers  or  ribbons. 

Shirt  waist  sets  of  buttons  of  crochet  mounted  in 
beauty  pin  .style  constitute  a  small  accessory  which  is 
very  popular  just  now. 

The  girdle  of  to-day  is  vastly  different  from  that 
of  several  seasons  ago.  In  fact,  the  latest  lines  in  the 
belt  department  show  only  a  narrow  band  around 
the  waist.  These  are  flat,  in  some  cases  with  a  slight 
tuck  or  fold  effect  to  take  away  that  plain,  severe 
appearance  which  would  not  appeal  to  one. 

The  majority  of  these  new  belts  have  short,  flow- 
ing ends  on  which  are  attached  fringe  or  other  simple 
but  effective  decoration.  Many  of  the  velvet  belts 
are  lined  with  light  fabrics,  as  many  of  the  garments 
with  which  they  are  to  be  worn  will  be  made  of  light- 
colored  materials. 

It  is  no  doubt  due  to  the  popularity  of  the  cord 
girdle,  that  these  silk,  velvet  and  other  similar  lines 
are  .«hown  in  such  narrow  widths  in  plain  effects. 
Rope-like  girdles  of  silk  cord,  metal  and  such  are 
quite  the  vogue.  Beads,  and  metal  effects  are  also 
exceedingly  popular,  and  ribbons,  depicting  velvet, 
flower  and  metal  effects  are  used  to  quite  an  extent. 
These  tendencies  will  be  strong  throughout  tihe 
Spring  and  Summer. 

Popular  Sporting  Line 

It  is  not  generally  known  that  the  tennis  speci- 
alties are  now  made  in  Canada.  These  lines  have 
the  immense  advantage  of  being  specially  seasoned 
to  stand  the  extremes  of  the  climate.  This  marks 
them  out  at  once  as  being  a  product  of  the  greatest 
interest  to  the  player  who  wants  a  durable,  reliable 
article.  As  prices  are  in  widest  range,  the  needs  of 
clubs  and  associations  of  all  kinds  are  catered  to,  as 
well  as  those  of  the  regular  player  for  champion- 
ships In  short,  there  are  racquets  at  a  wide  range 
of  prices  suitable  all  over  the  country. 


Dry   Goods  Review 


FANCY    GOODS,    NOllOJNS    AND    TOYS 


,113 


Don't 


Be 


Misled 


Sell 


Kleinert's 


Tte  Sliield  That  Insures  The  Gown 


**  A  n  ounce  of  prevention  is  worth 
^~^  a  pound  of  cure'.'  Kleinert's 
Dress  Shields  prevent  damage 
from  perspiration  —  which  is  far  better 
than  insurance  <^^<'rthe  gown  is  ruined. 

For  nearly  thirty  years  the  name  "Kleinert"  has 
been  the  "buy"-word  for  Dress  Shields  and  a 
merit  mark  of  quality.  Kleinert's  are  the  only 
Dress  Shields  that  can  be  washed  in  hot  water  (to 
remove  odor  and  germs)  and  ironed  back  to  perfect 
freshness.  If  the  name  '''' Kleinert'''  is  net  on  the 
shield  it  isn  V  a  Kleinert—  The  Guaranteed  Shield. 


Our  Dress  Shield 
Book  "  H  "  sent 
free   on   request. 


I.  B.  Kleinert  Rubbei  Co. 
721-723-725-727  Broadway,  New  York 


No  Dead 
Stock 


on  your 


Shelves 

if  you 

Sell 


(Kleinert's 


CANADIAN       FACTORY      AND       WAREROOMS 

84  WELLINGTON  ST.  WEST,  TORONTO 


Every  net  is 
individually  in- 
spected three 
times  before 
completion,  and 
all  imperfect 
nets  thrown  out. 


™=  COIFFURA 

TIDY-WEAR 


HUMAN 

HAIR 
SHADES 


MEDIUM 

LARGE 

EX.   LARGE 

ALL  OVER 

SUPERFINE 

Each  net   in 
envelope. 

ROSENWALD 
BROS. 

Sole  Manafdctarcrs 
md  Palealees 

LONDON 
PARIS  and  VIENNA 


Sole  Anenta  for  Canada:  DIECKERHOFF.  R  AFFLOER  &  CO.,  liimited,  Cor.  Simooe  and  Wellington  Sis.,  Toronto,  and  515  St.  Paul  St.,  Montreal. 


rZl   "SHAMROCK"    T"] 
Best  6  Cords  and  Crochet  Balls 


SEWING  COTTONS 


IRISH  LACE 
THREADS 

For  Making 

Irish  Crochet, 

Limerick  and 

Carrickmacross 

Laces. 


^'^■■^ii.Vi.litft'-'^'^ 


3  CORD    Threads 

Right  or  Left  Twist 

for  MANUFACTURERS, 

Soft  or  Glace  Finish 

on  BOBBINS,  CONES  or 

TUBES. 


For  Domestic  and 
Manufacturing    Purposes 

Enquiries  in  vited.  staling  requirementt.    Samples  of  a  few  specified  numb'^rs  fre*  to  Traders  or  Manufacturers  mentioning  this  paper. 

Makers:  HICKS,  BULLICK  &  CO.,  Limited,  Sackville  Thread  Works,  BELFAST,  IRELAND 

(Not  Connected  with  any  Comblnei    Representative  in  Montreal :   Mr.  H.  R.  Morrison,  209  St.  Nicholas  BIdgs. 


I'lease  menlion    The   Review   tu   A  dee  rime  is  and    Their   Travelers. 


114 


FANCY    GOODS,    NOTIONS   AND   TOYS 


Dry  Goods  Review 


"DUCHESS"  HOOPS 

The    Felt    Cushion    protects    the 

fabric     and     emljroiderecl     work 

from     injury     and     holds    either 

light    or    heavy    fabrics    tightly 

stretched.     Sold    for   10   years   in 

over    18,000    retail    stores. 

Made   in    the    round    and    ov.nl    shape*. 
"DUCHESS"  (round)— Sizes  i.  5,  6.  7.  8,    10.12.   Inch  diameters. 
"DUCHESS"  (oval)— Three  sizes,  3x6,  4y2xy  and  GxlJ  inches. 

THE 

"DUCHESS- 
OVAL" 

aocomniodntes  a  full 
design  for  eniliroid- 
eriiig  as  in  a  large 
round  hoop,  but 
lias  the  couveuieuce 
in  use  of  a  small 
hoop. 


^mmmmmm^ 


2  ■^^^ 


"RflYAI      nVAl    "    ^   lower   priced,   smootlily    finislied 
«Ulrtlj-U»Hlj         and     carefully     fitted,     plain     oval 
Hoop   (without  the  Felt  Cushion   or  Bow  Spring.) 

Made  in   Three  Sizes 

6x12  inches,  for  drawn  work,  pillow  covers,  etc. 
4%x9  inches,  a  popular  size  for  all  kinds  of  work. 
3x6  inches,  for  working  designs  on   hosiery,  etc. 


"PRINCESS" 

Has  a  nickel-plated 
liow-spring  whi<-Ii  ad- 
.iiists  itself  to  tliick  or 
thin  f.il)'Mcs.  holding 
the  m;iteri:il  firmly  and 
williout  injury. 
.Made   in   the  round  and 

oval  shapes. 
"PrlncfKs"  (round). — 
Sizes:  4.  5,  6.  7.  8,  10, 
12-inch  diameters. 
"Prince»is"'  (oval)  three 
sizes:  3x6,  41/2x9,  and 
0x12  inches. 


THE 
"PRINCESS- 
OVAL" 

accommodates  a  full 
design  for  embroid- 
ering as  in  a  large 
round  hoop,  but  has 
the  convenieiK-e  in 
use  of  a  small  hoop. 


"SPECIAL-SELECT" 


A  lower  priced,  smoothly  fin- 
ished    and     carefully     fitted, 
plain  round  Hoop  (without  the  Felt  Cushion  or  Bow  spring.) 

Made  in  Sizes :  4,  5,  6,  7,  8,  10,  12-inch  diameters. 


Order  To-day.    Your  jobber  can  supply  you.   THE  GIBBS  MFG.  CO.,    CANTON,  OHIO,  u  s.a. 


PLAIN   and  FANCY 

BUTTONS 

A  Worthy   Show^ing 


When  buttons  are  in  vogue,  push  them 
hard,  for  although  the  sales  are  small,  the 
profits  are  good,  and  in  making  button 
sales  larger  ones  are  sure  to  result. 

It  is  worth  the  effort  to  cater  to  the 
Button  Trade.— Do  it  well. 

Our  regular  lines  of  buttons  are  : — Ivory, 
Anchor,  Brass,  Hornoid,  Pearl,  Crochet, 
Fancy  Metal.  Furriers' ;  Plain,  Fancy 
and  Combination  Covered  Bottons. 

W^HOLESALE   ONLY 

We  carry  the  largest  range  of  Import 
Samples  in  Beaded,  Silk  and  Cotton 
Fringes,  Tassels  and  Dress  Trimmings 
of  every  description. 

A.  Weyerstall  &  Co. 

BUTTON  MANUFACTURERS 

Head  Office:  TORONTO,  ONT. 

Branch  Offices : 

WINNIPEG,  MAN.  MONTREAL,  QUE. 


w 


ESTERN 


Incorporated 
1851 


ASSURANCE 
COMPANY 


FIRE 

AND 

MARINE 


HEAD  OFFICE,    TORONTO,  ONT. 


Assets  over    -    -    ■ 

Losses  Paid  Since  Organization 
of  the  Company,  over     -     - 


-  $3,570,000 
54,000,000.00 


HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice-President 

W.  B.  MEIKLE,  General  Manager 

C.  C    FOSTER.  S«er«t«vy 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :     :     :     : 

Cbe  Dry  6oo(l$  Rcoiew 

FOR  YOUR  DEPARTMENT 
BUYERS 


Write  for  Special  Clubbing  Rates 
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ODORLESS 


Double  Covered 


DRESS    SHIELDS 


^  OMO   Dress   Shields   will   help  you  to  get  more  business  in  1912  by 
direct  sales  and  attracting  trade  generally. 

^  The   sales   of   the  OMO  are  steadily  increasing  with  retailers  now 
handling  this  superior  shield. 

^  And  the  long  list  of  retailers  is  growing  week  by  week. 

^  The  OMO  Dress  Shield  is  known  to  women  for  its  quality,  durability* 
and  by  reputation, 

^  When  they  ask  for  any  but  just  "dress  shields,"  they  are  almost  sure 
to  ask  for  the  OMO,  because  of  our  widespread  magazine  advertising. 

^  OMO  Dress  Shields  are  double  covered,  light,  odorless — best  wear- 
ing and  most  effective.     Every  pair  is  guaranteed. 

^  OMO  Sheeting,  Infants'  Pants,  Bibs,  etc.,  are  also  great  departments 
of  this  business. 

THE  cA^  MANUFACTURING  CO. 

CONNECTICUT 
DE  GRAFF  &  PALMER 


MIDDLETOWN, 

MAKERS   OF 

Quality  Goods 


Selling  Agents 
222  4ih  Ave.,  NEW  YORK 
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EASTER 


NOVELTY    TIE 

(Tim   Tie  That's  Different) 


This  tie  has  taken  the  trade  by 
storm  and  made  a  hit  everywhere. 
It  comes  in  all  the  most  desirable 
and  correct  shades  and  combin- 
ations for  Easter  business.  It 
is  in  very  natty  designs. 

Your  Neckwear  Easter  Display 
w^ill  be  improved  by  a  showing 
of  these  cravats. 

"Write  for  sample  order.  Mail 
orders'^receive  prompt  attention. 

Laces  and  Braids 

Manufacturing   Co. 


LIMITED 


121  Prescott  Ave. 


TORONTO 


^. 


^ 


BAGS 


AND 

—  IN- 


BELTS 


Leathers  and  Laces 

A    TRIO    OF     POPULAR     COLORS. 
FASHIONABLE  SHAPES. 


MADAM  will  be  a  better  patron  if  you  will  lay  before 
her  the  new  Lambert  Lines  of  Bags  and  Belts. 
Feminine  fancy  suited,  just  as  it  expresses  itself  in  the 
taste  of  the   ■noment.        The  color  whim  just  now  runs  to 

NAVY,    BROWN    AND    WHITE. 

White  is  gaining  favor  in  Leather,  and  White  and  Ecru 
in  Lace.  Thus  the  fabrics,  though  less  prominent,  are 
not  entirely  discarded.     As  to  sizes,  the 

SMALL     AND     MEDIUM 

sell  most  briskly.  Style,  sense  and  convenience  unite 
in  these  lighter  and  more  dainty  creations.  There  are 
numerous 

VANITY     EFFECTS 

and  some  interesting  New  Frames.     See  them  all. 


AN 

UNUSUALLY 

EXTENSIVE 

LINE. 


The 


New 


and 


Correct 


Styles 


and 
Colors 


PARTICULAR  care  is  always  exercised  in   the   selec- 
tion of  material   in  the  primary    markets.       The 

LEATHERS     INCLUDE 

Pin   Seal,    Polished  and  Dull, 

Lon^-G rained  Seal,    Polished  and  Dull^ 

Dull  Seal — the  Staple  Dull  Leather 
Crofs   Grained  Goat, 

Pigskin,     a  Leather  oj  Character, 

Vachette,  supplanting  Patent  Leather 

MODISH     BELTS 

The  Belt  is  sister  to  the  Bag.  Here  botli  flourish  side 
by  side.  Kill  two  birds  with  one  stone  by  buying  both  at 
one  base  of  supply. 

So  extensive  and  attractive  a  line  cannot  be  described 
in  a  few  words,  but  it  can  be  seen  In  a  few  minutes. 
It  will  speak  for  itself. 


P.  W.  Lambert  &  Co. 

Makers    oJ    Fashionable    Novelties    in    Leather,    Etc. 

64-66    Lispenard    Street 

NEW     YORK 
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Give  The  Boss  A  Pointer ! 
Can  Business  Be  Improved  ? 

EVERY  salesclerk  has  his  own  opinions  and  often  does  not 
agree  with   policy   followed.     There    are    personal   ideas 
unexpressed,  suggestions   that   it   would   be   hard  or  un- 
wise to  make ;  criticisms  that  cannot  be  heard  because  the  boss 
would  probably  not  stand  for  it  or  would  not  listen. 

fl  The  boss  is  not  infallible,  however,  and  there  are  two  sides  to 
every  problem.  To  suggest  changes  might  mean  trouble  but 
defects  should  be  rectified. 

Ideas  Often  Bring  Promotion 
And  The  Boss  Should  Know 

^  A  suggestion  as  to  mistakes  unconsciously  made,  improvements 
to  the  policy  of  the  house,  advertising,  buying,  stock-keeping 
system,  store  spirit,  everyday  connections,  and  looking  to  the 
removal  of  unnecessary  restrictions  might  effect  a  change  and 
eliminate  the  trouble. 

What  Problems  Are  You  Bucking  ? 

^  Other  merchants  and  salesmen  have  similar  experiences  and 
might  profit  by  the  suggestion  or  give  instances  in  which  you  are 
falling  down.  What  hint  have  you  for  the  boss?  Pass  it  along 
so  that  it  may  reach  him.  He  may  apply  it  to  improve  the  busi- 
ness.    For  the  best  replies  the  Review  will  pay  the  following : — 

FIRST  SECOND  THIRD 

$3  and  Review  for  One  Year  $2  and  Review  for  One  Year  $1  and  Review  for  One  Year 

Other  answers  reserved  for  publication  will  be  paid  for  at  the  regular 
correspondence  rates.    All  replies  treated  confidentially.    No  names  published. 

Prize  replies  will  be  published  in  March  midmonth  number  of  Dry 
Goods  Review.  All  must  be  in  the  hands  of  the  Editor  of  Dry  Goods 
Review,  143  University  Ave.,  Toronto,  not  later  than  March  11th. 
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FANCY  GOODS,  NOTIONS  AND  TOYS 


Bv^  Goods  Review 


The  store  that  is  particular  of  quality 

in     little     things     has     laid  the 

foundation   for  a  clientele  of 

satisfied  customers. 
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Unseen — Naiad  Protects 


THE 

NAIAD 

Dress  Shield 


is  one  of  the  smallwares  of  a 
Dry  Goods  Store  that  is  in  con- 
stant demand.  Because  a  high 
quality  article,  it  gives  complete 
satisfaction  to  customers  and  is 
an  element  in  building  up  your 
business. 


— Naiad  is  as  good  the  day  it  is 
bought  as  the  day  it  is  made. 

— Does  not  deteriorate  with  age 
and  fall  to  powder  in  the  dress. 

— Free  from  rubber  and  its  sub- 
stitutes. 

— Can  be  sterilized  by  immersing 
in  boiling  water  for  a  few  sec- 
onds only  and  pressed  with  a 
heated  iron. 


Samples  free  on  request. 

Wrinch,  McLaren  &  Co. 


Sole    Canadian 
Manufacturers 


77  WELLINGTON  W., 


TORONTO 


^ 
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SERVICE 


The  largest  staff  of  editors  and 
special  writers  on  any  trade 
paper  in  Canada  are  employed 
to  give  the  best  and  most  practical 
service  possible  to  our  readers. 

Our  editors  know  the  dry -goods 
business  and  all  its  departments, 
and  they  know  what  they  are 
talking  about.  They  don't  guess 
at  it.  That  is  why  The  Review  is 
read  by  progressive  merchants 
from  Newfoundland  to  Van- 
couver. 

That  is  why  you  will  always  find 
reliable  news  first  in  The  Review. 

We   can't  afford   to  follow^ 
We  must  LEAD. 
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Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get  ? 


EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  the  market  for  certain  goods,  but  that 
they  do  not  know  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

We  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 
not  usually  sold  in  dry  goods  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 
are  at  the  service  of  our  readers. 

We  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 

and  use  it  when  you  would   like   us   to   give 
you  information. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


1 


THE  DRY  GOODS  REVIEW  For  Subscribers 

143  UNIVERSITY  AVENUE  ^^— 

TORONTO 


INFORMATION  WANTED 

DATE 191 


PLEASE  TELL  ME  WHERE  I  CAN  BUY 


NAME 


ADDRESS 
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Next  Season's  Style  Features 

Large  Pieces  Will  Again  Rule  —  All  Black  Furs  to 

Lead    —   Some    New     Muffs     Have     Pockets    for 

Accessories   —    Rich    Collars    on    Fur    Jackets    — 

Imitation  Furs  Play   Prominent   Part 

(Staff  Correspondence) 

Montreal,  Feb.   29. 

LONG-HAIRED  furs  are  regarded  as  promis- 
ing in  many  of  the  medium  and  high-priced 
lines,  as  well  as  the  imitations.  Last  year, 
lynx  was  a  fashionable  fur,  and  as  fox  is  a  good 
imitation  and  is  thought  well  of,  next  Fall  will  see 
many  of  these  lines.  Lynx  is  high-priced  on  account 
of  its  scarcity,  therefore,  the  imitations  will  have  to 
play  the  prominent  part. 

With  Alaska  sable  going  up  in  price,  it  will  only 
be  obtainable  by  those  who  can  pay  for  it.  Many  of 
the  imitations  are  very  good  reproductions  and  give 
excellent  satisfaction. 

Of  course  mink,  Persian  lamb,  and  the  seals  will 
be  in  excellent  demand.  The  prices  of  these  furs 
are  correspondingly  high  and  are  going  up  all  the 
time,  but  elaborate  jackets,  muffs,  and  throws  are 
featured  in  them. 

Ermine  as  a  trimming  fur  is  giving  good  prom- 
ise. This  fur  is  also  much  worn  alone  or  in  equal 
combination  mth  mink,  seal,  etc.  Real  ermine  is  ex- 
pensive ;  but  as  in  the  case  of  other  high-grade  furs, 
there  are  many  good  imitations  on  the  market  used 
in  the  form  of  sets,  etc.,  \vhich  will  be  taken  well  by 
those  who  cannot  afford  to  spend  so  much  money  for 
the  gennine  and  better  goods.  Probably  it  is  due  to 
the  rapid  advance  of  the  higher-priced  furs,  that 
m9,ny  of  the  cheaper  grades  are  becoming  quite 
prominent. 

Opossum,  which  for  a  long  time  was  not  consid 
ered  as  very  practical  for  general  use,  is  now  becom- 
ing a  popular  moderately-priced  fur.  In  fact,  dur- 
ing the  past  season,  this  fur  was  much  sought  after 
and  was  seen  in  various  make-ups,  such  as  muffs, 


throws,  and  even  for  trinnning  purposes  on  many 
high-grade  garments. 

Raccoon  is  also  coming  rapidly  to  the  front  as  a 
suitable  fur  for  muffs,  throws  and  other  articles 
which  are  featured  in  fashionable  as  well  as  com- 
fortable lines.  For  men's  coats,  raccoon  is  no  doubt 
one  of  the  most  popular  furs,  if  not  the  most  popu- 
lar. The  price  is  rapidly  advancing,  but  on  account 
of  its  durability,  good  appearance,  comfort  and  styl- 
ish place  in  the  market,  many  men  wear  it  in  the 
form  of  heavy  outer  coats;  and  women  wear  it  in  the 
form  of  sets,  etc.  Automobilists  are  inclined  to  favor 
this  fur,  and  in  the  West  there  is  an  increased  de- 
mand. 

Bear  is  also  coming  into  much  prominence.  Dur- 
ing the  season  just  passed,  cub  bear  was  generally 
favored  for  many  stylish  and  elaborate  fur  pieces.  On 
account  of  its  long-haired  appearance,  it  will  no 
doubt  be  strong  for  Fall. 

The  natural  effect  which  was  so  extensively  fea- 
tured during  the  past  season,  was  an  improvement 
along  stylish  as  well  as  economical  lines.  There  were 
many  very  beautiful  articles  made  with  this  effect 
as  a  special  feature,  and  taking  into  consideration  the 
number  of  muffs  and  throws  that  were  seen  on  the 
street  that  featured  this  new  departure,  it  was  con- 
sidered very  appropriate. 


Devise  Economical  Features 

In  fact,  the  price  of  furs  make  it  necessary  to  de- 
vise economical  features  never  before  thought  of; 
and  which  will  mean  the  saving  of  many  dollars  to 
manufacturers  as  well  as  lend  a  helpful  influence  to- 
wards making  the  finished  article  more  reasonable  in 
the  retail  store. 

On  account  of  the  cutting  away  of  forests,  the  fur 
area  is  being  gradually  reduced  from  year  to  year. 
Fur-bearing  animals  are  being  driven  farther  back, 
and  consequently,  it  is  harder  to  obtain  this  valuable 
product.     But  with  the  growth  of  the  country,  the 
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1912 

Father   Time"   has   been   good    to   us 

Throughout  the  sixty  years  of  our  fur  business  in  Montreal  we  have  gained  in  experience. 
This  we  retain  ;  and,  adding  young  blood,  new  ideas  and  fresh  vigour,  we  stand  to-day — the 
year  of  the  celebration  of  our 

DIAMOND   JUBILEE 

as  a  stronger  team  than  in  the  youth  of  our  existence. 

MOOSE     HEAD     BRAND 

stands  to-day  as 

The  Standard  of  Excellence  in  Furs 

Our  policy  has  been  a  good  one,  and  we  will  live  up  to  it  in  the  future,  adding  each  year  of 
the  best  only  to  keep  pace  with  progress. 

FURS  FURS 

Highest  Grade  foR  Latest  Styles 

LADIES  MEN  CHILDREN 

Allow  our  representative  to  show  you  the  range    for    1912    of   Moose    Head    Brand    furs. 

MA aUFACTURERS  OF  HIGH   GRADE  FURS 

L.  GNAEDINGER,  SON  &  COMPANY 

90,  92,  94  St.  Peter  Street,  MONTREAL 
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increased  prosperity  of  the  inhabitants  makes  it  pos- 
sible to  obtain  correspondingly  higher  prices  for 
merchandise. 

The  past  season  has  been  a  good  one  in  this  de- 
partment, and  AVhile  warm  weather  continued  until 
quite  late,  the  continued  cold  snap  that  came  on  in 
January  was  just  what  was  needed  to  move  fur 
stocks.  As  a  rule,  retailers  are  well  satisfied  with  the 
business  done,  and  stocks  are  fairly  well  cleared. 

Fashionable  features  were  a  very  prominent  part 
in  the  fur  business  of  the  Fall  and  Winter.  Touches 
of  fur  were  used  very  tastily  on  millinery,  hand  bags, 
hat  pins,  and  in  fact,  many  other  accessories.  These 
were  made  to  correspond  with  sets,  garments  and 
other  larger  articles. 


Styles  for  Next  Season 

Large  pieces  will  rule  for  next  season.  Large 
scarves,  very  long  and  wide,  will  be  a  leading  feature. 
While  these  large  pieces  vnW  be  along  the  style  trend, 
there  will  also  be  the  usual  large  assortment  of  small- 
er pieces.  The  necessity  of  having  small  pieces  that 
do  not  run  into  so  much  money,  is  very  apparent. 

While  many  of  the  past  season's  styles  will  be 
featured  in  next  year's  samples,  there  will  be  a  good 
assortment  of  entirely  new  features.  The  all-black 
furs  are  assured  of  a  leading  position.  Hudson  and 
Baltic  Seal,  Persian  lamb,  and  Arctic  sable,  are  lead- 
ing high-grade  furs  that  are  slated  as  leaders.  Then 
thei'e  is  the  mink,  that  ever  popular  fur.  Although 
it  is  creeping  upward  in  price,  it  still  occupies  a  warm 
spot  in  the  hearts  of  many  who  admire  it  for  its  ap- 
pearance, durability,  and  popularity.  The  natural 
striped  eiTect  is  very  much  seen  in  pieces  made  of 
this  fur. 


Style  and  Utility 

In  muffs,  there  is  the  usual  immense  variety  of 
styles  and  shapes.  Manufacturers  have  put  forth 
every  effort  to  produce  lines  that  will  be  universal 
favorites  with  the  cla.sses  as  well  as  the  masses.  With 
a  large  variety  of  furs  to  make  use  of,  and  with  an 
almost  unlimited  variety  of  .styles  to  feature,  there 
are  many  features  depicting  style  as  well  as  useful- 
ness. The«e  two  qualities  are  very  important,  with 
style  a  good  leader. 

Huge  muff?  are  simply  the  whole  thing  in  a  nut 
shell.  While  many  thought  last  season's  model- 
were  large,  manufacturers  tell  us  that  for  next  season, 
stil'l  larger  effects  will  be  the  ruling  vogue.  Of 
course,  these  extreme  styles  will  not  be  favored  by 
all  people.     There  is  a  good  variety  of  shape*  and 


sizes,  however,  that  will  be  sure  to  please  the  most 
fastidious.  The  large  muffs,  as  well  as  the  smaller 
ones,  will  be  elaborately  lined  with  satin,  soft  silk,  or 
other  similar  high-grade  materials.  Shirred  effects 
will  be  a  noticeable  feature  as  it  was  for  Fall  and 
Winter  of  191 1-12.  A  great  deal  of  woik  is  put  into 
the  ''ining  of  the  new  muffs.  Many  of  the  new  lines 
of  pillow  muffs  will  feature  pockets  for  carrying 
small  accessories. 

Advance  in  Muskrat. 

For  fur-lined  garments,  muskrat  is,  of  course,  a 
very  prominent  fur.  Although  this  line  is  high  in 
price,  the  demand  is  well  up  to  that  of  past  seasons. 
In  fact,  the  price  of  this  fui-  for  next  year,  will  be 
nnich  in  advance  of  past  prices.  Hamster  is  becom- 
ing more  prominent  than  it  has  been  in  the  pasit. 
Inciter  grades  of  this  fur  wear  well,  and  make  very 
satisfactory  coat  linings.  On  account  of  the  high 
price  of  muskrats,  squirrel  will,  therefore,  be  more 
popular  for  future  selling  than  it  has  been  in  the 
past.  All  along  the  line  we  see  cheaper  furs  gradu- 
ally faking  the  place  of  the  high-j-riced  varieties 
that  are  yearly  becoming  more  and  more  extinct. 
This  is  only  the  natural  trend  of  any  line  that  is 
placed  in  a  like  position. 

Long  Jacket  the  Leader. 

Many  rich  collars  are  extensively  featured  for 
long  fur  jackets.  During  coming  seasons,  the  long 
jack  will  be  the  leading  style.  While  the  price  of 
these  garments  will  be  correspondingly  higher  than 
the  shorter  models,  on  account  of  the  additional 
amount  of  fur  used,  the  warmth  and  stylish  effects 
will  more  than  compensate  for  his  additional  cost. 
Cutaway  effects  will  be  featured  at  the  lower  corners 
of  the  opening.  Trimmings  of  the  same  fur,  or  of 
contrasting  lines,  are  reasonably  expected  to  be 
strong.  Elaborately-trinuned  coats  with  chamois 
linings,  is  all  that  could  be  featured  in  the  genuine 
fur-lined  garment. 

Seal,  and  its  many  imitations,  are  used  very  ex- 
tensively, and  with  trimmings  of  ermine,  form  con- 
trasts that  are  very  attractive. 

Russian  pony  is  one  of  the  furs  that  should  not  be 
left  out  of  the  lis(t  of  popular  lines.  This  fur  has 
been  very  liberally  taken  in  the  past,  and  the  future 
looks  bright.  Black  and  natural  pony  are  shown; 
but  the  dyed  variety  is  favored  for  making  up  into 
long  jackets. 


Taber  &  Co.,  Carleton  Place,  have  opened  an 
exclusive  store  for  women's  and  children's  ready-to- 
wear  oarments. 
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Features  of  This  Department. 

Important  development  in  French  fashion  circles 
would  seem  to  suggest  a  change  of  form  in  favor  of 
curves.  This  is  important  to  the  buyer,  and  more 
particularly  to  the  corset  department. 

Authentic  style  information,  in  which  several 
novelties  for  the  summer  season  are  noted. 

How  to  handle  ready-to-wear  from  a  small  begin- 
ning. 

The  Kurzman  workroom  and  alteration  system. 


The  New   French    Fashions 

Latest  Ideas  Will  Make  for  the  Use  of  More 
Materials  —  Is  the  Introduction  of  Curves  Con- 
templated? —  How  it  Will  Affect  Corset  Situation 

French  fashion  makers  are  turning  again  to 
period  gowns,  and  reports  of  the  Spring  openings 
state  that  tlie  leading  model  houses  are  dramng  their 
insporation  from  the  periods  of  Louis  XIV.,  XV. 
and  XVI.  This  is  because  they  are  striving  to  bring 
about  styles  that,  to  put  it  plainly,  will  he  more 
satisfactory  to  the  fabric  manufacturers.  Present, 
styles,  witli  their  narrow  skirts  and  short  coats  do  not 
use  enough  material,  and  other  features  are  econo- 
mical of  fabric  in  various  ways. 

No  one  in  the  trade  disputes  thie  beneficial  effect, 
of  a  total  style  change,  but  when  one  leading  fashion 
idea  is  changed  for  a  totally  opposite  one,  there  is 
alwaj'S  a  certain  amount  of  friction  and  loss  in  the 
maturing  of  the  proce.-;. 

Therefore,  when  such  a  change  is  i.ipnding,  r.uy- 
ers  mui?t  keep  a  careful  eye  on  fashion  pi'oceeding*. 
Paris,  the  trade  is  reminded,  often  produces  fasliions 
that  for  some  good  and  sufficient  reason  influences 
only  a  very  limited  number,  and  which,  Ijecause  of 
some  lack  of  adaptability  or  suitability,  fails  to  in- 
fluence the  selling  of  the  merchandise  produced  for 
the  u.se  of  the  million — the  people  that  are  catered  for 
by  the  preponderating  trade. 

Much  depends  upon  the  form  in  wliicli  these  new 
fasihions  are  presented,  on  how  far  they  are 
modernized  and  treated  to  bring  them  into  harmony 
with  prcisent  day  needs  and  ideas. 


One  source  of  uncertainty  is  the  knowledge  that 
the  periods  chosen  were  all  times  when  women  were 
bound  up  and  imprisoned  in  a  form  of  corset  far 
removed  from  the  prasent-day  comfortable  and 
flexible  models. 

If  any  attempt  is  made  to  change  the  perfected 
straight-front  corset  and  to  substitute  any  of  the  old- 
time  curved  stiff  abominations,  a  long  process  of  edu- 
cation is  liefore  the  trade.  Either  that  or  the  failure 
to  accept  the  new  fashion  influences.  A  generation 
of  women  have  grown  up  since  the  change  in  corset 
models  was  made,  and  during  all  that  period  manu- 
facturers have  gone  on  perfecting  the  present  model 
UTitil  the  flexible  and  comfortable  models  were  pro- 
duced. Women  who  have  become  accustomed  to 
corset  freedom  and  comfort  will  l>e  hard  to  force  into 
restrictive  models,  however  seductively  the  charm  of 
artificial  cui'ves  are  described.  Moreover,  their  habits 
of  life  are  against  such  a  change. 

The  straight  front  corset,  too,  Ls  the  foundation 
upon  whicih  the  whole  of  the  ready-made  pit)cess  of 
modern  garment  manufacturing  is  built,  and  while 
the  same  general  lines  are  maintained,  the  garment 
manufacturer  can  realdily  adapt  his  patterns  to  the 
modifications  and  changes.  Should  curves  be  substi- 
tuted for  natural  lines,  it  would  tend  to  di.srupt  the 
wliole  process  of  modem  garment  manufacturing, 
and  might,  if  carried  far,  create  an  alteration  prob- 
lem so  expensive  that  it  would  materially  handicap 
the  business  done  in  that  department. 

On  the  manner  in  which  Paris  is  modernizing 
the  Louis  styles,  or  on  how  adaptable  the  American 
garment    manufacturer    finds    these    modernizations 
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Ne\V  York  Model  —  Smart  street  dress  of  black 
and  blue  chitlon  taifeta,  the  waist  finished 
with  a  pleated  pepluin  and  the  sleeves  having 
pinked  out  epaulettes  of  the  silk,  and  with 
large  collar  and  culfa  of  cotton  Bengaline 
trimmed  with  Irish  crochet. 


would  seem  to  depend  in  no  small  degree,  the  mea- 
sure of  these  new  influencs.  As  the  Spring  openings 
are  only  over,  more  definite  reports  a/nd  the  advent 
of  the  models  themselves  is  anxiously  awaited. 


Variety  is  the  keynote  in  sleeve  styles  featured 
in  models  at  Paris  openings.  Long,  ^A  and  short 
are  used  indiscriminately.  Draped  skirts,  panniers, 
pleated  skirts  and  fuller  straight  cut  skirts  intro- 
duced. Latest  coat  is  cut  above  the  waist  line  in 
front  and  finished  with  long  tails  at  the  back. 
Three-quarter  lengths  in  coats  introduced.  Many 
flowered  silks — taffetas  featured  in  changeable, 
flowered,  and  open-worked  designs.  Coteles  favored. 
Serge,  drap  eponge,  ratine  and  rough  cloths  are  the 
leading  woolens. 


Touch  of  Black  in  Waists 

Development    in    High-class    Lingeries  —  Newest 

Models    Surplice    in    Effect  —  Use    of    Net    Frills 

That  Can  be    Removed  When  Soiled 

Women  are  reluctant  to  part  with  the  effects 
produced  by  the  veiling  of  one  fabric  with  ano'tlhea', 
and  dainty  chilTon  waists  in  all  the  fashionable 
shades  and  tints  are  showing  in  delightful  array. 

Combinations  of  black  and  wliite  are  probably 
mois-t  prominent,  but  such  shades  as  Gobelin,  Copen- 
hagen, navy,  pewter,  smoke,  partridge  and  tan,  yel- 
low and  champagne,  cerise  and  rose  red  are  showing. 
Many  are  beaded  and  embroidered,  but  hems  of  soft 
satin  hemstitched  on,  form  the  new  trimming.  The 
newest  waists  are  surplice  in  effect,  the  V  front,  and 
back  being  filled  in  with  yokes  of  sheer  net,  with 
high -boned  perfectly  fitting  collars.  Quaker  collars 
and  cuffs  of  hemstitched  lawn  or  small  Jane  Eyre 
collars  of  lace  finish  almost  all  the  new  blouses. 

It  should  be  noted  that,  at  Eaton's  opening,  all 
the  models  wore  lingerie  blouses  with  the  S})ring 
suits,  and  this  was  irrespective  of  fabric  no  matter 
whether  the  suit  was  of  whipcord  in  black  and  white, 
in  tan  or  navy,  or  of  the  new  taffeta.  Undoubtedly, 
the  strong  vogue  of  white  is  helping  the  sale  of 
lingerie  blouses,  and  the  fact  that  white  is  considered 
appropriate  to  trim  all  the  new  colors  is  reconciling 
the  smart  woman  to  the  wearing  of  the  white  washing 
Ijlouse.  The  effect  of  this  tendency  is  shown  in  the 
increasing  production  of  handsome  and  expensive 
lingerie  waists. 

Tlie  terra  lingerie  is  no  longer  confined  to  waists 
of  lawn  and  mull.  Sheer  voile,  sheer  crash-like  fine 
crepes  are  new  fabrics  that  are  made  up  into  smart 
lingeries.  There  is  an  increasing  tendency  to  use 
allover  lace,  particularly  in  Val.  and  in  sihadow 
effects,  and  the  combination  of  two  or  three  laces 
with  hand-wrought  and  fine  Swiss  embroideries  in 
the  make-up  of  the  one  blouse  is  on  the  increase.  A 
frill  of  some  kind  is  indispensable  on  the  sleeve  of 
the  smart  blouse,  and  a  new  feature  is  the  use  of  net 
frills  that  can  be  removed  when  soiled.  On  the  ultra- 
smart  blouse,  this  frill  is  often  half  black  and  half 
white,  and  there  is  a  frill  finish  to  m^atoh  at  the 
neck. 

With  the  high  style  blouse  in  white  lingerie, 
there  \xi\\  be  no  question  of  the  sale  of  popular-priced 
lingerie  waists.  They  are  an  indispenisable  garment 
for  all  the  j^ear  round  wear. 


The  children's  department  has  been  given  in- 
creased space,  and  moved  up  next  to  the  millinery 
section  in  Eaton's  Toronto  store. 
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Garments 

that 

Fit 

Made  Since  1902 

Made  Since  1902 

Garments 
that 
Sell 

IMPORTED  MODEL 

Diagonals 
Whipcords,   Serges,  Tweeds 

$10.00  to  $13.50 


1 


-.>\ 


D 


Spring  1912 

DISTINCTIVELY 
A  SUIT  SEASON 

SERGES — Tan  Predominating — 

Suits  from  $10.00  to  $22.50 

It  -will  pay  you  to  have  a 

Sample  Garment. 


WHIPCORDS— Tans  and  Greys— 

All-Wool  Canadian  Whipcords 

Smart  New  Novelties,    $15.00  to  $19.50 

Tailored — Perfectly  Finished 


TWEEDS- 

Novelty  Flecked  Tweeds 

New  Models,  $11.00  to  $15.00 

Send  for  a  Sample  Suit. 


SPRING  AND  SUMMER  COATS 

Novelties  in  New  York  Styles 

Tan  Serges  and  Tweeds 

$8.50  to  $15.00 

Sample   Assortments   sent  on    request. 


SORTING  ORDERS 

As  Easter  is  early,  there  w^ill  be  a 
tremendous  rush  for  Novelty  Coats 
and  Suits  during  the  month  of  March. 

Anticipate  your  requirements  now 
and  let  us  send  you  a  few  sample 
garments  of  the  latest  additions  to 
our  range. 

If  you  have  not  received  New 
Catalogue,  send   for  a  copy. 


NEW  SPRING  MODEL 

One-Sided  Effect 
Tweeds,   Panamas  and  W^orsteds 

$10.50  to  $13.50 


PULLAN 
BUILDING 
TORONTO 


M.  PuUan  &  Sons 

AN  EXCLUSIVE  CLOAK,  SUIT  AND  SKIRT  HOUSE 


Bay  and  Wellington, 


Toronto 


Branch  Office : 

LINDSAY 

BUILDING 

MONTREAL 


Flease  mention  The  Review  to  Advertisers  and  Tlieir  Travelers. 
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Black  Net  on  Lingeries 

New  Feature  in  Trimming  —  Net  or  Chiffon 
Sashes  Used  on  Silk  as  Well  as  Net,  Lace  or 
Lingerie  Garments— One  or  More  Heavy  Laces 
Sometimes  Used — Prominence  Given   Dresses 

Great  preparations  have  been  made  by  the  manu- 
facturers of  dresses  for  the  coming  season.  Promin- 
ence is  given  to  all  kinds,  and  the  increasing  space 
devoted  to  dresses  in  ready-to-wear  demonstrates 
their  importance.  There  is  a  wonderful  showing 
made,  and  no  feature  is  more  striking  than  the 
smartness  of  style  and  the  exactness  of  cut  and  lit 
put  into  simple  cotton  house  and  street  gowns. 

Just  now,  general  intere.st  is  taken  in  ?i[k  dresses, 
and  the  latest  models  are  showing  in  taffeta  silk. 
The  majority  of  the  models  show^n  are  imported,  and 
most  buyers  in  the  larger  stores  are  showing  dresses 
of  these  sillcs.  Opinions  are  divided  and  sales  will 
be  carefully  watched  to  learn  how  the  buying  p'il)lic 
regards  them. 

Now  that  the  embroidered  lingede  has  pas.'^od 
into  the  popular  selling  class,  something  else  has  to 
be  devised  for  the  high-gTade  lingerie  gown.  The 
new  lingeries  are  developed  in  voile,  allover  vals,  and 
shadow  laces,  embroidered  nets  and  also  in  a  very 
sheer  crash-like  crepe  fabric.  Veils  also  and  the 
above-mentioned  crepe  show  hairline  stripes  that 
look  like  lines  of  pinch  tucks,  though  very  little 
tucking  is  used  this  season.  As  a  rule,  too,  s)nio 
embroidery  in  the  form  of  allovers  and,  galoons  is 
used.  Bands  in  laces  and  embroideries  are  a  fea- 
ture. Tunics  have  lace  bands  put  on  in  serpentine 
scrolls,  part  of  the  scroll  being  filled  in  by  a  heavier 
kind  of  lace,  and  the  rounding  of  the  scrolls  form- 
ing a  scalloped  finish.  The  tunic  is  made  of  piece 
lace,  voile,  crepe  or  net,  and  is  either  knee  length 
or  longer,  and  is  posed  over  a  skirt  edged  with  two, 
three  or  four  frills,  according  to  the  length  of  the 
tunic.  The  heavy  trimming  edge  weights  the  tunic 
down,  which  is  neca^sary,  as  there  is  some  fullness 
at  the  waist.  The  frills  are  very  scant  and  often 
have  an  edge  of  ball  fringe.  The  wai.st  line  is 
slightly  raised,  and  the  waist  is  either  in  jumper  or 
surplice  cut,  the  neck  being  filled  in  with  a  full 
tucker  of  net  often  cut  with  a  slight  point  in  front. 
Often  this  tucker  finishes  with  a  pleated  frill.  Necks 
are  collarle.ss  and  are  cut  lower  than  last  year. 

A  totall}^  new  feature  is  the  using  of  bands  of 
black  net  to  trim  lingerie  dresses.  Pleated  frills  of 
net,  half  black  and  half  white,  are  used  on  the  skirts, 
the  number  varying  from  two  to  five,  according  to 
the  length  of  the  tunic.  Similar  frills  are  used  to 
edge  sleeves,  and  there  is  a  sash  of  black  and  white 
net.  It  is  also  worth  mentioning  that  these  net  or 
chifi^on  sashes  are  u.sed  on  silk  as  well  as  net,  lace 
and  lingerie  dresses;  also,  that  all  sleeves  whether 


%,  short  or  full  length,  have  a  frill  fini.sli  of  pleated 
net.  Some  ^/i  .sleeves  have  the  pleating  turned  both 
ways,  forming  a  decidedly  important  cuff. 

Macrame  is  the  latest  lace  to  be  used  on  lingeries, 
hut  very  few  dresses  are  trimmed  only  with  the  one 
lace.  As  a  rule,  there  is  the  allover  lace  that  forms 
the  gown,  and  the  trimmings  consist  of  one  or  two 
heavy  laces  such  as  Macrame,  Cluny  or  Irish  lace, 
combined  with  Val.,  duchesse  or  shadow  banding. 


Dainty  Frocks  for  Children 

New  Idea  in  Use  of   Plain  Fabrics — Flounces 
and  Frilly  Effects  for  Small  Folk  May  be  Look- 
ed For — Apron  "Waist  Being  Adapted. 

The  store  that  has  not  a  live  misses'  and  chil- 
dren's section  in  its  ready-to-wear  department  is 
missing  its  opportunities,  and,  indeed,  one  might 
almost  say  the  same  of  the  sitore  that  is  not  enlarging 
the  space  devoted  to  this  section  this  Spring.  It  is 
strikingly  evident  that  mother  is  no  longer  calling 
in  the  dressmaker,  or  spending  weary  moments  bend- 
ing over  the  sewing  machine.  This  is  because  she 
finds  that  the  children's  department  is  both  a  saver 
of  time  and  money,  as  she  can  fit  out  the  yoimger 
members  of  the  family  with  smart  little  frocks  suited 
to  all  needs. 

There  are  useful  gingham  and  print  frocks  for 
school  wear,  and  there  is  the  dress  of  rep,  duck  or 
pique  for  the  better  dress,  while,  for  extra  occasions, 
dainty  lingerie  frocks  can  be  obtaiined  that  rival  the 
hand-made  French  confections. 

In  all  lines,  the  fact  that  materials  are  bought 
in  quantity  and  that  every  process  is  carefully  and 
economically  conducted,  puts  the  dress  on  sale  at  a 
very  moderate  price. 

The  new  idea  seems  to  be  the  use  of  plain  fabrics. 
Blue  and  pink  are  always  staple  for  children's  wear, 
and  most  proi)ably  always  will  be.  Gingham  and 
chambrays  are  used,  but  instead  of  the  plain  cloth 
forming  the  trimming  the  case  is  reversed  and  the 
plain  cloth  is  trimmed  with  plaid  or  striped  fabric, 
and  a  very  decided  preference  is  now  given  to  black 
and  white  plaid  or  .ettripe  for  this  pui-pose. 

The  better  dress  this  season  comes  in  pique, 
duck,  rep  or  poplin  and  kindred  weaves  and  white, 
tan  and  champagne,  as  well  as  Copenhagen  and 
pink,  are  the  selling  colors.  The  white  dress  will  be 
embroidered  or  trimmed  with  embroidery,  or  if  verj' 
smart,  with  heavy  lace.  Colored  dresses  favor  the 
band  trimmings  of  white  pique  or  one  of  the  many 
new  cord  fabrics. 

As  small  women's  styles  always  follow  those  of 
their  elders,  it  is  not  astonishing  to  see  that  designers 
have  taken  up  the  apron  waist  and  adapted  it  most 
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Girls'  and  Grown-Ups'  Dresses 


RE  YOU  PREPARED  to 

^  select  a  few  real  business 
getters  for  Spring  and  Summer 
selling? 

We  may  try  to  tell  you  how 
beautiful  our  range  is,  how  the 
values  compare  with  others  and  all 
the  best  features  of  our  line,  but 
the  mere  saying  so  on  our  part  is 
not  proof. 

We  wouldn't  take  this  as  proof 
from  others,  nor  do  we  ask  you 
to.  All  we  ask  is  that  you  give 
our  representative  a  chance  to  show 
you  through  our  fine  range  for 
Spring  1912. 

Remember,  we  are  specialists  in 
Dresses  Only. 

Do  not  fail  to  see  the  "Novelty" 
line  before  you  complete  your 
buying. 


No.  1520 

Cream  Stripe  Serge  Dress 

Irish   Lace   Collar   and   Cuffs 


THE 


Ladies'  Novelty  Mfg.  Co.,  Limited 

126  W^ELLINGTON   STREET  W^EST,    TORONTO 


W.  E.   ROBINSON,  Pres. 


H.   D.  SOMERVILLE,  Man.  Director 
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Dress  of  silk  oiubi-oiiicred  voile,  posed  and 
photogi-aphed  for  Ihe  "Keviow."  The  straigiit 
skirl  is  finished  with  three  rows  of  rich  silk 
fringe  to  match,  and  the  same  fringe  finishes 
the  fichu  collar  and  three-quarter  length 
sleeves.  The  waistline  is  only  slightly  raised 
and  is  finished  with  a  girdle  to  match  with 
tasselled  ends.  Courtesy  of  The  Novi-Modi 
Costume  Co.,  Toronto. 


cleverly   for  children \s   wear.      This   wai.st   shows   a 
tunic-like  extension  both  back  and  front,  and  in  the 
.case  of  small  children     it     is     expanded    into    an 
elaborately  trimmed  panel  both  front  and  back. 

With  the  revival  of  frills  on  ladies'  dresses, 
flounces  and  frilly  effects  for  small  folks  may  be 
looked  for. 

The  Robinson  Co.,  Napanee,  are  preparing  to 
celebrate  their  25th  anniversary.  The  firm  has  just 
reached  the  end  of  a  gratifying    quarter    century. 


Taffeta  Suits  the  Novelty 

More    Expensive    Lines   Have    First  Showing  and 

Good  Suit  Season  is  Now  in  Progress  —  Broader 

Market  Demands  Specialization 

The  decidedly  new,  yet  not  extreme,  lines  of  the 
new  Spring  suits  are  meeting  with  w'ell  merited  ap- 
preciation. Oity  stores  opened  the  season  early,  and 
so  confident  were  buyers  of  the  selling  properties 
contained  in  'the  new  models,  that  contrary  to  rule, 
the  fir.st  appeal  to  customers  was  made  with  suits  at 
such  a  pi'ice  that  the  merits  of  the  new  style  points 
could  be  fully  disj^layed.  U.sually  the  first  suits 
.•^hown  are  obviously  a  clean-up,  both  of  .styles  and 
fabrics,  and  the  price  inducement  is  the  most  telling 
jtoiint.  This  Spring  the  first  suits  shown  were  made 
(if  the  new  fabrics,  and  showed  the  very  latest  ideas 
ill   ftishioning,  and  were  priced  to  correspond. 

Therefore,  it  is  not  only  a  good  suit  season,  but 
a  season  in  which  the  better  grade  suits  are  selling. 
No  doubt  the  fact  that  it  is  a  difficult  matter  to  pro- 
duce a  suit  in  the  wanted  materials  to  sell  at  a  cheap 
|)rice  is  a  contributory  factor.  This  is  a  complaint 
that  is  heard  not  only  relative  to  the  cheap  suit,  but 
also  to  the  cheaper  grade  of  winter  coats,  and  the 
remedy  most  probably  will  come  through  increasing 
specialization  as  the  market  broadens.  When  the 
whole  iilant  and  management  is  run  with  one  .special 
object  in  view,  wonderful  results  are  obtained,  and 
as  soon  as  the  demand  is  broad  enough  to  warrant 
specialization  upon  one  grade  of  suit  .some  manufac- 
turer will  step  into  the  open  and  proceed,  not  only 
to  fill  the  demand,  Ijut  also  make  money  out  of  it. 

The  only  novelty  the  openings  'has  brought  to 
light  is  the  taffeta  .suit.  These  suits  are  showing  in 
navy  and  in  black,  and  are  cut  and  .shaped  on  the 
same  lines  as  the  cloth  .suit.s.  Thej^  are  .simply-niade 
two-piece  suits  with  the  collar  and  cufi^s  in  lingerie, 
and  detachable  or  made  of  white  silk  overlaid  with 
either  Chantdlly  or  Spanish  lace.  • 


Before  he  commences  his  Fall  campaign  the 
man  whose  mission  in  life  is  the  buying  of 
women's  ready-to-wear  garments  should  paste  in 
his  hat  in  as  big  letters  as  the  size  of  it  will 
admit  "Reversible  Cloaks."  Did  I  get  my  legiti- 
mate share  of  profit  from  the  sale  of  reversible 
cloaks  last  season?  is  the  question  he  should  put 
to  himself.  If  he  made  good  on  reversibles  he 
can  do  it  again.  He  knows  when  and  how  he 
bought  them.  If  not,  he  knows  still  better  the 
reason,  for  it  must  have  made  a  still  stronger 
impression.     Enough  said. 
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THE  EGYPTINE 
UNDERSKIRT 
IS  FINE  VALUE 


E  g  y  p  t  i  n  e  Underskirts  represent  the 
BEST  VALUE  of  any  silk  mixture 
skirts  on  the  market. 

The  material  is  GUARANTEED  to 
us — we  guarantee  every  garment  to  you 
with  this  guarantee  label. 


The  value  is  in  the  MATERIAL,  in 
the  wearing  quality  of  the  goods. 
Egyptine  has  all  the  rich  rustle  of  pure 
silk,  but  wears  three  times  as  long. 

Egyptine  look  well,  wear  well,  hold 
their  shape  and  are  guaranteed  satis- 
factory. 

Value  for  Value,  Egyptines  are  beyond 
comparison.  Be  sure  of  this  label  on 
the  band. 


V 


'-fflcntlca£ 


^O^^mtd. 
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The  display  Front  of  the  New  Kurzruan  Store,  New  York. 


The  New  Kurzman  Store  and  Its  Methods 

Beautiful  Building  in  Which  Famous  New  York  House  Will  Extend^  Its 
Enterprise  —  How  Special  Orders  and  Garment  Alterations  are  Handled 
—  Books  on  Check  System  —  Operatives  Do  Not  Know  for  Whom  They  Work 


A  STORE  in  which  aesthetic  appearance  has 
been  combined  in  a  unique  way  wdth  com- 
pleteness of  equipment  is  that  which  has 
been  recently  occupied  by  Kurzman,  corner  of  36th 
St.  and  Fifth  Ave.,  New  York.  This  house  which 
has  for  years,  occupied  an  outstanding  position  in 
the  millinery  world,  is  now  extending  its  operations 
by  adding  all  lines  of  outer  apparel  for  women. 

The  new  building  is  five  stories,  50  feet  on  Fifth 
avenue,  and  100  on  36th  street.  It  is  of  stucco,  with 
Italian  marble  pilasters  and  cornices,  and  has  three 
entrances. 

At  the  back  is  an  Italian  garden,  25  feet  deej) 
and  50  feet  wide. 

The  interior  building  comprises  the  best  of 
everything  in  modern  construction  designed  for  the 
comfort  of  all  concerned — patrons,  selling  force  and 
work  people — as  well  as  great  beauty  and  dignity  of 
design. 

There  is  a  mezzanine  floor  above  the  main  floor, 
which  shows  a  balcony  on  four  sides.  The  main 
floor  is  carpeted  in  vivid  mo.ss  green,  while  wood- 
work and  furnishings  are  of  Circassian  walnut.  In 
the  second,  or  mezzanine  floor,  the  woodwork  is 
white  enamel,  while  the  velvet  carpets  are  a  deep 
red. 

The  third  floor  is  called  the  Poiret  floor,  as  the 
general  scheme  and  colorings  are  patterned  after  the 
celebrated  Paris  house. 

In  this,  walls  and  woodwork  are  silver  gray, 
while  carpet  and  upholstering  are  old  rose.    On  this 


floor  are  gowns,  robes  and  suits.  None  of  these  are 
exposed  to  view,  all  being  kept  in  cabinets  that  line 
the  walls,  concealed  by  alternating  sliding  panels  of 
silver  gray  wood  and  mirrors.  A  touch  of  a  button 
at  the  side  of  one  of  the  panels  turns  on  an  electric 
light  inside  of  the  cabinet,  each  of  which  is  about 
four  feet  by  six.  The  gowns,  etc.,  are  hung  upon 
racks  that  can  be  pulled  out  into  the  room  for  the' 
display  of  goods.  The  hats,  neckwear  and  veils  that 
are  displayed  on  the  floors  below  are  in  large  "silent 
salesmen"  show  cases. 

The  upper  floors  of  the  building  are  devoted  to 
offices,  workrooms,  etc. 

Points  About  Equipment. 

A  few  of  the  points  of  excellence  about  this  new 
building  are :  The  perfect  outside  light  and  ventila- 
tion on  three  sides.  The  perfect  telephone  service, 
there  being  20  telephone  booths  throughout  the 
building.  The  heating  system  in  which  all  unsight- 
ly radiators  are  hidden  from  view.  The  patterned 
parquet  floors  throughout,  over  which  the  velvet  car- 
pets are  laid.  The  enormous  crystal  and  gilt  chan- 
deliers. 

System  in  Wookrooms. 

No  ordinary  workroom  problem  confronts  the 
operatives  in  this  department,  states  Nugent's  Bulle- 
tin, in  describing  the  system  whereby  Kurzmans 
conduct  their  alteration  and  tailoring  wookrooms. 

Here  there  is  no  stock  selected,  for  instance, 
from  a  "line"  of  suits,  coats  and  costumes  with  but 
little  variance  in  the  alteration  requirements.  Here, 
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F  1412 

Dress  in  fine  Grey  Tweed,  showing 
Belted  Peplum  effect,  set-in  Kimona 
Sleeve. 

Black  Silk  Messaline  Tie  and 
Fringe,  "Waist  and  Skirt  trimmed 
Military  Braid,  Loops  and  Buttons. 

Sizes  32  to  42. 

$12.50  Each 


Spring  is  a 

Season  of 

Newness 


OUR    Spring   line    is 
complete  and  ap- 
proved by  orders 
that   we    have    received. 

We  show  here  a  line  of 
Dresses  "  that  are  up-to- 
date"  fashion  of  refine- 
ment that  appeals  to  your 
good  trade. 

You  may  expect  the 
perfect  expression  of  the 
latest  style  ideas  with  the 
niceties  of  manufacture, 
that  account  for  our 
distinction  in  the  Ready- 
to-wear  trade. 

If  you  are  not  on  our  list 
drop  us  a  card  and  we 
will  have  a  salesman  call 
on  you,  it  won't  obligate 
your  buying. 


R.  D.  Fairbairn 
Co.,  Limited 

107  Simcoe  St.,     TORONTO 

President — Rhys  D.  Fairbairn 

Vice-Presidents — F.  J.  Knight, 

W.  C.  Cliff. 


F  1408 

Fine  Quality  Black  Voile  Dress.  Panel 
Front  and  Back,  with  new  set-in  Kimona 
Sleeve.  Trimmed  Black  Silk  Embroidery, 
Insertion  and  Applique.  Finished  with 
Ball  Fringe. 

Sizes  32  to  42. 

$13.75  Each 
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then,  must  be  considered  special  treatment  of  indi- 
viduality and  skillful  handling  of  "expression"  in 
garments;  yet  the  method  whereby  all  this  is  effect- 
ed is  not  in  the  least  complex  and  nothing  could  be 
smoother  than  the  manner  in  which  this  depart- 
ment runs. 

System  and  discipline  come  naturally  to  the 
Kurzmans  who  conduct  the  high-class  establishment. 
In  fact,  a  system  from  which  friction  and  resistance 
have  been  well  eliminated  traces  its  way  through 
and  subdivisions  thereof,  impressing  the  visitor  with 
a  sense  of  the  solidarity  of  the  establshment  and  the 
capability  of  its  management. 

The  Kurzman  workroom  has  a  seating  capacity 
of  400  and  the  space  allotted  to  the  tailoring  depart- 
ment is  50  X  100  feet.  This  section  ha,s  been  passed 
on  by  the  inspectors  and  is  rated  as  the  finest  and 
most  sanitary  workroom  in  the  state.  It  has  every 
convenience  and  facility  for  enabling  the  operative^' 
to  do  their  best  work  under  the  most  pleasant  cir- 
cumstances. Ordinarily,  there  are  102  hands  em- 
ployed on  tailoring  and  dressmaking,  although,  in  a 
rush  season,  this  number  would  be  considerably  in- 
creased. 

Made  Up  of  Experts. 

The  superintendent  of  the  workroom  has  a  fore- 
woman and  an  assistant  in  both  the  dressmaking 
and  tailoring  sections.  The  buyer  has  nothing  to 
say  about  the  conduct  of  the  department.  The  force, 
which  consists  entirely  of  week  workers,  includes,  of 
course,  fitters  and  pressers,  and  there  are  waist  trim- 


mers and  skirt  trimmers.     Each  of  these  classes  is 
made  up  of  experts. 

The  method  is  such  that  the  management  can 
and  must  trace  every  error  to  its  source,  even  to  the 
initials  of  the  one  responsible.  This  plan  runs 
through  the  system  of  bookkeeping,  and  no  employe 
is  able  to  deny  what  he  has  done  in  the  day's  work. 
This  system  is  not  used  with  an  idea  of  being  over 
strict,  but  with  the  intention  of  having  the  store 
method  as  perfect  as  possible. 

Charge  for  all  Major  Alterations. 

Kurzman  charges  for  all  major  alterations,  but 
not  for  minor  ones.  On  account  of  the  nature  of 
specialty  shop,  or  department  store,  because  of  the 
complication  which  would  arise  in  the  alteration. 
For  instance,  in  gowns  among  whose  chief  features 
are  originality  and  individuality,  intricacy  of  de- 
sign occasionally  is  a  point,  especially  when  the 
models  are  adapted  from  Parisian  designs;  hence, 
it  is  difScult  to  say  just  what  should  be  the  charge 
for  alterations  on  these  garments,  as  the  varied  al- 
terations themselves  do  not  admit  of  being  placed 
in  a  class. 

All  books  used  in  Kurzmans  are  made  on  the 
check  system.  There  is  an  original  form  sheet, 
with  perforations,  to  be  used  as  indicated  and  a  car- 
bon copy  to  be  retained  in  the  book. 

Handling  Special  Orders. 
One  of  these  books  is  devoted  to  the  entry  of 
special  orders. 


No. 
M 


SPECIAL  ORDER 

DRESSMAKING    DEPARTMENT. 
293  D... 


SPECIAL  ORDER  WORK  ROOM 


;   No. 

I    Dcscri[^tioc 


293 


Address 

i            ME.'^SURES 

1-Bt  Fitting 

'Bust 

2-nd  Fitting 

:  Waist 

3-rd  Fitting 

Description 

;  Cliest 

4th  Fitting 

Office  O.  K. 

Price 

;Neck 

To  Finish 

Ex  charge 

iBack  of  Neck  to  Bust 

Dc  scrip!  io 

n  of  Waist 

Descriptio 

n  of  Skirl 

;To  waist 

iLcngth  of  Back 

' 

Deposit 

■Across  Back 

Balance  Due 

iUmler   arm 

W,   R.   To  finish 

1  Around   upper  arm 

To  be  delivered 

[Lower  arm 

Filters 

Taken  by 

1  Sleeve  to  Elbow 

;     "       to  Wrist 

REMARKS 

1      "        Inside 

1  Skirt  Front 

> 

'      .. 

'      "     ir 

Sleeve 

, 

Form  used  by  Kurzman  in  connection  with   ** special  order"  system. 
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The  Best 
Merchants 

Handle 
Culture 
Garments 


SPRING  SORTING  SEASON  will 
find  us  complete  in  all  the  new 
whipcords,  serges,  flake  tweeds 
in  all  the  new  shades  of  tans, 
wood  browns  and  navy  blues  ; 
in  fact,  we  carry  one  of  the  larg- 
est sorting  stocks  of  material 
in  Toronto. 

Give  us  a  few  days'  notice  to 
make   up    your    garments. 

We  will  endeavor  to  give  you 
our  best  service  as  in  the  past. 

Reach  out  after  the  skirt  busi- 
ness by  having  a  range  of  our 
new  Spring  skirts. 
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ALTERATION 


DRESS-MAKING    DEPARTMENT. 


_No .1098 

M 

Date                  

— Description 

Office  O.  K. 

Prire 

Ex  charge 

Hp  posit 
Balance  Due 

W.  R.  To  finish 

To  be  delivered 

Fitter 

SMd  by 

REMARKS 


ALTERATION   WORK   ROOM 


No. 


.1098 


Date.. 


Description 

Fitter 

Bust Neck - 

Skirt  Front  ^ 

Skirt  Back 

Waist . 


Sold  by 


.  Skirt  Right  side  _ 
Skirt  Left  side  _ 


-Hips 


l-st  Fitting  _ 
2-lid  Fitting  _ 
3-rf  Fitting  _ 
To  Finish 


ALTERATIONS 


Reproduction    of    Altei-ation    Checks    in    Use    at    Kurzman's, 
^ew  I'oi-k. 


If  a  customer  desires  to  have  the  style  of  a  gar- 
ment changed  in  any  way,  the  special  order  slip, 
accompanied  by  what  is  known  as  a  "style  change" 
check,  is  sent  to  the  main  ofhce  and  carbon  copies 
are  retained  in  the  sales  floor  ofiice.  If  the  custo- 
mer desires  a  change  in  the  date  of  her  appointment 
for  a  fitting,  an  "appointment  change"  check  is  sent 
to  the  office  and  carbon  copies  are  retained  in  the 
sales  floor  office.  All  checks  are  received  in  the  work- 
room and  approved  by  the  superintendent's  initials. 
On  the  appointment  check  is  the  name  of  the  cus- 
tomer, the  number  of  the  order  and  the  date  of  fit- 
ting, and  all  these  items  are  checked  off^  in  books 
that  are  kept  in  the  workroom.  A  ticket  is  made 
out  when  any  garment  is  returned  for  alteration 
just  the  same  as  when  it  is  delivered. 

The  Ladies'  Own  Tag. 

When  the  customer  wishes  to  have  an  alteration 
made  on  a  garment,  which  has  been  delivered  to  her 


and  returned  for  that  purpose,  it  is  accompanied  to 
the  workroom  by  what  is  known  as  a  "Ladies'  Own" 
tag.  After  the  garment  has  gone  to  the  receiving 
room,  the  receiving  clerk  signs  the  slip  from  the 
sales  floor  and  makes  the  proper  entries  in  his  book. 
The  receiving  clerk  then  numbers  it  and  compares 
the  customer's  name  and  address  and  "0.  K.'s"  the 
item  in  the  proper  spa'ce  in  his  book.  A  duplicate 
"Ladies'  Own"  tag  is  retained  in  the  receiving  room 
to  be  placed  on  the  package  and  a  similar  one  is 
placed  on  the  garment.  If  a  garment  is  to  be  draped 
difi^erentl)^,  or  if  some  other  major  alteration  is  to 


TO    BE    ATTACHED    TO 

Ladies'  Own  Goods 


Tas 


K  U  R  Z  M  A  N 

385  Fifth  Ave. 
1251  NEW  YORK 


Used    on    Gurineuts    Returned    for   Alterations    After   Having 
Been    Delivered. 


be  made,  it  must  be  so  entered  and  must  have  a 
sales  check  for  alteration  in  addition. 

A  tag  so  placed  on  a  customer's  garment  has  the 
"control,"  or  customer's  number,  so  that  operatives 
do  not  know  for  whom  they  are  working,  having 
only  the  customer's  number  cas  a  guide.  In  this  way 
favoritism  is  made  impossible. 


KURZM AN 

Fifth  Ave,  &  36th  St. 

New  York 

Please  Send 

CALL 

;     M)._. T)ate,.^_       191  ^ 

■\~(i,me 

Address 

Time  to  call 

JHJclfi   _ 

Disposlftoii.     

Call  ho7.v  received- 
lie}  fiarlcs : 


0.  IC 


Signed. , 


Convenient    I'ad    to    Contain    Record    of    Teleplione    Call. 
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I  f  PREPARE 

II  FOR  THE 
TOURIST 

AND  MOTOR 
BUSINESS 

Every  year  the  demand  for  Motor  and  Tourist 
Coats  increases.    This  Spring  and  Summer  will 
be  a  record  breaker.    Are  you  prepared  for  it  with 
a  good  range  of 

"THISTLE"  BRAND 
Tourist  and  Motor  Coats, 
Waterproofs  and  Rainproofs  ? 

It  doesn't  pay  to  handle  cheap  unreliable  grades, 
for  this  is  a  particular  trade  and  only  good  goods 
are  wanted. 

"THISTLE"  Brand  Waterproof  garments  stand 
for  quality  and  style. 

It  will  pay  you  to  call  on  us  when  in  Montreal. 
Our  representatives  cover  all  Canadian  territory. 

GET  YOUR   NAME  ON  OUR  MAILING2LIST 
FOR  A  CATALOGUE. 

The  Scottish  Rubber  Co. 

316   NOTRE  DAME  ST.  W. 

MONTREAL 
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Orders  by  Phone. 

There  is  a- special  telephone  pad,  a  reproducttion 
of  which  accompanies  this  article,  which  is  especially 
convenient  for  use  in  receiving  orders  over  the  tele- 
phone. The  party  receiving  the  message  has  simply 
to  fill  out  the  blank  form  and  a  tangible  record  of 
the  transaction  is  then  obtained. 

No  tickets  or  price  tags  are  shown  in  the  cases 
or  on  any  goods  on  the  Kurzman  display  floor  and 


L/O 

A,.,,,. 
.  I:      : 

(>.  A". 


/In  t, 


l!)l 


l:r,    ,1  l,.y 


Rever.se    Side   of   Ladies'    Own    Tag   Used    on    Garments    Returned 
for   Alterations. 

no  electric  light  bulbs  are  visible  in  the  cases.  The 
intention  of  showing  values  in  goods  and  not  prices 
is  this  accentuated  and  the  lighting  process  is  hid- 
den, not  only  because  this  is  neater,  but  because 
there  is  no  glaring  bulb  to  distract  the  customer's 
view  of  the  merchandise. 


Eaton's   Style   Promenade 

Suits  and  Gowns  on  Living  Model— Flow- 
ering Apple  Boughs  and  Trailing  "Wisteria 
Transformed  Floors  in  Springlike  Bowers 

Even  a  typical  February  blizzard  did  not  keep 
away  the  crowd  when  Eaton-'s,  Toronto,  showed  im- 
ported Spring  suits  and  gowns  on  living  models. 

The  new  lights  in  the  department  gave  the  effect 
of  mellow  sunshine  falling  on  the  flower-laden  boughs 
of  a  Spring  apple  orchard,  and  the  Springlike  effect 
of  the  flowering  branches  was  enhanced  by  the  songs 
of  bird's,  and  the  splash  of  founitains.  A  long  pergola 
had  been  built  the  full  depth  of  the  store,  and  vuider 
this  floral-twined  arl>or,  the  models,  in  their  stunning- 
gowns,  walked  to  and  fro. 

First  came  the  evening  gowns.  One  was  silver, 
wliite  and  pink,  one  blue  and  yellow,  and  three  were 
black  and  white,  with  just  a  hint  of  color.  Gauzy 
tunics  veiling  the  softesit  of  dull,  rich  satin,  and 
gleaming  with  pearl  and  strass  embroideries  are  still 
the  feature,  but  lace  and  net  are  supplanting  chiffon. 
But  one  tunic,  that  of  Wedgewood  blue  chiffon  over 
canary  yellow  satin,  was  of  chiffon  and  one  was  of 
sheer  crepe,  while  the  other  three  were  of  net  or 
lace.     Quite  the  most  striking,  as  well  as  the  newest, 


from  a  fashion  point  of  view,  was  the  white  satin 
gown  ^\ith  tunic  of  black  Chantilly  lace.  The  lace 
formed  the  surplice  bodice  and  creased  forming  a 
long  tunic  open  in  front  and  draped  into  long  pan- 
niers. The  underdress  was  of  white  Liberty  satin, 
buttoning  up  the  front  with  a  row  of  black  satin 
buttons. 

Trains  were  narrow  and  pointed  or  square,  the 
skirt  being  cut  to  show  the  feet  in  front,  and  the  V 
shaped  opening  made  l)y  the  crossing  of  drapery  in 
front  is  filled  in  with  a  gathered  tucker  that  rounds 
into  a  moderate  decollete.  Where  yoke  is  used,  it  is 
of  t:he  most  transparenit  variety  of  net  with  a  high, 
perfectly  fitting  collar,  that  completely  covers  the 
neck. 

The  suits,  while  smart,  showed  few  style  points 
that  Re\iew  readers  are  not  already  conversant  with. 
The  most  interesting  model  was  a  suit  of  black  taffeta'^ 
with  a  long  collar,  like  a  mde  bias  fold  cut  off  square 
at  the  ends,  of  white  silk  over  which  was  laid  piece 
lace  in  black  Chantilly.  A  blue  serge  suit,  generally 
admired,  had  military  strappings  of  silk  braid,  the 
looped  ends  fastening  under  a  close-set  row  of  smoked 
pearl  buttons.  The  other  two  suits  were  of  grey 
whipcord,  and  one  was  of  somewhat  bizarre  cut, 
while  the  other  suit  showed  both  the  coat  and  the 
collar  finished  in  large  scallops. 

Much  more  interesting  than  either  the  evening 
gowns  or  the  suits  were  the  lingerie  dresses  shown. 
These  were  of  lace  and  voile  with  touches  of  eyelet 
embroidery,  the  new  feature  being  the  use  of  black 
net  as  trimming. 

See  page  151  for  views 
of  Eaton's  display 


Death  of  B.  W.  Thomas 

B.  W.  Thomas,  for  fifty  years  a  prominent  busi- 
ness man  of  Hai'tford,  Ont.,  passed  away  at  liis 
home,  February  20,  after  a  short  illness. 

Decea.^d  was  born  in  Pen-y-cwm,  Pembrokeshire, 
Wales,  85  yeare  ago.  He  .served  his  apprenticeship 
in  Haverfordwest,  afterwards  holding  positions  in 
Liverpool  and  London.  He  came  to  Canada  in  1858, 
and  entered  into  business  with  his  brother  James,  in 
ilamilton.  From  there  they  moved  to  Cayuga,  car 
rying  on  a  general  business. 

In  1862  he  went  to  LTartford  and  bought  the  stock 
of  Robert  Gaynor,  who  had  assigned  to  Adam  Brown, 
of  Hamilton.  After  two  years  he  was  appointed 
postma.ster,  which  position  he  held  ever  .since.  He 
is  survived  by  one  daughter  and  two  sons : — Mrs.  W. 
C.  Wilcox,  of  Brantford;  LI.  E.  Thomas,  Chatham, 
manager  of  the  S.  H.  Knox  store;  R.  J.  Thomas,  who 
has  been  associated  with  his  father  for  the  past  20 
years,  and  who  will  continue  the  business. 
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Dependable 
Styles  and  Values 

Placing-  dependence  in  any  line  means 
that  you  must  have  confidence  in  that 
line  to  the  extent  of  risking  considerable 
money  in  procuring  a  stock  large  enough 
to  do  business  on. 

In  offering  you  the  new  range  of 

PRINCESS 


COATS  OlSBlHd  SUITS 


'  ATTIRB 


we  do  so  with  the  greatest  confidence 
that  they  will  prove  dependable  in  both 
style  and  value. 

Our  designers  aim  at  style  exclusiveness 
in  every  garment — they  aim  at  getting 
distinctly  different  models.  They  have 
succeeded. 

Our   representatives    will    call    with  the 

complete  range.     Call   when   in    the  city 

and  look  through  the  new  numbers.  We 
always  have  something  new. 


The  Princess  Mfg.  Co.,  Limited 

Toronto  -  -  Ontario 
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Handling  Garments  from  Small  Beginning 

Good    Margin    of    Profit   for    Merchant    Who   Sells    Exclusive    Goods    Before 

or    Early    in    the    Season  —  What    and    How    Much    to    Buy  —  Importance 

of    Studying    the  Customers  —  How    to    Apply   an    Outlay    of   $100 

(By  Howard   R.  Wellington) 


A  GREAT  many  general  merchants,  while 
complaining  bitterly  about  the  fact  of  mail 
order  houses  "stealing"  a  large  amount  of 
business  from  their  home  town,  hesitate  about  carry- 
ing a  line  of  ready-to-wear  garments. 

There  may  be  some  good  reasons  for  such  hesita- 
tion ;  first,  because  they  claim  it  is  necessary  to  carry 
a  large  range  of  garments,  and  again,  on  account  of 
the  outlay.  Now,  there  are  several  things  to  be  con- 
sidered in  the  handling  of  ready-to-wear.  There  is 
a  splendid  margin  of  profit  in  it  for  the  merchant 
when  he  sells  before,  or  early  in  the  season,  this  be- 
ing the  time  of  all  others  when  customers  are  looking 
for  novelty,  exclusive  goods  and  will  pay  the  price. 

Early  Display. 

Some  live  merchants  display  goods  vei*y  early  in 
the  season,  thereby  creating  an  impression  which  will 
stay  with  the  buying  public  until  the  time  comes  to 
purchase  a  garment.  The  only  drawback  to  the  early 
dii?play  of  goods  is  the  probability  of  having  a  large 
stock  of  la&"t  season's  goods  which  must  be  cleared  at 
any  price  before  the  display  of  new  goods  will  inter- 
est the  merchant  sufficiently  to  make  him  enthusi- 
astic over  this  department. 

If  the  merchants,  again,  are  backward  in  the  dis- 
play of  new  ready-to-wear,  customers  become  tired  of 
being  put  off  and  will  likely  have  their  Avants  sup- 
plied by  some  mail  order  house. 

AVhat  to  Buy. 

Goods  well  bought  are  half  sold.  Recently,  I  told 
a  progressive  ready-to-wear  buyer  that  I  would  far 
rather  sell  him  suits  and  coats  than  other  men  who 
drop  in  and  carelessly  select  an  assortment  of  garm- 
ents. Why?  Because  the  party  referred  to  was  very 
careful  in  his  buying,  requiring  certain  slight  chang- 
es to  be  made  in  the  trimmings  and  cloths,  an'd  cre- 
ated the  impression  at  once  that  he  was  a  master  of 
his  department  and  knew  without  a  doubt  exactly 
what  his  customers  would  be  asking  for  early  in  the 
sea.son,  even  to  the  general  style,  colors,  u.«ed  in  trim- 
mings, etc.,  which  his  trade  requires. 

Study  the  Customer. 

To  make  a  success  of  this  ready-to-wear  business 
it  is  absolutely  necessary,  as  it  is  in  most  businesses, 
but  more  especially  in  this  line,  to  ascertain  by  care- 
ful observance  and  enquiry,  the  general  class  of  gar- 
menit  required  for  the  local  trade — you  might  even 


go  so  far  as  to  state  that  in  a  small  town  where  cus- 
tomer and  merchant  are  more  or  less  well  acquaint- 
ed, the  buyer,  when  placing  his  order  for  ready-to- 
wear  garments,  should  have  outlined  in  his  mind  the 
probable  customer  and  her  individual  tastes,  and  se- 
lect a  garment  which  would  probably  appeal  to  her. 
This  would  not  mean  that  your  customer  would  nee- 
essarily  purchase  what  you  had  selected  for  her,  but 
by  studying  the  individual  needs  of  your  customers 
there  would  be  very  little  risk  of  having  garments 
left  over  at  the  end  of  the  season. 

How  Many  to  Buy. 

The  problem  which  naturally  confronts  the  mer- 
chant in  the  small  town  is  the  necessity  of  carrying 
a  certain  amount  of  stock  in  order  to  make  a  "show- 
ing" as  the  customer  to-daj^  must  have  an  assort- 
ment to  choose  from. 

First,  bear  in  mind  that  the  consumer  who  buys 
from  the  mail  order  house  sees  nothing  but  a  "pic- 
ture" of  what  her  garment  will  be  like.  Then,  again, 
a  lady  buyer  would  always  prefer  to  see  some  of  the 
garments  and  possibly  try  on  one  or  two  to  get  an 
iden  of  the  general  style  and  make-up. 

From  personal  experience  I  could  cite  instance 
after  instance  where  a  progressive  merchant  in  a  very 
small  town,  has,  after  careful  deliberation,  placed  an 
order  for  an  assortment  something  like  the  follow- 
ing: 

1   Black  Suit,  size  38,  about  $12.00. 

1   Blue  Suit,      size  34,  about  $11.00. 

1   Tweed  Suit,  size  36.  about  $10.00. 

1  Novelty  Suit,  size  34,  al)out  $14.00 

1  Tailored  Coat,  size  30,  about  $  8.50. 

1  Novelty  Coat,  .size  34.  about  $10.00 

1  Fancy  Tweed,  size  36,  about  $12.50. 

1  Skirt"  Pan.  .size  24140,  about  $  3.50. 

1      "     serge,  size  25141,  about  $4.00. 

1  "  tweed,  .size  23] 39,  about  $3.75. 
An  outlay  of  say,  $90  or  $100,  carefully  chosen 
and  such  a  variety  of  .sizes  that  the  merchant  could 
probably  fit  any  ordinary  figure.  With  the  addition 
of  a  catalogue  and  cloth  clippings,  special  orders  may 
more  readily  be  taken  when  the  lady  customer  has 
something  before  her.  Should  she  not  like  any  style 
which  the  merchant  has  in  stock,  it  is  quite  a  simple 
matter  to  turn  her  attention  to  the  catalogue,  sug- 
gesting some  appropriate  .style  and  another  cloth,  if 
necessary. 

(Concluded  on  page  142.) 
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''A  Summer 
Stunner" 


A  type  description  of  this 

Lawn  Dress  C939 

can  give  you  but  a  small  idea  of  the 
value  we  have  worked  into  it— in 
materials,  in  design  and  in  workman- 
ship. 

TITE   believe   no  dress   at  so  low  a 
price  has  ever  had  so  chic  a  de- 
sign, so  careful  handling  of  the  little 
details  by  which  women  judge  values. 

TWrADE  up  in  White  Lawn,  Mull 
"*•"'*■  finish,  trimmed  with  side  rever, 
Swiss  Embroidery  and  cleverly  imi- 
tated Irish  Crochet  Lace. 


Only  $3.50  Each 


Gale  Manufacturing  Co. 

LIMITED 


Established    1863  TorOIltO  Nearly  50 


years 


Place  YOUR   Order   Now 
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Paris  Revives  Styles  of  the  Louis  Periods 

Touches  of  Louis  XIV.,  XV.  and  XVI.  Modernized  in  Models  Shown  at 
the  Spring  Openings  —  Poiret  Introduces  Straight  Cut  Skirts  With  More 
Fullness  —  Great    Use    of    Fancy    Silks  —  No    Definite    Guiding    Note    on 

the    Sleeve    Question 

(Staff  Correspondence) 


MORE  interest  than  usual  was  taken  in  the 
Spring  openings  of  the  leading  Parisian 
model  houses  recently  concluded,  as  it  was 
felt  that  important  style  changes  might  be  launched. 
There  is  time  for  no  detailed  account,  but  just  the 
most  important  features  are  noted.  The  styles  shown 
are  practically  a  continuation  of  the  idea.s  that  have 
been  put  out  earlier,  and  period  gowns,  taken  chiefly 
from  the  styles  current  during  the  reigns  of  Louis 
XIV.,  XV.  and  XVI.,  are  .'-Iiown  by  all  the  leading 
houses. 

This  means  that  Paris  is  again  sounding  the  his- 
torical note  and  has  ahandoned  the  natural  figure 
and  the  simple  peasant  styles,  for  those  that  are  more 
elaborate  and  ornate,  and  which  incidentally  prom- 
ise the  use  of  more  material. 

AVh.^t  the  Creators  are  Featuring. 

Poiret  has  gone  back  to  the  time  of  Louis  XI\^. 
for  his  style  inspiration  and  is  introducing  straight- 
cut  skirts  with  more  fullness.  The  coats  he  is  intro- 
ducing are  basqued  models.  Some  of  the  coats  are 
decidedly  short,  and  a  new  model  does  not  reach  to 
the  waist  line  in  front,  but  is  cut  with  two  long  tails 
often  reaching  to  the  hem  of  the  skirt  behind.  This 
style  of  coat  is  .*hown  also  by  Doucet  Francis,  Paquin 
and  Worth.  Poiret's  tailored  modeLs  are  developed  in 
serge  and  a  new  fabric  which  he  terms  drap  eponge 
— ^that  is,  sponge  cloth. 

Poiret  is  making  great  use  of  fancy  silks,  and 
though  he  is  using  many  taffetas,  is  also  partial  to 
foulards  and  flowered  silks.  Doucet,  Dra«coll,  Mar- 
tial and  Armand,  Jeanne  Lauvin  and  Paquin  also 
make  great  use  of  taffetas,  both  plain  and  changeable, 
as  well  as  in  the  above-mentioned  fancy  varieties.  A 
novelty  used  by  all  these  houses  is  taffetas  decorated 
with  open-work  patterns. 

Worth  and  Martial  et  Armand  are  using  bordered 
silks  and  Lucille  is  featuring  coteles  in  both  revers- 
ibles  and  in  changeable  colors. 

In  dress  fabrics,  rough-faced  cloths,  ratine,  mo- 
hair and  bordered  crepons  are  used  by  most  houses. 

Cutaway  coats  are  shown  principally  by  Paquin 
and  Martial  et  Armand,  and  Lucille  has  many  %- 
length  coat  models.  Drescoll  and  Worth  adhere  to 
narrow  skirts,  and  pleated  models  are  shown  by  both 
Paquin  and  Doucet,  while  Francis,  Martial  et  Arm- 
and, Worth  and  Paquin,  have  many  draped  skirts. 
Panniers  are  featured  in  the  showing  of  Doucet. 


Worth's  models  are  in   modernized  Louis  XV. 
style  and  his  gowns  have  festoon  effects  and  square 
trains,  while  Doucet  again  introduces  the  Louis  XVI. 
styles  which  are  always  well  received  in  Paris. 
No  Predominating  Sleeve  Model. 

Sleeves  harmonize  with  the  gown  and  there  can 
be  said  to  be  no  one  predominating  model.  Choice 
is  also  presented  in  the  matter  of  lengths.  Paquin 
is  using  short  sleeves  on  evening  gowns.  Worth  uses 
both  short  and  long  indiscriminately.  Lucille  favors 
■'4  sleeves,  and  Ducet  has  only  short  ones.  As  a 
general  rule,  long  sleeves  appear  on  afternoon  gowns. 
Great  Year  for  Neckwear. 

Dresses  are  collarless,  but  all  have  the  lingerie 
finish.  It  should  be  a  gTeat  year  for  neckwear  for 
even  the  Louis  XIV.  wrap  showing  have  the  new 
pleated  Mazarin  collars.  Practically  all  the  big 
houses  ai'e  featuring  collars.  Worth  is  using  low  lace 
ones,  and  Paquin  is  showing  deep  round  collars  of 
linen  or  coarse  guipure.  Pleated  Mazarin  collars  are 
shown  by  Poiret  and  Medici  collars  by  Paquin  and 
Martial  et  Armand. 

Different  Color  Favorites. 

Each  house  seems  to  have  its  own  set  of  colors 
which,  of  course,  overlaps  at  some  point.  Thus, 
Paquin  uses  terra  cotta  and  green,  while  Doucet 
seems  to  prefer  ecru,  cerise,  vieu.x:  rouge  and  tilleuil 
or  linden  green.  Poiset  presents  mercury,  scarabee, 
green,  ceri,?e,  red  and  violet,  and  Loucille  uses  bronze, 
beige,  vieux.  bleu,  green  and  mauve.  .Teanne  Lauvin 
shows  few  solid  colors  as  almost  all  her  models  are 
developed  in  changeable  effects. 

Trade'Asking  for  Pongees 

There  is  hardly  the  demand  for  coi\U  that  there 
was  last  year,  but  the  t.rade  is  confident  of  a  fair 
season.  For  one  thing,  the  vogne  of  the  lingerie 
and  thin  dresses  is  so  complete  that  mme  sort  of  a 
wrap  coat  is  a  necessity.  There  is  also  the  increasing 
use  of  the  automobile  to  be  catered  for,  and  this 
means  that  the  Avoman  who  takes  up  motoring  has 
to  have  hoih  a  wrap  coat  for  warmth  and  a  lighter 
coat  as  a  du.st  cover. 

Manufacturers  making  popular-priced  lines  of 
coats  are  receiving  good  enquiry  for  coats  of  natural 
pongee,  and  these  coats  promise  to  rival  linen  coats 
for  Summer  wear.  Few  fabrics  give  better  service 
than  pongee,  and  the  vogue  of  ecru  and  champagne 
shades  is  strongly  in  their  favor. 
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Avoid    Expensive 
Alterations 


in  your  ready-to-wear  department,  which  eats 
up  your  profit ;  by  stocking  a  full  range  of 

"PATRICIAN" 

SUITS  and  CLOAKS 

For  Stout  and  Small 
Women  and  Misses 

They  have  just  the  same  style  as  shown  in  the 
regular  sized  garments,  but  applied  correctly 
to  the  odd  sized  figures,  giving  results  not  ob- 
tainable by  expensive  and  impractical  altera- 
tions. This  is  a  trade  that  should  not  be 
neglected  and  one  that  will  pay  handsomely. 

Write  for  Samples  of  our  Spring  Line 

Our  catalogue  will  be  ready  March  1st.  VV^hen 
in  the  city  it  will  be  to  your  interest  to  call 
and  see  our  range.  We  are  always  adding 
new   lines. 


Style  No.  602 — Price  $13.50.  One  of  the  new  coats, 
in  neat  check  with  reverse  of  green  plaid,  one  side- 
ed  effect,  cut  away  back,  front  to  match,  shades  of 
brown  and  grey  and  green. 


Ask  for  our  neiv  catalogue  ready  March  ist. 


Patrician  Cloak  &  Suit  Company 

Samuel  Building 
KING  AND  SPADINA        -         -        TORONTO 
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Dress  of  mercerized  black  and  white 
pin  spotted  foulard.  The  turn  back 
cuffs,  yoke  and  tunic  effect  outlined 
with  a  narrow  pleating  of  the  same, 
with  a  white  and  black  border.  — 
Shown  by  McKay  Bros. 


Exclusive    Children's    Store 

Edgley's,  Limited,  Toronto,  will  Carry  Ready- 
to-wear  Lines  for  Infants,  Children  and  Misses 
—  Dainty  Appointments. 

Edgleys,  Limited,  is  a  ne'^v  venture  iinder  select 
auspice,*.  TMs  i.s  the  first  store  in  Toronto  devoted 
to  sale  of  infants',  diildren's  and  misses'  wear  ex- 
clusively. The  field  that  the  new  store  is  aiming  to 
cover  is  aptly  described  in  the  heading  that  is 
adopted,  namely,  that  Edgleys  cater  to  all  the  child's 
needs  in  dre.ss  "from  the  cradle  to  the  altar." 

The  neAv  store  carries  boys'  clothing  as  well,  and 
lihe  stock  has  been  selected  from  the  lines  of  the 
leading  French,   English,  American   and  Canadian 


ready-to-wear  garments.  While  the  exclusive  trade 
will  be  specially  looked  after,  the  cheaper  lines  will 
not  be  neglected. 

Arrangements  are  also  being  made  for  the  adap- 
tation of  imported  models,  an'd  also  for  the  making 
up  of  dresses  after  customers'  own  ideas. 

Tbe  new  store  has  been  very  daintily  and  suitably 
fitted  up.  The  window's  are  Early  Victorian  in  bow 
effect,  with  small,  square  panes,  the  framework 
painted  white.  The  walls  are  covered  with  a  white 
ribbed  paper,  which  show  up  perfectly  the  dainty 
colored  prints  illustrating  child  life,  framed  in 
Circassion  walnut,  which  decorate  the  walls  and 
repeat  the  gay  colors  of  the  chintz  covering  of  the 
low  chairs  and  settees  in  enameled  white  wicker- 
work.  AVardrobes  and  showcases  in  white  enamel 
are  placed  against  the  wall  on  one  side.  On  the  other 
are  white  enamel  fixtures,  and  the  dainty  stock  is 
carried  in  chintz-covered  boxes.  There  is  no  counter, 
but  wliite  enameled  tables  with  the  tops  covered  with 
plate  glass  do  duty  in  their  place. 

Approached  by  a  couple  of  steps  in  an  alcove  at 
the  back  are  the  fitting  rooms  and  a  stair  gives  access 
to  the  workrooms  above. 


Handling  Garments  from  Small  Beginning 

Concluded  from  page  138. 

By  devoting  a  little  time  to  this  trade,  customers 
appreciate  it  and  the  margin  on  this  department  will 
steadily  increase. 

You  say  it  useless  because  y^ou  are  near  the  city. 
I  have  in  mind  now  a  merchant  with  a  very  small 
store  in  a  small  town,  opposite  a  ready-to-wear  store 
carrying  one  of  the  best  brands  in  the  Dominion, 
who  does,  during  the  season,  enough  ready-to-wear 
busines,s,  special  and  regular  stock  orders,  to  pay  his 
entire  store  expense — his  only  other  line  is  furs,  and 
still  has  a  margin  to  work  on.  Another  merchant  in 
a  small  town  in  the  West,  commencing  in  a  very 
small  way  as  before  illustrated,  scarcely  allows  a  week 
to  go  by  during  the  selling  season,  without  an  order 
or  two  for  single  garments. 

Instances  are  becoming  more  common  every  day 
where  merchants  are  waking  up  to  the  tremendous 
opportunities  in  ladies'  ready-to-wear,  even  in  the 
small  town. 

Motto — Study  your  customers'  requirements; 
order  a  small,  well-assorted  staple  stock ;  take  as  many 
special  orders  from  stock  as  possible;  then  use  the 
catalogue  to  complete  a  sale  if  necessary.  Is  it  worth 
a  trial?  Other  merchants  are  making  money  on 
ready-to-wear  under  just  such  conditions  as  you  "are 
up  against." 
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TUNE  UP 


No.  852— $13.50 

Paris  model :  made  in  blaolj 
satin,  cnt  in  the  newest  style  one 
side  effect.  Large  revers  trim, 
med  with  silk  braid  clotb  in 
shades  brown,  blue  and  white. 
Deep  collar  and  cuffs,  also  trim- 
med with  same  material  finished 
with  fancy   combination   luttons. 


Your  System 
of  Buying 

ARE  YOU  one  of  the 
merchants  who  buys  from 
Mr.  So-and-so  because  "  He's  a 
pretty  good  head,"  or  because 
you  like  the  head  of  his  firm  ? 
Are  you  buying  for  sentiment 
or  are  you  buying  on  the  merits 
of  the  goods? 

There's  no  sentiment  behind 
the  success  of 

Wilson -Waldman 

COATS,  SUITS 

and  SKIRTS 

THEIR  POPULARITY  has 
been  built  on  pure  merit 
and  honest  values.  Every 
garment  stands  on  its  own 
supports.  It  is  in  our  range 
because  it's  right  in  style  and 
perfect  in  fit  and  is  A-1  value. 

TEST  the  veracity  of  this 
statement  by  thoroughly 
inspecting  our  new  range.  You 
will  find  our  deliveries  the  best. 
We  specialize  prompt  week- 
end deliveries. 


o 


UR  New  Catalogue  will  be 
sent  on  request.  It  con- 
tains the  new  Spring  modes  as 
shown  in  the  Wilson-Waldman 
range. 

SEND  FOR  OUR 
NEW    SAMPLES. 


No.  688— $12.50 

Suit  of  fine  black  serge,  coat 
and  skirt  in  one-sided  efCect,  trim- 
med with  satin  piping  and  sou- 
tache, finished  with  groups  of 
buttons  and  satin-piped  button- 
holes. The  four-gored  skirt  has 
a  front  panel  in  one-sided  effect 
with   buttons;   satin   lining. 


b 


Wilson-Waldman   Costume   Co. 

161    SPADINA   AVENUE,   TORONTO 
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DO  JUSTICE 

to  your  infants',  misses'  and  children's  coat  department. 
If  you  are  not  getting  your  share  of  the  trade  do  not  blame 
your  salesmen  or  your  location,  but  handle  "Fairsex"  gar- 
ments. They  have  helped  others  and  they  will  surely  help 
you. 

We  have  been  specializing  on  above  lines  for  almost  a 
quarter  of  a  century.  Our  selection  of  styles  and  materials 
surpass  anything  ever  shown. 

Our  men  will  surely  call  on  you  and  it  will  be  abso- 
lutely to  3^our  interest  to  see  our  range  before  placing 
your  order. 
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HUTNER  CLOAR  CO. 

formerly  of  New  York 


Specialists  in  Infants',  en  re  e       j-         *  T  i. 

Misses' and  Children's  Coats        5Z-5b  bpadlHa  AVC,  1  OrOntO 


'-■'-.^•'v'.i'-^. 
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EASTER  NOVELTIES 

WE  are  hatching  a  special  dozen  ot  new 
Misses'  Dresses  for  Easter  business. 
Send  for  sample  of  our  new  "Special"  Number 
431  at  $4.50  in  Fine  French  serge.  This  is 
one  of  the  winners  in  our  Misses'  line.  It  is 
too  good  to  illustrate  here. 

THE  CLAYSON  CO.,  LIMITED 

Manufacturing  Skirts,   Dresses,  Waists 

280  College  Street,  Toronto 
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Pretty  Gingham 
Dresses  For  Girls 

There's  profit  to   be  made  in  infants',  children's  and  misses'  dresses. 

There  is  not  only  profit  from  the  first  sales,  but  from  subsequent 
purchases  throughout  the  store,  resulting  from  attracting  the  mothers  to 
the  children's  department. 

Our  splendid  range  of  gingham  dresses  for  girls  is  unequalled  for 
variety,  style  and  value. 

To  see  our  line  is  to  give  an  order,  which  will  be  appreciated  though 
small. 

We  make  Children's  Dresses  only. 

Home  &  Watts 

LIMITED 

Duncan  and  Adelaide  Sts. 

TORONTO 


PROVE  TO  YOUR  PATRONS 
YOUR  FAITH  IN  THE  GOODS 
YOU    SELL    BY   ATTACHING 

A  HANDSOME  LABEL 

ARTISTICALLY  WOVEN  IN 
SILK. — W  rite    for    samples 


The  Colonial  Weaving  Co.,  Limited,  Peterborough,  Ont. 


a 


The  Coat  House  of  Canada'' 


EVERYTHING  IN  COATS 


For  the  greater  convenience  of  our  numerous  cus- 
tomers in  Ontario,  we  have  opened  an  office  and 
sample  room  in  Toronto,  at  60  Front  Street  West, 
(Wilson  Building.)  S.  M.  HANSHER  in  charge. 


The  National  Rubber  Co.  of  Canada 


TORONTO 


MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


146 


READY-TO-WEAR     GARMENTS 


Dry  Goods  Review 


r ^ 

Tackaberry- Stone 

SUITS 

V J 

^Pay  What  You  Like,^ 
You  Can't  Get  Better 

value  for  your  money  than  we  offer  in  our 
line  of  Suits.  They  please  the  buyer  who 
knows  value  and  style,  and  the  wearer  because 
they  satisfy.    The  key  to  the  whole  situation  is 


"They  Stay  Tailored" 


No.  274/109 

Made  of  beautiful  Saxony 
Reversible  Worsted.  Also 
in  finest  Black  and  Navy 
All-AVool  Serge — smooth 
or  Scotch  finish  effect. 
Coat  collar  on  one-sided 
revere.  Trimmings  of 
best  quality  to  match. 

Length  of  coat — 
26  inches. 


Tackaberry  -  Stone 
Suits  are  strictly  high 
class  tailored. 

They  are  right  in 
style,  fit  and  finish. 
Get  in  touch  with  us 
for  your  better  trade. 


WRITE  FOR  STYLE  FOLDER. 
We  Specialize  on  Furrier  Shells. 

Tackaberry  -  Stone 

LIMITED 

555-557  Bloor  W.,  TORONTO 

(At  Bathurat) 


Jfall 
Announcement 

CHILDREN'S 
DRESSES 


/^UR  line  will  be  ready  for 
^^^  your  inspection  the  first 
week  in  March. 

TT  consists  of  a  complete 
range  of  distinctive  styles 
for  the  young  and  is  fully  up 
to  our  high  standard  of  previ- 
ous seasons. 

V^T'E  know    you   will  be  in- 
terested in  our  showing 
of     "Princess"     dresses     for 
children. 

"\7^AIT  till  you  see  our  range 
before  you  buy. 


^rincesis!  Garment  Co. 


1Q>  aaicbmonb  Street  Cast 


Toronto 


An  Ad.  Whose  Value 
Increases 


— not  one  which  is  read  once  and  then 
thrown  away  and  forgotten,  but  one 
which  is  read  once  or  twice  daily  for 
months.  That  is  the  kind  of  ad.  you 
have  if  you  place 


A  Silk  Woven  Label 


with  your  name  and  address  on  it  in 
every  garment  you  sell.  The  label 
reminds  your  customer  where  he  got 
the  garment,  and  when  he  has  had 
months  of  good  service  from  it  he 
naturally  goes  back  to  your  store  for 
another.    The  label  clinches  the  matter. 

Write   for   Samples    and   Prices  of   our   many   Styles. 


CANADA    LABEL  &  WEBBING 
Co.,  Limited 

9  Morrow  Ave.,  TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Two  of  our  best  numbers,  but  we 
have  many  others  just  as   good. 

Up-to-the-Minute  Styles 
at  $3.00 

SEND  US  A  SAMPLE  ORDER 


RIGHT 


STYLES 

PRICES 

WORKMANSHIP 

FIT 

DELIVERIES 


Electros  furnished  free 
for    your    retail    advertising- 
send  for  them 


No.  721 — Made  of  fine  all-wool 
storm  serge  w/!th  sailor  collar  and 
cuffs  of  same  material,  trimmed 
with  messaline,  and  bow  to 
match.  ^11  shades  and  sizes.  A 
dandy  model  at  $3.00. 


No.  735— Made  of  fine  all-wool 
storm  serse  wjth  latest  notched 
all  round  collar  and  cuffs  of  plaid 
messaline  (newest  trimming"  for 
serges),  with  plaid  messaline  but- 
tons and  piping.  Loose  panel  set 
on  bacl<  in  latest  fashion.  Avery 
big  seller,  inall  sizes  and  shades, 
at  $3  00. 


A.  E.  MARCIL 

Misses'  and  Ladies' 

Skirts  and  Dresses 

620  Visitation  Street         -         MONTREAL 

Factory — Chambly,  Canton,  Que 


r 


You  May  Bank  on 
This  Label 

If  you  are  looking  for  big  Spring  business  in  Silk  Dresses, 
and  no  doubt  you  are,  you  can  bank  on  the  "Kaybro" 
label  to  help   you. 

"Kaybro"  styles  and  values  are  unequalled  —  only  the 
best  get  into  the  Kaybro    line. 

Let  us  submit  samples  of  our  Spring  line  of  Silk  Dresses. 

We  are  makers    of    high-grade    Petticoats   and    Dresses. 


No.  037 

Silk  — Black  and  White,  Navy 

and  White,  White  and   Navy, 

White  and  Black. 


McKay  Bros.,  Ltd 

182  Spadina  Avenue 
TORONTO 


V. 


Represmtatives:     Western  Ontario. 

L.  L.  Rawson 


Western  Canada. 

David  R.  Slove 


Eastern  Ontario, 

F.  E.  Rosser 
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GROWING  APPRECIATION  OF 
CANADA. 

R.  H.  Cosbie,  of  the  Irish  Linen 
Agency,  Toronto,  has  just  returned 
from  a  two-month  business  trip  to 
Europe.  He  finds  that  business  con- 
ditions are  decidedly  good  in  all  the 
centres  he  visited,  but  was  particular- 
ly pleased  to  find  things  so  flourishing 
in  the  North  of  Ireland.  The  Old 
Bleach  Co.,  at  Randalstown,  have 
made  and  are  making  great  additions 
to  their  factory,  and  are  enlarging 
the  capacity  of  their  plant  in  order 
to  be  able  to  care  for  their  rapidly 
extending  business.  Mr.  Cosbie  finds 
in  all  centres  a  growing  appreciation 
of  Canada,  and  an  increasing  satis- 
faction with  the  trade  done  with  the 
Dominion. 

ENLARGING  THEIR  FACTORY 

Dale  &  Pearsall,  Front  Street  East, 
Toronto,  are  enlarging  their  factory 
to  handle  the  output  and  increase  of 
their  growing  business.  A  second  fiat 
has  been  added,  giving  2,000  square 
feet  extra  floor  space.  This  will  be 
devoted  to  papier-mache  figures  and 
latest  Egyptian  shell  mummy  and 
mermaid  forms,  for  which  the  firm  has 
a  large  demand. 

More  room  will  also  be  available 
for  making  and  completing  their  well- 
known  wax  and  adjustable  full  figures, 
both  ladies'  and  misses',  and  separate 
heads  for  neckwear,  veiling  and  novel- 
ty displays.  These  figures  compare 
favorably  with  French  models  in  de- 
tail of  finish,  expression  and  general 
contour,  and  with  the  added  facilities 
there  is  every  indication  that  mer- 
chants will  still  further  recognize  the 
suitability  and  standard  maintained 
by  this  firm. 

A  GOOD   THING    AND    A    "WIN- 
NER." 

The  W.  R.  Brock  Co.,  Toronto,  re- 
lates an  interesting  experience  con- 
cerning a  special  line  of  rib  hosiery 
which  causes  them  to  congratulate 
themselves  on  being  in  the  field  with 
goods  which  the  merchant  classifies 
as  Al  value. 

The  story  is  a  simple  one.  -  A  well- 
known  Ontario  firm  wrote  a  brief  let- 
ter, requesting  samples  of  worsted 
ribbed  hose,   which  the  firm  submit- 


This  space  will  cost  you  only 
$25.00  a  year,  and  your  ad.  will  go 
to  5,000  merchants  each  month. 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Im-orporated.) 
310  Fifth  Avenue.  Chicago,  111. 


Counter  Check  Books 

F,  N.  BURT  COMPANY,  Limited 
Toronto  and  Montreal 

^Vrite  for  samples. 


L.  BAUMAN  &  CO. 

The  largest  Importers  and  Manufacturers  of 
Artificial  Flowers.  Vines,  Sprays,  Palms. 
Bouquets,  and  \Vindow  and  Interior  Decora- 
tions. 

359  W.  Chicago  Ave.,  CHICAGO,  ILL, 


Write  for  Information. 
about  any  line  of  goods  you  do  not 
see  advertised    in    The  Review.      We 
will   gladly   procure   the    information 
and  supply  it  free. 

THE  DRY  GOODS  REVIEW. 


'^P^TERSON 

^ =^— ^        •*  LIMIT'.O 

The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR  ESPECIAL  HOBBY 


Do  You  VV^ant  Agencies 
for  any  line  ?  If  you  do, 
write  to  The  Dry  Goods 
Review,  Toronto      ::       :: 


This  space  will  cost  you  onl-j 
$25.00  a  year,  and  your  ad.  will  go 
to  5,000  merchants  each  month. 


ted  by  return  of  mail.  The  result  is 
explained  in  the  vt'ords  of  the  firm  to 
whom  the  samples  were  sent,  to  wit : 
' '  We  have  finished  going  through  over 
a  dozen  sets  of  hosiery.  You  will  be 
pleased  to  know  your  'Winner'  did 
the  test.  Order  will  be  handed  to  your 
representative  at  once.  Samples  are 
being  returned  under  separate  cover." 
This  speaks  for  itself.  Any  merchant 
reading  this  notice  should  ask  the 
W.  R.  Brock  Co.  representatives  to 
show  them  a  sample  of  the  "Winner" 
hose  that  are  priced  to  sell  at  2.5c 
retail. 

MORE  TRADE  FOR  THE  MER- 
CHANT. 

Window  fixtures  on  the  interchange- 
able unit  order  have  been  recently  in- 
troduced to  the  trade  and  are  greatly 
simplifying  the  work  of  making 
show  windows  the  business  pullers 
they  are  designed  to  be.  The  problem 
of  making  window  trims  appear  dif- 
ferent every  week  in  the  year  is  also 
simplified  by  the  efforts  of  manufac- 
turers who  are  specializing  in  this 
field  of  endeavor. 

These  fixtures  are  such  that  they 
can  be  so  manipulated  as  to  conform 
readily  with  any  special  requirement 
or  any  sized  space.  Care  should  be 
taken  to  see  that  any  fixture  that 
can  be  so  manipulated  is  both  prac- 
tical and  absolutely  rigid  when  in 
place  for  displaying  goods. 

The  best  means  for  carrying  out 
your  plans  are  Onken  interchangeable 
wood  window  fixture  younits,  which 
are  manufactured  by  the  Oscar  Onken 
Company,  of  Cincinnati,  Ohio.  Their 
guarantee  of  500  new  window  trims 
covers  every  set  sold.  Their  offer  of 
a  free  booklet  should  be  taken  up  by 
every  merchant  who  desires  to  increase 
his  business. 


NEW  FIXTURE  CATALOGUE. 

Clatworthy  &  Son,  Toronto,  have 
issued  a]  supplementary  catalogue  of 
new  lines  for  1912.  A  copy  is  being 
placed  in  each  merchant's  and  window 
trimmer's  hands 

In  the  catalogue  are  many  evidences 
of  the  enterprise  of  this  firm  and  it  is 
in  the  interests  of  every  retailer  that 
he  should  receive  this  new  catalogue 
if  it  has  not  already  been  sent  him. 
A  card  will  bring  it. 
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How  a   Western   Merchant  Has   Arranged  His   Departments 

on    One    Floor  —  50    x    75. 


Dress  goods,  waists  and  accessories  in  the  Dillon  &  Shaw  store,  Castor,  Alberta.       This  store 
has  a  turnover   of  $150,000.      The   active   partner,    Geo.    M.    Dillon,    is    Mayor  of   Castor. 


Cross  view  Dillon  &  Shaw  store,  showing  general  arrangement  and  form  of  decoration.    See  plan. 
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Simple  Spring  Open- 
ing Suggestion  for 
mirror  background- 
framework  finished 
with  pleated  tarla- 
tan, soft  green  or  yel- 
low ;  floral  groupings 
of  hollyhocks  and 
pampas,  yellow  shad- 
ed against  green ; 
butterflies  cut  out 
and  pasted  to  mirror 
plate ;  floor  soft  green 
felt.-By  Edward  P 
Burns,  Robt.  Simpson 
Co.,  Ltd.,  Toronto. 


Condensed  Advertisements 


AGENTS    WANTED 

HERE  IS  A  LIVE  AGENT'S  SELLER. 
Needed  in  every  home,  ofifiee,  factory  and  gar- 
age. Sells  on  sight.  100%  profit.  Send  a 
postal  for  free  particulars.  A.  J.  COBBS, 
Dept.  1,  350  Queen   Street  East,   Toronto.     (4) 

AGENTS  FOR  IRISH  POPLIN  TIES  WANT- 
ed  in  Toronto,  Montreal,  Winnipeg.  Well  con- 
nected with  wholesale  and  retail  men's  out- 
fitters and  with  knowledge  of  the  tie  trade. 
Give  references.  Write  Box  81.  Dry  Goods 
Review,   .SS   Fleet   Street,    Lundoii.    Eng.  (3) 


AGENCIES  WANTED 


AGENCIES  FOR  B.C.  WANTED  BY  MAN 
well  known  to  dry  goods  trade  who  can  get 
the  business  for  good  reliable  firms.  Apply 
Box  34,   DRY  GOODS   REVIEW,  Toronto.     (3) 

AGENCIES  WxVNTED  —  FOR  MANITOBA, 
Saskatchewan  and  All)erta.  Specialty  lines  to 
the  retail  dry  goods  trade.  Address  J.  R. 
GALBRAITH,   P.O.   Box  765,  Winnipeg.        (tf) 

AN  EXPERIENCED  DRY  GOODS  TRAVEL- 
er,  who  has  Al  connection  and  can  furnish  the 
very  highest  references,  is  open  for  agencies 
for  Montreal  and  Quebec  Province.  Address, 
J.  A.,  care  of  DRY  GOODS  REVIEW,  Mont- 
real. (3) 

FOR  SALE 

ESTABLISHED  STATIONERY  AND  CIGAR 
business  on  one  of  Toronto's  business  streets. 
Stock  and  fixtures  about  twelve  hundred,  in- 
eluding  a  large  circulating  library.  Large 
new  store  leased.  Proprietor  going  into  whole- 
sale. Apply  F.  P.  Maddox,  313  Roncesvalles 
Avenue,  Toronto.  (1) 


GENERAL  STORE.  SMALLEST  TURNOVER 
in  last  six  years  .f40,251.  Present  year  will  go 
over  $45,000.  Stock  at  present  about  .$12,000. 
reduced  if  purchaser  wishes.  Premises  solid 
stone  store.  Can  be  rented  reasonably.  $3,500 
cash  will  handle.  GEO.  WHYTE,  Wapelhi, 
Sask.  (tf) 


SITUATIONS    VACANT 


EXPERIENCED  SPECIALTY  SALESMAN 
w.mted.  advertising  experience  desirable.  This 
is  good  position  and  offers  splendid  opportun- 
ity for  advancement.  State  fully  age,  experi- 
ence and  salary  expected.  MA(,'LE.\N  PUB- 
LISHING CO.,  LTD.,  143  University  Ave., 
Toronto. 


FINANCIAL  WRITER— WE  PROPOSE  IN- 
creasing  our  staff  of  editors  and  will  consider 
confidentially  applications  from  men  who  can 
furnish  evidence  of  high  character  and  good 
ability.  They  should  have  some  knowledge  of 
investments,  and  preferably  be  University 
graduates  with  newspaper  experience.  State 
age.  experience  and  salary  wanted.  Address 
THE  FINANCIAL  POST  OF  CANADA,  143 
University   Ave.,   Toronto. 


MISCELLANEOUS 


MISCELLANEOUS 


A  BOOK-KEEPING  STAFF  IN  ITSELF, 
doing  tlie  work  with  machine  precision  and 
accuracy,  the  National  Cash  Register.  Write 
for  demonstration  literature.  National  Cash 
Register  Co.,  285  Y'onge  St.,   Toronto. 

COUNTER  CHECK  BOOKS— WRITE  US  TO- 
dav  for  samples.  We  are  manufacturers  of  the 
famous  SURETY  NON-SMUT  duplicating  & 
Triplicating  Counter  Check  Books,  and  Single 
Carbon  Pads  in  all  varieties.  Dominion  Reg- 
ister Co.,   Ltd.,   Toronto. 

COUNTER   CHECK  BOOKS— ESPECIALLY 

made  for  the  dry  goods  trade.  Not  m;ule  by  a 
trust.  Send  us  samples  of  what  you  are  us- 
ing— we'll  send  you  right  prices.  Our  holder 
with  patent  carbon  attachment  has  no  equal 
on  the  market.  Supplies  for  binders  and 
monthly  account  systems.  Business  Systems, 
Limited,   Manufacturing  Stationers,   Toronto. 

COPELAND-CHATTERSON  SYSTEMS— 
Short,  simple.  Adapted  to  nil  clnsses  of  busi- 
ness. Copeland-Chattersou-Co.,  Limited,  Tor- 
onto and  Ottawa.  (tf) 

DOUBLE  YOUR  FLOOR  SPACE.  AN  OTIS- 
Fensom  hand-power  elevator  will  double  your 
floor  space,  enable  you  to  use  that  upper  floor 
either  as  stock  room  or  as  extra  selling  space, 
at  the  same  time  increasing  space  on  your 
ground  floor.  Costs  only  .$70.  Write  for  cata- 
logue "B."  The  Otis-Fensom  Elevator  Co.. 
Traders  Bank  Building,  Toronto.  (tf) 


ELLIOTT-FISHER     STANDARD    WRITING- 

Adding  Machines  make  toil  easier.  EUiott- 
Fislier,  Limited,  513  No.  83  Craig  St.  W., 
Montreal.,  and  Room  314,  Stair  Building,  Tor- 
onto. 


FIRE  BUCKET  TANKS  AND  OILY  WASTE 
Cans  cost  little  and  soon  pay  for  their  cost  in 
reduced  insurance  rates.  Large  reductions 
result  from  the  installation  of  Fireproof  Win- 
dows, Doors  and  Skylights.  We  are  special- 
ists in  these  lines  and  can  quote  you  a  close 
price  consistent  with  really  fireproof  goods. 
A.  B.   ORMSBY,   Ltd.,   Toronto   and   Winnipeg. 

novl2 


FIRE      INSURANCE.         INSURE       IN      THE 
Hartford.     Agencies  everywhere  in  Canada. 


MOORE'S  NON  LEAKABLE  FOUNTAIN 
Pens.  If  you  have  Fountain  Pen  troubles  of 
your  own,  the  best  remedy  is  to  go  to  your 
stationer  and  purcliase  from  him  a  Moore's 
Non-Leakable  Fountain  Pen.  This  is  the  one 
pen  that  gives  universal  satisfaction  and  it 
costs  no  more  than  you  pay  for  one  not  as 
good.  Price  $2.50  and  upwards.  W.  J.  Gage 
&  Co.,  Limited,  Toronto,  Sole  Agents  for  Can- 
ada. 


THE  NATIONAL  CASH  REGISTER  COM- 
pany  guarantee  to  sell  a  better  register  for 
less  money  than  any  other  house  on  earth. 
We  can  prove  it.  Make  us.  The  National 
Cash  Register  Co.,  285  Yonge  Street,  Toronto. 


WAREHOUSE     AND     FACTORY     HEATING 

Systems.     Taylor-Forbes  Company,  Ltd.    Sup- 
plied by  the  trade  throughout  Canada. 


Y'OU  CAN  BUY  A  REBUILT  TYPEWRITER 
from  us.  We  have  about  seventy-five  type- 
writers of  various  makes,  which  we  have  re- 
built and  which  we  will  sell  at  $10.00,  $15.00 
and  $20.00  each.  We  have  also  a  large  stock 
of  better  rebnilts  at  slightly  higher  figures. 
Write  for  details.  The  Monarch  Typewriter 
C,   Ltd.,  40  Adelaide  St.   W.,  Toronto,  Canada. 

(tf) 
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EATON    DECORATIONS    FOR    THE    SPRING  OPENING 


Charming  vista  in  the  Eaton  Toronto  store,  during  the  openings.  The  pillars  on  each  side  of  the  aisles  had  a 
covering  in  imitation  of  bark,  and  this  held  in  place  the  sockets  for  the  branches  entwined  with  pink  and  white 
blossoms.  Illuminated  floral  bells  were  suspended  from  the  ceiling  at  intervals.  The  effect  was  heightened  by 
the  sweet  music  from  feathered  songsters  Lccupying  tiny  cages  in  the  branches.  On  the  second  floor  the 
decorations  took  the  form  of  pergolas,  richly  adorned  with  wistaria,  roses  and  foliage.  Two  fountains,  with  gold 
fish  in  the  basins,  and  surrounded  by  beds  of  growing  tulips,  also  occupied  a  place  on  the  second  or  ready-to-wear 
and    niillinery   floor.      The   Eaton   decorations   for   the   opening   cost,    it   is   understood,    about   $6,000.     • 


bl  RING  li)I2  OPKXIN'fiS.— Handsome  gowns  and   millinery.     Floral  covered  pedestals,  surmounted   with    large,  lighted 
globes  to  match  color  scheme  — a  profusion  of  seasonable  flowers  banked    around    mirrors.  —  The  T.   Eaton 

Co.,  Limited,  Toronto;  A.  F,.  Apted.  decorator. 
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Anderson,  Wm.,   Co 4 

Australian  Draper  .  .  inside  front  cover 
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B 

Birkin  &  Co 71 

Brock,  W.  E.,  Co.,  Toronto   16 

Brock,  W.  E.,  Co.,  Montreal   ...   21  42 

British  America  Dyeing  Co 41 

British  America  Assurance  Co.   ...  61 

Bradstreets    61 

Burritt,  A.,  &  Co 91 
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Bradford  Dyers'  Association 12 

Bing    Bros 7 
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Dearden,  Jno.,  &  Co 41 

Dale  &  Pearsall 56 

Delfosse  &  Co 56 

Debenhams   (Canada)   Ltd 23 

Daniel,  F.  C,  Co 34 

£ 

Eagle  Knitting  Co. — 

Hygeiau   Underwear    81     82 

Peerless    Underwear     104 

Ellis  Underwear  Co 83 

Edwards,   E.   S 107 

F 

Fitzgibborn,  Ltd 15 

Flanders,  A.  F.,  Co 59 

Flett,  Lowndes  Co 29 

Fairbairn,  E.  D.,  Co 131 

Franklin  Mfg.  Co 10     11 

G 

Greenshields    Ltd 1 

Gipe  Hazard  Store  Service  Co 60 

Gait  Knitting  Co 89 
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ADVERTISING  INDEX 

Garland,  J.  M.,  Co 6 

Gibbs   Mfg.   Co 114 
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Hutner   Cloak   Co 144 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  anil  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  :  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming,  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
to  the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
paid    $3.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
cdurse  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    j $1.2j 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 

A  complete  course  iii 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice.  Piinctua- 
tion.  Composition,  Price 
r.Trds,  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....$1..'>0 


Koester  System  of  Draping 

A  complete  seH-instructor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 
with  drawings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 
is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 
tically.   Price,    prepaid    $3.0u 

All  books  sent  postpaid  on  receipt  of  price 
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Retail  Advertising 
Complete 

This  book  covers 
every  known  uu'lhod  of 
advertising  a  relail 
business  :  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them    $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
h  IS  the  advantage  of  enabling  the  sludcnt  in 
practice  to  work  without  a  cumbersome  book 
:\i   his  elbow. 

besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
lerlaining  to  this  interesting  subject  ami 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  .\merica.  Bound  in  green  cloth.  Sent 
postpaid    for    $2.50 
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ONE  or  THE  BEST  SELLERS 

Selected  from  our  extensive  rang'e 
of   CHiffon    and    Lace    E.jEfects 


FRINGES 
ARE    SCARCE 

throughout  the  trade,  but  we 
can  give  immediate  shipment 
on  a  very  large  range  of  black, 
white  and  colors  in  widths 
from   1    to  6. 

TRILLINGS 

A  complete  showing  of  widths 
and  combinations  desirable  for 
collars  and  cuffs.  Immediate 
delivery. 
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SOME  WINNERS  FOR  YOU 


The  feature  of  this  belt  is  the  invisible  fastening  by  means  of 
a  small  sliding  bar  inside  the  buckle.  This  does  not  injure 
the  leather  and  gives  a  neat  appearance.  Made  in  all  leathers. 
To  retail  at  50  cents  to  $1.00. 


No.  898 — Inside  purse  frame  with  deep  opening, 
also  small  mirror,  made  in  various  leathers,  to  retail 
from  $3.00  to  $5.00. 


The  lowest  of  this  group  of  belts  is  our  "Boy  Scout."     It  re- 
tails at  50  cents.     Special  close  prices  on  gross  lots  and  over. 


No.  2099-9  inch,  made  in  Seal  Grain  leather,  Tan 
and  Black  Leather  linings,  to  retail  at  $2.00.  Similar 
bag  leatherette  lined  to  retail  at  $1.50. 


No.  231 — Girl's  Coat  Belt,  stripes  of  various  colors 
on  white  background  with  covered  buckle  to  match. 
Stripes  made  in  1  inch,  1^2  and  ~  inch,  to  retail  at 
15-20-25  cents. 


2084— 7-inch,  Blac|k 
Seal  Leather.  Also  in 
Colored  Leathers. 
Leather  Lined.  Cord 
or  Leather  Handle.  To 
retail  at  $1.50. 


The  Western  Leather  Goods  Company,  Limited 

1191  Bathurst  Street,  Toronto 
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Inter-responsibility 

THE  merchant  who  ha.s  never  .sought  to  develop 
teamwork  in  his  staff  should  begin  now.    With 

•  an  important  season  approaching,  it  is  neces- 
sary that  he  take  steps  to  overcome  any  feeling 
among  members  of  his  force,  that  beyond  their  own 
little  department,  they  have  no  interest  whatever. 
It  is  a  bad  thing  for  a  store  when  each  department 
and  each  individual  in  it  become  so  self-centred 
that  they  overlook  the  interests  of  the  business  as  a 
whole. 

This  is  a  condition  that  tends  towards  paralysis, 


and  to  overcome  it  the  merchant  should  hold  a 
conference  either  of  his  department  heads  or  of  the 
entire  staff  at  once.  It  can  be  done  in  the  evening, 
if  he  chooses  to  make  the  occasion  attractive,  and  in 
such  a  way  that  some  good  advertising  will  result. 
At  this  conference,  it  might  be  well  to  have  a  promi- 
nent member  of  the  staff,  other  than  the  merchant 
himself,  preside,  as  one  way  of  convincing  the  em- 
ployees that  it  is  a  matter  entirely  between  them- 
selves, for  their  own  interests  as  much  as  for  those 
of  the  business. 

Full  discussion  should  be  invited,  and  if  the  mer- 
chant is  wise  he  will  bring  forward  the  subject  of 
inter-responsibility  of  departments.  How  often  it  is 
the  case  that  customers,  after  being  served  at  one 
department,  leave  for  another  store  to  purchase  some- 
thing in  a  different  department,  when  a  word  from 
the  sales  person  would  have  decided  her  to  complete 
ber  purchases  in  the  first  store. 

Perhaps  this  is  a  place  where  the  ad.  man's  in- 
fluence might  be  extended  to  great  advantage.  Prob- 
ably one  of  the  most  satisfactory  plans  that  was  ever 
adopted  in  order  to  secure  team  work  was  a  letter 
service  which  an  ad.  man  inaugurated  as  a  medium 
of  information  among  the  store's  departments.  Im- 
mediately on  the  arrival  of  new  goods,  he  would  see 
the  buyer,  obtain  interesting  descriptions  from  him 
and  immediately  write  letters  to  department  heads 
informing  them  of  the  arrival,  asking  them  to  post 
the  staff  with  the  object  of  making  suggestions  to 
customers  whenever  possible.  The  plan  was  instru- 
mental in  making  many  sales. 

Of  course  the  ideas  worked  out  by  one  merchant 
might  not  be  possible  with  another,  but  the  point  is 
that  steps  should  be  taken  to  avoid  that  lethargy, 
indifference,  don't-givc-a-hangness,  which  sometimes 
characterize  the  relation  of  one  section  of  a  store  to 
another.  The  merchant  cannot  afford  to  let  it  de- 
velop. It  is  a  question  on  which  he  and  his  staff 
and  his  sales  force  should  get  together. 
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The  Humanizing  Influence 

MERCHANTS  who  make  a  serious  study  of  their 
advertising,  sometimes  complain  that  it  falls 
short,  now  and  then,  in  those  features  which  appeal 
strongly  to  the  consumer.  The  material  may  be 
there,  but  it  is  not  assembled  in  an  impressive  form. 
That  is  to  say,  while  their  advertising  man  may  be  a 
bright  young  fellow  and  generally  comes  across  with 
good  stuff,  at  best  it  is  spasmodic  and  not  always  of 
the  same  standard.  The  merchant  is  right  in  expect- 
ing that,  in  season  and  out  of  season,  his  ads.  should 
be  interesting  reading  to  tbe  people  whom  he  wishes 
to  reach. 

This  recalls  the  story  of  the  merchant  who,  in 
order  to  have  an  advertising  man  with  known  ability 
as  a  writer,  took  on  a  young  reporter  from  one  of  the 
local  papers,  gave  him  a  few  days'  schooling  on  his 
own  ideas  of  what  the  advts.  should  be,  and  told  him 
to  fire  ahead.    At  the  end  of  the  third  week  both  the 
advt.  writer  and  the  merchant  were  much  discour- 
aged.    The  former  could  describe  the  goods  in  very 
fine  language,  mold  into  excellent  shape  whatever  the 
heads  of  department's  told  him,  but  there  seemed  to 
be  something  lacking.     Finally  his  newspaper  sense 
suggested  to  him  that  he  secure  interviews  with  cer- 
tain customers  of  the  store  to  find  out  what  was  the 
matter.     One  woman  told  him  that  there  was  really 
nothing    wrong    with    the    advts.,    that    they    were 
"beautifully    written;"    another    declared    that  she 
thought  his  advts.  were  "very  nice,"  while  a  third 
capped  the  climax  by  describing  them  as  "edifying." 
In  despair  he  went  to  the  advt.  man  of  the  paper  by 
whom  he  had  been  formerly  employed.     "What  is 
the  matter  with  your  advts.?  Why,  they're  away  over 
the  heads  of  your  customers."  declared  this  authority. 
"Have  you  ever  been  behind  the  counter  yourself  to 
sell  the  goods,  or  listened  to  the  salesmen's  aguments 
and  tbe  customers'  objections?    You  haven't?    Well 
tbat  explains  it.  Your  advts.  are  lacking  in  average 
human  sense."'     This  made  the  advt.  writer  think, 
and  the  result  was  that  he  lost  no  opportunity  to  place 
himself  in  direct  sympathy  with  the  salesforce,  their 
problems,  methods  of  meeting  arguments  and  of  con- 
vincing the  customer.     He  found  out  the  real  fault 
with  his  advertising  and  the  more  he  applied  himself 
to  overcome  it,  the  better  it  become. 

One  defect  that  seems  to  creep  into  advertising  al- 
most unconsciously  is  the  failure  to  appreciate  the 
reader's  point  of  view ;  does  not  humanize  the  subject. 
Not  long  ago  The  Review  was  asked  to  criticize  an 
announcement  for  a  special  sale  of  white  goods. 
Fully  one-half  of  the  space  was  devoted  to  a  narrative 
describing  the  buyer's  travels  and  adventures  in  as- 
sembling these  goods.  The  other  half  quoted  a  few 
values,  and  entirely  lost  the  great  point,  tliat,  given  a 
quantity  of  goods  for  such  an  event  as  this,  what  is 
essential  in  the  advt.  is  bright  descriptions  and  attrac- 
tive values. 


There  is  a  vast  difference  between  talking  at  the 
people  and  in  mixing  with  them.  The  advt.  man 
who  adopts  the  latter  course  will  never  lack  for  the 
humanizing  influence  in  his  store  news. 


Effects  of  English  Coal  Strike 

'T^HE  extent  of  the  disaster  that  would  develop  from 
A  a  long  drawn-out  coal  strike  in  England  is  a 
thing  impossible  to  conceive.  There  is  hardly  a 
branch  of  industrial  activity  that  would  not  be  seri- 
ously affected  within  a  very  short  time.  The  strike 
had  only  been  in  progress  for  more  than  a  few  days 
before  the  ainiouncement  came  that  the  Lancashire 
cotton  mills  would  close  down,  and  also  many  of  the 
other  large  concerns  depending  upon  coal  for  motive 
power.  Reports  from  London  indicated,  very  early, 
that  the  strike  had  overshadowed  the  cotton  market, 
and  that  little  could  be  done  in  the  way  of  trading 
until  the  disturbing  factor  had  been  cleared.  It  is 
also  pointed  out  that  the  retail  trades  throughout  the 
United  Kingdom  Avould  sufl'er  considerably  by  a  pro- 
tracted strike,  that  finances  were  becomins  tisht, 
wholesale  houses  were  not  getting  their  money  in 
readily,  and  that,  in  consequence,  manufacturers 
found  collections  slow  and  were  preserving  their  bank 
balances. 

These  conditions,  marking  the  initial  stages  of 
the  struggle,  only  serve  to  suggest  the  great  gravity 
of  a  more  far-reaching  pai'alysis,  possibly  involving 
transportation  facilities  and  impairing  trade  with  the 
colonies  or  other  countries. 

The  strike  presented  an  emergency  that  demand- 
ed immediate,  aggressive  action.  At  the  same  time, 
it  serves  to  demonstrate  how  intricately  interwoven 
are  the  interests  of  the  industrial  and  business  world 
and  the  general  welfare  of  the  eommiinity  when  con- 
fronted by  a  problem  affecting  the  supply  of  a  prim- 
ary necessity. 


Sunday  Display  Windows 

SHOULD  merchants  leave  their  display  windows 
open  to  public  view  on  Sunday?  This  is  a 
([uestion  which  is  often  entertained  at  this  time  of 
year  when  artistic  displays  are  in  and  when,  on  the 
seventh  day  of  the  week,  the  feminine  mind  is  not 
entirely  devoid  of  that  imagery  in  which  millinery 
and  smart  Spring  raiment  loom  large. 

The  question  seems  to  have  been  definitely  settled 
in  the  majority  of  places,  and  the  answer  is  in 
the  negative.  As  a  general  rule,  merchants  regard 
their  windows  much  as  they  would  a  member  of  the 
sales  force.  It  is  there  to  arouse  the  interest  of  cus- 
tomers, to  induce  them  to  buy,  to  divert  their 
thoughts  from  the  consideration  of  everything  else 
for  the  time  being.  Therefore,  merchants  seem  to 
have  figured  it  out  that  w^hen  the  store  is  closed  for 
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the  day  no  part  of  it  should  be  busy  making  cus- 
tomers among  those  wlio  will  turn  aside  to  look, 
small  percentage  though  they  may  be. 

But,  some  one  asks,  if  merchants  do  not  think 
it  right  to  so  advertise  their  goods  on  Sunday,  why 
should  they  not  make  one  window  available  to  the 
churches  for  cards  de-scribing  the  features  of  the 
day's  services?  In  the  same  way,  on  other  holidays, 
one  window  might  be  made  very  attractive  by  means 
of  announcements  informing  the  people  where  they 
could  spend  the  day,  and  giving  boat  and  train  con- 
nections where  necessary.  To  a  certain  extent  this 
is  done  at  present  and  it  is  only  a  suggestion  given 
for  what  it  may  be  worth;  but,  returning  to  the 
seventh  day  of  the  week,  it  would  seem  that,  since 
"forward  religious  movements"  have  addpted  huge 
electric  signs  for  their  purposes,  the  merchant,  unless 
he  takes  the  initiative,  need  not  be  surprised 
if  he  receives  a  request  from  the  church  workers  of 
his  community  that  he  place  his  display  windows 
at  their  disposal  for  tlie  Sabbath  as  a  means  of 
aggressively  advertising  their  services  to  the  stranger 
within  their  gates. 


The  Passing  View 

In  ninety  cases  out  of  a  hundred  when  a  mer- 
chant, by  a  little  outlay,  removes  some  of  the  weight 
from  his  heavy  insurance  risk,  the  changes  thereby 
made  improve  his  facilities  for  doing  business.  This 
is  the  statement  of  an  insurance  authority. 


At  a  society  affair  in  the  La  Salle,  Chicago,  the 
ladies  appeared  in  satin  knickers,  silken  hose,  pow- 
dered wigs,  dainty  ruffles  and  other  accessories  in 
imitation  of  the  garb  of  the  early  colonial  dandy. 
Now  it  is  up  to  some  enterprising  window  trimmer 
to  place  a  figure,  so  attired,  as  a  drawing  card  in  his 

display. 

*  *     • 

Several  hundred  canaries  were  used  by  the  T. 
I'^aton  Co.  to  discourse  springlike  music  in  the  blos- 
soin-ladened  boughs  which  formed  a  large  part  of 
tlieir  opening  decorations.  So  well  did  these  birds 
respond  to  the  occasion  that  every  one  was  sold 
within  a  few  days.  The  canaries  were  their  own 
demonstrators  and  selling  force. 

*  *      * 

.it  this  time  of  year  when  rich  displays  occupy 
the  windows,  the  Canadian  merchant  may  be  thank- 
ful that  the  brick-throwing  suffragette  has  not  yet 
made  her  appearance-  in  this  country.  It  speaks 
well  for  the  art  of  the  window  trimmers  and  the  good 
sense  of  the  Canadian  woman,  no  matter  what  her 
views  on  suffrage,  that  the  worst  she  has  yet  done  in 
this  direction  is  to  block  the  traffic  while  she  satisfies 
her  overwhelming  curiosity. 

*  *      • 

There  is  one  great  consolation  about  the  "point- 
ers" which  the  salesman  give  to  the  bosses  (see  men's 
wear  section  of  this  paper),  the  pointer  fits  the  man 
up  the  street  exactly. 


-\hmy  merchants  do  not  understand  that 
their  insurance  risks  are  heavy  and  the  premiums 
paid  are  high  because  of  some  fault  in  their  build- 
ing which  could  be  remedied  with  very  little  outlay. 
1-iead  the  article  on  fire  insurance  in  the  men's  wear 
section  of  this  paper. 

*  •     * 

Considt  with  your  insurance  man  to  ascertain 
if  there  is  not  some  way  in  which  you  can  improve 
your  risk  and  reduce  insurance  charges.  At  trifling 
expense  you  may  be  able  to  secure  a  much  better 
rate. 

•  *     * 

The  merchant  who  insists  that  each  member  of 
his  salesforce  be  comely  in  appearance,  with  well 
proportioned  features  and,  in  everything,  presenting 
a  pleasing  sight  to  the  eye  of  the  customer  need 
no  longer  despair  at  the  shortage  of  supply.  Beauty 
doctors  claim  they  can  re-mould  every  feature  to 
special  plans  and  specifications.  In  enumerating 
what  he  can  do  for  a  face  one  artist  claims  that  he 
can  "shorten  the  nose  if  too  long;  reduce  it  if  too 
big;  take  off  a  'lump'  or  'hook';  build  it  up  if 
depressed,  narrow  it  if  too  broad  and  correct  most 
any  irregularity." 


Features  of  This  Number 

Arrangement  of  departments  on  two  floors, 
m  X  150  feet. 

Are  you  sure  i/oar  propertu  h  fully  in- 
auredf 

Employee's  ideas  for  better  business. 

How  to  make  and  trim,  modern  millinery. 

What  early  New  York  millinery  displays 

fnrrtcll. 

Getting  good  value  out  of  (50  foot  display 
front. 

Edwards  sJiort  course  sy stein  of  card- 
writing. 

\ Staging   the  Easter   display   of  garments, 
'millinery  and  other  lines. 

Management  of  a  retail  business. 

The  market's  latest  offerings  in  ready-to- 
wear  garments,  millinery  and  accessories. 

Information  on  the  knit  goods  situation  of 
practical  interest  to  every  merchant. 


The  Management  of  a  Retail  Business 


No.  3— Stocktaking— Continued.  No.  4--Taking  Discounts 

By  H.  C.  Carson,  F.S.S. 


Our  article  of  last  month  mostly  con- 
cerned the  question  of  stock-taking,  with 
special  reference  to  the  valuation  of 
goods,  their  depreciation,  and  other  fea- 
tures, methods,  and  jjrinciples  that 
should  govern  every  serious  attempt  to 
ascertain  the  money  worth  of  a  business 
at  a  given  time.  The  stock  sheets,  how- 
ever, form  only  a  part  of  the  inventory. 
In  reality,  although  not  in  name,  the 
whole  balance  sheet  is  an  inventory  and 
consequently  the  other  items,  assets  as 
well  as  liabilities,  should  be  listed  and 
valued. 

Inasmuch  as  merchanidse  and  fix- 
tures, with  which  we  have  already  dealt, 
belong  to  the  asset  side  of  the  balance 
sheet,  we  had  better  adhere  to  this  side 
for  the  present,  and  first  of  all  look  into 
the  question  of  accounts  receivable.  We 
will  not  discuss  now  the  merits  or  de- 
merits of  casli  or  credit  systems.  There 
is  much  to  be  said  on  this  point,  and  it 
will  be  resei'ved  for  an  article  later  on 
in  the  series. 

Charge   Accounts    Correctly. 

Tlie  first  tiling  that  should  be  made 
sure  is  that  all  accounts  have  been  pro- 
perly charged,  or  credited  as  the  case 
may  be,  up  to  the  time  of  stock-taking. 
Sales  made  after  the  stock  has  been  tak- 
en should  not  be  posted  to  accounts  re- 
ceivable until  after  the  balances  have 
been  struck,  but  if  they  are,  care  must 
be  taken  to  deduct  the  cost  value  of 
such  sales  from  the  stock  sheets,  other- 
wise a  false  inflation  would  arise. 

There  are  few  merchants  doing  a 
credit  business  that  do  not  sometimes 
make  an  error  in  extending  credit,  and 
when  making  the  list  of  accounts,  taken 
one  by  one  from  the  ledger,  the  mer- 
chant should  weigh  the  collectible  value 
of  each,  taking  all  circumstances  into 
consideration. 

It  is  better  to  classify  them  under 
three  or  four  heads,  using  paper  raled 
with  sufficient  money  columns  for  the 
pui"pose.  By  entering  the  ledger  folio 
against  each  name  considerable  time 
may  be  saved  from  time  to  time  in  mak- 
ing reference  to  the  ledger  from  the 
sheets.  If  these  classifications  are  used 
they  might  be  termed  "good,"  "doubt- 
ful" and  "bad,"  and  if  four  classes  are 
adopted,  the  "good"  may  usefully  be 
divided  into  "prompt  pay"  and  "slow 
pay." 

Do  Not  Overestimate. 

Very  often  the  dealer  will  be  in  a 
quandary  as  to  what  class  a  certain  ac- 
count should  be  assigned.    A  safe  rule  to 


follow  in  this  event  is  to  place  it  in  the 
lower  class,  that  is,  if  he  is  debating  in 
his  mind  whether  it  should  be  good  or 
doubtful,  make  it  the  latter.  If  doubtful 
or  bad,  make  it  bad.  The  mere  fact 
that  the  merchant  himself  admits  of 
doubt  is  proof  enough  that  this  rule 
should  be  followed.  The  object,  of 
course,  is  to  get  at  the  true  worth  as 
nearly  as  possible,  and  it  is  better  to 
err  on  the  side  of  conservatism  rather 
than  the  reverse. 

Having  completed  the  list,  and  ascer- 
tained the  total  of  each  classification, 
the  question  arises  as  to  what  value 
should  be  placed  upon  them.  The  list  of 
good  accounts  should,  of  course,  go  in  at 
par.  Doubtful  accounts  should  be  sub- 
ject to  a  depreciated  valuation  deter- 
mined by  the  merchant  who  knows,  or 
should  know,  all  the  circumstances  in 
connection  with  each  account  so  listed. 
As  for  bad  accounts,  tliey  should  have 
no  cash  value  in  the  balance  sheet.  Bills 
receivable,  of  course,  should  be  subject- 
ed to  file  same  mode  of  treatment  as  ac- 
connls  receivable. 

Serve  as  Good  Reminder. 

Besides  serving  the  purposes  of  the 
merchant  in  preparing  his  balance  sheet, 
these  lists  of  accounts,  made  in  dupli- 
cate, if  necessary,  can  be  made  to  serve 
as  a  tickler  or  reminder  in  the  import- 
ant work  of  collecting  accounts.  The 
doubtful  list  should  call  for  immediate 
attention  and  efforts  made  forthwith  by 
judicious  means  to  turn  the  accounts  in- 
to easli.  The  bad  accounts  should  not 
be  entirely  discarded  until  every  re- 
source has  been   exhausted. 

Taking  Discounts 

Article   No.   4- 

Having  taken  stock,  Mr.  Merchant, 
and  closed  your  books,  and  drawn  up 
your  balance  sheet,  it  is  up  to  you,  as  a 
business  man,  to  ponder  well  the  results 
of  the  year's  trading.  Perhaps  the  net 
gain  shows  up  fairly  well,  according  to 
your  view,  and  the  various  features  of 
the  enterprise — stock  on  hand,  accounts 
receivable  and  payable,  class  of  patron- 
age, store  department,  and  many  other 
things — show  marked  improvement  over 
the  previous  year. 

Your  standing  in  the  community  has, 
perhaps,  been  materially  enhanced,  your 
slate  wiped  clean  at  the  bank,  and  fur- 
ther good  conduct  marks  earned  from 
Duns    and    Bradstreets.     But    have  you 


done  as  well  as  you  might  have  done? 
Have  you  realized,  for  instance,  the  im- 
portance of  taking  discounts  on  all  pur- 
chases, and  the  power  of  the  financial 
lever  that  this  rule  would  give  you  over 
your  competitors? 

The  Purpose  of  the  Bank. 

You  reply,  perhaps,  that  it  cannot  be 
done,  because  your  capital  is  inadequate, 
but  what  are  banks  for?  They  are  es- 
tablished for  the  purpose  of  lending 
money.  They  want  to  lend  money  to 
good  clients,  to  be  employed  in  good  busi- 
ness, and  the  merchant  is  in  fine  shape 
who  acknowledges  no  creditor,  but  his 
banker.  But,  you  say,  interest  must  be 
paid  to  the  banker.  Of  course  it  must. 
That 's  what  he  lends  money  for.  He 
receives  money  on  deposit,  paying  3  per 
cent.,  perhaps,  for  it,  and  he  lends  it  to 
you  at  6  per  cent.  That's  where  the 
business  comes  in.  Banks  would  have 
to  go  out  of  business  if  people  ceased  to 
borrow. 

Where  the  Merchant  Gains. 

Now  then,  if  you,  by  discounting  your 
bills,  receive  more  than  you  pay  your 
banker  for  supplying  the  funds,  you  are 
ahead  that  much,  are  you  not?  You 
will  be  surprised  how  it  figures  out. 

Besides  the  extra  profit  you  will  make 
through  discounts,  think  of  the  boost 
given  your  credit  in  the  manufacturing 
and  jobbing  world — "prompt  pay," 
"discounts  his  bills" — and  other  such 
favorable  comments  will  be  passed 
auiund  among  wholesalers,  and  Brad- 
streets  will  probably  be  compelled  to 
concede  you  a  first  class  rating. 

Watching  Collections  Closely. 

There  is  another  important  feature 
that  must  not  be  overlooked.  It  has 
natur-ally  followed  tliat  in  discounting 
your  bills,  you  have  borrowed  as  little 
as  possible  from  your  banker.  In  other 
words,  you  have  gone  after  your  own 
collections  with  renewed  vim  and  ener- 
gy. You  have  gradually  increased  your 
cash  business,  and  your  credit  customers 
have  been  taught  to  realize  that  their 
accounts  must  be  paid  in  30  days.  They 
know  you  need  the  money  to  pay  your 
bills,  and  that  by  helping  you,  they  are 
helping  themselves  in  securing  improved 
service  and  better  goods,  at  a  possibly 
lower  price  than  before. 

Next  month  the  writer  will  lay  befoit 
you,  two  concrete  eases,  which  will  il- 
lustrate in  figures  the  wonderful  advan- 
tage   of    the    discounter    over    the    time 


DRY     GOODS     REVIEW 


No.  5— CASH  DISCOUNTS 


We  will  suppose  that  two  men  are 
about  to  start  in  business,  as  compe- 
titors, each  with  the  same  amount  of 
capital,  which  we  will  fix  at  $3,500,  and 
equal  in  other  respects,  such  as  location 
of  store,  popularity,  organization,  and 
general  knowledge  of  the  goods  handled. 

As  the  purpose  of  the  article  is  to 
show,  in  figures,  the  advantage  of  dis- 
counting bills,  we  will  assume  that  both 
merchants  start  free  of  debt,  and  with 
a  new  stock  worth  $2,500,  of  well  select- 
ed goods,  the  remaining  $1,000  being  in- 
vested in  fixtures  and  equipment.  Man- 
agement and  other  expenses  of  operation 
will  be  assumed  as  being  the  same  in 
both  cases,  with  selling  prices  and  vol- 
ume of  business  averaging  about  the 
same  say  for  the  first  three  months. 
The  only  difference  is  that  No.  1  has  de- 
termined to  sell  for  cash  as  far  as  may 
be  possible,  to  insist  on  prompt  collec- 
tions each  30  days,  w-here  cash  can  not 
be  secured,  ano  to  lose  no  opportunity 
to  discoimt  his  bills  of  purchase,  while 
No.  2  intends  to  take  trade  as  It  comes, 
without  any  preconceived  ideas  as  to 
collections  or  discounts. 

End  of  First  Month. 
No.  1  has  found  it  difficult  to  sell  for 
cash,  while  No.  2  sells  at  the  same 
price  on  credit,  so  that  the  turnover 
has  been  about  the  same,  say  $1,000,  one 
third  for  cash,  and  the  balance  on  cre- 
dit. Purchases  have  been  $500,  in  each 
case,  and  No.  2  finds  his  position  as  fol- 
lows : — 

Cash   in   hand,     after   paying    $150 

running     expenses    $183 

.\ccounts   Receivable   667 

Owing   to   Creditors   ,   500 

No.  1,  at  the  very  start,  foresaw  that 
he  would  have  to  borrow,  if  bills  were 
to  be  discounted  ;  and  had  therefore  laid 
the  state  of  his  affairs  before  his  bank, 
and  arranged  a  line  of  credit  of  $1,000. 
On  this  he  had  borrowed  $125  each  week, 
or  $500  in  all,  each  note  at  30  days 
costing  him  73c  at  7  per  cent,  per  an- 
num. With  the  proceeds  of  each  note  he 
had  discount<>d  bills  at  2  per  cent., 
makir.g  S2.50  on  each,  or  $10  cash  dis- 
counts taken  at  a  cost  of  $2.fl2,  enuiv- 
alent  to  $7.08  net  gain  in  discounts.  His 
running  expenses  had  been  the  same  as 
No.  2,  and  the  first  note  being  due,  it 
is  paid,  .showing  his  position  as  fol- 
lows : — 
Cash  in  hand  after  paving  $150 

running    expenses,     and     $125 

note  to  bank  $  R5.08 

Accoiints  reivable   667.00 

Bank  indebtedness   375.00 

Thus  far  No.  1  has  beaten  No.  2  bv 
'1708  actual  profit,  and  onlv  owes  the 
bank,  while  No.  2  has  already  begun  to 
strain  his  eredit  in  the  jobbing  market. 


Second  Month. 

During  the  first  week.  No.  1,  having 
sent  out  his  accounts  promptly,  has  col- 
lected say  $400  of  his  outstandings, 
while  No.  2,  less  aggressive,  has  gather- 
ed in  $250.  Business,  in  the  meantime, 
is  extending,  and  the  sales,  in  each  case, 
for  the  second  month  have  reached  $1,- 
500,  No.  1,  in  pursuance  of  his  cash  po- 
licy, as  far  as  possible  taking  in  $900, 
with  $600  in  accounts,  while  No.  2  col- 
lects $500  cash,  with  credits  of  $1,000. 

Purchases  have  also  increased  to  say 
$1,000  in  each  case,  for  the  second 
month.  No.  2  had  cash  in  hand  $183  at 
thfi  beginning  of  the  month,  he  collected 
$250  during  the  first  week,  and  a  fur- 
ther $150  during  the  month,  which,  with 
$500  cash  sales,  makes  a  total  of  $1,- 
083.  He  has  paid  his  merchandise  ac- 
counts of  the  first  month  $500,  as  indeed 
he  had  to  do,  to  insure  his  further  or- 
ders being  filled,  but  no  discounts  have 
been  taken,  and  a  further  $150  has  been 
paid  out  in  expenses,  leaving  his  posi- 
tion as  follows  : — 

Cash  in  h'and   $    433 

Accounts    receivable   $1,267 

Owing   to   creditors    $1,000 

No.  1,  on  the  other  hand,  has  met  his 
bank  notes  promptly  '  at  maturity,  and 
discounted  a  further  $300  for  30  days, 
which  amount,  together  with  cash  sales 
and  a  further  $150  collected  from  last 
month's  accounts  receivable,  has  been 
adequate  to  enable  him  to  take  his  cash 
discounts  of  2  per  cent,  on  $1,000  pur- 
chases. He,  likewise,  has  paid  expenses 
of  $150,  and  stands  as  follows,  at  the 
close  of  the  second  month. 

Cash  in  hand   $308.33 

Accounts  receivable  717.00 

Owing  to  bank   (not  due)    300.00 

No.  1  has  made  $18.25  in  discounts, 
after  paving  bank  charsres,  which  places 
him  $25.33  ahead  of  the  other  merchant, 
but  Ms  accounts  arc  more  satisfactory, 
for  he  owes  no  one  outside  of  his  bank. 
'He  finds,  however,  that  his  accounts  re- 
ceivable are  larger  than  he  had  intended, 
and  prodeeds,  even  more  energetically, 
to  their  collection.  He  explains  to  his 
customers  that  prompt  pavment  is  ne- 
cessarv,  and  asks  their  support  in  plac- 
ing his  business  on  a  cash  basis.  Within 
the  first  10  davs  of  the  third  month  he 
has  reduced  his  af^coun+s  receivable  to 
s;300,  and  collected  a  further  $200  dur- 
ing the  month,  leaving  his  outstandings 
at  $100,  which  be  finds  difficult  to  col- 
lect. No.  2  has  likewise  collected  about 
half  of  his  accounts  receivable,  and  ap- 
plied the  fimds  to  the  reduction  of  his 
indebtedness  Rus?ness  is  going  on  how- 
ever, and  the  third  month's  hu<:ipess 
shows  $2,000  each  in  sales,  but  while  No. 
1  has  sold  two-thirds  of  the  amount  for 
cash,    his    competitor  has    been  content 


with  one  third  cash,  his  credits  being  in- 
creased by  the  balance.  Purchases  in  the 
meantime  have  amounted  to  $1,500  in 
each  case,  and  No.  1  finds  that  although 
he  has  paid  the  bank,  he  must  again 
borrow,  this  time  $150  to  enable  him  to 
di-scount. 

End  of  Third  Month. 

At  the  end  of  the  first  quarter's  busi- 
ness. No.  2  finds  that  his  accounts  stand 
as  follows  : 

Cash  in  hand   $    582.00 

Accounts  receivable  1,967.00 

Owing  to  creditors   1,500.00 

No.  1,  however,  has  discounted  every 
bill  at  2  per  cent.,  making  $29.12,  after 
paying  bank  charges  on  his  new  loan  of 
$150,  and  exhibits  the  following  state- 
ment : 

Cash  in  hand  $487.45 

Accounts  receivable   766.00 

Owing  to  bank  (not  due)   150.00 

Being  the  end  of  the  first  three  months 
business,  both  merchants  usei  their  cash 
in  hand  so  far  as  possible  or  necessary 
in  paying  off  indebtedness,  adjusting  the 
accounts  to  the  following  basis  : — No.  2 
with  no  cash  in  hand,  owes  his  creditors 
$918,  and  has  accounts  receivable  to  col- 
lect $1,967,  while  No.  1  owes  nothing, 
has  $766  in  accounts  receivable,  and 
$337.45  in  cash. 

He  has  earned  an  excellent  reputation 
in  the  wholesale  trade,  gained  a  good 
name  at  his  bank,  and  made  $54.45  more 
than  his  competitor.  No.  2  is,  of  course 
in  good  financial  condition,  but  depend- 
ent upon  his  customers  to  make  ends 
meet. 

What  Balance  Sheet  Shows. 

Next  week  we  will  traverse  the  next 
three  months  of  the  business  introducing 
special  features.  Thus  far  their  balance 
sheets  are  as  follows,  the  sales,  amount- 
ing to  $4,500,  at  say  25  per  cent,  profit 
and  the  purchases  amounting  to  $3,000 
in  each  case  : 

No.   1. 
Assets. 

Cash $    337.45 

Stock  2,125.00 

Account  rec 766.00 

Fix.,  etc 1,000.00 


$4,228.45 
No  Liabilities. 

Gain   $728.45 

No.  2. 
Assets. 

Stock  $2,125.00 

Ac.  rec 1,967.00 

Fix.,  etc , 1,000.00 

5,092.00 
Liabilities. 

.Account  payable  918.00 

$4,174.00 
Gain ....,$674,00 


Arrangement  for  Two  Floors  40  x  150  Ft. 

Deep  narrow  store  layout  presents  some  difficulties  —  Adjusting  the  sec- 
tions in  accordance  with  relative  selling  importance  —  Dimensions  of  fix- 
tures —  Necessary     equipment     for     second     floor  —  Facilities     for      display 


)lanning 


Editor  Dry  (xoods  Review. — AVe  are 
the  erection  of  a  new  store,  40  x  150  feet,  with  two 
storeys,  both  of  which  we  shall  use  immediately. 
Can  you  give  us  any  suggestions,  enil)odying  the 
modern  idea  as  to  layout  of  departments,  fix- 
tures, etc? 


A  STORE  40  X  l.")!)  feet  is  inconvenieui.  to 
arrange  so  as  to  give  each  department  cor- 
rect relative  selling  space  because  some  lines 
must  necessarily  go  to  the  back  which  merchants 
would  like  to  have  forward. 

In  a  layout  prepared  here  an  attempt  has  been 
made  to  give  stocks  space  according  to  gales  and  im- 
portanuce  of  demand. 

Two  16-foot  windows  have  been  laid  out  Avith 
double  door  vestibule  entrance  8  feet  wide.  Gener- 
ally the  floor  plan  is  arranged  with  centre  fixtures 
and  counters,  giving  8-foot  aisles  on  both  sides  and 
side  wall  fixtures  and  counters.  AVindows  can  be 
di\ided  with  mirror  panel  or  scroll  and  completed 
witli  6-foot  6-inch  wooden  l)acks  of  mahogany,  oak 
or  veneers,  which  come  in  all  finishes  of  wood.  By 
having  slide  door  and  panels  4  feet  wide  working 
both  ways  from  each  side  trinnners  are  given  plenty 
of  opening  to  the  windows. 

On  entering  the  door  at  either  side  are  two  cases 
for  display  of  novelty  or  sale  goods  and  the  front 
case  can  be  used  for  exhibits  of  gwods  from  all 
departments.  Parasols  and  fancy  linens  always 
show  up  well   liere. 

'ViiK  Fa  nine  Sp:(T1()X. 
tSilks,  (Ires'S  gnods,  lining  and  ]iatlerns  arc 
allotted  nearly  65  feet  with  three  2()-foot  counters. 
This  should  not  be  too  nmch  with  a  Avell  arranged 
silk  and  dress  goods  section  in  a  30-inch  shelving 
(endwise)  and  style  patterns  and  models  occu]\ving 
al)Out  15  feet  of  counters  and  shelf  room.  Wall 
fi.xtures  are  not  high,  about  7  feet  6  inches  to  8  feet 
on  all  walls.  A  6-foot  elevator  with  double  landing 
stairs  4  to  5  feet  wide  is  planned.  To  the  rear  of  the 
elevator  is  a  45-foot  drapery  section  with  madrasses. 
lace  curtains,  sa,sh  muslins,  upholstery  materials, 
etc.,  with  counters,  or  laid  out  in  small  rooms  with 
brass  rods  for  showing  these  fabrics.  Some  mer- 
chants use  tables  with  brass  fixtures  (making  rods 
on  both  sides)  so  that  goods  are  draped  and  bolts 
placed  behind.  This  department  will  include  manu- 
facturing hanging.?,  upholstering,  making  fancy 
bedroom  boxes,  pennants,  flags,  etc. 


On  the  floor  a  alternate  10-foot  case  and  counter 
layout  with  centre  fixture  5  feet  6  inches  high  and 
o6  inches  wide  gives  a  series  of  good  department 
spaces  with  an  8-foot  bargain  circle  near  the  elevator. 

Allowing  27-inch  counters,  27-incli  aisle  space 
and  36-inch  centre,  fixture  cross  cases  are  12 
feet  long.  AVhile  outside  measurements  of  centre 
shelving  is  the  same  measurement  throughout,  dif- 
ferent sized  lockers  for  the  different  goods  are 
arranged.  Trimmings  and  laces  require  lockers 
al)Out  12  X  10  inches.  As  in  the  case  of  wall  fixtures, 
all  centre  fixtures  are  made  with  double  drawer  base. 

Trimmings  and  allo^-er  laces  are  first.  It  will 
be  seen  that  they  are  close  to  dress  goods  call.  Em- 
broideries are  next  and  stationery  opposite  patterns. 
A  good  leather  goods  department,  then  hosiery  and 
underwear  completes  this  side.  Hosiery  is  kept  in 
cloth-covered  boxes  about  6x6x10  inches,  three  on 
lower  shelf,  two  on  upper.  Having  underwear  lioxes 
6  X  12  X  18  inches  in  two  sections  allows  for  10 
lockers  for  underwear. 

Starting  at  tlie  front  on  the  opposite  side  are 
ribbons,  neckwear,  handkerchiefs  and  o;loves,  which 
are  used  to  dress  the  two  cases  alternately.  It  will 
be  found  that  a  representative  notion  stock  will  just 
fill  the  next  section. 

Fancy  goods  and  notions  can  be  re-arranged  to 
suit  occasions  or  sales  but,  except  at  Christmas  time, 
the  location  i?  foimd  .satisfactory.  Of  course,  notions 
are  kept  out  on  counters  and  cases  can  be  placed  at 
intervals  throughout  different  departments  to  make 
a  change,  but  it  is  usually  found  that  people  ask  for 
small  things  and  unless  some  minor  findings  are 
included  in  the  trimming  section  this  location  is  all 
light. 

Corsets  are  opposite  the  underwear.  These  are 
relative  departments.  Four  parcelling  and  cash 
desks  are  provided  to  serve  all  departments.  Linens 
are  put  at  the  front  as  linens  and  silks  opposite  give 
a  bright  appearance  to  the  front.  Linens,  wash 
goods,  etc.,  are  kept  in  12-inch  .shelves  lengthwise. 
Shelving  36  inches  deep  is  required  for  staples  and 
35  feet,  with  two  counters,  makes  a  good  roomy  sec- 
tion. Bedding,  comforters,  etc.,  are  placed  at  the 
rear  on  36-inch  high  flat-top  tables  and  counters 
with  slide  lockers  below  in  the  wall  fixtures. 

A  freight  elevator  with  a  rear  entrance  is  neces- 
sary to  handle  incoming  goods  with  despatch. 

Novelty  and  toilet  goods  are  kept  in  the  two 
12-foot  cross  counters  or  displays  are  made  from  up- 
stairs departments.    AVith  8-foot  aisles  it  is  suggested 
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that  10  tables,  five  for  each  side  of  the  front  half,  be 
made  to  place  in  the  centre.  These  tables  are  18  x  72 
inches,  with  raised  edges  for  sale  goods,  special  dis- 
plays and  table  departments. 

Parcels,  call  and  for  delivery,  are  put  in  bins 
under  the  stairway  back  of  the  elevator  or  at  the 
hack  of  the  draperies  section  with  chutes  from  the 
second  floor  near  fitting  rooms. 

Arrangement  of  Second  Floor. 

On  the  .second  floor,  .space  is  divided  as  folk)vs: 
50  feet  for  millinery  and  100  feet  for  ready-to-wear, 
stockroom,  private  and  general  offices.  Wall  cases 
and  alternate  eases  and  counters  are  built  with  side 
sliding  doors  and  one-drawer  bases.  Most  merchants 
endeavor  to  get  along  with  as  few  lockers  as  possible 
on  this  floor  as  goods  must  be  kept  on  view.  Centre 
floor  cases  are  square,  6x6  or  9x9,  all  glass  sides, 
with  well  lighted  top  and  about  6  feet  6  inches  high. 
Mirrors  are  placed  conveniently  and  mirror  tables 
are  considered  necessary  in  a  well  equipped  millin- 
ery section. 

Manicuring  parlor,  if  any,  is  not  large  ai:id  be- 
tween departments  as  a  dividing  line. 

A  millinery  workroom  and  alteration  workroom 
are  made  back  of  cloaks  and  suit  wardrobe  and  in 
the  interval  formed  by  the  stair  and  elevator.  Racks 
or  bar  hangers  with  triplicate  mirror  are  needed  to 
carry  extra  stock  on  the  floor  of  the  showroom.  A 
series  of  12-inch  shelving  and  counter  and  case  alter- 
nating is  allotted  to  corsets,  underwear  and  white- 


wear.  In  many  stores  the  former  is  kept  upstairs 
and  down  and  helps  to  round  out  the  ready-to-wear 
section.  Six  10-foot  .sale  tables  are  directly  in  front 
of  the  elevator  door  and  stairway. 

Near  the  stairway  is  a  good  place  for  fitting 
rooms,  preferably  in  two  or  three  sections  about 
()  X  6  feet,  to  avoid  interference.  The  space  from 
here  to  the  office  is  first-class  for  kimonas  and  under- 
skirts as  shown.  There  is  also  room  for  a  children's 
section  ond  racks  for  underskirts,  wrappers,  hou.^e 
dresses  or  children's  lines  according  to  stock  carried. 
General  and  private  offices  are  20  x  30  feet,  divided, 
and  a  stockroom  .served  by  freight  elevator  already 
noted  is  allowed  about  12x30  feet.  All  goods  are 
marked,  ticketed  and  forwarded  from  here.  It  is 
convenient  to  the  office  and  sufficiently  private  and 
quiet  to  handle  new  and  reserve  goods  quickly  be- 
sides being  immediately  accessible  to  the  adman's 
office.  Card  writers'  tables  can  also  be  fitted  up  in 
adman's  room,  as  there  is  sufficient  space  and  these 
departments  are  hand-in-hand  in  publicity  and  store 
merchandising. 

It  is  anticipated  that  trouble  will  occur  in  store 
light  and  unless  there  are  side  windows  or  light  wells 
the  centre  of  the  store  is  apt  to  l)e  dark  in  such  a 
long  building.  The  architect  will  no  doubt  draw 
attention  to  this.  If  parcel  and  cash  desks  are  pro- 
vided on  this  floor  they  should  be  near  the  end  of 
the  wardrobes  at  the  stairway  and  office  door. 

Such  a  store  should  be  suitable  for  a  stock  from 
$75,000  to  $100,000. 


W.rj^t. 


Dt-iSS     Ooodc 


,.^.^s 


"Pa  bir*-r-rjS 


DI 


Coo  rTt.e,r-  I      I        c  o  u  T-)  t:  e-r-- 


^1 


r_: 


t^^aee,     C  o -r-t:.  ams    •        D-«~a.  "t>  «.^- i  a  s 


Co   u  -v-i  t  c  - 


CO  »-/    >>  t  »-r    I    I      Co,jT^t.a-'-~| 


vAJin^ov 


Courital-     I     I      ga  se  |    |  Coon  t»-r  | 

Uacftl  Et^bd^i  Sti«-t'v 


'E 


c 


u  m 


I     Co  W:  -nCt  -r-      I      PcaTZ  1     1  Coot-.t,« 


Ba-t^ii 


case  I    I    eoo  v>-tr^    I    ca.sa         |  |  coo>^tQ^ 


c 


0 


[Cou-n  ter-  I      [Co  Kj  r^XcLT  I    |        Co  v--  t-i  t,  < 


N<->  t/i^'ns  ■  Fa'nti  ^ C  o  o  J  s g-c-"  >  e  t.  » 

J    I  c  a  '5.  «-  I    I  CO  o  T-Nt.  tT-  i    I    c  a  s  a  I    I    Cou-nt«--r 


Co  u  -n  t  o--^  I     C  o   u  -^  <L  <- 


CO  ^  -rt  t.  e 


I  CO  OT-i  t  '■-'^    I    I  Ce 


Li-T-ic-r\S  ^^""^       ^aXtt-Ts-i.        wa«>\    Good*        CiT>-obaTr»$ 


StaToTes  S-ta^les 


.te.-1-l 


Be^a.-ne     OoTr.fov1oTS-  ftlo.-r\\tXl 


I 


■^lowe-rs         hAoo  r>t  *       T-r , 


'-%s 


WoTk'"oom- 


D;  ,  w 


\A/oTk.roorr,. 


-.i-r-  oVe? 


'D 


EltvAtov. 


TtTfKt^ 


af(oe.rst,iTt.  »      Kimo-nal 


iU..T.  .^JAf 


Of('C.t, 


Office 


<> 


<> 


Tabl«.  I    Table       i    I     Ta^>le 


RacX'J         Y;      |?aady-ro-xN«ai- 


I  Tab'«.    1    I  -ra  b  la-  ^ 


Aftillme 


^> 


■■■■ ■■  r 


|C»»n<.«.?~|    I    Caia.  ;     I  eounta-T^    !  cas 


Vt1»«V»  ^jlk.^  Srbbo>V« 


I  co.-rxt'e^   I    ca^e.         |  |  eoont.«.-r  |    I     c-^'S)-.       |    |  Oo  ■j-ntr«.-i- j 


C  o  T-  t>  a.^  S  w  K  I  t;   e.  \Aj  e.  ar^      yy/h  It  a  v\/o  sJT^ 


Stoc1<.-T~ooTr)    ,        m.v«t» 


Suggested  layout  for  two  floors  of  store  40  x  150  feet.     See  article. 
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Easter  Parade  and  Windows 

Displaying  goods  that  customers  want  for 
immediate  uses  —  More  sales  to  direct 
trade  at  height  of  Spring  season  —  As- 
sembling  proper   trims   for    fashion   event 

EASTl^R,  coining  this  year  on  .Vpril  Ttli,  a  week 
earlier  than  last  year,  is  the  next  problem  be- 
fore window  trinnners  in  their  schedule.  As 
there  is  a  shorter  interval  between  Spring  openings 
and  Easter  displays,  decorators  will  probably  decide 
that  backgrounds  used  for  the  openings  will  have  to 
serve  for  both  events.  In  the  larger  stores  decorations 
reach  their  zenith  at  Easter.  Looking  forward  to  next 
year,  Easter  comes  so  early  that  openings  and  Easter 
can  be  combined  to  make  a  grand  event. 

This  might  be  a  good  argument  to  use  this  year 
in  an  extra  effort  to  increase  business,  and  the  carry- 
ing out  of  elaborate  or  seasonable  trims  this  Easter 
is  bound  to  affect  sales  and  prolong  selling. 

Aggressive  Selling  Policies. 

It  is  becoming  more  generally  recognized  that 
Easter  is  Spring's  harvest  time,  and  no  matter  what 
decorative  scheme  is  carried  out,  selling  policies  are 
growing  more  aggressive,  both  as  regards  advertising 
and  window  displays.  Easter  is  the  crisis.  Trim- 
mers must  make  the  most  of  it,  whatever  their  in- 
structions, but  it  is  certain  that  all  larger  stores  intend 
conducting  Easter  publicity  with  elaborate  interior 
and  window  campaigns,  different  from  opening  time, 
regarding  decorations.  They  are  looking  forward  and 
planning  for  this  event  as  the  climax  of  the  season's 
efforts. 

Plan  for  Easter  Rush. 

Directly  after  the  openings,  trimmers  begin  to 
plan  for  the  Easter  rush.  In  order  to  swing  the  car- 
pet  and  housefurnishings  early  enough,  an  entire 
front  of  new  rugs,  carpets  and  housecleaning  neces- 
sities is  shown  and  .serves  to  mark  a  contrast  between 
the  two  events.    By  making  these  displays  quickly, 


time  necessary  to  have  everything  ready  for  featur- 
ing Easter  trims  is  availaible.  About  April  1st  grass 
rugs  and  verandah  furniture  shipments  will  be  com- 
ing in,  giving  an  opportunity  for  a  striking  display. 
Traveling  goods  are  usually  a  profitable  showing, 
because  Easter,  a  longer  holiday  recess  than  most  holi- 
days, is  a  time  of  extra  traveling.  For  that  same  rea- 
son and  reduced  railway  rates,  people  are  visiting 
larger  stores,  are  interested  in  decorations  and  dis- 
plays and  in  well-displayed  selections  of  Easter  ap- 
parel from  leading  fashion  centres. 

Attract  the  Holiday  Trade. 

People  want  goods  for  immediate  personal  uses 
during  Easter  week,  and  windows,  therefore,  are  most 
successful  which  cater  along  lines  suitable  for  the  holi- 
day trade  and  the  final  Easter  outfitting.  This  will 
necessitate  windows  of  neckwear,  gloves,  belts  and  ac- 
cessories, with  millinery  and  ready-to-wear  novelties 
to  supply  immediate  needs.  One  of  the  most  result- 
ful  window^s  is  a  grouj)ing  of  these  accessories,  so  as 
to  make  a  more  effective  display,  because  stock  as- 
sortments are  limited  and  also  because  of  the  amount 
of  time  involved  in  making  separate  showings.  It 
is  a  window  of  novelties  and  conceits  to  complete 
Easter  toilettes. 

Displaying  the  Novelties. 

Window  trimmers  do  not  find  it  as  hard  as  it  is 
tedious  to  put  in  a  good  neckwear  and  novelty  win- 
dow, as  it  takes  more  time  to  assemble  goods,  but  re- 
sults are  always  effective  no  matter  what  dispatch  is 
necessary,  because  it  is  always  easy  to  make  a  good 
show  of  new  novelties.  It  will  be  found  that  newer 
things  can  be  added  right  up  to  the  final  Saturday,  so 
as  to  show  the  latest  shipment.  Quick  sales  always 
follow.  Another  method  is  to  take  representative  dis- 
plays, according  to  price,  because  of  an  established 
reputation  for  25c,  50c,  75c  or  $1  valu&s,  especially 
at  Easter  time. 

Usually  cross-bar,  nickel  or  tee  stands  with  glass 
pfdestals,  small  tables  or  stands  are  effective  as  a 

(Continued  on  page  12) 
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Special  Show  Case  Sale 


Show  Cases  at  laid  down,  safe  delivered  prices.    We  pay  the 
freight.     We  replace  breakages.     You  take  no  chances. 


THE    MONTREAL 

A  silent  salesman  as  cheap  as  a  counter.  Bevelled  Plate  Glass,  Double  Thick  Ends 
and  Front,  Mirror  Doors,  Two  Plate  Glass  Shelves,  Rich  Quartered  Oak  Frame  and 
Base.     Height,  42  ins.     Width,  26  ins.     Stock  Lengths,  6  and^S^ft. 


PRICES 

6  FT. 

8  FT. 

F.  O.  B.  Points  in  Southern  Ontario  or  Quebec 

$55.20 

$73.60 

Northern  Ontario  ( North  and  West  of  North  Bay)  Maritime 

Provinces  and  Manitoba           -              .                -                . 

58.80 

78.40 

Alberta    and    Saskatchewan   -              -                -                - 

62.10 

82.80 

British  Columbia        .               -              -                .                . 

66.00 

88.00 

Less  5%  iVe^   Cask 


Credit   Terms  on  Application 


Twenty  other   Styles  and   Designs  for  all  kinds  of    Dry    Goods    Fittings  in  large 

Illustrated  Catalogue. 

Send  for  Copy 


JONES   BROS.   &   CO.,   LIMITED 

STORE    FITTERS 

29-31  Adelaide  St.  West      -      Toronto,  Ont. 

Please  mention  The  Review  to  Advertisers  and  Their  Travelers, 
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Dry  Goods  "Revxew 


Spring  uiillinery  window  for  "Opening  Day,"  March  4th,  showing  beautiful  Paris  models  and  creations  from  the 
Millinery  Salon,  with  flowers,  trimmings,  mounts,  laces,  and  feathers.  In  this  arrangement  an  elaborate  back- 
ground consisted  of  vclour-covered  screens,  with  bungalow  net  curtains  covered  with  flowers  and  finished  with 
urns    and    lanterns.      Displayed   in    the   new    and    spacious  corner  window  of  the  Robt.  Simpson  Co.,  Limited,  H, 

Hollinsworth,   trimmer,  in  charge. 


Perspective  of  ready-to-wear  and  millinery  floor,    Eaton.   Toronto,   store.      Decorations   took   the    form    of    foliage    and    floral 

twined  pergola,  with  palms,  blossoming  shrubs,  etc.,  throughout  the  department.      Along   this    extended    arbonal   way 

living  models  walked  at  stated  intervals.      Considering  the  vast  space  to  be  served  the  charming  effect 

secured   was  the  more  remarkable.     By  A.  E.  Apted. 
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/L--JJ  L     Outside 

**'*='''~-^       Appearance 


Raymond  Bros. 


adds  prestige  to  your 
store  in  the  eyes  of 
your  trade. 

An  awning  affords 
protection  from  the 
sun  and  excessive 
light  to  the  interior 
thus  allowing  your 
stock  to  retain  its  new 
appearance— a  point 
that  will  always  make 
It  saleable,  and  inci- 
dentally add  to  your 
profits. 

Ask  us  for  quota- 
tions 


London,  Ont>. 


Flat  Brushes 


FOR  CARD-WRITING 

RED  SABLE  IN  ALBATA,  approved  and 
used  exclusively  by  the  author  of  the  '  'Edwards 
Short  Cut  System  of  Card-writing,"  and  other 
prominent  card  writers  of  Canada.  Best 
French  make,     all  sizes.     VVe  also  handle 

CARD-WRITERS'  SUPPLIES 

consisting-  of  Thaddeus  Davids'  letterine, 
Soenneken  pens,  T  squares,  cardboard,  etc. 

Write  for  prices. 

E    HARRIS   CO.,  LIMITED 

73  King  St.  East,  -  -  Toronto 


ASK 
MR.  POTTER 

to  tell  you  all 
about  the 

Koester  School 


Mr.  Potter  owes  his 
present  position  to 
the  g-ood  training  in 
Window  Trimming  and 
Show  Card  Writing 
he  received  at  this  in- 
stitution. We  have  a 
list  of  20  Canadians 
who  have  been  to  the  Koester  School  within  the 
past  2  years.  \'ou  can  get  the  best  opinions  of 
the  course  £or  all  three  branches,  Window  Trim- 
ming, Retail  Advertising  and  Show  Card  Writing, 
if  you  write  to  them.  Send  for  this  list  and  a 
set  of  interesting  literature  explaining  all  courses 

in  detail. 

WRITE     TO-DAY     TO 

THE     KOESTER     SCHOOL 

304  Jackson  Blvd.  CHICAGO,  U.S.A. 


GRAND  PRIZE  WINNER 

C.  J.   POTTER 

of  the 

M.    Friedman    Co. 

Grand  Rapids.  Mich..  U.S  A. 


PISFLAY  RACK 


PATENTED 


A  Clerk  for  Every  Customer 
IMPOSSIBLE 

but  every  customer  can  be  interested  and 
waited  on  by  using  the  "  Essex  Adjustable 
Display  Rack."  Customers  are  kept  interested 
by  looking  through  the  stock  nicely  displayed 
on  your  counters  and  cases,  until  the  sales- 
people are  ready  to  serve  them. 


\,^ 


^:j 


The  Double  Tie  Rack 


The  Single  Tie  Rack 


These  racks  are  adjustable  and  may  be  used 
for  dozens  of  purposes  throughout  the  store. 

They're  particularly  good  for  ties,  hosiery, 
shirts,  veilings,  trimmings,  etc. 


The  Cross  Pile 


The  Combination  Pile 


Nos. 

1  Single  Section  Tie  Racks,  all  nickel  or  Ox. Copper,  $12.00  Doz. 
4  Double  Section  Tie  Racks,  all  nickel  or  Ox. Copper,  $20.00  Doz. 
7  Standard  Shirt  Racks,  all  nickel  or  Ox.  Copper  $20.00  Doz. 
6  Standard  Adjustable  Shirt  Racks,  all  nickel  or 

Oxidized  Copper    $25.00  Doz. 


Clatworthy  &  Son,  Ltd. 

159-161  KINGJST.  WEST 

Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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On  the  Left  —  Full  form  drape  on 
the  new  Koerber  drapery  form, 
sketch  made  from  furm  which  was 
draped  and  displayed  in  show  cases 
and  windows  this  month.  Advanc- 
ed information  as  to  how  to  drape 
the  various  materials  to  be  used. 

Drape  with  French  cotton  voile 
border  underlined  with  pink  and 
trimmed  with  black  velvet  ribbon. 
This  is  a  simple  and  yet  effective 
drape.  The  underdrape  on  bottom 
of  skirt  was  of  light  pink  silk,  and  a 
bunch  of  flowers  pinned  on  the 
bossoni  hnislu'd  the  drape.  Seven 
yards  of  inaterial  was  used. 

On  the  Right  —  A  simple  evening 
gown  of  tinsel  embroidered  chiffon, 
underlined  with  light  green.  The 
underdrape  was  of  chiffon  velvet  of 
a  similar  color.  Fine  laces  were 
used  for  trimmings  :  for  the  yoke 
gold  tinsel  cloth  was  used  ;  seven 
yards  of  tinsel  chiffon  and  five  yards 
of  chiffon  velvet  were  used. 


Draped  tor  the  Review  by 
.lernnie  Koerber,  with  Straw- 
liridge  &  Clolhier.  Philadel- 
jilii*.  Pa. 


fdiaidatioii  for  fti-^liiontihle  ideas  in  jabots,  collar's, 
belts,  handbags,  lisle  and  silk  gloves,  liair  goods, 
frillings,  etc.  Velvet,  velour  or  allover  laces  are  often 
draped  about  stands  and  bases  in  order  to  soften  the 
effect,  fill  in  Ijare  spots  or  add  distinctive  background 
color  to  individual  pieces. 

Special  Glove  Window. 

Kid  gloves  are  important  enough  at  Easter  to 
warrant  a  special  window.  This  may  be  so  because 
every  sale  usually  means  a  dollar  sales  check,  but  at 
Easter  there  is  always  a  demand  for  gloves  which  can 
be  successfully  catered  for  because  of  the  pride  there 
is  in  being  properly  gloved  at  this  time.  There  will 
also  be  a  display  of  hosiery  in  a  separate  window, 
comprising  silks,  finer  lisles  and  gauzy  effects,  giving 
an  excuse  for  t"Rdn  arrangement. 

Novelties  and  accessories  being  most  in  demand, 
and  considering  the  more  aggressive  tactics  at  Easter, 
l)usiness  can  be  made  to  jump  by  having  price  leaders 
on  these  lines  for  AVednesday,  Thursday  and  Satur- 
day. These  are  displayed  in  price  windows,  and  it 
is  u.sual  to  rush  in  ready-to-wear  trims  to  tide  over 
any  windows  that  othei-w-ise  might  be  unpresentabh 
for  Good  Friday. 

It  is  good  policy  to  have  blinds  withdrawn  on  the 
holiday,  because  an  amount  of  business  is  still  to  be 
done  on  Saturday  and  Saturday  night.  Friday  being 
an  off  day  for  a  holiday,  having  well-arranged  trims 
always  helps  because  people  are  passing  and  have 
time  to  examine  the  details  of  the  goods  on  view. 


Helping  Out  the  Millinery  Rush. 

Easter  is  as  niuch  associated  with  millinery  as  the 
symbols,  lilies,  bunnies,  chicks  and  purple,  and  this 
is  evidenced  in  the  rush  to  complete  promised  orders 
for  Easter  Sunday. 

Window  trimmers  can  help  alleviate  this  rush  in 
the  workrooms  by  showing  a  window  assortment  of 
different  models  adapted  to  the  sea.son's  best  selling 
styles.  Use  the  argument  of  saving  worry  and  pos- 
sible disappointment  of  ordered  work.  Another  good 
reason  for  this  display  is  that,  having  these  hats 
ready,  sometimes  satisfies  customers  often  neglected 
or  refused  otherwi.se,  in  the  rush  for  last-minute  selec- 
tion. Such  a  window  must  be  simple  and  thoroughly 
businesslike  and  is  usually  a  one-price  grouping  a*^ 
$10,  $8.95  or  $6.95.  Better  models  can  be  inter- 
•spersed  in  other  displays. 

Display  Stylish  Garments. 
Probably  the  next  most  important  department  at 
this  time  is  ready-to-wear — stylish,  higher-priced  gar- 
ments, suits,  dresses,  coats,  blouses  and  tailored  skirts. 
These  are  grouped  and  enhanced  in  po.sing,  with 
boas,  parasols,  handbags  and  accessories.  By  having 
a  distinctive  background,  Easter  tickets,  palms,  lilies, 
tables  and  well-arranged  figures,  this  display  must 
rank  second  only  to  those  of  the  Spring  opening. 

Avoid  Too  Early  Price  Cutting. 
Many  merchants  depend  on  the  windows  to  effect 
the  sale  of  extreme  novelties,  and  make  a  rule  that 
(Concluded  on  page  16) 
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Wax 
Figures 

BEAUTIFUL  AND 
LIFE-LIKE 


The  Dale  and  Pearsall  Wax 
work  compares  favorably 
with  the  finest  on  the  conti- 
nent, whether  for  beauty  of 
contour,  life-like  expression 
or  finish. 

Our  values  are  unexcelled  in 
the  trade  and  we  guarantee 
perfect  satisfaction  with 
every  sale. 

We  carry  a  full  range  of  wax 
figures  and  give  prompt 
shipment. 

WRITE  FOR  PARTICULARS 


DALE   and   PEARSALL 


106  Front  Street  East, 


Toronto 


Your  Forte  is  Quick  Service 

quick  and  efficient  service  in  waiting  on  an  impatient  public.  Have  you  ever  noticed  that  the 
railway  company  which  gives  the  tastest  service  gets  the  masses  of  the  travelling  public  ?  Have 
you  ever  seen  any  business  prosper  that  gave  slow,  laxadaisical  service?  When  your  customer 
has  decided  on  her  purchase,  she  does  not  want  to  wait  long  for  her  change,  she  becomes  im- 
patient to  get  out. 

Is  your  cash  system  such  that  you  can  make  quick  change?  If  not,  let  us  give  you  full 
information  about  the  "Perfect"  Cash  and  Parcel  Carrier.  Our  carriers  work  smoothly,  are 
simple  and  durable. 

Write     To-day    For     Full    Particulars 

Hamilton  Brass  Mfg.  Co.,  Limited     -     Hamilton,  Ontario 

Montreal  Office,  327  Craig  Street  West 


The  ReviCAV  *^  "^^  giving  a  service 
===  =^^====  with  its  two  issues  each 
month  that  is  impossible  with  a  monthly  paper. 
You  will  always  find  the  news  first  in  "The 
Review."     The  paper  that  does  things. 


Pleme  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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INDOW    DISPLAY    I   consider   the   best    form    of    advertising   in 


e  trade  to-day.  You  cannot  give  your  windows  too  much 
attention.  Use  every  available  space  to  good  advantage,  not  over- 
crowding but  neat  and  effective  displays.  Here  are  three  points  worthy 
of  note : — See  that  merchandise  is  well  ticketed ;  have  windows  spotlessly 
clean ;    have  your  displays  well  lighted." —  IVm.    G.   Moir. 


JUST  as  the  merchant  will  undoubtedly  become 
broader  in  his  view  and  more  capable  of  deal- 
ing with  the  various  problems  of  his  business 
when  he  takes  every  opportunity  to  observe  condi- 
tions, policies  and  methods  outside  of  his  own  sphere 
of  activity,  so  the  window  trimmer  and  advt.  writer 
who  studies  the  work  of  those  men  engaged  in  a 
larger  and  more  exacting  field  will  himself  get  that 
viewpoint  which  enables  him  to  apply  his  originality 
and  his  constructive  ability  to  better  advantage. 
There  are  many  merchants  who  encourage  their 
decorators  in  every  way  possible  to  get  into  touch 
with  the  biggest  men  in  the  business.  Regular  trips 
to  New  York,  Chicago,  Toronto  and  Montreal  are 
planned,  papers  which  discuss  the  latest  development 
in  the  art  of  display  are  studied  and  the  window 
trimmer  who  falls  down  in  arranging  effective  open- 
ing displays  had  better  try  something  else. 

First  having  secured  a  general  idea  of  his  trim 
for  any  occasion,  the  trimmer  must  have  the  artistic 
ability  to  develop  it,  to  work  it  up  to  that  point 
where  he  can  say  he  is  satisfied  and  when  he  can 
assure  himself  that  it  lacks  nothing  to  make  it  more 
effective.  When  everything  is  completed  the  trim- 
mer should  have  as  great  confidence  in  his  display 
as  the  advt.  man  has  in  his  lists  and  descriptions  of 
goods,  or  the  buyer  in  his  selections  for  the  season's 
business. 

Among  tire  displays  and  sketches  which  the 
Review  has  illustrated  in  this  department  from  time 
to  time  have  been  several  for  the  G.  W.  Robinson 
Co.,  Hamilton,  by  W.  G.  Moir,  their  window  trim- 
mer. That  Mr.  Moir  is  a  man  who  takes  his  work 
seriously,  informs  himself  thoroughly  upon  the  de- 
tails of  latest  decorative  effects,  giving  due  consider- 
ation to  the  artistic  as  well  as  the  practical  side,  with 
the  ability  to  give  adequate  expression  to  both,  will 
be  evident  to  those  who  have  seen  examples  of  his 
work.  In  addition  to  this,  Mr.  Moir  has  specialized 
in  cardwriting,  and  the  result  is  the  development  of 
speed  and  effectiveness  to  an  unusual  degree.     The 


show  cards  here  illustrated  are  his  everyday  work, 
principally  bru.sh  stroke,  which  he  prefers  owing 
rapidity  possible.  Five  minutes  was  the  time  limit 
for  most  of  these  cards. 


W.  G.  MOIH 

Window  trimmer  and  card   writer  for  the 

G.   W.  Robinson  Co.,   Hamilton. 


Mr.  Moir  is  now  going  on  his  tenth  year  with  the 
G.  W.  Robinson  Co.  He  was  engaged  by  this  firm 
until  about  six  years  ago  as  a  clothing  salesman. 
At  that  time  the  department  heads  usually  trinmied 
their  own  windows,  made  their  price  tickets,  also 
many  of  their  fixtures.  Finally,  however,  such  were 
the  demands  of  the  work  that  it  became  absolutely 
necessary  to  find  a  window  trimmer  and  card  writer. 
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Having  a  little  taste  for  the  work,  Mr.  Moir  was 
detailed  to  trim  one  of  the  vestibule  windows.  It 
was  a  chance  to  make  good  and  pv;tting  forth  ever}- 
effort  he  finished  to  the  entire  satisfaction  of  the  firm. 
The  opportunity  then  came  to  trim  the  large  front 
windows,  a  much  harder  task,  but  he  applied  him- 
self to  the  work.  In  the  course  of  a  year  he  was 
sent  to  New  York.  This  trip  gave  him  courage  and 
after  a  week  he  returned  more  confident  and  certain 
of  success.   He  has  since  visited  Gotham  twice  a  year. 

Lettering  has  been  Mr.  Moir's  hobby  since  he 
was  a  boy.  He  is  one  of  those  to  wdiom  show  card 
writing  comes  easy  and  with  the  practical  work  it 
was  not  many  months  until  he  could  write  a  few 
tickets  and  handle  the  brush  with  some  speed. 

The  Robinson  Company  have  two  large  front 
windows,  24  feet  by  7  feet,  and  when  divided  they 
form  six  good  windows.  There  are  also  two  vesti- 
bule windows,  14  feet  by  4  feet  deep. 


Profitable  Easter  Field 

Decorator   may   often    contract    to    design 

and    apply    appropriate     adornment     for 

church    and     hall    interiors  —  Co-operate 

with    local    florist. 

The  season  of  Easter  offers  many  an  occasion 
for  the  window  trimming  department  of  dry  goods 
and  department  stores  to  take  advantage  of  in  trim- 
ming the  interiors  of  churches  and  religious  edifices 
for  this  event. 


AVith  the  exception  of  special  occasions  such  as 
weddings,  the  churches  in  general  over  the  country 
pay  attention  to  this  time  as  one  for  which  special 
decoration  should  be  provided  and  the  greatest  effort 
along  this  decorative  line  is  put  forth  at  this  time. 
In  the  large  city  store  the  decorating  department  is 
on  the  same  basis  as  any  other  and  here  the  depart- 
ment is  expected  to  show  a  revenue  as  well  as  a  mer- 
chandise departnaent;  therefore  this  department 
takes  advantage  of  the  opportunities  afforded  by  the 
decorated  church  interior  at  Easter,  to  contract  for 
this  work  to  the  extent  that  outside  work  of  the  kind 
has  become  quite  a  factor  to  increase  the  revenue 
account  expected  from   the  decorating  department. 

So,  too,  the  outlying  titore,  or  the  store  that  has  a 
decorator  or  department  of  this  kind  in  the  smaller 
towns,  can  bring  a  substantial  revenue  to  the  depart- 
ment through  this  source.  Of  course,  this  plan 
^llould  not  usurj)  the  funclious  of  the  local  fiorist, 
for  in  many  instances  they  can  work  together  here, 
the  department  furnishing  the  design  and  supplying 
special  details  for  setting  up,  or  materials  such  as 
frame  work,  supports,  etc.,  and  the  florist  and  the 
department  share  a  mutual  division  of  the  profit. 

If  there  are  no  florists  in  the  community  then 
the  task  entire  will  devolve  on  the  decorator  and  he 
will  be  called  on  to  not  only  suggest  a  design  but  to 
apply  all  materials  and  set  up  the  work,  and  if  this 
should  prove  difficult  on  account  of  lack  of  materi- 
als in  town  he  has  the  privilege  to  take  up  the  solu- 
tion with  decorating  concerns  in  the  large  cities  to 
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Show  cards  by  W.  G.  Moir,  for  The  Robinson  Co.,  Hamilton.      These  are  rapid-fire  cards,  produced  in  a  few 

minutes  to  meet   the  requirements  of    different   departments.     By  close  study  of  card   work,  Mr, 

Moir  has  dereloped  speed  egsentlals  to  a  marked  degree. 
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receive  any  assistance  necessary  to  carry  on  the 
work  to  success. 

The  illustration  here  shows  the  interior  of  a 
church  in  a  town  of  30,000,  decorated  for  Easter. 
The  decorations  were  supplied  and  set  in  place  by 
the  decorating  department  of  the  largest  store  in 
that  city.  Here  a  local  florist  acted  in  connection 
as  a  source  of  supply. 

In  communities  of  this  size,  and  smaller,  oppor- 
tunities of  the  kind  are  at  hand  all  through  the 
year  and  the  store  decorator  is  not  making  the  most 
of  his  position  if  he  fails  to  take  advantage.  The 
revenue  derived  has  been  shown  to  be  worth  while 
and  a  reputation  for  this  once  established  leads  on 
to  the  greatest  success. 


displays  will  be  devoted  to  lines  for  quick  sale  in 
order  to  round  out  Easter  business  in  every  depart- 
ment, it  will  be  necessary  to  feature  silks,  dress 
goods,  and  wash  goods,  including  ginghams,  mulls, 
voiles,  foulards,  marquisettes,  linens  and  corded 
suitings.  These  lines  may  be  made  efl:ective  within 
departments,  on  counters,  ledges  or  in  cases.  Blouse 
section  showings  are  strong,  whitewear  and  under- 
wear stocks  fully  replete,  and  there  will  be  many 
calls  for  these  garments.  Staples  are  not  pushed,  ex- 
cept for  three  or  four  leaders  to  keep  up  interest. 
Trimmers  aim  to  arrange  stocks  to  add  to  other  sales 
or  show  goods  likely  to  be  inquired  for  or  admired 
by  customers  and  purchased  later. 


Church  interior  in  city  of  25,000  trimmed  for  Easter  by  decorator   of  local   store,  assisted    by  florist. 


Easter  Parade  and  Windows 

(Conchided  from  page  12) 

goods  of  this  nature  must  sell  by  Easter  Sunday 
unless  the  weather  is  particularly  backward.  A  dis- 
position to  cut  prices  is  sometimes  yielded  to,  and  ex- 
cused by  the  claim  that  after  Easter  clearance  is  too 
late.  It  is  becoming,  or  should  be,  a  practice  tf)  avoid 
cut  prices  until  afterward,  as  good  business  in  vie\7  of 
demand  and  satisfactory  profit  on  lines,  when  people 
are  willing  to  go  the  price.  To  invite  or  induce  simi- 
lar methods  by  opposition  is  often  more  disastrous 
than  taking  chances  after  the  holiday. 

Although  it  is  usually  understood  that  window 


Every  Department  Embodies  Last  Word. 

Most  of  all,  it  is  an  authentic  array  of  styles 
broug'ht  up  to  the  minute  for  Spring  and  Summer  sea- 
sons and  making  use  of  Easter  favors  to  create  busi- 
ness; new,  fashionalble  merchandise  reflecting  the 
culmination  of  style  demands  and  of  the  entire  buy- 
ing. Every  department  embodies  the  last  work  of 
fashion's  decree.  With  plenty  of  forethought,  suf- 
ficient aggressiveness  and  right  values  there  is  little 
doubt  but  that  customers  will  respond  to  the  occasion 
in  making  selections  for  the  Easter  parade.  It  is  in 
the  number  of  sales  effected  that  the  success  of  win- 
dow trimmer's  artistic  ability  and  good  management 
is  judged.  Merdhants  look  to  the  records  and  greater 
turnover  for  their  satisfaction.  Decorators  help  im- 
measurably to  attain  this  at  Easter. 


oom 

p\BRl(§ 


The  Buyer's  Viewpoint 

New  modes  now  in  process  of  development  are 
graceful,  feminine  and  pretty  and  are  bringing  a 
host  of  new  fabrics  in  their  train.  Silk  is  a  decided 
favorite  and  it  appears  that  the  effort  to  push 
taffetas  is  going  to  be  successful.  The  latest  pat- 
terns are  of  the  small  flowered  pompadour  type. 


What  New  York  is  Showing 

Latest  novelties  and  combinations  in  silks 
and  in  cotton  and   woolen   fabrics  —  Ten- 
dency away  from  mixtures  and  black  and 
plain   cloths. 

New  York,  March   15. 

NE^^'  YORK  has  always  something  to  show, 
student  of  the  keen  game  that  the  buying 
something  to  tell,  but  in  few  seasons  has  the 
of  dress  goods  has  become,  found  so  much  to  interest 
as  at  the  present  time.  It  is  begging  the  question 
to  say  that  there  is  little  change  presented  in  Spring 
fashions,  for  though  this  is  true,  there  are  changes 
coming  about  that  reveal  the  intent  behind,  and  show 
somewhat  of  what  is  in  contemplation. 

The  various  changes  of  fashion  must  of  necessity 
injure  the  sale  of  some  lines  of  goods,  and  that  there 
is  profoiuid  dissatisfaction  with  present  styles  in 
some  quarters,  and  that  the  manufacturers  affected 
are  using  every  medium,  and  doing  all  in  their 
power  to  bring  about  more  favorable  conditions  is 
an  open  secret. 

Slightly  Fuller  Skirts. 
Ah-eady  a  measure  of  success  has  been  achieved 
by  the  introduction  of  .slightly  fuller  skirts.  Not 
only  is  the  hobble  gone,  but  styles  are  decidedly  less 
.'ikimpy  looking,  and  the  skirts,  instead  of  being  per- 
fectly .straight  and  plain  are  beginning  to  be 
trimmed    with    rndles,    shirrings.    ploatings,    puffings 


;;iid  llduuces.  Peplums  and  draperies  are  appearing, 
while  if  indications  are  to  be  relied  upon,  something 
like  a  pannier  revival  is  coming  later.  It  is  plain 
that  this  is  to  be  brought  about,  if  possible,  as  the 
a})Ove  described  trinunings  are  so  arranged  as  to 
simulate  the  outline  of  these  draperies,  and  festoon 

LEADERS  IN  NEW  YORK'S  FABRIC  LIST. 

SERGES. — Dark  and  light  navy,  white,  cream  and 
tan  shades  in  fine  French  storm  serges,  diagonal 
and  other  weaves.  Serge  from  the  yardage  stand- 
point is  the  first  for  the  fabric  list. 

CREPES. — Satin-finished  crepes,  such  as  charm euse, 
crepe  meteor  and  crepe  de  chine  coming  into 
great  popularity  owing  to  their  draping  qualities. 
Fine  crepes  lead  in  lightweight  cotton  fabrics,  and 
come  in  embroidered  and  in  bordered  effects. 

\  GILES  AND  SHEER  COTTONS.— Desirable 
qualities  in  cotton  voiles  scarce.  Plain  cloths  in 
white  and  colors,  'with  lovely  fioral  borders  high 
style.  Nets,  tulles,  batistes,  mulls,  m/uslins  in 
printed  patterns  and  in  immense  vogue  with  floral 
borders. 

CHILDREN'S  WEAR.— Piques,  cords,  reps,  with 
white  in.  the  lead.  Pink  the  leading  color.  Other 
colors,  sky,  Copenhagen  and  tan.  Plain,  plaid 
and  striped  ginghams,  and  tissues  in  same  colors. 
Serge,  navy  and  white,  natural  pongee  and  tub 
silks. 
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and  scallop  effects,  which  always  go  with  panniers, 
are  beginning  to  be  used  around  the  foot  of  the  new 
skirts. 

More  Definite  Waist  Line. 

The  snag  in  the  way  of  the  progress  of  these  new 
fashions  comes  from  an  attempt  to  interfere  with  the 
present  slender  figure  by  the  adopting  of  a  new  corset 
model  that  is  designed  to  give  a  definite  waist  line. 
This  result  is  to  be  achieved  by  a  nipping  in  at  the 
back,  and  by  what  the  introducer  describes  as  a  lovely 
curve  that  alters  the  whole  poise  of  the  figure.  This 
effect  is  now  in  process  of  popularization  by  means 
of  the  illustrations  in  the  leading  fashion  journals. 

Once  this  corset  is  launched  then  the  pointed,  'the 
full  skirt  and  drapery  effects  are  expected  to  follow. 
This  is  the  outlined  programme,  but  even  its  authors 
confess  that  its  acceptance  depends  upon  whether 
women  con  be  persuaded  to  accept  the  new  corset 
changes  or  not. 

Leaving  out  these  uncertain  points  in  the  new 
modes  they  are  graceful,  feminine  and  pretty,  and 
are  bringing  a  host  of  new  fabrics  in  their  train; 
moreover,  it  is  by  no  means  certain  that  the  ready- 
to-wear  trade  will  not  again  score  by  adopting  the 
new  modes  to  the  present  figure  outline.  Any 
change  to  a  more  definite  waist  effect  would  mean 
much  working  over  of  patterns,  and  a  very  probable 
increase  in  the  percentage  of  alterations  that  would 


KING'S 


Established   1775 


FAMOUS 


Sold  by  leading  Jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  relia- 
able  and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 
210  St.  James  Street        -  -  Montreal 


have  to  be  made.  On  the  other  hand,  a  decided 
fashion  change  is  always  a  welcome  stimulant  to 
business. 

Taffeta  a  Firm  Favorite. 

The  new  styles  wonderfully  favor  silk,  and  it 
looks  as  though  the  efforts  to  push  taffetas  was  going 
to  result  favorably.  Taffeta  changeable  is  a  firm 
favorite  for  millinery  uses.  In  fact,  it  forms  the 
keynote  of  the  season,  and  all  the  re«t  of  the  millin- 
ery trimmings  are  colored  and  arranged  to  tone  in 
with  changeable  taffetas.  These  fabrics  are  freely 
used,  but  not  so  successfully  for  dresses  and  dressy 
tailored  suits.  When  combined  with  lingerie,  lace 
and  net,  a  much  more  pleasing  result  is  obtained. 
Apron  tunics,  peplum  and  fichu  coatees  with  a  long 
hanging  panel  at  the  back  are  smartly  developed  in 
changeable  taffeta,  and  are  to  be  worn  over  lingerie 
gowns. 

The  latest  taffetas  showing  are  in  small  flowered 
pompadour  patterns.  These  silks  will  be  used  for 
evening  gowns  and  also  for  hat  trimmings.  They 
are  very  soft  and  sheer,  and  have  none  of  the  stiff- 
ness that  most  people  associate  with  taffeta. 

The  rise  of  the  taffeta  vogue  has  somewhat  thrown 
foulards  into  the  shade,  nevertheless,  foulards  are 
selling  well,  and  some  lovely  radiums  and  bordered 
effects  are  shown.  The  more  extreme  show  eastern 
designs  and  colorings,  but  the  quieter  effects  give  a 
lace-likc  pattern  in  either  white  or  black,  in  accord- 
ance with  the  ground  color. 

All  kinds  of  cord  weaves  in  silks  are  high  style, 
from  failles  to  Ottomans  and  heavy  ribs.  The  newer 
effects  are  two-toned  and  in  mixtures  and  shots. 
Heavy  ribs,  diagonals  and  cheviot  weaves  are  being 
introduced  for  tailored  suits  and  dresses. 

Favor  for  Transparent  Weaves. 
There  seems  to  be  a  lingering  fondness  for  chif- 
on,  mousseline  de  sole  and  transparent  weaves  of  this 
nature.  Undoubtedly  this  is  due  to  the  very  pretty 
effect^s  that  can  be  gained  by  the  veiling  of  one  ma- 
terial with  another.  Also,  the  vogue  of  shot  effects 
is  keeping  chiffons  to  the  front  as  one  color  in  a 
transparent  fabric  placed  over  another  gives  a  per- 
fectly delicate  shot  effect.  Though  less  chiffon  is 
used  many  gowns  and  waists  show  touches  of  this 
fabric.  There  is,  however,  a  decided  tendency  to- 
wards the  more  crepe-like  weaves.  Chiffon  is  used 
also  for  veiling  and  tunic  purposes  for  evening  wear, 
and  also  for  waists.  There  is  little  doubt,  however, 
that  net  and  light  laces  and  tulle  are  slowly,  but 
surely  supplanting  chiffon. 

Satin-finished  Crepes. 
The  vogue  of  soft-finished  bi-ight-surfaced  silk 
fabrics  is  a  long  way  from  being  pa.st,  for  it  must  be 
borne  in  mind  that  the  new  taffetas  are  as  lightweight 
and  as  soft  in  finish  as  it  is  possible  to  make  them, 
also  that  thev  are  almost  as  bright  and  as  lustrous  a« 
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Your  Customers  will  be 

PERFECTLY  SATISFIED 

If  you  sell  them 

PRIESTLEY'S  DRESS  FABRICS 

THE  NAME  GUARANTEES  THE  QUALITY 


Priestley's  Cream  Serge  Suitings  and  Coatings 
have  had  a  phenomenal  sale  this  Spring. 


BUY  NOW 


In  a  few  weeks  there  is  bound  to  be  a 
scarcity  owing  to  the  coal  strike  in 
England. 

The  Mills  are  all  being  closed  down. 


THE  "CREAM"  OF  THE  SERGES 


Cream    Serge    Suiting 

In  light,   medium  and  heavy  weights. 

Spring  styles  will  radiate  from  a 
centre  of  Serge. 

Dame  Fasinion  says  'Serge  is  the 
cornerstone  of  the  spring  suit  materia  Is' 

For  beauty  of  weave  and  remarl<able 
values,  the  choicest  serges  are  -  - 


Mohair  Motor 
Coating 


Beautifully  soft 
gray  effects  that 
lend  themselves 
to  the  most  fas- 
cinating styles 
for  motor  wear. 
Very  light  and 
cool  dust-proof 
ideal  lor  Sum- 
mer wear. 


Let  us  show  you   some 

of  the  many   attractive 

patterns  in  these 

Mohair      Motor    Coating 


-^ 


We  furnish  Electros 
like  these  for  your 
advertising — free  of 
charge. 


Sole  Jigenls  For  Priestley  s  T)ress  Fabrics 


GREENSHIELDS  LIMITED    -    Montreal 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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FABRICS  FEATURED  IN  NEW  YORK. 
SPONGE  CLOTHS.— Under  this  heading  may  be 
classed  agaric,  Turkish  toweling,  Terry  cloth,  sang 
Hex,  Tyltyl  and  others.  These  cloths  come  both 
in  cotton  and  in  ivoolen  fabrics,  and  also  in  silk 
toioelings. 

PIQUES  AND  BEDFORD  CORDS.— While  popu- 
lar demand  is  not  so  great  as  for  the  towelings 
atid  Terry  cloth,  white  Bedford  cord  is  decidedly 
the  smart  fabric.  Two-toned,  stripes,  each  alter- 
nate cord  in  contrasting  colors,  or  in  lighter  and 
darker  shades  of  one  color  are  decidedly  new. 
Cord  stripes  ornament  all  fabrics  in  silk,  cotton 
a.nd  wool. 

ET  AMINES,  CRASHES,  BASKET  WEAVES, 
come  in  linens  and  woolens.  High  ■novelties  in 
fancy  cream,  oyster  white  and  champagne  woolen 
cloths  come  in  these  iveaves. 


satin.  ])raping  qualities  and  bright  finish,  as  well 
as  a  little  more  weight  being  essential,  brings  satin- 
finished  crepes  to  the  front,  and  charm euse,  crepe 
meteor,  and  crq>e  de  chine  are  selling  in  increasing 
qimntities  for  afternoon  and  evening  wear.  Benga- 
line  is  showing,  but  for  some  reason,  has  not  quite 
fulfilled  its  i^roducers'  anticipation  so  far,  its  chief 
u.-c  being  lor  trimmings  and  facings. 

Novelties  in  Raw  Silk  Fabrics. 

Manufacturers  of  American-made  shantungs  and 
raw  silk  falu'ics  are  preparing  some  novelties  in 
toweling  lines,  and  are  preparing  to  push  them  later. 
The  only  use  made  of  pongees  at  present  is  for  motor 
coats  and  for  children's  dresses,  and  it  is  only  the 
natural  shades  that  are  used. 

Hint  of  Spring,  1013,  Woolens. 

The  woolen  section  of  the  dress  goods  department 
is  only  of  ininor  importance  now  that  the  advent  of 
Summer  is  close  at  hand.  Serge  is  the  big  seller  in 
navy  and  white  and  cream,  and  in  high-class  stores 
in  putty  and  the  new  oyster  shades.  Cream  and 
white  serge  is  a  popular  seller,  but  for  the  exclusive 
trade,  Bedford  cords  and  coteles  are  the  leading- 
weaves.  And  this  fact  will  probably  have  a  bearing 
on  the  Spring  .season  of  1913.  Whipcords  in  white, 
grey,  navy  and  in  yellow  and  pinkish  tan  are  other 
high  style  fabrics.  The  cutting-up  trade,  however, 
seems  to  be  better  supplied  with  whipcords  than  the 
dress  section.  Therefore,  it  would  seem  to  be  the 
same  in  New  York  as  in  Canada, — ^that  is  that  novel- 
ties in  fabrics  are  seen  first  in  the  cutting-up  hou.ses. 

Sponge  cloths,  ratines,  Terry  cloths,  duplicates 
of  those  .shown  in  cotton  weaves,  as  well  as  etamines 
and  fancy  basket  cloths  are  leading  high-class  wool 
novelties,  and  though  decidedly  heavy  in  effect,  are 
not  as  heavy  in  the  hand.  A  limited  collection  of 
Scotcli    tweeds,   homespuns   and   cheviots   in   rough, 


coarse  weaves,  complete  the  collection,  and  these  are 
chiefly  in  grey  and  brown  mixtures. 

Wonderful  Range  of  Cotton  Fabrics. 

New  York  is  showing  a  wonderful  collection  of 
cotton  fal)rics  ranging  from  the  rough,  heavy  .sponge 
cloth  to  the  lightest  tulle  and  net.  Sponge  cloths,  ra- 
tines, agaric,  as  they  are  variously  called,  hold  the 
centre  of  interest  at  present,  and  are  reported  to  be 
taking  the  place  of  the  dress  linens.  They  are  some- 
thing new  and  they  are  selling.  Imported  cloths  are 
very  much  finer  in  texture,  and  also  lighter  in  weight 
than  those  produced  on  this  side,  and  have  less  of 
the  toweling  effect.  Also,  there  is  a  very  material 
difference  in  price — the  imported  retailing  at  from 
$1.50  to  $3.00,  while  the  domestic-made  cloth  sells 
at  about  .lOc  to  90c. 

White  and  tan  are  the  best  selling  colors,  but  ciel, 
ro.se.  Delft,  deep  vieux  ro.se,  mauve  and  plum  are 
also  selling  colors.  Two-tone  effects  in  black  and 
white,  Itlue  and  white,  and  in  other  colors  are  also 
shown,  and  there  are  cord  effects  shown  also  in  both 
two-tone  and  in  solid  color.  Ratines  are  in  big  de- 
mand, but  the  supply  is  limited,  and,  therefore,  both 
the  interest  and  the  price  is  likely  to  keep  up.  Should 
this  be  the  case  there  are  possibilities  or  another 
season's  business  in  them,  even  in  New  York,  and 
it  is  impo.ssible  that  their  vogue  can  more  than  touch 
the  Canadian  market  this  year. 

jNTuch  the  same  applies  to  the  welts  and  piques. 
The  new  piques  are  soft  finished  and  have  more  of 
tiie  Bedfoi'd  cord  effect  than  the  rounded  ribbed  cord 
of  the  old-time  fabric.  Some  pretty  embossed  floral 
effects  are  showing,  and  in  colored  effects  there  are 
the  two-tone  and  the  solid  colors.  In  solid  colors  tan 
comes  next  to  white,  and  the  other  colors  are  the 
same  as  quoted  as  selling  in  the  sponge  cloths. 
Dress  Linens  Highly  Thought  of. 

Though  sponge  coths  and  piques  are  rivaling 
dre.<s  linens,  linens  are  so  much  thought  of  by  the 
American  women  that  they  always  sell  when  fjishion 
is  at  all  in  their  favor.  White,  oyster  white,  natural 
and  tan  are  the  leading  .sellers,  but  all  the  new  shades 
are  showing  in  dress  linens. 

In  lightweight  cotton  novelties,  crepes  certainly 
have  a  high  place.  These  come  both  embroidered 
and  plain  and  often  have  lovely  borders  in  agaric,, 
often  worked  out  in  soft  tones  of  color,  as  well  as 
white.  These  novelty  crepes  are  very  sheer,  and 
come  in  a  crisp,  yet  soft  cry.staline  effect. 
Cotton  Voiles  in  Good  Position. 

Sheer  cotton  voiles  have  had  an  immense  sale, 
and  the  more  de.sira:ble  cloths  are  decidedly  scarce. 
Lovely  floral  borders  come  on  white  and  softly-tinted 
colored  grounds,  and  they  are  handsome  enough  and 
also  expensive  enough  to  combine  with  the  richest 
silk.  Embroidered  voiles  and  voiles  with  rich,  em- 
broidered borders  run   up   to  $6  and  $8  per  yard. 
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111  shavt,  cotton  voiles  form  one  of  the  chief  fabrics 
in  the  cotton  dress  goods  department,  and  is  a  strong 
seller  in  both  high-])riced  and  popular-priced  cloths. 
Printed  tulles  and  printed  nets  are  also  featured  and 
come  in  lovely  soft-tinted  floral  effects. 
Borders  a  Big  Feature. 

Bordered  effects  are  strong  in  popular-priced 
lines,  and  beautiful  effects  are  shown  in  striped  and 
dotted  batistes  and  muslins  witJi  lovely  floral  borders. 
Borders  are  the  big  feature  in  both  high-priced  and 
popular-priced  wash  fabrics.  Loosely-woven,  heavy 
dress  linens  have  striped  borders  of  drawn  work  fin- 
islied  with  knotted  fringe.  These  linens  are  parti- 
cularly adaptable  for  making  up  into  handsome 
wrap  coats,  and  often  have  a  lining  of  sliot  chift'on 
taffeta. 

Two  Opposing  Tendencies. 

Fashion  authorities  say  that  two  opposite  tenden- 
cies are  at  present  struggling  for  supremacy.  One 
is  the  Louis  styles,  having  the  backing  of  the  leading 
Paris  model  houses,  and  the  other  the  Oriental 
effects,  which  have  their  rise  in  the  interest  taken  in 
the  Durbar.  These  fashions  are  being  pushed  for 
all  they  are  worth  by  certain  influences  in  New 
York,  and  it  is  owing  to  this  that  while  Paris  is  all 
for  soft  tones  and  shades  that  New  York  is  showing 
so  much  brilliant  color.  Gorgeous  brocade,  stiff  with 
metal  and  rich  colors,  swathing  draperies,  sheer  tis- 
.sues,  wonderful  color  blendings,  headings,  em- 
broideries, fringes  and  metal  trimmings  are  all  fea- 
tures of  Oriental  fashions,  and  it  must  be  said  that 
they  are  all  features  that  we  have  recently  had,  and 
deep  rose  pinks,  cerise,  emerald  green,  royal  purple, 
golden  yellow  and  turquoise  blue  are  all  colors  we 
have,  it  nuist  be  said,  almost  tired  of.  Whether  these 
Oriental  effects  will  continue  in  vogue  or  the  soft 
pompadour  colors,  and  flowered  silks  make  good  is 
for  the  future  to  decide. 

Finding  out  What  the  Customer  Wants 

Tlie  salesman  .should  always  remember  that  he 
i.s  behind  the  counter,  not  merely  to  sell  goods,  Ijut 
to  cater  to  the  best  of  his  ability  to  the  particular 
requirements  of  each  individual  customer.  Hence, 
he  should  make  every  effort  to  find  out  exactly  what 
each  customer  want«,  and  to  supply  the  exact  goods 
which  will  be.st  fill  the  demand. 

The  other  day  a  lady  went  into  a  dry  goods 
store. 

"I  want  some  dress  goods — a  bright  red,"  she 
remarked. 

"All  right,"  rejoined  the  clerk  carelessly,  and 
proceeded  to  lift  a  roll  of  dre.ss  goods  of  a  particular 
shade  down  from  the  shelf. 

"That  is  too  dark,"  protested  the  customer,  quick- 
ly ;  but  the  clerk,  disregarding  her  protest,  went  on 
to  show  the  goods.  "This  is  a  l>eautif\al  shade,  .she 
urged,  and  pointed  out  the  excellent  quality. 


"I  want  something  brighter,"  persisted  the  cus- 
tomer.    "Haven't  you  .something  brighter?" 

The  clerk  found  something  Ijrighter,  which 
proved  satisfactory.  Learning  that  only  a  yard  was 
wanted,  she  turned  the  customer  over  to  the  next 
clerk,  saying,  "Here,  put  this  on  your  slip."  She 
did  not  stop  to  enquire  if  the  customer  wanted  any- 
thing more,  though  the  sale  of  dress  goods  should 
have  pointed  the  way  to  sales  of  thread,  buttons, 
embroidery  and  lining,   among  other  things. 

In  endeavoring  to  push  the  goods  at  the  outset 
and  particularly  in  pointing  out  the  cpiality  the 
clerk  was  .showing  good  elementary  salesmanship; 
but  to  do  so  after  the  customer  had  clearly  ex- 
pressed a  preference  for  something  brighter  was  an 
error  of  judgment.  The  act  of  turning  over  the 
customer  to  another  clerk  was  rather  tactless  and 
might  have  had  a  bad  eft'ect  upon  a  sensitive  cus- 
tomer. The  first  aim  of  the  clerk  should  be  to  ascer- 
tain just  what  the  customer  wants,  and  to  find  that 
particular  article.  After  that,  it  is  in  order  if  such 
a  course  is  deemed  advisable  to  urge  the  superior 
merits  of  another  line  of  goods. 


W^elcoming  the  Customer 

While  in  a  dry  goods  store  with  its  "magnificent 
distances"  it  is  difficult  to  welcome  each  customer  as 
warmly  as  can  be  done  in  a  smaller  store,  neverthe- 
less in  every  dry  goods  store  each  customer  should  be 
made  from  the  very  moment  of  arrival  to  feel  per- 
fectly at  home. 

The  other  day  a  lady,  talking  of  her  sh()i)i»ing 
experiences,  instanced  a  couple  of  cases  in  point. 
She  was  wheeling  a  baby  carriage  and  had  some 
difficulty  in  navigating  it  through  the  entrance, 
having  to  hold  the  door  back  with  one  hand  and 
])ush  the  perambulator  with  the  other.  Nobody  in- 
side offered  her  the  .slightest  assistance.  After  get- 
ting safely  inside  she  had  more  difficulty  finding 
some  one  to  wait  on  her.  A  little  girl,  evidently  a 
beginner,  presently  took  her  in  charge,  and  took 
her  to  first  one  and  then  another  of  the  clerks;  but, 
though  neither  appeared  busy,  lioth  pleaded  that 
they  were  engaged.  At  last  she  found  a  clerk  who 
waited  on  her;  but  the  effect  in  the  meantime  had 
been  very  chilling. 

Later  she  went  into  another  store.  A  clerk, 
seeing  her  predicament  with  the  "pram,"  came  half 
way  down  the  store  to  open  tlie  door  for  her,  and, 
eiHpiiring  what  .«he  wanted,  u.*hered  her  immedi- 
ately to  the  proper  comitcr.  wliei'c  the  clerks  were 
"only  too  pleased"  to  sliow  things. 

"I'll  never  deal  anywhere  else."  slie  commented  ; 
and,  though  the  comment  may  have  been  a  little 
strong,  it  showed  the  effect  the  (■ontrasted  methods 
would  liave  upon  any  customer. 


How  the  Merchant  Views  It 

Novelty  the  feature  of  successful  sweater 
coat  and  knit  goods  selling  for  Fall — Larg- 
er orders  than  ever  booked  owing  to  addi- 
tion of  lines  that  are  different. 

BUSINESS  ill  sweater  coats  and  knitted  goods 
is  practically  completed  for  placing.  Some 
travelers  are  revisiting  some  centres  to  finisli 
witli  accounts,  who  were  not  ready  until  after  stock- 
taking. On  lines  selling  direct  from  manufacturers 
to  the  trade  there  is  still  territory  to  cover,  and  repre- 
sentatives are  counting  on  heing  through  by  April 

15th. 

Merchants  have  given  respective  lines  a  great 
reception.  They  are  buying  early,  and  it  is  stated 
that  many  buyers  would  be  willing  to  place  for  a 
year  from  now,  if  they  were  asked  to.  This  is,  how- 
ever, an  optimistic  view,  but  it  suggests  what  can  be 
expected  in  next  season's  merchandising.  To  buy 
all  the  coats  which,  it  is  estimated  can  be  handled 
profitably,  and  then  some  extra  order.s  on  later 
novelties  is  a  coiumon  occurrence  among  many  buy- 
ers. Th^re  is  a  broad  range  of  selection  and  a  good 
season's  selling  ahead,  both  from  a  novelty  and  staple 
standpoint. 

Increasing  Sales. 

Buyers  are  being  guided  on  this  basis.  In  sizing 
up  numerous  ranges  they  have  come  to  the  con- 
clusion they  can  readily  sell  garments  offered,  and 
although  in  the  usual  quarters  there  is  some  conser- 
vatism, it  is  a  general  rule  that  with  proper  assort- 
ments, publicity  and  demonstration  will  increase 
sales.  With  the  present  outlook  there  is  business 
enough  endiodied  in  samples  to  make  this  gain 
certain.  Merchants  who  avail  themselves  'of  the 
demand  in  their  field  are  going  to  he  successful  not- 
wiithstanding  comments  to  the  contrary  and  claims 
that  sweater  coat  business  is  about  done  or  overdone. 
New  Factories,  More  Noveltv. 

A  short  resume  from  the  standpoint  of  most  of 
the  ranges  now  before  the  trade  is  possible.  Owing 
to  demand  and  consequent  optimism,  more  manu- 
facturers have  started,  and  it  is  hard  to  find  a  set 


of  samples,  either  through  jobbers  or  direct  to  the 
trade,  which  does  not  include  some  lines  with  novelty 
selling  merit  outside  of  value  in  staple  lines. 

There  is  every  reason  for  this  confidence.  About 
four  new  factories  have  staiied,  and  with  completed 
ranges  of  other  new  mills,  although  late  in  covering 
the  field,  selections  of  sweater  garments  and  new 
knitted  eff"ects  is  a  more  difficult  proposition  than 
in  other  years. 

One  thing  is  sure,  merchants  cannot  huy  from 
every  manufacturer,  but  they  want  to  be  confident 
in  their  own  interests  that  they  have  representative 
stock  assortments.  It  would  seem  from  orders  booked 
that  this  course  is  being  adopted  by  larger  buyers. 

Under  such  conditions  novelties  have  been  more 
successful,  as  was  claimed  early  in  the  year,  and 
sorting  and  repeat  business  is  going  to  hinge  on  this 
selling.  There  is  no  question  that  each  merchant 
must  give  each  range  proper  compai-ison  in  order  to 
include  any  possible  novelties. 

Putting  sweaters  on  a  standard  basis  has  its  own 
meaning  in  regard  to  each  line,  and  staple  garments 
are  a  matter  of  value  at  eacli  price  no  matter  where 
merchants  place  their  bulk  orders. 

Silk  Garments  Tone  up  Stock. 

Successful  novelties  comprise  approved  ideas  in 
collars,  style,  weave,  cut  and  color  combinations. 
There  is  every  reason,  therefore,  to  be  sure  to  pick 
from  ranges  and  add  novelty  wherever  it  appears. 
Fir.st  of  all,  silk  garments  with  new  buttons  and 
trimmings  have  proved  the  high  novelty  and  been 
taken  to  tone  up  stocks.  New  racks,  with  the  intro- 
duction of  wood  silk  and  this  season's  newest  weaves 
in  chain  (links  and  links)  stitches  are  offered  at 
right  prices  for  large  selling,  and  although  practi- 
cally staple,  get  away  more  or  less  from  this  idea 
because  of  the  change  in  machines. 

Collars  are  important,  including  V  neck,  shawl, 
three-way  and  sailor  effects,  as  well  as  turnover 
styles  .  Other  lines  having  inset  mufflers  are  taken  in 
some  localities.  Hood  sweaters  have  been  a  success 
wherever  shown,  and  no  stock  assortment  is  com- 
plete without  them.  They  are  a  later  innovation 
of  the  season,  promising  well  to  buyers  seeing  them. 


Dry  Goods  Review 


KNITTED     GOODS 


23 


Knit 


0 
^ 


e-AVg 


<=?  At^ 


o  Goods 


An  Unvarnished  Fact 

that  the  knit  goods  trade  cannot  get  away  from,  no 
matter  how  they  may  try,  is  the  fact  that 

BEAVER    BRAND 

Knit  Coats,  Toques,  Sashes 
Mufflers,  Mitts,  Gloves  and  Hose 

are  growing  yearly  in  popularity  to  such  an  extent 
that  the  merchant  who  sets  value  on  his  knit 
goods  business  must  recognize  it. 

Don't  overlook  this  fact.     You  will  find  it  valuable. 

R.  M.  BALLANTYNE,  Limited 

STRATFORD,  ONT. 


Manufacturers 

of 

the 

well-known 

Beaver 

Brand 

Knit     Goods 

We  are  now    receiving    and    putting    into  stock 
complete    ranges     of 


'^QiieenQua/ii^' 


Hosiery  and  Gloves  for  Women  and^Children. 


Also      **i 


'^ngQualUi/\ 


Men's  Half  Hose 


for  Spring  1912. 

MAIL  ORDERS  WILL  RECEIVE 
OUR    PROMPT     ATTENTION. 

Ourjtravellers  will  call  upon  you  shortly  with  full 
range  of  Hosiery,  Men's  Half  Hose  and  Cashmere  and 
Ringwood  gloves  for  Fall  1912. 


THE  RICHARD  L.  BAKER  CO.,  TORONTO,  ONT. 
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Demonstrate  Perfect  Fit. 

Cut  and  style  are  next,  and  be.sidev<  the  novelty 
features  of  raglan  shoulders,  there  is  an  added  attrac- 
tion found  in  perfect-fitting.  Almost  every  range  of 
samples  claims  this  superiority,  and  'ny  putting  gar- 
ments on  sale,  ladies  or  models,  it  is  easy  to  .sec 
where  individual  garments  have  advantage.  As  a 
vvliole,  fit  is  satisfactory  to  huyers  in  this  test,  and 
it  is  only  in  higher-priced  coats  or  full-fa.shioned 
knit  that  preference  is  to  be  made,  if  any.  It  has 
to  he  demonstrated  whether  this  is  a  ]:)oint  in  anj- 
manufactui'er's  favor,  but  it  seems  evident  that  if 
a  garment  is  cho.'-en  for  this  reason  it  will  be  good 
business  to  put  it  before  customers  in  the  same  light. 
Higher-priced  garments,  full-fa.shioned,  tailored  knit 
coats  sell  for  this  reason.  There  are  a  great  number 
of  lower-priced  garments  which  fit  well.  That  no  ex- 
ception can  be  made  for  this  cause  seems  a  good 
argument  to  guide  on  order  quantities  to  such  manu- 
facturers as  produce  right  fitting  cheaper  nund>ers. 

As  a  general  rule,  coats  to  retail  at  $2,  $2.50  and 
'$3.50  are  mo.st  in  demand,  and  if  customers  wsnt 
better  garments  it  is  easy  for  merchants  to  supply 
them.  If  the  points  of  fit.  style,  finish  and  weiglit 
are  made  an  argiiment  in  selling,  it  is  pcssilde  to 
handle  better-priced  garments.  As  the  wearing  satis- 
faction and  past  experiences  with,  jobs  or  cheaper 
ninnbers,  from  a  cu.stomer's  standpoint,  has  not 
tended  to  helji,  merchants  have  another  assurance 
that  tbc  trend  is  for  higher  grades. 

Try  Out  High  Gr.^de  Numbers. 
It  is  not  expected  that  averagets  will  be  greatly 
lessened.  In  .some  ranges  it  is  found  there  is  an 
inclination  with  buyers  to  draw  the  line  at  coats 
retailing  over  $5.  This  may  be  a  result  of  the  falling 
oft'  in  longer-length  garments,  and  the  feeling  that 
anything  ahove  that  amount  is  a  lot  of  money  for 
a  short  garment.  Whether  this  supposition  will  he 
general  it.  is  early  to  say,  Init  at  present  there  is 
willingness  to  try  out  many  higher  grade  niunbers 
where  merchants  have  .sized  up  consequent  demand 
for  novelties  early,  and  owing  to  cu.'*tomers'  di.sap- 
pointmenl  with  comparatively  cheap  coats,  mer- 
chants are  deciding  so  in  larger  centres. 

Strong  Leader  Values. 
For  sale  purposes  and  quantities  to  make  a  noise 
at  present  there  are  strong  values  in  weight  and  ap- 
pearance at  usual  costs,  and  it  is  considered  good 
merchandising  to  enthuse  on  a  crackerjack  line  at 
$15  or  $18  dozen  than  to  pound  on  $8.50  and  $9 
lines,  although  they  will  be  as  neces.'^ary  as  ever  and 
sell  well,  notwithstanding.  It  is  u.sually  found,  as 
the  .season  advances  and  gets  fully  under  way  that 
plenty  of  exceptionally  good  coats  will  be  offered  to. 
merchants  at  "leader"  values.  Therefore,  by  keeping 
up  the  advertising  price  .standard  in  order  to  induce 


early  business  and  maintain  averages,  later  orders 
can  be  made  to  take  advantage  of  the.se  quotations, 
because  merchants  will  l)e  able  to  handle  quantities. 
It  is  also  consistent  handling  with  decreasing  in- 
cpiiries  for  novelties  'as  the  season  shortens  (except 
at  Clnistmas)  and  along  natural  lines  of  selling. 

People  who  buy  sweater  coats  after  November 
1st,  buy  them  because  they  need  them  and  are,  there- 
fore, not  wanting  a  more  expensive  garment  or 
novelty.  There  will  be  plenty  of  garments  or 
samples  offered  as  leaders  from  present  indications, 
and  it  is  for  merchants  to  be  in  shape  to  profit  and 
get  the  njost  of  their  season  tlu'ough  later  selling  on 
the  strongest  of  these  values. 

Improvement  in  Shipments. 

Accounts  are  not  Ijeing  changed  to  any  extent, 
and  this  brings  up  the  situation  of  early  deliveries 
and  their  necessity.  Owing  to  increased  facilities 
there  is  every  expectation  that  shi]Miients  will  be  as 
much  Ijetter  next  Fall  than  they  were  this  year  better 
than  last.  It  is  al.«o  more  generally  decided  that 
buyers,  although  they  are  handling  greater  quanti- 
ties, are  going  to  start  their  season  earlier  to  secure 
advantage  of  tourist  and  novelty  trade,  and  by  featur- 
ing sweater  coats  sooner  in  the  season  be  in  shape  to 
fake  later  jirice  qudtation-;  inti»  eonsii^eration  beside 
the  all-season  demand  and  early  publicity. 

There  will  be  great  confidence  in  opening  out 
and  marking  new  shipments,  and  merchants  will 
be  anxious  to  get  new  garments  before  their  cu.sto- 
mers  to  benefit  by  sales  from  introduction.  This  is 
evident  from  many  satisfactory  comments  heard 
from  buyers  themselves. 

An  All-year  Demand. 

This  lengthening  of  the  season  or  making- 
sweater  coats  an  alkseason  department  is  l)ut  the 
development  of  st.yle  as  embodied  in  the  .samples  of 
foremoHt  manufacturers.  To  be  considered  with  this 
is  the  all-rdund  demand  for  staple  garments  and  the 
claim  that  adhering  to  samples  both  creates  an  all- 
season  demand,  and  saves  manufacturing  coats 
through  less  changing  of  machinery. 

Values  will  give  a  stronger  hold  to  manufactur- 
er.s,  because  this  is  the  opportunity  they  have  to  bid 
for  .sorting  bu.siness.  Other  mavnifacturers  view  the 
•situation  in  this  manner,  but  .-tate  that  they  count 
on  the  growing  country  for  their  demand  on  style 
embodied  in  particular  samples  confined  to  their 
range  and  appealing  to  buyers  and  to  a  desire  to  get 
.something  different  in  merchant's  representative 
ranges. 

On  the  other  hand,  larger  manufacturers  will 
proceed  along  the  demand  for  high-class  garments, 
not  too  extreme,  and  will  hold  their  position  iar 
staples  getting  orders  as  fine  as  po.ssible,  because  of 
novelty  l)Ookings  and  value  as  good  one  place  as 
another. 
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Give  Your  Customer 
the  Best  Pure  Wool 
Underwear    Made 


GEETEE 

UNDERWEAR 

is  made  in  all  sizes  and  weights  for  Ladies,  Gentle- 
men and  Children  and  every  garment  is  g^uaranteed 
to  be  absolutely  unshrinkable  and  made  only 
from  the  finest  Australian  Merino  Wool. 

fl  It  pays  to  recommend   C  E  K  T  E  E. 

THE   C.    TURNBULL    CO.    OF    GALT,    LIMITED 

MANUFACTURERS 
GALT,       -  -       ONTARIO 

Also  manufacturers  of  Turnbull's  Ribbed 
Underwear  and   "M"    Bands   for    infants. 


THE  HALL-MARK  OF 


Registered  No.  262.005 


Maximum  Comfort  and  Durability 
at  IVIinimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCU 

PLE,  and   starting  with  TWO  THREADS 
in   the   TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  A  ND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinlcable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To   be   had    from    any   of    the   Leading 
Wholesale  Dry   Goods  Houses 


Wait 
For 

Burritt's 
Man 


SWEATER    COATS 

satisfy  the  young  man,  the  older  man,  the 
girl  and  the  woman:  in  fact,  they  meet  the 
most  stringent  requirements  for  high-grade, 
first-quality  knit  coats. 

Our  range  is  at  your  service. 

A.  BURRITT   &   COMPANY 

DOMINION    MILLS 

MITCHELL  ONT.ARIO 


The  National  Peril 
of  Canada 

what  is  it  ?  This  (question  if  put  to 
various  prominent  Canadians 
would  no  dt)ubt  elicit  a  variety  of 
answers,  all  of  Avhich  would  be  in- 
terestin!L>'.  One  prominent  Cana- 
dian gives  his  views  on  it  in  Mae- 
Tjean's  Magazine  for  March.  He 
is  Sir  Ednumd  Walker,  President 
of  the  Canadian  Bank  of  Com- 
merce, who  deals  with  "Some  Can- 
adian Assets  and  Liabilities,"  in 
which  he  warns  Canadians  against 
the  danger  of  reckless  extrava- 
gance and  feverish  speculation. 
Kveiv  Canadian  should  heed  the 
warning.  Send  for  a  sam])le  copy 
to  the  MacLean  Publishing  Com- 
pany, University  Avenue,  Toronto. 
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The  Buyers'  Viewpoint 

The  low  openings  of  the  new  coats  explains  in  a 
measure  the  demand  for  composite  numbers  in  neck- 
wear, showina,'  the  apron  and  cascade  effect  combiive<l. 

Twelve  aiul  sixteeu-hutton  wliite  glace  gloves  are 
in  great  demand.  Tans  and  browns  indicated  for 
Fall. 


New   Neckwear   Features     Dress  Trimmings  and  Laces 


Novelty  shown  in  the  Hnes  for  after-Easter 
selling — Striking  new  jabot  effects — Popu- 
larity of  the  waist  set. 

LINES  of  neckwear  which  are  now  showing  for 
Easter  selling  are  largely  of  the  types  which 
have  Ijeen  described  up  to  date,  with  the  ad- 
dition of  a  few  seasonable  novelties.     But  the  types 
intended  for  strictly  summer  wear  show  innovations 
which  are  wortb  recording. 

In  Ihc  first  place,  the  jahot  wbicli  will  be  worn 
will  be  larger  than  was  thought  before  the  summer 
goods  came  out  in  complete  range.  The  low  opening 
of  the  coat  has  had  a  great  effect  on  this  accessory, 
and  the  designers  have  given  their  attention  to  pro- 
ducing a  number  which  would  fill  the  ga|),  and  at 
the  same  time  would  be  graceful  and  not  clumsy  in 
api>earance. 

This  has  resulted  in  the  composite  numbers, 
which  .-liow  a  sort  of  ii]ir(in  and  cascade  effect  com- 
bined, but  these  have  bad  to  give  place  as  the  seasou 
advanced  to  tbe  newer  butterfly  shape  mentioned  in 
our  last  nnml>er.  and  also  to  the  French  designs  of 
how  tic-  with  or  witbout  jabot  attached.  One  of  these 
.seen  just  before  going  to  press  had  the  bow  standing 
straight  up  and  a  long  and  large  jabot  piece  supple- 
mented by  a  velvet  ribbon  in  the  new  shade  of  Prim- 
rose pink. 

Most  of  the  new  jabots  are  distinctly  of  the  wash- 
able ty])e,  with  a  few  styles  which  eiriploy  the  pleated, 
shadow  laces,  which  are  now  so  p(i])ular.  For  spring 
wear  tbese  are  specially  .strong,  and  in  combination 
with  the  little  made  flowers  are  muclnadmired.  There 
are  also  many  jabot  effects  which  employ  malinc 
showing  this  sea.<on.  The  combination  of  maline 
with  the  shadow  laces  is  good,  as  also  is  the  comhiivi- 
tion  with  the  black  velvet  ri])bon,  wliich  is  so  popular 
just   now. 

(Contiued  on  page  o4.) 


Ball  fringe  and  ball  embroideries  are  good 
— New  York  shows  Oriental  trimmings  on 
one  side  and  laces  on  the  other — The  lat- 
ter to  break  all  previous  records  this  season 

In  dress  trimmings  there  is  nothing  now  which 
.^ells  better  than  the  hall  edgings,  both  in  beaded  and 
fabric  effects.  In  this  line  there  may  be  mentioned  a 
new  type  of  emijroider}'  which  is  appearing  on  cos- 
tumes for  dre.ssy  wear.  This  consists  of  a  ball  effect 
embroidered  on  the  cloth  along  with  the  other  de- 
tails of  the  pattern. 

There  is  at  ])resen(  a  competition  between  the 
Oriental  type  of  trimming  and  the  newer  Pompador 
effects  and  delicate  colorings.  There  has  for  some 
time  been  doubt  as  to  the  .survival  of  the  former,  but 
dealers  both  in  Toronto  and  Montreal  report  good 
.sales  up  to  date  of  the  gilt  numbers  in  ]>articular. 

In  New  York  at  opening  time  there  were  noticed 
many  imported  dresses  with  the  trimming  of  made- 
flower  garlands,  etc.,  in  tiny  sizes  and  pastel  shad- 
ings. Beaded  trimmings  by  the  yard  seem  to  hold 
their  own  better  tlian  any  others  of  la,<t  season's  fa- 
vorites. 

On  the  whole,  however,  the  predominance  of  the 
laces  where  trimmings  were  used  formerly  is  very 
marked.  This  has  an  exception  in  the  case  of  the 
fi'ogs  and  Ijraided  fancies  which  are  very  freely  used 
on  coats.  These  are  also  used  on  the  tailored  dresses 
which  are  showing  this  season.  Long  buttonhole 
cuts  fini-hed  witb  cord  or  rat-tail  are  a  noticealjle  fea- 
ture. 

Popularity  of  Sashes 

In  New  Ydik  tn-day  there  is  no  more  popular 
lini.-li  to  a  gown  than  the  fancy  sash.  The  greatest 
ingenuity  is  .shown  in  devising  and  making  these, 
and  they  are  of  widely  different  materials  from  velvet 
III  gauze.  The  latter  is  an  iiiipoilani-  feature.  Some 
of  the  prettiest  sashes  seen  were  the  ones  of  crepe 
cliarmeu.-^e. 
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The  New 

"BUNTY"  COLLAR 


The  Hit 
of  the 
Season 

Made    in 
variety   of 
styles  from 

$2.25  up. 


Old  "Dame  Fashion'' 

has  no  regfard  for  your  inability  to 
supply  the  demand  she  creates; 
therefore,  it  is  up  to  you,  Mr. 
Merchant,  to  prepare  for  the  rush 
which  is  beg'inningf  to  come  every- 
where for  fringes  and  frillings  for 
dress  trimmings  and  accessories. 

We  anticipated  the  demand  which 
has  been  created  this  Spring  for 
these  goods  and  are  prepared  to  fill 
all  orders  at  a  moment's  notice. 

Our  range  is  large  and  right  up-to- 
the-minute  in  style.  Our  values  are 
the  best. 

Write  to-day  for  samples. 


Our 
Number 

924 

White  pique  2 
trimmed 
with 
Guipure. 


SANDERSON'S  LIMITED 


66-58  Wellinston  Street  West 

TORONTO 
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Lace  tunics  of  this    de^criplioii    made    in    Irihli 
crochet  and  in  various    lace   and    net   com- 
binations are  one  of  the  latest  novel- 
tics  in  New    Vcrli. 


The  end'>  are  oniaiiiented  in  a  variety  of  ways, 
some  being  beaded  or  enibroidevcd  1o  give  weight, 
while  othei'S  have  passementerie  trim-ming  for  the 
same  purpose.  The  closing  may  be  at  the  back,  side 
back,  side  or  side  front.  Hemmed  .si.-^hes  of  satin 
are  quite  as  jirominent  as  tho-e  of  ril))i(in.  Sashes  of 
soft  chiflons  are  also  ,><een.  These  are  in  use  with 
various  waistline  effects,  either  high,  normal  or  low. 
Some  of  the  new  effects  bring  the  sash  below  the 
normal  waistline,  and  this  is  considered  a  very  cor- 
re.9t  touch. 

Maline  Lace  in  New  York 

It  is  nr»!  ]i(i,-,-:ible  lo  exaggerate  this  year  as  to  the 
prominence  of  laces.  Tlie  greatest  possible  variety, 
from  the  shadow  effects  to  the  vei'y  heavy  Agai'ic  and 
^h'tcrame  sorts,  is  to  l;e  seen  at  any  good  opening. 

The  novelty  lace  in  New  York  at  pre-'ent  is  the 
shadow  or  very  hue  Maline.  This  is  seen  in  pleatings 
as  well  as  in  the  i)lain  effects.  Cris]),  pleated  laces  are 
used  on  many  of  the  Spring  and  Summer  dre-ses. 

The  sales  of  Cliuiy  have  been  remarkable  this 
year,  and  there  now  appears  a  novelty  in  the  shape 
of  a  heavy  lace  from  the  Nottingham  looms.  This  is 
like  the  Macrame  in  pattern,  l)ut  nnicli  flatter,  and 
comes  in  wide  liands  f(ir  li-inmiing  fairly  heavy  sum- 
mer goods  such  as  linen  and  ]inngee.       Mu(di     ecru 


lace  ha.-;.  l)ccn  sold  this  year  in  com])arisoii  to  tlie 
usual  demand. 

Real  Cluny  has  had  nmch  more  attention  than 
usual,  and  there  is  Avidespread  interest  in  the  real 
laces  of  all  kinds.  The  real  Iri.sli  crochet  is  con.dd- 
ered  one  of  the  very  l.iest  lines. 

Baby  Irisli  has  been  revived  this  year  with  excel- 
lent .success.  This  line  comes  in  bands,  flounces  and 
allovers. 

All  sorts  of  Laces 

It  appears  as  thdugli  the  lung  deferred  revival  of 
the  Point  and  braid  laces  were  coming.  Leading 
hou-es  in  Montreal  are  now  .showing  cpiite  a  .-sprink- 
ling of  the  Renaissance  laces. 

Another  Hire  wdiich  seems  likely  to  advance  to 
front  raidv  very  soon  is  the  Spanish  lace.  This  is 
not  imlike  the  Chantilly,  but  it  has  the  advantage  of 
being  ni'ire  flexible,  and  is  also  of  greater  durability. 

Chantilly  has  sold  exceptionally  well  on  the  other 
side,  lint  does  not  seem  likely  to  become  a  strictly 
popular  lace  here.  The  demand  for  it  comes  in  a 
general  way  from  the  better  class  trade,  and  while 
it  is  being  stocked  more  freely  than  usual  this  year, 
it  is  not  to  be  regarded  as  a  pojnilar  line. 

Venise  is,  if  anything,  more  in  demand  than 
ever,  with  the  flat  and  repousse  eft'ects  freely  selling. 
Macrame  is  also  holding  its  place  longer  than  was  at 
flrst  thought  possible.  This  lace  is  now  being  deliver- 
ed all  over  the  country  for  Summer  selling,  and 
there  are  those  who  maintain  that  it  will  be  good 
again  next  Fall. 

In  all  laces  a  notaljle  feature  cottsi.sts  of  the  Van- 
dyke ))oints  which  have  from  time  to  time  been  men- 
lioned  in  these  columns. 

Long  White  Gloves  Favored 

Sixteen  and  twelve  button  gloves  every- 
where wanted — Tan  coming  forward,  but 
whites   immensely    popular — Fall  outlook 

The  glove  situation  may  be  summed  up  by  saying 
(hat  there  is  to  lie  a  -strong  demand  for  the  black  and 
white  lines  both  in  kid  and  in  ,silk.  The  long  silks 
have  sold  uji-to-datc  in  a  proportion  of  about  thirty 
])er  cent,  of  the  l)lack  to  seventy  of  white.  There  are 
far  laigei'  orders  on  these  lines  this  year  than  were 
l»laceil  last  season. 

h<»ng  gloves  generally  have  been  better  than  usu- 
al. The  twelve  and  sixteen  butbm  length  white  glac- 
e-  have  i'.\]»ei'ienced  a  fine  demand,  and  there  will  be 
a  most  imcommon  .showing  of  these  with  Summer 
dresses  as  >-oon  as  warm  weather  liegins  in  earnest, 
l^'fir  S|)iiiig  wear,  a  certain  number  of  tan  gloves  will 
111'  noted,  lint  dealers  generally  seem  very  doubtful 
luitb  as  lo  the  demand  for  these  being  large  or  at  all 
u;ni.-u;il,  and  also  as  to  a  supply  being  olitainable  in 


Drq   dnoth  Lci'iew 


DIJKSS     ACCESSORIES 


''!) 


A  GUARANTEE 


OF  PERFECTION 


SUMMER  BELTS 

Specially  Shaped  Models  in  embroidered  Pique  and  Lawn.  New  Embroidered  Effects, 
our  own  designs  on  plain  and  fancy  cloths;  Macrame  Belts  in  White  and  New  Crash 
Shades;     Tailored  Styles  Embroidered,  showing  harness  pearl  buckles;  are  here  illustrated. 

Our  range  is  complete;  order  no-w  to  ensure  best 
selection  and  delivery.     Letter  orders  promptly  executed. 

A.  T.  REID  CO.,  LIMITED 

Toronto 

I'lease   mention   The  Ra'ieiv   to    Advertisers;  and   'riieir   Trdvcleis. 
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case  that  there  should  be  an  uuu-ual  deuiaud.  There 
has  seemed  to  be  a  possibiHty  of  there  being  a  big  de- 
mand because  of  the  popularity  of  tan  and  cham- 
pagne shades  in  costumes  and  in  suits. 

On  the  whole,  then,  while  tans  will  l)e  sold,  the 
best  lines  are  the  blacks  and  the  whites.  Twelve  and 
sixteen  inch  lengths  are  most  highly  spoken  of  by 
all  dealers.  A  few  colored  effects  in  long  and  short 
gloves  have  sold,  but  there  has  been  no  sort  of  general 
interest  in  these  lines. 


Position  of  Doeskins 

One  importer  went  so  far  as  to  state,  re  doeskins 
in  white,  that  the  American  trade  had  taken  so  many 
of  these  that  the  supply  here  has  practically  been  nil 
for  some  time,  and  these  gloves  will  he  out  of  the 
running  with  the  majority  of  houses  simjDly  because 


Xovelty  glove  in  black  and  white,  tan  and  white,  or  white 
and  black.  —  Shown  by  Cais  &  Co.,  Montreal. 

they  cannot  obtain  them  to  sell.  Some  people  are 
su))stituting  wliite  chamois  for  the  doeskin,  ).)Ut  this 
line  is  not  really  in  the  same  class. 

A  glove  which  should  sell  well  for  outing  wear  in 
place  of  the  doeskin  consists  of  the  pique  glove  in 
wliite.  This  has  a  style  which  no  other  surpasses,  and 
in  addition,  it  cleans  to  admiration,  thus  causing  the 
pleased  customer  to  return  for  another  i)air  when 
one  is  worn  out. 


lies  in  the  fact  that  these  gloves  are  not  economical, 
but  this,  too,  will  be  superseded  by  the  increasing 
tendency  towards  more  Inxiuious  lines. 

The    Easter    Glove 

Year  by  year  sees  the  merchant  more  alive  to  the 
l)rofits  which  may  be  obtained  simj^ly  by  clever  mer- 
chandizing methods.  To  push  the  light  shades  of 
gloves  previous  to  the  Easter  sea.son  and  during  it,  is 
now  his  habit.  Owing  to  the  lightness  in  color  of  the 
suits,  there  will  be  more  of  this  than  usual  this  year. 

Now  is  the  time  to  feature  the  more  delicate  nov- 
elty shades  in  short  and  wrist  length  gloves  for  wear 
with  the  ligiit-colored  Easter  suits  which  are  every- 
where being  shown.  As  soon  as  the  season  opens  up 
sufficiently  there  will  be  a  demand  for  the  long  whites 
which  w411  quite  put  other  fancies  into  the  shade,  'but 
now  there  is  excellent  opportunity  for  .sales  of  other 
lines. 


Prospects    for    Fall 

At  the  present  lime  there  is  a  .strong  demand  for 
tans  in  the  American  trade,  and  by  most  recent  ad- 
vices, it  looks  as  if  this  line  would  not,  as  at  first  was 
thought,  wait  for  Fall  trade  for  its  prominence.  Al- 
ready the  demand  exceeds  the  supply  in  many  cases, 
and  both  long  and  short  tans  are  selling. 

There  is  little  doubt  that  tans  and  browns  will  be 
among  the  best  sellers  next  Fall,  and  orders  for  Fall 
goods  should  be  placed  with  this  likelihood  in  careful 
consideration.  This  is  true  of  the  Canadian  as  well 
as  of  the  American  trade. 

This  news  is  'backed  up  by  the  notable  showing  of 
.•shades  of  brown  in  all  advance  lines  of  fabrics  and 
accessories  for  Fall  trade,  even  down  to  the  prepond- 
erance of  buttons  in  this  shade 


Suedes  and  the  Canadian  Trade 

It  is  proverbial  with  the  glove  trade  here  that 
suedes  are  a  drug  on  the  market.  The  reason  of  this 
apparently  is,  that  tliey  do  not  clean  and  are  easily 
destructible.  But  this  year  there  has  been  a  slight 
but  notable  improvement,  especially  in  grey  .suedes. 

This  statement  must  Ije  regarded  as  presenting 
the  point  of  view  of  certain  importers,  rather  than  as 
generally  authoritative.  But  at  the  same  time,  there 
is  a  life  in  this  line  which  it  has  not  shown  for  some 
seasons  past.  For  one  thing,  there  has  been  a  trying 
sameness  in  the  type  of  glove  which  has  been  selling 
in  late  years  for  dressy  wear.  As  the  styles  set  by 
London  and  Paris  come  to  l)e  lietter  understood  here, 
there  is  bound  to  be  a  reawakening  of  interest  in  the 
suede.  This  glove  is  the  one  which  Paris  favors,  and 
the  Parisicnne  will  have  none  of  any  other  sort  for 
dress  occasions.  The  .-^ame  thing  is  true  of  the  Lon- 
don woman  of  fashion.    At  present,  the  trouble  here 


'^<. 


2M^  ^^ 
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White,  Shetland  finish    shadow    veilings,   also   black    shadow 

effect  and  plain  black  mourning  veil.— Shown  by 

Hodges  &  Lettan,  Montreal. 
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Leumann  Boesch  &  Company 

Kronbuhl,  St,  Gall 

Switzerland 

EMBROIDERIES  AND  LACES 


NEW  ADDRESS: 

EMPIRE  BUILDING 

Room  400,  64  Wellington  Street  West 

TORONTO 


Our  Growing  Business  Demands 
Larger  Premises.  Call  and  See  Us 
At  The  New  Address  Ajter  April  1st. 


Complete  Stock  of   Embroideries 

of    Every  Description  Always  on    Hand 

Sole  Manufacturers  of  the  Ever  Popular 

Lily    White    Corset    Cover 


A.  B.  FISHER 

AGENT     FOR     CANADA 
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Spring  Season,  1912 

Cut  as  shown  below  represents  one  of   our 
popular  lines  retailing:  at  50c. 


. .^^•-— ^Sr^oV-^  ■ 

THE  LINE  THAT 
BRINGS  RESULTS 

We  are  showing  some  excellent 
designs  in  Coat  Sets  and  Dutch  Collars 
which  will  make  a  special  hit  this 
Spring. 

We  make  the  latest  novelties  in 
Neckwear,  Maids'  Aprons,  Fancy  Tea 
Aprons  and  Boudoir  Caps. 

Call  on  us  when  In  the  city. 

A.  &  T.  Hall,  Limited 

Makers  and  Importers  of  Fine  Neckwear 

472-474Bathurst  St.,  TORONTO 
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The  Ribbon  House 
of  Canada 


1 1 


1 1 


From  morning  to  night, 
year  in  and  year  out,  our 
attention      is     given     to 

RIBBONS 


We  study  the  needs  of 
the  trade,  and  as  we  buy 
the  right  lines  at  right 
prices  we  can  give  you 
the  best  possible  service. 
Are  you  handling  these 
lines  ? 


Taffeta.     Widths,  48,  60  and  80. 


Taffeta.  -Widths,  3,  5,  9,  16,  30  and  42. 

Make  use  of  our  MAIL  ORDER  DEPARTMENT. 
WRITE  NOW. 

WALTER  H.  BARRY  &  CO. 

MONTREAL,  QUE. 

Winnipeg   Branch  : 

SYLVESTRE  WILSON  BUILDING 

J.    R.   GALBRAITH,   Manager. 
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Better  Sales  of  Ribbons 

Primrose  pink  the  shade  which  is  featured 
—  Ombre  effects  still  lead — Shot  silk  made- 
flowers  of  ribbon. 

With  the  exception  of  a  few  changes  in  the  color 
card,  the  situation  in  ribbons  remains  the  same  as  be- 
fore. Tliere  liave  Ijeen  excellent  sales  of  the  striped 
and  ombre  effects,  the  latter  in  taffeta.  There  have 
also  been  requests  registered  everywhere  for  satins, 
these  principally  in  the  plain  styles. 

In  color  schemes  the  novelty  which  is  now  attract- 
ing the  most  attention  consists  of  the  Petunia  red 
shade,  and  newer  still,  the  Primrose  pink. 

Primrose  pink  promises  to  be  one  of  the  most 
recherche  styles  for  Summer  dresses.  This  will  be 
used  in  sashes  and  also  in  all  fancy  accessory  lines. 
The  medium  widths  in  all  lines  of  ribbons  have  been 
the  best  sellers,  and  there  has  been  a  good  demand  for 
the  wire  or  horsehair  edge  varieties,  showing  that 
there  will  be  a  good  deal  of  ribbon  used  on  hats. 

The  marked  improvement  in  all  lines  of  ril)bons 
as  compared  to  this  time  last  year  is  a  source  of  gen- 
eral congratulations  and  there  is  every  prospect  that 
the  approaching  season  Avill  Ije  an  exceptionally  good 
one 

The  retailer  should  not  overlook  the  help  which 
tins  department  receives  from  the  popularity  of  made 


llowers,  and  he  should  stock  the  soft  satins  and  the 
newer  shot  silks  which  are  now  used  in  their  make- 
up. An  attraction  most  seasonable  at  Easter  would 
be  a  display  of  the  shot  silk  made-flowers  at  the  rib- 
bon counter.  These  are  everywhere  seen  in  New 
York. 


Midsummer   Ribbons 

When  the  sorting  season,  with  the  styles  as  above 
outlined,  is  over  and  gone,  the  merchant  will  still 
have  the  midsummer  ribbons  to  consider.  These  will 
prove  much  more  salable  and  quick-moving  than 
last  year.  One  cause  of  this  is  the  constant  demand 
for  soft  satins  for  made  flowers  which  remain  very 
nnich  the  vogue. 

The  wa.sh  ribbons  for  lingerie  should  be  stocked 
in  good  variety  and  with  regard  to  the  fashions, 
which  this  year  show  beadlings  wider  than  usual  and 
in  range  admitting  of  the  use  of  ribbons  of  many 
widths.    These  will  be  wanted  from  April,  on. 

Bridal  ribbons  for  .lune  selling  should  be  of  in- 
terest to  the  merchant,  as  also  should  the  ribbons 
showing  for  special  occasions  such  as  the  fourth  of 
July.  The  vogue  of  white  will  be  apparent  in  the 
sales  of  Summer  ribbons.  There  will  also  be  good 
demand  for  the  shades  of  champagne,  tan,  Copen, 
cadet,  primrose  and  cherry.     It  is  notable  that  theve 


VEILINGS  ARE  GOOD 


Havcvyour  stock  complete  by  showing  a  smart  range  of 
SHETLAND,  CRAQUELE,  and  SHADO\A/'  effects,  and  the 
very  popular  WHITE  WITH  BLACK.  Your  stock  must  be 
sufficiently  "  Novel "  to  show  that  your  veiling  department 
is  strictly  up-to-date. 

T/iey  are  Safe  to  Buy — Sure  to  Sell. 
JVe  have  the  ''''Right''''  Goods. 
The  Largest  Veiling  Stock  in  Ca}iada. 
Everythi?/g  in   Veilings  and  Nettings. 


Canada    Veiling    Company 

84-86  Wellin^rton  St.  West  TORONTO 
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is  much  more  red  to  be  seen  everywhere  in  the  stores 
than  used  to  be  on  view.  These  reds  are  mostly  of 
the  novehv  order. 


some  of  these  numbers.     Natty  ties  and  jabots  are 
both  shown  for  wear  with  these  styles. 


New  Neckwear  Features 

(Continued  from  page  26.) 

Fichus  Register  Big  Demand 

In  neckwear  lines  none  stand  higher  for  the 
coming  season  than  the  beautiful  large  collars  and 
fichus  of  wash  materials.  These  are  asked  for  every- 
where, and  styles  which  would  have  been  thought 
most  extreme  last  year  are  eagerly  accepted  by  the 
most  conservative  merchants.  Many  of  the  larger 
fichus  which  have  had  a  most  satisfactory  sale  up- 
to-date  are  of  a  size  to  almost  envelope  the  blouse  or 
waist.  The  newest  of  these  was  so  long  as  to  the 
front  ends  as  to  fall  below  the  waist-line.  In  this 
case  the  fichu  could  either  be  worn  to  give  the  new, 
long-waisted  effect,  or  the  ends  could  be  crossed 
over  in  a  surplice  fashion  and  thus  brought  around 
well  under  the  arms.  This  effect  is  quite  the  vogue 
among  fastidious  women  at  the  time  of  writing. 


The  W^aist  Set 

An  article  which  is  now  being  asked  for  by  re- 
tailers all  over  the  Dominion  is  the  waist  set.  This 
bids  fair  to  rival  the  popularity  of  the  coat  set  which 
up-to-date  has  been  a  leader. 

The  Dutch  collar  with  cufts  to  match  in  all  the 
various  new  shapes  forms  the  waist  .set.  The  idea  is 
usually  carried  out  in  fairly  thin  materials  so  as  to 
harmonize  with  cither  light  or  dark  waists.  There 
are,  however,  some  very  attractive  lines  in  linen  and 
pique  with  heavy  wash  laces  and  the  fringed  trim- 
mings. A  line  which  sold  exceptionally  well  was 
the  collar  of  transparent  material  in  white  with  ecru 
trimmings. 

Generally  speaking,  the  low  collars  of  the  Dutch 
variety  are  to  sell  well,  and  there  are  many  innova- 
tions which  will  attract  custom  and  prevent  this 
year's  stock  bearing  too  close  a  resemblance  to  that 
of  former  seasons.  The  Mazarin  shape  is  one  of 
these.  There  is  also  the  Quaker  shape,  very  close 
to  the  Mazarin,  but  with  double  points  back  and 
front.  There  are  showing  for  high  class  trade  deep 
bertha-like  collars  which  resemble  the  type  worn 
in  the  reign  of  Charles  2nd,  and  to  be  noted  in  the 
famous  Loriia  Doone  picture.  The  medium  size, 
h.owever,  continiaes  the  general  favorite. 

Merchants  may  look  forward  to  a  good  demand 
for  the  Tennis  and  Byron  types  of  collar  and  also 
the  newer  type  of  soft  neglige  collar  in  the  same 
shape.     The  popularity  of  piques  will  be  reflected  in 


The  Pleated  Collars 

No  innovation  in  the  neckwear  trade  this  year 
has  been  so  radical  or  has  presented  so  many  attrac- 
tive features  as  the  new  pleated  efi'ects  in  shadow 
lace  both  in  low  collars  and  in  collar-and-stock 
forms.  By  the  latter  i.s  meant  the  plain,  upstanding- 
stock,  with  frill  at  the  lower  edge  in  such  depth  as 
to  form  a  deep,  Dutch  collar  effect.  These  are  in- 
variably pleated,  as  this  alone  gives  the  desired  flat- 
ness and  flt. 

It  will  readily  be  seen  that  this  enables  the 
woman  of  mature  age  to  wear  a  style  which  is  youth- 
ful in  suggestion  and  at  the  same  time  quite  proper 
and  becoming.  On  the  other  hand,  the  effect  is  dis- 
tinctly "de  rigueur"  for  the  young  woman.  For 
the  latter  also,  and  in  this  case  for  her  alone,  are  the 
collars  of  pleated  lace  or  lingerie  materials  without 
any  stock  at  all.  These  are  now  most  popular  in  all 
large  centres. 

Retailers  sometimes  object  to  summer  neckwear 
which  cannot  be  washed  as  not  practical  with  the 
trade  in  this  country.  This  year  will  surely  prove 
an  exception  to  this  rule  if  all  the  present  signs  do 
not  lie.  Orders  already  placed  show  a  wonderful 
advance  in  the  grasping  of  style  features,  over  and 
above  w^hat  might  reasonably  have  been  expected. 
The  fact  is  that  each  year  sees  an  advance  in  demand 
for  articles  which  may  properly  fall  under  the  head 
of  luxuries.  This  is  due  to  the  very  general  prosper- 
ity of  the  country,  and  merchants  should  not  lag 
behind  the  times,  but  should  be  willing  to  push  the 
novelties  as  they  appear. 

As  a  matter  of  fact,  when  the  pleated  collar  and 
other  neckwear  lines  appear,  it  will  be  strange  in- 
deed if  the  woman  of  even  average  means  does  not 
respond.  These  lines  have  a  style  which  cannot  pos- 
sibly be  produced  in  any  other  way,  and  moreover, 
there  is  scarcely  a  model  gown,  in  fact  or  in  pictorial 
representation  which  does  not  show  the  use  of 
pleatings. 


A  Ruche  Effect 

The  retailer  will  note  in  many  of  the  new  neck- 
wear offerings  a  tendency  towards  the  ruche  effect 
in  the  use,  with  the  stock  collar,  of  an  upward- 
turning  pleating  which  may  be  allowed  to  flop  grace- 
fully and  easily,  or  may  be  more  stiffly  arranged  in 
conventional  .style. 

This  was  seen  with  a  collar  showing  the  deep 
pleating  frill  at  the  lower  edge  of  stock. 

A  novelty  along  the  lines  mentioned  above  is  the 
pleated  low  collar,  which  includes  a  jabot  in  one 
piece. 
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Ultra  Low  Effects 

During  the  last  week  the  types  of  neckwear  seen 
m  New  York  were  surprisingly  low.  Many  women 
have  a  jabot  fastened  in  the  front  to  fill  up  the  open 
space  of  the  coat,  and  on  entering  restaurant  or 
theatre,  the  coat  is  removed  and  the  neck  is  seen  to 
be  mildly  decollette.  Others  despite  the  weather  ap- 
pear on  the  streets  with  throat  quite  uncovered,  the 
neck  being  cut  low  and  finished  with  a  pleating  of 
lace  or  a  silk  collar  with  or  without  jabot. 

The  wearing  of  the  bertha  and  the  fichu  often 
mean  that  a  low  and  collarless  neck  efi'ect  is  also 
worn. 


Parasols   Show    Trimming 

A  revolution   in   styles   seen    in    imported 

numbers  —  Fringes,    puffings,    draperies, 

lace  and  made-flowers  are  shown  —  Plain 

styles  continue  best  sellers. 

Parasols  in  styles  which  feature  more  trimming 
than  formerly  are  now  showing  for  midsummer 
trade.  There  is  plentiful  use  of  fringe  and  also  of 
jDuffings  and  various  forms  of  trimming. 

As  a  high  novelty,  parasols  with  draped  coverings 
of  taffeta  or  other  silk  have  been  shown  this  season. 
^"elvet  ribbon  edges  and  trimmings  of  velvet  have  al- 
so appeared,  and  there  have  been  seen  numbers  v'ith 
lace  and  embroidery  trimming  more  freely  used  than 
for  many  seasons  past.  Pleatings  of  the  shadow  laces 
and  of  other  fashionable  lace  lines  are  prominent  on 
these  trimmed  parasols. 

Colored  linings  and  also  l»ows  of  satin  riljbon  are 
features  of  the  new  lines  for  summer  selling.  In  the 
high-class  goods  there  is  manifested  a  strong  ten- 
dency in  this  direction,  and  before  the  season  is  over 
there  will  be  surpri.-ing  sales  of  the  trinnned  effects, 
which  earlier  in  the  sea.-son  were  thought  to  be  en- 
tirely in  the  background  in  favor  of  the  plain  eft'ects. 
Tlie  latter  will  prove  the  ]H'actical  numbers,  but  there 
will  be  a  revival  of  the  former  with  the  return  of 
warm  weather. 


New  York's  Extreme  Novelties 

Never  were  such  extremes  in  tlie  way  of  parasols 
shown  as  are  now  being  featured  in  New  York.  It 
is  almost  impossible  to  describe  the  various  extrt-/  a- 
gances  and  the  really  handsome  novelties  whicli  arc 
sho\vn  there. 

Parasols  having  a  doiiMc  cui've,  a  sort  of  two- 
storey  effect,  were  only  matched  by  others,  which 
siiowed  the  edge  turned  upwards  in  eavetrough  style. 
The  inside  trimmings  included  great  flounces  of 
shadow  laces,  and  all  sorts  of  fancy  puffed  and  frilled 
effects.     P)ri]liant  colorings  were  also  featured. 


What  this  Trade- 
mark  represents 


Laces 


Neckwear  >)  Embroideries 


FIRST  It  represents  an  absolute  surety  of 
quality  in  your  neckwear,  laces, 
embroideries,  veilings,  etc. 

SECOND  The  embodiment  of  the  most  favored 
and  correct  styles  in  every  article. 

THIRD  It  means  that  every  sale  you  make 
will  bring  others  and  give  entire 
satisfaction. 

FOURTH  It  assures  a  fair  profit  to  yourself 
with  a  minimum  chance  of  loss. 
"  Sterling "  goods  never  grow  old 
and  shop  worn.     They  are  sellers. 


FIFTH 


The  biggest  and  best  Spring  and 
Summer  business  you  have  yet 
known  in  your  neckwear,  lace, 
veiling  and  embroidery  sections 
knocks  at  your  door  through  the 
"  Sterling  "  label. 


TRY  THE  "STERLING"  LABEL  ON  YOUR  GOODS 


THE 


Lace  &  Novelty  Co. 
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White    Bags    in    New    York 

Leather  and  the   wash    fabrics    are    good, 

with  emphasis  on   the   former  in   medium 

sizes  —  Taffetas  shown. 

PltACTlCALLY  unchanged  is  the  situation  in 
Ijags.  These  present  more  diversity  than  is 
usual  at  this  season  of  the  3^ear.  The  wash 
bags  are  spoken  of  very  highly  in  the  manufactur- 
ing houses.  These  come  in  great  variety  of  styles, 
leaving  much  to  individual  choice.  A  fairly  good 
\ariety  would  seem  to  be  the  best  stock  for  the 
retailer  to  buy  this  year.  If  tlie  writer  were  buying. 
■  the  assortment  would  be  largv  and  would  incliuk 
both  fabric  and  leather  numbers. 

The  leather  bags  are  better  than  for  some  time, 
and  sales  of  numbers  designed  for  Spring  use  with 
the  new  suits  have  been  thoroughly  satisfactory. 
These  are  of  medium  size  and  the  blacks  are  best, 
thougli  there  is  now  a  growing  feeling  in  favor  of 
tan  in  all  leather  articles.  Thus,  there  are  houses 
offering  bags  in  the  new  shade  of  tan  and  also  shoes, 
pumps  and  boots,  and  tan  gloves.  The  prominence 
of  the  champagne  and  light  tan  and  natural  tints 
in  dress  goods  has  sometliing  to  do  with  this. 

Velvet  bags  continue  to  sell  very  well,  but  there 
is  naturally  more  interest  in  the  types  which  are 
distinctly  new,  such  as  the  heavily  braided  and 
embroidered  bags  for  evening  use,  and  the  more 
practical  bags  of  linen  and  lace. 


Appearance  of  White  Leathers 

There  has  'been  considerable  stir  in  New  York 
over  the  appearance  of  white  leather  bags  and  their 
immediate  popularity.  This  is  partly  due  to  the  im- 
mense sales  both  present  and  prospective  of  the 
white  glove.  For  dressy  and  for  semi-dressy  wear 
it  is  now  conceded  that  there  is  no  bag  equal  to  the 
white  leather. 

This  style  comes  in  various  make-ups,  including 
the  strap  handle  and  also  the  cordeliere.     The  latter 


is  decidedly  effective,  but  the  former  is  considered 
to  be  newer. 


The  Novelty   Features 

Besides  the  white  wash  bags  mentioned  above, 
the  ecru  numbers  are  shown  in  lace  and  linen.  These 
are  fancied  by  many  as  presenting  features  even 
more  desirable  than  the  white. 

Coming  back  to  leathers,  soft,  fine  grains  appear 
to  be  the  best.  Pin  seal,  both  polished  and  dull,  goat 
and  pigskin  are  much  used.  Vachette  is  supplanting 
the  patent  leather.  Medium  sizes  prevail  in  all 
these. 

Vanity  bags  and  envelope  bags  show  covered 
frames,  as  also  do  the  ordinary  leather  bags. 


Fancy  Silks  Used 

Taffeta  and  fancj'  silks  such  as  moire,  ribbed  and 
shot  effects,  etc.,  are  now  offered  in  the  form  of 
bags,  both  with  and  without  metal  mounts.  fSome 
of  the  most  attractive  numbers  seen  had  the  gathered 
arrangement  of  the  silk,  appearing  very  old- 
fashioned,  but  quite  in  keeping  with  the  present  rage 
for  taffeta. 

The  shot  effects  were  among  the  best  and  most 
chic  of  the  lines  luentioned. 


Behs  Selling  Better 

Belts  are  now  showing  more  signs  of  life  than 
for  a  long  time  past.  The  revival  of  patents  has 
l:)egun  in  earnest,  and  it  is  only  a  matter  of  a  short 
time  till  this  line  will  be  pushing  forward. 

The  combination  of  the  l)lack  patent  leather  with 
white  glace  effects  is  an  excellent  one.  This  is  seen 
in  the  high  style  numbers,  which  run  about  an  inch 
or  perhaps  a  little  more  in  width.  These  belts  may 
be  worn  either  loose  or  tight,  with  the  dresses  having 
raised  or  normal  waist  line.  Many  of  the  French 
imported  linen  costumes  show  this  type  of  belt,  and 
it  is  also  seen  on  heavy  canvas  cloth  coats. 
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Besides  the  iiarrou-  patents,  there  are  a  good  many 
of  the  elastics  and  the  velvets  still  selling.  Some  of 
these  sliow  the  popular  steel  studdings,  while  others 
are  plain.  A  few  plain  leather  effects  in  medium 
widths  are  to  be  seen,  and  there  are  also  some  leathers 
with  steel  studdings 

Wash  belts  are  now  Ijeing  shown,  and  these  also 
seem  to  come  in  narrow  widths  this  season.  T]iere 
will  be  the  usual  demand  as  warm  weather 
approaches. 


Combs  Steadily  Improve 

Combs  are  now  on  a  fair  way  to  recovery  from  the 
season  of  depression  which  has  just  passed.  The 
return  of  less  exaggerated  styles  in  hair  dressing, 
while  not  particularly  good  for  the  trade  in  false 
hair,  is  always  a  good  sign  as  regards  combs. 

Rhinestone  settings  are  most  prominent  just  now, 
and  there  are  also  a  few  colored  jeweled  settings 
shown. 


Jewelry  and  Hair  Goods 

Bandeaux    of    all   sorts,    cap    effects    and 
jeweled  bands  worn  —  Ear-rings  sell  well 

Hair  goods  now  occupy  a  most  important  posi- 
tion on  the  counters  of  most  large  stores.  There  are 
displays  of  the  most  varied  and  enticing  sorts  of 
fancy  hnndeaux  and  ornaments  of  one  kind  and 
another  in  richness  and  profusion. 

The  gold  and  silver  nets  are  freely  used  to  make 
these  hair  goods,  and  the  matinee  cap  effect  is  one 
of  the  prettiest  forms  into  which  this  material  is 
made  up.  Really,  the  styles  shown  now  are  taken 
direct  from  those  affected  by  the  ancient  Greeks. 
There  is  tlie  modern  correspondent  to  the  fillet,  the 
snood  and  the  plain  band  worn  by  young  girls. 

One  type  which  has  had  a  good  sale  this  season 
is  the  half  cap  or  crescent  shape,  which  has  tassels 
at  either  end.  This  was  very  pretty  in  gold  or  silver 
net.  The  use  of  the  metallic  laces  on  caps,  which 
are  in  the  matinee  or  breakfast  shape,  is  notable  in 
the  higher  class  output.  Then  there  are  crystal 
bands  over  all  the  delicate  shades  of  satin,  and  orna- 
mented or  jeweled  satins  galore.  Rhinestone  trim- 
ming by  the  yard  is  another  thing  which  is  use<l  on 
the  hair  to  best  advantage. 

Made  flowers  are,  of  course,  most  prominent  of 
all  in  the  trimming  of  the  net  caps  and  the 
bandeaux. 


Rhinestone  and  Pearl  Jewelry 

New  York  shows  a  great  preponderance  of  the 
rhinestonc  and  pearl  lines  in  jewelry.  There  are 
many  of  the  large  drop  effects  in  ear-rings  showing 
this  season.  Chain  drops  coi;isisting  of  tiny  set  rhine- 
stones  give  a  very  dazzling  effect.  The  plain  pearl 
stud  effects  are  also  excellent  sellers. 

In  all  lines,  including  the  popular  bar  pins  and 
the  Ijelt  pins,  which  are  now  in  better  position  than 
before,  the  same  rule  holds  good,  with  the  rhinC'- 
stoiies  leading. 


A  Champion  Dividend  Payer 

One  of  the  champion  dividend  payers  in  London 
is  Harrod's  department  store.  The  net  profits  for  the 
year  ended  January  31,  1912,  amounted  to  £257,- 
214  8s.,  over  a  million  dollars,  and  the  directors  will 
recommend  the  payment  of  a  dividend  of  15  per 
cent,  antl  a  bonus  of  9  per  cent,  on  the  ordinary 
shares,  which,  together  with  the  interim  dividend 
of  5  per  cent,  already  paid,  will  make  a  total  distri- 
bution for  the  year  of  29  per  cent.,  carrying  for- 
Avard  a  sum  of  £25,159. 

The  sum  of  £19,221  Ss.  lOd.  is  to  be  carried  to 
reserve,  which  will  then  stand  at  £1,155,857  8s.  6d. 
The  holders  of  the  founders'  shares  are  to  get  53  per 
cent.,  making,  with  the  interim  dividend,  58  per 
cent,  for  the  vear  1911-12. 
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What  Early  New  York  Displays  Foretell 

Growing    confidence    in    flowers  —  Large     flat    hats    in    latest     importations 

—  Unique     use     of     floral     trimmings  —  Tams,    boleros,    and    students'    caps 

—  Demand   for  colored  Ostrich  —  Dish   Rag   and   Gaby  hats  —  Straw  models 

Staff    Correspondence 


New  York,  March  13. 

INDICATIONS  for  good  husiness  this  season  are 
being  felt  in  this  market,  although  complaints 
of  conservative  buying  are  heard.  If  flowers  be- 
come again  the  trimming  for  Spring  hats,  all  will  be 
well,  hut  if  the  flower  trade  has  another  bad  season 
it  -ndll  affect  the  millinery  situation  materially. 

Confidence  in  flowers  is  growing  stronger  each 
day  for  the  output  is  unusually  attractive  and  so  all- 
embracing  tl:iat  there  ought  to  be  something  to  suit 
everybody. 

The  Paris  designers  are  finding  new  methods  of 
using  flowers  and,  as  above  stated,  the  outlook  for 
them  is  good  and  growinig  better. 

Flowers  Don't  Follow  Nature's  Hues. 

The  new  flowers  do  not  make  any  pretence  of 
"nature  faking."  It  isn't  necessary  to  have  a  rose  in 
nature's  coloring  or  any  other  flower.  Queer  shades 
of  orange,  reds,  blues,  purples  and  greens  are  all  to 
be  found  in  the  millinery  flower  gardens.  It  is  ofteii 
quite  impossible  to  give  these  flower  novelties  a  name 
■ — ithey  are  so  very  unlike  anything  that  grows.  The 
new  silks,  radium  effects,  stripes,  and  all  manner  of 
weaves  are  used  to  make  them  as  well  as  velvet  and 
mull.  Yet,  some  flowers,  notaihly  sweet  peas,  violets 
and  roses  are  very  natural  looking.  All  pink  and 
red  flowers  sell  more  readily,  for  while  it  is  not  exactly 
a  one-color  season,  it  is  a  remarkably  rosy  one.  The 
Spring  color  card  gave  us  five  series  of  reds  and  pinks 
and  everyone  has  made  an  impression. 


Vivid  Shades  Best  Liked. 
The  vivid  shades  arc  the  best  liked  and  are  intro- 
duced by  a  bow  of  velvet,  a  cluster  of  cherries,  or 
small  roses,  or  in  feathers,  in  short  light  reds.  Geran- 
ium shades,  sweet  Williams,  the  prime  rose  colors, 
cerise  and  the  familiar  magenta  shades,  flame  color 
and  all  the  corals  and  red  purples  are  very  strong 
here  at  present  in  flowers,  feathers,  ribbons  and 
m  aline. 

Burnt    Straws,    Golden    Browns,    Tawnv 
Yellows. 

The  past  month  has  introduced  the  burnt  orange, 
tangerine,  amber  and  wall  flower  s^hades.  It  has  em- 
phasized the  importance  of  burnt  straws  of  golden 
browns  and  tawny  yellows,  these  colors  appearing  in 
straws,  in  flowers  and  in  feathers,  more  particularly 
in  paradise,  which  is  very  good  and  is  used  now  with 
the  head  as  well  as  the  tail  of  the  bird;  not  rarely 
the  whole  bird  is  used.  This  is  true  of  all  birds,  for 
one  rarely  sees  the  body,  l>ut  wings  and  heads  are  a 
smart  trimming. 

In  this  connection  it  must  be  said  that  the  prefer- 
ence is  for  small  oddly  shaped  wings,  fan-shaped, 
stubby  and  quite  unlike  any  that  a  real  bird  would 
have.  A  pair  of  small  wings,  or  of  high  stub-end 
winss  is  considered  a  sufficient  decoration  for  some 
large  hats,  the  newest  arrangement  being  to  have 
them  shoot  out  from  the  crown  to  which  they  are 
fastened^ — ^^someWhere  near  or  on  the  top,  two  feather- 
ed circles  being  u.sed  as  a  base. 
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What  the  "McCall" 
range  means  to  you 

H  It  means  that  a  representative  showing  of  all 
the  latest  styles  in  millinery  shapes,  trimmings 
and  trimmed  hats  is  at  your  command. 

H  It  means  exclusiveness  of  style  not  to  be  found 
in  any  other  line  distinctiveness  in  millinery  can- 
not be  overlooked. 

Hit  means  the  pinnacle  of  real  values  high- 
grade  goods  at  consistent  prices,  leaving  good 
margin  of  profit  for  you. 

H  It  means  prompt  deliveries — the  goods  when 
you  want  them,  without    loss  of   time   and   sales. 


The  D.  McCall  Co.,  Limited 

TORONTO 

V . / 

Please  mention  The  Review  to  Advertisers  and.  Their  Travelers. 
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Extreme  Large  Flat  Hats. 

The  latest  importations  show  a  tendency  toward 
the  extreme  large  flat  hat.  Several  of  these  have  a 
double  brim  and  between  these  flowers  arc 
used.  Again  the  brim  may  be  concave  and  a  rather 
small  round  crown  sunken,  so  that  the  trimming 
may  be  arranged  around  the  crown,  and  be  almost 
flush  with  the  brim.  A  wreath  of  flower.-,  or  of  wheai 
or  paradise  may  be  used  in  tlhis  way. 

Very  often  a  flat  hat  will  have  a  high  arrangement 
of  flowers.  This  is  u.sually  made  up  of  small  flowers, 
although  a  loose  bunch  of  roses  is  sometimes  used. 
Sweet  peas  and  roses,  roses  and  violets  and  endless 
combinations  are  seen.  A  flat  hat  is  also  very  often 
veiled  mth  lace  or  some  of  the  printed  nets  that  are 
now  in  vogue. 

Brisk  Demand  for  Taffeta. 

Taffeta  is  the  material  of  the  day  not  only  for 
hats  but  for  coats  and  gowns.  It  is  a  most  desirable 
material  for  a  between-season  hat  and  tlie  demand 
for  the  dhangeant  taffetas  is  very  brisk.  It  is  expected 
that  taffeta  hats  will  be  seized  upon  by  the  masses,  as 
maline  turbans  have  been,  for  already  the  department 
stores  are  offering  draped  taffeta  hats  at  very  low 
prices.  Nevertheless,  taffeta  is  still  being  used  by  the 
smart  milliners  not  only  for  the  foundation  of  a  hat,, 
but  for  trimming  it.  Taffeta  facings,  l:)oth  plain  and 
pleated,  rivnl  velvet,  and  full  draped  crowns  of  taffeta 
appear  on  smart  pressed  shapes.    Black  taffeta  ribbon. 


two  to  four  inches  wide,  is  used  in  place  of  velvet 
ribbon  by  some  designers.  Taffeta  pipings — in  sliort 
taffeta,  wherever  and  however,  it  may  be  used. 

High  Hats  and  Pokes. 
Although  mention  has  been  made  of  the  flat  hat, 
and  although  undoubtedly  it  will  be  a  mid-summer 
favorite,  there  are  any  number  of  rather  small  and 
very  high  hats  being  sold  as  well  as  any  number  of 
poke  bonnets,  fitting  the  head  closely  enough  to  be 
designated  as  caps. 

Full-Crown  Models. 
A  very  popular  mode  at  present  is  the  bolero  hai. 
All  tarns  are  strong — the  Scotch  tam,  the  Spanish 
bolero,  the  French  student's  cap,  the  Raphael,  and  all 
other  full  crown  hats  mounted  on  coronets  of  various 
heights.  This  fashion  calls  for  plateaux  and  for  straw 
strips.  They  are  trimmed  sometimes,  directly  in 
front,  or  at  the  back  or  side — and  usvially,  but  not 
always,  high.  Flat  roses  are  a  very  pretty  decoration 
for  the  bandeau.  They  are  used  three  and  four  deep 
and  encircling  the  entire  hat. 

Spring  Fads. 
The  bolero,  the  "top"  hat  and  the  derby  are  all 
early  Spring  fads.  A  great  many  tailored  hats  are 
blocked  in  the  two  las)t  shapes  and  scantily  trimmed 
with  grosgrain  ribbon  and  a  brush-like  aigrette  or 
some  stiff  trimming.  Derby  shapes  have  been  worn 
here  all  winter  as  also  have  sailors. 

(Concluded  on  page  68.) 
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Millinery  Commissioners 


Limited 

Toronto  and  Paris 


Better  Quality  Millinery  Our  Specialty 

For  Fall,  1912,  our  import  range  will  feature  only 

High  Class  Millinery 

We  are  specialists  in  two  lines — Shapes  and 
Mounts — Feather  Mounts  for  Fall,  Flowers  and 
Flower  Mounts  for  Spring  and  Summer. 

To  see  our  import  range  this  Spring  is  to 
agree  that  it  is  the  largest  range  of  better  class 
shapes  and  feather  mounts  shown  in  Canada, 
and  because  of  this  has  a  greater  number  of 
attractive  offerings     more  snap,  style  and  dignity. 

We  carry  no  stock  have  our  millinery  pack- 
ed abroad  under  customers'  special  order  numbers 
to  save  rehandling  and  floor  space  on  this  side,  and 
are  therefore  able  to  allow  you  all  the  savings 
our  commission  way  of  doing  business  creates. 


Wait  until  one  of  our  representatives  has 
called  on  you.  Then  place  your  orders  where 
your  good  judgment  directs. 


Millinery  Commissioners 


Limited 


7  Front  Street  East 


Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Two  Spring'  Models  Embody 

ing  Important  Style 

Features 


No.  1  —  White  chip  model  veiled  with   painted  chiffon. 
See  article  giving  instructions  how  to  make. 


No.  3  —  Mushroom  model  in  amber  shades.     See  article 
giving  instructions  how.to  make  and  trim. 
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MILLINERY 
MERCHANDISE 

FOR   FALL   1912 
IMPORT  ORDERS 


OUR  representatives  are  now  on  the  road  with  our  line  of 
fall  samples.  This  season's  line  excels  in  variety,  values 
and  right  ideas  any  previous  showing.  We  cover  the  retailer's 
wants  from  the  every-day  sellers  to  the  exclusive  novelties. 
For  money-making  styles  it  will  pay  you  to  wait  and  see  our 
line  before  placing  ANY  ORDERS,  ANYWHERE,  no  matter 
how  good  they  look.  OUR  RANGE  OF  HATS  covers  all  that's 
good  in  Velours,  Beavers,  Satin  Velvet,  Fur  and  Felt  Shapes, 
in  self  colors,  combinations  and  two  tone.  Ready  Trimmed 
Hats  are  showing  in  a  large  range.  Many  of  the  new  shapes 
are  our  own  exclusive  design?, 

OUR  RANGE  OF  MOUNTS  AND  FEATHERS  comprise 
a  showing  of  many  Exclusive  Novelties,  as  well  as  the  every- 
day wanted  goods  OSTRICH  GOODS,  VELVETS,  TRIMM- 
INGS, FANCY  RIBBONS,  etc.,  in  a  full  range  of  prices. 
We're  getting  a  good  share  of  the  Millinery  import  business. 
W^e  ought  to  get  it  all.  Our  line  merits  it.  You'll  say  so  when 
you  see  it. 

Continental 
Manufacturers'  Syndicate 


Limited 


17  YORK  STREET 


TORONTO 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 


How  to  Make  and  Trim  Modern  Millinery 

Head    sizes,    details    of    frame     construction,     covering,     finishing,     trimming 
arrangement   and    amount    of    material    in    stylish     models,    described    by     a 

practical   milliner. 


The  following  detailed  descriptions  of  models 
illustrated  in  this  department  are  written  for  The 
Review  by  a  practical  milliner. 


No.  2— Pressed  shape  of  leghorn  vvitli  black  velvet 
facing. 

No.  1. — White  chip  inodd.  veiled  with  painted 
chiffon,  the  brim  being  slashed  at  both  sides  and 
trimmed  with  rose  and  foliage. 


After  slashing  the  brim  of  the  hat  at  each  side, 
it  will  require  to  be  wired  and  bound,  the  wires  at 
each  side  left  long  enough  that  they  may  be  bent 
over  and  tacked  firmly  to  the  crown,  giving  the  sup- 
pore  required  for  bending  the  Inim  as  desired.  The 
top  brim  is  first  covered  with  the  chiffon,  the  facing 
covered  plain  and  finished  at  the  edge  over  a 
medium  sized  satin  wire.  Cover  the  crown  while  it 
is  off  the  brim  and  finish  the  edge  with  a  pleating  of 
black  velvet  ribbon,  then  sew  the  crown  firmly  to  the 
brim. 

The  trimming  consists  of  flowers  and  foliage 
Ijunched  at  each  side  of  the  hat,  where  the  brim 
is  slashed  and  bent. 

You  will  require  two  yards  and  a  quarter  of 
chifton  and  three  yards  of  velvet  ribbon  one  inch 
wide. 

•  *      * 

No.  2. — Pressed  shape  of  leghorn  with  black 
velvet  facing.  A  very  handsome  paradise  osprey 
mount  is  the  only  trimming  used,  being  placed  in 
the  front  and  flowing  to  the  left  side. 

*  *      • 

No.  3. — Mushroom  model  in  amber  shades. 
Drape  of  wide,  fancy  ribbon  edged  with  narrow 
pleating,  with  trimming  of  mixed  flowers. 

Frame  measurements. — Head  size,  twenty-one 
inches;  front  brim,  four  inches;  back,  five  inches; 
sides,  five  and  one-quarter  inches;  outside  wire,  forty- 
six  inches.  This  wire  is  bent  to  make  a  dent  in  the 
front  to  meet  the  short  wire.  Base  of  crown,  twenty- 
seven  inches;  dome  wires,  twelve  inches. 

The  brim  is  made  of  net  shirred  on  the  wires. 
Cut  a  piece  of  net  two  yards  and  one-half  long  and 
seven  inches  wide,  join  in  a  circle,  run  one  tuck  in 
the  edges;  one  two  and  one-quarter  inches  from  the 


MILLINERY  SPECIALTIES  FOR 

FALL  1912 

Our  representative  will  call  on  you  shortly,  showing"  exclusive  Novelties 
in  Fancy  Feathers,  Mounts  and  Millinery  Trimmings  for  the  Fall  Trade. 

DON'T  FAIL  TO  SEE  OUR  VALUES 

Elliott,  Sherring  &  Co.,  Limited 

MANUFACTURERS'  AGENTS  AND  IMPORTERS 

37  WELLINGTON  STREET  WEST,  Ogilvie  Building  :  :  TORONTO 
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edge  and  a  third  two  iiu-he.-;  from  the  second,  leaving 
the  threads  full  length.  Through  these  tucks  run 
wires  on  which  draw^  up  the  net  to  fit  the  frame 
measurements.  Round  the  edge  of  the  brim  sew  a 
strip  of  leghorn  two  inches  wide  (this  may  lie  taken 
from  the  edge  of  a  large  leghorn  hat) ,  crossing  them 
in  the  front,  sewing  the  left  hand  edge  to  fall  over 
the  right  side  giving  the  effect  of  a  slash  in  the  front. 

The  crown  is  made  of  shirred  net,  also,  shirred 
on  the  wire.'?  to  fit  the  frame  and  finished  neatly  in 
the  centre. 

For  the  drape,  one  yard  and  a  quarter  of  fi\m-\ 
ribbon  fifteen  inches  wide  is  edged  on  one  side  with 
a  pleating  of  radium  silk.  This  is  draped  over  the 
brim  and  partly  o\-er  the  crow^n,  being  finished  at 
the  front  with  a  bouquet  of  roses  and  small  flowers. 
Two  smaller  bouquets  are  placed  at  intervals  on  the 
brim  over  the  drape. 

One  yard  of  double-width  net  will  make  the 
brim  and  crown  of  this  model. 


A  curious  anniversary,  which  fell  on  the  2nd 
of  January,  has  passed  unobserved.  It  is  the  anni- 
versary of  the  introduction  of  the  handkerchief  in 
the  form  we  know  it.  In  early  times,  and  well  up 
to  the  period  of  the  French  Revolution,  the  hand- 
kerchief was  of  various  shapes ;  each  country  having 
its  own  style. 

One  day  at  the  Trianon,  Marie  Antoinette  re- 
marked that  it  would  be  an  improvement  if  hand- 
kerchiefs were  made  square.  Louis  XVI.  adopted 
the  suggestion,  and  on  January  2nd,  1785,  issued 
ihe  following  decree: — "The  length  of  handker- 
chiefs manufactured  in  this  kingdom  shall  hence- 
forth be  eqxml  to  the  l)readth."  That  decree  rules 
to-dav. 


Millinery  Commissioners,  Limited 

Read  our    advertisement 
Page  41 


MANU- 
FACTURERS 
OF 

OSTRICH 
PARADISE 
OSPREYS 

MARABOU 

DOMINION  OSTRICH   FEATHER   COMPANY,   Limited 

96-100  SPADINA  AVENUE.  TORONTO 
Montreal  Agents  :     S.  K.  PORTIR  &  CO  .  Birks  BuildinK 


MILLINERY 

AND 

FANCY   DRY   GOODS 


Our  stock  of  Hats,  Shapes  and 
Trimming  materials  is  very 
complete.  Up-to-the-minute 
in  style  and  at  right  prices.  It 
will  be  to  your  advantage  to 
see  our  lines. 


REMOVAL  NOTICE 

In  order  to  meet  the  demands  of  our 
growing  business  we  will  move  our 
Montreal  showrooms  on  May  1st  to 
larger  quarters  at  22  St.  [Helen 
Street   'corner  of  Recollet.) 


TO  WESTERN  BUYERS    S 

We  would  again  remind  you  that ,  we 
have  opened  a  branch  office  in^Van- 
couver,  at  522a.Seymour]  Street,^  with 
Mr.  Alfred  Brignell,"  manager.  ^  Call 
and  get  acquainted. 


FARRELL,  BELISLE  &   CO. 

257  NOTRE  DAME  ST.  WEST,  MONTREAL 
106-108  RUE  DU  PONT,  QUEBEC 

522  SEYMOUR  STREET,  VANCOUVER 
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New  Features   in    Negligees 

Two-piece  and  coat  lounging  robes — New- 
est matinee  is  after  the  old-fashioned   Dol- 
man— Furore  for  house  caps. 

New  York,  March  15. 

AMONd  the  iiuiiiy  things  that  New  York  i.s 
showing  now  are  ideas  that  will  be  welcome 
in  the  designing  of  negligees,  matinees  and 
dressing  jackets.  Many  of  these  models  are  made 
expensive  by  the  use  of  Val.  laces  and  rich  fabrics, 
but  the  substitution  of  some  of  the  many  pretty  silk 
and  cotton,  and  mercerized  fabrics  and  the  machine- 
made  laces  for  the  real  will  produce  attractive  gar- 
ments that  can  be  retailed  at  a  reasonable  price. 

Some  of  the  newest  lounging  robes  are  in  two 
pieces,  the  under  portion  consisting  of  a  long-trained, 
clinging,  scantily-cut  slip  of  white  or  pale-tinted 
crepe  or  Japanese  silk,  made  either  princess  or  em- 
pire, and  buttoning  all  the  way  from  the  low,  round 
neck  down  to  the  feet.  Over  this  slip  goes  a  loose 
coat  of  lace,  muslin,  crepe  de  chine,  or  dotted  or 
embroidered  net.  The  coat  falls  open  in  front  to 
reveal  the  lines  of  lace  trimming  that  usually  de- 
corate the  slip.  This  coat  may  be  of  even  length 
all  round,  or  it  may  slant  upwards  at  the  back,  or 
there  may  be  a  wide,  long  panel  as  a  back  finish 
hanging  over  the  train  nf  the  slip.  Overlapping 
frills  of  narrow  lace  edge  the  coat  and  straight  set-in 
sleeves.  Very  little  flat  band  trimming  is  used,  it  is 
soft,  frilly  effects  that  arc  wanted  now. 

For  more  i^ractical  use,  the  coat  negligee  is 
shown.  This  garment  is  made  of  cashmere,  wool 
baitiste,  albatross,  crepe  de  chine  or  China  silk,  and 
can  be  successfully  developed  in  many  of  the  cotton 
velour  and  cotton  crepe  fabrics.     The  chief  decora- 


Features  of  this  Department 

Review  of  the  New  York  market — Trend  of 
styles  indicated  by  recent  novelties  in  dresses,  suits 
and  coats — The  vogue  of  taffeta  and  its  significance 
to  the  liuver — An  exclusive  children's  .store. 


tion  of  this  garment  is  the  broad  collar  of  self  ma- 
terial, with  a  wide  stitched  hem,  and  which  widens 
iiiiii  biiKu!  revers  extending  down  to  the  waist-line. 
Kunning  from  where  the  collar  finishes  to  tlie  hem 
is  a  row  of  huge  buttons  covered  with  the  fabric  and 
finished  with  a  frill  or  contrasting  satin.  These 
laittons  are  apparently  fastened  through  wide  bound 
buttonholes,  but  the  real  fastening  is  accomplished 
by  concealed  hooks  and  eyes. 

The  new  matinees  are  of  exaggerated  length,  nnd 
all  hut  cover  the  short,  scant  petticoats  now  worn. 
Jacket  models  are  always  favored,  but  the  newest 
shaped  matinee  is  copied  from  the  old-fashioned 
dolman,  and  is  cut  upon  precisely  the  same  lines,  the 
only  difference  being  that  the  under-arm  seams  are 
oj)en,  and  are  tied  together  with  ribbons.  Ruffles 
of  lace  and  net  are  the  most  used  trimming. 

The  New  Dressing  Sacques. 

There  are  some  new  shapes  also  in  dressing 
sacques.  One  of  these  just  covers  the  waist-line  at 
the  .sides,  but  is  deeply  pointed  hack  and  front.  The 
closing  is  under  a  double  rever  of  lace  and  insertion 
edged  with  the  now  inevitable  ruffles,  which  forms 
wide  points  across  the  chest  and  tapers  toward  the 
hem  of  the  jacket.  The  short,  straight  sleeves  are 
cut  in  one  piece,  and  the  seam  marked  by  a  lace 
insertion  runs  down  the  shoulder,  and  the  upper 
.^ide  of  the  sleeve  finishing  in  a  bolloon  cufi^  kei)t 
shapely  by  a  little  featherbone  hoop  run  through 
rows  of  shirrings. 

Pale  colors  are  much  used  for  dressing  sacques, 
and  crepe  de  chine,  China  and  Japan  silks,  and  any 
silk,  cotton  or  wool  faliric  that  is  suitable  and  whicli 
launders  well,  is  pressed  into  service.  Lawn,  mull 
and  dotted  Swiss  are  never  out  of  use  for  thi*  purpose. 
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Made  Since  1902 


Garments 
That  Fit 


i 


No.  1238. — Smart  Spring  suit,  well 
tailored  and  trimmed,  serge  silk 
lining.  French  serges,  panama 
and  self  stripe  panamas. 

Price,  $10.00 


MODELS 

that  make 

good 

sorting 


A  S  the  season  advances 
we  produce  novel- 
ties which  add  spice  to 
the  half  sold  out  ranges 
and  not  only  sell  them- 
selves, but  work  off  the 
stickers.  They  keep 
your  stock  always  inter- 
esting. 

The  two  suits  here 
illustrated  are  excep- 
tional values  and  well 
worth  your  while  to  order 
a  few  for  your  Easter 
business. 

We  are  showing  a 
splendid  range  of  Serges 
at  from  $10.00  to  $22.00. 
Tweeds  in  novelty-fiecked 
effects  at  $10.00  to  $15.00, 
and  a  smart  line  of  Whip- 
cord in  Tans  and  Greys, 
perfectly  tailored  at  $15.00 
to  $19.50. 


Made  Since   1902 


Garments 
That  Sell 


No.  1226. — A  new  Spring  model — 
man  tailored  sleeves,  elegantly 
finished.  Fine  French  serges,  all 
colors,  worsteds  and  whipcords. 

Price,  $13.50-$16.50 


PULLAN 
BUILDING 
TORONTO 


M.  Pullan  &  Sons 

AN  EXCLUSIVE  CLOAK,  SUIT  AND  SKIRT  HOUSE 


Bay  and  Wellington, 


Toronto 


Branch  Office  : 

LINDSAY 

BUILDING 

MONTREAL 
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New  York  Model  —  Tailoreu  dress  of  heavy 

oyster-white   linen,    with    collar,    cuffs    and 

simulated  underskirt  of   two-toned  pique  in 

white  and  grey. 


New  York  Model  —  Belted    dress    of    white 

Bedford  cord,   with  let-in  side  plastron  and 

collar  of  twine-colored  macrame  lace.      The 

tie  is  often  in   bright  red  or  cerise. 


Dry  Goods  Review 


R  E  A  D  Y  -  T  0  -  W  E  A  R    GARMENTS 


49 


Nous  aliens  ouvrir  une  branche  a  Montreal 


v.. 


V^E  wish  to  announce  to  the  trade  that, 
owing  to  the  increasing  demand  for 

iiclipse 
Whitewear 

in  the  Eastern  territory,  we  are  obliged 
to  open   up  an  office  at   Montreal. 

Our  Quebec  and  Maritime  Provinces 
customers  will  be  made  very  welcome 
at  the  office 

16  McGILL  COLLEGE  AVE. 
MONTREAL      -      QUEBEC 

Mr.  A.  J.  GENDRON 

is  our  representative  in  charge. 

It's  the  something  different  that  does  it. 

THE 

ECLIPSE  WHITEWEAR  CO 

LIMITED 
TORONTO  ONTARIO 


J 
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READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


Buying  Right  For  Fall 


Merchants  are  beginning  to  bay  for  the 
corning  Fall  season,  and  are  also  making 
selections  of  the  novelties  that  are  to  carry 
them  through  their  Summer  selling.  Buy- 
ing dry  goods  merchandise  under  modern 
conditions  is  becoming  a  keen  game  that 
taxes  all  the  resources  of  the  man  or  woman 
responsible.  Accurate  knowledge  is  re- 
quired on  many  points,  but  no  point  is  so 
indespensable  as  the  one  that  deals  with  the 
manner  in  which  the  fashion  tendencies 
will  affect  the  trade.  To  give,  to  the  best 
of  its  ability,  this  most  necessa/ry  informa- 
tion is  the  constant  effort  of  The  Review. 
Realizing  that  important  fashion  changes 
are  pending,  and  that  New  York  is  getting 
each  season  closer  and  closer  to  Paris 
styles,  also  that  the  necessary  modifications 
for  the  New  York  trade  are  along  the  lines 
that  make  Paris  fashions  adaptable  to  the 


Canadian  market,  a  .member  of  The 
Review  staff  has  just  spent  a  period  of  time 
in  New  York.  Therefore,  The  Review  is 
able  to  present  in  tliis  issn,e  a  full  report  of 
the  tendency  governing  the  presentation  of 
novelties  in  fabrics,  in  garment  styles,  mil- 
linery and  the  wide  field  of  the  m,any 
smaller  accessories  to  dress  in  that  centre. 

Styles,  as  a  rule,  are  built  up,  and  are 
carefully  led  up  to.  Such  a  building-up  is 
nov)  in  progress,  and  what  is  showing  now 
in  Netu  York  will  certainly  have  an  im- 
portant inflnence  upon  the  fashions  for  the 
conning  Fall. 

A  full  and  accurate  knoivledge  of  these 
changes  and  the  influence  they  promise  to 
exert  will  be  of  supreme  advantage  to  the 
merchant  in  determining  as  to  whether  he 
is  buying  the  right  merchandise  for  the 
Fall  season  of  1912-13. 


House  Caps  to  Match  Negligees. 

There  is  a  perfec^t  furore  for  house  caps,  and 
there  is  one  to  match  every  negligee  garment.  There 
is  the  Greek  cap  of  allover  lace  gathered  into  a  broad 
lace  band  that  looks  like  a  filet  on  the  head.  Then 
there  is  the  exceedingly  popular  Dutch  cap  and  the 
Irish  peasant  cap  with  its  pretty  frills.  The  prettiest 
caps  of  all  are  of  pale  silks  gauged  on  to  a  ribbon  and 
tied  at  the  side  with  a  huge  bow  and  with  a  pleated 
frill  of  lace  that  hangs  over  the  hair  and  neck  as  a 
finish. 

Whitewear  Simply  Trimmed. 

Simplicity  rules  in  whitewear  styles,  and  flat 
trimmings  and  simple  arrangements  are  the  rule. 
This  does  not  mean  that  the  garments  are  inexpen- 
sive, but  the  money  is  now  put  into  the  materials, 
and  real  laces  or  good  quality  imitations  are  com- 
bined with  sheer  fabrics.  Yokes  and  motifs  of  hand 
embroidery  and  Irish  crochet  are  freely  used.  Prin- 
cess slips,  combinations,  drawers  and  other  garments 
all  follow  the  outline  of  the  figure  as  closely  as  pos- 
.sible,  and  no  matter  how  elaborate,  the  trimming 
scheme  is  it  is  put  on  in  flat  lines.  This  is  parti- 
cularly apparent  in  the  new  underskirts.  These  are 
gored  to  fit  and  are  short  and  simply  trimmed  at 
the  foot  with  a  wide  band  of  embroidery  or  lace. 
Fluffy,  frilly  skirts  are  included  in  the  line,  but  they 
are  for  wear  with  negligees  and  under  dancing 
frocks. 


Taffeta  Dress  in   Gotham 

Combined  with    net  and   light  and  heavy 

laces  for  dressy  wear  ^ — This  is    a    strong 

hint  for  the  Fall  party  game. 

The  new  soft-finished  chiffon  taffeta  has  taken 
New  York  by  storm  and  is  now  firmly  placed  in  that 
centre  as  the  leading  silk  fabric.  Simple  street 
dresses,  such  as  the  one  illustrated,  come  in  navy,, 
black  and  the  quieter  changeables,  rose  and  sky^ 
pink  and  nile,  gold  and  blue,  primrose,  which  is  a 
pale  cerise,  and  deep  purple,  are  the  color  combina- 
tions used  for  dressy  wear. 

The  new  feature  seems  to  be  the  combination  of 
taffeta  with  embroidered  nets  and  light  and  heavy 
laces.  Dresses  of  this  class  have  peplum  waists,  or 
short  tunics  of  taft'eta  and  both  peplum  and  tunic 
are  trimmed  with  pleatings,  puffings  or  shirrings  of 
the  same,  while  the  skirt  is  of  lace  mixed  with  taffeta 
bands,  pleatings  or  flounces. 

If  the  waist  is  of  net  or  lace,  there  will  be  a  fichu 
front  edged  with  a  band  or  a  pleating  or  puffing  of 
taffeta,  and  ending  behind  in  a  long,  pointed  or 
square  collar  that  is  clasped  to  the  waist  by  a  crush 
belt  of  the  taffeta. 

A  gown  of  pink  and  blue  changeable  taffeta  had 
the  plain  skirt  trimmed  with  three  bands  of  shadow 
lace,  each  band  having  a  waved  trimming  of  taffeta 
an  inch  wide  and  shirred  through  the  centre.     Be- 
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SKY  HIGH 

Are  the  Styles  and  Values  of 

"CULTURE"  GARMENTS 

We  have  attained  a  high  degree  in  the  style 
and  values  we  are  offering  in  our  line  of 
"Culture"  Garments  for  women  and  misses. 

EXPERIENCE  DOES  IT 

Carrying  the  largest  sorting  stock  in  Tor- 
onto enables  us  to  meet  the  demand  for 
prompt  delivery,  which  is  desirable  at  this 
time   of    year   when   rush   orders   are   many. 

If  you  are  after  the  skirt  business  we  can 
help^you  attain  it. 


Our  Motto  is  Prompt  and  Best  Service 


The  Ontario  Cloak  Company,  Limited 

Designers  and  Makers 
Darling  Building 


AVbmen's 
and  Misses* 

Dresses 
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New  York  Model  —  Lingerie  dress:.  Fine 
white  chitton  voile,  with  Terry  embroider- 
ed border  There  is  a  band  of  black  taflfeta 
as  a  finish  and  a  sash  of  taiteta  and  velvet. 
The  waist  has  a  big  capelike  fichu  collar, 
edged  with  Valenciennes  lace.  The  fasten- 
ing is  down  the  front  and  is  accomplished 
with  crochet  buttons,  and  a  ball  fringe 
edges  the  skirt. 


tween  the  scallop.s  were  placed  small  pink  and  blue 
ribbon  ro.^es  and  foliage.  The  waist  had  a  broad 
draped  fichu  of  taffeta,  almost  entirely  covered  with 
lace  and  fastened  at  the  left  side  by  a  taffeta  bow 
and  clu.ster  of  roses.  The  sleeves  had  turn^jack  cuffs 
of  taffeta  and  lace  with  ribbon  flowers,  and  was  fin- 
ished with  a  lace  frill.  The  belt  was  of  taffeta  with 
a  bow  and  ends  at  the  back. 

A  dress  of  net  and  taffeta  had  a  square  front  yoke 
and  %.  sleeves  of  tucked  net  edged  with  narrow  Irish 
lace,  the  lower  ])art  of  the  waist  and  the  shoulder 
straps  being  of  real  Iri.sh  crochet  lace.  The  skirt  was 
of  plain  net  fulled  into  the  waist  line  and  having 


three  pink  taffeta  rufiles  shirred  at  the  top  and  bottom 
and  having  each  three  rows  narrow  black  velvet. 

An  expected  summer  development  is  a  demand 
for  the  W'hite  taffeta  dress.  One  had  the  plain, 
straight  skirt  trimimed  with  five  shaped  frills,  each 
rounding  off  and  crossing  at  the  side  front.  The 
bodice  was  draped  with  a  fichu  edged  with  a  scant 
frill  and  the  opening  was  filled  in  with  a  full  tucker 
of  net  al)0ve  which  was  a  yoke  and  high  choker  col- 
lar of  plain  transparent  net.  The  waist  was  finished 
with  a  belt  of  1)1  ack  charm euse  with  ends  weighted 
and  dragged  by  a  jetted  tassel. 

Perfectly  smart,  yCt  perfectly  plain-tailored  street 
dresses  of  serge,  Bedford  cord,  sponge  cloth,  linen  and 
pique  are  to  have  an  immense  vogue  this  summer.  A 
new  idea  in  their  development  is  a  narrow  set  in 
plastron  either  of  some  contrasting  fabric  or  with  an 
overlay  of  lace. 

Sleeves  are  %  length,  and  necks  are  collarless. 
The  majority  have  a  V-.shaped  opening  and  there 
promises  to  be  consideralble  display  made  of  the  neck. 


Semi-Dressy  Suits  Selling 

Serges  and  whipcords  the  popular  fabrics 

— Taffeta  suits    and  suits  of  sponge  cloth 

the  high  novelty. 

New  York,  March  15. 

The  new  Spring  suit  is  evidently  intended  for 
practical  wear,  therefore,  the  fahrics  selected  are  those 
that  will  give  the  best  wear.  This  means  that  serge, 
whipcord  and  rough  tweed  and  homespuns  are  the 
leading  faljrics.  There  is  a  certain  dressy  effect  that 
fashion  demands,  and  because  of  this  feature  the 
suits  selling  are  deini-tailored,  and  have  clever  trim- 
ming touches  introduced  in  the  cut  of  the  coat  and 
skirt,  and  into  the  way  the  collar  and  revers  are  ar- 
ranged.    This  dressy  note  also  favors  %  sleeves. 

The  silk  suit  is  a  .standard  article  with  certain 
classes  of  trade,  and  it  is  quite  evident  that  taffeta 
has  been  adopted  as  the  leading  silk  for  this  purpose. 
Navy,  black,  and  navy  and  black  changeables  are 
the  best  colors.  These  suits,  as  a  rule,  have  collars 
and  cuffs  of  lace  or  ej^elet  embroidery,  or  are  trimmed 
with  ruches  and  pipings.  Pipings  take  the  form  of 
a  heavy  padded  roll,  and  these  roll  pipings  are 
formed  into  frogs  and  ornaments  to  use  for  fasten- 
ings. The  majority  of  the  models  .shown  are  more 
or  less  cut-away  in  front,  though  the  extremes  of 
this  m'ode  are  not  favored.  Belted  models  and  pep- 
lum  and  blouse  models  are  gaining  in  favor.  A  new 
note  is  the  collarless  coat  with  the  fronts  faced  back 
with  serge  or  cloth  in  contrasting  color.  The  button- 
holes are  worked  through,  and  the  coat  can  be  but- 
toned up  or  worn  with  contrasting  revers.  Some- 
times there  is  a  hood-like  collar  coming  only  from 
the  shoulder  seams 
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Buyers  just  back  from  Paiis  say  that  the  model 
houses  are  introducing  seimi-fitted  coats  very  long 
and  with  very  little  trimming. 

Sponge  cloth,  as  the  fashionable  toweling  is  now 
called,  is  gaining  ground,  but  owing  to  its  scarcity  it 
can  hardly  become  a  very  popular  fabric  this  season. 
Suits  made  of  this  fabric  are  being  put  on  the 
market,  and  the  fabric  is  being  found  more  practical 
than  it  was  at  first  supposed  that  it  would  be.  One 
desirable  feature  of  this  fabric  is  that  it  does  not 
crush. 


Apron    Tunics    in   Juveniles 

Rep  and  poplin   dresses   for  the    little  folk 
trimmed  with  scalloped  button-holed  edges 

Cords,  reps  and  j^oplin  weaves  seem  to  be  given 
over  almost  exclusively  to  the  makers  of  cliildrou's 
wear,  ^^'hite  is  extensively  used  for  Buster  dre.<ses, 
belted  in  either  with  a  belt  of  the  same  or  one  of 
white  or  black  patent  leather.  Scalloped  buitDU- 
holed  edges  are  the  imiversal  trimming  and  collars, 
cuft's,  the  square  necks,  and  the  top  of  the  vest  piece 
that  fills  in  the  V  in  front  are  all  finished  in  this 
manner. 

For  children  of  larger  growth,  long-waisted 
French  dresses  in  white  pique,  and  in  pink,  sky, 
Copenhagen  and  tan  shades  in  pique  and  reps  are 
immensely  in  evidence.  The  collar  and  cuft's  are  of 
white  pique,  and  often  come  down  to  a  point,  which 
is  caught  under  the  belt  of  pique  or  leather  finishing 
a.?  a  postilion  at  the  back.  The  new  short  apron 
tunics  are  used  on  both  colored  and  lingerie  dresses. 
Peplums  are  also  in  evidence,  and  some  very  pretty 
m>odels  are  .shown. 

The  dress  illusirated  shows  a  new  lingerie  model 
with  an  apron  tunic.  The  tunic  is  of  allover  em- 
broidery, the  rest  of  the  dress  being  of  lawn,  and 
the  trimming  lace  is  Valenciennes. 

French  dresses  of  j)lain,  checked  and  striped 
ginghams  with  pink  as  the  predominating  color  are 
a  feature  of  childrens  lines.  Either  white  or  ])itdv 
pique  is  chosen  for  the  big  collars.  The  turn-back 
cufts,  and  the  belt  may  be  of  pique  or  of  varnished 
leather. 


The  las-t  three  days  of  the  middle  week  of  March 
was  given  over  to  a  side  of  foulards  in  AVanamaker's. 
New  York.  Foulards  from  $2.50  to  $3.50  a  yard 
were  sold  for  $1.50  and  other  qualities  .showed  coito<- 
ponding  reductions.  The  .-elling  was  done  on  tables 
in  the  main  aisle  extending  from  the  Broadway 
entrance  to  the  rotunda.  Tables  are  more  in  evi- 
dence than  counters  for  selling  yard  goods  in  Wana- 
maker's. 


Crescent 
Manufacturing  Co. 


Montreal 


LIMITED 


LADY'S  SHIRT 


NEWEST    TOUCH" 


Comfort,  Fxonomy,    Neatness 

Made  in  Linon,  Zephyrs,  Linen, 
French  Flannels,  Percales,  Arcadia 
Silk,  Crystal  Silk. 


French 
eluding 


$8.50  to  $24.00  Dozen. 

and     Collar,     in- 


Cuffs 
Tie. 


Immediate     Delivery 

WRITE  FOR  SAMPLE  DOZEN 
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New  York  Model  — Changeable  cliitlon 

taffeta  dress,  shot  pink  and  blue.    Re- 

vers   of  macrame   and    trimmings    of 

shirred  and  pleated  silk. 


Variety    in    Wrap    Coats 

Taffeta  wraps  and  garments  of  linen   and 

wool  etamine    and    sponge    cloths    new — 

Norfolks  and  blazers  for  outing  w^ear. 

The  new  wrap  coats  are  shorter  and  do  not  reach 
to  the  hem  of  the  gown.  They  are  cut  on  loose, 
straight  hnes,  and  are  ronnded  in  front.  There  are 
wide  revers,  and  often  a  rounded  or  long  pointed 
collar  at  the  back.  The  shoulder  line  is  long  and 
the  sleeves  are  set  into  a  wide  armhole.  Some  models 
are  cut  kimono  fashion,  with  the  sleeve  in  one  with 
the  body.  The  big  demand  is  for  the  serge  coat, 
navy  being  the  big  seller,  but  white  serge  is  a  rival. 
This  shaped  wrap  coat  is  also  developed  in  etamine 
cloths  and  in  linen  etamines  lined  throughout,  and 
■with  the  collar  and  cuffs  of  changeable  taffeta.    The 


Terry  or  sponge  cloths  develop  into  smart  coats  of 
tliis  kind,  and  black  and  white  wool  fancies  and 
fancy  basket  cloths  and  wool  ratines  are  also  used. 

For  dressy  wear  the  same  shape  is  used,  but  the 
material  is  changeable  chiffon  taffeta,  and  puffings 
and  shirrings  of  the  same  finish,  the  edges  of  the  coat 
and  trim  the  sleeves,  while  the  collar  is  a  draped 
ficliu-like  affair. 

Very  little  trimming  is  used  on  these  ooats. 
^Miite  serge  or  fancy  woolen  fabrics  are,  as  a  rule, 
trimmed  with  black  satin  or  bengaline.  A  few 
models  have  the  edges  bound  with  braid,  and  one 
striking  coat  seen  in  an  establishment  on  Twenty- 
third  Street  had  the  edges  bound  with  white  silk 
l>raid.  The  fronts  were  scalloped  and  laid  back, 
forming  revers  that  ended  under  the  collar,  and 
revers  and  collar  had  the  deep  scalloped  edge.  The 
same  finish  edged  the  deep  cuffs,  and  the  large  but- 
tons were  scooped  out  and  had  white  rims. 

Norfolk  coats  made  of  serge,  rough  tweeds  and 
basket  cloths  are  selling  for  outing  wear,  and  there 
is  a  revival  of  the  striped  blazer  coats  for  this  pur- 
pose. These  coats  are  made  exactly  like  those  for 
men's  wear,  and  are  made  of  brilliant  striped 
llaniiels. 


Mid-season  Waist  Novelty 

Taffeta  and  lace  or  net  waists  the  latest — 

Taffeta  jumpers  and  coatees  for  summer 

wear — Coatee    effects    strong  in    lace,   net 

and  lingerie  waists. 

Taffeta  is  well  to  the  fore  in  the  blouse  field.  Be- 
sides the  taffeta  jumpers  and  coates  that  are  taicing 
so  well,  the  latest  note  is  the  combination  of  lace 
or  net  and  taffeta  in  the  making  of  dressy  waists. 
Bands  of  taffeta  pleatings,  shirrings,  collars  and  cuffs, 
and  other  trimming  touches  of  the  silk  are  combined 
with  old  lace-colored,  white  or  cream  net.  Wai.'^ts  of 
this  type  are  very  preftty  and  decidedly  new,  and, 
moreover,  the  touches  of  color  harmonize  the  skirt 
with  the  waist,  a  point  that  has  kept  the  chiffon 
waist  in  favor  for  so  long  a  period. 

Another  novel  and  successful  touch  is  the  white 
net  waist  with  trimming  touches  of  black  net.  A  net 
waist  that  showed  many  of  the  new  points  had  a 
square  bib  front  of  tucked  net  outlined  with  a  band 
of  Cluny  lace  hemmed  with  a  band  of  white  net.  Be- 
ginning at  the  shoulders  under  the  lace  was  a  double 
fold  of  black  net,  the  fold's  meeting  and  crossing  in 
the  centre  of  the  front.  At  the  back,  the  black  net 
folds  and  the  lace  continue  until  they  meet  in  a  point 
below  the  waist-line.  This  point  is  set  in  a  square 
of  tucked  net  that  has  an  edge  of  wide  Cluny  lace, 
the  whole  forming  a  postilion  at  the  back. 

Coatee  waists  of  net  and  lace,  allover  embroidery 
and  lace  and  lawn  and  lace  are  shown  in  big  variety, 
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One  of  the  "Maxwell"  Leaders 


We  are  producing"  a  silk  waist  which 
you  can  sell  at  a  moderate  price  and 
make  a  gfood  profit. 

It  is  an  attractive 

Chiffon  Taffeta  Silk  Waist 

(IN  ALL  COLORS) 

made  in  low  neck  style  with  striped 
silk  collar,   cuffs,   pocket    and  tie. 

Made  with  the  new  set-in  sleeve.  It 
is  a  favorite   for  a  Summer    leader. 

Price  $21  Per  Doz.  Prepaid 

Write  now  and  have  a  sample  order 
rushed.      Order  by   number — 7036. 

We  are  specialists  in  silk  and  lingerie 
waists  and  dresses. 


Max\vell  &  Company 

LIMITED 

93  Spadina  Ave.  -  -  Toronto 


Have  You  Seen  Our  Range? 

Our  men  are  now  on  the  road  all  over  the  Dominion  and  if  they 
have  not  called  on  you,  they  will,  no  doubt,  do  so  shortly.  It 
is  positively  to  your  interests  to  hold  your  orders  until  you  see 
our  range  of 

Infants',  Children's  and  Misses' 

COATS 

made  in  the  latest  novelty  cloths,  including  Chinchillas  and 
Brushed  effects  in  Scotch  Tweeds  as  well  as  friezes  and  serges. 


^  HUTNER  CLOAH  CO.  ^ 

Q)       ^  ,.         .      .     ,  ,  formerly  of  N.w  York  Vj/ 

Specialists  in  Infant* ,  ror/>r<         i.  i  T  i 

Misses'  and  Cfciidrens  Coat.     52-56  Spadina  Avc,  I  oronto 
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mid  there  is  a  very  decided  tendency   towards  the 
waist  that  finishes  over  the  skirt. 

Waists  of  embroidered  voile,  crepe  or  Swias  are 
made  with  lace-edged  large  collars  and  cuffs  to  the 
%  sleeves,  and  there  is  a  very  decided  tendency  to- 
wards a  ribbon  or  taffeta  tie  with  the  ends  caught  in 
to  the  waist  by  openings  and  forming  a  square  in 
the  band  that  finishes  the  front. 

Outing  skirts  uf  Chinese  or  .Japanese  silk  with 
sailor  collars  and  turn-back  cuffs  of  striped  or  cheeked 
wash  silk  are  showing  for  hot  weather  wear.  These 
silk  waists  also  oome  with  soft  collar  and  cuft's  in 
both  plain  and  striped  silk,  and  these  collars  and 
cuffs,  as  a  rule,  are  detachable  and  can  be  removed 
for  laundry  purposes.  Racquet  and  middy  waists 
are  also  included  in  mid-summer  lines. 


The  ready-to-wear  section  is  going  some.  Ex- 
hibitions of  suits  and  gowns  on  living  models  in 
retail  stores  are  fairly  common,  but  a  style  show  to 
sell  garments  to  merchants  is  a  new  idea.  Recently 
the  Chicago  Garment  Manufacturers'  Association 
gave  a  dinner  and  a  style  exhibition  to  visiting  buy- 
ers and  their  wives.     All  the  gowns  and  suits  were 


shown  on   living  models  who  paraded  on  a  raised 
platform. 

(See  also  pages  68  and  70) 


Merchant's  Book  Debts  Only  $150 

The  will  of  the  late  Thomas  S.  Lobb,  who  con- 
ducted two  dry  goods  stores  in  east  Queen  Street, 
Toronto,  showed  only  $150  book  debts.  In  these 
days  when  the  relative  merits  of  cash  and  credit 
systems  arc  being  seriously  weighed  this  is  an  import- 
ant fact.  ]Mr.  Lobb  opened  a  small  store  at  811 
Queen  Street  east  25  years  ago  and  from  the  first 
applied  the  cash  principle  in  all  of  his  affairs.  That 
he  closely  adhered  to  this  policy  in  building  up  a 
strong  locality  trade  is  evident  from  the  statement 
contained  in  his  will  and  the  degree  of  his  general 
success  is  apparent  from  the  fact  that  the  estate  to- 
day amounts  to  $33,810.  The  whole  of  this  is  left 
to  his  widow.  For  some  years  Mrs.  Lobb  identified 
herself  actively  with  her  husband's  bu.siness.  Six 
years  ago  they  built  a  large  brick  store  at  2012  Queen 
Street  east,  and  this,  as  well  as  the  one  at  776  Queen 
Street  east,  is  in  a  prosperous  condition.  The  will 
places  an  estimate  of  $15,500  on  stock  in  trade.  The 
stores  will  now  be  under  Mrs.  Lobb's  supervision. 
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Style  Individuality 

This  is  a  most  essential  point  in  the  selectitm  of  women's  outer  garments,  a  point  of  quality 
never  found  in  the  ordinary  type  of 

WOMEN'S  AND  MISSES'  SUITS  AND  COATS 

We  have  won  our  spurs  by  producing  garments  that  refiected  style  individuality  as  well  as 
quality  of  workmanship  and  materials. 

Every  minor  detail  gets  its  full  share  of  attention  and  is  never  allowed  to  l)e  overlooked. 

"Independent''  Suits  and  Coats  are  right  from  the  drop  of  the  hat  and  have  won  their  envi- 
able position  in  the  Canadian  trade  honorably. 

Consider  the  advantage  that  awaits  you  by  exercising  a  fair  amount  of  care  in  selecting 
women's  garments.  Your  trade  demands  it  and  it  is  to  the  nnitual  advantage  of  your.self  and 
your  "fair  customer"  to  see  the  Independent  line  before  going  farther.  See  this  line  at  your  earli- 
est convenience. 

We  are  showing  a  full  line  of  the  Big  Spring  Novelty  AVliipcord  in  grey,  tan,  and  Copenhagen. 

THE   INDEPENDENT   CLOAK   COMPANY 

551-553  OUEEN  STREET  WEST,  TORONTO 
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43  Pages  Net  Gain 

This  represents  the  increased 
advertising  carried  in  The 
Review  in  the  month  of 
March  this  year  over  the 
same    month    last    year. 

This  is  the  result  of  manu- 
facturers investigating  for 
themselves  the  merits  of  the 
different  publications  in 
this  field. 

They  have  decided  that  it  is 
more  profitable  to  advertise 
in  a  paper  that  is  subscribed 
for  and  read  by  the  merchants, 
than  to  experiment  with  un- 
tried publications  that  are 
sent  out  free  to  dealers  with 
a  chance  of  them  being  read. 
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FUR,  TRADE  N  EWS 


Season's  Salient  Features 

The  longer  lengths  in   coats  —  New    blues 

featured  in  long   hairs — Sable    and    skunk 

are   leaders  in    high    class   lines — Rise    in 

muskrat. 

In  coats  look  for  the  longer  lengths,  the  fifty- 
inch  heing  best  of  all.  The  cut  shows  a  little  change 
from  that  of  last  j'ear.  Observe  the  depth  of  the 
armhole,  the  set-in  sleeve,  the  use  of  the  bat-wing  of 
silk  and  triniiiiing.  In  the  collar,  note  the  choker 
effect  on  the  one  hand  and  the  use  of  a  smaller  collar 
at  tlie  back,  with  roll  lapels  in  front.  In  general  cut, 
the  new  coat  is  rather  more  ample  than  that  of  last 
season,  especially  around  the  l)ottom. 
*      •      • 

Full  length  coats  of  carat-ul  are  good  iu  New 
York.  At  present  the  trade  here  favors  seal  and  its 
imitations  and  also  natural  muskrat  and  Persian 
lamb. 


favorite  here.    Leading  manufacturers  seem  to  think 
that  tberc  will  be  a  fairly  good  supply. 

*  *      • 

The  shaped  stole  will  succeed  the  straight 
variety,  as  the  latter  was  foimd  rather  clumsy  to 
handle.  The  nuiffs  are  to  be  of  extraordinary  size, 
larger  than  any  that  have  yet  been  shown.  Worn 
with  the  flat  stole,  with  its  slight  shaping  at  the 
shoulder,  the  effect  is  very  graceful.  Buyers  should 
remember  these  two  style  features  as  they  are  auth- 
oritative and  will  be  a  hall-mark  of  the  new  goods. 

*  *      * 

There  are  many  c(ind)inations  of  fur  with  fabric, 
and  of  two  furs,  usually  a  long  and  short  hair.  Tlie 
fashionable  mole-skin  lends  il'^lf  readily  ro  theso 
combinations.     Skunk  is  much  used  in  this  way. 

*  *     *  ' 

Moleskin  is  again  to  be  taken  in  New  York, 
Because  of  the  scarcity  and  dearness  of  this  pelt,  rat 
skins  are  being  substituted  with  good  effect. 


The  color  feature  is  the  intrddiiction  of  the  new 
blues.  These  are  featured  in  long  liairs  chiefly,  and 
many  are  dyed  to  get  the  effect.  lUuc  fox,  blue  wolf, 
etc.,  will  have  an  excellent  sale. 

*  *       * 

In  the  handling  of  such  furs  as  fox  and  wolf 
there  is  a  growing  tendency  to  the  preferring  of  the 
natural  skin  effect.  This  saves  chopping  up  the 
skins  mercilessly,  and  is  also  more  artistic,  and  much 
sought  after,  especially  by  the  young  woman. 

*  *        * 

Among  the  high  cla.ss  lines  none  ranks  better 
for  the  coming  .season  in  long  hairs  than  the  sable 
or  skunk.  In  short  hairs,  the  mink  remains  the 
favorite.  Beautiful  long  stoles  and  cape  effects  are 
seen.     Flat  muffs  are  still  preferred. 

•      •     • 
New  York  is  very  strong  for  ])eaver  or  castor  as 
it   is  now  called.     This   fur  also   i)romises  to  be   a 


Mu.skrat  skins  have  experienced  a  raise  of  fifty 
per  cent,  in  the  raw  article,  which  means  about 
fifteen  per  cent,  on  the  coats  and  perhaps  more  on 
the  sets.  There  is  every  prospect  of  an  excellent  sea- 
son in  this  line  as  things  now  point.  The  increase 
in  price  is  rather  a  good  .sign  than  otherwise,  and 
tliere  is  a  distinct  tendency  towards  elevating  this 
line  into  a  style  feature. 

Black  and  white  skunk  effects  are  among  the 
novelty  lines  which  may  now  be  seen  in  the  New 
York  houses.  The  white  hairs  are  artificially  intro- 
duced, and  are  not  to  be  confounded  with  the  natural 
white  hairs  which  are  found  in  good  skins. 
•      •      • 

The  muft'  and  reticule  or  bag  combined  effects 
are  again  to  be  seen  next  sea.son.  There  will  also 
be  a  good  showing  of  the  small  bags  and  purses  of 
fur,  and  also  larger  ones  which  are  of  fur  with  a 
faliric. 
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Established  1852 
Sixty  Years  Ago 

With  the  length  of  practical  experience  associated  with  the  MOOSE  HEAD  brand 
goes  the  constant  endeavour  to  keep  the  brand  as  the  standard  for  quality  of 
materials  and  workmanship  and  for  style.     W^e  have  held  the  lead  and  are  known 

FROM    COAST    TO    COAST 
YOUR    CUSTOMERS    KNOW    US  THEY    KNOW    OUR    FURS 

The  Standard  of  Excellence 

Ladies'  Furs       Men's  Coats 

Sleigh  Robes 

A  Full  Range  of  Cloth  Caps,  Mitts  and 
Gloves;  Duck  Coats,  Fur  Lined 

See  Our'  1912  Ra7ige  of  Samples  Now  Being  Shown 
MANUFACTURERS    OF    HIGH    GRADE    FURS 

L.  Gnaedinger,  Son  &  Company 


90-92-94  St.  Peter  St. 


Montreal 


Please  wention  The  Review  to  Advertisers  and  Their  Travelers. 
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Fall  Samples  Now  Ready 

Manufacturer  in  Montreal  complains  of 
the  fur-butchering  in  some  sections — Ex- 
cellent season    for    long    coats    predicted 

IN  talking  to  the  wholesale  fur  dealers  of  Montreal 
the  fact  was  brought  out  that  these  firms  have 
a  rather  hard  proposition  to  consider  in  the 
matter  of  unscrupulous  competition. 

Reputable  people  speak  of  this  class  of  trade  as 
fur-butchering,  and  so  it  seems  on  examination  to 
prove,  as  the  skins  which  are  offered  at  such  seem- 
ingly attractive  rates  are  literally  cut  to  pieces  in 
the  making  up,  or  else  left  unsewn  in  places  where 
weakness  is  unavoidable.  This  often  means  that  a 
whole  class  of  furs  falls  into  disrepute.  Yet,  handled 
properly,  these  should  be  both  profitable  and  durable. 

An  expert  remarked:  "There  is  one  thing  which 
merchants  even  in  good  stores  do  not  take  into 
nccount.  From  the  identical  raw  material  one  house 
will  send  out  efficient  work  while  another  will  de- 
liver the  same  thing  presenting  the  appearance  of 
having  been  Initchered.  This  is  due  to  incompetence 
of  help  and  the  want  of  supervision.  It  takes  years 
of  practice  to  make  a  good  fur-cutter,  and  even  then 
there  has  to  be  a  certain  amount  of  care  and  over- 
looking on  the  part  of  others  lest  the  standards  be 
lowered."  This  same  man  ol)jected  strenuously  to 
the  inartistic  way  of  chopping  perfectly  good  skins 
up  into  small  |)ieces  when  tlie  natural  effect  was 
oliviously  not  (inly  the  easiest  and  most  handsome, 
but  the  most  fashionable  as  well. 

The  abuse  in  this  direction  has  gone  ns  far  as  it 
should  go.  There  will  soon  l)e  a  reaction  against 
these  lines  of  furs,  and  indeed  this  has  started 
already.  But  the  trouljle  is  that,  in  the  meantime, 
there  is  some  doul)t  cast  on  all  lines,  and  the  public 
may  easily  turn  to  tlie  less  expensive  alternative  of 
scarf  or  fabric,  a  fashion  gaining  all  the  time  l)e- 
cause  of  the  scarcity  and  dearness  of  good  furs,  or  to 
the  imitation  lines,  tlie  marabout  or  other  substitutes. 

It  is  to  be  noted  in  this  connection  that  the 
natural  skin  effects,  especially  in  the  long  hairs,  are 
gaining  all  the  time  and  the  i)ublic  are  coming  to 
realize  that  these  possess  extra  durability  owing  to 
the  way  they  are  cut. 


Seal     Effects     Popular 

Full  length  coats  promise  to  l)e  again  tiie  lead- 
ing line  in  fur  wrajjs  for  the  coming  year.  While 
there  is  a  good  selection  of  the  shorter  lengths,  these 
give  place  from  the  style  point  of  view  to  the  full 
lengths.  The  ultra  short  .jackets  which  were  jiushed 
in  New  York  last  season  never  really  took  hold  here, 
and  these  w'ill  not  appear  again  this  coming  season. 
Where  a  full  length  is  not  w'anted,  the  two-thirds 
will  be  used. 


Bluo  fox  is  one  of  the  leafling  fur  novelties 
for  rjlL'-ia.  The  set  shown  consists  of  hat, 
tvvo-sUiii  necls-pieee  and  barrel  muff.  It  shows 
also  the  i-lose  shirring  of  the  lining,  leaving 
only   room   for   the   hand   to   pass   through. 


As  usual,  the  favorite  fur  i<  >eal,  nnd  also  the 
imitations  of  this  fur  wliicli  may  be  retailed  at  very 
reasonable  rates.  The  cut  muskrat  is  the  favorite 
of  those,  and  the  electric  seal  is  greatly  in  use. 

Other  furs  are  to  be  seen  in  full  length  coats. 
These  include  the  natural  inuskrat,  the  pony  and 
the  Persian  lamb,  rouy  comes  in  brown  and  Idack, 
and  Persian  lamb  is  much  seen  in  shorter  lengths. 

A  few  mink  coats  are  now  showing  and  the  prices 
of  these  are  high  as  ever,  but  there  is  an  increased 
demand  every  year.  Very  beautiful  effects  are 
gotten  \)\  the  arrangement  of  the  skins  in  contrast- 
ing lines.  The  value  of  the  coat  may  often  be 
determined  by  noting  the  depth  of  the  stripe  and 
the  aiTangcment  and  size  of  the  skins. 

The  plan  of  obtaining  a  contrasting  effect  in  the 
cuffs,  collar  and  foot-band  <if  the  coats  is  now  so 
poi)ular  as  to  be  featured  on  all  the  furs  that  admit 
of  it.  In  a  seal  (muskrat)  coat  this  was  admirably 
carried  out,  the  foot-band  being  about  twelve  inches 
deep. 
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REDMOND  FURS 

Now  on  the  Way  for  Your  Inspection 


We  are  featuring  the 
animal  effects  in  Fox, 
AA/^olf ,  Coon  and  Alaska 
Sable,  which  are  to  be 
the  vogue  during  the 
coming  season.  Fox 
and  Wolf  particularly 
we  are  specializing  and 
you  will  find  our 
values  in  these  two 
articles  to  be  un- 
equalled. 

Persian  Lamb  Scarfs 
and  Muffs  will  be  again 
very  popular  this  year; 
we  are  well  prepared 
for  the  demand  with 
absolutely  the  best  line 
we  have  ever  shown 
you. 

Mink,  the  rehable,  is 
to  have  apparently  an- 
other season  of  favour, 
the  illustration  shows 
one  of  our  many  new 
patterns. 

We  feel  that  it  will 
be  to  our  mutual 
advantage  that  you 
inspect  our  line  before 
buying. 

Let  Redmond  co- 
operation help  you 
make  this  a  big  fur 
season  for  you. 


"Something  new  in  Mink,  fresh  from  our  designers.' 


THE  REDMOND  COMPANY,  LIMITED 

MONTREAL  WINNIPEG 


Plcofic   III  cut  to  It    The  Recleiv  t"    A  'Irrrtiscrs  and   Their   Travelers. 
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Coat  of  caracul  and  fox  with  batwing 
sleeves.  Full  length  semi-fittetl  coat  of  cara- 
cul with  flounce  of  fox  fur  aud  bands  of  the 
same  on  sleeves,  necli  aud  front.  The  sleeves 
have  a  heavy  fringe  and  are  In  modified  dol- 
man effect. 


Castor  or  beaver  is  a  coming  fur.  This 
handsome  wrap  coat  is  eutirel.v  of  beaver  and 
the   hoodlike   hat   is   of  the   same  fur. 
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Sets  For  1912-13 

Straight  stole  effect  giving  place   to  shap- 
ing— Popularity  of  blue  in   long   hairs. 

The  general  outlines  in  the  shapes  of  muffs  and 
stoles  are  practicall}'  unchanged,  with  a  few  import- 
ant exceptions.  While  the  new  stoles  of  the  long 
hairs  are  flat  and  wide,  there  is  a  little  shaping  at 
least  at  the  neck,  as  the  other  type  was  found  clumsy 
and  by  wrinkling  wore  out  quickly.  The  popularity 
of  the  natin*al  skin  effects  has  been  discussed  before. 

Besides  these  two  ideas,  there  comes  in  the  small 
neck-piece,  usually  of  short  hair.  This  is  in  cravat 
form  and  neat  and  unobtrusive  as  ever. 

In  the  rich  furs,  such  as  mink,  there  are  many 
great  shoulder  pieces  in  cape  style,  one  of  the  finest 
ever  seen  in  this  country  being  made  with  a  sort  of 
deep  fringe  of  full-sized  skins  separately  lined  and 
falling  from  the  solid  body  of  the  cape  in  a  particu- 
larly rich  and  graceful  outline. 

Muffs  are  very  large,  so  large  as  almost  to  appear 
absurd,  but  at  the  same  time  very  useful  in  such 
a  climate  as  this.  These  are  the  largest  ever  yet 
offered,  and  present  a  variety  of  styles.  The  bolster 
is  still  with  us,  but  the  flat  effect  seems  best,  and  in 
the  long  hairs  the  natural  skin  effect  is  used. 

There  is  little  question  about  the  continued  popu- 
larity of  the  long  hairs  for  sets.  The  coming  season 
is  expected  to  be  unusually  strong  in  the  sales  of  fox, 
especially  the  blue  effect.  New  York  is  taking  this 
fur  freely,  and  there  is  a  great  rage  for  blue  as  a 
color  there.  Furthermore,  dealer^  here  say  that  blue, 
both  in  fox,  wolf  and  other  long  hairs,  will  be  much 
wanted  here  next  Fall.  On  account  of  the  vogue  of 
brown  which  seems  likely  to  take  place  in  dress 
goods,  there  is  also  a  strong  probability  that  the 
natural  effects  in  both  wolf  and  fox  will  be  heard 
from. 

Skunk  is  now  considered  one  of  the  most  luxuri- 
ous furs  to  be  obtained,  both  owing  to  its  rise  in  price 
and  to  a  growing  knowledge  of  how  to  manipulate 
it  to  best  advantage.  The  mixing  of  this  fur  with 
silk  shows  how  highly  it  is  valued,  and  even  the 
articles  so  produced  are  distinctly  in  the  class  of 
•articles  de  luxe.  One  stole  and  muff  set  of  ample 
size  was  offered  to  retail  as  high  as  two  hundred 
dollars.  There  is  no  more  durable  fur  to  be  obtained, 
and  this  fact  is  heightened  by  the  new  ways  in 
which  the  skins  are  handled  to  produce  the  best 
effects  in  the  economical  way. 


Good  Selling   Number 

Dyed  furs,  according  to  news  in  Montreal  and 
also  in  New  York,  as  well  as  Toronto,  are  prominent 
this  season.  Those  lines  have  reached  a  much  higher 
state  of  perfection   than  formerly,  and  are  now  in 


Northland 
Furs 


Regd. 

The  showing 
of  the  North- 
land Line  for 
19  12  begins 
at  once,  travel- 
lers cover  all 
Canada. 

See  the 
splendid  range 

of 
Ladies'  Fur  Sets,  in 

FOX 


Black, 
Pointed  and  Cross 
Isabella 


[ 


MINK,    PERSIAN,  SEAL,  ALASKA  [SABLE 
and  other  good  lines. 

Long  garments^"  ^^^""^  Muskrat 

=•      Natural  Muskrat 
Hudson  Seal 
Electric  Seal 
Pony,  Persian,  etc. 

You  can  sell  NORTHLANT)  FURS  with 
confidence.       They  are  better  made. 

THE  WALDRON,  DROUIN  CO. 

Manufacturers  Limited 

160-164  McGill  Street  MONTREAL 
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many  cases  as  handsome  and  duraljle  as  the  more 
expensive  lines. 

As  the  season  opens  there  will  be  a  great  demand 
for  the  dyed  wolf,  in  imitation  of  fox,  both  in 
natural  and  in  stole  effect.  Blue  shades  in  this  fur 
will  be  specially  good  also,  though  the  trade  here 
takes  well  to  black  at  all  times. 

Coming  to  the  more  expensive  long  hairs,  there 
will  be  a  considerable  showing  of  the  pointed  fox, 
and  also  of  the  black  and  white  effect.  The  white 
fox  need  only  be  mentioned,  as  it  has  a  certain  sale 
every  year  wherever  the  better  class  of  furs  are 
taken. 

Mink  marmot  will  continue  to  sell  as  a  strictly 
popular  line,  as  also  does  the  western  sable,  the 
Belgian  hare  and  the  other  similar  lines. 

In  high  class  sets  there  is  to  be  more  than  usual 
activity  in  ermine  according  to  advices  from  Paris. 


Possible   Return   of   the   Beaver 

There  is  now  nmch  talk  on  the  other  side,  and 
also  in  Canada,  of  the  possible  return  of  the  beaver 
fur.  This  has  not  b^en  freely  used  for  a  long  time, 
and  the  killing  of  beaver  is  in  many  places  legis- 
lated against.  Nevertheless,  it  looks  as  if  this  fur 
would  be  seen  this  coming  year. 

It  will  be  remembered  how  mole  was  introduced 
last  Fall,  and  what  a  run  it  had,  desj)ite  the  fact 
of  its  scarcity,  dearness  and  known  tenderness.     It 


will  scarcely  last  two  seasons.  The  taking  up  of 
this  fur  .showed  the  feeling  that  there  is  and  has 
Iteen  for  .<ome  time  after  a  fur  of  short  hair,  with 
a  fair  degree  of  softness  in  texture,  other  than  the 
ever-present  seal  or  rat. 

IIow  far  the  designers  will  take  up  this  vogue 
remains  to  be  seen,  but  Paris  is  likely  to  take  it  up 
strongly,  and  other  great  centres  on  our  own  con- 
tinent w'ill  be  obliged  to  follow  should  a  general  de- 
mand in  the  high  class  trade  occur. 


Muff  decoration  of  a  type 
which  is  now  beinp:  featur- 
ed in  New  York  and  Paris 
in  the  new  season's  goods. 
—  Courteey  Moulton  Mfg. 
Co.,  Montreal. 


(Incorrectly  credited  in  la«t 
issue  to  R.  Cowle.) 


Ansley-Dineen 

HAT  &  FUR  CO.,  Limited,  52  Wellington  Street  W.,  Toronto 

FINE  FURS        FINE  HATS 


T>  EG  to  announce  that  their  travellers  are  now  on  the  road 
'-^  with  a  full  line  of  samples  for  the  Fall  trade,  including 
a    full    range    of   the 

A-D  Brand  of  Fine  Furs,  also  a  complete  line  of  HATS  and  CAPS,  including-  the 
CELEBRATED  CHRISTY'S  LONDON  HATS  for  which  we  are  Sole  Agents, 
also    KOH-I-NOOR,     GREVILLE,     IMPERIAL     and     REGAL      Brands. 

See  Our  Samples   Before  Placing-  Your  Orders 


ANSLEY-DINEEN  HAT  &  FUR  CO., 


LIMITED 
TORONTO 
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Ask  your  jobber  to 
show  you  samples 
of  quality  and  designs 


aiilsisfiii 


"The  Cloth  That 
Stands  The  Tub 
And  The  Sun" 
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Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 


Features  of  the  Department 

For  hangings  and  coverings,  the  brilUant  new 
Unes  of  wash  fabrics  should  meet  with  a  strong  de- 
mand-—Shadow  effects  in  filet  combine  two  of  the 
season's  best  style  ideas  in  curtain  nets. 


Wash   Fabrics   Popular 

Cretonnes,  chintzes  and  linens    form    the 
bulk  o{  the   Spring  business  in  Fabrics  — 
Tapestry  effects  wanted — Promising  wall- 
paper  outlook. 

HOUSE  furnishing  departments  are  now  being 
featured  by  all  the  leading  retail  houseis 
for  the  Spring  selling.  AVhile  this  is  not 
the  season  to  urge  the  new  features,  as  most  of  the 
buying  for  Spring  selling  is  over,  it  may  be  just  as 
well  to  point  out  how  excellently  the  wash  fabrics, 
which  The  Review  featured  at  the  opening  of  the 
season,  are  now  being  taken  by  the  public. 

On  entering  the  department  of  one  of  the  largest 
stores  in  Canada,  the  observer  is  struck  at  once  by 
the  fact  that  the  vast  majority  of  the  space  is  given 
over  to  these  lines.  They  are  in  evidence  everywhere 
in  their  striking  and  brilliant  color  effects.  There 
are  cretonnes,  chintzes,  linens  and  French  linen 
tapestries  where  formerly  the  wool  and  silk  uphol- 
steries held  sole  place.  This  does  not  say  that  the 
latter  have  dropped  out,  as  the  Spring  season  calls 
naturally  for  the  lighter  weights  by  preference,  but 
the  new  lines  are  the  ones  which  the  public  want 
now. 

For  hangings  and  coverings  alike,  these  brilliant 
new  lines,  whether  of  French  or  English  make,  will 
sell  everywhere.  Stores  which  find  them  slow  should 
simply  organize  a  campaign  of  educative  advertising, 
as  if  their  customers  do  not  buy  them  from  their 
local  merchant,  they  are  sure  to  find  them  in  a  mail 
order  catalogue,  and  induced  perhaps  by  some  friend 
who  had  used  them  and  is  enthusiastic,  order  in  the 
end. 

It  is  not  exaggerating  to  say  that  ninety  per  cent, 
of  the  rooms  which  are  being  re-decorated  this  Spring 
will  see  the  use  of  these  goods  in  one  form  or 
another. 


The  wash  lines  which  are  selling  are  by  no  means 
necessarily  in  the  lighter  .shadings.  There  are  offer- 
ings which  are  quite  as  suitable  for  living  rooms  as 
for  bedrooms,  and  there  are  special  designs  for  the 
dining  room  and  even  for  the  hall. 

Prominence  of  Tapestries. 

Imitations  of  the  verdure  and  Gobelin  tapesti-ies 
continue  to  be  among  the  most  beautiful  of  the 
season's  goods  in  the  above  materials. 

There  is  offered  a  linen  tape.stry  which  can 
scarcely  be  told  from  the  handsomest  of  the  wool 
kinds,  and  the  ancient  designs  are  reproduced  to  a 
nicety. 

Then  there  are  some  very  delicate  verdures  which 
are  specially  intended  for  boudoirs  or  for  drawing 
rooms.  These  are  offered  with  paper  in  a  very  similar 
design  made  to  match  the  tapestry. 

Here  one  of  the  new  features  introduced  this 
season  may  as  well  be  noted.  Where  at  first  there 
were  .«hown  wallpapers  to  match  the  various  chintzes 
and  cretonnes,  there  are  now  .shown  effects  which 
harmonize,  but  present  a  variation  of  the  same  pat- 
tern. This  gives  more  room  for  the  individual  taste 
to  assert  itself,  as  frequently  there  is  a  choice  of 
ban  I K  in  i zi  n  g  ma  terials. 

An  example  of  one  of  the  most  arti-stic  color 
schemes  offered  in  the  new  goods  consisted  of  a  wall- 
paper in  tapestry  effect  showing  delicate  green  and 
grey  verdure  and  having  a  tiny  touch  of  pale  violet 
floral  at  intervals.  To  match  this  was  a  French  grey 
carpet  with  a  little  black  in  the  border,  and  a  linen 
of  delicate  oyster  green  with  border  showing  the 
same  effect  as  in  the  wallpaper.  This  linen  would  be 
employed  wherever  a  cover  could  well  be  used,  and 
in  the  hangings.  The  room  suggested  was  a  bou- 
doir, but  the  .same  scheme  could  be  used  for  a  Sum- 
mer drawing  room  or  for  a  bedroom. 
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Brilliant  Colorings  Used 

It  is  not  to  he  supposed  that  color  schemes  are  so 
light,  as  a  rule,  as  the  one  preceding.  The  majority  of 
the  new  wash  fabrics  are  in  most  brilliant  shades. 
Especially  is  this  true  of  the  English  chintzes,  which 
are  shown  both  in  the  dull  and  the  glazed  surface. 

Florals  predominate,  despite  the  fact  that 
tapestries  are  in  demand  in  the  high-class  lines. 
There  are  great  bouquets  of  Howers  in  natural  shades, 
and  the  whole  tendency  this  season  is  to  show  the 
natural  colorings  in  the  florals. 

There  is  a  good  deal  of  black  in  the  ground  of 
the  new^  fabrics,  and  this  is  significant  as  this  touch 
is  to  be  found  in  all  lines,  even  to  the  rugs  and  car- 
pets. Wallpapers  not  infrequently  have  the  same 
effect. 

Among  other  uses  for  the  cretonnes  and  chintzes 
is  that  of  an  inner  curtain  where  very  sheer  nets  are 
ilsed  as  mndow  curtains  proper.  This  seems  to  be 
so  nuK-h  the  style  that  but  few  windows  being  re- 
hung  this  season  show  any  other  arrangement. 

Curtain  nets  this  year  tend  to  be  rather  more 
sheer  and  dainty  than  for  some  time  past.  There 
is  a  growing  tendency  to  use  the  haugings  described 
above  for  the  curtain  proper  with  a  sill  or  casement 
cui'tain  of  the  net  or  lace. 

The  point  d'esprit  net  and  the  plain  Brussels 
are  used  for  this  purpose  to  excellent  advantage,  but 
the  filet  nets  in  delicate  patterns  are  considered  even 
more  stylish,  and  there  is  a  good  showdng  of  the 
shadow  effects. 

Shadow  effectii  in  filet  combine  two  of  the  very 
best  style  ideas  this  season.  The  very  deep  ecru  nets 
in  coarse  designs  continue  to  be  used,  but  the  finer 
variety  has  the  password  of  fashion.  Where  it  is  not 
desirable  to  hang  two  curtains,  the  new  scrims  and 
the  even  newer  voiles  are  desirable  this  season. 

The  French  voiles  of  delicate  fineness  are  among 
the  most  appealing  of  the  Spring  offerings.  Few 
women  -will  be  able  to  resist  these  if  they  are  properly 
displayed.  There  are  the  best  effects  artistically  pos- 
sible in  floral  borders,  which,  but  for  a  certain  ampli- 
tude, would  be  taken  for  high-class  dress  goods. 

Band  trimmings  either  specially  made,  or  cut 
from  the  bordered  fabrics,  are  used  freely  on  the 
new,  delicate  nets,  both  for  the  purpose  of  giving 
weight  and  also  to  carry  out  the  color  scheme  of  the 
room  and  prevent  the  shock  which  the  dead  white 
of  the  curtain  would  otherwise  give.  A  few  cream 
and  Paris  laces  and  nets  are  seen  with  the  floral 
l)and  of  linen,  chintz  or  cretonne  as  border. 

The  cutting  out  of  the  pattern  of  such  a  band 
to  make  an  edge  which  is  irregular,  and  which  is 
then  stitched  in  place,  is  one  of  the  new  touches  used 
in  conjunction  with  the  cut-out  effects  in  wallpaper 
and  the  wash  fabric  hangings. 
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Laminaied     Cotton-Down 

Comforts 

For  1912  Would  Sell 
on  Beauty  Alone 

Even  if  Maish  Comforts  were  no  better  made  than 
others,  Hhey  would  still  leatl  the  field  with  their  beauti- 
ful   designs    and    finish. 

Fill'  1912  there  are  nearly  150  new  Maish  patterns  to 
delight  the  hearts  of  your  women  customers— exquisite 
shades  and  colorings  that  meet  every  phase  of  the 
glowing  demand  for  comforts  to  harmonize  with  bed- 
room   color    schemes. 

The  Maish  filling  makes 
them  irresistible! 

Maish  patterns  will  attract  a  woman's  eye,  but  it's 
tin-  dift'erence  in  the  filling  that  is  making  Maish  sales 
go  up,  up,  up— tlie  one-ijiece,  downy  long-staple  cot- 
ton liatt,  woven  by  a  .secret  process  tliat  make.s  .a-  com- 
foi-t  as  light  and  wai-m  as  Eiderdown  at  a  fraction  of 
Eiderdown  cost.  It's  the  surpassing  comfort  of  this 
comfort    that    makes    every    Maish    buyer    "come    back." 

Telling  their  story  in 
three  million  homes! 

Ill  three  big  women's  magazims— the  Ladies'  Home 
Jouinal,  Woman's  Home  Companion,  and  Good  House- 
keeping—we will  again  tell  the  Maish  story  this  Fall. 
You  know  the  selling  force  of  these  magazines— a  word 
to    the    wise    is    sufficient. 

And  this  sea?on  Maish  trade  prices  are  lower  than 
they  have  been  for  years.  Be  sure  to  get  these  prices 
and  see  the  Maish  designs  before  completing  your 
stock— write  for  them  to-day.  Maish  Comforts  are 
made  in  all  sizes,  retailing  at  from  $1.50  in  Maisaliiie, 
Ba,sinette  size,  to  $10.00  in  full-size  Maisilk.  If  you 
have  never  seen  the  Maish  catalogue  and  cross  section 
of  filling  shown  below  we  will  gladly  send  them  on 
request. 

THE  CHAS.  A.  MAISH  CO. 

Factory  and  General  Offices 

BANK  ST.  CINCINNATI,  OHIO 

New  York  Office:  41  Union  Square 
Canadian  Brunch:    ii  St.  Sacr;iment  St.,  Montreal 
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New  York  Millinery  Displays 

(Concluded  from  page  40.) 

A  great  many  of  the  new  shapes  have  slashed 
brims  that  take  unusual  twists  and  turns.  Brims  are 
turned  rather  sharply  off  the  face  and  when  this  is 
so,  the  'brim  is  much  liigher  than  the  cro'wn.  An  oc- 
casional bandeau  is  found,  placed  at  the  back  and 
trim'med  with  a  bow,  a  knot  of  dherries  or  some  roses. 
Occasionally,  too,  one  finds  the  underbrim  trimmed 
in  same  way.  the  trinniiing  always  being  applied  as 
flatly  as  possible  against  the  brim. 

Fruits,  chiefly  berries,  are  being  sold  and  have 
trimmed  many  of  the  French  models.  These  are 
always  made  of  silk  with  the  exception  of  cherries 
which  are  quite  natural  looking.  Rarely,  indeed, 
one  finds  flowers  and  featlaers  combined,  but  it  is  very 
smart  to  combine  fruits  and  flowers. 
Demand  for  Amazons. 

Apropos  of  feathers,  there  is  a  demiand  for  ama- 
zons.     The  sale  of  colored  ostrich  has  been  much 


larger  than  the  sale  of  black  goods.  Shaded  ostrich  is 
the  most  fashionable,  and  the  pink  and  red  shades 
lead.  They  are  not  shaded  to  the  tip,  but  from  the 
quill  out. 

The  Prince  of  Wales  arrangement  is  very  good — 
in  extremely  large  feathers.  One  long  feather,  the 
tip  curling  forward  instead  of  backward,  is  a  smart 
trimming,  particularly  when  accompanied  by  a  full 
pom-pon  a  little  to  the  left  of  its  base.  It  is  expected 
that  white  and  colored  ostrich,  paradise  in  all  colors, 
neumadi  and  imitation  aigrettes  will  continue  good 
throughout  the  summer. 

The  Dish  Rag  Hat. 

The  Turkish  bath  towel  idea  has  been  growing 
anid  this  year  we  are  to  have  gowns  and  wraps  as 
well  as  hats  made  from  this  material,  which  is  seen 
in  pale  colors  as  well  as  white  and  in  striped  and  bor- 
der effects.  The  hat  of  Turkish  towel  or  the  "dish 
rag  hat,"  as  it  has  been  called,  met  with  some  success 
last  summer  and  this  season  the  cheaper  manufactur- 


New  York  Models  Showing  Important 
Advance   Style 
Features 


Sketch  on  left  is  child's  dress,  showing  apron  tunic. 
White  lawn  with  double  row  of  Val.  insertion.  Tunic  of 
allover  embroidery,  sash  of  satin-finished  crepe.  Set-in 
three-quarter  sleeve,  with  cuff  of  allover,  finished  with  a  frill 
of  Val. 

Sketch  on  right  is  dress  of  Nile  green  charmeuse  of  em- 
broidered allover  net  and  Nile  grey  and  pink  shot  taffeta. 
The  new  waistcoat  bodice  and  long  panniers  are  of  Nile 
green  charmeuse.  The  bodice  points  slightly  in  front 
and  is  edged  by  a  roll  of  the  shot  taffeta  that  forms  the 
skirt.  Over  the  skirt  is  dropped  an  over-dress  of  em- 
broidered net,  in  old  lace  color,  the  pleatings  and  puffings 
above  the  hem  being  of  the  shot  taffeta.     The  tucker  and 


g'liiuipe   and    pleated   frills    on    the   sleeves    are   of   old   lace- 
colored    Brussels    net.     Buttons   of   taffeta. 

Centre  sketch  is  dress  of  deep  rose  and  violet  shot  taf- 
feta and  maline,  Val.  and  heavy  Venise  lace  in  ecru  shade. 
The  waistcoat  waist  and  the  panel  tails  are  edged  with  :i 
roll  trimming  of  dull  purple  satin,  and  waist  tails  and 
tiny  panniers  are  of  deep  rose  and  violet  shot  taffeta. 
The  tucker  is  of  net  and  vest  of  Venise  lace.  A  pleating 
of  shot  taffeta  edges  the  skirt,  above  which  is  a  band  of 
Venise.  The  over-skirt  is  of  maline  lace,  with  bands  and 
ruffles  of  Val.  forming  a  front  panel,  and  is  edged  with 
u  flounce  of  maline  falling  over  a  pleating  of  the  silk.  The 
three-quarter  sleeve  has  a  turned-back  cuff,  finished  with  a 
frill  of  maline  lace. 
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ers  are  turning  them  out  in  dozens  of  new  shapes, 
sailors,  pokes,  etc.,  some  of  which  are  plainly  banded 
and  others  having  a  heavy  white  cord  as  a  trimming. 
Quite  a  dressy  poke  in  wliite  had  huge  bows  of  white 
taffeta  over  each  ear. 

The  Gaby  Hat. 

At  present  we  are  having  a  run  on  maline  turbans 
with  huge  bows — and  called  the  Gaby.  Black  maline 
over  white,  bright  red  and  rose  are  the  favorite  colors. 
These  turbans  are  very  small  and  round  and  are 
closely  draped,  the  bow  being  larranged  at  an  angle 
at  the  back.  Sometimes  a  huge  chon  is  substituted 
and  a  tight  knot  of  very  small  flowers  or  an  orna- 
ment, introduced  at  the  very  edge  of  the  brim,  nearly 
over  the  left  eye.  There  are,  of  course,  other  maline 
turbans,  but  this  one  is  the  "hest  .-cller.'' 

Ornaments  Oriental  Looking. 

Draped  'hats  and  crowns  are  good  for  the  orna- 
ment trade.  The  new  ornamenits  are  still  very  Orien- 
tal looking.  The  latest  things  are  crystal,  amber  and 
pearl.  The  pearl  craze  has  not  arrived  as  yet  but  the 
ornament  people  tell  us  it  is  coming.  Amber  orna- 
ments have  been  introduced  and  are  well  liked,  as  are 
the  crystal  effects  which  one  finds  more  often  in 
galoons,  allovers  and  fringe.  It  is  not  unlikely,  now 
that  lace  has  come  to  the  fore  for  millinery,  that 
pearls  will  be  revived.  Lace  is  very  much  used,  gen- 
erally over  straw  or  silk.  Macrame  and  laces  of  that 
character  lead.    Valencienne  ruffl&s  are  beginning  to 


appear  and  may  be  taken  as  an  indication  that  the 
lingerie  hat  will  be  revived.  Lace  insertion  is  the 
most  in  demand  in  white  and  ecru  Oriental  laces. 

The  First  Straws. 

Women  are  donning  their  .^traw  hats  despite  the 
cold  weather  and  the  first  selection  has  been  a  small 
hat — a  bolero,  a  draped  turban  or  a  derby  shape. 


The  millinery  department  has  got  to  look  to  its 
huirels.  Suits  and  gowns  on  living  models  create 
more  interest  than  French  imported  models. 


A  small  millinery  store  in  the  outskirts  of  To- 
ronto has  a  very  attractive  window  lay-out  and  one 
tliat  is  by  no  means  expensive.  The  store  has  two 
small  windows,  one  on  each  side  of  the  door;  just 
the  ordinary  modern  store  style.  A  bordered  case- 
ment cloth  was  used  in  ecru;  the  border  in  soft 
shades  of  green.  A  flounce  1 0  inches  wide  showing 
llie  border  ran  round  the  top  of  the  window  and 
narrow  curtains  of  the  same  were  used  at  each  cor- 
ner, while  three  long  curtains  formed  the  back- 
ground. The  floor  was  of  white  felt  and  just  one 
model  was  shown  in  each  window  on  a  handsome 
Ijrushed  brass  stand. 
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All  .iLtiiiclive  groMpiiiK  of  Si)riiiK   ^uii-   ..u  ,i   i,i;-.  .1   |,!.iih,iiii   in   llie    Katon    ready-to-wear    department    during    lli 
openings.     Note  the  settee  over  which  a  eoal  is  careli^ssly    thrown.      Tliere   W(  re  several  of  these  platforms  in 
the  department.    Tlie  arrangement  by   which  these  groupings   were  elevated  above  the  level  of  the    sur- 
rounding floor  tended  to  focus  special  attention  upon   the  garment.^  displayed. 
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Display  cases  in  the   Edgley  stoi-e.    Children's  goods  are  daintily  displayed.     Note  the    inviting  >ppearance 
given  by  settees  and  chairs  for  accommodation  of  customers. 


Intericn-  view   of   Kdgley's.   Limited,  juvenile  store,   Toronto.    All   fi.Ktures  are  in   white  and  stock   boxes  are 
covered   with  chintz,   matching  the  upholstery  of   the  chairs. 
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The  front  of  Edgley's 
Limited  juvenile 
store  is  in  the  fofni 
of  a  bow,  <ind  the 
windows  are  framed 
in  white.  The  store 
thus  has  a  somewhat 
distinctive  appear- 
ance, and  the  dainty 
displays  of  cliildren's 
wear  in  the  windows 
never  fail  to  attract. 


\*aiting  Room  and  view  of  the  Fitting  Rooms  on  El«vated  Floor  in  thelDiBtance. 
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HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


BUILDING     NEW     WAREHOUSE. 

The  Bachrack  Co.,  Toronto,  are 
building  a  four-storey  warehouse  on 
the  west  side  of  Bay  street  midway 
between  Front  and  Wellington.  When 
this  building  i.s  completed,  the  firm 
will  be  in  a  much  better  position  to 
extend  their  operations  as  jobbing 
specialists. 

DOMINION     LINEN     CO.'S     NEW 
WAREROOMS. 

The  Dominion  Linen  Co.,  Toronto, 
have  moved  into  their  new  offices  and 
warehouse,  80-82  Wellington  st.  W. 
By  this  change  the  company  will  now 
have  50,000  square  feet  of  floor  space 
and  vastly  improved  facilities  for 
centralizing  their  stocks  on  a  much 
larger  scale.  The  new  warehouse  is 
10  times  larger  than  that  formerly 
occupied  at  30  Wellington  W. 

Having  outgrown  their  quarters  in 
the  building  at  263  Notre  Dame  St. 
W.,     Montreal,     the   Standard      Hair 


Co.,  manufacturers  of  all  kinds  of 
hair  goods,  are  moving  into  a  tour- 
story  building  at  HI  Windsor  street. 
They  will  occupy  the  entire  new 
building,  having  about  10,000  square 
feet,  and  will  be  in  a  position  to  in- 
crease their  output  very  largely. 

GOOD    BUSINESS    IN    WASH 
TRIMMINGS. 

With  a  big  wash  goods  season  in 
progress,  something  to  trim  a  useful 
wash  dress  is  safe  to  be  a  wanted 
proposition.  Merchants  who  stock 
the  washable  trimmings  made  by  J. 
&  J.  Cash  &  Co.  have  a  line  that 
they  can  confidently  recommend,  as 
they  stand  the  tubbing  process  abso- 
lutely. 

These  trimmings  come  in  a  big 
range  of  patterns,  and  in  a  wide 
range  of  colorings.  Therefore,  there 
is  always  something  to  match  in  the 
collection. 

"This  is  Cash's,"  is  always  a 
clinching  argument  when  something 
to  trim  a  child's  dress  is  required,  for 
mothers  know  from  long  experience 
the  merits  of  these  trimimings. 

Importers  are  showing  a  large  and 
more  comprehensive  line  of  washable 
dress  trimmings  than  ever  before  and 


judging  by  that,  and  the  fact  that 
manufacturers  of  wash  dresses  are 
ordering  them  more  liberally  than 
they  have  for  many  years  past,  a 
tremendous  business  is  in  prospect. 

Traveling  men  now  on  the  road  are 
also  including  amongst  the  orders 
they  are  sending  in  liberal  assort- 
ments of  these  dainty  and  attractive 
trimmings.  This  is  not  to  be  won- 
dered at  when  the  fact  that  they  are 
the  most  appropriate  article  for  trim- 
ming summer  dresses  is  considered. 

The  newest  and  most  desirable 
trimmings  are  made  of  a  fine  grade  of 
cotton  cloth,  and  beautifully  embroid- 
ered with  mercerized  embroidery  cot- 
ton in  a  number  of  handsome  pat- 
terns. 

As  a  rule,  these  trimmings  are  put 
up  in  six-yard  lengths,  nicely  packed, 
six  pieces  to  a  carton.  They  are 
made  in  a  number  of  different  widths, 
including  half-inch,  five-eighths  of  an 
Inch,  three-quarters  of  an  inch,  seven- 
eighths  of  an  inch,  and  one  inch  wide. 
These  can  be  securfed  in  white,  self 
embroidered  or  in  contrasting  colors, 
including  pink,  blue,  carnation,  red, 
brown,  black,  ecru,  green  and 
yellow.  All  these  colors  are  guaran- 
teed by  the  makers  to  be  absolutely 
washable. 
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ONE  OF  THE  EX- 
CLUSIVE  SUIT 
STYLES  IN  OUR 
SPRING     RANGE 


The  New  Model  Suits  of  Art  Clothes  for 
Spring,  1912,  have  a  pronounced  Style 
Superiority  that  you  haven't  seen  elsewhere. 
Notice  it  in  the  illustration  we  give  you  here- 
with. 

For  class,  our  competitors  admit  w^e  arc 
away  ahead  of  them  this  year.  And  be- 
cause Art  Clothes  are  living  up  to  every 
line  of  the  pictures,  our  dealers  are  getting 
the  big  share  of  the  orders  in  every  town 
where  we  are  represented. 

In  placing  new  Agencies  for  Art  Clothes 
this  season,  we  have  discruninated  in  favor 
of  the  best  store  in  each  place.  Conse- 
quently, we  have  deliberately  held  a  few 
of  our  1912  Selling  Outfits  for  dealers  who 
will  discriminate  in  our  favor  before  the 
rush  begins. 

Discriminate  noAv  for  bigger  business. 
Write 

Srt  ®«iloring  Company 


REPRODUCED  FROM 
ONE  OF  OUR  SET  OF 
SIX     STYLE      C  A  RIDS 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Do  You  Call  Your  Salespeople  ? 
Is  it  Necessary  ? 

IN  this  number  of  the  Review  several  interesting  articles 
appear,  giving  the  opinions  of  employees  in  problems 
which  they  think  could  be  remedied  to  the  improvement 
of  the  business. 

For  the  next  Men's  "Wear  number,  the  Review  wishes  to 
reverse  this  order  and  is  therefore  asking  the  employer 
to  give  a  helpful  hint  or  two  to  members  of  his  staff. 

While  you  may  see  fit  from  time  to  time,  to  take  an  em- 
ployee to  task  for  some  reason,  a  feeling  of  antagonism 
is  always  created  which  might  be  avoided  if  the  matter 
were  brought  to  his  attention  in  some  way,  appealing  to 
his  enthusiasm  to  do  better. 

Give  Your  Employee  a  Pointer 

Are  there  members  of  your  staff  who  do  not  take  their 
work  seriously  ?  Are  they  falling  down  on  any  of  those 
essentials  that  make  a  good  salesman  or  buyer? 

Do  they  inform  you  of  matters  you  may  not  know  about, 
but  which  should  be  brought  to  your  attention  in  the  in- 
terests of  your  business  ? 

These  are  suggested  topics,  that  may  or  may  not  touch 
on  your  staff  problem.  The  Review's  request  is  that 
merchants  or  heads  of  departments  make  this  a  practical 
symposium. 

For  each  reply  bearing  in  a  helpful  way  on  the  subject, 
the  Review  will  pay  $3.00  in  cash. 

Replies  will  be  published  in  April  mid-month  number  of 
Dry  Goods  Review.  All  must  be  in  the  hands  of  the 
Editor  of  Dry  Goods  Review,  143  University  Avenue, 
Toronto,  not  later  than  April  13th. 
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GET    THE    MEN    COMING 

Introduce  a  Good  Line  of  Washable  Garments  for  Men  and 
You'll  Get  Them  for  all  their  Furnishings — We  are  Specialists 

With  a  full  line  of  "Defiance"  garments  you  can  cater  successfully  to  all 
classes  of  men,  and  in  doing  this  you  not  only  satisfy  them  in  laboring  and 
outing  clothes,  but  you're  sure  to  get  them  coming  for  their  better  clothing 
and  furnishings.     Think  this  over.     These  are  our  lines  : 

r — ^ 

Duck    Trousers    and    Duster    Coats 


Barbers 


Coats,  Vests, 
in  the  best 
styles,  well 
finished. 


Butchers: 

Coats,  Frocks, 
Apron  s— A 
splendid  line. 


Grocers; 


Doctors :  For  the  Boy : 


Coats,  Aprons, 
Dusters  ---  A  1 
values. 


Boys'  Scout 
Suits,  Bloom- 
ers, Indian 
Suits,  Cow- 
boy   Suits. 

We  also  make  Cooks'  Coats,  Porters'  Coats  and  Waiters'  Coats. 


Coats, Gowns, 
Caps,  Operat- 
ing a  c  c  e  s- 
sories. 


V. 


.^ 


DEFIANCE   MANUFACTURING   CO. 

LIMITED 

COLLEGE  AND  BATHURST  STS.,  TORONTO 


"How  do  you  spell  SHOWERPROOF?"  '  C-R-A-V-E-N-E-T-T-E,  of  course!" 


DUST- 
PROOF 

AS 

WELL 

AS 

SHOWER- 
PROOF 


^avmie^'  showerproofs 


,^EO-TRA0fMftRK; 


Therefore  this  stamp  is  a  guaranJee,  not 
only  of  Showerproof  properties,  but  also 
of  ths  quality  of  the  material. 


The   "  CRAVEN ETTE"    CO.,    LTD.,    affix 

their  stamp  only  to  such  goods  as  are  suit-      p'fRooFEuur 

able    in    quality  for   showerproof    purposes.      >!«ii2«?^£!! 

Facsimile  of  Stamp 
TO  BE  OBT  ilNED  FROM  THE  PRINCIPAL    IMPORTERS,        KV  CASE  OF  ANY  DIFFICULTY.  PLEASE  WRITE  TO 

THE  CRAVENETTE  CO.,  LTD.,  BRADFORD,  YORKSHIRE 

Siow-iird.  or  K..  .kl.  t,s  ,t  iliMind  nmy  b»  ha^i  liy  applying  through  tlie  WhoU"=alr  Tiiipoitiiig  Honsi  s 
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Wreyford  &  Company 

Toronto 
WHOLESALE  MEN'S  FURNISHERS 


Dominion  Agents  for 

YOUNG  &  ROCHESTER,  London 

Manufacturers  Shirts,  Neckwear,  Dressing 
Gowns,  etc. 

TRESS  &  CO.,  London 

High  Class Hatsand  Caps,  patentees  of  "The 
Mascot,"  and  other  select  shapes. 

AERTEX  CELLULAR 

Underwear    and    Shirts,    Union    Suits  and 
Shirts  and  Drawers,  stocked  in  Toronto 

COHEN  &  WILKS,  Manchester 

Rain  Coats  for  Men  and  Ladies  in  rubber 
and  yarn-proof.  See  our  Hand  Spun  Coats 
for  Spring — The  "Thoroughbred." 

Now  showing  Fall  Samples 
Spring  Goods  in  Stock 


"KING  EDWARD" 

SUSPENDERS 
Retail  30^"^^ 


Ire  so  Easy 

..    ^■'%rtable 
Comr 


^ 


:.^4 


Easily  the  best  value  in  suspenders  The  comfort- 
promoting  construction  and  excellent  finish  of  "  King 
Edward"  Suspenders  make  them   very  rapid  sellers 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


'MEN'S  WEAR"  says:    "Tailors    and    Outfitters  al 
over    the    world    are  greatly  indebted    to    Messrs. 
Samuel  Kirk  &  Sons,   Ltd.,  for   the   perfec- 
tion  to   which  they   have  brought   their 
permanent       finishes      for      linings 
(Italians,      Mohairs,      etc.) ' 


THE  BEST 
ITALIAN 
LININGS 

BEAR     THE 


KIRK 


Stamp    as    beIoi 


Kif?k's  Permanent  Finish  t 

THERE  ARE  TWO   FINISHES  WITH  THIS 
NAME  AS  A  GUARANTEE 
OF     EXCELLENCE     IN 

BRILLIANCY,  PERMANENCY  &  STRENGTH 

/  1  \    The  Orig-inal 

^^  "Permanent"  Finish 
(2)  "Velper," 

(TiegdJ 

The  Velvety  Permanent  Finish  for 
those    wh9    prefer    a    soft     handle. 

Pafleins       showing      eiiher      finish 
can      he      had     on      application     to 

The  Bradford  Dyers' 
Association,  Ltd. 

39  Well  St,        Bradford,  England 
London  Offices:     128-129  Cheapside 


Showcards  or  Booklets  if  desired  may  be  had  by 
applying    through    Wholesale    Importing    Houses 


Please  mention   The  Review  to  Advertisers  and   Their  Travelers. 
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Reinforce  Your  Business 

By  Satisfying  The  Boys 

for  when  you  satisfy  the  requirements 
of  the  romping,  rough  and  ready  boy, 
you  are  quite  sure  of  receiving  the 
trade  of  the  parents.  Don't  forget 
that  boys  make  men  and  if  educated 
to  come  to  your  store  you  are  laying 
a  foundation  for  the  future. 

TRY     -  LION  "     BRAND    CLOTHING     FOR    BOYS. 

THE  JACKSON  MFG.  CO.,  CLINTON 

FACTORIES: 
CLINTON  GODERICH  and  EXETER 


€ 

1 

^^^  BOYS 

%i 

^^^ 

i^ 

P^*^:lothing 

A  Filing 
Cabinet 

That  would    be    an 

ornament  in  your 

office. 


Will  file  a  mass  of 
letters,  invoices  and 
all  kinds  of  docu- 
ments. 


J  Merchants  throughout  the 

whole  of  Canada  realize 
more  and  more  the  urgent 
necessity  of  conducting 
their  office  work  on  busi- 
ness principles.  Is  your 
office  equipped  with  a 
Filing  Device — the  kind  that  helps  you — saves  time — 
where  letters  and  papers  are  always  handy  for  constant 
reference  ?  Make  your  minutes  count  by  using  one  of 
our  four  drawer  Filing  Cabinets.  It  is  built  and 
finished  like  the  finest  piece  of  furniture  in  select 
quartered  oak. 

Send  for  Descriptive  Folder  and  Price 
DEPT.  A 

ONTARIO  DESK  &  SUPPLY  CO. 

ELMIRA,  ONTARIO 


WILLIAM   LOCKIE  &  CO. 

HAWICK,  SCOTLAND 

Do  not  place  your  orders  before  seeing  this  line.  We  shall 
be  glad  to  submit  samples  if  your  wholesaler  is  not  carry- 
ing them. 

SCOTCH  WOOLLEN  VESTS  in  Pure  Wool,   Real 
Angora  and  Pure  Cashmere  —  120   Designs 


SEWARD  BROTHERS 


251    St.  James  Street 


Phone  Main  4179 


MONTREAL,  P.O. 


Men's  Wear  Advertising 

A  book  in  which  is  given  in  easy-to- 
g"et-at  form  a  complete  collection  of 
selling'  phrases  and  descriptive  adver- 
tising matter  covering  every  article 
sold  in  Men's  Wear. 


MEN'S-WEAR 

ADVERTISMG 

coy 

WILLIAM  BORSODI 


Pages  8x11  inches 
Bound  in    Boards 


The  best  advertising  writers 
in  the  United  States  and 
Canada — the  men  who  have 
made  money  through  these 
ads. — have  contributed  all 
of  the  trade-winning  adver- 
tisements which  they  have 
used  m  the  past   19  years. 

Men's  Wear  Advertising 
should  be  on  the  desk  of 
every  business  man  who 
wishes  to  make  a  success  of 
Men's  Wear. 


SENT  POSTPAID  TO  ANY  ADDRESS  FOR  $2.00 

TECHNICAL  BOOK  DEPARTMENT 

MACLEAN  PUBLISHING  CO.,  LIMITED 

143-149  UNIVERSITY  AVENUE,  TORONTO 
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Perrin^s 
Gloves 


Perrin's 
Gloves 


The  Kind  MEN  Wear 

There's  a  manly  feel  and  appearance  with  Perrin's 
Gloves.  They  appeal  to  men  who  value  their 
appearance  more  than  a  few  cents  and  who  appreciate 
real  glove  value. 

Suit  the  man  with  gloves,  then  his  larger  trade  is 
easy    to   get. 

Prices  range  from  $i.oo  up,  with  a  good  margin  of 
profit    for    you. 

PERRIN   FRERES  &   CIE. 

28   Victoria    Square,    Montreal 

Please  mention  The  Review  to   Advertisers  and  7^ heir  Travelers. 
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FRANKLIN  KNITTING  MILLS 

NEW  YORK  CITY 

We  are  showing  an  entirely  new  range  of  pure  silk  Accordion  Knitted  Motor  Scarfs  and 
Ties.  We  have  at  our  disposal  the  services  of  the  best  designers,  and  are,  therefore, 
continually  showing  new  styles  and  novel  effects. 


We  are  receiving  new  designs  weekly  from  New  York,  and  shall  at  all  times  be  pleased  to 
submit  samples  on  request.  We  are  also  in  a  position  to  execute  any  special  designs  which  our 
customers  may  wish  to  submit  to  us,  sendmg  samples  before  proceeding  with  such  special  orders. 


AGENTS  FOR  WESTERN  CANADA 

SEWARD  BROS.,  251  St.  James  St.,  Montreal 


AGENTS  FOR  TORONTO  AND  EAST 

J.  0.  BOURCIER,  Room  56,  59  St.  Peter  St.,  Montreal 


Get  the  Boy  Scout  Business 

When  Sprine  opens  up  there  will  be  a  great  rush  for  Boy  Scout  outfits 
and  clothing  in  your  town,  which  will  mean  good  business  for  you. 

ARE  YOU  PREPARED 

to  meet  this  demand?  To  do  so,  you  must  order  your  supply  early,  and  be 
sure  your  slock  is  "ofticiat." 

The  Boy  Scout  business  is  getting  bigger  each  year  and  it's  bound  to 
grow,  and  you  can  make  your  store  the  boys'  headquarters  for  all  their 
requirements,  by  carrying  a  stock  of  reliable  scout  goods. 

"Miller's  Official"  outfits  are  the  first  in  America,  and  we  are  authorities 
on  Boy  Scout  and  Girl  Guide  uniforms  and  supplies. 

We  specialize  in  cadet  uniforms 

Write  Debt.   No.  i  for  Illustrated  Catalogue 
Kindly  meniion  what  you  are  particularly  interested  in. 

The  Miller  Mfg.  Co.,  Limited 

251-253  Mutual  St.,  TORONTO 
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Clothes,   Methods  and   Men 

Gossip    in    the    men's   wear    trade  —  King 

George  wears  very  little  jewelry — Unique 

business-bringing  ideas. 

King  George,  in  ordinary  dress,  wears  verj^  little 
jewelry.  One  very  fine  diamond  he  usually  wears 
on  one  of  his  little  fingers.  For  evening  dress  he 
has  a  great  fondness  for  pearls.  A  set  of  black  pearl 
studs  and  sleeve  buttons  he  has  worn  for  years-  He 
occasionally  wears  enamel  sleeve  buttons  in  very  sub- 
dued colorings.  His  cigarette  cases  and  scarf-pins 
are  all  remarkable  for  their  simplicity  and  unob- 
trusiveness.  It  has  been  observed  that  the  King  has 
taken  to  wearing  a  ring  on  the  third  finger  of  his 
left  hand.  Its  only  ornament  is  an  engraving  of  a 
small  Tudor  crown,  a  device  which  used  to  be  very 
]iOpiilar  with  the  late  King  Edward.  This  plain 
hand  of  gold  suggests  a  wedding  ring,  and  is  worn, 
perhaps,  to  set  an  example. 


The  Review  this  month  is  asking  the  "bosses" 
to  hand  out  some  pointers  that  may  be  of  helpful 
interest  to  the  employees.  See  the  proposition  a- 
described  on  another  page. 

*       *       * 

The  other  day  a  woman  returned  to  the  shirt 
department  of  a  large  store  a  garment  without  a 
Ijutton-hole  in  one  cuff.  The  garment,  she  said,  had 
Iteen  worn  for  three  days  Ijy  her  husband  before  he 
had  noticed  the  defect.  She  had  bad  tlie  shirt  laun- 
dered liefore  returning.  This  is  on  a  i)ar  with  the 
man  avIio  bought  a  hou.se  and  one  year  afterwards 
went  to  the  previous  owner  with  the  complaint  that 
he  had  just  discovered  there  was  no  stopper  for  the 

bathtub. 

*     *     * 

A  garment  hanger,  combining  cloth  and  hat 
brush  is  a  practical  device  that  has  recently  made  its 
appearance. 

In  window  displays  unique  mechanical  contriv- 


ances in  wiiich  the  motive  power  is  concealed  never 
fail  to  draw  attention.  In  a  men's  wear  window 
reently,  eight  small  celluloid  balls,  red,  white  and 
blue,  were  placed  in  a  cage-like  enclosure.  The  breeze 
of  one  or  two  concealed  electric  fans  below  the  screen 
that  formed  the  bottom  of  the  space  caused  to  balls 
to  dance  incessantly.  Letters  on  these  balls  formed 
the  name  of  a  new  style  tie  or  other  article  and  a  prize 
was  offered  the  first  person  who  handed  in  the  cor- 
rect name  as  spelled  out  by  the  balls. 
*       *       * 

A  novelty  in  bill  holders  has  full  length  opening 
for  inserting  bills,  hut  one  of  the  corners  is  cut  away 
at  the  top  to  permit  of  one  hill  being  withdrawn  at 
a.  time  if  desired. 


The  Review  last  month  referred  in  this  department 
tC'  the  advertisement  of  G.  G.  Hacker  &  Co.,  Osage, 
Saslc,  in  which  effective  use  was  made  of  groups  of 
words,  each  beginning  with  the  same  letter.  In  this 
case  very  little  of  The  Review's  real  meaning  got 
beyond  the  typesetting  machine  where  an  error 
oecvuTed  making  "alliteration"  read  "illiteration." 
This  gave  the  paragraph  a  sense  that  was  never  in- 
tended and  The  Review  regrets  the  error.  Speaking 
(A  similar  mistakes,  without  attempting  to  "condone 
the  crime,"  the  newspapers  have  not  yet  noted  the 
recovery  of  the  benefactress  who  really  endowed  a 
cot  in  the  hospital,  but  who,  according  to  one  report, 

"endowed  a  cat." 

*       *       * 

Discussing  the  features  of  the  neckwear  vogue  in 
London,  Eng.,  an  authority  points  out  that  in  sta])le 
lines  greys,  blues  and  In'owns  are  the  leading  colors, 
the  last  named  being  highly  favored.  A  particu- 
larly fascinating  shade  is  the  wasp  brown.  In  the 
novelty  class  spots  in  all  sizes  and  colorings  are  large- 
ly used,  from  pin  spots  up  to  the  size  of  a  penny 
piece.  Greys,  as  well  as  l)lacks  and  whites  are  good 
lines  and  green  and  white  stripes  on  a  neat,  small 
striped  background  is  regarded  with  favor.  Silks, 
crepes  and  poplins  arc  the  i)oi>ular  materials.     The 
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latest  in  stripes  is  one  four  inches  ^^dde  on  a  black 
or  neutral  ground.  The  effect  when  tied  is  described 
as  "somewhat  bold,  but  smart." 

A  unique  idea  is  worked  out  by  a  clothing  manu- 
facturer in  his  advertising.  It  takes  the  form  of  two 
columns  of  "thought  gems"  for  the  benefit  of  the 
trade,  while  a  centre  or  third  column  is  reserved  for 
a  talk  about  his  goods.  Here  is  an  extract:  "The 
merchant  who  cleaves  to  the  truth  is  traveling  the 


In  the  early  displays  of  Spring  clothing  browns 
and  greys  are  occupying  a  very  strong  position.  In 
fact  some  houses  have  gone  so  far  as  to  feature  these 
colors  in  distinctive  windows  with  good  effect. 


Read  the  "pointers"  to  the  boss  in  this  number 
of  The  Review.  Employees  have  expressed  them- 
.selves  in  that  department,  not  from  any  spirit  of 
fault-finding,  but  with  a  view  to  improvement,  their 
should  be   prescribed  for  somnolent  nightwatchmen. 


View  of  special  display  case  placed  over  clothing   wardrobe    in    Hickey   men's    wear   store,    Toronto. 
Chiefly  used  for  neat  displays  of  evening  wear  and  acces.sories.     Trimmed  by  J.  K.  Dallimore. 


right  road.  It  may  be  longer  with  many  curves  and 
windings,  but  it  leads  to  the  'City  of  Dreams  Come 
True.'  "  "Uphold  your  prices  and  you  liold  up  your 
business.  Lower  your  prices,  except  for  legitimate 
cause,  and  its  the  bend  that  portends  the  end."  "In 
business  we  need  less  of  the  'I'll  go  and  try'  spirit 
and  more  of  that  'I'll  do  or  die'  spirit." 

A  short  story  writer,  describing  the  bahiliuients 
of  one  of  his  characters  recently,  referred  to  the  bold- 
ly-hued  shirt  he  wore  as  being  of  the  "stoi)-look-and- 
listen"  varietv.     These  are  the  kind  of  shirt^s  that 


interests  and  those  of  their  employers  being  recog- 
nized as  one. 

*       *       * 

By  offering  prizes  for  the  six  best  titles  descrip- 
tive of  a  photo  ]}ublished  each  week  in  connection 
with  his  advertising,  a  men's  wear  dealer  has  aroused 
consideral;)le  interest  in  his  store.  Sometimes  the 
picture  is  that  of  a  window  display,  a  salesman 
showing  goods  to  a  customer,  or  some  other  view 
relating  to  the  l)usiiiess.  A  large  photograph  is  dis- 
played in  the  windows  with  full  particulars  of  the 
contest,  and  cards  are  issued  l)eariiig  a  reproduction. 


Employees'   Ideas   for    Better    Business 

Replies  to  "Review's"  competition  bring  out  some  hints  for  the  boss — ■ 
Department  and  efficiency  of  store  help  —  Advertising  —  The  man  w^ith  a 
hobby  —  The  boss  who  is  late  at  business  —  Backing  up  the  salesforce 
—  Abuse    of    position    in    urging    people    to    buy  —  The     ever-solicitous     boss 


JUDGING  from  the  replies  which  The  Review 
has  received  in  its  latest  competition,  the  posi- 
tion of  "the  boss,"  or  head  of  the  store  is  by  no 
means  a  subject  beyond  critical  comment.  Em- 
ployes were  asked  to  give  through  the  column:^  of 
this  paper  pointers  calculated  to  help  the  l)usine-s  in 
which  they  were  engaged.  The  ground  was  taken 
that  many  employes  could  thus  express  their  views 
on  matters  which  they  might  not  care  to  discuss  with 
the  boss  direct,  and  which,  when  dealt  with  from 
the  oidooker's  viewpoint,  might  not  fall  on  entirelv 
fruitless  ground.  In  order  to  overcome  any  feeling 
that  these  pointers  might  at  any  time  react  ui)on 
the  men  who  gave  them,  The  Review  has  agreed  to 


I  have  seen  the  boss  got  down    about    eleven    o'clock 
in  the    morning      .      .      .      and    radiate    discon- 
tent to   the  farthest  corner  of  the  store. 

withhold  the  names  of  the  writers,  but  would  explain 
at  the  same  time  that  it  has  a  much  higher  opinion 
of  the  Canadian  merchant  than  would  seem  to  go 
w'ith  the  suggestion  that  there  are  those  who  would 
resent  a  helpful  hint  from  an  employe. 

Just  liere  one  of  the  pointers  should  be  broughi 
to  bear.  It  is  that  merchants  should  hold  regular 
conferences  of  their  staff  for  the  purpose  of  discus- 
.«ing  the  welfare  of  the  business,  and,  at  these  meet- 
ings, everjr  man  should  be  encouraged  to  speak  his 
mind. 

Of  the  large  number  of  replies  received,  ten  were 
from  window  trimmers  suggesting  that  their  boss 
give  them  some  further  encouragement,  financial  or 
otherwise,  towards  bringing  the  displaj^  equipment 
of  the  .store  up  to  a  higher  standard.     One  is  justified 


in  stating,  after  reading  these  letters,  that  advertis- 
ing by  means  of  artistic  display  is  in  the  hands  of 
ambitious  young  men,  and  that  the  more  they  apply 
themselves  to  their  work,  the  surer  will  be  the  en- 
couragement, for  no  boss  is  so  blind  to-day  as  to 
doul)t  the  selling  ability  of  a  good  window. 

While  many  of  these  pointers  are  as  adaptable  by 
salesmen  or  heads  of  departments  as  by  'the  boss" 
himself.  The  Review's  next  feature  along  this  line 
is  in  the  nature  of  an  invitation  to  bosses  to  send  in 
pointers  for  the  staff.  An  interesting  series  of  re- 
plies is  looked  for. 

In  many  of  the  replies  received  the  same  ground 
is  covered,  but  in  the  following  selections  the  Review 
gives  its  readers  the  full  range  of  variety. 

What  Every  Store  has  to  Deal  With 

Editor  Men's  Wear  Review. — My  pointers  have 
to  do  with  class  of  trade,  deportment  and  efficiency 
of  store  help,  advertising,  store  attractiveness,  trav- 
ellers. These  headings  are  not  in  the  order  which 
every  business  critic  might  place  the  most  importance 
in  but  they  will  sufiice  to  give  an  idea  of  wdiat  every 
store  has  in  general  to  deal  with. 

The  class  of  trade. — Most  concerns  in  the  men's 
wear  or  dry  goods  business  have  a  general  class  of 
customers  to  deal  with,  and  if  the  boss  is  to  take  a 
hint  on  this  heading,  he  must  have  every  sheet  out 
to  the  wind,  for  the  wants  of  the  people  are  many. 
One  instance  will  suffice.  It  is  just  as  important  to 
I  lie  merchant  to  supply  the  needs  of  the  customer 
who  wants  a  ten-cent  pair  of  hose  to  have  the  hose 
she  wants  in  the  size  .she  wants,  as  to  supply  the  one 
wdio  wants  a  pair  at  fifty  cents.  The  poor,  the  rich, 
every  man  and  woman  in  fact,  has  friends  and  the 
majorifA-  have  tlie  wherewithal  to  talk  with  and  thev 
talk. 

Deportment  and  efficiency  of  store  help. — This 
heading  may  seem  out  of  place,  l)ut  read  on.  The 
clerks  will  not  get  the  blame  if  they  indulge  in  a 
round  of  gossip,  a  frivolous  set-to  behind  the  screens, 
or  a  lonesome  counter  left  to  its  own  devices  while 
the  boss  is  out,  but  it's  the  management  who  get 
rated  as  "too  easy"  and  the  store  will  soon  be  branded 
as  a  second  rater,  no  matter  if  dollars  can  lie  bought 
for  fifty  cents. 

Mr.  Boss,  take  a  peep  in  when  you  are  not  ex- 
pected and  see  where  you  will  find  your  paid  pipers. 

Advertising. — Yes,  every  merchant  advertises; 
ninety-nine  out  of  every  hundred  do,  and  the  hun- 
dredth does  too,  but  he  does  not  always  know  it. 
But   it'-   to   the  ninety-nini'  that   wo   would   drop   a 
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little  hint.  The  reading  public  look  to  the  adver- 
tisement for  information,  whether  it  be  the  merits 
of  a  pill  or  what  Mr.  Blank  is  going  to  sell  to- 
morrow. At  this  time  of  the  year  styles,  fabrics, 
and  the  many  things  which  are  dear  to  the  heart  and 
eye  of  the  woman  shopper. 

It's  very  important,  then,  that  there  be  some- 
thing to  interest — mere  reading  matter  does  not 
always  do  the  trick — something  different  to  the  Janu- 
ary and  February  sales,  something  with  snap  and 
spice  lo  it.  A  few  timely  cuts,  a  change  in  the  style 
of  typesetting,  some  new  phrases,  all  help  to  catch 
the  eye. 

Whether  the  ad.  writer  is  the  manager  or  a  paid 
ad.  man.  it  is  time  for  a  change  and  it  is  up  to  the 
boss  to  see  that  there  is  a  change. 

Store  Attractiveness. — You  will  soon  be  adver- 
tising Spring  housecleaning.  Set  the  example  your- 
self. Mr.  Ross.  If  you  look  sharp  you  will  see  a  few 
spider  webs  in  the  corners,  those  skylight  windows 
are  very  dirty,  the  woodwork  is  grimy.  A  coat  of 
varnish  would  not  cost  much,  but  how  good  and  how 
fresh  a  little  paint  smells.  It  tells  quicker  than  any- 
thing else  that  there  is  something  doing.  Perhaps 
your  landlord  won't  do  this  for  you,  but  do  it  your- 
self.   It  is  as  good  as  a  whole  page  in  the  daily. 

The  public  has  an  eye  for  improvements  as  well 
as  bargains. 

Travellers. — Have  you  ever  been  one?  Do  you 
know  how  to  treat  them?  There  are  many  who 
have  no  business  in  the  profession.  They  don't  stay 
long,  that  kind.  But  those  who  do  stay,  who  come 
trip  after  tri]).  know  lots  of  things  the  boss  should 
know.  If  you  can't  give  him  an  order,  give  him  a 
smile  and  .<ay  so.  If  you  can,  set  the  time  and  place 
and  keep  the  engagement  for  they  will  stay  until 
told  to  go.     That  is  their  business. 

That  is  from  the  standpoint  of  an  observer.  Per- 
haps the  1  o.s-es  nmy  have  something  to  say  to  the 
observer. 


Boss  With  an  Unsettled  Mind 

Editor  Men's  Wear  Review. — How  many  readers 
of  your  paper  have  bo.sses  who  get  down  to  busine.ss 
at  10  or  11  o'clock  in  the  morning  and  then  fu.ss 
about  the  store  in  such  a  way  that  everything  .seems 
to  go  wrong  for  the  rest  of  the  day?  linw  many? 
Hands  up.  I  see  there  are  quite  a  few  who  have 
bosses  of  that  kind,  so  that  if  mine  .jump-  du  me  for 
this  pointer,  I  can  prove  an  alibi.  I  have  seen  one 
of  oiu-  bosses  arrive  al.'out  10.:')()  on  a  fairly  busy 
morning,  snap  something  at  the  fii-st  iiiau  he  would 
meet,  fail  to  recognize  any  of  his  old  customers  who 
happened  to  be  in  the  .-^tore,  trip  over  a  stool,  addre.-s 
a  few  unkind  words  to  the  boy  and  in  due  course 
.<ink  into  his  oflice  chair  with  a  crash  that  seemed  to 
echo  di.-eC'ontent  to  the  f^n'the^t  cnnier  nf  the  place.  In 


two  minutes  he  would  be  out  again,  find  fault  with 
something  that  he  himself  was  probably  responsible 
for  and  finally  he  would  have  the  whole  staff  by 
the  ears.  All  this  would  occur  at  a  time  when  every- 
thing should  be  running  smoothly. 

Now,  the  best  time  for  the  boss  to  be  critical  is 
when  he  is  in  an  amiable  frame  of  mind  and  be- 
tween 8  and  9  o'clock  in  the  morning,  or  at  the 
end  of  the  day's  work,  when  he  can  outline  those 
little  details  to  which  a  remedy  can  be  applied  that 
evening  or  first  thing  in  the  morning.  My  o])ini()n 
is  that  every  boss  who  is  in  an  unsettled  state  of 
mind  as  the  result  of  something  that  did  not  happen 
at  the  .'^tore,  should  walk  around  the  block  before  he 
gets  there  or  else  stay  at  home  until  it  is  out  of  his 
system.  Besides.  10.30  is  no  time  for  a  man  to  get 
to  busine.ss;  that  is,  unless  he  has  .-ome  good  excu.se. 
A  disagreeable  fault-finding  disposition  in  the  office 


"If  you  can't  tfive  the  traveller  an  order,  give 
him  a  smile  and  say  so." 

is  the  explanation  of  much  of  that  discord  or  lack  of 
co-operation  in  the  sales  force. 


Boss  Who  Abuses  His  Position 

Editor  Men's  Wear  Review. — The  pointer  that 
I  would  like  to  hand  out  to  some  bosses  is  that,  as 
heads  of  their  bnsiiie-.--,  tiiey  sliinild  not  abuse  their 
]iosition  by  urging  people  to  buy  goods.  Let  me 
make  my  point  clearer.  A  prominent  citizen  entered 
our  men's  wear  dei)ai'tment  in  Eebruary  one  year 
ago  to  look  at  soiia^  8]}ring  overcoats  which  had  just 
come  ill.  It  was  an  advance  lot.  very  classy,  and 
mention  had  been  made  of  them  in  the  advertise- 
ment the  night  before.  The  best  we  could  expect 
any  cu-tomer  to  do  with  the  thermometer  at  •")  below 
zero  was  to  examine  tliein  and  probably  have  us  lay 
one  aside  for  him.  Well,  this  customer  looked  them 
over,  but  declared  that  was  too  early  for  him  to 
think  of  buying  S])ring  overcoats  and  that  he  would 
make  no  deci.'^ion.  lie  promised,  however,  that  when 
it  came  time  to  biiv  lie  would  do  husines-:  with  us, 
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We  knew  his  word  was  good,  but,  as  he  walked 
towards  the  door  the  boss  caught  up  to  him  and 
urged  him  to  go  back  to  the  overcoats.  We  could 
see  the  man  was  irritated,  but  he  finally  decided  upon 
a  coat  and  hurried  out  of  the  store.  The  boss,  be- 
cause he  was  the  boss,  probal)ly  found  it  easy  to  sell 
that  coat,  but  he  did  not  know  that  the  customer 
felt  he  was  being  coerced.     The  man  paid  for  the 


AVhy  do  employers  not  confer  regularly  with  their 
staffs,  when  matters  pertaining  to  the  best  inter- 
ests  of  the  business  might  be  discussed  ?    It 
would  create  greater  enthusiasm. 


coat,  hut  he  has  not  been  near  the  store  since.  Had 
one  of  the  staff  urged  him  to  the  same  extent  he 
would  have  resented  it.  Yes,  the  boss  can  often  sell 
stuff'  easier  than  one  of  his  salesmen,  but  there  is 
such  a  thing  as  overstepping  the  mark.  We  know 
for  a  fact  that  there  are  bosses  who  induce  peojile 
to  take  goods  that  do  not  altogether  please  them,  or 
in  quantities  that  they  do  not  require,  and  we  know 
too  that  it  has  lost  Inisiuess.  There  is  a  limit,  even 
for  the  boss,  and  we  hope  wlien  he  sees  this  pointer 
that  he  will  take  it  seriously  and  in  good  part. 


Hold  Staff  Conferences 

Editor  Men's  Wear  Review. — T  notice  that  in 
connection  with  this  competition  you  say  that  no 
names  will  Ije  iDublished,  that  you  want  employes  to 
speak  candidly  to  their  employers.  Therefore,  it  is 
assumed  that  it  were  better  not  to  publish  names. 
This  suggests  a  pointer  not  only  for  my  boss  but  for 
many  others  as  well.  Why  do  they  not  hold  a  regu- 
lar weekly  or  fortnightly  conference  of  their  em- 
ployes, at  which  matters  pertaining  to  the  welfare  of 
the  business  might  be  brought  up  and  discu,ssed, 
when  meml)ers  of  the  staff'  would  have  an  opportun- 
ity to  relieve  their  minds  on  this,  that  and  the  other 
sul)ject.  No  employer  can  see  him.self  as  others  see 
him,  and  too  often  is  it  the  case  that  he  resents  any 
sugge.stion  from  a  member  of  the  staff  calculated  to 
remedy  any  defect  of  ])olicy  or  method  for  which 
his  customers  are  critieisiiiii  him  and  which  is  tell- 


ing against  the  business.  My  pointer  is,  let's  get  to- 
gether. It  makes  a  fellow  feel  that  he  has  some 
interest  in  the  business.  Many  a  man  doesn't  know 
when  he  has  got  a  willing  horse.  I'd  tell  this  to  the 
boss  if  he  was  a  good  listener. 


Too  Much  Glad  Hand 

Editor  Men's  Wear  Review. — We  think  we  have 
not  only  one  of  the  most  courteous  bosses  in  the 
world,  but  one  whose  glad  hand  and  Inroad  smile  is 
a,  decided  "feature."  He  radiates  that  warmth  of 
welcome  which  certainly  explains  how  it  is  that  he 
has  more  friends  than  there  are  fingers  and  toes  in 
his  entire  staff.  But  the  boss  sometimes  goes  a  little 
too  far.  There  are  occasions  when  he  seems  to  over- 
do himself.  I  have  seen  him  become  so  solicitous 
over  a  customer's  requirements  and  accommodation 
as  to  make  her  feel  uncomfortable.  At  the  same 
time  lie  exasperates  the  person  waiting  upon  her. 
After  directing  her  to  the  department  in  which  she 
was  interested,  he  would  again  take  up  his  position 
near  the  door  and,  if  no  person  entered  in  the 
next  few  minutes,  back  he  would  fly  to  the  customer, 
ask  her  if  she  was  being  properly  served  or  else  hover 
ill  the  vicinity  to  assure  himself.  Now,  I  don't  think 
this  is  necessary.  No  one  can  blame  a  merchant  if 
he  sees  to  it  that  customers  are  made  welcome  and 
have  proper  attention,  Ijut  there  are  things  that 
must  l>c  done  with  moderation.  Some  customers,  of 
course,  are  flattered  l)y  attentions  paid  them,  while 
others  are  more  sensitive  and  less  appreciative.     My 


The  boss  is  sometimes  over-solicitous  about  the  people  who 

come    to    the  store,    with  the  result  that  both  customer 

and  salesman  sometimes  become  exasperated. 

pointer  is — don't  overdo  it.    It  is  possible  to  have  too 
much  of  a  good  thiiiir. 


Bosses  who  Smother  Ambition 

Editor  Men's  Wear  Review. — It  strikes  me  that 
there  are  some  bosses  who  are  doing  more  than  they 
think   to  smother    anihition    in   their  young    men. 

(GoiU'luded   oil    ]iage   90.) 


What  Constitutes  the  Smart  Men's  Shop 

Most    approved    size    of    display    windows  —  The    arrangement     of    stock    in 

order    to    give    customers   best    service  —  Keeping    stock    in    good    condition 

—  Windows    co-operate    with    selling  —  Value    of    interior    displays. 

By  A.   K.   Dallimore 


FliuST  we  have  the  windows.  The  most  iinport- 
aiit  part  in  any  retail  busineas  is  to  have  a 
neat,  attractive  window,  one  that  will  bring  you 
good  results.  I  find  the  best  shape  and  the  size  most 
suitable  for  men's  wear  displays  is  a  window  6  feet 
by  8  f€et,  with  a  shelf  about  5^  feet  from  the  floor 
and  projecting  out  about  2  feet.  This  window  will 
give  you  ample  space  for  effective  clothing  trim. 
For  furnishings  and  hats  the  same  window,  with  a 
divider  in  the  centre,  will  give  you  two  verj^-  attrac- 
tive displays,  besides  your  shelf  trim. 

Location   of   Stock. 

The  location  of  stock  is  the  next  most  important 
thing  to  the  windows  of  your  store.  To  have  your 
stock  arranged  in  such  a  manner  as  to  give  your 
customers  quick  and  attentive  service  without  hav- 
ing to  hunt  for  what  you  require  or  call  another 
salesman  to  help  you  find  it.  This  I  have  often 
seen  occur  in  up-to-date  men's  wear  stores. 

This  method  I  find  is  very  satisfactory  to  mer- 
chants handling  furnishings,  clothing  and  hats  and 
having  a  long,  narrow  .store.  Starting  on  one  side 
of  the  store,  we  have  gloves  first,  collars  next,  shirts 
both  in  cases  and  shelves,  then  hosiery,  underwear, 
pyjamas  and  nightshirts,  and  if  handling  made-to- 
order  shirts,  a  table  in  the  centre  of  your  store  for 
shirting  displays  is  very  attractive  and  a  good  seller. 
Neckwear  can  be  shown  on  neckwear  stands  or  in 
cases  and  reserve  stock  kept  in  drawers  for  that  pur- 
pose. There  are  a  few  other  lines  such  as  jewelry, 
umbrellas  and  walking  sticks,  etc..  which  re(iuirc 
separate  cases  to  be  kept  properly. 

On  the  other  .side  we  start  with  the  hat  stock, 
one  which  takes  up  considerable  s])ace;  next  the 
clothing  and  waterproof  coats,  which  occupies  the 
remainder  of  the  store.  In  the  centre  of  the  store  a 
couple  of  tables  or  show  cases,  whicli  will  l»e  found 
very  valuable  for  displaying  merchandise  on,  such 
as  unit  trims  of  clothing  and  furnishings,  or  for 
specializing  a  certain  line  of  neckwear,  hosiery  or 
underwear,  etc. 

How  TO  Keep  Stock. 

Keeping  your  stock  well  up  and  in  good  t'ondi- 
tion  is  very  essential  in  the  men's  wear  bu.-^iness  in 
order  to  know  when  buying  exactly  wdiat  goods 
you  are  low  in  and  w'hat  quantity  you  have  on  hand. 
This  knowledge  has  also  an  important  bearing  on 
everyday  business. 

A  very  good  system  is  to  always  have  a  complete 


list  of  your  reserve  stock  so  that  you  know  exactly 
what  goods  you  are  low  in  and  for  the  buyer  to  have 
a  fyle  on  his  desk  for  nothing  but  goods  wanted. 
Immediately  a  salesman  or  stockkeeper  finds  any 
hue  that  he  requires,  he  makes  out  his  list  and  puts 
it  on  the  buyer's  fyle. 

There  are  several  stocks  wliich  require  consider- 
aljle  attention  to  see  that  they  are  kept  well  up,  such 
as  gloves  and  collars.  They  require  to  be  gone 
through  every  day  to  see  that  all  sizas  are  repre- 
sented in  forward  stock. 

A  very  good  plan  in  keeping  a  collar  stock  is 
to  have  a  reserve  stock  right  behind  your  forward 
stock  so  that  in  case  a  customer  comes  in  for  a  dozen 
collars  and  you  do  not  happen  to  have  that  number 
forward  you  can  put  your  hand  on  your  reserve 
stock  without  a  moment's  delay. 

The  underwear  stock  is  one  which  also  calls  for  a 
lot  of  attention  and  is  a  stock  which  requires  a  good 
salesman  and  stock-keeper  to  look  after  it  properly. 
If  not  carefully  watched  it  will  accumulate  a  lot 
of  odds  and  ends. 

The  hat  stock  is  one  that  requires  a  careful 
Ijuyer  and  one  whicli  you  must  be  careful  to  .see 
that  no  large  or  small  sizes  accumulate,  also  one 
wdiich  demands  a  good  salesman  and  one  who  can 
look  after  stock  properly. 

Clothing  is  a  stock  which  has  become  easier  in 
the  last  two  years  for  the  salesman  to  handle,  as 
most  of  the  up-to-date  men's  wear  and  clothing  .stores 
are  now  equipped  with  the  new  style  wardroljes  or 
cal)iiiets.  When  piled  on  tal)les  it  makes  consider- 
ably more  work  for  the  salesman  and  it  is  harder  for 
him  to  .'ihow  his  merchandi.^e. 

There  are  several  other  stocks  which  require 
close  attention,  such  as  neckwear,  shirt«,  hosiery, 
pyjamas,  etc.,  hut  if  properly  bought  are  easily  sold. 

Displays  Should  Co-operate  With  Selling. 
If  you  are  showing  in  your  window  a  line  of 
shirts  at  $1.50  and  a  line  of  neckwear  at  oO  cents, 
you  should  make  a  neat  display  of  your  neckwear  at 
the  front  of  your  store,  the  same  with  your  shirts 
on  your  shirt  case,  so  that  inunediately  a  customer 
enters  the  store  he  is  confronted  by  this  line  of  neck- 
wear. The  .'salesman  sliould  specialize  and  intro- 
duce these  lines  while  they  are  on  display  in  the 
window.  By  this  means  you  are  able  to  clean  a 
line  right  out  iiud  always  have  something  clean  and 
fresh  for  vour  trade. 
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Intei'ior  case  trim  of  high-class  shirtings  and  liosiery.     Displays  of  this  kind  never  fail  to  sell  the  goods. 

For  Hickey,  Toronto,  by  J.  K.  Dalliniore. 


Displaying  Goods  Well  Withix   the  Store. 

Unit  trims  of  .■^liirt?,  collars,  neckwear,  hats  and 
cl<ithing,  etc.,  if  properly  arranged  on  a  table 
or  in  wall  or  floor  cases,  give  the  store  a  very  attrac- 
tive appearance  and  are  good  salesmen.  With  these 
trims  neat  show  cards  giving  the  price  of  the  mer- 
chandise displayed  or  making  some  particular  nien- 
tion  of  it  will  be  found  mo.<t  helpful. 

It  is  veiy  important  to  see  that  all  merchandise  is 
properly  ticketed  and  marked  in  good,  plain  figures. 
This  saves  a  lot  of  confusion  and  mistakes.  There 
are  different  style.<  of  small  tickets  made  for  this 
purpose,  such  as  neckwear  and  shirt  tickets,  etc., 
and  the  ordinary  pin  ticket  which  is  used  l)y  most 
merhants. 

A   Few   Hints  on  Salesmanship. 

Never  fail  to  know  what  goods  you  ha^•e  in  stock 
and  where  to  find  them  cjuickly. 

Never  show  the  cheapest  goods  first:  sales  are 
.sometimes  lo-t  in  that  wav. 


Never  sell  a  customer  .something  he  does  not 
want,  he  may  never  come  back 

Never  asks  a  customer  what  price  he  wishes  to 
pay  for  an  article. 

Never  be  discourteous,  it  is  a  f;uilt  that  cannot 
be  excused. 

A  small  account  book,  bound  in  leather  and  of  a 
size  to  fit  the  pocket  is  the  appreciated  souvenir  that 
is  sent  out  l)y  one  firm  at  the  first  of  the  year.  The 
name  and  address  of  owner,  number  of  watch,  etc., 
may  be  entered  in  Ijlanks  on  the  first  page. 

Tim  Burke,  for  several  years  head  salesman  with 
M.  J.  Carter,  men's  wear  dealer.  Lindsaj',  has  gone 
to  Port  Arthur  to  assume  the  management  of  a 
clothing  and  furnishings  store.  Mr.  Burke  was  a 
prominent  member  of  the  Lindsay  curling  club  and 
in  a  sendoff  in  which  aboiit  one  hundred  curlers 
participated,  he  was  presented  with  a  beautiful  gold 
watch. 


Lesson   i8  — Complete   Course   in   Cardwriting 

Showing  the  lower  case  of  the   capitals   demonstrated   in  the   previous  lesson 
—  The  three   cards  illustrated   introduce  the  trade   mark  idea  in  cardwriting 

By  J.   C.  Edwards.     Copyright  Canada   1911 


HOW  many  stores  or  commercial  institution.s 
work  the  trade  mark  idea  to  the  extent  that 
is  possible?  There  are  some  that  do,  but 
there  are  hundreds  that  don't,  and  these  are  the  busi- 
nesses that  remain  small  and  immature,  and  the 
lieads  of  these  places  wonder  why  those  others  grow 

The  reason  lies,  to  a  great  extent,  in  the  adver- 
tising; either  the  advertising  is  too  weak,  or  too  little. 

We  suggest  the  selection  of  a  good  trade  mark  and 
and  become  great  industrial  concerns.' 
advertising  it  everywhere,  keeping  it  constantly  be- 
fore the  public  eye — in  every  advertisement,  on 
every  sign,  on  your  electric  signs,  on  every  window 
card.  Make  it  so  common  that  every  time  it  is  seen 
it  is  at  once  associated  with  the  firm's  name. 

The  Trade  Mark  on  Cards 

To  demonstrate  the  trade  mark  idea  on  the  show- 
card,  we  are  illustrating  three  sample  cards  showing 
the  manner  in  which  it  is  used. 

The  "hand  bag"  card  has  the  double  diamond 
trade  mark  with  the  firm  name  or  the  firm's  catch 
phrase  inside.  The  space  between  the  two  diamonds 
is  in  a  color  which  makes  it  stand  out  strongly  in  re- 
lief. In  the  "layette"  card,  the  trade  mark  is  more 
in  keeping  with  the  naiture  of  the  goods  being  adver- 
tised, the  outline  of  the  shield  being  in  a  light  shade 
with  the  centre  white,  and  the  lettering  in  a  light 
shade.  The  strength  of  the  trade  mark  should  be 
regulated  by  the  style  of  card  it  goes  on.     The  "suit- 


ing"' card  shows  still  another  style  which  is  in  keep- 
ing with  the  general  effect  of  the  card,  viz.,  the  lined 
style. 

Working  Up  a  Design. 

Get  an  idea  into  your  head  and  improve  on  it 
wherever  you  can.  Sketch  the  design  in  pencil  first, 
just  roughly,  then  if  it  suits  you,  ink  it  in. 

The  design  in  the  "hand  bag"  card  makes  a  very 
good  eft'ect.  The  circles  were  made  with  an  ink  com- 
pass in  alternate  black  and  white  lines,  and  then  cross 
hatched  with  black  ink.  This  design  may  be  carried 
out  to  splendid  effect  in  colors  or  tints.  The  floral 
effect  is  very  simple,  in  fact  only  a  suggestion  is  need- 
ed to  illuminate  the  design. 

First,  the  outline  is  made  with  the  brush,  then  a 
light  tint  is  added  or  filled  in,  with  a  few  touches  of 
the  bru.-^h  in  tb.e  centre  to  complete  it. 

The  Stork  a  Suitable  Decoration. 
If  illustrations  are  used  or  drawings  made  on  a 
card,  they  should  harmonize  with  the  inscription. 
The  stork  decoration  used  on  the  Layette  card  is 
quite  in  keeping  with  the  "Daintj'',  Snowy  Layette," 
as  it  is  sj'mbolic  of  infantile  reception.  This  design 
is  made  by  first  drawing  the  bird  in  outline  on  the 
light  champagne  card,  then  coating  the  whole  de- 
sign with  white  and  touching  it  up  with  a  light  grey 
and  dark  grey  for  the  tips  of  tlie  wings,  the  beak  and 
the  feet.  The  apple  blossom  designs  used  in  the 
panel  also  lends  a  dainty  touch  to  the  card. 


ILieLL 


liVYirni; 


A  Marvpl  o"f^ 


Seasonable,  cards,  introducing  trade  mark   idea.    .See  article. 
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An  Unusually  Simple  Treatment. 

Note  the  very  simple  decoration  used  in  the  suit- 
ing card.  It  certainly  is  "distinctly  different"  and 
yet  refined. 

The  woi-d  '"suitings"  is  outlined  first,  with  a  Ijrush 
No.  4,  red  sahle,  square  point,  drawn  down  small. 
Then  the  white  line  decoration  is  made,  using  the 
T  square  and  small  pen,  say  a  number  5  or  6  soen- 
necken,  as  shown  in  the  upper  corner  of  the  plate. 
These  lines  may  be  made  first,  if  desired,  and  the  let- 
ter outlined  over  the  top  of  them. 

The  letters  then  are  filled  in,  leaving  the  space,  as 
shown,  open,  allowing  the  white  lines  to  show 
through. 

The  words  "distinctly  dift'erent""  are  made  with  a 
small  soennecken  i>en  and  left  in  outline. 

Ruling  With  the  Square. 

In  ruling  with  the  T  square,  be  careful  not  to 
allow  it  to  rest  on  the  card,  but  to  raise  it  high 
enough  to  allow  the  wide  part  or  shoulder  of  the 
pen  to  rest  against  the  edge.  Hold  the  hand  and 
T  square  steady  and  give  a  iirni,  quick  stroke. 

Another  device  for  ruling  is  known  as  the  ruling- 
pen.  It  is  a  double  affair  which  may  be  regulated  by 
turning  a  set  screw.  The  ink  is  dropped  in  as  needed. 

Dainty   Outline  Lettering. 

Nothing  but  dainty  lettering  should  be  used  on 
such  cards  as  the  illustrated  "layette"  card.  The  pen 
outline  letter  gives  a  daintier  effect  than  if  filled  in. 
The  word  "layette"  is  outlined  with  a  grey  shade  and 
filled  in  with  ))lack,  which  brings  this  word  out  more 
prominently,  as  it  is  the  main  word  of  the  inscription. 

The  Hakd  Bag  Card. 

The  object  in  making  the  word  "linen"  the  most 
prominent  on  the  card  is  to  bring  out  the  importance 
of  the  novelty,  otherwise  the  words  "hand  bag"  would 
be  given  the  foremost  place. 

Watch  Your  Spacing. 

It  is  indeed  inqjortant  to  tlie  properly  written 
show  card,  to  see  that  the  proper  spacing  is  given 
both  the  words  and  the  letters  as  well  as  the  whole  in- 
.scription  on  the  card. 

For  further  particulars  re  Iniishes,  pens,  etc., 
write  to  J.  C.  Edwards,  c|o  Dry  Goods  Review,  143 
University  Ave.,  Toronto. 


A  belt  made  of  silk  in  fine  grosgrain  weave  and 
with  gun  metal  or  bronze  buckles  is  one  of  the  recent 
novelties  in  accessories.  Black,  gray,  tan  and  brown 
are  the  favored  colors  in  leather  belts  and  there  is 
every  prospect  of  an  excellent  season. 


Bosses  Who  Smother  Ambition 

(Concluded  from  page  86.) 

When  a  salesman  has  reached  that  stage  with  a 
house  at  which  he  is  learning  nothing,  but  merely 
goes  through  his  work  like  a  machine,  it  is,  I  take  it, 
the  duty  of  the  boss  to  have  a  heart  to  heart  talk 
with  him.  If  there  is  nothing  further  ahead  of  that 
man  in  such  a  position  he  should  be  told  about  it 
frankly. 

I  know  of  men  who  have  stood  behind  the 
counter  at  the  same  salary  year  after  year.  They 
vvere  good  salesmen,  faithful  employes,  and  all  that, 
but  they  had  fallen  into  the  rut  and  their  bosses 
knew  they  could  keep  them  there  at  the  same  figure 
as  long  as  they  w'anted  to  stay.  In  a  way  I  am  a  boss 
myself  and  I  would  like  to  see  eveiy  man  in  the 
same  position  give  each  of  his  employes  a  clear 
understanding  as  to  his  opportunities  for  advance- 
ment in  that  business.  Many  a  man  owes  his 
success  to  the  step  which  took  him  out  of  a  position 


"I  eoukl  see  that  the  customer  was  irritated.     He 
hought  a  coat,  but  we  haven't  seen  him  since." 

that   was  easy   and   comfortal)le  but  which   seemed 
quite  hopeless  as  to  the  future. 


The  Boss  with  a  Hobby 

Editor  Men's  Wear  Review. — This  is  a  pointer 
for  the  boss  with  a  perpetual  hobby.  I  was  em- 
ployed in  a  store  where  the  boss  showed  a  marked 
preference  for  one  particular  department.  He  spent 
most  of  his  time  in  it,  he  bought  the  goods  for  it 
and,  in  short,  gave  it  more  con.sideration  than  any 
other  section  of  the  store.  That  department  ahvays 
got  the  choicest  windows,  the  greatest  amount  of 
advertising  space,  the  choicest  of  everything,  and  as 
a  result  the  heads  of  other  departments  did  not  like 
it.  They  entered  a  protest,  with  the  result  that  the 
boss  became  a  little  more  impartial,  but  he  sacrificed 
none  of  his  attachment  to  that  one  department.  It 
seemed  to  me  at  that  time  that  a  boss  should  not 
allow  his  employes  to  "feel  that  he  is  hobbyizing  one 
part  of  his  business  tO'  the  possible  detriment  of 
another,  or  so  as  to  cause  indifference  or  ill-feeling 
in  another. 
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Sure   Your   Property  Is   Fully   Insured? 

Merchant  can  make  his  own  rates  if  he  will  only  reduce  the  fire  risk  — 
Avoid  all  misunderstanding  on  the  wording  of  the  policy  —  Fifty  per  cent, 
of    fires    preventable  —  Short    term    policies    when   stocks    are    at     maximum 

For  the  "  Review,''   by  A.  E.   Edgar 


A  NEWS  item  in  The  Dry  Goods  Review  of 
Feb.  21  reads:  "At  the  recent  fire  in  Eaton's 
Toronto  store,  the  staff  fire-fighting  brigade 
was  on  hand  at  the  first  puff  of  smoke.  *  *  * 
The  question  is,  If  your  store  caught  fire  to-day  how 
many  of  your  staff  would  know  what  to  do  to  meet 
the  emergency  effectively?" 

In  the  same  issue  there  appeared  the  following 
wording  in  a  full  page  advertisement: — 

"FIRE  NOTICE.  On  January  19th  our  build- 
ing was  partially  destroyed  by  fire.  This  unfortunate 
incident  necessarily  delayed  us  somewhat  in  the  ship- 
ment of  orders  then  on  our  books." 

These  items  form  a  coincidence  that  can  hardly 
be  passed  over  without  comment.  Hence  the  follow- 
ing remarks  on  fire  insurance: 

Most  people  are  of  the  opinion  that  a  fire  insur- 
ance company  is  glad  to  accept  any  old  risk  as  long 
as  they  get  a  good  fat  premium  out  of  the  insured. 
This  is  not  in  accordance  with  their  practices,  for 
many  l)uildings  remain  uninsiured  because  the  insur- 
ance companies  will  not  undertake  the  risk  except  at 
a  prohibitive  rate. 

As  a  matter  of  fact  the  insurance  companies  would 
rather  accept  lower  premiums  and  have  the  insured 
use  the  most  approved  methods  in  building  and  in 
installing  fire-preventing  appliances. 

Insured  Can  Make  the  Rates. 

A  reliable  insurance  agent,  once  remarked :  "The 
insurance  rates  can  be  made  by  the  insured  if  they 
will  only  reduce  the  fire  risks.  The  co-insurance  of 
fire  protection  is  bid  for  at  high  prices  by  insurance 
companies,  their  bids  taking  the  form  of  liberal  al- 
lowances for  improvements  of  premises." 

An  insurance  underwriter  has  described  insur- 
ance as  "the  system,  or  machinery,  by  which  we,  as 
prudent  indi^dduals,  secure  peace  of  mind  and  im- 
munity from  losses  which  may  arise  from  certain 
contingencies  over  which  we  have  no  control." 

Prevention — Protection. 

One  man's  property  is  just  as  much  exposed  to  the 
risks  of  fire  as  another,  except  so  far  as  fire-preventing 
ideas  have  been  adopted.  The  merchant  should  not 
only  take  out  a  sufficient  amount  of  insurance  to  pro- 
tect him  from  loss  but  should  take  every  precaution 
to  prevent  any  such  loss. 

There  is  no  doubt  that  the  matter  of  fire  preven- 
tion is  of  more  importance  to-day  than  the  mere  se- 
curing of  fire  protection.  Not  one  merchant  in  a 
hundred  who  believes  himself  to  be  fully   insured 


ever  secures  enough  from  the  insurance  companies 
to  compensate  him  for  the  consequent  loss  of  business, 
worry  and  strain  and  general  set  back  the  business 
sustains  when  a  fire  occurs. 

Hiding  Material  Facts. 

In  making  an  application  for  fire  insurance  the 
merchant  should  see  that  it  is  properly  filled  out. 
Sometimes  Hhe  agent  fills  out  the  blank  and  takes  it 
to  the  merchant  to  sign.  If  a  merchant  hides  any 
material  fact  in  making  this  application  and  a  fire 
occurs  he  may  find  it  bard  to  collect.  This  is  not  be- 
cause the  insurance  company  does  not  wish  to  pay  its 
legitimate  losses,  but  because  the  hiding  of  facts  may 
have  made  a  difference  in  the  rate  to  be  charged. 

Any  insurance  agent  will  give  a  merchant  mak- 
ing application  for  insurance  what  is  known  as  an 
interim  receipt  for  the  amount  of  the  premium  paid 
so  that  the  merchant's  property  is  covered  by  insur- 
ance immediately.  This  receipt  holds  the  same  as  a 
policy  for  30  days,  or  until  replaced  by  a 
policy,  or  until  it  is  revoked  by  the  company,  which 
may  decline  to  accept  the  risk. 

A  fire  insurance  premium  is  payable  in  advance 
and  usually  annually. 

Short-Term   Policies. 

Short-term  policies  may  be  secured  at  any  time  to 
cover  an  extra  heavy  stock  and  should  be  made  use 
of  oftener  by  merchants  than  they  are. 

Claims  are  paid  on  satisfactory  proof  of  loss,  or 
damage  by  fire  and  water  being  made  to  the  com- 
pany. It  is  customary  for  a  company  to  print  the 
conchtions  of  the  policy  on  its  face  or  the  back.  One 
of  these  conditions  calls  for  an  immediate  notice  in 
writing  that  a  fire  has  taken  place,  so  that  their  asses- 
sor's may  proceed  at  once  to  ascertain  the  cause  and 
particulars  of  the  fire,  and  to  examine  in  detail  the 
statement  made  by  the  insured. 

Preserves  Proof  of  Insurance. 

It  is  best  not  to  keep  fire  insurance  policies  on 
tlie  premises  insured.  Fire  proof  safes  are  little  more 
than  heavy  iron  ovens  when  a  hot  fire  occurs  and 
sometimes  the  policies  are  reduced  to  a  cinder.  The 
policy  is  the  merchant's  proof  of  insurance  with  the 
company  and  is  best  deposited  in  some  other  place. 

The  Rochester,  N.Y.,  Chamber  of  Co'mmerce, 
sometime  ago  issued  a  booklet  on  "The  Prevention  of 
Fire." 

The  following  is  a  brief  synopsis  of  the  movst  im- 
portant points  touched  by  the  booklet: 

When  you  say  that  you  are  fully  insured,  how 
near  the  truth  are  you?     Your  store  and  your  stock 
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of  goods  comprise  just  about  oue-half  of  j'our  busi- 
ness. No  insurance  will  protect  you  from  the  loss  of 
your  trade. 

A  fire  in  your  store  may  prevent  your  meeting 
the  wants  of  those  accustomed  to  buy  from  you,  for  a 
period  of  three  or  four  weeks,  sometimes  much  longer. 
That  period  is  crucial. 

You  are  attacked  in  an  unprotected  point  and 
trade  friencMiips  formed  during  your  enforced  clos- 
ing nuay  mean  that  some  business  will  never  come 
back. 

Fifty  per  cent,  of  the  fires  are  preventable.  There 
is  no  vast  difference  between  the  stores  that  have  been 
burned  and  the  one  you  occupy.  You  may  be  con- 
fronted with  such  a  disaster  within  the  next  twenty- 
four  hours.  One  reason  for  these  fires  is  your  feeling 
that  there  is  no  reason  why  a  fire  should'  happen  to 
you. 

But  why  shouldn't  a  fire  occur  in  your  store? 
What  have  you  done,  what  are  you  doing,  that  would 
make  it  difficult  for  a  fire  to  start  in  your  premises? 
How  would  you  put  it  out  before  it  became  danger- 
ous? 

The  receiving  and  .shipping  departments  of  a  re- 
tail establishment  are  necessarily  filled  with  paper. 
Wrappings  are  taken  off  and  excelsior  unpacked  with 
the  goods.  Some  disposition  of  this  paper,  as  well  a.- 
the  sweepings  from  the  store  itself,  must  be  made 
that  will  allow  the  smallest  possible  chance  for  a  fire 
to  start.  Certainly  it  is  not  enough  that  snch  wasl'^ 
be  swept  into  a  corner  until  it  becomes  an  obstruction 

Furthermore,  it  should  never  be  exposed  to  fire 
from  the  outside.  Under  the  show-windows  there  are 
usually  small,  grated  windows  flush  with  the  side- 
walk, that  are  frequently  open  for  ventilation.  These 
windows  are  equally  open  to  receive  burning  cigars, 
cigarettes  and  matches  which  may  be  carelessly 
thrown  there  by  someone  passing.  A  fine  wire  screen 
should  protect  all  such  openings. 

Menance  of  Contagious  Fire. 

AVhen  the  store  is  as  safe  as  you  can  make  it  from 
inside  danger,  you  yet  have  the  menace  of  contagion. 
The  stores  on  both  sides  of  you,  above  or  below  you, 
all  represent  a  source  of  danger,  and  it  is  well  to  lie 
protected  as  much  as  possible.  Windows  in  areaways 
can  be  made  of  wire-glass  in  metal  frames,  elevator 
.shafts  should  be  enclosed  and  all  openings  in  floors 
should  be  similarly  protected. 

A  store  usually  depends  for  its  illumination  on 
electricty  or  gas.  If  the  wires  or  pipes  are  cut  or 
l)roken  the  place  will  be  dark.  After  you  have  been 
notified  of  a  fire  that  endangers  your  store  and  you 
arrive  in  time  to  save  some  valuable  papers  in  your 
safe — how  are  you  going  to  get  at  them?  Keep  a 
lantern  and  a  box  of  safety  matches  handy  near  the 
door;  you  do  not  know  when  you  may  need  them. 
See  that  they  are  in  good  working  conditions  by  fre- 
quent careful  in.spection. 


Clean  Cellars  and  Storerooms. 

The  cellars  and  storerooms  of  all  stores  should  be 
kept  as  clean  and  orderly  as  the  store  itself.  Should 
firemen  have  to  go  through  your  cellar  to-night  would 
they  have  to  stumble  over  old  lumber  and  packing 
cases,  or  is  there  a  clear  passageway  through  the 
centre?  Help  the  firemen  as  much  as  possible  and  by 
keeping  things  orderly  vou  may  i^ven  help  in  saving 
life. 

Every  word  of  the  policy  should  be  carefully 
weighed,  especially  the  provisions  printed  in  the 
smallest  of  type.  The  "rider"  should  receive  especial 
attention  and  unless  it  describes  the  property  being 
insured,  in  a  manner  that  cannot  be  mistaken,  it 
should  be  changed  until  it  does.  The  insurance  com- 
pany must  do  this  because  any  changes  made  in  the 
policy  by  the  insured  would  invalidate  it,  or  at  least 
be  of  no  legal  value. 

The  rider  should  omit  nothing  that  is  essential  to 
properly  and  perfectly  describe  the  property  insured. 
A  careful  reading  of  the  body  of  the  policy  will  take 
but  a  few  moments  and  will  make  clear  that  while 
certain  kinds  of  property  are  not  insured  by  the  com- 
pany under  any  circumstances,  there  are  other  kinds 
of  property  that  are  insured  only  when  they  are  speci- 
fically mentioned.  Under  this  heading  are  usually 
to  be  found  such  property  as  awnings,  signs,  pictures 
and  other  store  and  office  equipment,  tools,  imple- 
ments, dies,  models,  patterns,  drawings,  firm  mem- 
bers' or  employes'  wearing  apparel  and  others.  If 
these  are  to  be  insured  they  must  be  .specifically  men- 
tioned. 

Ascertaining  the  Limit. 

It  is  customary  for  an  insurance  company  to  allow 
the  merchant  to  place  any  reasonable  amount  of  in- 
surance on  his  property.  For  this  reason  the  mer- 
chant must  secure  from  the  company  permission  to 
place  any  further  insurance  upon  the  property.  It 
is  best  for  the  merchant  to  estimate  the  highest 
amount  of  insurance  he  would  carry  on  his  stock 
when  it  is  at  its  largest  and  have  the  following  word- 
ing embodied  in  all  his  policies:  "Further  concurrent 
insurance  to  the  amount  of  (here  state  the  amount) 
allowed,"  and  then  do  not  go  beyond  that  liim't  with- 
out notifying  the  companies  of  the  increase. 

The  taking  of  chances  has  no  place  in  business. 
Busine&s  methods  may  be  aptly  described  as  the  sys- 
tematic working  towards  the  elimination  of  chance. 
Yet  retail  merchants  in  all  walks  of  life  are  more 
often  g"uilty  of  taking  chances  in  the  matter  of  fire 
protection  and  fire  prevention  than  in  any  other.  It 
is  strange  that  this  should  be  so.  The  fire  danger  i-^ 
ever  imminent. 

A  merchant  owes  it  to  his  creditors  to  keep  insured 
in  a  sufficient  sum  to  protect  them  from  loss  shouM 
liis  property  be  destroyed.  He  then  owes  it  to  him- 
self to  have  a  little  additional  protection  for  himself. 
Look  well  to  your  iiisiu'ance.  It  is  better  to  be  sure 
than  sorry. 


M 


NECKWEAR  AND  ACCESSORIES 


:3r 


f(B 


xc 


Gi 


Towards   Better   Business 

Many  changes  during  the   past   ten   years 

which  have  vastly  improved  conditions  in 

the  neckwear  market  —  Quick  turnover  at 

good  profit  —  The  new  weaves. 

THERE  has  been  marked  development  in  neck- 
wear manufacture  and  in  methods  of  merclian- 
dising  during  the  past  ten  years.  The  retail  buyer's 
viewpoint  has  also  changed  consideral)ly,  as  well  as 
merchandising  ideas,  and  the  result  is  that  neckwear 
has  become  one  of  the  strongest  departments  in  the 
men's  wear  store.  Frequent  change  in  designs,  the 
extent  to  which  manufacturers  apply  themselves  in 
securing  lines  which  they  know  will  sell,  the  little 
outlay  necessary  in  effective  advertising;  all  these 
things  have  made  for  rapid  turnover  at  fair  profit. 

Sampling  Methods  Improved. 

The  sampling  of  neckwear  by  the  manufacturer, 
in  order  to  demonstrate  the  goods  to  the  retailer,  is 
now  done  on  an  entirely  different  basis.  In  former 
years  tlie  neckwear  traveler's  swatches  consisted  of 
pieces  of  each  design,  sometimes  about  ten  inches 
scjuare,  with  still  smaller  portions  attached  to  show 
the  color  range.  As  compared  with  the  plan  in  use 
nowadays,  the  old  idea  was  a  poor  sales  medium. 
Then,  too,  the  merchant,  on  examining  the  color 
range,  of  a  single  swatch  would  probably  order 
derbies  in  one  color,  bows  in  another,  string  ties 
from  a  third  and  so  on,  until  that  design  would  be 
represented  in  every  i^tyle  of  tie,  but  very  often  each 
type  would  have  a  different  color. 

At  the  present  time  the  manufacturer  goes  to  the 
trade  with  swatches,  say  8  inches  by  24  inches,  and 
each  color  will  be  shown  in  the  same  size  sample. 
This  gives  the  buyer  a  far  better  idea  as  to  color 
effects.  The  strong  popularity  of  the  derby  or  four- 
in-hand  has  also  made  it  advisable  to  specialize  in 
fabrics  specially  suitable  for  this  type,  and  hence 
there  is  no  such  thing  as  ordering  a  range  of  styles 
from  the  same  swatches.  It  can  almost  be  said  that 
for  each  kind  of  tie  there  is  an  appropriate  weave. 

Naturally,  there  were  large  quantities  of  fabric 
wasted  in  selling  l)y  small-sized  swatches  and  patches 


for  color  matching.  Nowadays,  while  a  manufac- 
turer finds  that  his  swatches  will  amount  to  upwards 
of  10,000  yards  of  fabric,  from  each  sample  he  can 
make  a  tie  and  this  gives  him  an  excellent  end-of- 
the-season  article  for  jobbing  purposes. 

Fabktc   Selection   a   Fine  Art. 

Neckwear  fabric  selection  has  practically  become 
a  commercial  fine  art.  A  manufacturer  concerns 
himself  about  a  season's  designs  months  in  advance. 
He  has  many  ideas  of  his  own  to  work  out  and  these 
he  submits  to  fabric  manufacturers.  This  explains 
regular  trips  to  Europe.  Not  only  does  the  neck- 
wear manufacturer  want  to  see  the  latest  weaves,  but 
he  also  desires  to  secure  a  more  practical  idea  of  de- 
signs which  are  for  the  most  part  his  own  conception. 
Sometimes  he  secures  an  idea  from  a  retailer  who 
has  gleaned  something  from  a  customer's  prefer- 
ences, but  as  a  rule  it  is  to  the  manufacturers  only 
that  the  men's  wear  dealer  must  look  for  the  selling 
standards  of  his  neckwear.  He  need  have  little 
apprehension  on  this  score  for  the  competition  is  so 
keen  that  productions  have  to  be  acceptable. 


Knitted  ties  of  pure  silk,  showing  how  the  diagonal  bar 

and  shot  effects  are  worked  out. — Seward  Bros., 

manufacturers'  agents.  Montreal. 
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Two  Hundred  and  Three 


totally    different    combinations    in 


BORDER  ENDS 


Our  Salesmen  will  be  showing'  the  above 
range  when  this  issue  reaches  you. 
Don't  overlook  asking  to  see  our  new 
ground  weaves  in  Zibeline,  Diagonal 
Reps,  and  Bara  Reps.  These  Silks  are 
absolutely  pin  proof. 

We  have  designed  special  borders  for 
these  weaves  in  Satin  stripes,  Canelle 
stripes,  Roman  stripes,  and  several  other 
combinations. 

These  Silks  are  made  into  Bias,  or 
straight  Derbys,  showing  the  borders  in 
either  case. 

We  would  call  special  attention  to 
our  Zibeline  Silk.  This  we  have 
confined  to  us  for  Canada.  It  is  a  crepe 
covered  cloth  and  cannot  show  a  pin 
hole.      Ask  to  see  this  weave. 


The  Sword  Neckwear  Company,  Limited 

TORONTO  ONTARIO 
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Color  Harmony  Strong  Selling  Factor. 

Then,  too,  there  have  been  marked  changes  in 
methods  of  merchandising.  Color  symphonies  in 
windoAV  display  were  practically  unheard  of  ten  years 
ago.  The  traveling  salesman  who  suggested  to  a 
merchant  that  he  run  a  solid  window  of  red  ties 
\A'as  regarded  as  insane.  The  merchant  took  the 
ground  in  those  days  that  every  section  of  his  stock 
had  to  be  represented  in  his  window  display  and  the 
amount  of  practical  art  shown  in  the  arrangement 
of  these  goods  was  not  always  a  matter  for  serious 
thought.  Nevertheless,  the  man  who  did  try  out 
the  window  of  solid  reds  sold  more  of  that  color  in 
one  week  than  he  previously  did  in  a  year,  and 
other  shops  took  up  the  idea  so  rapidly  that  it  creat- 
ed a  great  scurry  not  only  for  reds  but  for  other 
colors  that  lent  themselves  to  striking  window  effects. 
To-day  one  of  the  basic  principles  of  window  display 
is  color  harmony,  and  instead  of  conglomerate  mass- 


Laiest  novelties  in  import- 
edlhand-fiame  knitted  ties. 
Shown  by  E.  &  S.  Currie, 
Toronto. 


ing,  the  specializing  idea  has  been  applied  to  window 
advertising  as  the  best  medium  of  rapid  turnover. 
Very  often  it  is  found  that  one  dealer  will  develop 
a  run  on  one  special  color  or  design  by  the  manner 
in  which  he  mani])ulates  his  displays.  At  the  same 
time  there  has  been  a  strong  development  in  Itett^^r 
lines. 

Fine  Ranges  for  Next  Season. 

For  the  Spring  and  Summer  season  lines  of  neck- 
wear are  being  prepared  which  should  render  display 
effective  and  salesmanship  easy.  There  is  nothing 
gaudy  about  the  designs.  The  color  contrasts  worked 
out  in  bar,  Ijorder,  or  diagonal  stripes  will  meet  the 
demand  for  neat  medium  effects.  Considerable 
prominence  has  been  given  to  Roman  stripe  treat- 
ments in  Ijorder  ends  and  in  panels  so  spaced  that  the 


adjustment  of  the  knot  is  important  if  the  design  is 
to  be  brought  out  to  advantage.  Thus  a  group  of 
stripes  will  serve  as  a  Ijorder  for  the  tie  and  will  be 
repeated  to  come  immediately  below  or  within  the 
knot.  Some  very  beautiful  effects  are  seen  in  diag- 
onal and  satin  reps,  in  zibilenes,  and  in  work  weaves. 
There  is  noticeable,  throughout  the  different  ranges, 
a  strong  tendency  in  favor  of  shot,  shimmering  or 
veiled  effects.  The  plain  ground  is  the  thing,  and 
though  the  various  stripe  treatments  will  undoubted- 
ly have  the  greater  call,  the  Summer  trade  will  see 
a  strong  demand  for  all-plain  weaves.  The  season's 
basic  colors  are  purple,  gold,  scarlet,  Polly  green,  two 
shades  of  blue,  one  an  Alice  and  the  other  on  the 
royal  order,  grey,  tan  and  browns.  Champagne  is  a 
tone  that  has  taken  well  for  the  Easter  trade.  A  very 
fine  range  of  fabrics  is  also  shown  for  paddle-end 
ties  which  promise  to  do  well  this  season.  Hem 
pleat,  bordered  end  designs  will  undoubtedly  be 
popular. 

The  neglige  collars  and  tie  business  this  Summer 
will  undoubtedly  be  heavy  and  manufacturers  are 
preparing  lines  from  fancy  .shirtings  in  which  collar 
and  tie  are  made  to  match.  Thus  it  will  be  seen 
that  the  neckwear  houses  are  interpreting  the  sea- 
son's opportunity  as  one  in  which  the  harmony  of 
collar  and  tie  is  of  greater  importance,  while  the 
.shirt  manufacturers  have  it  that  the  point  of  har- 
mony is  between  all  three — collar,  shirt  and  tie. 
Judging  from  the  demand  in  both  quarters,  how- 
ever, both  stand  on  safe  ground. 

Specialization  is  becoming  a  great  factor  in  neck- 
wear selling.  It  would  appear  that  the  manufacturer 
who  can  "hitch  his  wagon"  to  this  kind  of  star  has 
much  to  gain.  During  the  past  few  months  there 
has  been  some  instance  of  this  kind  of  business. 
Certain  fabrics  have  been  advertised  in  street  cars, 
newspapers,  in  every  conceivable  way  to  consumer 
and  to  retailer,  and  the  result  has  been  a  remarkable 
run  in  these  lines.  In  some  cases  it  has  been  with 
difficulty  that  manufacturers  have  kept  pace  with  the 
demand.  There  will  undoubtedly  be  still  further 
development  along  this  line. 

It  is  also  strikingly  evident  that  neckwear  fabric 
manufacture  is  receiving  very  close  attention  in 
Europe.  A  weave  that  has  recently  made  its  appear- 
ance and  which  has  deceived  many,  though  by  no 
means  misrepresented,  is  composed  of  wood  fibre  and 
cotton.  Some  very  choice  patterns  have  been  worked 
out  in  this  material  and  offered  to  the  trade  as  a 
50-cent  line.  It  certainly  stands  the  dealer  a  good 
margin  of  profit.  Some  buyers  have  e-xpre.s.sed  the 
conviction  that  they  could  handle  these  goods  as  a 
$1  line.     The  fabric  wears  well  and  retains  its  tone. 


Dry  Goods  Review 


MEN'.S     WEAR    REVIEW 


97 


CHESTER  GARTERS! 


I 


WOVENFIT 


TRIANGLE 


Here  are  the 
suspen  ders 
that  are  really 
better — 


Chester 
Suspenders 


Chester 

Wovenfit 

Garter 


The  \veb  is  woven   in 
a  curve — sets  better  on 
the   leg    than    straight 
web  possibly  can.    Bet- 
ter   for   summer   than 
the    pad    type,    because 
cooler  and  better  fitting. 
A  prestige  builder,  because 
the  cleverest  garter  made. 


Chester 

Triangle 

Garter 

This  type  has  upset 
all    garter  tradition. 
Made  of  moisture-proof 
material,   it    keeps   its 
shape  and  never  wears 
ragged.     Its   appearance 
is  elegant;    its  detail  is 
faultless.      It's   an   easy 
seller. 


Chester  Two-Clasp  Garter 

Its  value  is  likely  to  be  underestimated,  but  a 

garter  that  prevents  wrinkles  at   the  ankles 

when    low  cut  shoes   are    worn,    has   real 

utility   and    is    worth    taking   up.      This 

affords  a  chance  for  a  merchant  to  do 

a  favor  to  his  customer. 


The  Chester  Garter  Clasp  is  self -open 
ing  when  off  the  leg  and  self-locking 
when  on.      The  flattest  clasp  made. 
No  metal  touches  the  leg. 


You  will  not    find   any 
others    with    such    strik 
ing    selling    points:    Pat- 
ented   Inserted,    seamless, 
woven  -  back    button  -  holes 
are    the    only    button-holes 
that    distribute    the    strain 
over    the    web.       "Chester" 
Castoffs  are  chemically  hard- 
ened— they    wear    like    iron. 

$4.00  and  $4.50  a 
Dozen 

Write  for  a  Trial  Dozen 


Price  $2.25 

FOR    EACH    MODEL 


Halls  Limited 


BROCKVILLE, 


Winnipeg  Warehouse, 
148  Princess  St. 


What 
About 
LEATHER 
BELTS  ? 


■7 


We  make  the  kind  that 

sell  —  Smart,     snappy, 

stylish  belts — in    all    the 

most    wanted    colors    and 

shapes.        Leather    Belts 

should    not   be    a   side  line, 

but  a    Summer    Staple    and 

one    of  the    best  sellers  in  a 

haberdasher's    during    hot 

weather. 

The  whole  secret  of  making 
money  on  belts  is  to  handle 
the  line  that  men   like. 

You  have  a  sure  trade-winner 
and  a  steady  money-maker 
in   Chester   Leather  Belts. 

Write  for  Samples  and 
Prices 


TWO      CLASP 
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The  sixty-foot  front  of  the  Begg  &  Shannon  men's  wear  store,   Hamilton.    These  windows  and    the    outside   display 
cases  are  changed  at  least  once  and  sometimes  twice  a  weeli. 


Good  Value  Out  of  60-ft.  Display  Front 

Begg  &  Shannon's  windows  are  supplemented  by  five  outside  show  cases 
—  An  effective  Spring  display  by  Fred  C.  Petrie  —  Fixtures  and  cards 
from    the    trimmer's    own    design — A    C.W.T.A.    man    who    is    making    good 


"We  have  a  sixty  foot  frontage  with  windows  seven 
feet  deep  and  five  outside  show  cases.  I  change  all  of  these 
at  least  once  a  week  and  often  twice.  I  also  attend  to  all 
interior  cases  and  ledge  trims  and  try  to  keep  something 
different  before  the  public  at  all  times." — F.  C.  Petrie, 
window  trimmer  for  Begg  &  Shannon,  Hamilton. 

SEVERAL  very  interesting  views  of  the  Begg 
&  Shannon  men's  wear  store,  Hamilton,  are 
illustrated  here.  One  of  the  entire  front 
sliows  an  effective  use  of  outside  display  cases.  One 
stands  in  the  centre  of  the  main  entrance  and  there 
are  four  others,  all  containing  neat,  attractive  trims. 
Another  view  shows  the  enthusiastic  reception 
accorded  Buster  Brown  and  his  dog  Tige,  which 
were  the  central  figures  in  a  special  event  featured 
l»y  the  Begg  &  Shannon  store.  A  third  view,  with 
photo  of  F.  C.  Petrie,  the  window  trimmer  inset, 
shows  the  details  of  the  store  entrance  and  conveys 
some  idea  of  the  unique  use  of  catchy  phrasing  in 
window  and  awning  signs.  In  the  "Sale  of  All 
Ages"  the  store  emphasized  the  fact  that  they  were 
in  a  unique  position  to  meet  the  clothing  require- 
ments of  every  member  of  the  connnunity  no  matter 
how  young  or  how  advanced  in  years,  while  the 
awning  sign,  "Get  Begg  and  Shannonized,"  evident- 
ly describes  none  other  than  the  agreeable  sensation 
which  accompanies  a  purchase  at  this  store. 

The  large  window  display  by  Fred  C.  Petrie  has 
for  a  background  four  good  sized  mirrors,  two  at  the 
back  of  the  window  and  one  at  each  end.  Around 
these  mirrors  and  including  all  the  background,  are 
boards  covered  with  tan  felt.  In  front  of  each 
mirror  and  opened  slightly  a  pair  of  gates  are 
hinged  and  stained  a  very  light  tan.  These  gates 
'ire   then    lightly   covered   with   long  sprays   of   red 


roses.  In  tlie  centre  of  the  window,  hanging  from 
the  ceiling,  a  large,  tan  glass  electric  dome  is  hung. 
At  each  end  of  the  window  a  library  lamp  may  be 
seen  on  a  small  table.  In  the  centre  of  the  window 
a  library  table  and  two  chairs  are  placed  which  were 
used  to  display  some  furnishings  and  hats.  Only 
two  forms  are  used  in  this  display.  All  of  the  fix- 
tures are  either  tan  or  brown  and  are  of  wood  after 
Mr.  Petrie's  own  design.  ^Yhh  the  exception  of 
collars,  every  other  article  shown  in  this  is  either 
tan  or  brown.  At  the  Itack  and  sides  along  the  top 
of  the  window  are  some  den  or  library  pictures.  On 
a  level  with  the  eye  at  the  front  end  of  each  window 
has  been  arranged  a  new  place  for  a  fancy  display 
card  and  one  which  does  not  interfere  witli  the 
goods  displayed. 


Mr.  Petrie  has  lieeii  connected  with  the  men's 
wear  business  for  the  past  twelve  years,  his  experi- 
ence covering  every  department,  including  window 
trimming  and  advertising. 

"I  have  always  shown  a  preference  for  the  de- 
partment known  as  furnishings,"  he  states,  "but  I 
had  the  desire  to  acquire  a  knowledge  of  all  the  other 
branches  and  to  do  so  it  was^  necessary  for  me  to 
make  several  changes,  as  the  department  store  busi- 
ness never  appealed  to  me.  While  changes  are  not 
always  desirable  there  is  generally  a  great  deal  of 
good  business  training  to  be  gained  through  them 
and,  personally,  I  have  found  this  training  very 
profitable. 

"My  most  valuable  experience,  before  taking  my 
present  position,  I  acquired  when  with  Dunfield  & 
Co.  and  Fairweathers,  Limited,  Toronto;  also  in  my 
(Concluded   on   page   108.) 
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AiTangement  of  main   cntiance   Bcgg  &  Shannon  store,  Hamilton.     The  vestibule  has  displays  on  each  side 
and  there  is  a  case   for  unit  trims  in  centre.    In.set  is  photo  of  E.   C.  Petrie,  the  window  trimmer. 


An  event  that  interested  everybody  in   particular  ami  the  young  jicople   in  general, 
and   his  dog  Tige  at  Hegg  &  Shannon  store,   Hamilton. 


Arrival  of  liuster   Brown 


An  early  Spring  display  of  men's  wear  that  sold  the  goods.     See  article  for  description.     By  E.  C.  Pelrie, 

for  Begg  &  Shannon   Hamilton. 

Women   an   Important   Buying   Factor 

In    some   lines    of    men's    wear    selections    made    by    men    are   in     the     min- 
ority —  How    it    figures    out    in    the    Eaton   Toronto   department  —  Influence 
of    the    openings  —  Importance    of    more    exclusive    toggery    shop. 


A  VIEW  of  the  main  aisle  in  the  men's  clothing 
section  of  Eaton's  Toronto  store  is  given  here. 
It  shows  the  general  decorative  scheme  adopted  for 
the  Spring  openings.  The  pillars  along  this  aisle  are 
covered  in  imitation  of  bark  and  branches  twined 
with  apple  blossoms  are  held  in  position  by  sockets 
made  for  the  purpose,  extend  over  the  aisles,  creating 
a  most  Springlike  appearance.  The  effect  was 
heightened  by  the  warbling  of  canaries  in  tiny  cages 
placed  among  the  boughs. 

Influence  of  Openings. 

A  question  that  will  arise  here  is,  to  what  extent 
does  an  opening  such  as  this  assist  the  men's  wear 
department?  Probably  the  question  could  have 
Ijeen  answered  more  satisfactorily  had  the  Eaton 
openings  been  held  at  a  time  when  the  temperature 
was  more  favorable  to  the  buying  of  men's  wear  lines 
for  Spring.  Then  again  this  department  was  not 
featured  strongly  in  comparison  with  women's  ready- 
to-wear  garments  and  millinery.  The  view  shows, 
however,  that  garments  were  well  displayed  on  tables 
along  the  main  aisle.  Every  line  was  well  laid  for 
business  and  the  report  is  that  the  occasion  created 
an  unusual  enquiry.  It  was  noted  by  observers  that 
while  the  vast  majority  of  those  attracted  by  the 
openings  were  women,  the  enquiry  in  the  boys'  and 
men's  clothing  section  also  came  from  the  same 
source,  with  the  exception  of  Saturdays,  when  men 
were  out  in  force. 


What  percentage  of  the  buying  in  a  department 
such  as  this  is  clone  by  women?  Enquiry  goes  to 
show  that  in  the  boys'  department  fully  75  per  cent, 
of  the  purchases  are  made  by  women,  and  that  of 
this  number  probably  one-half  also  brings  out  the 
man  of  the  house  and  other  members  of  the  family. 
In  the  men's  clothing  department  it  is  estimated 
that,  in  about  20  per  cent,  of  the  purchases,  "there 
is  a  woman  in  it,"  or  in  other  words  the  purchaser 
is  accompanied  by  his  wife  or  other  feminine  auth- 
ority who  constitutes  the  court  of  appeal  on  perplex- 
ing sartorial  questions. 

Heavy   Buyers    of   Underwear. 

In  the  underwear  section  women  again  buy  about 
70  per  cent.,  while  on  the  nightshirt  question  women 
seem  to  hold  a  position  of  almost  absolute  authority. 
Where  it  is  pyjamas,  however,  the  men  come  in  for 
a  larger  share  of  personal  selection.  When  shirts 
are  the  subject  women  are  heavy  purchasers,  especi- 
ally on  the  cheaper  lines — probably  50  per  cent. — 
but  in  the  higher  grades  the  men  have  the  field 
pretty  much  to  themselves. 

Here  is  where  an  interesting  thing  is  noticed. 
When  a  man's  purse  is  limited  and  he  must  neces- 
sarily purchase  the  cheaper  lines,  selections  are  in 
the  majority  of  cases  made  by  his  wife.  The  man  is 
working  all  day  and  cannot  conveniently  get  down 
town  in  the  day  time  to  purchase.  This  fact  also 
explains  how  it  is  that  some  of  the  smaller  stores  in 
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^    XV 


Out  in  front 

in  the  race  for 

sales 

MARATHON  SOX  are  really  satis- 
factory fine  gauge  cotton  half  hose 
that  you  can  recommend  to  your  cus- 
tomers for  fit,  appearance  and  wearing 
qualities  as  unhesitatingly  as  you  can 
the  highest  priced  style  half  hose  you 
stock. 

They  are  made  to  sell  at  a  price  which 
the  average  man  who  comes  into  your 
store  likes  to  pay.  See  that  your  stock 
in  sizesand  colors  in  Marathon  forSpring 
is  complete, and  you  can  besure  that  you 
are  giving  your  patrons  the  utmost  in 
half  hose  value.     It  will  pay  you. 

L^o'clest  Hosiery  I^Wiufe.cturer5  m    GMi^d'a^ 


YOUR  WHOLESALE 

HOUSE  CARRIES    THE 

GENUINE.     LOOK  FOR 

THE  NAME 

" MARATHON "  ON 

THE  FOOT. 


E.H.VV^ALSH  6s  CO. 
SOLE    SELLING  AGENTS 


TORONTO.MONTREAL 
AND     WINNIPEG. 
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outlying  portions  of  a  city  such  as  Toronto  do  con- 
siderable business  by  remaining  open  at  nigiit. 

But  when  a  man  lias  no  very  serious  concern 
about  the  amount  he  spends  in  shirts,  but  insists  on 
having  a  better  article,  he  has  tastes  of  his  own,  and 
can  generally  get  away  from  the  office  to  make  liis 
selections. 

This  is  one  thing  that  explains  Eaton's  toggery 
shop.  A  special  department  or  store  with  separate 
entrance  from  the  street  and  another  from  the  large 
men's  wear  floor,  where  the  grades  from  medium  to 
high  i)rice  in  men's  furnishings  are  carried.  Here 
the  bulk  of  the  purchasing  is  done  by  men. 

The  point  is  worthy  of  note,  however,  that  any- 
thing calculated  to  attract  women  to  the  men's  wear 
department  seems  to  be  worth  while. 

Method  in  Arrangement. 

The  Eaton  men's  wear  department  occupies  a 
space  150  feet  wide  by  180  feet  long.  There  are 
two  direct  entrances  from  Queen  street  and,  in 
arranging  the  stock,  consideration  was  given  to  the 
fact  that  there  are  lines  which  mu.«t  have  certain 
selling  positions,  or  for  which,  to  try  on  and  pur- 
chase, men  are  loath  to  run  the  guantlet  of  a  host 
of  other  departments  in  which  they  are  not  interest- 
ed. HatiS  and  men's  clothing,  therefore,  have  the 
choice  of  positions  near  the  entrances;  then  comes 
boy's  clothing,  a  department  which  has  increased 
tenfold  in  the  past  three  years;  then  underwear, 
sweater  coats,  hosiery,  shirts,  collars,  neckwear  and 


accessories.  In  the  average  men's  wear  store  the  last 
named  lines  have  first  |)lace,  but  it  must  be  remem- 
bered that  this  department  has  for  its  rear  boundary 
the  main  aisle  of  the  store  and  these  departments  are 
so  placed  as  to  be  easily  accessible  to  both  men  and 
women  buyers.  The  clothing  and  hats  have  a  more 
exclusive  men's   demand. 

There  are  150  salesmen  employed  in  the  Eaton 
department.  There  is  not  a  table,  a  wardrobe  or  a 
display  of  any  kind  that  is  not  open  to  the  most 
careful,  uninterrupted  inspection  by  the  buying  pub- 
lic. In  order  that  every  line  may  be  effectively  dis- 
played this  work  is  detailed  to  three  men  whose 
work  is  guided  largely  by  comsultation  with  depart- 
ment heads,  the  requirements  of  newspaper  adver- 
tising and  special  occasions. 

Men's     Coats     Selling 

Coon  coats  at  all  prices  are  selling  for  men's  wear. 
Orders  are  mo.st  freely  placed  in  the  Western  prov- 
inces where  the  warmth  of  these  coats  is  a  necessity. 
They  are  also  well  taken  by  the  farmers  all  over  the 
country,  and  are  offered  in  wider  range  of  prices 
than  probably  any  other  line  of  fur  on  the  market 
to-day.  A  coon  coat  may  be  retailed  under  normal 
circumstances  at  anywhere  from  forty  dollars  to 
three  hundred.  There  are  numl)ers  of  extra  hand- 
some cut  and  the  best  wearing  fur  to  retail  at  a 
hundred  dollars. 


View  of  main  aisle,  clothing  department,   Eaton  store,  Toronto.    Boughs,  entwined  with  apple  blossoms,  projected 
from  the  side  pillars  over  the  aisles,  producing  Springlike  efl'ect. 
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Re  sal  "Oz/tir/^^^   Shirts 

FOR    SMART     DRESSERS 

MADE    BY 

The  Regal  Shirt  Co.,  Limited 


HAMILTON 


ONTARIO 
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Spirit  of  Easter  Advertising 

Must  have  the  tone  and  the  sense   of  the 

season's  importance  —  Cultivate  the  early 

Spring  customer. 

THE  lily,  the  chick,  the  egg  and  the  rabbit  are 
the  emblems  of  the  Easter  season  and  will 
play  an  important  part  as  decorative  fea- 
tures in  all  kinds  of  advertising  during  the  next 
few  weeks.  Easter  is  an  occasion  of  rare  opportunity 
for  the  men's  wear  dealer,  and  on  his  advertising, 
his  displays  in  window  and  store  will  hinge  much 
of  the  success  of  this  season.  Let  him  ignore  the 
traditional  "signs  of  the  time"  if  he  so  desires,  he 
must  still  get  into  his  luessage  the  tone  and  the 
sense  which  appeals  to  the  universal  craving  for 
something  new.  The  great  factor  must  lie  empha- 
sized that  the  merchant  is  well  equipped  to  satisfy 
that  craving. 

==.^  I  EATON'S  DAJLY  STORE  NEWS  I  SH^ 


See  the  Great  Spring  rdshkHi  Exhibition  in  Mens  and  Boys'  GJothing 


|C^--r^?^^S;  i-^.JLfCrOH  C?_„l 


Striking  cuts,   brief,   appropriate  introduction,  a   practical 

forewoi'd  on  styles  and  fabrics,  and  tlie   prominence 

of  the  boys'  wear  section  are  features  of  the 

Eaton  advt.  that  are    worth    noting. 


Tt  is  no  time  for  half  measures  for  at  this,  of  all 
seasons  of  the  year,  the  neat  dresser  is  most  discrim- 
inating and  attaches  most  importance  to  the  know- 
ledge that  his  apparel  and  furnishings  are  right. 
Neither  can  the  merchant  afford  to  take  chances 
with  his  service.  Salesmen  must  be  enthusiastic  over 
the  new  goods,  mu.st  know  the  style  merit  of  lines 
they  are  introducing  and  in  taking  orders  must  see 
to  it  that  they  are  filled  to  the  letter. 

It  is  a  good  thing  to  bear  in  mind  that  the  pos- 
sible new  customer  becomes  a  most  important  propo- 
sition at  this  time  of  year.  The  man  who  has  his 
early  Spring  requirements  properly  attended  to  may 
reasonably  be  expected  to  remember  that  fact  for 
the  rest  of  the  year.  A  satisfied  Spring  customer 
generally  becomes  a  regular.  Likewise,  the  success 
of  this  season's  business  may  be  regarded  as  a  pretty 
fair  criterion  of  the  year's  record. 


Suggestions  for  Improved  Layout 

In  criticism  of  the  advertisement  submitted  to 
the  Review  by  W.  C.  Latimer,  Beaver,  some  sug- 
gested improvements  are  embodied  in  the  accom- 
panying layout.  In  the  introduction  of  his  adver- 
tisement the  writer  did  not  sufficiently  emphasize 
the  great  news  feature,  the  offering  of  his  stock  of 
overcoats  at  half  price.  In  the  rearrangement  it  will 
be  noted  how  this  big  item  has  been  played  up. 

"Half-price  Sale"  is  suggested  as  appropriate. 
"Overcoats,"  the  leading  feature,  is  brought  out 
strongly,  together  with  the  line  "one  day  only,"  and 
the  date.  These  are  of  equal  importance  and  should 
not  be  set  in  different  type.  The  underlining  is 
superfluous  and  detracts  from  the  general  layout. 
The  whole  story  should  be  told  in  the  headlines. 
The  reader  or  editorial  paragraph  should  give  the 
reason  why  and  should  follow  the  heading.  "Latim- 
er's Store  News"  is  striving  for  an  equal  place  with 
the  heading  and  is  really  unimportant. 

The  three-line  reader  below  the  editorial  (1)  gives 
prominence  to.  one  of  the  leaders  of  the  sale.  No.  2 
should  follow  with  description,  quoting  a  strong 
price  inducement. 

The  advertisement  is  somewhat  of  a  jumble  so 
far  as  departments  are  concerned.     It  suggests  the 
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TAYLOR-MADE  RACK  SYSTEM 


The  Rack  Filled 


Double  Bar  Rack  Double  Bar  Rack 

Made  of  Polished  Steel  Tubing  Made  of  Oxydized  Steel  Tubing 

6  feet  long,  6  posts,           -          $10.50  6  feet  long,  6  posts,           -          $13.00 

8    "        "      6     "          -         -      $11.50  8    "       "      6     "           -         -      $14.00 

10    "        "      6     "                -          $12.50  10    "        "      6     '•                -          $15.00 

Suit  Racks  5  ft.  high.    Overcoat  Racks  6  ft.  high. 


Neat  and  Durable 


No.  331B,  Combination  Suit  Hanger, 
inserted  trouser  bar,  $7.50  per  100 
No.  33,  Same  without  bar, 

$6.50  per  100 
No.  331B,  Boys''  15  ins.  wide 

$7.50  per  100 
No.  39  B,  Overcoat  Hanger,  with  in- 
serted bar,  for  extra  size  suits, 

$8.50  per  100 
No.  39,  Same  without  bar, 

$7.50  per  100 


No.  64,  Combination  Suit  Hanger  with 
wire  attachment  to  prevent  trousers 
from  slipping  off,  $9.00  per  100 


No.  74  B,   Combination    Suit    Manger, 
$15.00  per  100 


MAIL  ORDERS  PROMPTLY  FILLED 
All  Racks  on  Ball  Socket  Rollers,  Shipped  K.D.,  Crated 

THE  TAYLOR  MANUFACTURING   CO. 


82  Queen  St.  North         HAMILTON,  ONTARIO 


Phone  3550 
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Sr.^~i  EATON'S   DAILY  STORE   NEWS  I  H:-^C= 

v'j.-'  ■  Worthy  of  Note  is  this  Superb  Showing  of  EATON     ^V'^ 


V  ... 


BRAND  Clothing  in  the  Grand  Spring  Display 


Mothers!  Your  Attention  as  to  Boys'  Spring  Suits  and  Reefers 
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;^      ^*T.  EATON  C°u.^. 

S-SIh: 

How  the  Katon  Toronto  store  announced  their  men's   wear 

opening,  emphasizing  destincti\e  qualities   in   separate 

paragraphs.      Section  addressed  to   mothers 

on  boys'  clotliing. 

"gTab-])ag"  variety  of  advertising.  A  rearrangement 
is  proposed  as  follows:  No.  8  in  the  sketch  gives  the 


list  of  men's  items;  No.  4  groups  the  bargains  in 
fabrics  by  the  yard ;  No.  5  and  6,  a  panel  with  lines 
showing  values  in  women's  wearables. 

A  note  from  the  shoe  section  emphasizes  some 
one  leader,  followed  by  No.  8  listing  men's  and  boys' 
articles;  No.  9  from  the  women's  and  children's 
sections;  Nos.  10,  11  and  12  completes  the  list  of 
offerings,  with  the  bargains  from  the  grocery  and 
crockery  departments.    No.  13  is  the  footnote. 

Rules  for  underlining  are  no  longer  used  and 
should  never  Ije  employed  except  on  rare  occasions 
and  to  no  extent,  for  they  break  up  an  advertisement 
and  make  it  unreadable.  The  heavy  black  border 
does  not  strengthen  the  advertisement  but  worries 
the  eye  and  keeps  the  reader  from  becoming  inter- 
ested in  the  matter.  There  are  too  many  items  and 
not  enough  detailed  description. 


Extracts  from  Live  Spring  Ads. 

You  get  class,  style,  quality  and  fit  always  in  a 
suit.  Come  in  and  see;  you're  cordially  wel- 
come. 

Fine,  pure,  all-thread  silk,  accordion  knitted  ties, 
in  fifteen  two-tone  effects.  The  kind  that  make  a 
very  small  knot. 

It  makes  no  difference  how  ambitious  you  are  in 
the  matter  of  di-ess.  there's  a  suit  in  our  showins;  for 


LATIMER'S    STORE    NEWS 
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LEAP  VE-VR  SALE  wu 


SPECIAL    SALE, 


THURSDAY.  MARCH  7th 

ONE  DAY  ONLY! 

THIS    SALK    OUK    WHOLE    STOCK    Ol- 

Men's  and  Boys'  Overcoats 

AboM  40  Mens  and  Boyi  Suits 
AT    HALI-PRICE— lOK   CASH   ONLY 
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Crockeni  Specials 


Lined    Urd.r»r, 


ALWAYS  UK  TO   DATE 
I'i.h  Synjp.  reg,  jot,  for  ....  96 


Romember  if  you  art  not  hare  oiriy  in  the  day  ^  ou  will  bo  dis- 
appointod  as  some  of  tlioie  linos  woro  picked  up  quickly  before 
KlIOI"    IN  THK    MORNING    IF   IH).SSIBI.l-; 

DEMEMIER  THE  0«TE     ME  D««  tllLV,  SPECIAL  PRICES 

W.  C.  Latimer,  beaverton 


An  advertisenient 
and  suggested  re- 
arrangement. The 
big  news  item  is  not 
made  strong  enough, 
d  e  pia  r  t  m  e  n  t  s  arc 
jumbled,  underlines 
and  border  are  con- 
fusing to  the  eye. 
Too  many  styles  of 
type  in  heading. 


U  ATI  MER'S  STORE  NEWS 

Half-PricGSak 

OF  men's  and  bots' 

OVERCOATS 

OnGDay  Only-Thursday 
—  MarchT^"— = 


AbOUTAO  MENS  AND  BOYS  SUITS 
ALSO  ON  SALE  AT  HALF-PRICE  FOR 
THE  ONE  DAY, FOR   CASH    ONLY 


Save  money  on&rocerves 

Glanca  OoxnWls  List 


eWOP   \N  T  we  MQRH\NCi     IFPOS&taLB- — 

W.C.LATIMER  Vn^r^.To 
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Growing  in  Popularity 

Every  Day 

''Laces  and  Braids  '        VHHI^HHHHHH      ''Laces  and  Braids  ** 

KNITTED      r         ^1      KNITTED 
TIES         fc^--     V    MUFFLERS 


The  ties  that 

are  different 


of  rich  and 

exclusive  design 


I  'HE  knitted  muffler  grew  more  m 
popularity  during  the  past  season  than 
ever  before,  that  is,  if  sales  were  any  criterion. 
This  is  due  to  the  fact  that  they  are  neater 
and  have  a  more  dressy  appearance  than 
the  bunglesome  padded  muffler  or  the  loose 
folded  handkerchief  style. 

The  stitch  brings  out  the  design  and 
richness  of  the  material  in  our  silk  knit 
scarf.  It  has  no  equal  in  Canada  at  the 
price.     Order  now  for  Fall  delivery. 


SNAPPY  KNITTED  TIES 

made  in  many  handsome  designs  and  color  combinations.  They  are  real  winners.  They're  value  every  inch 
of  them  and  will  take  with  your  best  trade.  See  our  representative  or  write  for  sample  order.  Mail  order 
will  receive  special  attention  and  a  good  selection  is  assured. 


The  Laces  and  Braids  Manufacturing  Co.,  Ltd. 


121  PRESCOTT  AVE. 


TORONTO 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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MEN'S     WEAK     REVIEW 


Dry   Oooih  Review 


.Spring    tiiiil    will    snlisly   ycjii    in    everv    I'especl    niid 

that,  too,  at  a  considerable  saving. 

»        »        •       ■ 

Going  away  or  staying  at  home,  you'll   need  a 

>uit  for  hot  days  that  will  he  dressy  and  cointVtrtalile. 

*  »        *     ' 

No  matter  how  tall   or  stout  you   are.  the  price 

remains  the  same. 

*  ♦        ♦ 

Rememlier  u\\v  gnai-anlcf.      W'c   uani    nou   In   he 

perfectly  satished.     If  nnl  Icll  ns  and  we'll  pi' ptly 

refund  your  money. 

-i  i  -i- 

Specially  fine  ^.s.sortment,s  of  hoys'  navy  ]»lue 
suits  for  confirmation  and  dressy  wear. 

»        «        » 

What  kind  (jf  suit  shall  I  get  this  season?  is  the 
([Uery  that  confronts  almost  every  man  to-day:  and 
if  complete  satisfacti<»n  in  style,  fit,  workmanslilp 
and  service  is  any  guide  in  tlie  choice,  our  clothing 
will  solve  the  pro'blem  foi-  any  man. — Eaton,  Tor- 
onto. 

»        »        » 

Every  garment  is  worsted  and  moulded  to  your 
shape — the  results  of  specialists  in  the  tailoring  ai't. 
— Simpson,  Toronto. 

»        •        • 

Mothers.  Your  attention  is  directed  to  boys' 
Spring  suits  and  reefers.  Just  as  carefully  selected 
and  displayed  is  the  most  l)eautifu]  and  comprehen- 
sive range  of  Spring  suits  for  boys  that  we  believe 
has  ever  been  shown  under  one  roof  in  Ontario. — 
Eaton,  Toronto. 

*  -*  ir^ 

Here  in  profusion  are  ^i^Qw  new  Sailor  suits,  Rus- 
.--ian  suits,  men-of-war  suits,  the  new  deck  suits  arul  a 
whole  list  of  dressy  and  stylish   (op  coats  for  little 

men. 

*  -*        •* 

New  negligee  shii'ts  foi'  Spring  in  corded  or  ]ilain 
materials,  in  inany  shades  and  slrijie  patterns. 

*  *         * 

Parents  well  know  the.  gi'cal  expense  boys"  clotii- 
ing  is,  but  [jrices  <ucli  as  these,  will  niatei-ially  reduce 
the  heavy  cost  of  li\ing. — IJIunienlbal,  Monti-eal. 

*  *         * 

Advance  sale  of  boy's  Spring  overcoats  and  reefers 
in  the  latest  narrow  wale,s  in  brown,  olive  and  grey 
shades,  handsomely  tailored  and  all  hand-made  gar- 
ments.— Blumenthal,   Montreal. 

*  *        * 

Our  late.'-t  importations  of  men's  new  Spring 
suits — in  many  stylish  pattern.s — reveals  that  tlie 
popular  sljades  again  trend  towards  brown  and  grey. 
— Morgan  &  Co.,  Montreal. 

*  *  ^: 

We  realize  that  every  stitch  in  these  clothes  will 
advertise  them  for  us  in  one  way  or  another,  so  we 
have  been  careful  that  no  poor  stitches  have  crept  in. 
— Goodwin's,  Montreal. 


Good  Value  Out  of  60   ft.    Display 

( (JtMicluded    from   jiage   UiS.j 

jjrevious  po.sition  with  A.  M.  Laidlaw  of  the  Eashiou- 
('raft  shop,  Peterboro,  where  1  had  the  nianagoment 
of  the  furnishings,  window  trimming  and  adxci'- 
tising. 

"While  I  have  always  had  consid^n'ahle  window 
a,nd  shop  trinmiing  to  do.  it  is  just  a  year  ago  that 
1  accepted  my  lirst  real  window-trimming  position 
with  Begg  &.  Shannon.  Like  other  changes  I  ha\e 
made  it  was  a  step  up  the  ladder  and  so  far  I  have 
been  succes.sful. 

"AVe  have  a  sixty-foot  frontage,  with  windows 
seven  feet  deep  and  five  outside  show  cases.  I  change^ 
all  of  these  at  least  once  a  week  and  often  twice.  1 
also  attend  to  all  interior  cases  and  ledge  trims  and 
try  to  keep  something  different  liefore  the  public  a( 
all   times. 

''With  reference  to  tlie  Spring  window  here  des- 
cribed, I  feel  well  rewarded  in  my  efforts,  for 
although  quite  early,  it  has  demonstrated  its  draw- 
ing power  and  caused  a  good  deal  of  favorable 
comment. 

"Our  cards  and  tickets  are  executed  from  my 
design  by  a  local  sign  company.  I  have  a  prefer- 
ence for  the  wooden  fixture  and  design  a  good  many 
of  those  which  T  have  used  in  this  citv." 


Develop  Boys'  Department 

lOditor  Men's  Wear  Review. — I  would  like  to  sec 
our  boss  devote  a  larger  .space  to  hoys'  wear.  We 
have  suggested  this  to  him  several  times,  but  his  ex- 
cuse is  tliat  the  bulk  of  the  business  is  done  by  mail 
order  and  that  competition  would  therefore  be  too 
strenuous.  W"e  all  think  Ave  could  make  a  large 
department  go.  It  woidd  bring  women  into  the 
store  and  thev  are  alwavs  "ood  buvers  of  men's  wear. 


WILL  HAVE  FAR-REACHING  EFFECTS. 
The  organization  of  the  Window  Trimmers' 
Association  will,  I  am  sure,  have  far-reaching 
effects  in  improving  the  appearance  of  stores,  iJi 
creating  a  demand  for  better  class  goods,  and 
also  in  educating  the  people  as  to  the  fashions  in 
vogue  from  season  to  season.  Never  was  a  more 
interesting  list  of  competition  arranged  than  that 
given  in  last  month's  Men's  Wear  Review.  It 
ought  to  bring  out  everything  that  is  best  in  the 
window  trimmer  of  to-day.  Art  in  itself  will  be 
more  closely  followed.  A  keen  and  friendly  fight 
will  be  the  order  of  the  day  from  now  till  con- 
vention, and  although  many  have  not  the  chance 
of  competing  against  the  larger  stores,  still  like 
myself,  they  must  feel  to  a  great  extent  honored 
in  being  classed  with  the  more  proficient  window 
trimmers  of  this  country. — F.  J.  Thompson,  win- 
dow trimmer  for  W.  E.  Maxwell,  St.  Thomas. 
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QUESTION  ?  ? 

Why  is  it  that  some  merchants  do  not 
feature 

PRESIDENT 
SUSPENDERS 

Many  simply  keep  a  box  or  two  in  stock 
that  sell  themselves,  all  on  account  of  iheir 
extraordinary  virtue.  Permit  us  to  give  you 
the  reasons  why  you  should  be  a  friend  ul 

PRESIDENT 
SUSPENDERS 

Best  Value  For  50c. 
Every  Pair  Guaranteed. 
5/8  of  all  Men  Wear  Them. 
Famous  Sliding  Cord. 
Easy  on  Buttons. 
No  Old  Stock. 

Last  Pair  in  Last  Box  Sells. 
Clerks  Lose  No  Time  Selling. 
Standard  Price,  $4.50  per  Doz- 
en, to  Large  or  Small  Stores. 

And  the  greatest  of  all  in  your  interest, 
Mr.  Merchant,  no  catalogue  house  or  de- 
partment store  will  be  permitted  to  sell 
them  less  than  50c. 


DOMINION    SUSPENDER    COMPANY 

NIAGARA  FALLS,        -        MAKERS 

Please  mention  The  Review  to  Advertiiers  and  Their  TraveUrt. 
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Chance    For    Third    Season 

spring  lingering  in  embrace  of  winter  gives 

merchant  rare  opportunity  —  The  new  soft 

hats  in  favor  —  Headwear  in  London. 

THE  hat  merchant,  it  would  appear,  has  Uttle 
reason  to  complain  of  the  protracted  cold 
weather  since  it  gives  him  an  excellent 
opportunity  to  introduce  a  third  season — one  mid- 
way of  the  winter  and  that  mild  Spring  weather 
when  people  "waver  on  the  brink  of  straws,"  as  one 
retailer  put  it.  The  season  is  one  in  which  the  trade 
has  found  an  excellent  opening  for  better  business 
in  all  lines — the  low  crown,  wide-brim  derby  styles 
and  the  new  soft  lines,  which  are  coming  to  be 
regarded  as  more  and  more  of  a  distinctively  Spring 
article.  These  hats  have  now  been  featured  long- 
enough  to  bring  about  the  elimination  of  freakish 
styles  which  always  make  their  appearance  when  a 
new  vogue  is  in  process  of  evolution.  Extreme 
features  in  scratch-up  and  velour  styles  are  now  pass- 
ing, and  a  medium  ground  has  been  taken  resulting 
in  a  soft,  silky  production  which  is  taking  exception- 
ally well,  greys,  bronze  and  slate  shades  having 
strong  position.  Hats  of  the  velour  and  wool  order 
have  been  taking  a  firm  hold  on  the  trade  and  it 
would  not  be  surprising  to  see  a  still  greater  develop- 
ment for  the  Fall  season.  As  in  hats,  so  in  caps,  the 
demand  is  for  well-balanced  eflfects  in  grey,  brown 
and  bronze  mixtures.  The  season  that  is  passing  has 
been  a  record  breaker  in  caps,  chiefly  of  those  styles 
particularly  adapted  for  cold  weather  wear. 

Headwear  in  London. 

Since  the  vogue  in  London  furnishes  much  of 
the  inspiration  for  the  hat  trade  on  this  continent, 
the  following  paragraphs  from  Men's  Wear  (Lon- 
don) relating  to  the  market  there  will  be  of  interest 
by  reason  of  the  advance  indications  "between  the 
lines"  :— 

This  soft  felt  hat  can  be  relied  upon  as  the  prin- 
cipal feature  of  the  coming  Spring  season.  Its  great 
popularity  throughout  the  past  twelve  months 
promises  to  be  eclipsed  in  a  month  or  two. 

Self  bands  (that  is,  bands  of  the  same  color  as 
the  hat  itself)  are  much  in  request,  whilst  hats  with 


contrasting  bands  are  very  attractive,  and  will  meet 
with  a  good  sale.  The  predominating  colors  in 
negligee  felts  this  Spring  will  be  greys  and  greens, 
with  a  fair  sprinkling  of  quiet  brown  designs. 

Austrian  velours  of  fine  quality,  and  plush 
negligee  hats,  continue  to  meet  with  a  very  good  de- 
mand in  the  better-end  of  the  trade.  (Ireens  and 
grey  shades  are  those  most  in  favor.  In  this  section, 
also,  beavers  are  being  sold  in  fair  nvnnl)ers. 

Boaters  will  follow  the  lines  of  last  year's  hat, 
with  a  brim  width  averaging  about  2%  inches  and  a 
depth  of  crown  ranging  around  2%  to  3  inches,  from 
which  readers  will  gather  that  the  wide-brimmed, 
lower-crowned  style  will  continue.  Cable  edges  will 
again  prevail  in  the  medium  and  lower  section,  with 
serrated  edges  more  to  the  front  in  the  high-class 
trade.     Ribbons  this  year  will  be  fairly  broad. 

The  principal  point  relative  to  "straws"  is,  of 
course,  the  shortage  in  the  supply  of  straw  plait — 
a  subject  touched  upon  on  many  occasions  on  the 
"Headwear"  page  in  previous  issues.  Suffice  it  to  say 
that  should  the  coming  Summer  be  of  a  similar 
character  to  that  of  1911,  there  is  a  possibility  that 
there  will  not  be  sufficient  "straws"  to  meet  the  de- 
mand, especially  in  the  cheaper  qualities.  Prices 
are  up  all  round,  and  it  w'ill  probably  be  some 
months  before  the  market  resumes  its  former  level. 

The  characteristics  of  last  Autumn's  stiff  hat  or 
"bowler,"  viz.,  a  somewhat  broader  brim,  and  a 
slightly  lower  crown,  will  continue  for  the  Spring 
trade.  Nothing  oatre  in  hard  felts  has  the  slightest 
hope  of  appealing  to  the  well-dressed  man,  or  any 
men  other  than  the  "dandies"  who  parade  Hyde 
Park  and  the  principal  thoroughfares  dressed  in 
their  Sunday  best.  Stiff  felts  continue  to  hold  their 
own,  and  are  being  called  for  in  l)etter  qualities  than 
formerly. 

The  silk  hat  was  reported  to  have  sold  fairly  well 
last  year,  and  its  prospects  for  1912  are  considered  to 
be  of  at  least  an  average  character.  No  change  much 
out  of  the  ordinary  ever  occurs  in  the  shape  of  the 
silk,  and  many  men  have  idiosyncrasies  of  their  own, 
and  purchase  a  hat  of  one  particular  style  year  after 
year  from  measurements  in  the  possession  of  their 
hatter.  The  1912  silk  wall  have  a  brim  about  1%  by 
V/o  inches,  and  a  crown  5%  inches  deep,  with  a  half- 
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THE   PERFECTED 


"KING  COATLESS" 

SUMMER  SUSPENDERS 

Packed   in    This   Attractive 


Sales-making   Box 


Perfected  goose-neck  button 
loops ;  non-perishable  elastic  ; 
self-adjusting  back;  rustless 
buckles ;  satisfaction  or  money 
back. 

$3.80  the  doz.  Net 

for  either  2,  3  or  4  point 

Genuine    stamped    on    buckles 
"KING    COATLESS" 

Advertised  in  the  lead- 
ing newspapers  and 
magazines 


Each  pair  in  separate  green  and 
white  envelope,  with  instructions 
how  to  wear  printed  on  back. 
Packed  half-dozens  in  green  hinge-top 
box  for  counter  display — sure  sales 
maker. 

Order  from  Jobbers— Our  Travellers 
or  Mail  to 

THE  KING  SUSPENDER  CO. 
TORONTO 


most;  MEN 

WILL   ASK    FOR 

KING  COATLESS' 

THIS  SUMMER 


"Do  Men  Know 

good  goods  ?"  may  have  been  a 
reasonable  question  to  ask  one  day, 
but  not  so  now.     Men    know    that 

CHALLENGE 

COLLARS 

give  real'satisfaction.fare   waterproof    and    that 
they  are  money-savers  for  them. 

Our  Rubber  Brand  at  $1.80  dozen,  and  our 
Pyralin  Brand  at  $1.50  doz.  are  quarter  as  heavy 
again  as  higher  priced  lines  of  other  makes. 

Send    for    sample    of    our     $1.25     Outdoor 
Brand,  linen  finish. 

SAMPLES  ON   REQUEST. 


The  Arlington  Company 

of  Canada,  Limited 
54-56  Fraser  Avenue,  Toronto 


Eastern  Agent :  Duncan  Bell,  ii\  St.  Jame*  St..  Montreal 

Ontario  Agent :  J.  A.  Chamler  &  Co.,  8-10  Wellioeton  E..  Toronto 

Western  Ageot  :  R.  J.  Ouigley,  212  Hammond  BlocU,  Winnipeg 
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inch  Anglesea  curl,  easy  flat  set,  and  a  quarter-innh 
-bell." 

The  cap  trade  appears  to  be  recovering,  and  the 
lines  for  the  coming  season  run  on  golf  shapes  (ths 
eight  ''quarter"  top)  slightly  preferable,  perhaps,  to 
the  one-piece  crown.  The  peak  remains  of  about  the 
same  dimensions  as  formerly.  Full  shapes  are  sell- 
ing freely  in  tJie  country,  but  in  the  larger  towns 
(here  is  a  tendency  toward  slightly  smaller  siha.pes. 
Rack  bands  are  reported  not  to  be  in  so  naich  de- 
mand as  formerly.  Grey  mixtures  are  being  shown 
in  large  quantities,  and  Harris  and  Connemara 
tweeds  continue  to  hold  their  own.  Green,  of  course, 
]ilays  a  prominent  part  in  the  cap  trade,  quite  70  per 
cent,  of  tweed  cap  ])atterns  having  a  touch  of  this 
color  in  their  composition. 


Better  Hosiery  Values  Shown 

Extra   numbers  coming  forward   to    com- 
plete the  ranges — Good   variety    and    sev- 
eral leaders — Some  style  features. 

Spring  season  for  men's  hosiery  is  over  as  far  as 
jobbers  and  manufacturers  are  concerned  execept  for 
repeats  on  silks,  gauzy  lisles  and  novelties  for  Easter 
and  midsummer  wear.  Samples  are  being  forwarded 
from  the  mills  to  complete  ranges  for  Fall,  wherever 
there  is  any  attraction  of  value,  style  or  quality  not 
previon si y  represented . 

It  is  remarked  how  carefully  men's  furnislu>i's 
have  gone  on  tans  and  adhered  to  blacks.  Shot  line- 
stripe  socks  are  the  feature  and  selling  a,s  strongly  as 
ever.  They  are  8hi)\\n  in  .-^ilks  at  $21  dozen  down  to 
lisles  at  $4.50  and  are  being  considered  important 
enough  to  include  in  Fall  samples  in  cashmeres  at 
from  $8  to  $6.50  dozen.  Colors  featured  are  white, 
wine  and  green  with  black  in  better  qualities  giving 
an  attractive  line. 

So  far,  better  gi'ades  of  thread  silk  hosiery  for 
men  have  l)een  particularly  good  and  it  is  expected 
to  develop  l)usincss  on  lighter  gauzy  eflfects  on  cheap- 
er numbers.  Although  some  firms  do  not  carry  any- 
thing less  than  $6.50  and  $0,  it  is  $4.50  and  $5.75 
gnaran.teed  lines  which  have  been  the  success  of  th;;" 
season.  During  the  past  week  a  quantity  lot  of  silk 
Imse  was  quoted  at  a  special  '|)rice  enabling  mer- 
chants to  handle  them  un(l(>r  the  heading.  Men's  50c. 
SiJJy-  TJosiery,  39c,  which  proved  a  winner  jud,ging 
from  the  rnnnner  buyers  took  it  u[). 

In  cotton,  lisles  arid  mercerised  lisles  staple  quali- 
ties will  come  in  for  usual  repeats  and  as  far  as 
fancies  are  wanted,  they  will  l>e  taken  to  tone  up  in 
self-clocked  and  line-embroidered  ankle  designs  in 
tan,  gray,  purple,  blue  and  black.  High  colored  fan- 
cies are  still  offered  in  10  and  20  dozen  lots  at  prices 
to  make  a  sale  window. 


It  is  generally  reported  that  better  qualities  are 
Ijeing  offered  in  plain  cashmeres  and  worsteds.  Cash- 
meres are  quoted  as  usual  froni  $1.75  to  $4.50,  but 
some  ranges  are  quoting  l)etter  qualities  than  usual 
at  $2.25  and  $4.50  which  in  tlie  West  and  larger 
cities  bring  35c  and  75c  jmir  easily.  It  is  a  question, 
for  each  dopartment  manngcr  tn  decide  personally 
and  it.  -^boidd  not  be  such  a  hard  maltci'  tn  get  a  some- 
what better  niai'gin  than  is  usuidly  mai'k('(l. 

In  worsted  ribs,  it  is  expected  that  buyers  will  ai> 
preciate  qualities  at  from  $2.25  to  $4.50,  not  sn  nmcli 
as  a  matter  of  value  but  in  manufai-ture.  this  year's 
samples  coming  out  in  cleaner,  brighter  yarns,  in  a 
glossier  black  and  an  altogether  better  feel  than  form- 
erly. There  are  good  assortments  to  select  from  en- 
suring best  values  at  regular  selling  ])rices  for  mer- 
chants \\ho  choose  carefully  and  plan  for  an  occa- 
.•<ional  leader. 

Fine  grades  in  plain  grays  and  heather  mixtures 
ai'e  always  wanted  and  there  is  no  unusual  demand. 
Noticed  among  latter  samples  being  broitght  forward 
to  complete  ranges,  are  some  natty  embroidered  ca?«h- 
mere,^,  white  or  colored  designs  on  l)lack.  Ranges 
are  broad  enough  for  most  buyers'  selections  ami 
booki)ig  has  resolved  itself  into  quantities  on  staple 
numbers,  which  appeal  most  and  a  fair  representa- 
tion of  novelties  for  display  pur]:)Oses.  Any  buyer 
can  choose  these  assortments  with  confidence,  guided 
(inly  1)V  farmer  values. 

Harvey  Knitting  Co.  lias  been  inc'0]']iorat.eil 
under  ]iro\inci'il  charter  with  a  cai)ital  of  $1 .500,000. 
to  talce  over  the  business  of  the  Ken  Knit  Co,,  AVood- 
stock,  Ont.  The  incor]:)orators  are  K.  Harvey,  Wil- 
liam Rari'owclough  and  others — Toronto  capital  in- 
terested. Harvey  and  Barrowclough  are  head  of  Ken 
Knit  Co.  They  purjiose  manufacturing  men's,  wo- 
men's and  children  (heavy  and  light)  underwear, 
hosiery  and  kindred  lines. 

It  has  not  been  decided  where  the  new  mills  Avill 
lie  located,  but  ])r()bably  in  Woodstock. 

There  ai'c  many  interesting  ways  in  which 
juoney  may  be  introduced  in  connection  with  a  win- 
dow display'.  Transparent  cards  with  mone^^  fasten- 
ed to  an  almost  invisible  screen  to  emphasize  the 
point  in  the  announcement  are  sometimes  used. 
Mone>'  in  any  quantity  is  always  attractive  and  as  a 
feature  in  connection  with  a  "money  .saving"  event 
one  merchant  displayed  a  large  variety  of  pocket- 
books — all  fat  and  with  the  ends  of  bills  .sticking  out. 
It  was  all  a  very  good  iiriitation.  In  another  section 
a  reverse  picture  was  seen — a  figure  dressed  in  a  poor 
looking  suit  and  a  placard  reading,  "Any  man  who 
buys  elsewhere  Avhen  he  could  just  as  easily  buy  here 
loses  money."  The  figui'e  of  a  thug  with  mask  and 
bludgeon  and  in  the  act  of  picking  the  other's  pock- 
ets gave  emphasis  to  this  statement. 
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Pat.  Feb.  20,  1906 
"  May  5,  1908 
"  Oct.  27,  1908 
"  Oct.  27,  1908 


The  Flexible  Lip 
Relieves  ihe  Strain 

ill  front  and  the  patent  slit  in  the  back  prevjnts 
the  annoying  pressure  on  the  neck  from  the  but- 
ton, ensuring  the  greatest  degree  of  collar  com- 
fort possible. 

The  coated-linen  fabric  of  KantKrack  is  unlike 
most  waterproofed  collars — it  has  all  the  appear- 
ance of  a  fresh  laundered  linen  collar  and  when 
soiled  may  be  cleaned  with  a  wet  sponge  and  soap. 

For  satisfactory  profit  handle  the  "KantKrack." ' 
MADE  IN  CANADA  BY 

THE 

Parsons  &  Parsons 

CANADIAN  CO. 
Hamilton  ::  Ontario 
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Ad  Men 

Good  Merchants 
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Progressives 
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— All  you  who  would  increase  your  glove  and 
mitten  business — take  your  pen  in  hand  and 
write    us    to    send    along    some  "  trade  tonic." 

These  little  Tom  Thumb  "  adiets  "  are  stirring  up 
a  rousing    business  for    hundreds  of    dealers    who    sell 


EISENDRATH'S 
CELEBRATED 
HORSE  HIDE 

And  the  ■'A:5BESTOL"  trade-mark  is  backing  up 
the  ads  with  real,  satisfactory  service,  so  there's  satis- 
faction all  around. 

Get  thesee  little  electros  all  ready  to  use  and  stir 
up  the  profits  in  your  glove  department  right  now. 

If  you're  not  handling  the  line,  it  will  pay  you  to 
start  a  little  investigation,  for  "ASBESTOL"  is  the 
surest  cure  we  know  for  sick  or  run-down  glove 
departments. 

GET  AT  IT  NO  W  ! 

Eisendrath   Glove   Co. 

Chicago 

I  Th''  "ABheRtol"  trade-mark  is  rp^istprti  m  (Xanadu ) 
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Starting  With   Fall    Lines 

Manufacturers'  sample   ranges   now  being 

assembled — Some   very    attractive   values 

— The  novelties  featured — Good   attention 

to   detail. 

A  GREAT  deal  of  s[)eeulation  is  manifested  by 
buyers  and  jobbers  about  sihirt  samples,  which 
arc  now  being  assembled,  preparatory  to  going  to  the 
trade.  Fall  sample  ranges  will  be  most  comprehens- 
ive. So  far,  some  manufacturers  have  done  the 
larger  cities  with  incom])lete  sets  and  ranges  are  not 
ready  in  a  great  many  cases  where  manufacturers  are 
not  anxious  to  call  on  their  trade  until  tliey  have  de- 
livered sorting  and  Easter  hookings. 

The  midsummer  orders  on  negligees  and  novel- 
ties have  been  good  and  hold  the  attention  of  sales- 
men, who  are  picking  u})  repeats  on  soiesettes,  vest- 
ings,  ginghams.  Oxfords  and  prints  on  numbers 
which  have  taken  well. 

In  presenting  their  Kail  sani]iles,  travelers  are 
not  anxious  to  go  on  the  road  until  April  1st.  and  b\- 
promising  deliveries  for  May  loth,  they  are  yjro- 
tecting  their  accounts  as  they  are  assured  prompt  de- 
li\ery  with  May  1st,  as  shipping  date.  This  under- 
standing permits  merchants  to  have  something  new 
for  Victoria  Day,  which  business  is  looming  ahead 
and  they  are  planning  to  show  tasty  goods  in  tlieir 
windows  for  the  holiday. 

Drafting  Thkik  Oavn  Designs. 

Buyers,  who  go  to  the  mills  for  fabrics  will  be 
planning  to  suggest  new  patterns  for  Spring,  1^)1)^), 
and  in  their  endeavor  to  get  some  exclusive  lines 
which  will  appeal  to  buyers  are  drafting  their  own 
designs.  It  is  their  intention  to  have  patterns  and 
cloths  confined  to  them,  which  should  pi-ove  a  good 
argument  for  .salesmen  and  by  avoiding  siinilaril\ 
with  other  manufacturers'  ranges  will  be  a  departure 
of  the  near  future. 

Entire  ranges  not  being  (•()m]>lete,  it  is  impos- 
sible to  give  anything  but  a  description  of  lines  as  far 
as  they  are  ready.  Samples  may  be  divided  into  four 
classes:  negligee,  with  pleated  or  box-pleat  fronts; 
short  bosom  fronts,  flannels  and  ceylons,  staple  white 
or  dres,s  shirts  in  novelties. 

In  regard  to  patterns,  samples  are  descriljed  as  a 


rontinuation  of  line  stripes.  However,  these  stripe- 
are  mostly  finer  and  by  the  introduction  of  a  line  of 
color,  self  or  narrow  contrasting  stripe  on  white  or 
double  or  single  lines  with  bar  stripes,  the  general  rt- 
sult  is  that  pattern  lines  are  narrower  throughout. 

Attractive  Values. 

In  the  more  staple  ranges  good  designs  in  prints 
are  started  at  $6.50  dozen.  This  year,  merchants  can 
procure  an  exceptional  quality  of  chambra;/  in  plain 
colors,  blue,  tan,  grey,  etc.,  to  cost  $6.50,  which  would 
make  an  attractive  79c.  sale.  The  usual  qualities  and 
broad  range  are  shown  at  $9  dozen,  and  there  ai'e 
some  leaders  at  that  ]>rice.  Avhich  are  good  in  desioii. 
fal)ric,  detail  and  finish. 

Short  bosom  shirts  in  914-10  in.  or  even  .sJiorter 
fronts,  wlaich  are  laundried  right  into  the  body  are 
again  l)eing  featured.  Another  novelty  to  save  laun- 
dering and  appealing  to  many  men.  is  made  of  whitt; 
and  trimmed  with  check  or  stripe  front-pleat  and 
(ulTs. 

Why   Not   Bar  Effects? 

Nuinernu<  novelties  are  brought  out  each  season, 
many  of  wJiidi  are  a  fad  l)ut  a  timely  suggestion  is 
made  that  instead  of  running  stripes  up  and  down 
the  front  pl(>at  of  a  colored  shirt,  that  one  or  two  of 
the  more  striking  patterns  be  made  crosswise,  giving 
that  bar  effect  so  essential  to  novelty  neckwear  styles 
at  present. 

Negligee  styles  are  shown  in  which  the  shirt,  col- 
lar and  tie  match.  Merchants  place  a  varied  version 
on  this  innovation.  Some  claim  that  men  adhere  en- 
tirely to  silk  ties.  Others  sell  the  wash  tie  separately 
at  an  extra  ])r(ifit.  while  other  salesmen  are  enthusing 
about  it. 

In  Fall  samples,  it  is  going  to  be  a  strong  season 
nn  neat  and  effective  designs,  ])rincipally  plainer  fa- 
brics in  soft  blues  and  gTeys,  stripes  on  these  shades 
with  more  color  introduced  into  the  stripe  in  line  or 
ombre-line  effects  and  a  host  of  blue  and  white  and 
black  and  white  line  stripes  for  which  the  trade  is  al- 
ways good.  Tan,  as  a  color  by  itself  has  not  support- 
ed the  talk  giving  it  a  foremost  place  for  Spring  and 
Summer.  Several  Fall  patterns  have  lines  of  tan, 
but  there  is  very  little  confidence  expressed  so  far  by 
shirt  buvers  and  salesmen  and  manufacturers  are  go- 
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*     If  All  Men's  Tastes 

Were  Alike 

there  would  be  little  use  for  an  assortment  such  as  you 
will  find  in  the  immense  range  of 

"Star"  Brand  Shirts 

FOR  FALL 


Ape  Made /or  Paplieular  People 

There  are  shirts  that  will  appeal  to  every  taste  and  every  pocket  book,   but  all  are 
made  with  the  view  of  satisfying  the  particular  man — the  man  who  knows. 

Tone  up  your  Spring  and  Summer  stock  of  shirts  with  a  nice  assortment  of  "Star" 
Brand. 

"Star"  Brand  Neckwear  and  Underwear  are  leaders  to-day — See  Samples. 

VAN  ALLEN  COMPANY,  Limited 

HAMILTON,  ONTARIO 


GET    OUR    LINE 


OF 


REGISTERED 


To  be  shoAvn  by  only  one  Merchant  in  a  Town 

Merchant  Clothier!     Reduce    your    ready-made  stock    by  selling    made-to-measure  clothet.     Get 

our  Line. 
Merchant  Xailor!     Show  two  hundred  "new"    styles  and  capture  the   business  now  taken    from 

your  town  by  outside  rivals.     We  make  clothes  as  good  as  YOU  DO.     Get  Our  Line. 
Men's  Furnisher  !     Add  a  profitable  side-line  to  your   business,   Made-to-measure  Clothes.     Watch 

it  grow.     Get  Our  Line. 
Dry  Goods  Merchant  !       You    can    sell     men's   made-to-measure    clothes.     We     start  you    right. 

Get  Our  Line. 
General  Store   Merchant  !     Your  store  is  not  general  without  a  made-to-measure  department.     We 

equip  you  with  everything  necessary.     Every  sale  brings  big  profits.     Get  Our  Line. 

FACTS  : 

SIX   DAY  DELIVERY  (from  receipt  to  shipment.) 

GUARANTEE — If  not  satisfactory,  your  money  back. 

Dawson     Clothes    retain    their     shape,    because    they    are    custom    tailored. 

Write  now  for  Spring  and  Summer  Samples 

John  Dawson,  Limited,  145  church  street,  Toronto 
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An  artistic  men's  wear,  trim,   witli  veneer  bacliground,   icliovcd   by  large   painting.  —  llaiidel    Bios.,  Cliicago. 


iiig  slow  ou  iL  i'or  next  season.     Mauve  ami  luaiive 
and  black  on  white  promise  to  be  better  than  nsnal 

Ceylons  and  (iaunels  with  French  cutrs  and  Peter 
Pan  collars  will  follow  the  demand  for  semi-negligee 
or  athletic  styles.  Flannels  are  mostly  greys  or 
tonches  of  black,  mauve  and  tans  on  grey  or  cream  or 
soft  line  stripes  in  black,  sky  and  green  on  white. 
Some  manufacturers  are  attaching  collar  links  or 
bar  in  metal. 

In  plain  Avhite  shirts  it  is  evident  that  for  value 
the  usual  ranges  in  which  they  are  strong  are  still 
maintaining  theii-  lead.  Man>'  fine  V4.  or  y^-inch 
pleated  dress  shirls  ai'c  sumpled,  Avhite  piques  being 
exceptionally  good.  Tlid'c  are  a  few  more  expensive 
novelties  added  in  Ibis  clotb  and  iu  fiiu'r  cords  for 
evening  and  full  dress  wear.  I<'iner  re])s  are  shnwn 
in  sonic  sightly  shirts. 

Atticnthin  T(»  Finish. 

Manufacturer-  arc  giving  still  greater  attention 
to  details  thi«  year  and  it  is  pninb^d  out  that  laundry 
and  finish  are  liettpr  than  an\tbing  pre\iou.-ly  turn- 
ed out.  They  are  making  this  a  strong  feature.  Tak- 
ing those  range?  already  shown  collectively,  there  is 
marked  improvement.  It  gives  salesmen  an  oppor- 
tunity to  make  an  instant  imjircssion  in  showing  cor- 
rectly laundered  stock. 

Boxing  and  labelling  are  a  great  help  b)  sales, 
both  in  display  and  stock -keeping.     Merchants  can 


have  stock  deli\ere(l  in  1-1'J,  l-C),  '4  and   '-  dnzen  to 
a  carton  according  to  prefereence. 

In  starting  out  to  the  trade  it  is  always  preferal)lo 
to  have  some  (Jther  manufacturer's  i-ange  preceding, 
but  cnnfidcnce  is  expressed  on  all  .sides  that  when 
range-  aie  completed  representatives  will  have  de- 
signs, fabrics,  finish  and  values  hard  to  beat. 


The  Vogue   in  London 

Fancy  vests  have  been  very  quiet  of  late,  but 
a  better  feeling  for  these  goods  is  confidently  antici- 
pated as  the  year  develops,  and  some  nice  ranges  in 
ncal  ami  quiet  patterns  have  been  prepared.  It-  is 
mincccssai'y  to  detail  these  lines  more  fully,  for  the 
|Mi|)nlar  fancy  varies  in  different  parts  of  the  coun- 
liy,  wifli  a,  tendency  for  brighter  and  more  pro- 
ndunced  designs  in  the  northern  counties.  Slate, 
fawn  and  green,  in  various  shades,  are  among  the 
lines  which  jironiisc  to  catch-on,  with  a  .slight  pre- 
ference for  the  two  first,  mentioned  colors. 
Spring  Shirt  Styles. 

The  ])i'i'|iai'ations  in  the  spring  .*hirt  trade  are 
all  on  neat  lines,  patterns  being  Avell  defined,  avoid- 
ing any  "slurred"  colorings,  which  latter  are  quiet. 
With  hardly  an  exception,  stripes  alone  are  being 
stocked,  but  the  ]")revailing  colors,  blacks,  blues,  greys 
and  helios,  either  in  the  stripe  itself,  or  in  the  art 
shades — excluding  blacks,  of  course — as  a  back- 
ground allow  of  pleasant  variation. 
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The  Winning  Line 


MILLER  BRAND 

Washable    Clothing 

We  Specialize  on  Militia  and 
Cat^et    Uniforms 

and  all  duck  and  service  clothing  for 

Barbers,  Waiters,  Cooks,  Butchers, 

Dentists,  Doctors,  Bartenders, 

Porters,  Etc. 

Full  Dress  Vests  Abattoir  Coats 

Fancy  Vests  Surgeons'  Gowns 

Duck  Band  Uniforms       Duck  Pants 

Hospital  Linen  Supplies 

Ladies'  and  Men's  Auto  Coats  and  Dusters 

Boy   Scout  Supplies 

Club  and  Hotel  Linen  Supplies 

Carpenter,    Butcher    and    Waiter  Aprons 


Use  Your  Influence  mm 
In  Having  Your  Choir^^ 
Properly  Gowned   Mk^k 

A  necessity— Not  a  luxury 

The  gown  lends  a  most  desirable 
dignity  and  solemnity  to  the  service, 
and  eliminates  the  clashing  of  colors, 
so  prevalent  in  the  unvested  choir. 

Insures  a  better  attendance  of  the 
choir  members,  through  placing  all  on 
equal  footing  in  dress. 

The  "Miller  Geneva"  choir  gowns 
are  guaranteed  and  are  absolutely  the 
best  gowns  on  the  market,  being  worn 
by  most  of  the  largest  churches 
throughout  Canada. 

We  also  make  Pulpit  Gowns,  etc. 

Write  Oept.  No.  1  for  illustrated  Catalogue  containing  particulars 
and  tostimonlalB. 

Kindly  mention  what  you  are   particularly   interested  in. 

The  Miller  Mfg.  Company,  Ltd. 

251253  Mutual  Street,  TORONTO 


C AM  FBBL1^3lPMf  O I^  O  T  N:  I ISTG 


Ask  about 

our  SPECIAL 

ORDER  SERVICE 


The  Clothing  for  Particular  Men. 

Exclusive  materials,  honest  workmanship  and  absolutely 
correct  in  Style,  Fit  and  Finish. 

It  will  pay  you  to  represent  us  in  your  section. 


The  Campbell  Mfg.  Co.,  Limited 


Montreal 


The  Review     ^^  "^^  gi^ii^g  ^  service 
=^=^  ^^^=^^=^=     with  its  two  issues  each 

month  that  is  impossible  with  a  monthly  paper. 

You    will    always  find  the  news  first  in  "The 

Review.''     The  paper  that  does  things. 
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Browns   Picked   to   Lead 

Predictions  that  this  color  will  predomin- 
ate   in    next    Fall's   woolens  —  Greys   also 
strong  —  Relative  position   of  tweeds  and 
w^orsteds  —  The  new^  styles. 

IT  is  now  quite  evident  that  the  great  bulk  of 
Fall  business  in  men's  woolens  will  be  done  on 
browns.  Many  people  imagined  that  browns 
were  done,  but  when  one  considei-s  that  brown  is 
a  distinctly  Winter  color,  more  distinct  than  any 
other,  it  only  seems  reasonable  that  sales  on  it  mil 
be  strong. 

The  big  feature  at  the  present  moment  is  the 
demand  for  brown  in  fine  wale  worsteds  and  tweeds 
— more  of  a  wale  than  a  diagonal.  Fall  demand 
always  follows  Spring  tendencies,  and  the  situation 
just  described  seems  to  be  sufficient  ground  for  stat- 
ing that  history  will  repeat  itself. 

Greys  are  also  in  very  good  position.  All  of  the 
Ijetter  class  trade  are  buying  greys  of  a  bluish  caisl. 
Ininnockburn    effects   are   going   to   be   .strong,    and 


hairline  and  herringbone  stripes  of  a  mottled  char- 
acter are  very  largely  shown. 

Tweeds  vs.  Worsteds. 

As  regards  the  relative  position  of  tweeds  and 
worsteds,  while  a  great  many  tweeds  are  being  sold, 
there  is  no  comparison  in  sales  when  worsteds  are 
considered.  There  is  ]irobably  a  great  deal  more 
talk  than  actual  sale  in  tweeds.  The  close  connec- 
tion with  the  American  market,  which  is  a  smooth- 
faced market,  would  suggest  that  if  the  Canadian 
t'-ade  can  handle  25  per  cent,  tweeds  as  against  75 
per  cent,  worsteds,  it  will  break  about  right.  This  is 
the  opinion  of  a  market  authority,  and  against  it 
there  stands  out  against  as  exceptional,  the  fact  that 
there  are  houses  in  the  making-up  trade  who  have 
bought  nearly  all  tweeds  for  their  Fall  business. 

There  is,  however,  this  point  also  to  consider,  that 
tweed  buying  may  seem  large  in  view  of  the  fact  that 
there  are  large  stocks  of  worsteds  on  hand.  This 
would  red'uce  the  buying  on  one  and  make  buying 
on  the  other  aj^pear  heavier. 

Sei-ges  and  cheviots  arc  l)ecoming  a  very  im- 
portant factor  in  the  Canadian  market,  not  onlv  for 


Boy's  Spring  topper  in  black  and  white  shepherd'; 

plaid,   tastily  .trimmed  with  braid  and    buttons. 

Neat  velvet  collar. 


Boy'srsuitSinJneat  pinstripe  fabric.      Jacket  shows  the 

onesided  double-breasted  effect.  Triuimed  with  braid 
It  and  buttons.     Corded  silk  tie  goes  with  the  suit. 
Shown  by  The  Freedman  Co.,  Montreal. 
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Nisbet  &  Auld,  Limited 


Blue  Serges  and  Cheviots 
For  Men  or  Women's  Wear 

Our  assortment  of  serges  is,  without 
question,  the  largest  and  finest  in  Canada, 
including  such  celebrated  brands  as— 

"Monarch''    "Rockfast''    "Vickerman" 

These  makes  are  daily  becoming  more 
popular,  and  their  wearing  qualities,  color, 
endurance  and  lustrous  finish  is  a  lasting 
advertisement  for  the  merchant  who 
handles  them. 

You  should  have  a  few  ends  of  each 
Brand  in  your  stock,  to  more  effectively 
show  them,  we  can  then  provide  you  with 
selling  bunches,  which  include  all  num- 
bers in  these  makes  and,  being  very  large 
ranges,  you  need  never  lose  a  sale. 

Our  immense  stock  always  at  your  dis- 
posal in  this  way  should  mean  a  very  con- 
siderable saving  to  you  in  twelve  months, 
and  a  great  assistance  in  keeping  your 
stock  down  without  impairing  your  sell- 
ing powers. 


Montreal 

207  St.  James  St. 


Toronto 


Quebec 

5  Bloc  Parent 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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men,  but  for  women.     In  both  departments  Ihey  are 
being  strongly  featured. 

An  improved  demand  for  trouserings  is  noted, 
and  may  be  explained  by  the  increasing  vogue  of 
black  and  blue.  It  is  interesting  to  note  here  that 
there  is  again  a  call  for  striped  tweed  trouserings. 
These  goods  were  sold  in  large  quantities  some  years 
ago,  but  of  recent  years  the  call  had  fallen  oflf. 

In  overcoatings,  it  is  evident  that  great  busine.<s 
will  lie  done  on  soft,  bulky  materials,  after  the  style 
of  naps,  and  they  will  be  mostly  in  plain  colorings^ — 
browns,  greys,  blacks  and  blues. 
Fall  Styles. 

Clothing  for  the  Fall  season  will  contain  very 
few  style  changes.  Although  slim  types  are  much 
talked  of.  it  is  safe  to  say  that  in  anything  like  ex- 
treme fornj,  they  will  not  be  seriously  considered, 
exce})t  insofar  as  they  may  call  for  the  elimination 
of  all  sn[)ertluous  padding  or  draping.  When  style 
demands  that  he  give  a  more  dcllnitc  liii,inc  dutlinc 
(<>  his  garments,  the  Canadian  nianufaclurcrs  or 
(ail(jrs  know  that  they  have  a  decided  taste  to  con- 
sider and  that  they  have  very  close  margins  to  come 
and  go  on.  When  fads  took  the  form  of  unique 
liutton,  pocket  and  lapel  treatments,  there  was  a 
marked  note  of  decided  approval  from  many  quar- 
ters, lliese  features,  however,  did  not  mar  that  safe, 
sane,  comfortable  outline  which  may  be  considocd 
as  one  essential,  at  least,  of  the  Canadian  demand. 
While  the  Fall  season,  therefore,  may  see  very  few 
notable  style  chang&s,  it  will  be  a  particidarly  rich 
season  from  the  point  of  view  of  fabric  designs  and 


colorings.  English  styles,  of  which  there  has  l)een 
iiuich  talk,  have  been  very  reasonably  interpreted— 
coat  lengths  moderate,  shaped  on  natural  lines,  with 
'Naistc'oat  just  high  enough  to  show  beneath  tije 
lapels  of  the  coat.  In  the  trousers  there  is  probably 
an  evidence  of  more  shaping. 

Ulster  Overcoats  Again  the  Mode. 

The  fact  that  soft,  warmth-without-weight  ma- 
terials are  again  being  sliowu,  coiiilinis  pi'edictions 
a-  to  the  permanent  popularity  of  the  ulster  overcoat. 
Few  .4yle  changes  are  announced  as  yet  in  tliis  de- 
partment, although  the  word  has  gone  out  that  the 
raglan  shoulder  is  booked  for  a  return  to  favor. 
Brisk  Business  in  Juvenile  Lines. 

The  merchant  who  has  given  his  boys'  depai't- 
mcnt  a  greater  degree  of  attention  than  usual  should 
certainly  have  no  reason  to  regret  it.  The  season's 
assortments  show  some  very  desirable  wash  gar- 
ments in  cambrics,  zephyrs,  ginghams  and  linens — 
lines  which  only  need  displaying  or  well-directed 
advertising  to  arouse  the  interest  of  mothers  and 
create  brisk  demand.  Among  the  newest  styles  in 
this  department  is  a  double-breasted  linen  suit,  w'hich 
slioufd  answer  the  call  for  an  outfit,  which,  while 
suitable  for  dressy  wear,  answers  every  purpose  of 
the  somewhat  exacting  Summer  grind.  Many  of 
the  garments  shown  for  Spring  selling  follow  the 
lines  of  men's  attire  very  closely,  although  there  is 
a,  .strong  showing  of  the  Buster,  sailor,  Norfolk  and 
othei-  well-known  types.  Tweeds  and  worsteds,  foi 
tiie  most  part  on  the  grey  order,  all  in  the  quieter 
tones,  have  been  employed. 


'\'.    ■'    V 
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Bannockburn  effects  in   Browns  and    Greys  for   Fall.      Shown  by   Xisbet   &   Anld,   Toronto. 


A  display  of   boy.s'  clothing  that  sliould  cumiiiaiid  attention..    An  all    whili-    window   in    which   garments  are  etfectively    posed. 

It  Pays  to  Look  After  the  Boys'   Trade 

Higher-priced    lines    in    demand  —  Merchant  should  look    well    to    the  future 

— Man    in    charge    should    be    experienced — Careful    salesmanship    required — 

Gift    novelties    as    advertising    feature. 

By  E.   E.   Bell 


TITE  .'-tore  that  would  liuil<l  11)1  a  .-alisfactorv 
bn.siness  in  hoys"  cloihin^'  must  dev()t.e  suth- 
cient  space  to  make  a  boys'  dopartment,  not 
ill  all  out-oi'-tbe-way  corner  as  we  find  in  ,<o  many 
Canadian  stores.  We  speak  advisedl\-  wlifu  we  say 
"Canadian,'"  because  the  liusiness  of  clothing  the 
l)oys  has  not  been  receiving  tlie  attention  it  deserves 
from  either  the  wholesale  or  retail  man  liere,  th(»ugh 
we  might  add  there  has  been  a  l)ig  improvement  in 
"style"'  since  the  general  adoption  of  the  "bloomer 
knicker."  "Across  the  line,"  the  boys'  needs  are 
more  carefully  looked  after  and  it  pays.  Higher- 
priced  lines  are  in  demand  and  the  store  that  looks 
to  the  future  wdl  take  care  of  the  boys'  trade. 

Tlic  -alesrnan  in  charge  of  the  boys'  department 
>hould  be  an  experienced  man  with  the  required 
patience  and  good  nature  that  has  much  to  do  with 
plea.sing  the  boy. 

The  cu.«tomer  is  u.sually  the  l)Oy's  mother,  father 
or  one  of  the  older  members  of  the  family.  In  greet- 
ing, be  sure  to  speak  to  the  boy  as  well  as  to  the  per- 
son accompanies  him. 


Respect  the  Boy's  Opinion. 

A  new  suit  is  quite  an  important  event  to  a  boy. 
•Ju.st  recall  the  "thrill"'  a  new  suit  used  to  give  you  as 
a  boy.  Sad  to  relate,  it  Ijecomes  less  "thrilling"  as 
you  grow  older.  In  discussing  t.he  m(>rits  of  the  dif- 
ferent suits,  let  the  'boy  have  a  word  to  say,  as  in 
some  ca.ses  lie  may  be  paying  for  the  suit  himself  and 
this  consideration  of  the  boy's  opinion  helps  decide 
many  a  sale. 

A  good  salesman  will  not  make  the  mistake  0' 
letting  his  first  question  be,  What  price  do  you  want 
etc.    Show  something  of  a  medium  price  and  a  hig" 
er  line  or  two  and  your  customers  will  generally 
dicate  about  the  price  suit  that  will  be  of  interest. 

Don't    show    too    many   siii|.-<   and  keep    the   .H^ 
>uit  away  from  tiie  $')  lines.     To    find     the     .size 
hoys'  suits,  add  the  age  to  the  figures  17.     A  bo\ 
ten  will,  as  a  rule,  be  fitted  in  a  size  27  suit. 
salesman  can  judge  as  to  whetiier  the  l)oy  is  hi 
his  age  and  act  accordingly. 

It  takes  more  time  to  sell  a  it^3  suit  lo  a  bo 
to  .sell  a  $30  overcoat  to  his  father,  but  it  is  tii 
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spent  as  llie   boy  has  good  memory  for  the  store 
which  treats  him  hke  his  dad. 

Every  hoy's  suit  should  be  carefully  pressed,  tick- 
ets taken  off  and  either  boxed  or  parcelled  neatly. 
jMany  a  '•return"'  parcel  is  the  result  of  eai'eless  hand- 
ling in  wrapping  up,  so  that  the  suit  reaches  your 
customer  badly  creased  and  meets  with  disapproval 
at  first  sight  from  the  family  in  general. 
Gift  Novelties  Attractive. 

The  giving  of  some  small  novelties  or  article  ot 
interest  to  boys  with  each  suit  has  been  proved  to  be 
good  advertising  as  boys  show  these  "treasures"  to 
each  other  and  the  question  arises,  where  did  you  get 
it?  So  the  boy  keeps  this  in  nund  and  often  influ- 
ences mother  or  father  to  go  to  that  particular  store 
when  purchasing  his  next  suit. 

A  well  assorted  stock  of  boys"  furnishings  will  be 
found  to  ])Q  a  help  in  increasing  and  holding  boys" 
business  as  in  almost  all  cases  the  boy  needs  a  new 
hat,  cap  or  other  furnishing  to  go  with  his  new  suit. 

In  conclusion,  would  say  it  pays  to  look  after  the 
boys. 


The   Vogue   in   London 

What's  wearing  in  London  is  always  of  con.sider- 
able  interest  to  the  Canadian  trade,  and  conditions 
there  are  reflected  to  a  certain  extent  by  the  following 
])aragraphs   from   Men's  Wear   (London)  : 
Worsted  Trouserings  Unrivalled. 

Worsteds  are  not  so  largely  represented  this 
season,  except  in  the  trousering  branch,  where,  of 
course,  they  are  uiuivalled.     But  in  suitings,  parti- 


cularly of  the  clear-cut  order,  they  are  noticeable 
only  by  their  comparative  absence.  We  shall  expect 
to  see  a  revival  by  the  time  next  summer's  bunches 
come  along,  as  they  are  never  very  long  in  the  back- 
ground. 

Where  they  are  shown  they  are  very  quiet  in 
style.  Chiefly  straight  twills  of  the  four  end,  small, 
quiet  herringbone  sti-ipes,  colored  stripes. 

The  milled  worsted  is  more  in  evidence,  and  here, 
too,  the  colors  are  quiet,  and  the  ground  brightened 
chiefly  by  the  aid  of  a  very  fine  stripe  in  silk  twist, 
alternated  at  times  by  a  single  corded  line  of  weave, 
or  some  such  quiet  variation. 

Blue  serges  are  shown  a  good  deal,  and  many  of 
them  have  herringbone  stripes,  whilst  there  are 
plenty  of  the  single  line  stripes  in  white  or  blue  silk, 
or  the  same  colors  in  worsted. 

Light  Overcoatings  and  Homespuns. 

The  covert  of  fine  quality  will  be  the  fabric  of 
the  season.  The  plain  twist  covert,  in  nice,  clean 
drabs,  stones,  browns,  golden  and  green  mixture,  and 
other  well-chosen  colors,  looks  as  good  as  it  deserves 
to. 

Home.spuns  are  as  popular  as  ever,  and  in  many 
instances  they  are  being  shown  with  the  color  of 
the  warp  and  weft  more  approaching  each  other,  and 
not  with  white  warps  as  they  have  been  previously. 
There  are,  of  course,  many  white  warp  fabrics,  but 
also  such  mixtures  as  green  and  gold,  two  brownc?, 
l)rown  and  green,  and  other  very  subtle  and  de- 
lightful mixtures  with  little  contrasting  blobs  of 
color. 
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agents  for  IRISH  POPLIN  TIES  WANT- 
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Plate  W 1 7~Brush"-^Pen0dlin(?  Roman 

■ —  m  ....  1!-  ,      ^    ■- 


Yzza^a^ 


^o 


X 


ro  — ^p 


This  plate  illu.strates  the  brush  or  pen  outline  Roman  letter  used  especially  for  fancy  headlines. 
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SOMETHING  NEW   IN 


SAKTA 


MADE  WITH 
LOCK   BUTTON  HOLE 

a   FOR  SS^ 


g     PETER  PAN 

2  FOR  25^ 


A  dressy,  comfortable  2-inch  collar,  with  deep     Cut  from  fine  mercerized  materials,  made  es- 
corners  and  exceptionally  close  front.      This     pecially    for    us.      Five    shades— white,    blue, 


tan,  pearl  and  helio.      The  best  soft  collar  on 
the  market  at  $1.10.      Also  carried   in  $1.50 


close    front    effect    is    ensured    by    the    new 

TOOKE  Lock   Buttonhole  which  has  made 

our  "Viceroy'    such  a   success.      Other  new 

Tooke  models  are   "Golf  Club"   and    "Field     Quality.      Soft    Collars   will   be  more    popular 

Club."      Can  make  deliveries  at  once.  than  ever  this  summer       Better  order   now. 

TOOKE  BROS.  LIMITED,  MONTREAL 

Manufacturers   of  Shirts,   Collars   and  Neck- 
wear,  and   Importers  of   Men's    Furnishings. 


Winnipeg  Warehouse, 


91  Albert  Street 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming.  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
to      the     modern,    up-to-date    merchant    and     decorator.    Price,    post 

d    4 $3.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.    Handsomely  bound  in  cloth. 

Price,    prepaid    - $1.25 

Sales  Plans 
A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 


Retail  Advertising 
Complete 

This  book  covers 
every  known  method  of 
advertising  a  retail 
business  ;  and  an  ap- 
plication of  the  ideas  it 
e.xpounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them    $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enajiling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrationg 
pertaining  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
postpaid    for    $2.50 


A  complete  course  ui 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice.  Punctua- 
tion, Composition,  Price 
Cards.  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....$1.50 


Koester  System  of  Draping 

A  complete  self-instructor  in  the  art  of  draping  dress  goods  for  commercial  display.  Replete 
with  drawings  of  original  drapes  with  full  instructions  how  to  make  them.  Every  detail  of  draping 
is  so  plainly  shown  in  illustrations  and  so  fully  described  that  even  a  novice  can  execute  them  artis- 
tically.   Price,    prepaid   $3.00 

All  books  sent  postpaid  on  receipt  of  price 


MacLEAN   PUBLISHING   CO,,  Technical  Book  Dept. 

143-149  University  Ave.         ::         TORONTO 
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Dress,  Hat  and  Parasol  trimmed  with  CASH'S  WASH  TRIMMINGS 


Your  Embroidery 
Stock  IS  NOT  Com- 
plete ^vithout 

Cash's 
Wash  Trimmings 

The  demand  for  these  remark- 
ably pretty  trimmings  is  increas- 
ing more  and  more  each  season; 
they  are  seen  in  all  the  leading 
Drapery  Stores  in  London, 
Paris  and  New  York,  and  are 
manufactured  solely  by 

J.  &  J.  CASH,  Limited 

Coventry,  England 

To  protect  our  customers  from 
cheap  imitations  we  have  regis- 
tered in  the  United  States  all 
our  1912  designs. 

Place   your  orders  early  so  as 
CASH'S  WASH  TRIMMINGS  can  be  applied  in  the  most  fash-    to  insurc  prompt  and  complete 

lonaA/e  manner  to  all  summer  dresses,  colors  are  guaranteed  fast ;  can  be  obtained        ,     ,. 

from  all  leading  Dry  Goods  Stores.  dellVCry. 

The  complete  line  can  be  seen  at  our  MONTREAL  OFFICE,  301  St.  James 
Street,  MONTREAL,  or  at  our  Agents  in  VICTORIA  and  VANCOUVER,  B.C. 
(J.  Howard  &  Chapman). 

Sample  cards  and  prices  will  be  sent  from  either 
of  the  above  addresses. 

J.  &  J.  CASH,  Limited 

South  Norwalk,  Conn.  -  -  U.  S.  A. 
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Ours  to 

Save  the 
Waste 


The  largest  and  most  modernly 
equipped  works  in  Canada 


^T  That  you  should  discount  your 
^^  profits — or  turn  profits  into  loss  — 
because  stocks  have  become  soiled  or 
oft-color  is  all  a  mistake.  Send  any 
such  fabrics  to  these  works  —  include 
soiled  or  faded  plumes  and  feathers — 
and  we  will  return  them  to  you  bright 

and  new  as  though  fresh  from  the  mill.     We  are  doing    this  work  for 

leading  merchants  in  all  parts  of  Canada. 

R.  Parker  &  Company 

i*'^""  DYERS    AND    FINISHERS 

in  Business  

Toronto  -  -  Canada 
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Rooster  Brand 


When  you  travel 
on  the 


Canadian  Railways 


did  you  ever  think  of  the  army  of  men 
in  their  employ  who  wear 

WHITE  COATS? 

Do  you  know  that  nearly  all  those 
coats  are 

ROOSTER  BRAND? 


Robert  C  Wilkins  Co.,  Ltd. 

MANUFACTURERS 

Business  Office  and  Factory  :    FARNHAM,  QUE. 

Montreal:  23  Dowd  St.,  R.  C.  Wilkins,  Jr. 
Winnipeg:    63  Albert  St.,  T.  Whitehead 


Australian  Trade 


Are  You  Interested  ? 

If  so,  The.  Draper  of  jiustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     3)^.50     Mailed  Free 

Specimen  Copy  will  be  supplied  on  application. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 

New  York,  29  Broadway 
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SPRING  SORTING  LINES 

FOR   QUICK   SHIPMENT 


To  get  your  share  of  Spring   Business  you  will  want 
a  few  lines  to  brighten  up  your  stock. 

The    importance    of   having    the   right    goods    at   the 
right  time   is  each  season   becoming  more   important. 


You  can  readily  recognize  the  advantage  of  buying 
from  this,  the  largest  wholesale  dry  goods  business 
in   Canada. 

Stocks  in  every  department  are  in  shape  to  attend 
to  all  your  requirements. 

SEND   US   A   LIST   OF   YOUR    WANTS. 

GREENSHIELDS  LIMITED 

MONTREAL 
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FLANNELETTE. 

IF  purchasers  of  this  useful  material  for 
Underwear  all  the  year  round  would 
buy  the  best  English  make  they  would 
avoid  the  risks  they  undoubtedly  run 
with  the  inferior  qualities  of  Flannelette. 

HORROCKSES' 

Flannelettes 

(made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills,  and  Sheetings) 

are  the  best. 

See  the  stamp  "HORROCKSES"  on  the  selvedge. 


Horrockses,  Ltd., 

Manchester  and   London. 
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MAGOG 

The  New  Overall  Sold 

Under  Double 

Guarantee 


The  mill  guarantees   the   drill 
with  the  brand 


Stamped  right  on  the  cloth.  The 
drill  is  fast  blue — will  stand 
washing  and  will  not  fade. 

We  guarantee  the  garment  as 
to  size,  make  and  finish  by  our 
label. 

This  is  a  bib  overall,  cut  on  very 
generous  lines — open  both  sides 
and  faced  (no  ripping.)  Double 
stitched  throughout.  Pockets 
inserted. 

Notice  the  strong  elastic  brace 
—  the  large  double  brass  buckles 
and  riveted  brass  buttons. 

Ask  your  wholesaler  for  sample 
and  prices  of  the  Magog  Over- 
all. Make  it  a  point  to  see  this 
new  line — you  will  want  to 
handle  it. 
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NEW  RANGES  OF  THE 

are   now   being   shown   by   all    the   leading 
wholesale  Dry  Goods  Houses. 

The  orders  booked  are  greatly  in  excess  of 
any  previous  season. 

Take   the    earliest    opportunity    of    placing 
your  order. 

The  makers  of  Wm.  Anderson  Zephyr  re-inforce  the  ex- 
perience of  years  with  a  knowledge  of  to-day's  conditions  in  the 
dry  goods  trade.  It  is  their  business  to  watch  every  change  of 
fashion  and  provide  for  it.  That  is  why  they  sell  more  goods 
than  their  competitors.  That  is  why  they  can  sell  you  goods 
that  you  can  sell. 


Wm.  Anderson  &  Co.,  Ltd. 


%  Pacific  Mills  g 

GlasgOAV,  Scotland 
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STIFEL'S    INDIGOS 


ESTABLISHED      1835 


The  standard  for  over  75 
years  for  making  Overalls, 
Uniforms,  Shirts  and  Coats 


Siifel's  Indigos  received  the  Gold 
Medal  Award  at  the  Louisiana  Pur- 
chase Exposition  at  St.  Louis,  for 
the  best  Indigr^s  made. 


■YTOUR  brand  is  the  big-gest  asset  of  your 
-•-       business,  and  if  you  use  unestablished 
goods  and  they  turn  out  badly,  us  they  invari- 
ably do,  your  label  and  brand  will  be  blamed. 

When  you  put  your  brand  on  an  Overall  the 
consumer  looks  to  you  for  a  guarantee  not  alone 
of  the  make  and  of  the  fit,  but  of  the  fabric, 
and  if  the  goods  do  not  wear  well  your  label 
will  be  blamed. 

If  your  established  brand  is  backed  up  by  the 
use  of  Stifel's  Indigos  in  the  garments,  your 
brand  will  last  forever,  because  the  goods 
have  merit  and  are  better  than  any  other. 


J.  L.  Stifel  &  Sons 

Manufacturers 

Franklin  Mfg.  Company 

Sole  Selling  Agents 

260   Church   St.,  NEW  YORK 


Sales  Off  ces: 


You  can  be  proud  to  place  your  label  on  garments  made  from 
Stifel's  Indigos,  because  they  are  a  constant  recommendation  for 
your  brand,  and  the  trade  who  use  overalls  know  they  are  the  best. 


TORONTO: 

14  Manchester  Bids. 

ST.  LOUIS: 
426  Victoria  Bldg;. 

BALTIMORE: 
114  W.  Fayette  St. 

PHILADELPHIA; 

839  Market  St. 


MONTREAL: 

10  Hospital  St. 

NEW  YORK: 

260  Church  St. 

BOSTON : 

68  Chauncy  St. 

CHICAGO: 
237  Fifth  Ave. 
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Spring  Sales  Boosters 

Comprising  the  very  latest  in  designs  and  colorings  of 

LINOLEUMS   and   OILCLOTHS 

CARPETS   and   DRAPERIES 

Seconds  in  Stair  and  Floor  Oils 


These  are  only  damaged  slightly  in  the  printing,  THE 
CLOTH  ITSELF  IS  PERFECT.  We  have  stock  in  all 
widths  at  a  price  that  enables  you  to  increase  your  profits 
to  a  most  appreciable  extent  in  this  department. 


Large  stock  of  Squares  and  Rugs 

We  stock  these  in  matting,  jute,  union,  wool,  tapestry, 
velvet,  Brussels,  Wilton  and  Axminster  in  sizes  from  4  feet 
9  ins.  X  6  ft  9  ins.,  to  4  1-2  yds.  x  5  yds.  A  large  stock  of 
the  popular  seamless  rug  in  nearly  all  sizes. 

Duplex  Printed  Window  Scrim 


most  interesting  range  of  these  goods  in  fioral, 
conventional  and  Persian  designs,  allovers  and 
borders  to  retail  from  12  cts.  per  yard  up.  Do 
not  overlook  the  fact  that  these  are,  FROM 
THE  CHEAPEST  UP,  DUPLEX  PRINTED. 


JOHN  M.  GARLAND, 
SON  &  CO. 


OTTAWA, 


CANADA 
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"Queen's  Cloth" 


(REGISTERED) 
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We  are  Sole  Agents 

for  Canada 

for  the  celebrated 

Queen's  Cloth 


:(REGISTERED): 


The  Dress  Fabric  that  will  satisfy 
your  customers. 

FITZGIBBON,    LIMITED 


VICTORIA   SQUARE, 


MONTREAL 


K3?2g^BE:g£^t^-^I---;y-:5&;gS5Sag^;@;t;aSSS^ 
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T~yASH10N  is  an  important  factor  in 
gi       the  demand  for  English  Mohairs — 
but  style  is  not  the  sole   source    of 
their  selling  strength, 

B.  D.  A,  English  Mohairs  have  style  sell- 
ing value  plus  staple  selling  value. 

Here  is  an  illustration  of  an  advanced  model 
in  B.  D.  A.  English  Mohair  by  the  noted 
Paris  designer.  Bee hoff- David. 

Others  by  Faquin,  Drecoll,  Bernard,  Redfern, 
Laborde,  et  cetera,  have  been  shown^  before. 
Hundreds  of  manufacturers  and  thousands  of 
women  all  over  the  world  are  adapting  and 
popularizing  these  styles — and  creating  others 
— /'/;  the  ever  popular,  ever  stylish 


Street   Suit  op    Navy    Serge 

MOHAIR 

By  Bechoff-Dav'id,  Paris 

Straight  line  27  inch  jacket,  turnback 
cuffs  on  sleeves.  Medium  narroiv 
ixiidth  skirt  nvith  panel.  Trimmed 
'with  black  braid  and  tailored  buttons. 


MOHAIRS 

A   PERPETUAL  SOURCE 

OF    PROFIT    TO    PROGRESSIFE 

RETAILERS 

B.  D.  A.  Mohairs  come  in  dozens  of  new,  snappy 
patterns — and  in  all  the  popular  plain  colors — 
white,  cream,  tan,  champagne,  mastic,  ecru,  etc. 
— and  in  dozens  of  strikingly  beautiful  weaves. 


B.  D.  A.  Mohairs  are  unspoilable  by  damp  or  dust;  they    neither    spot    nor 
crock;  but   retain  their  fresh  newness  and  silk-like  sheen  through  months  of 

wear. 

B.  D.  A.  Mohairs  sell  from  January  to   December — every    day    in    the    year. 
But  spring  is  logically  the  season  of  sp'iedier  selling. 

The   Bradford  Dyers'  Association 

BRADFORD,  ENGLAND 

WRITE  FOR  BOOKLET 

B.  D.  A.      American  Bureau,  237  West  39th  St.,  New  York 
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Copyright  1911  by  John  Bing 

BING  BROS.,  A.  G.  NUREMBERG,  the  largest  manufacturers  of  TOYS  and  HOUSE 

FURNISHINGS  in  the  world,  beg  to  invite  you  to  see  their  exhibition 
of  goods  at  381  Fourth  Avenue,  New  York  City. 


Long    Before    Chemical 
Bleaching  was  Thought  of 


our  ancestors  contented  themselves  with  bleaching  their  home- 
spun linen  fabrics  by  the  aid  of  "Old  Sol's"  rays— and  the 
bleaching  was  good.     To-day 


U 


mti  S^Iearf) "  Hincns 


are  bleached  in  exactly  the  same  way,  with  the  result  that  the 
fabric  is  left  a  beautifully  snowy  white,  soft  and  uninjured  by 
strong  chemicals. 

LET  US  SHOW  YOU  THEM 
THE  1912  RANGE  IS  WORTH  W^HILE 


R.  H.  COSBIE 

IRISH  LINEN  AGENCY 


TORONTO 


ONTARIO 
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The  Secret  of  My  Advancement 

THE  following  article,  entirely  unsolicited,  is  from  a  dry  goods  man  who  had  his 
'  first  business  experience  in  a  town  of  1,000,  but  who  now  has  a  responsible 
potitioi  in  one  of  Canada's  largest  departmental  stores.  His  message  is  that  in 
fitting  himself  for  the  position  "  higher  up,"  the  Dry  Goods  Review  was  not  only  his 
original  source  of  inspiration  but  has  aided  him  materially  in  self-development. 

Never  was  the  prospect  for  advancement  more  apparent  than  it  is  to-day. 
The  demand  for  competent  men  is  keeping  pace  with  the  growth  of  our  country. 
And  it  is  a  lamentable  truth  that  while  there  are  plenty  of  men  qualified  to  fill 
ordinary  positions  as  second-rate  salesmen,  window  trimmers,  ad.  men,  etc.;  the 
number  qualified  to  fill  the  higher  lucrative  positions  falls  short  of  the  demand. 

For  several  years  I  was  one  of  these  plodding  salesmen,  who  are  always 
wishing  for  some  position  higher  up;  but  who  do  not  know  just  how  to  attain  the 
desirable.    I  had  a  fair  knowledge  of  general  dry  goods,  clothing,  etc.,  but  apart 
from  being  an  average  salesman,  my  qualifications  were  limited. 
Review  Aroused  His  Interest. 

My  employer  had  been  a  regular  subscriber  to  The  Dry  Goods  Review,  and, 
in  the  Fall  of  1910,  my  interest  in  this  up-to-date  publication  was  aroused.  The 
"Salesmanship  Contest"  was  responsible  for  this  awakening.  Before  this,  I  had 
not  taken  much  interest  in  the  intricate  problems  that  confront  the  modern  mer- 
chant; but  with  the  introduction  of  this  contest,  my  "desire  o  compete"  was 
aroused.  For  several  months  I  followed  this  department  with  interest,  my 
answers  being  rewarded  on  several  occasions. 

With  the  awakening  of  my  interest  in  the  problematic  situation,  came  the 
desire  to  accumulate  practical  information  in  advertisng  and  wndow  trimming. 

The  illustrated  trims  of  some  of  the  best  trimmers  in  the  country,  with  the 
hints  given  in  the  "Art  of  Display"  department  which  is  found  in  each  number 
of  The  Dry  Goods  Review,  gave  me  much  valuable  information.  The  show  card 
articles  were  also  very  helpful. 

Missed  Sales  Grew  Fewer. 

I  am  glad  to  state  that  after  applying  myself  faithfully  to  the  study  of  this 
department,  I  found  the  work  becoming  fascinating  as  well  as  profitable.  In 
addition  to  the  decorative  work,  I  made  a  special  study  of  the  many  customers 
that  I  was  called  upon  to  come  in  contact  with.  By  applying  various  methods 
to  suit  each  individual  customer,  I  found  the  number  of  "missed  sales"  were 
growing  less.  By  applying  careful  as  well  as  truthful  statements  and  facts 
concerning  the  goods  asked  for;  a  daily  improvement  in  the  amount  of  sales  to 
each  person,  was  one  of  the  direct  results  of  my  improved  salesmanship.  My 
motto:  "To  sell  more  goods  to  the  same  number  of  customers,"  began  to  bear 
fruit  immediately.  I  found  that  a  sale  was  seldom  missed,  when  the  determina- 
tion, "to  sell  by  proper  demonstration,"  was  acted  upon.  Salesmen  who  have  not 
given  the  proper  amount  of  thought  to  this  problem  should  exert  themselves  to 
sell  more,  and  learn  how  one  feels  when  doing  a  greater  work. 

The  advertising  criticisms  that  appear  from  time  to  time  in  the  "Review  " 
were  also  a  source  of  profit  to  me.  Being  fully  aware  of  the  growing  popularity 
of  this  profession,  as  well  as  the  benefit  obtained  by  being  able  to  write  bright, 
original,  advertisements,  I  did  not  let  a  single  number  of  the  trade  journal  pass, 
without  first  carefully  making  the  advertising  thoughts,  that  appeared  in  it,  my 
own.  My  employer  was  glad  to  let  me  take  charge  of  the  advertising  department, 
as  he  had  been,  to  give  me  full  charge  of  window  and  interior  decoration.  By 
co-operation  between  the  advertising,  window  trimming,  and  always  doing  as  we 
promised,  the  public  began  to  notice  the  change.  Consequently,  business  showed 
a  favorable  increase;  much  favorable  comment  was  passed  concerning  the  attrac- 
tive decorations   and  the  new  advertisements  that  appeared  from  time  to  time. 

Advt.  Criticisms  Helpful. 

It  is  surprising  how  much  one  will  learn  by  following  the  hints  given  upon 
a  special  subject.  Several  illustrated  advertisements  with  criticisms  attached, 
is  the  average  of  each  issue  of  The  Dry  Goods  Review.  By  following  these 
articles,  and  by  using  good  common  sense,  any  ambitious  young  man  can  soon 
become  a  fairly  good  judge  of,  as  well  as  writer  of  up-to-date  advertisements. 
To  supplement  this  education,  there  are  many  valuable  text  books  that  can  be 
easily  obtained. 

The  foregoing  is  my  experience.  For  a  long  time  I  was  one  of  the  "wishers," 
instead  of  one  of  the  "doers."  I  found  promotion  was  attained  only  through 
self-exertion.  Anyone  can  obtain  a  fair  amount  of  good,  practical  information 
upon  any  subject  relating  to  the  dry  goods  business,  as  well  as  any  other 
profession,  if  a  steady,  persistent  course  of  study  is  followed.  It  is  surprising 
how  much  one  can  learn,  by  applying  himself  to  study  for  five  to  ten  hours  each 
week. 
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Indents  sent  direct 
have  special  atten- 
tion. Usual  shipping 
terms. 


VJ**'^'  '  Represented  by 

MR.  A.  W.  CLIFFE, 

who  can  be  communicated  with  at 

The  Windsor  Hotel,  Montreal;  The 

Queen's  Hotel,  Toronto ;   Royal  Alexandra, 

Winnipeg  ;   Vancouver  Hotel,  Vancouver.     Our  representative 

carries  samples  of  the  latest   ranges  of   Ribbons,    Laces,    Nets,   Chiffons,   British 

and  Foreign  Dress  Goods,  Printed  Cotton,  Dress  Silks,  Velvets,  Etc. 

Canadians  when  visiting  London  are  invited  to  walk  round  our  warehouse  and 
inspect  the  above  goods,  also  our  showrooms,  devoted  to  Mantles,  Costumes,  Gowns, 
Ladies'  and  Children's  Millinery,  Straws,  Flowers,  Feathers,  Maids'  and  Children's 
Costumes,   Underclothing,  Curtains,   Etc. 


T1 


SlIU'^ffK  If  I 


||^ff?iE  111 

iiiilifi 
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St  Paul's  Churchyard,  London 


Factories, JlO  and  11  Warwick  Lane,  E.G. 
Factories,  29  to  33  Warwick  Lane,  E.G. 
Factories,      Paternoster      Square,       E.  C. 

ILLUSTRATED    BOOKS   AND   SAMPLES   SENT   ON    APPLICATION. 


[& 


=1] 
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Debenhams 

for 
Novelties 


Debenhams 

for 
Novelties 


FALL  IMPORT 

We  have  pleasure  in  informing  you  that  the  collection  for 
the  coming  Fall  is  now  ready,  and  that  our  representatives 
will  be  leaving  on  their  trips  at  once. 

Our  well-known  staple  lines  in  Silks,  Ribbons,  Dress  Goods, 
Trimmings,  etc.,  will  be  submitted  to  your  attention.  They 
have  just  that  touch  in  shading  and  finish  that  marks  them 
out  from  ordinary  qualities  and  adds  to  their  selling  value. 

The  set  also  contains  a  large  number  of  Novelties  in  all 
lines,  and,  as  Fashion  has  changed  greatly  during  the  last 
few  months,  we  feel  sure  an  inspection  will  be  mutually 
advantageous. 

A  few  of  these  lines  are  enumerated  on  the  opposite  page. 


DEBENHAM  &  COMPANY 

Wimpole  Street,   London,  West 

MONTREAL  TORONTO 
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Debenhams 

for 
Novelties 
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Costume  Velvets- 
Millinery  Velvets — Qualities 


Whipcord  Cheviot        Striped  Velour 
Velour  Cheviot  Faille  Rademes 

Bengaline  Marquise 

Colored  Mousseline  Velvet  "Regent"  Velvet 

Colored  Chiffon  Velvet  "Oriental"  Velvet 


"Premier"        "Countess"        etc. 


ROYAL  CAVENDISH  VELVETEENS 
"CHIFFON  FINISH" 


"PACIFIC,"  "PREMIER"  and  "ATLANTIC"  SERGES 


Silks— 


Faille  Velours,  43"         Taffeta  Vestale,  40"  Haitienne  Glace,  36" 

Haitienne  Chameleon,  32"  Taffeta  Chiffon  D.W.,  39" 

Taffeta  Chiffon  2441,  40"  Taffetta  Chiffon  2400,   39" 

Satin  Supreme,  44"         Satin  Floresca,  40"         Paillette  Imperial,  40" 


DEBENHAM  &  COMPANY 

Wimpole  Street,   London,  West 

MONTREAL  TORONTO 
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FASHION'S]  LAST  WORD 

CONCERNING 

LADIES'  COSTUME  FABRICS 


AP4,  56  in. 

Two  Tone 
Whipcords 

to  retail  at .  .  .  $2.50 

Tan  and  White,  Grey  and 
White,  Oxford  and  White, 
Olive  and  White. 


SAYS 

WHIPCORDS,  CASHMERE 
COATING  SERGE,  AND 
SHOT  TAFFETA  SILKS. 


^ 


HW108,  50  in. 

All  Wool 
Coating  Serge 

(Very  Special  Value) 

to  retail  at  .  .  .  50c. 

Tan,  Brown,  Copenhagen, 
Cardinal,  Light  Navy, 
Navy  Black. 


^ 


We  mention  three  special 
lines  in  the  above,  which 
are  now  in  stock  and  can 
be   delivered  immediately. 


CP8,  39/40  in. 

Shot  Chiffon 
Taffeta  Silks 

(Magnificent  Quality) 

to  retail  at  . .  .  $2.00 

In  combinations  of  Green 
and  Gold,  Rose  and  Blue, 
Blue  and  Green,  Rose  and 
Brown,  Blue  and  Gold, 
Purple  and  Black, 


The   W.  R.  Brock   Company,    Limited 

Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Is  Fabric  Section  Falling  Down  ? 

WHILE  the  steady  development  of  the  garment 
trade  has  had  an  effect  upon  the  dress  goods 
department,  of  which  every  merchant  is  aware,  is 
it  a  fact  that  this  department  is  overlooking  the 
most  vital  of  all  trends — the  supremacy  of  ready-to- 
wear  in  the  matter  of  fabric  novelties? 

Anxious  as  he  may  have  been  in  past  years  to 
give  his  department  that  distinction   calculated  to 


remove  it  from  the  level  of  comparison  with  ready- 
to-wear  garments,  the  dress  goods  buyer  need  not 
now  look  very  far  afield  to  note  the  fact  that  style 
verdicts  on  the  fabric  question  are  originating  large- 
ly with  the  garment  manufacturers,  that  they  have 
often  influenced  the  demand  of  an  entire  season, 
and  that  when  the  dress  goods  section  has  been  con- 
fronted with  that  demand,  it  has  fallen  down;  did 
not  have  the  goods.  Purchases  for  that  department 
did  not  seem  to  coincide  with  those  features  on 
which  style  had  set  unmistakable  approval  in  the 
ready-to-wear  department. 

A  striking-looking  garment  on  display,  for  ex- 
ample, may  arouse  a  prospective  customer's  interest. 
She  fancies  the  material,  and  decides  to  have  it  made 
up  differently.  She  asks  for  the  fabric  in  the  dress 
goods  section.  They  haven't  got  it,  and  endeavor  to 
sell  something  else  in  the  same  class.  The  customer, 
however,  has  seen  the  effect  "made  up,"  and  is  not 
easily  converted.  Again,  a  window  trimmer  desiring 
to  follow  out  in  a  fabric  display  the  same  color  or 
weave  effects  emphasized  in  a  window  of  ready-to- 
wear  finds  himself  handicapped  because  the  materials 
are  not  available  at  the  time.  Full  form  drapes 
showing  the  fabrics  applied  to  different  styles,  un- 
doubtedly create  sales. 

What  is  the  explanation  of  this?  Why  sihould 
the  novelties  appear  in  ready-to-wear  garments  six 
months  before  the  dress  goods  buyer  knows  anything 
about  them,  or  rather  attaches  any  importance  to 
their  style  significance — when  it  is  too  late?  The 
manufacturer  undoubtedly  goes  to  the  mills  for  his 
fabrics.  He  must  have  them  for  placing  on  the  suc- 
ceeding season's  business.  But  his  sources  of  infor- 
mation are  not  barred  to  the  buyer  for  the  dress 
goods  departments.  The  same  influences  that  con- 
firm  the  garment  manufacturer's  views  as  to   the 
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style  importance  of  his  weaves  may  be  easily  read 
by  the  fabric  buyer,  and  there  appears  to  be  no 
reasonable  excuse  for  ignoring  a  color  or  weave  for 
which  a  decided  position  is  indicated. 

The  argument  is  advanced  that  not  every  buyer 
of  a  ready-to-wear  garment  is  favorably  impressed  by 
the  fact  that  some  other  person  may  select  a  similar 
garment  in  the  same  fabric,  that  the  dre&s  goods  de- 
partment aims  at  distinction.  This  argument  might 
very  well  be  answered  by  the  fact  that,  at  the  present 
time,  some  buyers,  and  large  ones  at  that,  have  been 
scurrying  for  colors  that  have  been  popularized  by 
the  garment  department.  The  scarcity  of  whipcords 
in  the  fabric  section  may  be  regarded  as  another 
answer. 

Here  is  a  question  upon  which  the  fabric  buyer 
should  njake  a  serious  investigation.  Is  it  a  fact  that 
the  ready-to-wear  department  is  outstripping  him  in 
those  very  features  which  he  had  been  striving  to 
maintain  for  his  own  department,  namely,  that  of 
distinctive  novelty  best  calculated  to  meet  with  style 
approval  and  consequent  demand?  What  influence 
is  exerted  by  the  ready-to-wear  department  as  regards 
fabric  styles?  It  stands  to  reason  that,  with  wide- 
awake buyers  in  the  market,  who  are  also  authorities 
on  fashion  trend,  the  garment  manufacturers  are 
certainly  in  an  excellent  position  to  judge  in  advance 
the  selling  merit  of  their  .'^elections,  but  not  any  more 
so  than  the  dress  goods  buyer,  who  should  be  equally 
well  posted  on  styles.  If  it  is  a  question,  not  of 
knowledge,  but  of  buying  arrangement,  then  the 
buyer,  in  the  interests  of  his  department,  should  .set 
to  work  to  bring  about  the  necessary  readjustment. 

Certainly,  if  the  dress  goods  department  is  to  hold 
its  position,  it  cannot  afford  to  sacrifice  or  ignore  one 
of  the  chief  reasons  for  its  existence. 


Breaking  the  Engagement 

SNOWED  up  for  three  days  in  an  Ontario  village 
because  a  merchant  did  not  keep  his  engage- 
ment, was  the  experience  of  a  traveling  salesman 
early  in  March.  Under  ordinary  circumstances,  the 
traveler  states,  he  can  cover  the  town  in  about  four 
hours,  and  do  several  other  places  in  the  district  in 
the  time  that  he  wasted  in  the  isolated  village.  The 
merchant,  he  explains,  set  an  hour  at  which  he  would 
see  his  samples.  The  hour  came  and  no  merchant 
appeared.  The  salesman  ran  over  to  the  store  and, 
as  it  was  storming,  pointed  out  that  he  wished  to  catch 
the  next  train.  The  merchant  made  a  dive  for  his 
hat  and  coat  and  the  salesman  returned  to  the  sample 
rooms.  The  merchant  failed  to  appear,  and  the 
salesman  phoned.  The  reply  was,  "I've  been  very 
busy,  will  be  right  over."  Fifteen  minutes  later  the 
merchant  arrived,  and  though  he  gave  a  good  order, 
it  was  past  train  time  when  he  had  finished. 


This  is  not  an  isolated  case.  Hundreds  of  dol- 
lars are  added  to  selling  costs  of  wholesalers  and 
manufacturers  by  merchants  who  disregard  the  pro- 
mise thej^  give  to  traveling  salesmen  to  "be  there"  at 
a  certain  time.  Very  often  the  excuse  given  is 
trifling,  and  it  adds  materially  to  the  aggravation 
when  a  merchant  indicating  his  desire  to  make  selec- 
tions finally  becomes  peeved  and  decides  that  "he 
will  buy  nothing  this  time."  In  the  severity  of  winter 
these  "hold-ups"  are  all  the  more  exasperating. 

But  how  did  this  traveler  spend  the  three  days  in 
the  village?  Here  are  his  own  words:  "I  went  over 
to  the  denti.st  and  had  him  fix  up  my  teeth  and  put 
an  edge  on  them.  I  thought  this  the  best  thing  I 
could  do  in  a  siege  of  this  kind,  but  by  the  time  the 
dentist  got  through  the  line  was  clear." 


Sacrificing  Their  Own  Interests 

IN  his  address  before  the  Dry  Goods  Section  of  the 
Toronto  Board  of  Trade,  the  chairman,  W.  R. 
Smallpiece,  referred  to  certain  conditions  which 
should  have  the  serious  thought  of  all  merchants. 
While  the  volume  of  business  was  larger,  he  pointed 
out,  and  while  an  aggressive  policy  from  one  end  of 
the  trade  to  the  other  was  apparent,  there  was  not 
that  increase  of  profits  which  in  all  reason,  sliould 
have  been  expected  under  the  existing  favorable  cir- 
cumstances. The  reason  for  this  is,  a.'^  Mr.  Small- 
piece  states,  the  lack  of  a  policy  between  members  of 
the  trade  whereby  fluctuations  of  the  market  or  con- 
ditions affecting  the  interests  of  the  mercantile  com- 
munity could  be  reckoned  with  in  a  practical  way. 
In  other  words,  the  claim  is  made  that  merchants 
have  been  sacrificing,  to  an  unwarranted  degTee,  their 
own  interests  in  meeting  so-called  competitive  condi- 
tions, to  pay  sufficient  attention  to  the  state  of  affairs 
at  the  sources  of  supply  or  to  the  influences  affecting 
them.  They  have  been  educating  the  people  to  look 
for  maintenance  of  easy  pric&s,  or,  in  the  words  of 
the  speaker,  "in  dry  goods  trade  (either  retail  or 
wholesale)  if  the  market  drops  they  have  to  follow 
suit,  but  when  it  advances,  no  matter  how  high,  both 
the  wholesaler  and  retailer  continue  to  offer  goods 
at  old  prices  till  their  contracts  at  low  figures  are  ex- 
hausted." This  makes  for  disappointment  at  the 
end  of  the  year,  and  is  submitted  in  explanation  of  the 
showing  for  1911. 

In  the  dry  goods  trade,  to  a  greater  extent  than 
any  other,  there  is  an  individuality  in  merchandising 
which  goes  far  to  explain  an  attitude  of  indepen- 
dence. In  some  cases,  this  has  not  choked  co-opera- 
tion between  merchants,  but  in  others  it  has  done 
so,  and  under  keen  competitive  conditions  thej^  have 
not  worked  together  to  the  extent  that  they  should. 
Where  men  are  making  some  headway  this  is  con- 
sidered unnecessary,  and  where  one  is  doing  better 
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than  tl'.e  other  the  prosperous  man  prefers  a  distinc- 
tive position. 

This  is  a  period  of  organization.  Wholesalers, 
jobbers,  manufacturers,  retailers,  employes  are  all 
getting  together  in  respective  bodies  with  solution  of 
problems  and  better  conditions  as  the  object  to  be 
attained.  The  section  of  the  community  that  does 
not  represent  its  own  interests  in  concrete  form,  that 
is  working  along  on  a  policy  that  is  unjust  to  itself, 
will  hardly  command  the  respect  accorded  one  that 
presents  an  unbroken  front,  and  in  which  co-operation 
has  effectively  met  any  tendency  to  self-deception. 


Influence  of  Artistic  Display 

LARGELY  on  account  of  continued  cold  weather, 
the  ready-to-wear  department  has  had  a  dis- 
tinct advantage  over  the  millinery  section  in  intro- 
ducing the  new  Spring  styles.  Opening  events  have 
been  held  in  all  of  the  large  centres  and  in  many 
of  the  smaller  ones,  and  these  have  featured  on  an 
unusually  elaborate  scale,  the  new  suits  and  gowTis. 
Millinery  has  not  been  neglected,  but  there  has  not 
been  that  Spring-like  feeling  in  the  atmosphere, 
which  tempts  people  to  consider  the  more  dainty 
essentials  of  their  wardrobe  to  the  extent  that  they 
generally  do.  Undoubtedly,  with  the  first  breath  of 
Spring-like  weather,  will  come  that  irresistible  inva- 
sion of  the  millinery  salon. 

Much  artistic  effort  has  this  year  been  directed 
toward  the  effective  display  of  ready-to-wear  gar- 
ments. Interiors  of  stores  have  been  so  adorned  as 
to  readily  divert  the  minds  of  the  people  from  the 
wintery  conditions  of  things  outside,  and  these  deco- 
rations have  undoubtedly  done  much  to  promote  ac- 
tual Spring  business.  Garments  on  living  models  or 
otherwise  have  been  shown  in  surroundings  that  im- 
mediately suggested  this  desirability,  and  good  selling 
has  resulted.  The  merchant  and  the  decorator  have 
been  demonstrating  that,  with  the  proper  atmosphere 
and  .surroundings,  they  can  influence  demand  in  such 
a  way  as  to  offset  temporarily  unfavorable  conditions, 
and  by  concentrating  to  a  greater  extent  than  usual 
upon  ready-to-wear,  they  have  selected  a  department 
which  lends  itself  admirably  to  this  form  of 
advertisina:. 


The  Passing  View 

SOMEONE  has  ventured  the  suggestion  that  the 
plans  of  the  Eaton  Company  provide  for  an  ex- 
tension of  their  enterprise  to  the  wholesale  field. 
Merchants  who  have  recently  written  in  to  The 
Review  protesting  that  manufacturers  and  whole- 
salers are  discriminating  unfairly  in  favor  of  the 
Eaton  Company  would  find  some  food  for  deep 
thought  in  this  suggestion,  if  it  contained  a  grain  of 


truth.  The  Eaton  activities  are  shaping  out  as  com- 
plete an  organizating  for  producing  in  a  wholesale 
way  and  distributing  by  retail,  as  can  possibly  be 
conceived.         It       is       approaching       Wanamaker 

})roportions. 

If  you  are  in  doubt  about  your  cost  system,  the 
series  of  articles  on  "Managing  a  Retail  Business,'" 
now  running  in  The  Review,  will  interest  you. 

A  great  deal  of  int-erest  always  attaches  to  an 
anniversary  event.  It  gi^•as  the  merchant  an  oppor- 
tunity to  express  his  appreciation  of  loyal  patronage, 
it  enthuses  tlie  staff,  because  it  is  something  different, 
and,  if  well  managed,  it  will  attract  much  busine^, 
and  help  clean  up  slow-moving  lines. 

The  Review  is  in  receipt  of  a  letter  from  a  mer- 
chant who  suggests  a  merger  of  wholesale  houses  in 
order  to  cope  with  mail  order  competition.  Retailers, 
he  states,  might  assist  by  talcing  stock  in  the  organi- 
zation. Taxation  of  the  mail  order  concerns  would 
not,  in  his  opinion,  be  operative.  It  would  not 
reach  the  root  of  the  trouble. 

Manufacturers  and  wholesalers  are  viewing  with 
considerable  apprehension  the  effects  of  the  English 
coal  strike.  Should  the  paralyses  of  the  industrial 
centres  long  continue  it  will  mean  absolute  uncer- 
tainty in  delivery  of  goods  and  the  development  of 
a  serious  situation  in  the  mercantile  world.  Increased 
cost  of  manufacturing,  due  to  advances  in  coal  prices, 
will  have  to  be  reckoned  with  should  strained  condi- 
tions rule  for  any  length  of  time.  The  element  of 
uncertainty  will  be  such  as  to  seriously  deter  the 
smooth-running  of  business,  not  only  among  manu- 
facturers, wholesalers  and  retailers,  but  in  the  raw 
material  markets. 


Special  Features  of  This  Number 
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The  Management  of  a  Retail  Business 


No.    5 — Cash   Discounts.    (Contiuued.) 
By  II.  C.  Carson,  F.S.S. 


The  foregoing  balance  sheets  (see 
last  issue)  of  course  constitute  mere 
menaoranda,  being  based  on  estimated 
stock  on  hand,  but  they  are  neverthe- 
less useful  as  forming  a  fairly  accurate 
indication  of  the  state  of  each  business 
at  the  close  of  the  first  quarter  of  the 
year. 

Although  the  period  has  been  short, 
scarcely  long  enough  for  any  business 
to  find  its  bearings,  as  it  were,  yet  both 
merchants  have  gained  some  useful  ex- 
perience in  judging  human  nature. 
They  have  both  learned  the  tendency 
of  customers  to  enlarge  rather  than 
diminish  the  amounts  they  owe,  and 
that  a  large  proportion  of  their  present 
accounts  receivable  was  incurred  dur- 
ing the  first  month.  No.  1  merchant  is 
especially  dissatisfied  because  he  had 
planned,  at  the  outset,  to  adhere  almost 
entirely  to  a  cash  business.  It  is  very 
hard,  however,  to  live  almost  entirely 
up  to  any  rule,  and  in  this  case  it  is 
like  a  horse  that  is  almost  always  ready 
to  run  away.  There  is  no  comfort  and 
some  danger  in  driving  a  horse  of  that 
kind. 

$10   Coupon   Books. 

He  realizes,  too,  that  a  rigid  enforce- 
ment of  the  cash  rule  would  most  prob- 
ably reduce  the  volume  of  his  trade,  to 
the  advantage  of  No.  2.  his  competitor. 
After  due  consideration,  a  new  plan 
suggested  itself,  which,  in  effect,  would 
encourage  cash  trading  and  at  the  same 
time  widen  the  distribution  of  his  cred- 
its and  limit  the  amount  to  each  cus- 
tomer. 

Being  an  industrial  district,  his  pat- 
rons mostly  received  their  wages 
weekly,  and  he  wisely  concluded  that 
accounts  could  be  paid  weekly  and  de- 
termined upon  $10  as  the  limit  of  an 
individual  credit.  To  avoid  the  incon- 
veniences of  book-keeping,  he  arranged 
to  have  coupons  printed,  in  book  form, 
in  varying  denominations  from  five 
cents  to  $1.00.  Each  book  contained  a 
promissory  note  for  $10  in  his  favor, 
which  the  customer  was  required  to  sign 
on  receiving  the   coupons. 

Allowed  Cash  Discount. 

The  inducement  for  cash  was  21/2  per 
cent,  discount,  or  $9.75  per  book.  Cou- 
pons representing  the  amount  of  each 
purchase  were  to  be  collected  on  deliv- 
ery of  the  goods,  and  when  exhausted  a 
further  issue  would  not  be  made  while 
payment  of  the  previous  book  was  out- 
standing. Furthermore,  the  notes  pro- 
vided for  interest  from  date  of  matur- 
ity, getting  over  a  difficulty  which  is  not 


met  by  merely  printing  on  a  statement 
that  interest  will  be  charged  on  over- 
due accounts.  This  is  a  common  prac- 
tice, but  has  no  force  in  law,  because 
it  is  not  a  contract.  These  coupons  bore 
the  book  number,  for  identification,  and 
by  cancelling  coupons  in  what  was  call- 
ed the  outstanding  coupon  book,  pre- 
pared for  the  purpose,  the  liability  on 
this  account  could  be  ascertained  with 
very    little    trouble    at    any    time. 

Such  was  the  plan  inaugurated  by  No. 
1  on  the  first  day  of  the  second  quart- 
er's business,  April  1st. 

Merchant,  No.  2,  in  the  meantime, 
had  been  in  a  deep  study  over  the  con- 
dition of  his  accounts.  He  had  ample 
receivables  to  offset  his  payables,  but 
collections  were  becoming  increasingly 
difficult  and  no  remedial  plan  had 
occurred  to  him  beyond  a  little  extra 
effort  in  collecting. 

Opportunity  to  Replenish  Stock. 

Another  thought  occurred  to  No.  1 
He  had  an  established  line  of  credit  at 
his  bank  for  $1,000  and  it  was  folly  to 
let  this  remain  idle.  He  discounted 
$750  for  30  days,  and  proceeded  to  re- 
plenish his  stock,  which  had  been  de- 
pleted to  some  extent.  But  he  did  not 
buy  in  the  same  small  quantities. 
Special  prices  were  securable  for  5  or 
more  case  orders  in  some  lines  and 
these  advantages  he  seized  as  far  as 
possible,  realizing  the  force  of  the  trite 
old  saying  "well  bought  is  half  sold." 
Let  us  see  how  they  stood  at  the  end 
of  the  fourth  month. 

End  of  Fourth  Month. 

Merchant  No.  2  sold  during  the 
month  $2,500,  an  increase  of  $500  over 
the  previous  month,  due  to  some  of  No. 
I's  customers  going  over  to  him  because 
of  his  new  plan,  which  they  did  not 
like.  Only  one-third  of  the  total  was 
sold  for  cash,  however,  but  he  had  col- 
lected $1,000  last  month's  accounts, 
leaving  $967  still  to  be  gathered  in.  Of 
course  his  accounts  payable,  $918  had 
been  paid  in  the  meantime,  and  also 
some  of  the  current  month,  but  he  was 
compelled  to  purchase  rather  heavily, 
in  order  to  keep  his  stock  up  to  stand- 
ard, these  amounting  to  $2,200,  and 
representing  an  increased  number  of 
creditors.  Here  is  the  record  (expenses 
being  the  same  as  before),  which  com- 
pare with  last  month,  in  previous 
article. 

Cash  in  hand    $  183  00 

Accounts    receivable    2,633  64 

Owing  to   creditors    1,617  67 


Merchant  No.  1  had  also  worked  on 
his  outstanding  accounts  of  last  month, 
reducing  the  amounts  from  $766  to  $135. 
Out  of  eighty  customers  he  had  lost  ten 
on  account  of  the  coupon  system  he  had 
inaugurated.  Several  new  ones  had  also 
come  to  him,  attracted  by  the  system, 
so  that,  all  in  all,  he  had  lost  but  little 
ground.  He  had  discouraged  his  good 
customers  from  paying  cash  across  the 
counter,  realizing  that  the  coupons  were 
an  effective  means  of  holding  trade,  and 
consequently  his  cash  sales,  exclusive  of 
coupons,  were  only  $150.  He  had  sold 
240  books  of  coupons  to  eighty  custom- 
ers, or  an  average  of  three  to  each,  60 
of  them  at  $9.75  for  cash,  his  loss  on 
this  score  being  $15.  All  but  GO  had 
been  paid  for  as  they  fell  due,  so  that 
his  bills  receivable  stood  at  $600.  He 
had  redeemed  $1,850  coupons  in  sales 
and  therefore  his  liability  to  customers 
was  $550,  or  just  $50  less  than  his  bills 
receivable.  His  stock  had  been  increas- 
ed in  the  meantime,  his  purchases 
amounting  to  $3,500,  on  half  of  which 
he  had  secured  a  five  per  cent,  advan- 
tage in  quantity  price,  besides  two  per 
cent,  cash  discount.    He  stood  thus: 

Cash  in  hand    $154  83 

Accounts    receivable    135  00 

Bills    receivable    600  0€ 

Owing  to   Bank    750  00 

Unredeemed    coupons    550  00 

His  bank  discount  cost  $4.37  and  loss 
on  coupons  $15,  but  his  gain  on  quan- 
tity price  was  $87.50  and  cash  dis- 
counts $68.25,  a  total  of  $155.75,  or 
$136.38  net. 

What  Balance  Sheets  Show. 

Space  will  not  permit  our  going  into 
the  next  two  months  at  this  writing, 
so  we  will  do  as  before,  construct  new 
balance  sheets,  basing  the  profits  at 
25  per  cent,  of  the  sales  as  before. 

Merchandise  Account — 

No.  1.        No.  2. 
Stock      on      hand 

April  1st  ....  $2,125  00  $2,125  00 
Stock       purchased 

during    month..      3,500  00      2,200  00 


$5,625  00     $4,325  00 
Sales     for    month 

at   75%    cost    .  .    1,500  00       1,875  00 


Stock    on    hand    $4,125  00     $2,450  00 
No.  1  has  now  a  much  larger  stock, 
it  will  be  seen  owing  to  quantity  buy- 
ing, but  in  consequence  it  will  iK)t  be 
Continued  on  page  140. 
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Increase 


your 


sales 


Buy  the  lines  you  will  certainly 
be  asked  for. 

This  will  be  one  of  the  greatest 
wash  goods  seasons  you  have  ever 
had,  and  these  cloths  can  be  bought 
with  the  assurance  of  ready  sale. 


Printed  foulards 

- 

- 

15 

cents 

Radium  foulards    - 

- 

- 

18 

1/2 

u 

Plain  voiles 

- 

- 

18 

r/2 

<( 

Printed  voiles 

i8 

1/2 

and 

25 

u 

Quaker  grey  voiles 

- 

- 

15 

(( 

Then  Bedford  cords  and  suitings 

will    be    in    good    demand,    although    the   voiles  and 

foulards  will  hold  first  place. 

Quaker  grey  is  one  of  the  strong  colors — make  a  point 
of  buying  this  shade. 

Goods    can    be    shipped    at   once.      Let's    send    you 
samples — a  card  will  bring  them. 

The  W.   R.  BROCK   COMPANY  (Limited) 

MONTREAL 
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Features  in  Fall  Fabric  Vogue 

Materials  pro)minent  in  favor: — Velour 
cloths,  sponge  cloth,  Terry  or  ratines,  zibe- 

lines,     brushed     coteles Bedford     cords, 

whip-cords,  cheviots,  diagonals,  serges,  brush- 
ed tweeds. 

Fashion     tendency    towards    piece-dyed 

cloths Stripes  hold  first  place  in  fancies. 

Two-tone    effects    strong Mixtures    very 


subdued 
parent. 


Influence    of    changeables    ap- 


Premier   Place    For    Silks 

Fashion  drawing  inspiration  from  periods 

when    these    fabrics    were    the    vogue  — 

Chif?on   taffeta  heads  the  novelties, 

STYLES  continue  to  favor  silk  falbries,  and 
with  fashion  drawing  its  inspiration,  during 
the  coming  months,  from  periods  of  dress 
when  silk  fabrics  -were  pronouncedly  worn,  a  contin- 
uation of  the  present  strong  vogue  of  silk  materials 
is  only  to  be  expected.  Therefore,  from  a  fashion 
standpoint,  to  .silk  materials  must  be  accorded  the 
premier  place  for  the  coming  Fall  and  Winter. 

It  should  be  pointed  out  that  the  vog-ue  of  the 
dressy  gown  is  strong,  and  that  in  the  past  few  sea- 
sons there  has  sprung  up  a  big  demand  for  party 
gowns — that  is,  for  smart  little  dresses  suitable  for 
afternoon  party  and  for  informal  evening  wear.  Silk 
fabrics  are  most  suitable  for  the  development  of  these 
gowns,  and  from  the  cutter-up  and  the  merchant  is 
coming  a  large  demand  for  suitable  fabrics.  And 
this  means  a  big  season  in  silk  materials. 

And  for  style  reasons,  though,  from  a  yardage 
point  of  view,  they  may  not  rank  so  high,  chiffon 
taffetas  must  be  placed  at  the  head  of  silk  novelties 
for  the  coming  season.  The  first  place,  from  a  yard- 
age standpoint,  promises  to  be  occupied  by  satins, 
for  satins  still  come  first  for  foundation  purposes. 
Soft  satin,  veiled  with  chiffon  or  silk  net  or  voile  is 
still  a  leading  style,  and  will  be  prominent  in  Winter 


modes,  as  many  women  are  only  just  adopting  cos- 
tumes of  this  cla.ss  for  dressy  wear.  Satins  of  this 
class  are  now  very  moderately  priced  and  this  is  an 
influence  that  will  lead  to  a  large  distribution. 

Taffeta,  in  many  minds,  is  associated  with  the 
idea  of  a  stiff-finished,  rustling,  much-weighted  silk, 
and  this  idea  is  one  reason  why  the  new  taffetas  are 
making  such  slow  headway.  The  new  taffetas  are  of 
very  sheer  construction,  very  soft  and  supple  and 
drape  almost  as  softly  as  satin  or  crepe.  The  finish 
is  very  brilliant  and  in  this  respect  rivals  satin.  They 
have  been  well  taken  by  the  millinery  trade,  and  are 


Leaders  in  the  Vogue  for  Silks 

Foundation  Silks — Ducliesse,  liberty, 
paillette,  messaline. 

Veiling  Fabrics — Mousseline  de  sole,  chif- 
fon, voiles,  nets,  tulle. 

Novelties — Chiffon  taffetas,  flowered, 
striped,  brocaded,  changeable,  plaid,  plain. 

Crepes — Charm  euse,  meteor,  crepe  de 
chine. 

Brocades — Flowered,  tinsels,  velvet,  fig- 
ured. 

Silks  for  Suits — Reps  and  cords,  plain 
and  changeable.  Serge  and  cheviot  weaves, 
plain  and  two-toned. 
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Every  fashion  authority  says  that  this  is  to  be  a  crepe  year,  and  we 
have  therefore  brought  out  for  Spring  and  Summer  twelve  new 
styles  of  Serpentine  Crepe,  each  in  a  variety  of  beautifully  blended 
color   combinations,  all   designs   patented. 

We  guarantee  that  the  quality  of  texture  has  been  rigidly  maintained  and 
that  both  the  printed  patterns  and  plain  shades  have  been  developed  up  to 
even  a  more  artistic  standard  than  ever  before. 


We   also   have   brought   out   two   entirely   new   weaves  which  we 
have  designated  as  "Crinkled  Stripe"  and  "Lightning." 


t- 


ger))ePfli?e(^)) 

both   unique  in   crepe  effects    and   which   we  believe  are    destined   to   wide 
popularity. 

Ask  your  jobber  to  show  you  samples  of  these  new  Serpentine  weaves  or 
write  to  us  for  them.  For  the  protection  of  consumer,  retailer  and  ourselves 
against  inferior  imitations.  Serpentine  Crepe  now  has  the  imprint : 
SERPENTINE  CREPE  on  the  selvage  of  every  yard.  Be  sure  that  every 
yard  you  order  bears  this  hall-mark  of  genuineness  and  thus  avoid 
disappointment  and  the  sure  loss  of  patronage.  For  the  genuine 
Serpentine  Crepe  is  the  most  popular,  the  most  demanded,  the  largest  used 
cotton  crepe  in  the  world. 

Our  salesmanship  helps,  such  as  leaflets,  fashion  plates,  swatch  books,  cut- 
outs, show  cards,  calendars,  advertising  electros,  etc  ,  which  we  furnish 
free  to  retailers,  are  a  powerful  aid  in  helping  retailers  to  secure 
the  full  advantage  of  the  popularity  and  increased  usefulness  of 
Serpentine  Crepe.     If  you  have  not  been  supplied  for  the   Spring 


Helps 
for  Re- 
tailers 


season,  write  us  for  samples. 


PACIFIC  MILLS,  70  KILBY  ST.,  BOSTON,  MASS. 
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Reading  from  left  to  right  —  CliifFon  tafleta  line  clieck  in  white  on  grey  ground  ;  shown    by   W.   R.  Brock  &  Co.,  Toronto.     Flowered 

taffeta,  shot  and  brocaded  ground.    Satin  finished  fancy  ombre  ground  with  printed  lace    pattern.     Satin-finished    fancy   striped 

and  spot  ground  with  printed  lace  pattern.    Champagne  and  blue  shot    taffeta,  line   stripes    of   black.     The 

four  samples  shown  by  The  Silks  Co.,  Toronto. 


beginning  to  sell  freely  in  the  large  city  departinent- 
al  stores,  but  as  yet,  neither  the  popular  trade  nor 
the  cutting-up  trade  have  evinced  much  interest  in 
taffeta. 

The  vogTie  of  taffeta  is  bound  to  come,  as  New 
York  has  taken  this  silk  up  so  strongly.  Interest 
is  largely  centered  in  changeables.  Combinations 
such  as  blue  and  black,  blue  and  green,  black  and 
violet  are  made  into  smart  one-piece  dresses  and  suits, 
while  the  lighter  combinations  such  as  the  new 
primrose  and  gold,  primrose  and  blue,  gold  and  blue, 
gold  and  nile,  grey  and  pink  are  used  in  combina- 
tion with  embroidered  net  and  lace  in  the  develop- 
ment of  dressy  gowns. 

Many  fancy  taffetas  are  on  the  market,  Parisian 
dressmakers  are  using  flowered  taffetas,  but  this 
fabric  is  at  present  strictly  confined  to  the  high-class 
stores.  Changeables  appear  with  the  very  narrowest 
possible  black  stripes  or  powdered  over  with  black 
flecks  that  are  almost  indistinguishable  from  the 
ground.  Then  there  are  satin  and  taffeta  stripes, 
and  the  vogue  of  bordered  taffetas  promises  to  con- 
tinue over  into  the  Fall  season.  Cord  stripes  in  con- 
trasting color  to  that  of  the  ground  are  also  new,  and 
there  are  a  few  plaid  designs  in  tartan  colorings 
showing. 

The  new  styles  favor  satin-finished  crepes,  and 
in  the  high-clas,s  trade  crepes  will  have  a  prominent 
place.  Charmeuse,  crepe  meteor  and  crepe  de  chine 
are  showing  in  both  dark  and  light  colors,  and  also 
in  floral  patterns  and  in  handsome  bordered  effects. 

No  presentation  of  silk  fabrics  would  be  com- 
plete without  a  mention  of  the  many  high-class 
brocaded  fabrics  though  these  novelties  are  out  of  the 
range  of  the  popular  trade.    These  materials  are  used 


for  evening  gowns  and  cloaks,  and  are  of  an  espe- 
cially rich  and  sumptious  character.  There  are 
gorgeous  brocades,  heavy  and  soft,  and  mixed  satins 
with  elaborate  designs  and  gold  and  silver.  There 
are  exquisite  corded  silks  shot  with  tinsel  in  lovely 
shades  of  pink,  lavender,  blue  and  egg  yellow.  Many 
of  these  rich  fabrics  are  not  as  heavy  as  they  look, 
and  this  applies  particularly  to  the  faibrics  having 
raised  velvet  figures.  As  a  rule,  the  ground  is  of 
satin  finished  crepe  and  in  spite  of  the  heavy  pattern 
the  material  is  light  in  weight  and  falls  into  perfect 
folds. 

Wraps   for   carriage  and   street  wear,   and  also 
handsome  tailored  suits  are  to  be  made  from  heavv 
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The  highest  development  of 

MERCERISATION  in  COTTON  GOODS 

is     shown     in 

those  which  bear 

the 


"  MARQUISE." 

For 

Cotton  Venetians,  the 

nearest     approach     in 

appearance    to    the 

finest  Silk  Satins. 


"  MARCHIONESS." 

A  lustrous  and  per- 
manent finish  for 
Cotton  French   Twills. 


•*SUNBRITE." 

The  latest  textile 
achievement  for 
Cotton  Italians, 
Satteens,  Twills, 
Venetians,  and 
Umbrella  Cloths. 


" APPRET 

DE  LAINE." 

A    soft   permanent 

finish  for  Black  Cotton 

Italians,     the     nearest 

imitation  of  Botany 

Wool  Linings. 


"  LAMATTE." 

A  silky  finish,  com- 
bined with  a  soft, 
glovyjhandle,  for 
Black  and  Coloured 
Italians]>nd  Satteens. 


(Copyright) 


GUARANTEE. 


The  advance  in 

ANIUNE 

Black  and  Colour 

DYEING 

has    been    synchronous 

with  that  of  the 

MERCERISATION. 


•*  DAZZLEINE." 

For  Cotton 
Umbrella  Cloths. 


"CAWLEY'S 
BRILLIANCY." 

For  fast  Black 

Mercerised 

Satteens. 


"  RADIUM." 

A  bright  finish,  soft  in 

handle,  and  with  great 

strength  of  cloth.     For 

fast  Black  Cotton 

Satteens. 


"  POPLA." 

The     best     finish     for 

Mercerised  Black  and 

Coloured  Poplins. 


"  FORTESSE." 

For  Cotton  Satteens, 
a  new,  rich  and 
brilliant  finish,  giving 
the  maximum  strength 
with  a  perfectly  fast 
Black. 


There    are    many     different     Fin- 
ishes,  adaptable    for   all    purposes. 
Patterns,  along  with  full  particulars, 
can  be  obtained  from 


The  Bradford  Dyers'  Association,  Ltd. 


39  WELL  STREET, 


BRADFORD,  ENGLAND 
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Three  noTelty  sponee  cloths  or  ratines.    From  left  to  right  —  Corduroy  effect ;    voile   ground ;   two-toned    effect. 
These  cloths  are  the  high  novelty  in  both  cotton    and  wool. 


corded  silks  in  both  Ottoman  and  diagonal  weaves. 
Many  of  these  are  shot  and  two-toned. 

Shantungs  are  showing  in  new  weaves  designed 
for  tailored  wear.  These  come  in  diagonal,  whip- 
cord and  in  serge  and  cheviot  weaves. 


The  annual  report  presented  to  the  shareholdere 
of  Debenhams,  Limited,  in  London,  early  in  March, 
shows  a  year's  trading  record  that  must  be  highlj' 
gratifying.  The  net  profits  were  £113,992,  as  against 
£103,100,  or  an  improvement  of  nearly  £11,000.  The 
dividends  are  at  the  usual  rate  of  6  per  cent.  Th* 
sum  of  £2,500  is  placed  to  reserve,  after  which  there 
is  a  balance  of  £56,500,  as  compared  with  £45,600, 
divisible  between  the  deferred  ordinary  shareholders 
and  the  participation  fund. 

The  Fall  Color  Trend 

BROWNS,  BLUES,  PURPLES,  REDS,  GREENS, 

GREYS. 
BROWN — Pheasant   tan,   golden   broivn,   nut,   seal, 

cinnamon,  terra  cotia. 
BIjUES — Light,  mid,, dark  navy,  Persian,  Gobelin, 

duck. 

PURPLES — Amethyst,  'prune,  plum,   dark  prelate. 

REDS — Burgu7idy ,  ruby,  cherry,  cardinal. 

GREENS — Myrtle,  Russian,  linden,  reseda. 

GREYS — Iron,  taupe,  steel. 

NOVELTY  AND  EVENING  COLORS— White, 
oyster,  straw,  champagne,  primrose,  canary,  apri- 
co\,  amber,  primrose  pink,  rose,  fuchsia,  del. 
Nattier,  Gobelin,  Nile,  leaf,  helio,  lavender,  or- 
chid, silver  and  mist  grey.  Evening  colors  fur- 
ther softened  in  tone  by  being  shot  ivith  white. 


Colors  For  Fall  and  Winter 

Soft  dark  tones  for  street  wear  —  Delicate 
pastel  shades  for  evening  and  reception 
— Browns   will   be    of    great    importance 

The  color  tendency  for  Fall  and  Winter,  1912-13, 
is  towards  the  wearing  of  soft,  dark  tones  for  street 
and  useful  wear,  and  decidedly  away  from  the  vivid 
shades  that  have  been  so  prominent.  A  few  vivid 
colors  may  find  a  use  for  relief  purposes,  but  the  new- 
er note  is  the  combination  of  black  with  a  deep,  soft 
shade  of  color. 

Delicate  pastel  shades  will  be  chosen  for  evening 
and  reception  wear,  and  these  colors  are  further  soft- 
ened by  being  shot  with  white.  White  and  shades 
of  white  such  as  straw,  oyster  and  champagne  will  be 
immensely  worn.  Society  women,  both  in  Paris  and 
New  York,  wore  white  relieved  with  black  or  brown 
furs  extensively  and  this  fashion  will  doubtless  in- 
fluence the  coming  season. 

Owing  to  the  continued  strong  vogue  of  navy, 
blue  will  still  be  the  leading  color  from  the  sale  point 
of  view,  though  brown  is  in  the  position  of  leading 
color.  Seal  brown,  always  a  staple  color  because  of 
the  vogue  of  brown,  will  be  of  increased  importance 
and  nut  and  golden  brown  are  shades  that  will  have 
to  be  included  in  every  dress  goods  collection.  Pheas- 
ant tan  is  the  leading  novelty  color  and  is  merely  a 
deepening  of  the  present  tan  and  leather  shades. 
Cinnamon  and  terra-cotta  are  new  reddish  shades 
that  will  appeal  most  strongly  to  the  better  trade. 

Besides  the  staple  light,  mid,  and  dark  tones  of 
navy,  there  is  a  leaning  towards  the  brighter  nation- 
al shades,  and  also  to  purple  tones.  And  these  colors 
as  well  as  the  Persian  and  other  novelty  blues  are,  as 
a  rule,  subdued  by  combining  them  with  black. 

Purple  has  been  placed  third,  and  at  the  pre,*ent 
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AN  ENTIRELY  NEW 
FABRIC 

with   a   beautiful  soft   nap   in  harmonious  colorings. 
The  newest,  brightest  and  most  striking  designs. 

This  is  our  great  achievement  in  Kimona  Cloths 
and  is  sure  to  be  a  big  seller. 

See  your  jobber  at  once  for  the  range  of  samples. 

Made  and  guaranteed  by 
DOMINION  TEXTILE  COMPANY,    LIMITED 
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Reading  from  left  to  right — Velour  cloth,  shown  by  W.  R.  Brock  &  Co..  Toronto.     Two-tone  diagonal,    deep    purple    and   brown. 
Fancy  diagonal.    Two-tone  zibeline,  pheasant,  tan  and  nut  brown.    Three  samples  shown  by  Nisbet  &  Auld,  Toronto. 


time  is  entitled  to  this  placing.  Wine  shades,  how- 
ever, are  gaining  daily  and  before  the  season  opens 
may  have  to  be  moved  up.  With  the  popular  trade, 
reds  always  sell  better  than  purples  as  this  is  a  color 
that  shows  up  to  the  greatest  perfection  in  rich  fa- 
brics and  high-priced  materials.  Purple,  however, 
is  very  strong  as  a  mixture  color  and  practically  all 
mixtures  this  season  have  a  strong  dash  of  purple. 

Green  is  a  color  that  is  gaining  in  strength  and 
the  shades  of  green  chosen  are  particularly  pleasing. 
Myrtle  is  staple  and  is  strongest  in  popular-priced 
lines.  Novelty  shades  come  in  soft,  deep  tones  of 
reseda,  linden  and  Russian  green,  having  a  decidedly 
greyish  cast. 

Taupe  is  back  and  comes  in  both  greenish  and 
brown  tones,  another  new  grey  is  a  bluish  steel  shade, 


and  there  are  the  metallic  mixtures  and  dull  iron 
greys. 

White  is  to  be  much  worn  and  shades  off  white 
such  as  champagne,  straw,  oyster,  are  becoming 
prominent. 

All  j^ellow  s'hades  are  high  style,  such  as  canary, 
primrose,  amber,  egg  yellow,  apricot.  Pinks  will  be 
very  much  worn  in  primrose,  fuchsia  and  in  full 
rose  and  vieux  rose  tones.  Also  delicate  blues,  such 
as  ciel.  Nattier  and  Gobelin.  Other  evening  shaides 
are  Nile,  leaf  and  water  greens,  helio,  lavender, 
orchid  and  mist  and  pearl  greys. 

Not  only  are  evening  colors  delicate  in  tint,  but 
they  are  shot  with  white  and  the  white  is  thrown  on 
the  surface  giving  a  double-faced  effect  to  the  fabric. 


Reading  from  left  to  right  —  Velour  cloth,  granite  efTect  in  Burgundy  and  grey,  with  black  stripe.     Shot    Bedford  oord  in  Persian 

blue  and  grey.    Rough  Scotch  fancy  in  bronze,  black  and  grey.     Three  samples  shown  by  W.  R.  Brock  &  Co.,  Toronto. 

Two-tone  bouole,  pheasant,  tan  and  black.    Shown  by  Nisbet  &  Auld,  Toronto. 
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Summer 
Fabrics 
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The 
Girl 
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The  Fabrics 
in  Biggest  Demand 

That's  the  admitted  position  of  "Flaxon"  Summer 
Fabrics.  No  other  similar  fabric  ever  offered  the 
lustrous  linen-like  finish,  the  beauty  of  weave,  the 
variety   of   design,  or  the  durability  of  "Flaxon."    \ 

The  white  and  print  goods  demand  of  1912  will  be  for  "Flaxon." 
The  biggest  "sheer"  goods  advertising  of  1912  will  be  for  "Flaxon." 
The  biggest  "sheer"  goods  selling  of   1912  will  be  of  "Flaxon." 


Has  the  ''''Flaxon'  Girl  a  position  in  your  store? 

Clarence  Whitman  &  Co.,  112  Coristine  Bldg.,  Montreal 

New  York  Philadelphia  Boston  Chicago  St.  Louis 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Soft,  Rough-surfaced  Woolens  for    Fall 

Novelty    effect    lies   rather    in    weave    than    in  coloring  —  Soft  velour  fabrics 
high    style  —  Larger    range    of    brushed     coteles    for    next    season  —  Whip- 
cords one    of    the   leading    popular-priced    materials. 


SOFT-FINISHED,  rough  fabrics  have  the  call 
for  the  Fall  and  Winter  season  of  1912-13, 
and  the  novelty  effect  lies  rather  in  the  weave 
than  in  the  coloring.  The  new  fabrics  are  decidedly 
wintery  in  appearance  and  are  warm-looking  to  the 
eye,  and  soft  to  the  touch.  Much  of  the  weight  lies 
only  in  the  appearance,  and  warmth  without  undue 
weight  is  decidedly  the  fabric  key-note.  Both  suit 
and  mantle  cloths  are  almost  identical  in  weave,  the 
difference  being  in  the  weight.  Suit  and  costume 
cloths  riin  from  10  to  13  oz.  and  mantle  cloths  up  to 
18  oz.  for  wide  cloths. 

Soft  velour  fabrics,  made  out  of  high-grade  Bot- 
any wools  are  high  style.  These  come  in  solid  colors, 
and  in  mixtures  and  two-tone  stripes  or  are  in  plain 
colors  ornamented  with  stripes  of  boucle  yarn  in 
black.  The  two-tones  are  also  invariably  black  and 
a  color.  Granite  and  jasper  mixtures,  combined  with 
the  black  stripe,  are  also  high  style.  Velours  are  ac- 
cepted, but  there  is  a  difference  of  opinion  about  the 
selling  position  of  ratines  in  the  opinion  of  some 
buyers.  Possibly  the  fact  that  these  materials  are 
none  to  easy  to  obtain  and  long  dates  are  asked  for 
delivery  may  have  something  to  do  with  this  opin- 
ion. This  is  because  the  proper  kind  of  yarn  is  diffi- 
cult to  secure,  as  on  account  of  the  peculiar  texture 
of  the  cloth  these  yarns  have  to  be  spun  from  wools 
of  long  staple  and  fine  texture. 

These  fabrics  are  showing  in  all  the  new  colors, 
in  whites  and  creams  and  in  two-tone  combinations 
and  mixtures.     Ratines,     sponge     cloths,     or  Terry 


cloths  are  put  out,  also  under  various  fancy  names, 
and  made  up  from  cotton  yarns  are  the  cloth  sensa- 
tion of  the  present  season.  Though  prices  are  high, 
the  bettei-  trade  has  taken  them  up  and  this  fact 
should  exercise  a  favorable  influence  upon  the  sale 
of  the  wool  ratines  shown  for  the  Fall  season. 


\ 
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Velour  chinchilla.    Shown  by  Debenhams 
(Canada)  Limited,  Toronto. 

Zibelines  are  a  cloth  that  the  merchant  is  well 
acquainted  with.  The  zibelines  showing  are  of  the 
smoother  type,  having  the  hairs  laid  flat  along  the 


Reading  from  li-ft  to  right  —  Two-tone  zibeline,  Persian  blue  and  black.      Ratine  or  sponge  cloth,    mixture    and    solid    color    stripe. 
Two-tone  brushe  1  cotele,  bUicli  <ind  ashes  of  violet.     Mixture  ratine,  with   woven-in  stripe.     Shown  by  Nisbet  &  Auld,  Toronto. 
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THE  "CREAM"  OF  THE  SERGES 


Cream    Serge    Stilting 

In  light,  medium  and  heavy  weights. 

Spring  styles  will  radiate  from  a 
centre  OT  Serge.  .^ 

Dame  Fashion  says  '  Serge  is  the 
cornerstone  ofthespringsuitmateriais' 

For  beauty  of  weave  and  remarkable 
values,  the  choicest  serges  are  -  - 


'if 


Priestley*s 
Dress 
Goods 

Cream  Serge 
Suitings 

Leading  fashion    journals   all   over   America  have  emphasized  the   vogue 
of  Cream  Serge  for  Spring  Suitings. 


Place    your    orders     at    once    for    these    Cream   Serges, 
complete   at   present. 


Our    stock   is 


1912 
Will  be 

a 
S  erge 

Year 


Leading  fashions 
authorities  unite  in 
declaring  thatSerge 
will  be  the  most  po- 
pularsuiting  mater- 
ials of  the  Spring 
season. 


Double  Pencil  Stripe  Serges 

are  our  leaders  in  Serges 

for  Spring  Suits  and 

Skirts. 


No  doubt  about  a 
scarcity  of  these  goods 
— Mills  closing  down 
daily,  owing  to  coal 
strike. 


Remember — These  electros, 
which  make  your  adver- 
tising more  attractive, 
can  be  had  for  the  asking. 


Other  black  and  color 
materials  always  in 
stock. 


Mohair  Motor 
Coating 


Beautifully  soft 
gray  effects  that 
lend  themselves 
to  the  most  fas- 
cinating styles 
for  motor  wear. 
Very  light  and 
cool  dust-proof 
ideal  lor  Sum- 
mer wear. 


IvCt  us  show  you   some 

of  the  many  attractive 

patterns  in  these 

Mohair     Motor    Coating 


Sole,  ji gents  For  Priestley's  Dress  Fabrics 

GREENSHIELDS  LIMITED    - 


Montreal 


Please  wenUon  The  Review  to  Advertisers  and  Their  Travelers. 
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Cloakings  for  Fall.    Top  sample,  chinchilla;  lower   sample, 
two-tone  velour.     Shown  by  Nisbet  &  Auld,  Toronto. 


surface  of  the  fabric.  Zibelines  come  almost  entire- 
ly in  mixtures  and  two-tones,  and  also  in  handisome 
bordered  effects. 

Bedford  cords  are  somewhat  out  of  the  run  of 
the  cloths  offered,  as  this  cloth  has  not  the  popular 
rough  surface.  It  is  a  development  of  the  growing 
popularity  of  cord  weaves,  and  is  showing  in  solid 
colors,  and  in  shot  and  two-toned  stripes. 

Whipcords  have  been  the  wanted  cloth  this 
Spring,  and  this  faibric  is  being  put  out  as  one  of  the 
leading  popular-priced  materials  for  the  Fall  season. 
Big  business  is  looked  for  in  cheviots;  diagonals  are 
back  in  favor,  and  serges  promise  a  continuance  of 
their  present  favor.  So  great  is  the  present  favor  of 
serges  that  mills  are  catering  to  this  business  alone. 

Tweeds  are  showing  with  a  brushed  finish,  and 
are  used  to  round  out  the  lines  of  popular-priced 
materials. 

All  orders  accepted  by  the  British  mills  make 
provision  for  unsettled  labor  conditions.  Many  mills 
are  closed  down  for  want  of  coal,  and  should  the 
strike  continue  much  longer  deliveries  may  be 
seriously  interfered  with.  Moreover,  the  advance  in 
coal  will  increase  the  cost  of  manufacturer,  and  this 
may  mean  higher  prices  on  wool  fabrics  in  the  near 
future.  Prices  on  all  grades  of  woolen  fabrics  are 
very  firmly  held  at  present. 


The  Vogue  of  Pale  Fabrics 

VELVETS — Plain  and  fancies,  velvet  figures  on 
silk,  satin,  cord  and  crepe  grounds.  Tinsel  ef- 
fects in  silver  and  gold. 

VELVETEENS — Plain  colors,  two-tones,  jaspers. 
Corduroys. 

VELOURS — Plain  colors,  two-tone  stripes,  jaspers, 
jasper  stripes. 

PLUSHES — Plain  and  fancies. 

IMITATION  FURS— Seal  plush,  mole,  beaver, 
baby  lamb  and  pony. 

Pile  Fabrics  Will  Repeat 

Velvets  are  fashionable — Prices  have  ad- 
vanced— Cloths  in  same  cases  not  as  good 
as  last  year — Velour  for  wraps  and  suits 

The  Fall  of  1912-13  gives  every  promise  of  a 
continuance  of  the  vogue  of  pile  fabrics.  Extensive 
orders  have  been  booked  for  velvets  in  both  plain 
and  novelty  weaves.  Velvet  is  not  only  fashionable, 
but  velvet  figures  are  used  to  decorate  other  fabrics, 
and  some  of  the  richest  effects  of  the  season  are  of 
this  description,  the  ground  being  satin,  cord  or 
crepe  weaves.  Metals  are  also  used  in  these  combina- 
tions, both  gold  and  silver  being  used. 

When  velvets  are  high  style,  velveteens  always 
follows,  and  it  seems  as  though  the  conditions  of 
last  year  were  to  be  duplicated  this  season.  Mills 
are  indifferent  to  further  orders,  and  not  only  have 
prices  advanced,  but  in  many  eases  the  cloths  offered 
are  not  as  good  as  last  year.  Plain  velvets  and  cordu- 
roys are  equally  in  demand.  Fancies  take  the  form 
of  jasper  grounds,  with  line  and  narrow  stripes  and 
two-tone  eft'ects.  Two-tones  are  particularly  appli- 
cable to  corduroy,  the  alternating  cords  being  of  the 
body  and  contrasting  color.  A  new  effect  shows  the 
pile  of  one  color  and  the  backing  of  another,  giving 
somewhat  of  a  line  stripe  effect  between  the  cords. 

Velours  were  introduced  last  season,  and  were 
well  taken  up  by  the  novelty  trade.  This  year  their 
vogue  promises  to  be  more  extended.  Velour  is 
heavier  than  velvet,  as  the  pile  is  longer  and  promises 
to  be  extensively  taken  up,  both  for  wraps  and  dressy 
suits.  The  cutting-up  trade  long  ago  settled  the  posi- 
tion of  seal  plush,  and  very  large  orders  have  been 
placed  on  this  fabric. 

Another  probable  development  is  the  use  of  fur 
fabrics  as  a  trimming.  Fur  trimmings  were  exten- 
sively used  to  ornament  dresses,  suits  and  wraps  last 
season,  such  furs  as  skunk  and  fox  being  chosen. 
For  the  coming  season,  the  short-haired  furs  such  as 
seal,  beaver,  mole  and  broad  tail  and  baby  lamb 
will  be  high  style,  and  as  these  furs  are  now  so 
beautifully  and  clo,sely  imitated,  there  is  every  reason 
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^l^e  Bpecialtp 

BvcBS  6oo6b  t>ouBe 


This  is  the  name  we  have  acquired  by  showing  exclusive 
and  correct  styles  in  our  dress  goods,  and  our  exceptional  values 
which  bring  increased  profits  to  you  in  this  department. 

Our  travellers  start  out  this  month,  showing  a  large  range 
of  the  latest  novelties  in  Tweed  effects,  Serges,  Ratines  and 
Whipcord  weaves,  in  all  the  newest  shades. 

Be   sure  and   see  our  samples  before  placing  your  order. 


I   McFADYEN,  VALIQUET  &  SHEA 


59  ST.  PETER  STREET, 


MONTREAL 


®l^ 


REGPgMABK 


PATENTED 


An   Exact   Reproduction  of 
Hand  Made   Lace 

possessing  the  same  exceptional  qualities  for 
appearance  and  durability 


Utianufactuved 
oT 


BIRKIN  &  CO. 


NOTTINGHAM,  ENG. 


Manufacturers  of  B.  B.  Torchons,  Finest  Quality  Valenciennes  and  Novelty  Laces 

Represented  in  Canada  by  A.  B.  FISHER,  4  Manchester  Bld^.,  33  Melinda  St.,  Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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To  the  left,  velour  cloth  with  boiicle    stripe, 
right,  bordered  zibeline. 


To  the 


to  expect  a  strong  development  in  this  direction. 
Trimmings  of  this  class  are  particularly  suited,  both 
to  the  velvets  and  the  new  woolen  fabrics  brought  out 
for  the  Fall  and  Winter  of  1912-13. 


Cottons    For    Winter    Wear 

Increasing    sale    of    these    fabrics  —  New 

welts  and  soft  piques  in   white,  tan,  pink, 

sky    and5tdarker    colors  —  New   toweling 

fabrics. 

The  increasing  vogue  of  heavy  cottons  means  in- 
creased business  in  cotton  fabrics  for  the  coming 
Fall.  Owing  to  the  better  means  of  heating  bouses 
and  public  buildings,  and  to  the  vogue  of  wearing 
enveloping  wraps  of  heavy  wool  fabrics  or  fur,  more 
and  more  cotton  material  is  sold  each  Fall.  One  rea- 
son is  that  cotton  fabrics  are  more  easily  washed  and 
are,  therefore,  more  sanitary. 

Winter  weights  are  exploited  in  galateas,  and 
wool-finished  suitings,  cotton  serges,  etc.  For  better 
wear  the  new  welts  and  soft  piques  are  likely  to  find 
a  place,  as  women  are  favoring  not  only  waists  but 
dresses  and  separate  skirts  in  these  fabrics.  Not  only 
do  they  come  in  white,  but  also  in  tan,  pink,  sky  and 
in  darker  colors  and  in  smart  two-tone  effects  as  well. 

Should  the  new  toweling  fabrics  prove  service- 
able they  will  no  doubt  be  added  to  the  list  of  Winter 


cotton  fabrics,  as  ju.st  a  vigorous  shake  is  all  that  is 
needed  and  the  time  taken  up  in  ironing  is  saved. 


NOTE. — See  Ready-to-wear  Department  jar  in- 
flitence  of  Paris  vogue  upon  fabric  market. 


A  merchant  writes  as  follows  from  a  town  of  3,000 
population:  The  "Spring  and  Summer"  cata- 
logues came  to  town  a  week  or  so  ago.  I  do  not 
know  how  many  fill  a  mail  bag — but  there  were 
seventeen  mail  bags  sorted  in  the  post  office.  There 
are  three  money  order  offices  in  town,  including  the 
post  office.  One  of  these,  an  express  office,  sent  away 
from  the  people  of  the  town  and  vicinity  something 
over  $4,000  from  December  1st  to  Christmas.  I  am 
told  that  the  post  office  has  an  average  of  thirty  to 
forty  money  orders  a  day  going  to  the  mail  order 
stores.  One  farmer's  wife,  who  was  going  to  have 
a  wedding  at  her  home,  sent  away  $90,  and  a  week 
or  so  later,  $60  more." 


The  report  of  the  Murray-Kay  Co.,  Toronto,  for 
the  year  ending  .January  31,  1912,  shows  that,  while 
gross  earnings  were  larger  than  ever,  charges  have 
shown  a  gTeater  proportion  of  increase  than  profits. 
This  is  undoubtedly  due  to  enlarged  operations,  de- 
velopment following  upon  amalgamation,  larger 
staffs,  improved  equipment  and  other  details  of  effi- 
cient service  and  of  aggressive  merchandising  in 
which  it  is  only  reasonable  that  under  the  circum- 
stances, much  should  be  charged  to  good  advertising. 
The  gross  profits  on  sales  amounted  to  $631,760; 
cash  discounts,  $29,945;  making  total  of  $661,706. 
Wages,  salaries,  taxes  and  other  charges  amounted 
to  $429,920,  which  with  $19,544  interest  on  borrowed 
money,  $3,200  reserve  for  bad  or  doubtful  debts,  and 
$6,113,  brings  the  general  charges  up  to  $458,777, 
leaving  net  profits,  $202,929.  Dividends  to  the 
amount  of  $77,096  were  paid,  and  over  $70,000  car- 
ried over  to  surplus.  Four  years  ago  the  income  of 
the  company  was  $555,966 ;  general  charges,  $347,- 
904,  and  net  profits,  $208,062.  The  balance  sheet 
shows  $3,719,305  assets,  and  over  $700,000  working 
capital. 


OBTAINS  IDEAS  FROM  IT. 
"I  find  the  Dry  Goods  Review  a  help  in  many 
ways.  From  it  I  obtain  ideas  for  window  trim- 
ming and  advertising,  as  well  as  in  keeping  post- 
ed on  styles  and  new  ideas  in  different  lines.  I 
have  been  much  interested  in  the  business  notes 
published  recently.  I  think  they  are  the  best 
and  most  instructive  I  have  ever  read." — Jas. 
A.  Langford,  Hill  &  Co.,  Orangevllle. 
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Velour  Flannels 

and  <MAG0G; 

Meleton  Suitings 
At  8c. 


These  are  new  and  improved  cloths   and  are  better  than  ever  before  at  the  lirice. 

They  come  in  rich  colorings  and  suitable  designs. 

We  are  showing  a  larger  and  more  complete  range  than  ever. 

SURPRISINGLY  GOOD  VALUE 
COSTS  ONLY  8c. 

See  your  jobber  for  the  complete  range. 

The  up-to-date  retailer  can't  be  without  a  good  selection  from  this  range. 

MADE  AND  GUARANTEED  BY 

DOMINION  TEXTILE   CO.,   LTD. 


SPRING  WOOLLENS  FOR  1913 

Special  to  the  Woollen  Trade,  Clothing  Manufacturers 

and  Costume  Makers 

We  have  our  complete  Spring  ranges  of  Tweeds,  Worsteds,  Broadcloths,  Cloakings, 
etc.,  for  191 3  now  ready  for  inspection  at  our  sample  room.  We  will  be  pleased  to  sub- 
mit samples  on  application  or  have  our  traveller  call  when  in  your  city. 


STEFFENS  &  NOLLE,  LIMITED 


Canadian  Agency:  59  St.  Peter  St.,  Beardmore  Building 


MONTREAL 


Head  Office :  Berlin,  Germany 


ESTABLISHED  1849 

DRADSTREETS 

Office!  Throughout  tha  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.  Ottawa,  Ont.  Montreal,  Que. 

Edmonton.  Alta.      St.  John,  N.B.        Quebec,  Que. 
Halifax,  N.S.  Vancouver,  B.C.    Toronto,  Ont, 

London,  Ont.  Hamilton.  Ont.       Winnipeg,  Man. 

Reputation  eained  by  lone  year*  of  viKorouK. 
conscientious  and  successful  work. 

THOMAS  C.  IRVING,  ^Tti'rL'^^^SK.' 

TORONTO,  CANADA 


w 


ESTERN 


Incorporattd 
1851 


ASSURANCE 
COMPANY 


FIRE 

AND 

MARINE 


HEAD  OFFICE,    TORONTO,  ONT. 


54,000,000.00 


Assets  over    -    -    -    -  $  3,370,000.00 

Losses  Paid  Since  Organization 
of  the  Company,  over  - 
HON.  QEO.  A.  cox,  President 

W.  R.  BROCK,  Vice-President 

W.  B.  MBIKLE,  General  MaMger 

e.  C.  FOSTBR.  SeeeeMwy 
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Empire 
Twill 


10^-  YARD 

The  Old  Reliable 
Cloth 

in  a  wide  range  of  new 
designs  and  colorings 
that  are  right  up-to-the- 
minute. 

A  favorite  for  making 
blouses,  ladies'  and  child- 
ren's dresses,  etc. 

The  price  is  10c.  See 
your  jobber. 

Made  and  g-uaranteed  by 

Dominion  Textile   Co. 


UMITED 


DRESS  GOODS 
ANNOUNCEMENT 


We  have  taken  over  the  stock, 
fixtures  and  goodwill  of  the  old 
established  Dress  Goods  House  of 

WILLIAM  AGNEW  &  CO. 

MONTREAL 

We  will  be  pleased  to  fill  all  or- 
ders entrusted  to  us  or  send  samp- 
les if  requested. 

Greenshields  Limited 

MONTREAL 


KING'S 


E*tabUthed  1775 


FAMOUS 


Sold  by  leading  Jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  relia- 
able  and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KINC  &  SON, 

GLASGOW,  SCOTLAND 


Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

210  St.  James  Street        -  -  Montreal 
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Princess  Satins 


The  embodiment  of  all  that  is  worth 
while  in  quality  and  finish.  A  line  we 
can  thoroughly  recommend  and  one  that 
carries  with  it  a  guarantee  of  complete 
satisfaction. 


HAYES   &    LAILEY 

WHOLESALE  WOOLENS,  LININGS  AND  TRIMMINGS 
TORONTO 
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GRAN.p\,V%Wji«y^^//*Z  /GRAND 
PRIX  >^\  ^J^'^^^       ^^-*4^  CNPRIX 


FRANCO  BRITISH ^^^^^;^^>^  "^^  jM  TURIN 

EXHIBITION.  1908      ^^/  ^^P        EXHIBITI0N.I9II 

IT  IS  ESSENTIAL 


When    buying    for    Costume    purposes,    that  you    should    make 
sure  that  your 

VELVETEENS 

are  in  fast-to-rubbing  dyes. 

Ask    for — and    see    that   you    get — Cloths    guaranteed    to    be    in 

WORRALL'S 

FAST  DYES 

It    was    for    the    Excellence    of    these 
Velveteens  for  Costume  purposes  that  the 

GRAND    PRIX    WAS    AWARDED 

to  J.  &  J.   M.  Worrall,   Ltd.,   both  at 

the  Franco- British  Exhibition  in    I  908, 

and   at   Turin    last   year. 

Always  insist  on  a  guarantee  that  you 
are    getting    "Worrall's    Fast    Dyes." 


NT 


'  GRAND \\/-<^Wja!L^//*^  /GRAND 

FRANCO -BRITISH  "^^^^P|>^  oveo  Imo  f'm,s»eo   el  *■      ^KK  Im^         TURIN 

EXHIBITION  1908       -^^^^^^  J. &  J  M. WORRALL      LTP      MANCHESTER        ^<^P  EXHmiTION  IQll 

1./M1IDII  ll^ll,  i;3UO         T       '^fc/        ^     p    DDFMIFD      \/FIVFTFFNI       DVFR<;      OF     THF       WHOIH  ^1^^  HA  H I  Dl  I  HJIM,  liJ  1 1. 
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Strong    Men   in    New    Firm 

Arthur  Harbour  and  Ben  Brick,  who  have 

purchased  controlling  interest  in  J.  Mickle- 

borough,  Ltd.,  St.  Thomas — Both  have  had 

broad  practical  experience. 

The  recent  transaction  by  which  the  controUiny; 
interest  of  an  old-established  firm,  J.  Mickleborough, 
Limited,  St.  Thomas,  was  purchased  by  Arthur  Har- 
bour and  Ben.  Brick,  formerly  with  the  J.  D.  Tait 
Co.,  St.  Catharines,  marks  one  of  those  changes  al- 
ways so  notable  in  the  mercantile  world.  One  firm 
that  has  done  well  through  a  long  period  of  years,  is 
now  succeeded  by  another  with  energy,  practical 
knowledge,  fresh  ambitions,  and  in  every  way 
equipped  to  take  up  the  work  of  guiding  a  large  and 
progressive  departmental  store  onward  in  its  success- 
ful career. 

Mr.  Harbour  was  born  near  Sheffield,  Eng.,  and 
at  the  age  of  16,  after  completing  school,  he  was  ap- 
prenticed for  five  years  to  the  dry  goods  trade,  at  the 


end  of  which  time  he  remained  as  clerk  in  the  same 
store  for  over  a  year.  From  Sheffield  he  went  to 
Stratford-on-Avon,  the  birth  place  of  Shakespeare, 
where  Mr.  Harbour  came  into  contact  with  a  great 
number  of  Canadians  and  Americans,  visitors  to  the 
shrine  of  the  immortal  bard.  From  Stratford-on- 
Avon,  Mr.  Harbour  went  to  the  pottery  district  of 


Staffordshire  to  take  charge  of  buying  for  six  dry 
goods  departments  in  departmental  stores,  a  position 
he  held  for  a  term  of  nine  years.  The  making  of 
many  Canadian  friends  whilst  at  Stratford-on-Avon 
influenced  Mr.  Harbour  to  come  to  Canada,  and,  to 
use  his  own  words,  he  certainly  does  not  regret  it. 
Less  than  eight  years  ago  Mr.  Harbour  arrived  in 


Montreal  and  took  a  position  in  the  department  store 
on  Catherine  Street,  now  Goodwins,  Limited.  He, 
however,  preferred  Western  Canada  to  the  eastern 
provinces,  and  secured  a  position  with  Messrs.  Mc- 
Laren &  Co.,  of  St.  Catharines,  and  for  over  five 
years  was  most  successful,  at  the  end  of  that  time 
transferring  his  services  to  the  J.  D.  Tait  Co.,  of  the 
same  city,  becoming  a  shareholder  a  few  months 
later. 

Mr.  Brick  is  a  native  of  Toronto,  and  on  com- 
pleting his  education  there,  began  his  business  career 
with  John  Catto  &  Son,  leaving  there  to  take  a  posi- 
tion in  the  dress  goods  department  of  Nisbet  &  Auld. 
For  about  four  years  he  remained  with  this  house, 
going  from  there  to  New  York  City,  with  the  retail 
house  of  B.  Altman  &  Co. 

When  the  business  of  the  J.  D.  Tait  Co.  changed 
hands,  and  the  new  owners  sent  Mr.  Brick  to  St. 
Catharines  to  manage  the  oflfice  and  look  after  tht} 
finances. 

Less  than  two  years  later  he  was  elected  a  director 
and  secretary-treasurer,  which  office  he  resigned  on 
becoming  interested  in  the  J.  Mickleborough,  Limi- 
ted, business. 


Introduction    of    Burlap 

German  linen  seems  to  be  giving  place  to 
increased  demand  for  even  coarser  weaves 
— The  natural  shade  remains  the  color 
note — Caps  to  be  embroidered  the  latest 
novelty. 

SALES  of  art  goods  have  been  unusual  this 
season,  and  all  dealers,  whether  at  wholesale 
or  retail,  are  inclined  to  be  elated  over  what 
promises  to  be  the  best  season  on  record  for  a  long 
time.  New  York  has  seen  an  activity  in  this  line 
already,  which  has  been  regarded  as  record-breaking. 
Anyone  may  see  the  difference  between  this  and  last 
season,  which  was  a  good  one  in  its  way,  by  walking 
into  any  department  where  free  lessons  in  the  new 
stitches  are  given  and  noting  the  number  of  women 
at  work  there,  especially  when  it  is  taken  into  con- 
sideration that  this  is  between  seasons  from  the  retail 
viewpoint. 

The  new  stitches  include  the  making  of  flowers 
over  a  sort  of  metal  pad  and  the  punched  and  darned 
stitches.  The  tiny  flowers  in  French  knot  effect  have 
been  increasing  in  popularity  all  the  time.  These 
are  now  very  good  as  emphasizing  the  mode  which 
exists  in  the  Louis  floral  effects. 

There  has  been  a  gradual  trend  towards  the 
canvas  and  burlap  linens  rather  than  the  plain  crash, 
which  has  now  run  so  exclusively  for  several  seasons. 
The  natural  tint  remains  the  favored  shade,  but  the 
coarser  weaves  are  gaining  every  day.  This  is  in 
part,  due  to  the  popularity  of  the  canvas  weaves  for 
suits  and  dresses. 

The  use  of  the  very  delicate  floral  effects  in  pom- 
padour shadings  on  the  natural  linen  color  is  very 
pretty,  though  a  trifle  incongruous.  This  is  now 
seen  everywhere. 

Mercerized  flosses  hold  their  place  as  one  of  the 
most  desirable  lines  which  the  retailer  can  possibly 
stock  for  the  coming  season. 

Matinee  and  Breakfast  Caps 

In  stamped  goods  consisting  of  articles  of  wearing 
apparel,  nothing  is  newer  than  the  matinee  or  break- 
fast cap,  which  comes  in  fine  batiste  or  lawn  for  em- 
broidering in  colors. 


These  caps  are  most  prominent  this  season  im  all 
lines,  and  the  cap  with  dainty  pattern,  beading  and 
ribbon  to  match  is  most  seasonable  and  a  good  selling 
line. 

In  many  hotels,  both  here  and  at  summer  re- 
sorts, this  cap  is  now  being  worn  all  the  time,  as  it 
saves  the  making  of  several  coiffures  during  the  day, 
and  thus  actually  saves  the  hair. 

There  is  much  talk  of  the  introduction  of  waists 
to  be  embroidered,  having  the  new,  setrin  sleeve. 
Whether  these  appear  this  season  or  are  held  over 
till  later  will  depend  largely  on  the  demand.  At 
present  many  places  still  regard  the  peasant  sleeve  as 
the  best  in  this  type  of  article,  and  this  will  hold 
back  the  novelty,  which,  however,  is  already  being 
shown  in  New  York. 

The  white  bags  which  are  being  so  universally 
featured  this  year,  have  held  back  the  sales  of  the 
bags  of  natural  linen,  which  were  so  good  last  season. 
The  former  will  probably  monopolize  trade  in  this 
line  during  the  summer  months,  but  there  will  again 
be  demand  for  the  natural-colored  bag  for  fancy  pur- 
poses in  the  Fall. 


Bandeaux  Popular 

This  line  should   be  stocked  for  summer 
selling  —  Cap   effects   very   strong  now  — 
Some  improvements  in  combs — Re-intro- 
duction of  pompadour. 

Bandeaux  for  the  hair  have  been  selling  with 
most  unusual  activity  during  the  last  few  weeks,  and 
this  line,  which  was  not  at  first  expected  to  last  so 
long,  promises  at  present  to  be  as  good  next  season 
as  this.  Demand  is  increasing  all  the  time,  and  there 
have  been  many  sales  of  the  most  seasonable 
novelties. 

At  first  the  demand  centered  round  the  simpler 
designs,  but  to  judge  by  recent  sales,  there  is  to  be 
an  equally  good  field  for  very  elaborate  effects  in 
gold  and  silver  and  also  in  jeweled  styles.  There  are 
several  forms  of  the  new  bandeau,  none  of  which  is 
more  popular  than  the  half  round  or  the  crescent- 
shaped  design,  which  is  to  be  used  with  the  Dutch 
coils. 


Dry  Goods  Review 


FANCY  GOODS,  NOTIONS  AND  TOYS 


39 


ODORLESS 


Double  Covered 


DRESS  SHIELDS 


^  OMO  Dress  Shields  will  help  you  to  get  more  business  in  1912  by 
direct  sales  and  attracting  trade  generally. 

^  The  sales  of   the   OMO   are  steadily  increasing  with  retailers  now 
handling-  this  superior  shield. 

fl  And  the  long  list  of  retailers  is  growing  week  by  week. 

^  The  OMO  Dress  Shield  is  known  to  women  for  its  quality,  durability, 
and  by  reputation. 

^  When  they  ask  for  any  but  just  "dress  shields,"  they  are  almost  sure 
to  ask  for  the  OMO,  because  of  our  widespread  magazine  advertising. 

^  OMO  Dress  Shields  are  double  covered,  light,  odorless — best  wear- 
ing and  most  effective.     Every  pair  is  guaranteed. 

^  OMO  Sheeting,  Infants'  Pants,  Bibs,  etc.,  are  also  great  departments 
of  this  business. 

THE  or^  MANUFACTURING  CO. 

MIDDLETOWN,  CONNECTICUT 

MAKERS  OF  jy^   GRAFF  &  PALMER 

Quality  Goods  seiiinK  Arenu 

222  4th  Avenu*  NEW  YORK 
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Group  of  character  and  t'.isliion  dolls,  and  mechanical  toys  now  being  shown  and  placed 
for  the  next  Christmas  season.  Great  ingenuity  is  shown  in  some  of  these  articles.  One 
of  the  character  dolls  shown  has  two  faces,  one  smiling,  the  other  crying;  in  the  fore- 
ground is  a  musical  bell  arrangement  with  lion  attached.  Birds  and  animals  are  extensively 
used  in  contrivances  of  this  kind.  Autos,  locomotives,  steamships,  stationary  engines,  etc., 
all  show  improved  features,  all  interesting  and  somewhat  educative  in  character.  This 
group  was  photographed  for  The  Review  in  the  warerooms  of  the  Fancy  Goods  Co.  of 
Canada,  Toronto. 


Cap  effects,  which  may  be  retailed  at  a  good 
profit,  include  the  gold  and  silver  nets  caught  up 
with  a  band  to  match  or  of  the  popular  black  velvet, 
or  of  silk  and  tiny  made  flowers.  These  are  the  same 
in  shape  and  general  style  as  the  matinee  and  break- 
fast caps,  but  they  are  quite  transparent,  so  that  the 
effect  is  specially  suited  for  evening  wear.  All  sorts 
of  combinations  of  metallic  nets  and  made  flowers 
are  seen.  The  made  flower  itself  is  the  most  frequent 
decoration  for  both  bandeaux  and  caps.  Black  velvet 
bandeaux  and  plain  silks  and  satins  are  shown, 
though  the  metallic  effects  of  elaborate  embroideries 
and  jewels  have  been  the  best  sellers  in  all  large 
places. 

Very  Oriental  indeed  are  these  head-dresses,  but 
there  is  a  growing  feeling  for  the  more  delicate 
pompadour  colorings  and  the  Louis  designs,  which 
show  greater  minuteness  and  restraint  in  the  matter 
of  design,  wihile  still  preserving  the  idea  of  the  classi- 


cal bandeaux  or  fillet.    Very  tiny  made  flowers  char- 
acterize the  latter  sort. 


Tortillion  Pad  Selling 

In  artificial  hair  the  style  which  is  now  selling 
best  is  the  plain  switch  or  the  small  cluster  of  curls 
or  puffs.  There  has  been  a  strong  run  in  padding 
lines  on  the  new  Tortillion  effect  of  triple  turbans, 
which  serve  as  a  foundation  for  the  Dutch  coils. 

On  the  whole,  the  tendency  this  season  has  been 
all  in  favor  of  the  natural  coiffure,  too  much  so,  in 
fact,  and  dealers  are  heralding  with  joy  the  possi- 
bility of  the  return  of  a  much  fuller  style.  This 
.'^eems  imminent  at  the  present  time,  as  there  is  a 
distinct  limit  to  the  possibilities  of  the  present  style 
of  coiffure,  especially  when  used  mth  faces  that  are 
no  longer  young,  and  women  are  waking  up  to  this 
verv  obvious  fact. 
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8306-3V  Toilet  Case 


Established  1850 


TRADE 


MARK 

Reliable 


||Ir.  366  Safety  Toilet  Case 
Razor  Back  Brushes 


Incorporated  1904 


C.  F.  RUMPP  &  SONS 

MANUFACTURERS  AND  EXPORTERS  OF 

FINE  LEATHER  GOODS 

PHILADELPHIA,  PA.,  U.S.A. 

New  York  Salesrooms:  683  and  685  Broadway 

Western  Canada  Representatives:  WILLIAMS  &  MILLER,  Calgary,  Alberta. 


Pullman 
Toilet  Apron 


8348  Hand  Bag 


8636 


6  Auto  Luncheon  Outfit,  the  most  compact  made,  for  6  parsons 
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Modish  Spring  belts  in  wash  materials.    Shown 
by  R.   D.  Fairbairn  Co.,  Toronto. 


Revival  of  the  Pompadour 

In  connection  with  the  very  evident  favor  shown 
to  all  Louis  styles  at  present,  especially  those  which 
are  in  part  at  least  derived  from  the  days  of  the 
pompadour,  there  has  been  in  New  York  and  later 
here,  an  attempt  to  re\'ive  the  pompadour  head- 
dress. This  does  not  mean  that  there  is  any  likeli- 
hood that  the  very  large  rolls  will  be  again  fashion- 
able as  they  were  a  few  years  ago,  but  there  is  now 
seen  on  Broadway  a  dressing  which  shows  a  small 
front  roll  and  hair  drawn  back  to  a  medium  high 
effect  on  the  crown.  The  main  feature  to  be  noticed 
in  connection  with  this  is  the  abandoning  of  the 
part  which  has  so  long  been  a  feature  of  the  coiffure, 
which  could  claim  any  chic  whatever. 

It  need  only  be  mentioned  for  the  benefit  to  be 
seen  which  would  accrue  to  the  merchant  from  the 
re\dval  of  this  universally  becoming  coiffure.  This 
calls  for  padding  and  also  for  extra  hair,  and  in  the 
event  of  its  again  becoming  universal,  would  mean 
an  excellent  sale  of  combs  and  all  sorts  of  shell 
ornaments. 

The  trade  in  combs  is  now  much  better  than  it 
was  for  a  time,  while  still  far  from  what  might  be 
desired.  There  have  been  excellent  sales  of  bar- 
rettes  in  the  smaller  sizes,  and  merchants  who  are 
stocking  for  summer  sales  will  do  well  to  note  this 
fact. 

Rhinestones  are  selling  well  in  the  fancy  lines, 
and  there  have  also  been  sales  of  numbers  which 
show  the  colored  jewels  in  some  localities. 


Belts  Improve  Steadily 

White  and  black  patent  effects  —  White 
leather  bags  the  novelty — Wash  bags  sell 

As  Spring  opens  up  there  is  an  apparent  division 
of  opinion  on  the  subject  of  belts.  Many  houses 
declare  that  these  are  to  be  as  much  in  abeyance  as 
last  season,  but  this  is  not  the  general  or  most  uni- 
versal opinion.  There  is  now  every  likelihood  that 
the  patents  mil  be  revived,  and  this  means  a  good 
belt  season  all  round.  The  use  of  the  belt  of  self 
material  with  the  tailored  skirt  is  not  now  so  promi- 
nent as  a  few  seasons  ago. 

Narrow  patents  are  already  selling  well,  especially 
in  the  mixed  effect  of  black  patent  wdth  white  kid. 
These  are  seen  on  many  of  the  most  novel  of  the 
French  wash  costumes  and  on  the  imitations  of  these 
models.  Recent  sales  of  these  lines,  reported  locally, 
have  been  excellent. 


White  Leather  Bags 

Bags  are  now  about  equally  divided  between  the 
fabrics  and  the  leather  styles.  White  leather  effects 
are  the  latest  offering  of  New  York,  and  these  are 
now  to  be  had  here  in  full  range  of  styles.  Velvets 
are  good,  and  so  are  the  beaded  numbers  and  the 
wash  bags  of  white  linen  lace  or  embroidery  promise 
to  see  an  unusual  season. 

Frames  this  season  are  of  medium  size,  and  the 
envelope  shape  seems  to  be  about  the  best.  The 
style  which  is  now  selling  in  most  sections  is  of  the 
flat  order,  and  may  have  a  cordeliere  or  leather  strap 
handle. 

Leather  finishes  are  mostly  plain  with  the  grained 
effects  in  the  lead.  There  will  be  a  good  range  of 
tans  in  the  collection  which  is  now  being  put  for- 
ward. With  white  as  the  high  novelty  shade,  black 
comes  next  in  importance,  and  a  few  of  the  lighter 
Spring  blues  and  greens  are  also  shown. 


Dandruff  combs  for  massage  purposes  in  circular  shape. 
Shown  by  the  Smith,  D'Entremont  Co-,  Toronto 
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W\DE  IN  GERMANY.       vj 


Four  Winners 

in  Collar 

Supporters 

Cost  No   More  than  inferior 
kinds 

The  "Victoria" 

A  supporter  of  world-wide  reputa- 
tion and  has  been  a  great  seller — 
millions  have  been  used. 

The  "Princess" 

Our  new  line  Flexible  Wire  Collar 
Support,  which  promises  to  be 
a  record  breaker  in  all  notion  or 
smallwares  departments. 

We  carry  a  full  line  of  Trim- 
ming Beads,  Necklaces  and 
Lorgnette  Chains  in  Mat,  Jet 
and  colors. 


SJ>^I 


GoLL^R  Supporter 

^T^       Simplest  and  Best.       W^ 


I 


"O 


^v  Collar  Supporter  ^ 
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MADE  IN  OKKMANY. 


The  Simplest 

and  Best 

Supporters 

Wholesale  only  supplied — 

Buy  through  jobber 

The   "Victory" 

This  supporter  supplies  the  demand 
for  a  slightly  cheaper  article  than 
the  "Victoria",  butjis  similar  in  ap- 
pearance. 

The  "Best" 

This  supporter  can  be  retailed  at 
.05c  and  give  a  good  profit,  as  well 
as  giving  satisfactory  wear. 

We  have  in  stock  new  Rhine- 
stone and  Pearl  trimmings. 


DEFRIEZ  &  WOODMAN,  Limited 

64  WELLINGTON  STREET  WEST  TORONTO 

Branches  at  Montreal  and  Winnipeg 
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Dry  Goods  Review 


New  designs  in  fancy  goods  for  fall  season  photographed  in  the  warerooms  of  Nerlich  &  Co.,  Toronto,  for 
The  Review.  Top  row  shows  new  designs  in  fancy  brass  five  o'cloels  tea  kettles  and  vases ;  second  row,  fern-pot, 
gong,  brass-mounted  inkstand  and  brass  vase;  third  and  fourth  rows  show  several  new  designs  in  fancy  clocks, 
also  novelty  in  the  form  of  alcohol  lamp  or  cigar  lighter  in  brass.  Bottom  row  contains  new  shapes  in  jewel  cases, 
an  art  candlestick,  mirror  with  metal  mounting  having  floral  design  treated  in  dainty  colorings,  and  a  fancy  brush, 
mirror  and  comb   set  in   case. 


For  evening  use  the  new  bags  are  very  ornate 
indeed,  and  many  jeweled  effects  on  rich  embroi- 
deries and  gilt  trimmings  are  among  the  lines 
offered.  Brocaded  tinsels  are  used  as  a  foundation  for 
<;he  richest  of  these.  Brocaded  silks  and  satins  are 
?ilso  among  the  bags  for  evening  wear. 
I  Frameless  bags  have  taken  strong  hold  on  the 
public  taste,  and  there  are  specimens  of  this  type 
among  all  the  new  materials  and  styles.  Mounts  of 
dull  gilt  and  silver  are  preferred  at  the  present  time, 
though  there  has  been  talk  of  the  bright  gilt  as 
fiewer. 

(Fancy  Goods  Department  concluded  on  page  144.) 


Very  few  merchants  in  Montreal  had  safes  forty- 
five  or  fifty  years  ago.  Jas.  A.  Ogilvy  was  one  of  the 
few  and  it  says  something  for  the  confidence  his 
neighbors  had  in  the  integrity  of  the  founder  of  Jas. 
A.  Ogilvy  &  Sons,  that  many  of  the  butchers  in  that 
section  of  the  city  used  to  carry  the  money  taken 
during  the  day  to  him  for  safe-keeping  over  night. 

New  York's  four  hundred  are  to  have  a  bathing 
suit  dinner,  while  another  city,  as  an  advertising  fea- 
ture, is  having  a  wedding  performed  on  the  main 
street,  the  first  being  a  case  of  getting  into  the  swim: 
and  the  other  of  taking  a  high  dive.  ■ 


Dry  Goods  Review 


FANCY  GOODS,  NOTIONS  AND  TOYS 


45 


Beautiful  Effects  May  Be  Obtained 
By  Usin^  Jewelled  Braids 


JEWELRY  BY  THE  YARD 

Rhinestones,  as  you  know,  are  quite  in  demand  this  season  for  all  kinds  of  ornamen- 
tation of  the  hair,  for  necklaces,  collar  and  dress  trimmings. 

Our  Rhinestone  trimming  by  the  yard  is  very  effective  and  simplifies  the  use  of  jewels. 
It's  the  new  thing-  this  season  and  gives  very  rich,  brilliant  effects — either  mounted 
on  silver,  braid  or  on  black  velvet.  We  also  show  trimmings  with  Turquoise  and 
Pearl  settings.      Place  your  orders  now  to  ensure  prompt  delivery. 

WRITE  FOR   PRICES    AND   SHOW  CARDS  OF  SAMPLE  BRAIDS 

THE  SMITH -D'ENTREMONT  CO.,  Limited 

MANUFACTURERS 
1475-1477   Queen    West,        -        -        Toronto 


"SHAMROCK" 
Best  6  Cords  and  Crochet  Balls 


SEWING  COTTONS 


IRISH  LACE 
THREADS 

For  Making 

Irish  Crochet, 

Limerick  and 

Carrickniacross 

Laces. 


3  CORD    Threads 

Right  or  Left  Twist 

for  MANUFACTURERS, 

Soft  or  Glace  Finish 

on  BOBBINS,  CONES  or 

TUBES. 


For  Domestic  and 
Manufacturing    Purposes 

Enquiries  invited,  stating  requirements.    Samples  of  a  few  specified  numbers  free  to  Traders  orMiQufacturers  mention  ins  this  paper. 

Makers:  HICKS,  BULLIGK  &  CO.,  Limited,  Sackville  Thread  Works,  BELFAST,  IRELAND    "^^^ 

(Not  Connected  with  any  Combine)    Representative  in  Montreal :   Mr.  H.  R.  Morrison,  209  St.  Nicholas  BIdgs. 


Every  net  is 
individually  in* 
spected  three 
times  before 
completion,  and 
all  imperfect 
nets  thrown  out. 


MADE  IN 

ALL 
HUMAN 

HAIR 
SHADES 


™'  COIFPURA 

TIDY-WEAR 


HAIR  NETS 


\X)(YY  y  WYYYWvV  VyfXTV  Y  X  AAA  A/ 


REAL    HUMAN    HAIR 

NOTE  THE  TIGHT  HAIR 


MEDIUM 

LARGE 

EX.   LARGE 

ALL  OVER 

SUPERFINE 

Each  net   in 
envelope. 

ROSENWALD 
BROS. 

5ole  Manuiaclarers 
■sd  Paleolccs 

LONDON 
PARIS  and  VIENNA 


Sole  Agents  for  Canada:  DIECKEEHOFF,  RAFFLOER  &  CO.,  Liaiited,  Cor.  Simcoe  and  Wellington  Bts.,  Toronto,  and  515  St.  Paul  St.,  Montreal. 
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Hair  Goods  of  Every  Description 


The  Pioneers  of  the 
Hair    Frame    Trade 


HAIR  FRAMES  CURLS  CHIGNONS  HAIR  ROLLS  TURBANS 

PLAITS  FRIZETTES  CONTINUOUS  HAIR  ROLLS,  Etc.,  Etc. 


Our  ranges  of  these  goods  cannot  be  surpassed  either  for  quality,  variety  or  prices. 


We  hold 

the 

largest 

and    most 

complete 

stock*of  3 

Hair 

Goods. 


LEADERS 

OF 
FASHION 


Produced  under  clean  and  sanitary  conditions. 


Cables:— TROMEROLO,  LONDON 


WRITE  FOR  NEW  CATALOGUE  TO 

The  Ideal  Hair  Goods  Co.,  Seven  Sisters  Road,  s.  Tottenham,  Londoii,  Eng. 


FRINGES 

AND 

FRILLINGS 

are  the  leading  feature  this  sea- 
son, and  we  are  making  them  in 
large  variety  of  patterns  and  colors, 
including  beautiful  novelties.    Also 

Fancy  Braids,  Frog 
Ornaments,  Etc. 


THE 

Moulton   Mfg.   Co.,  Limited 

MONTREAL 

Ontario  Representative 

GEO.  E.  NEILL,  77  York  St.,  TORONTO 


ORIENTAL  SILK 

Best  Spool  Silk  Made 

SMOOTHNESS  AND  STRENGTH 

GUARANTEED  W^ITH 

EVERY  SPOOL 


ASK  YOUR  DEALER  OR  W^RITE  TO 

Oriental  Silk  Co.,  Limited 

52  Nazarett  Street         -         MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Goodor  bad, your 
button  trade  is  just 
what    you    make    it. 

It  depends  largely  on  getting  the  right  but- 
tons and  how  you  show  them.     Our 

PLAIN  and  FANCY 

BUTTONS 

are  not  good,  they  are  excellent,  they  are  the 
best — best  values,  best  styles,  best  sellers. 
Get  a  good  range  and  show  them. 
Our  regular  lines  of  buttons  are  : — Ivory, 
Anchor,  Brass,  Hornoid,  Pearl,  Crochet, 
Fancy  Metal.  Furriers';  Plain,  Fancy 
and  Combination  Covered  Buttons. 

WHOLESALE  ONLY 

We  carry  the  largest  range  of  Import 
Samples  in  Beaded,  Silk  and  Cotton 
Fringes,  Tassels  and  Dress  Trimmings 
of  every  description. 

A.  Weyerstall  &  Co. 

BUTTON  MANUFACTURERS 
Head  Office:  TORONTO,  ONT. 

Branch  Offices : 
WINNIPEG,  MAN.  MONTREAL,  QUE. 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 


Order  of  your   Wholesaler . 


ROBERT    HENDERSON 

Q^     CO       Dry   Goods  Cominission  Merchan 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 


r 


V 


Make  an  attractive  exhibit  of  Naiad 
Shields.     They're  a  good  leader. 

"The  Only" 


Unseen — Naiad  Protects 

No  Other  shield  meets  so  com- 
pletely the  ends  for  which  a 
Dress  Shield  is  made  as  the 


%% 


ff 


NAIAD 


Dress  Shield 

— Best  value  to  the  consumer. 

— A  highly  satisfactory  profit  to 
the  merchant. 

— Extensively  advertised. 

— A  guarantee  with  every  pair. 


The  only  Shield  that  is  as 
good  the  day  it  is  bought 
as  the  day  it  is  made. 


Let  us  send  you   samples  and 
all  particulars. 

Wrinch,  McLaren  &  Co. 

Sole    Canadian 
Manufacturers 

77  WELLINGTON  ST.  W.,        TORONTO 
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White  Lace  Ba^s  With  Lace  Trimmed  Gowns 


THEY 

STRIKE 

THE 

CORRECT 

NOTE 


AS 
TIMELY 

AS 

SPRING 

BLOSSOMS 


'^  yJ   ^  -  ^Ti" — '    '.u^'-' 

THE  DISTINCTIVE  LEADERS  NOW 

Gold  and  Siver  Plated  Frames  Predominate.      Many  Styles  and  Sizes. 
Their  Dainty  Brightness  Beautifies  Display. 


SAMPLES  ON  APPROVAL 


P.  W.  LAMBERT  &  CO. 


64-66    LISPENARD    STREET 

NEW  YORK 


BRITISH  AMERICAN  DYEING  CO. 


The  Largest  and  Best 
Equipped 

DYE  WORKS 

In  the  Dominion 
SEND  FOR  PRICE  LIST 


GOLD    MEDALLIST    DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,  Cloths,  Tweeds,   Drills,  Ducks,  Cottons  and   Velveteens,    Hosiery, 
Yarns,  Gloves,  Braids,  Etc. 

DYED,  FINISHED  AND  PUT  UP 

Alio 

FEATHERS.    SILKS.    VELVETS.    RIBBONS.    LACE.    ETC. 


^'^'^  "Xeoualled"^^^"        MONTREAL         TORONTO         OTTAWA         QUEBEC 


British  America  Assurance  Company 

A.D.   1833 
FIRE  A.  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hob.  G«o  A.  Cox,  Preildent  W.  R.  Brock,  VIos-Prcsldcni 

Robert  Blokerdlke,  M.P.,  W.  B.  Metkle,   E.  W   Cox.  Geo.  A.  Morrow 

D.  B.  Htnns,  Augustu*  Mysri,  John  Hoskin,  K.C.,  LL.D. 
Praderlo  NIoholls,  Alex.  Ltird,  Jimei  Kerr  Oiborne,  Z.  A.  Lath,  K.C. 

Sir  Henry  M.  Pellttt,  E.  R.  Vood. 
W,  B.  Mallflm,  0»n»ral  ManaQmri  P.  H.  SImm,  aaoftary 

CAPITAL  $1,400,000.00 

ASSETS 2,162,753.85 

LOSSES  PAID  SINCE  ORGANIZATION      20.833.820.98 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :     :     :     : 

Cbe  Dry  Goods  Review 

FOR  YOUR  DEPARTMENT 
BUYERS 


Write  for  Special  Clubbing"  Rates 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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OTalbburger  $c  Einb 


MANUFACTURERS  OF 


EMBROIDERIES 

^t.  (gall,  ^toit?erlanb 


FLOUNCINGS  STOCKED    IN   TORONTO.       MAKE    YOUR   SELECTION 

WHILE    THEY   LAST.      NEW  ARRIVALS    OF   FLOUNCINGS    EVERY 

WEEK.     DEMANDS  ARE  GREATLY  IN  ADVANCE  OF  OUR 

PURCHASES. 

SEND  FOR  SAMPLES 

E.  S.  EDWARDS 

AGENT  FOR  CANADA 
510  McKINNON  BUILDING,  TORONTO 


There  is  Nothing  BETTER 

IN  NEEDLES 

than 

Abel  Morrairs 


a 


England's  Premier  Make'' 

A      SAFE      LINE 


100    Years'    Reputation 


TO  BE  OBTAINED  OF  ALL  JOBBERS 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


The  Review  is  the  Official  Organ  of  the  Window  Trimmers'  Association 


April  Displays  and  Sales 


Portraying  new  styles,  patterns  and  sav- 
ings   with    strong    after-Easter    trims    of 
home-furnishings — Meeting  demands  with 
seasonable  displays. 


H 


( )ME  furadshing  departments  can  be  given 
a  good  start  this  season,  as  Easter  is  com- 
paratively early.  Business  settles  down  to 
routine  after  the  rush,  and  window  trimmers  are 
interested  in  presenting  assortments  and  qualities  of 
carpets,  rugs,  draperies,  etc.,  necessary  with  the  ad- 
vent of  houseeleaning.  This  is  harvest  time,  and  a 
month  of  good  days  and  record  Saturday  selling. 
Window  men  have  it  before  them  with  time  to  plan 
something  different,  original  and  business  bringing. 
First,  of  all,  it  is  important  to  have  displays 
planned  and  ready  for  the  window  so  that  dates  are 
not  delayed.  It  is  best  to  start  on  Monday  morning 
after  Easter,  or  to  plan  a  10  days'  event  starting 
Wednesday,  April  10,  to  Saturday,  April  20,  and 
run  displays  to  concur  with  advertising.  Every  de- 
partment which  is  interested  in  Spring  houseelean- 
ing is  brought  forward,  as  demands  are  sure  to  come 
with  Spring  renovating. 

Time  for  Suggestive  Trims. 

Contrast  is  the  strong  point  and  to  compare  and 
feature  newer  goods,  so  that  people  will  be  dissatis- 
fied with  their  Winter-worn  and  soiled  furnishings 
and  draperies  is  part  of  window  advantage.  This 
gives  opportunity  for  many  attractive  displays,  and 
with  a  broad  grasp  of  department  stocks  it  should 
not  be  hard  to  confront  customers  with  trims  that  are 
both  suggestive  and  seasonable. 

This  year's  programme  is  a  problem  to  be  solved 
in  advance,  and  with  comprehensive  stocks,  en- 
deavors to  handle  the  event  broader  and  better  thati 
a  year  ago  will  be  made,  and  decide  in  a  measure 
just  how  this  season's  campaign  will  be  conducted. 
There  is  bound  to  be  an  upheaval  of  carpets  and 


house  fiu'uishing  departments,  as  there  is  an  up- 
heaval at  houseeleaning  time,  and  merchants  are 
anxious  to  make  the  most  of  their  sections  as  the 
business  is  offering  and  to  be  done.  Although  there 
is  nothing  really  new  in  methods  of  featuring  house- 
furnishings,  it  seems  advisable  that  if  goods  are  for 
the  home,  there  must  be  reason  for  portraying  goods 
in  suggested  use  in  their  actual  environment  as  in 
the  home. 

Price  is  the  one  most  important  lever,  and  as 
more  tickets  are  necessary  after  Easter  to  help  make 
sales,  it  is  policy  to  use  leaders  from  every  important 
section  interested  to  increase  business.  This  helps 
people  decide  quickly  and  besides  being  an  induce- 
ment in  itself,  often  leads  to  goods  at  higher  quota- 
tions or  sells  almost  staple  lines  at  their  own  price, 
associated  with  the  quality  and  puts  departments  on 
a  merchandising  basis,  giving  an  excuse  for  coming 
to  higher-priced  quality  or  articles. 

Sub-dividing  Departments. 

Perhaps  the  most  marked  advancement  in  home 
furnishings  departments  is  the  growth  and  speciali- 
zation of  sections  within  it  to  almost  departmental 
importance.  This  has  improved  opportunities  for 
window  trimmers,  and  also  makes  it  easier  to  give 
better  results,  both  in  sales  and  displays.  It  is  a  good 
guide  to  help  divide  departments  along  natural  lines 
just  as  different  grades  of  carpets  or  rugs  are  con- 
sidered separately.  Again,  it  is  policy  to  make 
classes,  relative  to  their  suitability  for  different 
rooms,  and  it  is  this  latter  often  combined  with 
period  work  which  inspires  trimmers  to  show  their 
ability  regarding  color  Ijlendings,  unique  or  period 
treatment,  suggestive  arrangement  and  effective 
contrast. 

In  most  stores  goods  to  be  displayed  consist  of 
carpets,  rugs,  curtains  and  draperies,  oilcloths, 
shades,  brass  goods,  linens,  beds  and  bedding, 
vacuum  cleaners,  sweepers,  Japanese  and  grass  rugs 
and  furniture,  verandah  chairs,  settees  and  general 
housecleanino;  necessities  to  renew  or  refurnish  the 
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TAYLOR-MADE  RACK  SYSTEM 


The  Rack  Filled 


Double  Bar  Rack  Double  Bar  Rack 

Made  of  Polished  Steel  Tubing  Made  of  Oxydized  Steel  Tubing 

6  feet  long,  6  posts,           -          $10.50  6  feet  long,  6  posts,           -          $13.00 

8    "        "      6     "          -         -      $11.50  8    "       "      6     "           -         -      $14.00 

10    "       "      6     "                -          $12.50  10    "        "      6     '•                -          $15.00 

Suit  Racks  5  ft.  high.    Overcoat  Racks  6  ft.  high. 


Neat  and  Durable 


No.  331B,  Combination  Suit  Hanger, 
inserted  trouser  bar,  $7.50  per  100 
No.  33,  Same  without  bar, 

$6.50  per  100 
No.  331B,  Boys' I  15  ins.  wide 

$7.50  per  100 
No.  39  B,  Overcoat  Hanger,  with  in- 
serted bar,  for  extra  size  suits, 

$8.50  per  100 
No.  39,  Same  without  bar, 

$7.50  per  100 


No.  64,  Combination  Suit  Hanger  with 
wire  attachment  to  prevent  trousers 
from  slipping  off,         $9.00  per  100 


No.  74  B,  Combination   Suit  Hanger, 
$15.00  per  100 


MAIL  ORDERS  PROMPTLY  FILLED 
All  Racks  on  Ball  Socket  Rollers,  Shipped  K.D.,  Crated 

THE  TAYLOR  MANUFACTURING   CO. 

82  Queen  St.  North        HAMILTON,  ONTARIO  Phone  3550 
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The  upper  window  is  a  sale  trim  of  embroideries  and  insertions,  5,600  yards  on  Saturday  for  8y2C  yd. 
Simple  and  quickly-arranged  trim,  combining  stocky  effect  with  good  display,  showing  assortment  of  pat- 
terns— an  everyday  business  window.  Lower  window — "New  Voiles,"  "Fashion's  daintiest  wear  for  Summer 
frocks" — showing  up-to-date  drapes  and  artistic  lines  with  seasonable  accessories.  An  effective  panelling 
relieves  background,  giving  a  summery  grouping,  while  each  color  combination  and  drape  is  perfect.  An 
idea  of  the  permanent  backgrounds  in  this  new  store  is  obtained  from  these  windows.  Designed  and  dress- 
ed   for   Ghiuvilles    Limited,    Calgary,    by    E.  A.  Wilson. 


Millinery  and  accessories  display.    Cream  background,  white  enamel  cornice,  cream   and    mauve    foliage. 
—  By   Arthur  Perreault,  for  A.  E.  Rea  &  Co.,  Ottawa. 
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DISPLAY  *  RACKS 


Many  Styles 


All  Special  Value 


^tSWawfc.*-. 


I 


OK 


COAT  HANGER  No.  678 
Price  $6.00  Per  Hundred 


No.387 


THE  AMERICAN  (No.  650) 

Length    7  ft.  -Width   'ift.  1  in. 

Heigrht  6  it. 
Price       -       7  ft.        .     [  S9.00 
.      9  ft.       .      1150 
-     lift.       .      12.50 
Black    or    Polished     Steel    Tubing 
$3.00  extra  if  oxidized. 
6  Posts  in  all  over  (j  ft. 
Easily   moved,   cannot   tip.    Roller- 
bearing  Castors,  a   beautiful    Rack 
in   Oxidized  Copper  or  Nickel. 


COAT    HANGER    No.  515 

Price  $3.50  Per  Hundred 

Metal  Tubing 
Display   Racks 


Hundreds  sold  and  no  repairs 
yet — No.  387  is  our  standard 
inodel,  positively  the  best  re- 
volving rack  possible  to  manu- 
facture. Solid  steel  standard. 
Patented  ball-bearing,  anti- 
friction castors,  base  weighs  40 
lbs.,  height  5  ft.  6  ins.,  30  in. 
circle,  will  revolve  easily  with 
1000  lbs.  weight.  Price  $14.00. 
Card    holder    top,    $1.25  extra. 


<==* 


No.  3— B 


No.  649— D 

DESCRIPTION. 

Top  7  ft  longlJi  ins.  Metal 
Standard  6  It.  m  ins. 
Black   or  Steel   finish,  $9.00 
Top    Oxidized,  SJ.OO  extra. 

Similar  to  650,  but  heavier  base. 
Designed  for  High  Class  Clothing 
Establishments,  where  space  is  to 
be  economized. 


No.  2— B 


No.  3— B  Filled 


THE 

~f  SCHILLING 

Adjustable  Display  Rack 


We  have  secured  the  selling  rights  of  this  popular 
display  rack.  It  is  undoubtedly  the  best  silent  salesman  you 
can  place  on  your  counters.    Made  in  various  sizes  and  styles. 

No.  2— B.  Price  $15.00  dozen.     Nickel  and  Black. 

No.  3— B.  Price   $9.00   dozen.     Nickel  and  Black. 
No.  3  Prices   on   any   other    finish 

No.  4  on  application. 

CATALOGUE  SENT  ON  REQUEST. 

A.  S.  RICHARDSON  CO. 


99  ONTARIO  STREET 


TORONTO 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 


54 


THE     ART    OF    DISPLAY 


Dry  Goods  Review 


home.  In  dealing  with  the  price  situation,  a  careful 
inspection  of  the  stock  w\\\  at  once  suggest  leaders. 
These  are  thrown  out,  and  whether  they  represent 
special  purchases,  discontinued  patterns  or  off  de- 
signs or  qualities,  they  give  the  hint  in  this  case  as 
to  what  price  windows  will  run,  as  quantities  are 
often  the  source  of  a  good  reason. 

Another  influence  working  both  ways  this  year  is 
that  price  is  being  aff'ected  by  market  quotations 
tending  to  keep  leader  prices  up,  and  again,  lines 
must  be  jobbed  because  they  have  been  advanced 
by  the  makers,  which  makes  it  impractical  to  handle 
them  profitably.  Another  cause  is  often  present.  It 
is  not  always  how  long  the  line  has  been  in  stock, 
but  rather,  does  it  sell  or  perhaps  slowness  because, 
because  of  preference  for  other  patterns  both  by 
salesmen  and  customers. 

These  leaders  are  usually  featured  for  special 
days,  hours  or  Saturdays,  and  there  is  no  trick  in 
arranging  them  in  the  windows,  except  to  make 
them  stocky  and  as  suggestive  and  neat  as  possible. 
Ticketed  with  bona  fide  former  values  and  special 
quotations,  it  is  wonderful  how  homefurnishings  de- 
partment sales  jump  at  this  time.  It  is  more  than 
likely  each  section  will  have  two  or  thi'ee  leaders  to 
off'er  with  sufficient  quantities  for  a  window  display, 
and  thereby  ensuring  an  aggressive  campaign. 

Good  Selling  Windows. 

All  important  novelties  in  Wiltons,  Axministers, 

velvets,  Brussels,  tapestries  and  ingrains  in  carpets 

can    1)6   treated    almost   similarly.      In    the    former. 

matched  sets  of  piece  goods  in   the  l)etter  qualities 


are  shown  with  body  and  mitred  border  just  as  they 
appear  when  completed.  One  price  groupings  in 
cheaper  lines  such  as  best  value  Brussels,  $1.00;  good 
patterns  in  Balmoral  tapestries,  69c,  make  selling 
windows.  For  rugs,  it  is  usually  the  leader  lines  at 
$25  and  $19.90,  or  special  tapestry  squares  at  $9.95 
or  $12.95,  although  in  making  changes  in  window 
displays  better  qualities  are  often  introduced,  ticketed 
with  quality,  size  and  price,  if  only  for  a  short  time. 
It  keeps  up  the  interest. 

In  carrying  out  room  or  period  ideas,  the  aim  is 
to  show  everything  pertaining  thereto,  and  window 
trimmers  are  not  .satisfied  unless  they  have  effected 
this  to  the  full  possibility  of  their  stock.  With  a 
little  study  of  modern  treatments  and  knowledge  of 
home  decoration,  a  series  of  displays  can  be  worked 
out,  including  hall,  parlor,  drawing  room,  library, 
dining  room  and  one  color  bedrooms  showing  com- 
pletely matched,  practical  wall,  window,  arch  and 
furniture  treatment,  which  is  quoted  at  a  price  in 
its  entirety  or  according  to  individual  price  for  each 
article  or  work  involved.  Tans,  greens,  rose,  blue, 
Orientals  and  reds  will  be  used  in  respective  rooms. 

Lawn  and  verandah  furnishings  are  handled  in 
the  same  waj'',  and  include  awnings,  porch  shades, 
rugs  of  gra.ss  or  fibre,  flags,  lanterns  and  other  sug- 
gestions for  Summer  ease  and  comfort  in  city  or 
lakeside  homes. 

To   complete   the   right  handling   of  carpet  de- 
partments at  this  time  there  are  smaller  parlor,  din- 
ing room,  hearth  rugs  and  travelers'  sample  lengths 
Concluded   on   pag'e   147. 


Open  backsrround  to  see  interior  of  the  store.    Cream  foliage  for  decoration,  two  white  enamel  dividers,  everything  in  window 

blended,  even  the  cards  harmonized  in  color.    The  figure  was  draped  with  silk  chiffon  worth  $9  a  yard,   with   border 

of  hand-stamped  flowers.    A  long  drape  of  silk  to  match  figure  from  the   background    of    the    windows. 

—  By  F.   E.  St.  Jean,  for  A.  E.  Rea  &  Co.,  Ottawa. 
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You  Can  Buy  a  Small  Set  of 


Copyright  1911.  Patented  1911. 

Patented  1911  in  United  States  and  Foreign  Countries. 
THE  FULL  SET. 
The  above  illustration  shows  entire  set  of  No.  2  Dry 
Goods  and  Furnishing  Younits,  comprising  203  Younits 
to  the  set.  There  are  10  display  slabs  made  of  well- 
seasoned  oak.  All  slabs  are  fitted  with  tilting  metal 
adjustments  on  back  for  holding  them  in  different  posi- 
tions. The  remaining  193  Younits  consist  of  Base 
Blocks,  Uprights,  Cross  Arms,  and  Extension  Younits, 
in  assorted  lengths  and  sizes,  which  will  enable  you  to 
make  Hundreds  and  Hundreds  of  Window  Trims  and 
as  many  odd  and  standard  fixtures. 

You  Never  Need  a  Tool. 


MILLER  BROS.,  General  Merchants 
Stony  Plain,  Alta.,  Canada 
The  Oscar  Onken  Co.  Stony  Plain,  Alta . 

Cincinnati,  Ohio  Sept.  10,  1911 

Gentlemen, — Please  send  us  another  set  of  the  No.  4 
Onken  \X'ood  Window  Fixture  Younits.  We  have  more 
windows  to  trim  and  therefore  can  use  another  set. 

Since  using  the  first  set  you  shipped  us  for  about  two 
weeks,  we  have  concluded  not  to  use  any  other  make  of 
fixtures,  as  we  feel  there  are  none  like  youn. 

They  are  easy  to  set  up  and  can  bt  used  for  the  differ- 
ent kinds  of  merchandise  we  handle.  We  would  not  be 
without  the  two  sets  tor  anything. 

Yours  very  truly, 

MILLER  BROS. 


My  Three  Sets : 

Set  No.  2        -  -         203  Y^OUNITS 

For  2  large  Dry  Goods  and  Furnishing 

Good.s   Window.s   and  in.side   store  use    (ltA.0    CA 

on  counters   and  cases -fpT^^.D  \J 

Set  No.  21^       -         -  100  Y^OUNITS 

For  1  large  Dry  Goods  and  Furnishing 

Goods  Window  and    inside    store   use     fitO  1     00 

on    counters  and  cases. W^  ^  •  ^^ 

Set  No.  16         -         -  86  Y'OUNITS 

I'"or  2  large  Dress  Goods  Windows  and    dh^C     CiCi 

also  for  various  other  displays jy"^^  •  ^^J 

Freieht  and  Duty  allowed  to  Winnipejr  and  to  all  ports  of 
entry  east  of  Winnipeg  on  the  southern  Canadian  Border. 
Shipments   made  at  Once.    Every  Se»  Absolutely  Guaranteed. 


ONKEN 


YOUNITS 


For  the  accommodation  of  the  Merch- 
ants who  have  limited  window  space,  I 
am  making  a  small  set  of  my  YOUNITS 
Window  Fixtures  to   meet   their  wants. 

This  small  set  will  do  the  same  service 
as  the  large  set,  only  of  course  on  a  small- 
er scale. 

No  matter  what  size  windows  you  have,  my 
YOUNIT  Window  Fixtures  will  enable  you  to  build 
most  beautiful  window  displays  in  a  few  minutes. 
Window  Displays  that  will  attract  into  your  store 
additional  trade. 

My  Window  Fixtures  simplify  window  trim- 
ming by  economizing  your  time. 

With  my  set  of  Window  Fixtures,  you  have  at 
your  command  unlimited  possibilities  for  HUN- 
DEEDS  and  HUNDREDS  of  original  and  effective 
trade-pulling  window  treatments  that  are  positively 
impossible  with  hundreds  of  dollars'  worth  of  metal 
or  any  other  wood  Fixtures. 

Each  set  is  put  up  in  a  Hardwood  Hinged  Lid  Storage 
Box  (oiled  finish).  They  are  made  of  a  fine  quality  of 
oak  in  either  weathered,  golden  or  antique,  and  in  a 
soft  mellow  waxed  finish. 
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OWING  to  the  fact  that  I  have  a  large  department  to  manage  besides,  I  do  my 
window  and  store  trimming  mostly  in  the  evenings.  I  keep  up  as  far  as 
possible  with  the  ads.  and  manage  to  trim  four  windows  a  week,  besides  make 
my  own  stands  and  backgrounds.  The  full  form  drapes,  I  consider,  are  the  means 
of  selling  more  goods  than  any  other  drape.  There  is  always  something  to 
attract  a  passerby  in  a  well-draped  window.  A  figure  in  a  recent  foulard 
window  sold  23  lengths."— F.  J.  Thompson,  with  W.  E.  Maxwell,  St.  Thomas 


THE  window  trimmer  who  tries  to  convince 
himself  that  a  superficial  knowledge  of  his 
business  is  all  that  is  necessary  so  long  as 
there  are  traces  of  artistic  aibility,  is  working  from 
a  false  angle,  and  the  man  who  is  inclined  to  bvT 
discouraged,  no  matter  how  he  applies  himself,  need 


iiB'^"il 

^^L   Wt 

^am 

F.  J.    THOMPSON 

Window  trimmer  for  W.  E.  Maxwell, 

St.  Thomas. 

have  little  cause  for  de.-pair.  The  genius  in  any 
line  is  he  who  spares  not  himself,  but  concentrates 
upon  an  object  until  it  is  achieved. 

There  is  an  inspiring  message  for  w'indow  trim- 
mers in  the  experiences  of  F.  J.  Thompson,  with  W. 
E.  Maxwell,  St.  Thomas.  His  story  establishes  the 
importance  of  thoroughness,  of  mastery  of  detail, 
firm  ba.sic  knowledge  of  the  business  with  which  he 
is  associated,  a  study  of  advertising  essentials,  an 
appreciation  of  the  public  point  of  view,  and,  last, 
but  not  least,  hard  work.  These  things  are  bound 
to  win,  and  an  examination  of  Mr.  Thompson's  work 
will  reveal,  not  only  an  unusual  degree  of  originality, 
but  those  high  standards  of  art  and  practical  sales- 


manship, which  everj^  trimmer  should  aim  to  cora- 
bme  in  his  work.  Mr.  Thompson's  story  is  in  his 
own  words: — 

"It  is  some  fifteen  years  since  I  first  took  a  posi- 
tion as  window  trimmer.  Previous  to  this,  I  had 
served  my  apprenticeship  to  the  dry  goods  business, 
and  gained,  through  study  and  practical  work,  a 
good  general  knowledge  of  the  different  departments, 
besides  the  methods  used  in  manufacturing  the  dif- 
ferent classes  of  goods,  their  weaves,  dyeing  and 
finishing.  It  was  there  I  had  my  initiation  into  the 
window  trimming,  my  employer  being  of  the  firm 
opinion  that  the  windows  should  be  the  first  and  best 
salesman.  I  had  practical  tuition  in  the  art,  as  to 
draping  fancy  laces  and  neckwear,  gloves  and  also 
stocky  display.  I  was  also  brought  to  see  the  effects 
of  bad  and  good  lighting.  I  have  always  been  thank- 
ful for  such  an  employer,  and  after  four  years  with 
him  it  was  with  his  help  that  I  gained  the  position 
mentioned  at  commencement  of  this  writing. 

Nevek  Stocky  Wixdoavs. 

"This  position  being  in  one  of  the  cities  in  the 
West  of  England,  well  noted  for  its  wealthy  resi- 
dents, was  with  a  high-class  firm.  The  windows  were 
large,  and  about  six  inches  fro'm  pavement  level. 
We  never  had  stocky  mndows  here;  it  was  a  question 
of  showing  a  few  pieces  to  the  best  advantage.  ^ly 
work  here  was  always  supervised  by  one  of  the  fi.m. 
even  to  the  placing  of  different  stands,  blending  of 
colors  and  general  effect  until  I  had  been  with  them 
some  little  time,  when  I  gradually  took  the  respon.si- 
bility  on  my  own  shoulders.  I  used  to  feel  pretty 
big  some  days,  when  I  was  complimented  on  my 
work.  I  have  got  over  that  sort  of  thing  now,  be- 
cause I  am  never  satisfied,  and  can  always  find  faults 
in  my  own  work. 

Learning  to  Drape. 

"After  four  years  made  a  change  to  Birmingham 
as  window  trimmer  to  a  firm  who  handled  ladies' 
ready-to-wear   garments,    and    also    made   exdusiva 

(Continued  on  page  60.) 
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Special  Show  Case  Sale 


Show  Cases  at  laid  down,  safe  delivered  prices.    We  pay  the 
freight.     We  replace  breakages.    You  take  no  chances. 


THE    MONTREAL 

A  silent  salesman  as  cheap  as  a  counter.  Bevelled  Plate  Glass,  Double  Thick  Ends 
and  Front,  Mirror  Doors,  Two  Plate  Glass  Shelves,  Rich  Quartered  Oak  Frame  and 
Base.     Height,  42  ins.     Width,  26  ins.     Stock  Lengths,  6  and  8  ft. 

PRICES  6  FT.       8  FT. 

F.  O.  B.  Points  in  Southern  Ontario  or  Quebec               -               -               -  $55.20  $73.60 
Northern  Ontario  (North  and  West  of  North  Bay)  Maritime 

Provinces  and  Manitoba           ....  58.80  78.40 

Alberta    and    Saskatchewan   -              -                -                -  62.10  82.80 

British  Columbia        .....  66.00  88.00 


^^^^  5%  ^^^   Cask 


Credit   Terms  on  Application 


Twenty  other  Styles  and   Designs  for  all  kinds  of    Dry    Goods    Fittings  m  large 
Illustrated  Catalogue. 

Send  for  Copy 


JONES   BROS.   &   CO.,   LIMITED 

STORE    FITTERS 

29-31  Adelaide  St.  West      -      Toronto,  Ont. 
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spring  opening  l)a(  ligiuiuui,  designed  by  F.  J.  Tbompson  for  W.  E.  Maxwell,  St.  Thomas.  The  pilasters  are 
paper  rollers,  obtained  from  the  local  newspaper,  and  covered  with  onyx  paper.  Scenic  panels  and  curtained 
entrance  completed  a  very   artistic  setting  for  dainty   displays. 


W.K yLA^M. 


Display  of  evening  silks,  draped   on  full  forms  without  damaging  or  cutting  materials,   one    window    being  in   Tuscan    pailette  of 
mousseline  de  sole  with  pale  blue  opera  cloak  drape.    The  other  window  is  in  pink  and  grey    silk   poplins.      Both   back- 
grounds were  brown  and  cream  onyx  paper.  —  By  F.  J.  Thompson,  wiih  W.   E.  Maxwell,  St.  Thomas. 


Dry  Goods  Review 


THE     ART    OF    DISPLAY 


59 


ANNOUNCEMENT 

We  take  pleasure  in  notifying  our  friends  that  we  have  acquired  the 

Sole  Selling  Agency 

for  the  entire  line  of  products  of 

I.  P.  FRINK 

NEW  YORK 

ESTABLISHED  1857 

Manufacturer  of  the  famous  "Frink"  Reflectors,  Reflecting  Chandeliers  and  other  lighting  specialties. 

The  management  and  personnel  of  I.  P.  Frink  will  remain  the  same  as  heretofore,  and  the  high  grade 

of  "Frink'  Products  will  be  fully  maintained. 

I.  P.  Frink  will  manufacture  for  us  the  well-known  J-M  Linolite  System  of  Illumination. 

An  Engineering  Department  will  be  maintained  along  extensive  lines,  and  estimates  and  data  will  be 

promptly  submitted  on  receipt  of  plans  and  detailed  information. 

This  arrangement  enables  us  to  successfully  handle  any  problem  in  illumination. 

Let  us  hear  from  you  as  to  your  requirements 

THE  CANADIAN  H.  W.  JOHNS-MANVILLE  CO.,  LIMITED 


TORONTO,  ONT. 


Manufacturers  of   Asbestos    & « 
and  Magnesia  Products      *a3 

MONTREAL,  QUE. 


Asbestos  Roofings,  Packings, 
Electrical  Supplies,  Etc. 


WINNIPEG,  MAN. 


VANCOUVER,  B.C. 


1587 


For 
Elegance 


it    is   essential   that 
fixtures 


Clatworthy 


the  most  up-to-date 
be  used. 


Fixtures 


are  noted  for  their  style  and  durability. 
They  are  made  in  Nickel,  Brushed 
Brass  and  Oxidized  Copper  or  Statuary 
Bronze. 

■Write  for  our  new  spring  supplement. 

CLATWORTHY  &  SON,  LIMITED 

"The  Actual  Manufacturers" 

159-161   King  St.  W.     -    TORONTO,  ONT. 


You  Can  Buy  a 

PAPER 
BALER 


FOR 


$2422 


"VTOU  needn't  let  price  stand  in  your  way  any  longer. 
•*■  You  can  buy  one  of  the  best  paper-baling  presses 
made  for  only  $24.00.  It's  our  Parr  Baler  and  can't 
be  excelled  by  any  press  of  the  same  capacity  selling 
for  twice  as  much. 

Our  Parr  Balers  come  in  four  styles  and  three  sizes,  priced  at 
$24.00,  $28.00.  $3C.OO.  and  $38.00.  5  per  cent,  for  cash  10  days. 
They  are  strong  and  rigid  and  will  stand  lone  service.  Easy  to 
operate.  Require  little  space.  Tell  us  your  requirements  and 
well  tell  you  which  size  to  buy.  Cut  shows  our  "Improved" 
Parr  Baler. 

THE  DAVENPORT  PRESS,  $35.00 

is  our  best  type  of  baler.  It  is  exceedingly  powerful  and  is  now 
used  in  over  S.OOO  stores.  This  press  performs  its  work  as 
well  as  any  $65.00  or  $75.00  baler. 

Descriptive    ciicular    with    fall    information    on   request. 

We  help  yoa  sell  yowwaste  at  best  prices.    Agents  wanted. 

SHIPMENTS  F.O.B. 

DAVENPORT. 
IOWA.  U.S.A. 


Davenport  Mfg.  Co., 
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PISFLAY  RACK 


PATENTED 


Let  Us  Contribute  to 
Your  Profitable  Displays 


No.  1— Single  T  ie 
Rack 


No.   4— Rack 
Closed. 


Properly  Displayed  Goods 
Will  Sell  Themselves 

and  will  add  interest  to 
shopping  in  your  store.  The 
"Essex"  Adjustable  Display 
Racks  may  be  used  for  ties, 
hosiery,  shirts,  pyjamas,  un- 
derwear, gloves,  veilings, 
dress  trimmings,  etc. 

Note  illustration. 


No.  4 — -Position  for 
Neck  Ties. 


No.  4— The  Cross  Pile 


No.  4 — Double  Tie 
Rack 


PRICE  LIST 

No.  1— Single  Section  Tie  Racks,  all  nickel  f  12.00  Doz. 
No.  4— Double  Section  Tie  Racks,  all  nickel  $20.00  Doz. 
No.  7— Standard  Shirt  Racks,  all  nickel  $20.00  Doz. 

No.  6 — Standard    Adjustable    Shirt    Racks, 

all    nickel .  . . . ' $25.00  Doz. 

Clatworthy  &  Son,  Ltd. 


159-161  KING  ST.  W., 


TORONTO 


gown,-;.  Tt  \va8  here  I  first  gained  my  experiences  in 
full  form  drapes.  We  had  three  windows;  but  I  was 
continually  changing  different  stands  and  drapes 
my  whole  time.  The  thousands  of  people  who  pa.?sed 
necessitated  a  repeated  change. 

"There  is  quite  on  art  in  putting  a  suit  or  coat 
on  a  figure  as  practiced  in  these  exclusive  stores.  Not 
a  wrinkle  must  .show,  the  skirt  must  be  as  correct 
length  as  when  worn,  and  the  coat  padded  until  it 
fits  perfectly.  In  time,  I  could  put  a  40-inch  coat  on 
a  36-inch  form,  and  fitted  as  perfectly  as  if  the  form 
were  made  for  it.  My  experiences  here  has  been 
worth  thousands  of  dollars  to  me,  for  it  enabled  me 
to  take  positions  in  London,  whidh  were  at  a  pre- 
mium. T  had  some  excellent  chances  in  London  with 
fancy  and  glove  windows,  thesfe  departments  being 
considered  second  to  none  in  London. 

"I  have  often  read  with  interest  articles  on  English 
window  trimming,  putting  them  down  as  always 
crowded.  Now,  from  my  own  experience  of  18 
years  there,  I  know  of  very  few  places  taking  the 
l)etter  class  stores  who  crowd  their  windows,  except 
at  sale  times.  I  know  it  is  the  rule  in  most  medium 
size  towns. 

Used  no  Backgroitnds  in  England. 
"At  last  I  thought,  from  what  I  heard  of  Ameri- 
can methods,  that  they  were  much  ahead  of  ours. 
I  came  out  here.  The  first  thing  that  attracted  my 
attention  was  the  background  efi^ects  used  here.  I 
thought  they  were  works  of  art  and  very  much  be- 
yond anything  I  could  ever  do.  For  we  never  put 
backgrounds  in  our  windows  in  England.  How- 
ever, I  thought  I  would  have  more  chance  and  get 
a  better  insight  in  the  methods  of  business  if  I  took 
a  position  in  a  small  town  first;  so  after  many  en- 
quiries and  searching  of  newspaper  ads.  I  found 
myself  three  years  ago  in  Tillsonburg  as  dress  goods 
man  and  window  trimmer.  When  I  came  to  find 
the  interest  the  trade  papers  took  in  the  work  of  in- 

(Concluded  on  page  148.) 


p'5l?Et  CARRIERS 


SME  TIME  &  MONEY 


OUR  GUARANTEE 

We  will  instal  a  .System  of  Gipe  Carriers 
in  yo«r  store;  you  use  them  TEN 
DAYS,  and  if  you  do  not  find  ttiat 
they  give  you  BETTER  and  QUICKER 
SERVICE  than  any  other  WIRE 
CARRIER,  PNEUMATIC  TUBES, 
CABLE  CARRIERS  or  CA.SH  REG- 
ISTERS, we  will  remove  them  at  our 


CATALOG  FREE 


99    ONTARIO  STREET  TORONTO   ONT 

EUROPCAM  OFflCEUH  flOLBORN  LtMDOH  [.C.  INC. 
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DAYLIGHT 

is  the  only  light  that  shows  goods 
in  their  true  color.  Artificial 
lights  throw  a  yellowish  cast  over 
the  goods,  thus  altering  the  shade 
to  the  eye.  Besides,  they  are 
expensive  and  unsatisfactory. 

By  installing 

LUXFER 

PRISMS 

you  dispense  with  artificial  lights 
in  the  daytime  and  fill  your 
store  with  daylight. 

LUXFER  PRISMS,  by  means 
of  their  scientific  construction, 
catch  the  light  rays,  bend  them  to 
the  required  angle  and  shoot 
them  into  the  store. 

Money  invested  in  LUXFER 
PRISMS  is  soon  repaid  by  the 
saving  in  artificial  lighting   bills. 

SEND  FOR  OUR  ILLUSTRATED  CATALOGUE. 

LUXFER  PRISM  CO. 

LIMITED 

MONTREAL  TORONTO 


^MSSi^tsm 


Have  you  a  New  Way  Store  ? 

The  Nev^  Way  Crystal  Ward- 
robe is  the  modern  device  for 
displaying  ladies' outer  garments. 
Made  by  the  Grand  Rapids  Show 
Case  Company  (Grand  Rapids, 
Michigan) — and  adopted  by  the 
foremost  merchants  of  Canada 
and  the  States. 


FOR  YOUR   SHOES 

A  Novelty  in  Smart  Display 

THIS  IS  A  CLEVER  IDEA 

Expressed  in  Various  Ways 

our  circular  tells  you  all 

about  them 

write  too,  for  our  nejv  catalogues 

J    R.    PALMENBERG'S    SONS 

Established  1852 

710  BROADWAY,  NEW  YORK 

Factory:  87  89  and  91  ^Vest  Third  Street,  New  York 
1  Boston 


30  Kingston  Street 
110  Bedford  Street 


10  and  12  Hopkint  Place 
naltimore 
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Profitable  Display  Demands  Practical  Fixtures 


No.  '2— Practical  Ribbon  Cabinet 


PRACTICAL  HOSIERY 

RACKS.     Two  sizes,  holding 

72  and  100  pairs  Hose. 


Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 


Holding 

From 

50  to  700 

Bolts 

of 
Ribbon 


PRACTICAL 

RIBBON 

CABINETS 


PRICE  LIST 


Cabinet 
No. 

0  VKx  6>^x26>i 

1  28^x1-1    x26 

2  ISHxU    x38 

3  28^x18^x38 

4  28Jix23Kx38 

5  28Mx27Kx38 

6  28Kx32J^x38 

8    28Kxi2Kx43K 


Capacity 
Bolts 
50 
100 
150 
250 
325 
400 
475 
700 


$  6  00 
10  00 
13  50 
18  50 
23  00 
26  00 
30  00 
42  00 


MADE  OF  OAK 


No.  3  -Practical  Ribbon  Cabinet 


Practical  Hosiery  Racks 

Made  of  steel,  nickel  plated,  Q  Slip  the  stocking  in  the  spring  pair  by  pair. 
Place  the  spring  in  the  Irame  at  the  tc>p  of  the  rack.  (J  A  quick  jerk  disengages 
the  pair  desired  without  interfering  with  the  others.  When  handled  and  inspected 
they  hang  tight  and  fast,  keeping  their  position  and  shape.  There  can  be  nc> 
disorder  in  the  stock  when  this  rack  is  used. 

No.  1 — M  inches  high,  16  inches  wide.  Has  four  springs.  Capacity  7'2 
pairs  hose,  $5.75. 

No.  2 — 34  inches  high,  17  inches  wide.  Has  eight  springs.  Capacity  120 
pairs  hose,  $6.75. 

Practical  Piece  Goods  Fixtures 

The  proper  display  of  ginghams,  prints,  and  piece  goods  in  general  requires  a 
Practical  Counter  or  Floor  Fixture.  Either  holds  forty  pieces.  Any  piece  removed 
without  disturbing  the  others.  Strong  spring  wire  shelves,  adjustable  to  any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  tt.  6  In.,  20  in.  counter  space.   Price,  $6.50. 

Practical  Floor  Fixture,  height  5  feet.     Price.  $7.50.  Counter  Fixture 

SEND    FOR    CATALOGUE 


FOR    SALE    BY    THE    WHOLESALE    DRY    GOODS   AND    NOTION    HOUSES. 


A.  N.  RUSSELL  &  SONS  CO.,  Manufacturers.  ILION.  N.Y. 


The  name 


DELFOSSE 


Stands    for   up-to-dateness,   highest 
quality  and  low  prices  in 

Display  Fixtures,    Forms 
and  Wax  Figures,  etc. 

QUALITY  NEVER  SACRIFICED  FOR   PRICE. 

"We  want  your  trade. 

You  want  our  goods. 

GIVE  US  A  TRIAL  ORDER. 
GET  OUR  FREE  CATALOGUE. 


FINE  FRENCH 
WAX  FIGURE 

with  new  1912 

Forms 
From  $26.00 
to  $75.00 
with   indestruc- 
tible hands. 


DELFOSSE  &  CO. 

Oftices  and  Sample  Room  : 

247-249  CRAIG  STREET  W^EST 

Factory:     1-3-5-7  HERMINE  STREET 

MONTREAL 


No.  557 


CLOAK  RACK 

Holds  30  to  35  Costumes 
Nickel-Plated  Top  Ring.  $10 
Oxidized  Top  Ring,    $10.50 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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A  Poorly  Served  Customer 
Is    a    Dozen    Lost    Entirely 

Mr.  Merchant,  you  know  this  to  be  a  fact  if  you  will  only  own  up 
to  it.    Have  your  goods  properly  displayed  with  the 


"  Schilling  Adjustable  Display  Racks 

and  your  customers  will  get  good,  quick  service.    We  make  differ- 
ent sizes  for  the  different  uses. 


55 


FOR  MEN'S 

AND 
WOMEN'S 

HOSE 


FOR 
NECKWEAR 

Adjusts  to 
any  width 


FOR     hr 
SHIRTS  1^ 

FOR       , 
TRIM-  TI- 
MINGS 


Writo  for  Catalogue 
and  Prices, 


A.  F.  Flanders  Mfg.  Co.,  Bridgeburg,  Ont.  (Dept.  e.) 


GIVE   US  YOUR    NAME 

as  a  suitable  representative  for    us  in  your  city  for  the 

HALL-BORCHERT 

Adjustable  and  Non-adjustable  Dress  Forms 

Every  day  you  delay  writing,  you  are  taking  a  chance    of  having  your  opposition 
get  the  agency. 

It's   an    agency    that    pays    handsomely,    for    every    housewife    and    dressmaker 
needs  these  forms. 

DROP   A    CARD    NOW 

Hall-Borchert   Dress   Form   Co.,  of   Canada,  Limited 

70-76  Pearl  Street,  TORONTO 


No.  5a 


No.  25 


The  Review     ^^  '^^^  giving  ^  service 
=^^==  =^^1=:=     with  its  two  issues  each 

month  that  is  impossible  with  a  monthly  paper. 

You    will    always  find  the  news  first  in  "The 

Review/'     The  paper  that  does  things. 
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dll 


a  strons;  de 


id  for  fichus 


Sumui 
berthas. 

Tunics  of  embroidery  and  lace  a  novelty  wliich 
New  York  has  taken  up  strongly. 

Revival  of  flouncings  of  embroidered  net  marked 
feature  in  dress  accessories. 


Tunic   Novelty  a  Feature 

Use  of  net  for  coat  and  waist  sets — Pique 
a  leading  fabric  for  neckwear. 

A  NOVELTY  which  is  now  being  shown  at 
some  dress  accessory  departments  here  con- 
sists of  a  sort  of  tunic  of  embroidery  or  lace 
which  is  practically  nothing  more  or  less  than  an 
apron  as  to  shape.  Instead  of  being  the  same  back 
and  front  like  the  other  types  of  apron  tunic,  how- 
ever, it  has  a  bertha  collar  effect  at  the  back  and  a 
high-waisted  apron  effect  in  front.  This  novelty  has 
been  taken  up  in  New  York  with  great  enthusiasm. 
It  may  now  be  obtained  at  import  and  also  in  stock. 
There  has  been  a  question  where  this  sort  of  an 
article  should  be  carried.  Some  firms  will  place  it 
at  the  neckwear  counter  while  others  will  regard  it 
as  a  tunic  overdress,  and  stock  it  where  other  fancies 
of  a  like  nature  are  carried  in  the  ready-to-wear  de- 
partment. 

Coat  and  Waist  Sets 

At  present,  the  orders  Ijeing  placed  for  Summer 
trade  show  a  preference  for  the  waist  set  and  the 
coat  set.  As  coats  are  early  thrown  aside  for  all  but 
occasional  wear,  it  pays  the  merchant  to  push  the 
coat  accessory  first,  and  feature  the  other  line  if  any- 
thing, a  little  later. 

Pique   collars    and   cuffs   are   very   popular   this 

season,  and  there  will  be  seen  many  new  sets  of  this 

material  with  small  edgings  of  guipure  and  the  new 

fringed  trimmings.     There  will  also  be  a  good  sale 

for  the  lace  collars  and  cuffs.    The  highest  class  line 

of  these  now  offering,  outside  specialties  which  are 

practical  only  in  a  few  places,  consists  of  the  real 

Irish  crochet  lace. 

f^;       Every  sort  of  material  is  brought  into  play  in  the 

I'j  making  of  the  waist  sets.    The  sheerest  of  lawns  and 

|:i  the  heavy  piques  and  ducks  are  both  used,  as  well  as 

1'  all  the  grades  between  these  two.     There  will  be  a 


demand   for  the  sheer   materials  later  on,   and  the 
mercliant  should  feature  the  others  now. 

Novelty  shapes  of  collars  include  the  Mazarin 
effect,  the  variations  on  the  Byron  with  irregular 
lower  edge,  the  perfectly  flat,  round  collar,  the  Mid- 
dy, the  Quaker  and  many  others  too  numerous  to 
mention.  Cuffs  are  also  in  wide  range  of  shapes,  the 
fairly  deep  ones  being  favored  at  present  in  accord- 
ance with  the  notable  tendency  to  the  introduction 
of  the  Louis  stvles. 


Fichus  and  Berthas 

Duriug  the  coming  season  there  will  be  a  fine 
demand  for  the  popular  fichus  and  berthas.  The 
product  of  this  season  is  different  from  that  of  last 
in  many  ways.  The  fichu  of  last  Summer  was  crude 
in  comparison  to  that  which  is  now  being  offered  at 
practically  the  same  price.  The  style  was  then  in 
its  inception,  and  many  manufacturers  failed  to 
handle  the  goods  to  the  best  advantage.  The  offer- 
ings of  this  season  are  studied  out,  and  they  are  ir- 
restible  to  the  woman  shopper. 

Nets  are  much  used  this  season,  as  also  are  the 
popular  shadow  laces.  Pleated  nets  and  laces  are  used 
on  dre.-sy  luimbers  which  are  not  designed  for  contin- 
ual tubbing.  Frills  of  net  and  lace  are  cleverly  made 
to  stand  the  washing  well  in  the  case  of  lines  which 
will  be  used  with  wash  dresses.  Buyers  coming  in- 
to town  have  ordered  the  widest  possible  assortment 
in  these  lines,  choosing  a  fair  number  of  every  grade 
and  price,  and  in  many  cases  would  have  ordered, 
more  if  more  patterns  had  been  available.  This  is 
only  one  in.*tance  of  the  strong  feeling  which  is 
noted  on  all  sides  in  favor  of  variety  in  these  lines. 

The  fichus  now  being  shown  are  of  extra  large 
size,  and  many  have  a  sort  of  sash  appendage  at  the 
back,  while  others  are  intended  to  fall  below  the 
waistline  both  at  the  back  and  front.  The  Styles 
of  the  Pevolution  are  revived  in  some  of  these  num- 
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WAIST  SETS 


/^NE  much  called  for  feature  in  the  dress  acces- 
^-^  series  department  is  Waist  Sets  for  wear 
with  White  or  Silk  Waists.  These  may  be  had 
separately,  or  in  Sets. 


SEE    SALESMEN    OR    WIRE    US    FOR   SAMPLES 


LADIES'  Wear  Limited 


W.  F.GOFORTH, 

Manaicint;  Director. 


TORONTO 


r 
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bers.     Pointe  d'esprit  is  a  favorite  material  for  the 
construction  of  the  new  fichus. 

A  touch  of  novelty  in  the  color  note  is  to  be 
seen  in  the  prominence  of  ecru  this  season.  Many 
of  the  ecru  numbers  have  sold  as  well  as  the  white, 
which  is  unusual.  This  is  thought  to  be  due  to  the 
use  of  the  fichus  with  the  taffeta  dresses,  and  the 
fact  that  ecru  harmonizes  with  many  of  the  shot 
effects  better  than  taffeta. 


Fine  Pleated  Jabots 

Jabots  are  not  to  take  quite  so  prominent  a  place 
this  season  as  last,  but  those  which  will  sell  well  are 
distinctly  different.  The  double  apron  effect  and  the 
plain  straight  jabot  are  lines  which  sell  now.  The 
use  of  net  and  shadow  lace  is  equally  prominent  in 
the  lines  of  jabots  for  Spring  and  Summer  as  in  the 
matter  of  the  fichus. 

Fine  pleatings  of  lace  will  be  seen  in  the  better 
class  of  goods,  while  the  popular  article  will  be  pleat- 
ed so  that  it  may  be  tubbed.  The  collar  with  jabot 
attached  is  now  scarcely  ever  seen.  Sets  for  coat  or 
waist  have  replaced  it,  and  the  jabot  which  is  worn 
with  these  very  frequently  consists  of  a  made-flower 
eflfect. 


Made-Flowers  Popular  Everywhere 

It  was  not  thought  that  the  made-flower  would 
be  not  only  as  popular  as  last  season,  but  much  more 
so,  but  this  is  the  case.  These  dainty  accessories  are 
a  rage,  and  it  seems  as  though  the  dress  accessory 
counters  which  are  piled  highest  with  them  have  the 
most  trade.  There  is  every  probaJbility  that  the  com- 
ing season  will  prove  no  less  than  remarkable  in  the 
consumption  of  these  articles.  They  have  done  im- 
measureable  good  to  the  trade  in  ribbons,  and  gener- 
ally speaking  have  been  a  most  satisfactory  line  for 
the  retailer  to  handle.  So  far,  only  one  complaint 
has  been  registered.  This  comes  from  the  manu- 
facturer and  from  those  in  the  retail  trade  who  have 
tried  to  make  the  novelties  in  their  own  workrooms 
and  have  experienced  the  difficulty  of  getting  the 
right  kind  of  workers.  A  hand  who  is  not  both 
quick  and  neat  will  cause  the  flower  to  have  a  shop- 
worn look  before  it  ever  goes  on  the  counter.  Others 
will  take  hours  to  do  most  painstakingly  what  a 
clever  hand  will  accomplish  in  a  few  minutes.  The 
only  way  is  to  use  care  in  selecting  the  workers. 

The  flower  jabot  is  probably  the  most  merchan- 
dizable  of  all  the  products  under  this  head,  though 
the  city  trade  has  taken  a  surprising  number  of 
corsage  knots  and  muff  bouquets  this  season.  Wreaths 
for  trimming  dresses  and  hats  are  also  seen,  but  the.«e 


New  fishtail  collar  and  butterfly  bow.     Shown  by 
R.  D.  Fairbairn  Co.,  Toronto. 


are  properly  carried  at  the  trimming  or  the  millin- 
ery counters. 

Made-flowers  are  offered  for  the  hair  and  also  for 
trimming  the  new  matinee  caps,  both  with  the  cap 
and  separately. 

The  high  novelties  in  these  lines  consists  of  the 
very  tiny  effects  which  are  packed  closely  together 
in  the  form  of  wreaths  or  crescents  and  used  on 
jabots,  sashes,  etc. 


The  Gaby  Bow 

Named  after  the  actress  who  alone  of  French  fa- 
vorites, has  succeeded  in  repeating  her  success  in 
New  York,  Gaby  Deslys'  bow  is  becoming  famous. 
It  appears  in  millinery  and  in  neckwear,  and  also 
on  a  new  tulle  cap  effect  for  the  matinee. 

The  neckwear  tj^e  consists  of  a  very  large  but- 
terfly bow  of  lingerie  materials  with  another  of  vel- 
vet on  top  of  it.  it  has  the  advantage  that  it  may  be 
laundered,  and  is  offered  as  suitable  for  wear  with 
low-cut  Spring  coats,  or  as  a  finish  to  iichus  and 
beriha?.  For  the  latter  purposes,  some  French  mod- 
el dresses  show  it  at  its  best  where  a  soft  fichu  is  used 
as  the  Pole  trimming  of  a  taffeta  dress,  and  tlie  Gaby 
bow  is  the  finishing  touch. 

This  bow  has  been  selling  at  retail  better  than  at 
first  expected,  as  it  is  somewhat  extreme  for  taste 
here,  though  really  most  effective  when  properly 
worn . 
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1. — Gaby  bow,  by  Flett,  Lowndes  &  Co.,  Toronto. 

2. — Apron  tunic,  with  Bertha  collar  effect  at  the  back  and  adjustable  to  slightly  raised   waistline.       Shown   by   A.   H. 
Wheeler,  Montreal,  for  Maison-Gaillot-Gainot,  Paris,  France. 

3. — Net  and  embroidery  coat  set,  by  F.  C.  Daniels  &  Co.,  Toronto. 

4. — Bunty  collar  and  cuff  set,  by  Sanderson's,  Limited,  Toronto. 

5. — Lingerie  lace  flower-jabot,  by  Sanderson's,  Limited,  Toronto. 

6. — Collar  and  yoke  effect,  by  Flett,  Lowndes  &  Co.,  Toronto. 
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DAINTY  LINGERIE 

BAGS 


Embroidered 

LINEN 


Repp  &  Poplin 


645— $10.50  Dozen 

Cotton  Repp,  with  ball  fringe 

trimming.      Small   inner 

purse. 


MACRAME  & 
VENICE  LACES 
OVER   WHITE 

and  all  Colors. 


PRICES 
from  $6.50  to  $36.00 


Samples  sent  upon 
request 


642— $9.00  Dozen 

Cotton  Repp  with  ball  fringe 
trimming.    Small  inner  purse. 


MANUFACTURED  BY 


FLETT,  LOWNDES  &  COMPANY 

LIMITED 

142-144  West  Front  St.  Toronto 
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Ribbons  and  Sashes 

Sales  much  improved  over  this  time  last 
year  —  Black   velvet   for   lingerie   dresses 


Sales  of  ribbons  have  been  greatly  improved  this 
year  as  compared  to  last  at  the  same  time.  This  is 
partly  due  to  the  revival  of  the  fashions  for  girdles 
and  sashes,  and  also  to  the  demand  for  those  which 
may  be  used  for  made  flowers  and  for  millinery 
trimmings. 

Some  notable  models  by  French  houses  have 
shown  the  use  of  novelty  ribbons.  These  included 
a  hat  by  Madame  Fleury  in  high  turban  shape,  com- 
ing to  a  sort  of  apex.  In  front,  at  even  distances  all 
the  way  up,  were  placed  little  fans  of  ribbon  with 
picot  edge,  knife-pleated.  The  shade  Of  the  hat  was 
a  brownish  taupe,  and  the  ribbon  was  in  dull  red. 
Many  other  styles  are  shown  illustrating  the  use  of 
ribbons,  including  the  Gaby  bow  and  the  very  high, 
butterfly  bow.  The  ombre  ribbons  which  have  had 
such  a  run  this  season  are  specially  adapted  for  this 
purpose,  and  these  have  sold  well  over  the  counter 
both  in  the  millinery  department  and  in  the  ribbons, 
where  they  are  stocked  in  both  places. 

A  novelty  which  promises  to  sell  uncommonly 
well  this  Summer  is  the  extra  wide  ribbon  of  black 
velvet.  This  is  to  be  distinctly  de  rigueur  when  worn 
with  a  lingerie  dress  of  net  or  Swiss.  Some  widths 
that  are  now  oft'ered  appear  to  be  almost  unwieldly, 
but  the  medium  widths  which  all  merchants  carry 
will  prove  excellent  sellers.  This  is  not  only  true  of 
the  black  velvet,  but  also  of  new  shades  in  colors.  The 
primrose  pinks  and  the  various  shades  of  cerise  prom- 
ise well. 

Girdles  of  black  velvet  ribbon  with  silk  or  satin 
combined  are  proving  even  more  practical  than 
those  all  of  velvet.  The  former  may  be  used  in  this 
way.  The  very  wide  velvet  ribbon  is  used  for  a 
double  panel  sash  at  the  back,  while  a  narrower  rib- 


bon is  used  for  the  girdle,  with  a  band  of  soft  satin 
between  two  bands  of  velvet.  This  gives  more  flexi- 
bility at  the  waistline.  Pump  bows  laid  flat  in  stiff- 
ly conventional  outline  are  the  favorite  finish  for  the 
back  of  the  sash. 

Sashes  of  chiffon  are  now  among  the  favored  of 
the  French  specialty  houses.  These  are  usually 
decorated  with  made-flowers,  and  made-flowers  are 
also  found  on  the  sashes  of  ribbon  and  silk. 


Outlook  in  Gloves 

Sixteen  and  twelve  inch  lengths  in  white 

and  black  glaces — Silks   to   be    good    this 

season. 

Early  as  it  is  in  the  season,  long  gloves  are 
selling  freely  over  the  counter.  There  has  been  a 
steady  demand  for  the  long  white  glaces,  both  in 
twelve  an<l  in  sixteen  button  lengths.  There  liave 
also  been  fairly  good  sales  of  long  chamois  and  of 
long  silks,  though  these  properly  belong  to  a  period 
much  later  in  the  season. 

Long  blacks  have  met  with  more  than  usual 
consideration,  and  many  of  these  will  be  worn  with 
the  suits  which  are  preparing  for  the  Easter  season, 
and  which  in  so  many  cases  have  three  quarter 
length  sleeves. 

On  the  whole,  however,  the  percentage  of  white 
to  blacks  for  the  coming  season  is  placed  by  experts 
at  seventy-five  to  twenty-five,  that  is,  in  the  longer 
varieties.  In  shorts,  the  blacks  will  inevitably  lead, 
though  there  are  to  be  many  more  sales  of  short, 
white  gloves  than  usual. 

Merchants  expect  to  make  excellent  sales  of  their 
gloves  in  light  shades  for  wear  with  Spring  suits. 
These  should  be  brought  forward  most  prominently 
during  the  next  few  weeks.  There  will  be  good  sales 
of  short  doeskins  and  (^hamois  in  the  city  trade. 

Long  silks  for  summer  trade  are  a  positive  ne- 
cessity to  the  merchant  this  season,  and  these  will 


Blouse  and    coat  collars  and  net  bows.    Shown  by  R.  D.  Fairbairn  Co  ,  Toronto. 
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JABOTS,  DUTCH  SETS,  BLOUSE  SETS, 
SAILOR    COLLARS 

ARE  HAVING  A  HEALTHY  DEMAND 


E.  B.  Jfairfaairn  $c  Co.,  Himitetr 

107  ^imcoe  Street,  Toronto 

JrtBilient— »f)PS  33.  Jfairbairii  >Titt|)re£(tbcnt«— Jf.  3.  itnigljt,  TM.  £.  Cliff 
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Lace  banding  in    maoranie    pattern. 

Shown  by  C^anada  Veiling  Co., 

Toronto. 
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Embroidered  Net  Flouncings 

In  style  like  the    Swiss  embroideries,  but 

on  a   ground  of   Brussels  net — Terry  and 

Agaric  laces. 


In  the  department  of  laces  one  of  the  most  recent 
offerings  consists  of  the  Terry  lace,  and  a  kindred 
type  is  seen  in  the  Agaric  laces.  These  are  obviously 
designed  for  the  new  costume  materials.  As  yet, 
they  have  not  been  offered  at  retail  apart  from  the 
garment,  but  as  there  is  sure  to  be  a  demand  wher- 
ever style  is  important,  it  liehooves  the  retailer  to  be 
on  the  watch. 

A  sort  of  substitute  for  these  laces  is  found  in 
the  popular-priced  Nottii:igham  product,  coming  in' 
very  wide  bands  and  also  in  flounces.  These  are 
offered  in  new  patterns  which  are  specially  adapted 
to  use  with  the  novelty  cloths  above  mentioned. 
Some  are  not  unlike  the  bold  designs  of  the  Macrame 
laces,  but  are  flatter  and  not  so  heavy  as  the  latter. 

Washable  shadow  laces  have  been  selling  excep- 
tionally well  over  the  counter  during  the  last  fevA'' 
weeks.  The  higher  class  shadow  laces  are  wanted 
for  evening  dres.«es,  and  these,  too,  have  sold  well  for 
the  season.     Maline  laces  are.  perhaps,  the  most  chic 


appear  in  colors  as  well  as  in  the  white  and  black. 
Novelties  are  being  shown,  indicating  how  profitable 
this  line  is  likely  to  become.  These  consist  of  the 
embroidered  effects,  and  also  of  a  new  style  of  em- 
broidery in  Mousquetaire  shape,  the  pattern  running 
down  the  side  of  the  glove.  Still  another  design  for 
wear  with  the  lingerie  dresses  has  a  tiny  frill  of  Val. 
or  fancy  lace  down  the  outside,  and  is  intended  to 
wrinkle  on  the  arm.  While  these  fancies  are  not  of 
importance  in  all  parts,  the  merchant  may  judge 
by  their  appearance  the  place  which  is  being  accorded 
to  the  long  silk  this  year. 

The  probabilities  are  very  much  in  favor  of  tan 
for  wear  during  this  coming  Autumn,  and  also, 
wherever  it  may  be  had,  for  Spring  wear.  Tan 
gloves  in  the  longer  lengths  will  be  wanted,  and  while 
not  in  the  same  class  with  the  white  laces,  there  will 
be  quite  a  business  done  in  this  line. 


BOOST  THE  C.  W.  T.  A.  CONVENTION. 

The  first  annual  Convention  of  the  Canadian 
Window  Trimmers'  Association  will  follow 
shortly  after  the  convention  of  the  American 
trimmers  in  Chicago,  and  some  of  the  men 
scheduled  for  that  convention  will  address  the 
gathering  of  Canadian  trimmers  in  Toronto. 
From  present  indications  there  will  be  a  large  at- 
tendance. Every  decorator  and  card  writer  should 
boost  to  make  this  first  convention  a  great  suc- 
cess. 


Net  flonncings.    .Shown  bv  Sterling  I.ace  and    Novelty 
Co.,  Toronto. 
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No.  250— French  Pique- 
3  Patterns— $2.10 


No.  294— French  Repp-$2.10 


Each  Collar 

in  an 
Individual 
Envelope 


These  Natty  Lounge  Collars  Will 
Captivate  The  Ladies  On  Sight 

DISPLAY  them  in  your  shop  windows   and 
every   woman  who  sees  them  will  buy. 
Neat,  comfortable  and  smart-looking.    You 
can  stock  no  other  line  of  Ladies'  Lounge  Collars 
which    will    reflect    more  credit  on  your  store. 

Order  NOW— and  Order  PLENTY 


The  Williams,  Greene  &  Rome  Co.,  Limited,  Berlin 

Factories  :  Berlin,  Waterloo,  Hanover 


No.  299— French  Repp     $2.00 


No.  226  -  Sylkeen— $2.00 
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Edgings  and  insertions  specially  designed  for  trimming 
infants'  and  children's  garments.  The  patterns  are  hand- 
embroidered  and  the  lace  edges    and    insertions   are   part 

of  the  patterns. 
Hand-embroidered  open-hemmed  flouncing,  specially  de- 
signed for  infants'  slips  and  dresses. 
Large  sample  is  a  fine  batiste  flouncing,  with  lace  medal- 
lions introduced  into  the  pattern. —  Shown  by  E.  S.  Ed- 
wards, Toronto,  Canadian  agent  for  Waldburger  &  Kind, 
St.  Gall. 

of  all  these,  and  many  high-class  imported  costumes 
show  the  use  of  these. 

Point  de  Venise  continues  its  long  run  of  popu- 
larity unabated.  This  lace  is  probably  the  one  which 
is  asked  for  most  often  in  a  majority  of  stores,  not 
excepting  even  the  cheap  lines.  There  has  'been  a 
distinct  revival  of  all  the  Tri.<h  laces,  and  these  are 
now  shown  along  with  the  newest  arrivals  and  re- 
garded as  the  height  of  fa.«ihion.  A  season  for  the 
bebe  Iri.sh  is  confidently  expected.  Irish  crochet  is, 
perhaps,  the  best  line  of  high-priced  when  it  comes 
to  small  or  medium  size  motifs  and  pieces,  such  as 
fichus  and  collars,  and  pieces  for  the  new  white  bags. 

Then  came  the  flouncing  of  embroidered  net  in 
effect  and  depth  just  like  the  flouncing  of  Swiss  em- 
broidery, which  is  to  be  used  so  much  for  dres.ses  and 
underwear  this  year.  The  forty-five  inch  or  forty- 
two  inch  flounces  will  be  used  for  skirts  of  the  plain 
gathered  type  which  is  coming  in  again  with  such 
force.  Narrower  flounces  will  bo  used  for  the  double 
flounce  skirt  and  for  fichu  effects  in  waists,  etc. 
Dresses  made  in   this  way  will  be  considered  high 


style  among  the  lingerie  offerings,  and  there  is  like- 
ly to  be  a  strong  feeling  for  these  next  Fall  for  even- 
ing wear. 

Flounces  of  the  better  class  in  the  above  type 
.show  insets  of  Veni.se  lace  and  also  of  other  popular 
laces.  Some  of  the  handsomest  effects  seen  were  in 
Vandyke  points.  All  the  lace  and  embroidery  com- 
bined effects  which  were  so  good  in  the  Swisses  early 
in  the  season  are  to  be  seen  in  these  new  nets. 

Readers  of  The  Review  may  remember  that  this 
style  was  fore^shadowed  by  us  many  months  ago,  and 
the  probable  return  of  point  d'esprit  as  well  as  Brus- 
.sels  net  was  discussed.  The  former  is  now  to  be  seen 
in  .some  of  the  mo.st  exclusive  lingerie  gowns  being 
offered,  and  the  latter  occupies  a  most  enviable  posi- 
tion as  regards  Fall  trade,  as  well  as  that  of  the  pres- 
ent season. 

New  Type  of  Embroidery 

No  more  important  fact  is  now  apparent  in  the 
field  of  dre!^s  accessories  than  the  revival  of  the 
flouncing  of  embroidered  net.  This  began  gradually 
with  the  return  to  fashion  of  the  net  laces.  These 
were  not  in  the  Oriental  style  .=o  much  as  in  the  old- 
fashioned  patterns  which  used  to  be  seen  in  the  net 
laces  of  our  grandmothers'  times. 

Prosecution  of  Fraudulent  Debtors 

The  Canadian  Credit  Men's  Association  has  been 
successful  in  another  case  in  punishing  fraud,  viz., 
in  the  case  of  a  merchant  who  approached  the  whole- 
salers and  obtained  goods  to  a  large  amount  on  a 
statement  that  he  submitted  showing  a  considerable 
surplus  in  a  business  conducted  by  his  brother,  of 
which  he  was  manager.  After  the.'^e  goods  had  been 
supplied,  the  debtor  (the  brother)  made  an  assign- 
ment for  the  benefit  of  his  creditors.  The  debtor 
was  examined  under  the  As.signments  Act,  and  ad- 
mitted that  the  statement  he  had  prepared  and  sub- 
mitted was  false.  The  matter  was  .submitted  to  the 
Canadian  Credit  Men's  Association,  and  at  their  in- 
stigation the  man  who  made  the  statement  was  ar- 
rested. He  elected  to  be  tried  by  jury,  who  brought 
in  a  verdict  of  guilty,  and  he  was  .sentenced  to  three 
months  imprisonment,  the  judge  remarking  that  it 
was  necessary  that  the  wholesalers  and  the  general 
public  should  be  protected  against  fraud. 

A  plan  that  has  been  found  to  work  well  at  this 
or  any  other  time  of  year,  takes  the  form  of  an  ad- 
vertisement contest  in  which  prizes  are  offered  for  the 
best  advertisement  featuring  some  special  occasion 
such  as  Easter,  Victoria  Day,  Dominion  Day  or  for 
the  anniversary  of  the  store.  The  prize  might  be  so 
arranged  as  to  focus  attention  upon  some  particular 
department,  as  choice  of  a  suit,  a  hat,  a  dainty  piece 
of  neckwear,  a  dress  length  and  so  on. 


Dry  Goods  Review 


DRESS    ACCESSORIES 


75 


cash's  "Summer  Girl" 


AS  SEEN  AT  THE 

TORONTO  EXHIBITION 

1911 


Dress.  Hat  and  Parasol  trimmed  with  CASH'S  WASH  TRIMMINGS 


Your  Embroidery 
Stock  IS  NOT  Com- 
plete without 

Cash's 
Wash  Trimmings 

The  demand  for  these  remark- 
ably pretty  trimmings  is  increas- 
ing more  and  more  each  season; 
they  are  seen  in  all  the  leading 
Drapery  Stores  in  London, 
Paris  and  New  York,  and  are 
manufactured  solely  by 

J.  &  J.  GASH,  Limited 

Coventry,  England 

To  protect  our  customers  from 
cheap  imiitations  we  have  regis- 
tered in  the  United  States  all 
our  1912  designs. 

Place   your  orders  early  so  as 
CASH'S  WASH  TRIMMINGS  can  be  applied  in  the  moil  fash-    to  insurc  prompt  and  complete 

ionable  manner  to  all  summer  dreiset,  colors  are  guaranteed  fast ;  can  be  obtained        ,     , . 

from  all  leading  Dry  Goods  Stores.  dCllVery. 

The  complete  line  can  be  seen  at  our  MONTREAL  OFFICE,  301  St.  James 
Street,  MONTREAL,  or  at  our  Agents  in  VICTORIA  and  VANCOUVER,  B.C. 
(J.  Howard  &  Chapman). 

Sample  cards  and  prices  will  be  sent  from  either 
of  the  above  addresses. 


J.  &  J.  CASH,  Limited 


South  Norwalk,  Conn. 


U.  S.  A. 
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— the  quality  mark  for 

LACES,  EMBROIDERIES 
NECKWEAR   AND  VEILINGS 

Are  you  one  of   the  hundreds  of  merchants  throughout  Canada 
who  are  finding  out  the  "  Sterling  "  styles  and  values  ? 

If  you  are   not,  you  should   get   in  line   at  once  by  writing  for  a 
sample  order.     If  they  are  not  w^hat  you  want  send  them  back. 

We  don't  want  your  business  unless  we  can  satisfy  you  that  our 
goods  are  right  and  our  styles  are  correct. 

Don't  fail  to    give    our    representative 
"a  good  look  through"  when  he  calls. 

The  Sterling  Lace  &  Novelty  Company 

80-82  Wellington  St.  W.,    -    TORONTO 


y 


SILK  BUTTONS 
SERGE  BUTTONS 
SOUTACHE  BUTTONS 
COMBINATION 
COVERED  BUTTONS 


It's 

Buttons 

Only 

our  attention  is 
given  to.  We 
are  right  in  the 
midst  of  a  but- 
ton season. 


METAL  BUTTONS 
GLASS  BUTTONS 
GILT  BUTTONS 
CRYSTAL  BUTTONS 
PEARL  BUTTONS 


We  claim  the  lead  in  all  Cabinet  Pearls,  having 
larger  sizes  assort  in  all  our  Cabinets. 

Letter    orders  are   filled    the    same    day    they 
reach  us. 

The  ONTARIO  BUTTON  CO. 

BERLIN,  ONTARIO 


The 

Musketeer 
Tassel 

The    Last    Word  in 

FANCY 
PARASOLS 


This  innovation  in  the 
Parasol  trade  bids  fair 
to  have  a  big  run  this 
season — it's  the  newest 
of  the  new. 

We  make  a  very  large 
range  of  Fancy  Para- 
sols and  show  all  the 
latest  novelties  first. 

See  the  "Irving"  line 
forSpringand  Summer. 


THE  IRVING 

UMBRELLA 

CO.,  Limited 

79-83  Wellington  W. 

TORONTO 
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Have  you  seen  Patt.  647, 

Narrow  Taffeta  ? 
Widths— 3,  5,  9,  16  and  30 


ALL  THE  NEWEST  RIBBONS 


All  the  time. 

At  Right  Prices  and  in  the 
proper  shades. 

Mail  orders  receive  prompt 
attention. 

Walter  H.  Barry  &  Co. 

MONTREAL,  P.Q. 
Winnipeg  Branch :  SYLVESTRE  WILSON   BLDG. 

J.  R.  GALBRAITH,  Manager 


Patt.  505,  Taffeta,  is  one  of 

our  leaders. 

Widths— 48,  60  and  80 


The  Best  Canadian 
National  Monthly 


In  MacLean's  Magazine  for  April 
there  are  no  fewer  than  eight  Can- 
adian special  articles,  while  four 
of  the  short  stories  are  by  Can- 
adian authors.  Such  a  list,  so 
thoroughly  Canadian  in  character, 

"•'canribt  but  appeal  strongly  to 
^   readers  throughout  the  Dominion. 

.  .  MacLean's  Magazine  carries  more 
distinctly    Canadian    matter    than 

,    any    other    magazine    published. 

^  That  is  the  reason  it  has  so  com- 
pletely captured  the  Canadian  field. 
Write  the  MacLean  Publishing 
Company,  Toronto,  for  a  sample 
copy. 


OLD    TIME 
STABILITY 

is  Still  a  strong 
feature  of 

LiddelFs 
Linens 


They  have  never  changed  since  the 
linen  business  was  first  c6tnmenced 
in  the  early  days,  except  to  keep 
pace     with     the     advanced    styles. 

See  our  new  range. 


R.  H.  COSBIE 


Wellington  St.  W. 


TORONTO 
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Important   Changes   Noted 

Many  merchants  buying  underwear  closer 
to  demand — How  mills  are  meeting  condi- 
tions—No price  changes  in  domestic  lines 

TWO  change.?  are  gradually  taking  place  in 
underwear  business  in  Canada,  which  must 
be  considered,  one  by  manufacturers,  the 
other  by  merchants.  These  are  viewed  from  differ- 
ent standpoints,  according  to  interests.  Mills  are 
already  taking  care  of  the  first,  which  has  been  more 
universal  for  several  reasons.  Wholesalers  and  mer- 
chants, while  buying  and  carrying  greater  stocks  of 
underwear,  have  not  provided  early  enough  for  in- 
creases in  demand.  General  disposition  of  merchants 
towards  carrying  stock  and  consequent  closer  buying, 
because  it  is  possible  to  secure  shipments  at  almost 
any  time,  is  mainly  responsible  for  this  attitude. 

Naturally,  this  buying  policy  has  heen  reflected 
in  wholesale  placing,  sometimes  leaving  a  shortage, 
as  has  occurred  in  instances  during  the  past  two 
years.  This  has  invariably  been  charged  to  slow 
delivery  from  the  mills  in  meeting  merchants'  in- 
quiries and  demands  for  stock  at  once. 

Hand-to-mouth  Buying. 

This  last  season's  business  has  been  remarkable 
for  its  repeat  orders,  hardly  a  day  passing  during 
the  months  since  stocktaking  but  that  several  orders 
were  received  for  numbers  which  should  be  better 
estimated.  These  repeats  being  practically  on  staple 
lines,  give  evidence  that  merchants  and  wholesalers 
are  buying  closer  than  ever  to  the  actual  time  of  de- 
mand. In  other  words,  they  are  putting  the  re- 
spon.sibility  on  manufacturers,  who  are  forced  to  pro- 
tect them  for  this  repeat  business. 

As  pointed  out,  manufacturers  are  estimating 
closer,  and  handling  this  'business  in  accord  with 
their  facilities,  and  because  they  cannot  help  them- 
selves, as  they  have  to  accept  orders  as  received  and 
ship  a.s  per  instructions.     The  result  has  been  that 


the  principle  of  hand-to-mouth  buying  has  forced 
mills  to  store  and  hold  previously  made  quantities, 
while  both  merchant  and  wholesale  buyer  are  satis- 
fied to  let  manufacturers  do  so. 

Manufacturers  appear  just  as  well  satisfied,  and 
it  has  been  remarkable  that  the  growth  in  output 
at  the  mills,  improvements  in  shipping  facilities,  and 
of  necessity  extra  room  has  made  it  possible  to  keep 
their  trade  supplied  with  wonderful  promptness, 
when  all  the  different  influences  are  confronted. 

Confining  Purchases  and  Qualities. 

In  direct  contrast  with  the  policy  of  merchants, 
is  the  procedure  of  some  of  the  largest  retail  buyers 
placing  direct,  who  confine  their  purchases  to  special 
numbers  and  also  confine  these  qualities.  It  is  no 
less  remarkable,  therefore,  that  these  firms  always 
have  stock,  when  their  orders  covering  their  possible 
requirements  are  placed,  giving  a  chance  to  ask  for  a 
price  on  quantity  placed,  accept  these  shipments  at 
stated  intervals  up  to  a  certain  date,  which  meets  all 
requirements  and  give  manufacturers  a  chance  to 
quote  prices  and  an  opportunity  for  systematic  opera- 
tion, enabling  him  to  do  so. 

Room  for  Co-operation. 

Judged  by  these  standards,  there  seems  to  toe 
room  for  a  great  deal  of  improvement  by  merchants 
to  help  facilitate  the  general  distribution  of  under- 
wear, although  whether  ultimate  return  would  be 
cheaper  goods  to  them  remains  to  be  seen.  It  stands 
to  reason  that,  if  manufacturers  could  get  their  prob- 
lems and  systems  on  a  still  finer  basis,  merchants 
could  expect  closer  prices  and  better  values  than  are 
at  present  offered.  This  may  appear  exceptional  in 
view  of  the  trade  now  receiving  better  finished,  better 
feeling  and  higher  class  garments  in  a  great  manj' 
instances  than  ever  before.  That  such  is  the  case  is 
justified  by  values  and  profits  expected  and  demanded 
by  direct  buyers  in  conducting  their  underwear  de- 
partments. This  in  face  of  a  300  per  cent,  increase, 
claimed  by  some  mills  on  their  Fall  orders,  already 


Dry  Goods  Review 


KNITTED     GOODS 


79 
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E.H.\VALSH  &  CO. 
SOLE   SELLING  AGENTS 


TORONTO.MONTREAL 
AND     WINNIPEG. 
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booked  for  the  corresponding  months  to  date,  shows 
there  is  some  possibihty  along  this  line. 

Maintaining  Profits. 

This  brings  forward  the  second  change  directly 
applying  to  price  and  maintaining  of  profits,  and 
which  merchants  must  take  cognizance  of.  It  is  due 
to  increased  cost  of  doing  business,  and  net  profits 
on  underwear  remaining  as  they  were  in  previous 
years,  notwithstanding  a  general  increase  in  turn- 
over. This  was  pointed  out  as  a  likely  result  as  far 
back  as  a  year  ago  last  February,  when  it  was  dis- 
cussed under  the  heading  of  maintaining  values. 
The  advisability  was  then  emphasized  of  lessening 
almost  staple  buying  prices  and  insisting  on  a  cer- 
tain profit  on  leading  best  selling  prices,  adhering  to 
a  standard,  giving  best  values  possible  in  keeping  to 
this  standard.  It  was  pointed  out  that,  eventually, 
all  merchants  would  see  satisfactory  reasons  or  re- 
sults from  similar  decision  in  the  interests  of  their 
departments. 

In  view,  of  the  fact  that  prices  have  been  pre- 
dicted to  advance,  and  on  several  import  lines  higher 
prices  have  been  quoted,  a  similar  and  more  com- 
plex problem  would  arise  than  had  to  be  decided 
■by  merchants  who  carried  lines  advanced  two  years 
ago  by  Canadian  mills. 

As  a  matter  to  note  some  manufacturers  have 
quoted  slightly  closer  prices  this  year — 10c  and  15c 
dozen — owing  to  the  easier  prices  on  cottons.  This 
:is  questioned  as  unwise  by  other  manufacturers,  who 
I  were  deciding  that  it  meant  an  improved  condition 
ifor  themselves.  It  was  more  or  less  of  a  general 
understanding  that  it  was  an  opportunity  to  show 
better:  earnings,  and  should  be  considered  as  sudh. 
iThis  seems  reasonable. 

I  Ganadian  underwear  values  have  been  free  from 
:  pricS' 'cutting,  because  of  reports  that  special  quota- 
!  tionsjhave  been  made  and  whether  price  has  been 
advanced  or  garments  depreciated  or  improved  to 
meet  price,^,i  there  is  less  unnecessary  retaliation  and 
:  rnore| ,  security  in  values  than  is  found  in  United 
i  plates  competition,  owing  to  similar  reports. 


No  Price  Changes. 


i  i-'' '"  At;  pre^pufeiii  indications  are  that  domestic  ranges 
will  remain,;  at  the  same  quotations  that  they  were 
placed  before  the  trade,  and  as  far  as  is  known,  no 
instructions  have  been  received  from  the  mills  to 
advance  prices  on  any  numbers.  With  orders  fairly 
well  advanced,  it  is  expected  repeats  will  be  filled  at 
same  prices,  and  representatives  state  that  they  have 
heard  no  reasons  for  any  changes  as  yet,  although 
they  would  have  to  emanate  from  the  mills.  It  has 
been  stated  that  importing  mills  offered  first,  samples 
too  close,  and  that  advances  in  wool  yarns  made  it 
necessary  to  advance  some  numbers.     However,  no 


word  of  expected  changes  in  prices  has  been  heard  on 
this  market. 

This  will  give  merchants  practically  one  decision 
to  make  outside  of  fair  estimated  quantities,  and 
that  is  one  of  a  limit  of  price  to  ensure  profits  con- 
sistent with  greater  turnover  and  compared  with 
other  years  and  lesser  expenses. 

A  Merchandising  Tendency. 

From  general  reports,  it  is  noted  that  buyers  are 
taking  lines  at  $2  instead  of  $2.25,  $4  instead  of 
$4.50,  and  correspondingly  on  higher  prices,  and 
that  the  idea  is  to  ignore  paying  $2.40  and  $4.75, 
and  corresponding  to  25c,  50c  and  higher-priced 
leaders.  It  cannot  be  denied  that  this  is  a  factor  in 
every  department,  but  applied  to  staple  underwear. 
Merchants  are  hindered  by  the  probable  sacrifice  of 
profits  by  competition,  hoping  to  swing  community 
buying  in  favor  of  their  line,  and  satisfied  to  sell 
greater  (quantities  at  lesser  profits  than  if  extra  costs 
of  selling  were  not  being  ignored.  It  is  a  case  where 
smaller  profits  and  greater  turnover  does  not  work 
out  to  satisfaction. 

Merchants  can  be  guided  by  their  own  interests, 
but  it  seems  reasonable  that  slightly  better  prices  on 
better  lines  would  help  materially  in  meeting  com- 
petition on  lower  staple  numbers  and  taking  ad- 
vantage also  of  demands  for  better  class  goods-. 

Jobs  Coming  Forward. 

Few  jobs  or  seconds  are  yet  available,  although 
they  are  comitig  forward  and  will  be  quoted  at  usual 
clearance  prices.  There  will  be  quantities  at  $1.50, 
$1.75,  $1.90  and  up  to  $3.90  dozen  for  women's,  and 
90c  and  $1.20  dozen  for  children,  which  will  help 
merchants  solve  any  difficulty  in  meeting  staple 
price  leaders  markeid  unduly  close,  and  if  need  be,  to 
their  exclusion.  Once  the  season  is  opened  these 
lines  can  be  brought  along  to  help  merchandising, 
and  from  reports  there  will  be  plenty  procurable. 
Buyers  will  be  more  interested  after  May  25th,  and 
ready  to  take  quantities  with  Fall  datings. 

The  same  reports  regarding  lighter  weights,  bet- 
ter qualities  and  the  demand  for  white  are  heard. 
Buyers  prefer  1-1  rib  lines,  and  are  appreciating  the 
detail  of  finish  and  values,  although  they  show  pre- 
ference for  qualities  irrespective  of  favor  the  ranges. 

New  High  Grade  Lines. 
Little  novelty  has  been  added  since  samples  were 
first  shown.  The  success  of  closed-crotch  combina- 
tions i-^  commented  on  in  different  quarters.  Chil- 
dren's patented  vasts  have  not  j-et  been  given  an  op- 
portunity to  show  the  demand,  because  mills  have 
been  unable  to  accept  over  a  limited  amount  of  or- 
ders. During  the  next  month  in  conjunction  with 
the  demand  for  combinations,  six  newer  samples  of 
silk,  silk  and  wool  and  mercerized  qualities  will  be 
placed  before  buyers.     These  are  high  grade,  and 
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Start   the    Season 
with  a 

'DRIVE" 

T?VERY  new  and  popular  style 
which  your  Customers  can 
possibly  want  for  Spring  and 
Summer,  is  found  in  the  Pen 
Angle  19 1 2  line — the  one  reall^ 
COMPLETE  and  up-to-date  line 
of  Ladies'  Sweater  Coats. 

Show  them  in  your  windows 
— display  them  on  your  counters 
—DRIVE  them  for  all  you're 
worth,  and  you'll  start  the  season 
right. 


Pen 


for  1912  possess  all  their  old  superior  features,  with  a  great  many 
NEW  attractions  (in  designs,  color  combinations  and  styles  for 
any    occasion)    that   will  appeal  to   every  woman  who  sees  them. 

Get   your   stock    in    early. 

Penmans  Limited 

ng/e  PARIS     -     CANADA 

Hosiery — Sweaters — Underwear 


Knit 
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preliminary  samples  are  beautiful  in  weave,  finish 
and  of  extra  elasticity.  They  should  appeal  to  most 
merchants  for  their  better  class  trade,  and  will  fill 
that  shortage  in  domestic  samples  as  yet  neglected. 

Importance  of  Children's  Lines. 
With  cold  weather  and  a  prolonged  season,  mer- 
chants' stocks  are  in  good  shape,  and  with  more  coi^i- 
prehensive  selections  they  can  look  forward  and  plan 
for  an  exceptional  Fall  campaign.  Beside  the  suc- 
cessful merchandising  and  proper  prices  there  is  an 
unusual  field  for  infants'  lines,  which  salesmen  and 
buyers  are  both  inclined  to  neglect,  because  juvenile 
lines  are  more  or  less  considered  secondary  in  placing 
bulk  orders.  Children's  underwear  and  their  im- 
provement are  to  be  one  of  the  greatest  factors  in 
this  coming  Fall  and  Winter  selling  to  help  increase 
profitable  sales. 


tf 


Novelties    and    "Aviators 

Newer  numbers  added  to  winter  assort- 
ments of  knitted  headwear  for  men,  women 
and  children — Adjustable  caps  selling  well 


In  brushed  knit  and  crochet  knit  novelties  there 
are  several  later  imported  samples,  which,  judging 
from  present  indications,  will  be  stocked  to  meet 
repeat  orders.  If  last  season's  experience  on  kindred 
lines  amounts  to  anything  as  a  guide,  this  will  be 
more  the  result  of  jobbers'  foresight  than  of  mer- 
chants' planning.  Present  indications  point  to 
splendid  booking  of  orders  by  different  wholesalers, 
and  efforts  will  be  made  to  keep  the  trade  supplied. 

Following  the  vogue  of  aviation  caps,  which  are 
still  selling  well,  except  that  the  trend  is  toward 
cheaper  values  and  machine-knit  styles  at  leading 
prices,  is  an  eiderdown  hand  crochet  rah-rah  hat, 
which  is  jaunty,  attractive  and  different.  They  will 
reach  the  trade  to  sell  over  the  counter  at  $1  each, 
ensuring  a  fair  profit,  and  are  shown  in  all  colors — 
white,  tans  and  browns,  sky,  cardinal,  greens  and 
navy,  with  pleasing  combinations  of  these  colors. 
Chain  crochet  cord  and  tassels  or  large  pompon  are 
used  for  trimmings.  It  is  expected  that  consumers' 
interest  will  increase  right  up  to  Christmas  selling. 
Misses  will  be  particularly  enthusiastic,  as  these  novel 
hats  are  most  suitable  for  outdoor  wear. 

Scarfs  and  Tams  to  Match. 
In  brushed  knitted  novelties  bar  end  Scotch 
scarfs  and  tams  to  match  are  selling,  especially  east 
of  Montreal  and  in  the  western  cities.  A  novelty 
just  arrived  had  not  yet  been  marked.  A  capuchin 
is  added  to  the  scarf  in  typical  "friar"  style.  This 
pointed  hood  has  pointed  shoulder  pieces,  and  the 


scarf,  while  forming  a  wrap  about  the  shoulders,  can 
be  crossed  in  front,  drawn  under  the  arms  and 
fastened  or  worn  with  flowing  ends,  showing  the 
fringe  as  an  ordinary  muffler.  Of  course,  colors  are 
soft  greys,  browns  and  heather  mixtures,  with  border 
or  bands  of  white  with  shaded  blues,  tans,  greens 
and  browns.  It  should  impress  buyers  as  an  attrac- 
tive line  for  Winter. 

In  more  extreme  novelties,  extra  long  hair- 
brushed  tams  for  college  wear  and  tobogganing  will 
be  taken  in  some  localities,  because  there  is  nothing 
as  effective  as  one  of  these  typical  Scotch  caps  either 
in  plaids,  heather  mixtures  or  plain  colors,  especially 
white,  tans,  in  soft  shades  or  cardinal. 

Aviators'  Versus  Cloth  Caps. 

Many  jobbers  are  expecting  that  the  sale  of  men's 
aviator  caps  are  going  to  hurt  the  sale  of  cloth  caps. 
There  must  be  something  in  this,  because  all  the 
leading  cap  houses  are  pushing  sales  strong,  and  re- 
port an  exceptional  demand.  These  caps  were  bought 
short  again  a  year  ago,  and  unfilled  orders  from 
western  merchants  were  enormous.  Up  to  date  there 
has  been  a  record  sale,  and  in  the  smallest  localities, 
mercliants  are  buying  liberal  assortments  at  respec- 
tive wholesale  prices.  Better  numbers  are  adjustable, 
can  be  worn  with  a  peak  or  round  cap,  or  folded 
down  over  the  head  and  ears,  and  further  pulled 
vmder  the  chin.  It  is  exactly  similar  to  those  caps 
worn  by  air  men,  from  which  source  they  also  receive 
special  names,  a  feature  that  has  helped  materially 
to  make  them  take  so  well.  Prices  run  $4.50,  $6.50 
and  $9,  with  whatever  leaders  each  manufacturer 
or  wholesaler  has  decided  to  feature.  Greys  are 
strong,  with  navy,  black  and  brown  selling  well. 
Heather  mixtures  in  the  better  numbers  are  made  of 
fine  Australian  wool  with  long  napped  brushed  finish 
and  extremely  light  weight  and  airy  with  warmth, 
as  embodied  in  the  wool  itself,  making  a  durable 
and  comfortable  cap. 

At  present  it  cannot  be  said  that  these  caps  have 
been  seriously  considered  for  women's  wear,  al- 
though they  are  now  being  shown  in  larger  sizes, 
suitable  in  white,  cardinal,  navy  and  soft  shades  in 
heathers.  This  makes  them  suitable  for  driving, 
motoring  and  Winter  sports  and  outings,  and  there 
seems  to  be  an  undeveloped  field  for  these  numbers 
of  aviators  in  misses'  and  women's  knit  goods 
sections. 

With  extra  numbers  on  aviation  caps  in  eider- 
down, ever  present  toques  and  machine-knit  caps 
combined  with  these  later  novelties,  knit  goods  sec- 
tions will  have  a  splendid  assortment  to  increase 
profits  and  make  a  more  comprehensive  department 
for  merchants. 


Dry  Goods  Revietv  KNITTED     GOODS 


UNDERWEAR 

The  Underwear   that 
Made  Comfort  Possible 

Underwear  comfort  before  **Peerless" 
time  was  as  impossible  as  Aerial  nav- 
igation was  a  few  years  ago.  Peerless 
underwear  to-day  stands  foremost  in 
the  trade  for  all  that  is  comfortable. 
It  is  perfect  fitting  from  every  stand- 
point and,  more  than  that,  it  gives 
perfect  wear. 

Don't  take  our  word---See  the  goods 
themselves---then  you  will  KNOW. 
Write  for  fall  samples  to-day. 

W/TH  ALL  THY  GETTING-  ''GET  COMFORT" 

PEERLESS  UNDERW^EAR  CO. 

Hamilton,        -        Canada 

WE    ARE    REPRESENTED    BY 

ONTARIO— C.  &,  A.  G.  CLARKE.  Empire  Building.  Wellington  Street  West,  Toronto.;  BRITISH 
COLUMBIA— GEORGE  A.  CAMPBELL  &  CO.,  Mercantile  Block,  Vancouver,  B.C.:  QUEBEC— 
J.  CARSON,  112  St.  Peter  St..  Montieal:  ERNEST  HAMEL.  115  St.  Joseph  St.,  Quebec.  Que.; 
MARITIME  PROVINCES— G.  A.  WOODILL,  20  and  21  Roy  Building,  Halifax,  N.S.;  MANITOBA. 
SASKATCHEWAN,  ALBERTA— HANLEY,  MACKAY,  CHISHOLM  COMPANY,  LIMITED,  129 
Albert  Stieet,   Winnipeg.   Manitoba. 
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''Onyx"  ^k  Hosiery 


TRADE         ^t^SiSTV^^  MARK 


''Merode  " 

and 

''Harvard  Mills'* 


[Hand        J  T      J 

These  brands  of  merchandise  are  better  known  to  all 
Men  and  IVomen  everywhere ^  because  of  their  Great 
Worth  and  the  Satisfaction  they  have  given  for  the 
past  twenty-five  years. 

The   dealer  who    wants   a  Certainty   and  takes   no 
Chances  will  stick  to  these  Brands, 

The  Standards  are  Higher 
They  sell  more  Rapidly 
Give  huge  Satisfaction 

The  Turn-  Over  ' '  of  stock  is  assured 
Give  greater  cash  Profits 
Build  up  a  Fine  Reputation 

fVe  carry  a  $4,000^  000  stock  for  you  to  draw  from. 

The   dealer  who   sells  these  brands  is  our  best   ad- 
vertiser. 


Lord  &  Taylor 

Wholesale  Distributors  -  -  New   York 
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The  Knit 


What  the  Tri  Collar 

Means   to   Your   Customers 

is  only  a  circumstance  compared  with  the 
benefit  you  will  derive  from  its  use  on  your 
sweater  coats.  It  gives  your  customers 
three  collars  in  one — the  high  storm  collar, 
the  V  neck,  and  the  popular  double  collar. 
This  means  that  the  young  man's  trade 
is  yours  if  you  show  this  collar.  Try  this 
exclusive  "Monarch  Knit"  feature. 


ARCH 


FOR  MEN.  WOMEN 

KNIT><» 
GOODS 
THAT 
FIT  >? 


M53 


G14 


M33B 


The  Monarch 

Factories  at :     Dunnville,  Ont.    St.  Catharines,  Ont. 

Head  OfficeJ: 
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Coats  That  Win 


KNIT  COATS 


AND  CHILDREN 


"Monarch  Knit"  Sweater 
Coats  Sell  the  Year  'round 

There's  a  daily  demand  for  sweater  coats 
of  the  "Monarch  Knit"  standard.  The 
young  man,  the  older  man,  the  young 
woman,  the  w^oman  more  advanced  in 
years  and  the  children  all  require  knit 
coats,  and  know  the  "Monarch  Knit"  both 
by  its  reputation  and  the  publicity  it  gets 
through  our  consumer  advertising  cam- 
paign. 

Get  in  touch  now^  with  the  1912  range  for 
your  tourist  and  Summer  trade. 


L62 


L54 


Knitting  Co. 

St.  Thomas,  Ont.     Buffalo,  N.Y. 


Dunnville,  Canada 
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Ask  Any  Mother  or  Father 
What  They  Think  of  This? 


Show  the  parents  who  deal  at 
your  store  the  newest  and  most 
practical  idea  in  children's  com- 
bination suits — a  garment  that 
avoids  all  the  faults  that  have 
bothered  the  kiddies  and  their 
mothers  for  years. 

Listen  to  them  exclaim  in  admiration 
of  these  garments'  common-sense 
design.  You  will  be  glad  then  you 
stocked  the  quick-selling  line 


OLD  STYLE 


NEW  STYLE 


WATSON'S 

p.  ;i  J     _     i     KLOSED-KROTCH 

^niiaren  s  combinations 


H 


PATENTED  JANUARY  17th,  1911 

Nothing  in  your  store  is  more  up-to-date.     Nothing  you  carry  will 
sell  more  rapidly.     And  the  quality  is  there !— though  the  price  makes 

them  move  out  in  a  hurry !  See,  too,  when 
our  man  calls  on  you,  the  Watson  Klosed- 
Krotch  (trade-mark)  Combinations  for  men  and 
boys  (patented  January,  1911).  All  the  old  dis- 
comforts banished  ;  and  every  detail  worked  out 
to  suit  the  buyer.  See  both  lines — or  you'll  miss 
something  YOUR  STORE  WANTS  TO  SELL. 


OLD  STYLE 


NEW  STYLE 


MANUFACTURING 
COMPANY,  LIMITED 


WATSON 

BrantFords  Ontario 


ONTARIO 
Edward   Burns  Co., 
117  Wellington  St.  West, 
TORONTO 


MARITIME 
J.  A.  Murray, 
Sussex,  N.B. 


QUEBEC 

A.  L.   Gilpin, 

59  St.  Peter  Street, 

MONTREAL 


NORTH-WEST— Bryce  &  Co.,  Winnipeg,  Man. 
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Radium  Hosiery 


Build  Your  Hosiery 

Business  on  the 

Foundation  Offered 

by  this  Label 

The 
Radium"  Label 


is  the  hall-mark  of  quality,  perfect  fit  and 
guaranteed  black  in  Women's  Hosiery. 
See  that  your  stock  bears  this  guarantee 
of  big  satisfactory  business. 

Every  pair  of  "Radium"  brings  a  good 
amount  of  profit  to  the  merchant  with- 
out great  outlay. 

Every  [pair    you    sell    is    a 
surety  that  your  cus- 
tomer will   come 
again. 


Perrin  Freres  &  Cie. 


28   Victoria   Square 


Montreal 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


90 


KNITTED     GOODS 


Dry  Goods  Review 


^tGlST£/?f^ 


Est'd 


1785 


TRADE  MARK 


BEEHIVE 

nNITTING  WOOLS 

—BRITAIN'S  BEST— 

J.  &  J.  BALDW^IN'S  BEEHIVE  AND  WHITE  HEATHER  specialties 
form  the  finest  range  available  from  any  source. 

AGENT  :— DUNCAN  BELL,  r?SioNTo 


THE  HALL-MARK  OF  Refrittered  No.  262,005 

Maximum  Comfort  and  Durabilitj 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI* 

RLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  ns  it  descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
iheWEIGHT  and  STRENGTH  oi  the 
Sock  are  where  they  are  most   ncedt  H 
IN  THE  FEET,  making  it  essentia'h 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had   from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


MARK 

JISTERCD 
TIGER  BRAND. 


NOTHING  BUT  WOOL 

The  very  softest  and  best 
of  wool  yarns  are  used  in 
making 

Tiger  Brand 
Underwear 

That  is  why  it  feels  good 
and  wears  so  well — and 
why  it  brings  customers 
back  for  more.  Every 
button  is  put  on  for 
keeps,  every  seam  is  stout 
and  strong,  every  com- 
plete garment  is  substan- 
tial and  well  finished. 

WRITE    FOR    PARTICULARS 

The  Gait  Knitting  Co.,  Ltd. 

GALT,  ONT. 

Agents;— Ontario.  J.  E.  McClung,  Toronto.  Quebec, 
Philip  de  Gruchy.  Montreal.  Maritime  Provinces, 
Fred  S.  \A^hite  St.  John.  West,  Hanley.  McKay, 
Chisholm  Co..  V/innipetr. 
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Wear  a  Suit  of  it  yourself  and 
you'll  recommend 


Spiing  Needle, 

^    Ribbed 

IndtAveaK 


The  kind  of  underwear  comfort  you  want  is  exactly  the  same  kind 
your  customers  are  seeking — snug  fit,  smooth  texture,  fine  finish,  and  the 
certainty  that  neither  wear  nor  washtub  will  make  your  undergarments 
shrink  nor  grow  baggy.  Wear  Ellis  Underwear  once  and  you  will  declare 
that 

This  Is  The  Underwear 
That  Keeps  Its   Shape. 

Knit  by  the  Spring  Needle  process  we  alone  can  use  in  Canada ;  knit  from 
the  finest  selected  yarns;  fashioned  true  to  every  curve  and  line  of  the 
body — full  of  elasticity,  yet  utterly  without  sagginess — no  wonder  Ellis 
Spring  Needle  Ribbed  Underwear  never  appears  on  the  bargain  tables  of 
the  scores  of  live  stores  that  make  it  their  underwear  leader — just  as  YOUR 
store  will  do  when  you've  learned  its  unique  selling  power. 

YOUR   CUSTOMERS   WANT   IT 

Specialize  on  Ellis  Underwear — make  a  point  of  recommending  t — 
and  watch  how  difficult  it  will  be  for  you  to  overstock  this  live  line. 

FT  T  m    UNDERWEAR    COMPANY 

^^^^M^^\<J       HAMILTON,  -  -  -  CANADA 

SELLING    AGENTS:— 

Maritime  Provinces B.  S.  McFarlane,  Moncton,  N.B. 

Montreal  and  Quebec  Provinces, E.  0.  Barette  &  Co.,  Montreal,  Que. 

Ontario The  Edvi^ard  Burns  Co.,  Toronto 

Port  Arthur  to  Pacific  Coast Bryce  &  Co..  Winnipeg,  and 

J.  J.  Thompson,  Vancouver 
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We  are  now    receiving    and    putting    into  stock 
complete    ranges     of     **/ 


V^omen  and  Children. 
inffi/UGliiU'l^         Men  s  Half  Hose 


Hosiery  and  Gloves  for  Women  and  Children. 
Also      « 


for  Spring  1912. 

MAIL  ORDERS  WILL  RECEIVE 
OUR    PROMPT     ATTENTION. 

Our  travellers  will  call  'upon  you  shortly  with  full 
range  of  Hosiery,  Men's  Half  Hose  and  Cashmere  and 
Ringwood  gloves  for  Fall  1912. 


THE  RICHARD  L.  BAKER  CO.,  TORONTO,  ONT. 


LADIES'   UNDERWEAR 

FOR    FALL    1912 

Our  samples  for  1912  are  now  in  the  hands  of  our  travellers  and  we  beg" 
to  call  your  attention  to  our  new  Combinations  in  the  well-known  brands, 


f^S/«S^ 


(t 


ff£C/Sr£^fD 


The    Mode    of   Manufacture  of  these  Combinations  has  been    registered. 

MANUFACTURED     ONLY     BY 

S.   Lennard   &   Sons,    Dundas,   Ont. 

Sole     Selling     Agents 

RICHARD  L.  BAKER  &  CO.,  100  Wellington  St.  W.,  Toronto,  Ont. 
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^ 


WeVe  Showing 
The 


I 


les 


^fAVER  Brand 


4075 


THE  **Beaver"  Brand  range  of  Sweater  Coats 
for  men  and  women   consists    of    the    most 
varied  style  features.    Novelties  will  be  the 
sellers   this  year   both   for  Summer,  Sporting   and 
Tourist  trade,  as  well  as  for  the  regular  Fall  and 
Winter  selling.     We  have  them. 

We  also  make  a  full  range  of  Toques,  Mufflers, 
Sashes,  Mitts,  Gloves  and  Hosiery. 

Write  for  sample  of  our  men's  special  value 
Half-hose. 

See  our  representative  early  for  complete  range. 


R.  M.  Ballantyne,  Limited 


Manufacturers  of  the  well-known 
Beaver   Brand  Knitted  Goods 


Stratford 


Ontario 


J 
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DRAW  THE  BUSINESS 
TO  YOUR  STORE 

by  selling  your  customers  Underwear  that  will 
give  the  greatest  amount  of  comfort  and 
satisfaction  for  the  money. 

Oxford  Underwear 

pleases  the  customers  and  leaves  a  good 
profit  for  you. 

OXFORD  KNITTING  CO. 

WOODSTOCK  ONTARIO 


THERE'S  A 
REASON 

why  you  should  handle 
the  most  popular  brand  of 
boys'  hosiery  in  Canada. 

Dominion  Brand 
Hosiery 

pleases  the  boy  and  the 
mother,  thus  creating  a 
demand. 

The  wide-awake  mer- 
chant pushes  this  line  and 
reaps  big  profits. 

A.  Burritt  &  Co. 

DOMINION  MILLS 
MITCHELL  : :  ONT. 


Don't    Forget 

That  last  season  the  Canadian  public 
bought  more  "CEEFEE"  Underwear 
than  ever  before. 
That  the  reason  for  this  was  twofold: 

1st .— "CEETEE"  is  the  best  Woollen 
Underwear  made  the  world  over. 

2nd. — It  is  extensively  advertised  all 
over  Canada  every  year. 

That  this  year  our  advertising  cam- 
paign will  be  greater  and  better  than 
ever. 

Let  your  orders  be  earlier  and  larger 
than  ever  for 

CEETEE 

PURE  WOOL  UNDERWEAR 
THE  C.  TURNBULL  CO.  OF  GALT,  Limited 

GALT,         -         ONTARIO 

Manufacturers  of  the  famous  "CEETEE"  Pure  Wool 
Underwear— TurnbuU's  Ribbed  Underwear — made  in 
all  sizes  for  men,  women  and  children.  Also 
TurnbuU's  "M"  Bands  for  Infants. 


(290) 
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THE  CLIMAX 


The    Muffler    that 
Muffler  World. 


is    revolutionizing    the 


The  most  pronounced  improvement  made 
in  mufflers  in  years  is  embodied  in  the  new 
"Climax"  which  we  are  bringing  out  this 
season  for  the  first  time. 


It  contains  warmth,  comfort  and  style, 
style  is  all  its  own. 


Its 


The  "Climax"  is  made  in  both  mercerized 
cotton  and  artificial  silk,  knit  in  one  piece 
with  neckband  of  a  different  stitch  from  the 
ends  w^hich  form  a  chest  protector  and 
shows  the  neckband  to  advantage  It  fast- 
ens w^ith  dome  fasteners  at  the  back  of  the 
neck. 

W^RITE  TO-DAY  FOR  SAMPLES 
A  SURE  SELLER 

R.  M.  BALLANTYNE  Limited 

Manufacturers  of  the  well-known  Beaver  Brand 
Knit  Goods 


STRATFORD 


ONTARIO 


PATENTED  1912 


i-<iVIARK» 


MADE  BY 
""SODERICH  KWITTING  CO 


For  Comfort 

and  Wear 

You  cannot  do  better  than  to  recommend 
to  your  customers  the  popular  brand   of 

MAPLE  LEAF 

Hosiery  and  Mitts 

The    goods    that    have    stood    the    test  of 

time. 

See  our  new  Cashmere  lines. 


Goderich  Knitting  Company 

LIMITED 

GODERICH  ONTARIO 


A  PROFITABLE  LINE 

Ladies'  Scotch  Knitted  Woollen  Vests. 

Made  by 

William  Lockie  &  Co. 

Hawick,    Scotland 


These  waistcoats  are  made  on  the  lines  of  the  men's 
woollen  waistcoats,  which  are  proving  so  popular. 
They  are  suitable  for  either  indoor  use,  or  for  wearing 
outdoors  under  the  jacket,  and  owing  to  their  being 
tight-fitting, prove  remarkably  comfortable  to  the  wearer. 


251  St.  James  Street, 


SEWARD    BROS. 

AGENTS 


MONTREAL 
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Jaeger  Pure  Wool 

The  Coming   Holiday  Season 


Now  is  the  time  to  make  preparation  for 
Holiday  Trade.     The  demand  for 

COAT  SWEATERS    for   Men    and 

Ladies,  in  both  plain  and  brushed  styles, 
will  be  larger  than  ever.  We  have  a  very 
large  range  of  the  quality  that  satisfies. 

NEGLIGE  SHIRTS  for  Men,  and  the 
correct  Mannish  Cut   SHIRTWAISTS 

for  Ladies,    in    Jaeger    Pure    W^ool 
Taffeta,  are  specialties  suitable   for  good  class  trade  everywhere. 


DR.  JAEGER'S  '^^SiltiS  SYSTEM  '^^^''^^^ 


Wholesale  Warehouse 


LIMITED 


52  Victoria  Square,  Montreal 


'V 


TRADE 


^JAY/x^yp^tJAYf/^ 


^^  j^r^'''^ 


JAY. 


^^^^^Ar, 


% 


'V 


MARK 


TRADE 


TKAOE 


MARK 


^smm^^ 


<s: 


^^^AY/7^ 


al 


TRADE 


markI 


l/^ 


^•S-A/piNV 


^ 


^^^f'lr 


TRADE 


M/\RK" 


UNSHRINKABLl 

WOOI^ 


i^ 


s^ 


'^ 


^JAY. 


Every  garment  bearing  this  mark 
is  guaranteed  to  be  satisfactory  in 
every  respect.  Your  customer;- 
will  find  JAY  Undervyear  more 
comfortable  and  durable  than  any 
other  woollen  underwear — Write 
for  price  list  to  the  Wholesale 
Agents:— I.  &  R.  Morley,  G. 
Brettle  &  Co.    London.  Eng. 


UNDER 
^WEAR> 


^^  MARK 


TRADE . 


Ok 


Made  m  ENGLAND 


TRADE 


MARK 


a: 


P^^^^ 


A 


TRADE, 


TRADE, 


TRAoe. 


TRADE. 


MARW 
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New  Ogilvy  Store  Opens 

Many  ideas  making  for  efficiency  are  ap- 
plied in  Montreal's  latest  retail  structure 
— Division  of  space  worked    out  to  nicety 

The  new  Ogilvy  store  in  Montreal,  which  wa^i 
described  in  detail  in  the  January  number  of  The 
Dry  Goods  Review,  was  formally  opened  March  28, 
29  and  30.  It  is  an  imposing  tribute  to  that 
foresight  and  faith  in  the  business  future  of  IMont- 
real,  which  stands  out  so  prominently  in  the  history 
of  this  house.  The  new  building  is  a  four-storey 
fireproof  structure,  130  feet  wide  by  240  feet  in 
depth.  The  show  windows,  which  are  finished  top 
and  back  in  mahogany,  in  keeping  with  the  interior, 
extend  along  the  frontage  on  two  streets 

Some  of  the  new  features  introduced  for  the  pur- 
poses of  greater  efficiency  may  again  be  epitomized 
here  for  the  benefit  of  those  who  for  particular  rea- 
sons, may  be  interested  in  methods,  arrangement  ancl 
efficient  equipment. 

Receptacles  for  wa.ste  paper  and  other  rubbish 
generally  thrown  on  the  floor  are  placed  at  the  end 
of  each  .section. 

Shelving  fixtures  fitted  with  groove  at  top,  from 
which  is  attached  a  curtain  with  slide  attachment 
fitting  into  groove.  In  day  time  curtains  for  covering 
stock  are  gathered  at  one  end  of  row  of  shelves,  and 
a  slight  pull  is  all  that  is  necessary  to  cover  the  en- 
tire section  at  close  of  business.    This  is  a  time  saver. 

Hospital  room  on  third  floor,  near  elevators  and 
stairways.  Rest,  waiting  and  dressing  rooms  also 
provided. 

All  shelves  movable,  can  be  adjusted  to  require- 
ments of  any  particular  line  of  goods.  Ten  per  cent, 
of  extra  shelves  in  reserve  for  emergencies. 

Aisle  space  so  arranged  that  1,100  people  can  be 
standing  at  counters  at  one  time,  and  still  have  suffi- 
cient aisle  space  for  a  couple  of  thousand  more. 
Crowding  of  employes  behind  counters  also  guarded 
against. 

Basement  used  for  bargain  goods  and  special 
lines.  On  this,  as  well  as  first  floor,  the  ventilation 
system  changes  the  air  every  seven  minutes. 

Fixtures  low  enough  to  prevent  the  obstruction 
of  the  view  from  any  object  that  would  interest  the 
public. 

Special  arrangement  for  handling  goods  from 
arrival  in  bulk  until  sent  out  in  parcels  for  custo- 
mers. Goods  enter  rear  of  building  in  cases,  opened, 
loaded  on  elevators  and  sent  to  fourth  floor  to  reserve 
stock.  Depleted  stocks  in  departments  are  re- 
plenislied  from  this  floor.  Numbers  of  stocks  that 
are  short  are  taken  by  stock  boys  in  the  morning,  and 
the  goods  are  brought  down  to  the  right  floors  by 
special  elevator  built  for  this  and  similar  purposes. 


Goods  purchased  are  placed  in  special  drawers. 
These  are  cleared  at  short  intervals  and  parcels  sent 
by  chute  to  the  ground  floor,  assorted,  assigned  to 
bins  for  each  route,  thence  conveyed  to  the  wagons. 
From  the  time  the  goods  enter  until  they  leave  the 
building  their  routes  do  not  cross,  hence  there  is  very 
little  chance  for  mistakes. 

Glass  enclosures  in  each  vestibule  will  be  used 
for  special  displays  of  novelty  merchandise. 

A  mail  order  department  has  been  opened  on  the 
third  floor,  and  at  certain  season  of  the  year  cata- 
logues will  be  issued. 

Throughout  the  four  storeys,  the  ba.sement  and 
sub-basement,  the  air  is  changed  every  eight  minutes, 
and  goes  throtigh  a  process  of  washing.  In  the 
Summer  a  current  of  frozen  air  will  be  circulated 
through  the  building. 

The  store  is  illuminated  by  eighty-five  million 
candle  power,  or  eleven  thousand  candle  power  to 
every  twenty  square  feet. 


How  Jas.  A.  Ogilvy  &  Sons,  Montreal,  announced  the  opening 

of  their  new  store.    It  was  artistic  and  exceedingly  appropriate, 

since  it  emphasized  the  main  object  and  suggested  the  Spring 

season. 

In  addition,  hospital  room,  ladies'  rest  and  writ- 
iag  room,  restaurant  and  public  phones,  there  is  a 
silence  room  on  the  third  floor,  w'here  no  noise  jars 
upon  the  period  of  relaxation  from  the  tedium  of 
shopping. 

An  Unusual  location  for  men's  and  boj's'  clothing- 
is  on  the  second  floor,  with  furs  and  ready-to-wear 
garments,  but  having  destinctive  location. 

The  ba.«ement  floor  is  occupied  by  brass  and  iron 
beds,  bed  lounges,  camp  equipment,  pillows,  cush- 
ions, fancy  baskets  and  straw  goods. 


The    Buyer's    Viewpoint 

The  public  is  responding  with  a  ready  demand 
for  draperies  and  wall  coverings  to  match.  This  will 
be  a  strong  feature  of  the  Spring  trade. 


Tapestry  and  Other   Papers 

All    fabric    effects    have    sold    this    Spring 

■ — Cut-out  and  strap  decorations — Leather 

finishes    popular. 

WALLPAPERS  in  fabric  and  in  leather  effects 
remain  the  leading  feature  this  season  as 
last.  T'he  cut-out  motive  and  border  are 
also  retained.  But  there  has  been  a  great  expansion 
in  the  scope  of  all  the  styles,  and  there  is  both  a 
wide  and  a  choice  selection  now  to  be  had,  many  of 
the  most  adaptable  patterns  being  of  Canadian  man- 
ufacture. 

The  feature  of  the  trade  this  Spring  will  be  the 
matching  of  the  paper  with  the  draperies  and  cover- 
ings in  the  room.  The  leading  retailers  in  all  large 
cities  are  making  a  feature  of  this  and  the  public  is 
responding  with  a  steady  demand  for  the  new  effects. 
In  this  way,  one  department  helps  another,  as  the 
room  cannot  be  re-'hung  without  being  re-decorated 
throughout.  This  means  more  expenditure  and 
consequently  more  profit  to  the  retailer.  It  is  not 
necessary  to  point  out  the  advisability  of  pushing  the 
fabrics  which  are  offered  to  match  the  new  papers,  as 
the  merchant  will  see  this  for  himself  at  the  most 
cursory  glance.  The  initial  outlay  is  more  than  jus- 
tified by  the  results,  and  it  is  not  going  too  far  to  say 
that  no  up-to-date  firm  can  afford  to  fall  behind  in 
exploiting  this  new  idea. 

The  popularity  of  the  cut-out  effects  and  of  the 
separate  motift'  decorations  presupposes  a  great  deal 
of  plain  paper  as  a  groundwork.  As  a  matter  of  fact, 
this  is  the  case.  In  looking  over  the  offerings  of  a 
great  retail  firm  which  makes  a  specialty  of  this  de- 
partment, it  was  noted  that  plain  grounds  were  al- 
most universal.  But  these  may  be  somewhat  enliven- 
ed by  the  introduction  of  the  hair  stripe  in  jaspe 
effect,  the  corduroy  stripe,  the  linen  crash  finish  or  a 
tiny  trail  in  faint  coloring.     By  the  time  the  panels 


are  outlined  with  trails  and  decorated  with  separate 
motives,  the  wliole  is  quite  sufficiently  ornamented, 
and  in  some  cases,  too  much  conspicuous  trimming 
is  used.  This  should  be  avoided  as  it  will  only  bring 
on  a  disposition  to  weary  of  the  style,  and  go  back  to 
the  old  papere  which  did  not  provide  nearly  so  much 
work  for  the  hanger. 

Strap  eft'ects  with  leather  finished  paper  consist 
mainly  of  narrow  designs,  and  these  are  most  fre- 
quently in  some  conventional  pattern  such  as  the 
Tudor  rose  and  the  Art  Nouveau  effects.  Most  of 
the  leather  decorations  remain  uncut,  though  a  few 
are  used  in  the  other  way. 


Verdure  Patterns  Good 

Newer  than  any  of  the  above  are  the  tapestry 
effects  which  were  put  out  last  Fall  and  are  now  en- 
joying a  great  deal  of  attention  from  the  buying 
public. 

Verdure  effects  in  massed  designs,  and  showing 
the  use  of  only  a  single  or  at  most,  a  couple  of  colors, 
in  many  shades,  have  the  general  appearance  of  a 
monochroine.  A  beautiful  blue  verdure  intended 
for  a  dining  room  was  displayed  side  by  side  with  a 
delicate  green  and  mauve  verdure  for  drawing  room 
or  boudoir.  The  contrast  was  extreme.  One  paper 
had  richness  as  its  characteristic  while  the  other  was 
dainty  to  a  fault.  This  shows  the  range  which  is  to 
be  had  this  season  in  any  one  line.  The  Gobelin 
tapestries  are  much  shown  here,  and  these,  too,  have 
been  good  this  year.  This  observation  applies  chief- 
ly to  the  trade  in  cities. 

As  in  all  Hnes,  green  is  a  predominating  note  in 
the  color  scheme. 
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PILLOWS 

THAT  ARE 

ABSOLUTELY  CLEAN 

AND  SANITARY. 


PILLOWS 

THAT  ARE 

FULL,  SOFT  AND 

SPRINGY. 


This  is  the  Pi  How  Season. 

SELKIRK  ROYAL 


How  is  your  Stocli  7 

DAISY  SPECIAL 


20x26— $3.00 

20x26— $2.25 

19x26— $1.65 

19x26—$  .80 

21x27— $3.50 

21x27— $2.70 

20x27— $1.90 

20x27— $1.00 

22x28— $4.00 

22x28— $3.15 

21x28— $2.15 

21x28— $1.20 

ALL    IN    CHOICE    ART   TICKINGS. 


Send  for  Sample  Assortment  from  above  and  let  the  goods  speak  for  themselves. 

The  Toronto  Feather  &  Down  Co.,  Limited 

I  ABLE  GOODS  COME  FROM" 

35  Britain  Street,  Toronto,  Ont 


"WHERE  THE  RELIABLE  GOODS  COME  FROM' 
Montreal  Agents  : 
Hopwood  &  Bryant,  59  St.  Pefer  St. 


Jonathan 
Dearden  & 
Co.,  Limited 

11-13  Brid^ewafer 
Place,  Manchester 

Hills:  Bolton, Lanes. 


M?-.-- 


•     .V  \     1  %  %  •  ^  • ' 


OLD   COUNTRY 

QUILTS 

Famous  though  the  Old 
Country  quilts  are,  we  do 
not  build  our  business  on 
past  laurels.  We  are  add- 
ing strength  to  our  trade 
each  day  by  adding  value 
and  variety  to  our  range. 
We  are  especially  proud 
of  our  1912  line  and  would 
like  you  to  see  it  and  make 
comparisons. 

Write  for  Samples 


Sole  Canadian 
A^ent: 

R.H.C0SB1E 

30  Wellington  W. 

Toronto 
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Notable  Spring   Displays 

Ideas  which  are  being    applied    by    enter- 
prising firms  for  the    approaching  season 
— Demonstrating  different  treatments. 

Spring  displays  of  fabrics  for  housefurnishings 
are  ?iow  at  their  best.  Never  before  have  such  di- 
versity and  novelty  in  styles  been  seen  here  at  retail. 
Nearly  all  the  larger  stores  are  using  the  occasion  to 
make  special  displays  and  attractions  in  the  house 
furnishing  department.  Some  have  the  new  screen 
display  methods,  while  others  have  erected  model 
houses.    A  few  words  will  describe  these  metb.ods. 

In  the  first,  a  hollow  square  is  erected,  preferably 
round  a  pillar  or  other  obstruction  which  it  is  de- 
5"irable  to  conceal,  or  which  may  serve  far  support. 
Four  screens  are  then  placed  so  that  they  run  out- 
wards, at  equal  distances  from  one  another.  fr(jm  the 
four  corners  of  the  hollow  snaare.  This  forms  four 
enclosures  which  are  not  unlike  a  stage  effect,  and 
which  are  open  on  the  widest  side.  In  each  of  these 
a  suite  of  furniture  may  be  placed,  and  the  screens 
may  be  hung  with  a  paper  to  match  the  rug  and 
hangings.  The  latter  are  used  at  the  back,  where  a 
window  or  door  may  be  simulated.  AVhere  the  whole 
layout  is  designed  chiefly  to  display  curtains,  the 
window  sometimes  occupies  the  whole  of  the  rear 
space,  or  if  it  is  very  large,  a  double  door  or  French 
window  effect  is  used. 

The  model  house  is  too  well-known  to  need  com- 
ment here.  It  may  be  observed  that  the  most  popu- 
lar of  these  have  been  found  to  be  those  which  were 
not  too  much  enclosed,  and  in  which  there  was  a 
good  vista  from  one  room  to  another,  and  double 
doors. 

Another  display  method  which  has  been  founil 
effective  in  many  departments  is  the  simple  erection 
of  a  screen  which  serves  as  a  door  or  window.  This 
is  a  mere  framework,  a:nd  may  he  used  on  both  sides. 
The  cost  of  erecting  this  is  very  little  in  comparison 


with  the  attraction  which  it  proves,  and  the  touch  of 
up-to-dateness  which  it  gives  to  the  department. 
Charming  little  vistas  may  be  arranged  by  the  use 
of  special  tables  along  with  the  door  or  window  effect 
described,  and  in  this  way  the  customer  has  a  far 
better  chance  to  see  how  the  goods  will  look  in  her 
home. 

In  one  well-organized  department  a  cottage  was 
erected  to  show  the  use  of  the  new  cretonne  hang- 
ings and  the  matched  cretonne-finished  papers  under 
ideal  conditions. 

The  furnishings  was  confined  chiefly  to  these 
two  ideas,  and  but  little  furniture  was  introduced 
except  a  few  specimen  chairs  and  settees  covered  with 
the  fabric.  Instead,  there  were  large  tables  draped 
with  the  various  cretonnes  and  wash  fabrics  in  good- 
ly variety,  but  with  an  eye  to  harmonizing  colors. 

The  department  was  much  beautified  by  the  in- 
troduction of  pillar  decorations  of  flowers  and  sprays 
of  green  as  a  reminder  of  the  nearness  of  that  season. 

Tables  which  are  devoted  to  curtains  and  nets 
are  the  better  of  at  least  one  brass  rail  high  enough 
to  give  a  good  view  when  the  goods  by  the  yard  is 
thrown  over  it  for  the  inspection  of  the  customer. 

The  tendency  this  year  seems  to  be  to  put  the 
goods  out  prominently  where  the  customer  has  a 
chance  to  handle  and  inspect  with  the  greatest  free- 
dom. This  is  almost  necessary  in  the  case  of  lines 
which  present  so  many  new  features.  The  timid  are 
inclined  to  be  doubtful  at  first,  both  as  to  quality  and 
style. 

Another  good  idea  for  the  pushing  of  the  new 
goods  consists  of  leaving  in  a  conspicuous  place, 
pamphlets,  which  illustrate  the  decoration  of  rooms 
in  the  new  matched  effects.  If  possible,  these  should 
be  colored,  though  this  often  means  too  much  ex- 
pense. A  few  suggestive  water  colors,  which  are  not 
beyond  the  powers  of  a  draughtsman,  should  be 
framed  and  hung  up  conspicuously.  It  is  also  pos- 
sible to  use  in  this  way  the  colored  illustrations  of 
manufacturers'  catalogues. 
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Dollars  For  Dollars 

Not  one  number  in  our  whole  range  of 

Axminster  Rugs  and  Mats 

that  will  not  give  you  the  fullest  amount  of  satisfaction  in  quick,  profit- 
able returns  for  your  money.  We  carry  a  large,  well-assorted  stock 
of  imported  rugs  made  by  Hermann  Patz,  Oelsnitz,  Saxony.  They  are 
dollar  for  dollar  value. 

Send  For  Information  and  Prices 

OTTO   T.  E.  VEIT   &   COMPANY 
Showrooms:  726  Empire  Bldg.        64  Wellington  St.  W.,  Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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All  Seams 
overlocked 
to  prevent 
irritation 


Large 

Comfortable 

Armhole 


Sleeves 

perfect 

length 

Not  too  long 

Not  too  short 


Highest 
grade 
Threads 
throughout 


Figure 

Defining 

Shape 


Patent 
Neck 
Finish 


Graduated 

Fitted 

Cuffs 


Nine  Points 
of  "Hygeian" 
Superiority 

If  you're  a  good  salesman,  you  know 
the  value  of  strong  selling  points.  You 
know  how  you  treasure  up  and  use  to 
advantage  some  exclusive  feature  about 
the  article  you  are  trying  to  sell.  Note 
these  that  are  embodied  in 


Genuine 

Shell   Pearl 

Buttons 


Elasticity, 

Ensuring 

Fit 


bD/£s: 
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and  write  for  a  sample  from  our  Fall  line.  Check  them  over  and  see 
what  the  combined  result  will  be.  If  you  are  honest  to  yourself 
and  are  working  for  the  mutual  interest  of  yourself  and  your 
patrons,  you  will  own  up  that  no  other  line  can  equal  it. 

Write  for  sample  to-day.     Write  now. 

Dh'ect  all  enqjitries  to  your  jobber 

The  Eagle  Knitting  Co.,  Limited 

Controlled  by  J.  R.  MOODIE  &  SONS,  Limited 
HAMILTON  -  -  -  CANADA 

Frank  M.   BARNARD,   Sole  Selling  Agent 
TORONTO  MONTREAL  ST.  JOHN,  N.B. 
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FUR, TRADE  NEWS 


Shaping  of   the   New  Coats 

Radical   differences  in  outline    observable 

— Some  of  the    furs   which    are    to    sell — 

Sable,  fox,  lynx    and    wolf. 

FASHIONS  in  furs  for  the  coming  season  are 
now  pretty  well  decided  upon,  though  many 
lines  are  still  to  be  heard  of.  There  is  mo 
doubt  regarding  some  of  the  main  points,  notably 
lengths  of  coat^  and  the  materials  which  they  are  to 
be  made  of. 

Coats  for  the  most  pai't  will  be  of  seal  and  it^s 
imitations,  of  Persian  lamb,  and  of  caracul,  the  latter 
mainly  a  feature  in  the  New  York  trade.  Pony 
coats,  both  in  black  and  brown,  will  be  sold,  though 
there  is  no  longer  any  rage  for  these  as  formerly. 
There  will  be  an  unusual  number  of  coats  of  natural 
muskrat.  Beaver  trimmings  are  much  used  on  the 
model  coats,  which  Paris  designers  are  putting  out. 
There  will  be  a  strong  feeling  for  this  fur  for  trim- 
ming purposes. 

Lengths  of  coats  remain  fixed  at  the  full  and 
three-quarter  styles.  The  full  length  is  usually  de- 
signed so  that  it  just  misses  touching  the  ground.  A 
two-thirds  length  will  also  be  offered,  and  this  is  con- 
sidered the  most  correct,  saving  the  full  length. 

The  cut  of  the  coat  which  will  sell  this  coming 
season  is  slightly  .  different  from  that  of  last  year. 
This  is  notable  especially  in  the  width  of  the  skirt.. 
This  is  wider  than  last  year,  and  the  general  appear- 
ance of  the  coat  is  not  so  "peg-top"  in  ^hape.  Sleeves 
are  wider,  and  of  the  set-in  variety  wdth  a  wide  arm- 
hole.  Many  of  the  novelty  coats  have  a  sleeve  which 
widens  notably  at  the  elbow^  or  a  little  lower,  and 
then  narrows  in  again  in  a  cuff  or  Bishop  effect. 

The  high  style  feature  in  sleeves  this  year  con- 
sists of  the  bat-wing  .shape.  This  has  a  wide  wing- 
shaped  piece  under  the  arm,  and  when  the  arm  is 
raised  this  spreads  out  in  a  graceful  sweep.  This 
piece  may  be  made  of  fabric  and  fringe  or  other  trim- 
ming to  match  the  color  of  the  coat. 


Collars  are  of  the  military  style,  or  of  a  medium, 
rounded  shape,  with  long  lapels,  coat  with  low  open- 
ing; or  else  there  is  a  high  opening  to  match  the 
military  style.  There  seems  to  be  no  mean  between 
these  two  tj^es  of  opening  in  the  model  coats,  but 
doubtless  the  later  models  will  show  a  more  modified 
style.  The  military  type  is  considered  the  latest, 
tliough  the  low  opening  coat  is  becoming  to  a  ma- 
jority of  people. 

A  Big  Season  for  Seal  Effects 

The  popularity  of  Hudson  seal  and  electric  seal 
is  one  of  the  most  notable  features  of  the  coming- 
season.  There  will  be  more  of  these  coats  sold  than 
ever  before,  and  in  consequence  of  the  demand,  the 
price  of  the  muskrat  skins  has  gone  up  about  50  per 
cent,  for  the  raw  skin.  This  makes  a  difference  of 
about  15  per  cent,  on  the  finis^hed  coat. 

Coats  of  coon  for  men  continue  to  be  the  leading 
line.  Prices  are  a  little  raised  in  many  quarters, 
and  there  is  a  steady  and  increasing  demand  for  the 
better  qualities.  Where  these  coats  used  to  be  left  to 
the  country  trade,  while  the  city  trade  took  fur-lined 
and  Persian  lamb  styles,  there  is  now  a  city  demand 
quite  equal  in  proportion  in  many  places,  and  the 
best  coats  run  up  into  the  hundreds  of  dollars  in 
price.  The  western  provinces  take  high-clas,s  goods 
in  this  line,  and  many  coon  coats  at  from  eighty 
dollars  up  were  sold  there  last  year.  Merchants  expect 
to  sell  a  goodly  number  at  two  hundred  dollars,  one 
hundred  and  fifty  and  one  hundred,  approximately, 
this  coming  year. 


Shaped  Stoles  and  Large  Muffs 

In  the  matter  of  sets,  there  is  the  greatest  variety 
in  the  output  of  this  season.  Long  and  short  hairs 
alike  are  to  be  popular,  though  there  is  a  certain 
preponderance  of  the  former,  due  to  the  difficulty 
of  getting  a  sufficient  supply  of  the  latter  at  reason- 
able prices. 
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NORTHLAND 
FURS" 


Manufactured  by 

The  Waldron, 

Drouin  Co., 

Limited 

Montreal 


DECIDE  FOR  YOURSELF.  Consider  the 
quality,  the  style  and  the  workman- 
ship, and  you  will  have  to  admit  that 
NORTHLAND  FURS   are   Superior. 

W^e  make  everything  for    your    Fur 
Department,  specializing  in 

Mink,  Persian  Lamb  and  Raccoon 

Salesmen  cover  all  Canada,  and  will  call  on  YOU 


THE 


WALDRON,   DROUIN    COMPANY,   Limited 

Fur  Manufacturers 

MONTREAL 


Mink  sets  continue  to  sell  well  despite  the  high 
prices  which  must  now  be  asked  owing  to  scarcity. 
Large  stoles  and  cape  effects,  along  with  flat  muffs  of 
medium  size,  and  natural  skin  effects  are  offered. 
These  latter  are  not  really  natural  skins,  as  under- 
stood in  the  cutting  of  the  long  hair  furs,  but  they 
are  made  up  to  give  that  appearance,  and  in  reality 
have  many  seams  at  the  back.  In  a  general  way, 
the  more  seams  the  better,  though  this  rule,  also  is 
misused  when  furs  are  unnecessarily  butchered. 
Stoles  showing  a  rich,  dark  line  will  be  the  best 
sellers  this  coming  year.  Muffs  are  a  little  larger  in 
size  than  last  season,  but  not  very  noticeably  so. 

In  long  hair  sets  the  increased  size  of  the  muffs  is 
very  marked.  This  is  one  of  the  features  this  season, 
and  the  merchant  need  not  be  surprised  at  any  ex- 
treme to  which  this  fashion  may  run  before  the  year 
is  out.  Especially  is  this  true  where  the  natural  skin 
effects  are  used  in  the  muff's. 

Neckpieces  in  natural  skin  effect  are  among  the 
best  offerings  for  next  Fall.  Fox,  lynx,  wolf  and 
their  imitations  are  offered  in  this  style,  as  also  in 
the  plain  stole  effect.  Where  the  stole  last  season  was 
perfectly  straight,  however,  this  year  will  see  a  light 
shaping  at  the  neck,  so  as  to  fit  more  comfortably. 

The  shaped  stole  may  be  regarded  as  established 
for  1912-13.  This  is  true  of  all  types  of  fur.  The 
straight  stole  and  flat  muff  of  electric  seal  had  a  great 
vogue  all  this  past  season,  and  this  will  appear,  if 
anything,  more  popular  than  ever,  but  with  a  differ- 
ence. The  stole  will  be  wider  wherever  it  can  be 
afforded,  and  it  will  be  curved  to  fit  the  throat,  and 
the  muff  will  be  larger  than  ever,  and  either  barrel- 
shaped  or  flat,  the  latter  preferred. 


Blue  a  Favored  Shade 

There  is  to  be  great  favor  shown  to  fox,  especially 
the  natural  and  the  blue  shades.  The  latter  will 
amount  to  a  craze  in  the  United  States,  if  present 
reports  from  the  makers  amount  to  anything.  The 
vogue  of  the  natural  shade  is  pretty  well  assured  by 
the  prospect  of  a  tan  and  brown  season  in  fabrics. 
These  shades  are  placed  first  on  the  color  card  by 
many  of  the  leading  manufacturers.  There  is  no 
fur,  in  that  event,  which  will  be  more  wanted  than 
the  natural  fox.  As  for  the  blue  fox,  the  next  color 
is  likely  to  be  either  Saxe  or  navy,  and  this  may 
easily  register  more  sales  than  the  novelty  brown,  as 
blue  is  always  a  favorite  color,  and  in  this  case  there 
is  certain  to  be  immense  demand  for  blue  furs. 
Manufacturers  predict  a  big  season  in  these  lines  in 
fox  and  wolf. 

Skunk  and  western  sable  will  sell  well  during 
the  coming  year,  though  the  former  is  higher  than 
ever  in  price. 

(See  also  page  118.) 
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1912 


1912 


A  FUR  BUSINESS  SURETY 

MOOSE  HEAD  BRAND 

[FAVORED  BY^ITHEgBESTI 

As]  manufacturers  of  the  line  we  have  guarded  the  interests  of  hundreds 
of    the    best    fur    businesses    throughout    Canada    for    sixty    years. 

WHY    NOT     LET     US    GUARD     YOURS  ? 

See  our   1912  gLine   of  i^Samples   Now  being   Shown 

BETTER     STILL- 
ENTRUST   US    WITH   AN   ORDER    FOR   FALL 

Ladies'  Furs  Mens  Furs  Sleigh   Robes 

Fall  and   Winter   Cloth    Caps 

MANUFACTURERS     OF     HIGH     GRADE     FURS 


L.  Gnaedinger,  Son  &  Company 

90-92-94  St.  Peter  St.  -         -  Montreal 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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American  Designers  favor  32  inch  Coats. 

Six  hundred  cloak  and  suit  designers, 
members  of  the  Cloak  and  Suit  Designers' 
Mutual  Aid  Association,  of  America,  go  on 
record  as  favoring  the  acceptance  of  the  32- 
inch  suit  coat  as  the  standard  for  the  coming 
Fall  season. 


Novelty  in   Summer   Waists 

Dainty  lingeries,  middy  and  washing  silk 
waists  produced  for  the  heated  season. 

THE  increased  vogue  of  the  smart  tailored  suit 
has  given  a  strong  impetus  to  the  separate 
waist  business,  and  manufacturers  have  all 
the  orders  they  can  take  care  of.  They  are  learning 
bettor  how  to  stimulate  business,  and  novelty  num- 
bers in  popular,  medium  and  high-priced  waists  are 
making  frequent  appearance.  Merchants,  therefore, 
cannot  now  complain  that  sales  are  lost  for  the  lack 
of  something  new  to  attract  customers'  attention. 

As  predicted,  the  kimiona  sleeve  has  entirely 
dropped  out  and  the  set-in  sleeve  is  the  only  one 
buyers  will  consider.  Sleeve  lengths  are  ^^4  and  as  a 
general  rule,  there  is  a  ruching  or  pleating  of  lace 
introduced  as  the  finish.  When  the  sleeve  is  with- 
out this  finish,  pleating  by  the  yard  is  bought  and  re- 
moved when  soiled  if  the  waist  is  a  dressy  one. 
Sleeves  are  very  much  trimmed,  lines  of  lace  inser- 
tion, medallions  and  buttons  being  used.  Buttons 
are  generally  small  crochet  ones,  though  small  pearl 
and  crystal  buttons  are  also  used. 

The  flat  trimrning  effects  used  on  the  sleeves  are 
strictly  in  keeping  with  those  used  on  the  body  of 
the  blouse.  Yokes,  insets,  medallions  and  lines  of 
iace  insertion  are  extensively  used,  relieved  b\  em- 
broideries in  sprays  and  touches.  The  embroidery 
introduced  in  the  better  class  waists  take  the  form  of 
hand  embroidery- — ^that  is,  the  work  is  done  on  hand 
machines  and  closely  approaches  the  sprays  and 
sprigs  forming  the  patterns  of  the  French  and  Irish 
needle-w^orked  embroideries.  Swiss  embroideries, 
chiefly  in  the  form  of  fronts  on  sheer  materials,  and 
in  dainty  patterns  are  much  used  for  the  cheaper 
waists.     Daintiness  is  the  big  feature  and  is  striven 


for  even  in  the  cheapest  of  waists,  and  all  but  the 
very  lowest-priced  ones  show  the  use  of  beaded  and 
veined  seams. 

The  day  when  Val  laces  were  the  only  ones  con- 
sidered appropriate  for  lingerie  waists  is  past,  and 
designers  now  get  some  of  their  very  best  effects  from 
the  combining  and  use  of  different  kinds  of  lace. 
There  is  a  wonderful  choice  in  novelty  laces  suitable 
for  trimming  lingerie  waists  and  when  a  real  lace 
becomes  popular  for  trimming  high-class  waists,  it 
is  speedily  duplicated  in  machine-made  lace.  This  is 
what  has  happened  to  Cluny  and  is  now  happening 
to  Irish  crochet  laces.  Shadow  laces  are  very  much 
used  and  there  are  numerous  other  novelty  laces.  . 

Oollarless  V  and  Dutch  necks  are  very  fashion- 
able, nevertheless  there  is  a  big  demand  for  the  waist 
with  the  high  neck.  These  necks  are  attached  to 
small  yoke  effects  and  are  very  high  and  transparent. 

The  growing  desire  for  something  dainty  is 
shown  in  the  numher  of  smartly-cut  and  yet  extreme- 
ly simple  waists  on  the  market  made  of  very  fine  ma- 
terials. These  waists  are  specially  designed  for  mid- 
summer wear  and  many  of  them  are  developed  in 
dimities  and  corded  muslins  that  give  the  effect  of 
tuckings.  Just  a  specially  designed  lace  yoke  or  one 
made  of  a  little  good  lace  forms  the  ornamentation. 
Some  have  fichu  or  sailor  collars,  often  of  allover  em- 
broidery edged  with  lace  or  fringe.  The  buttons  are 
a  big  feature  in  these  waists  and  are  either  crystal, 
crochet  or  fancy'  pearl. 


RECEIVED  VALUABLE  SUGGESTIONS. 

"I  have  enjoyed  receiving  the  Dry  Goods  Re- 
view and  have  received  many  valuable  sugges- 
tions from  its  columns." — W.  Endicott,  Pilot 
Mound,  Man. 
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Individuality  of  Design 


New  Imported  Model 

In     Whipcords 

or  Tan  Diagonals 

$12.50 


nni   •        fill  117  Strictly  Tailored  Garments 

Ihis  Label  has  Won 


Made  Since  1902 


There  is  still  a  strong  demand  for 
Suits  in  Whipcords  and  Tan  Serges. 

"Pullan"  Suits  create  immediate  sales 
and  you  will  probably  require  a  few 
new  novelties  now  to  fill  in. 

Send  for  a  few  sample  Suits  and  Coats 
in  the  latest  designs. 

Open  orders  for  immediate  delivery 
will  receive  personal  attention. 

We  have  satisfied  others — allow  us 
to  serve  you  in  this  way. 


Suits 


$10.00        $12.00        $14.00 

Best  Values  at  most  Popular  Prices 


Coats 


$7.50  $10.00  $12.50 

Novelty  Coats — Newest  Cloths 


Raincoats 


$5.75  $7.50  $8.50 

Paramettas  in  Mannish  or  Raglan  Styles. 


Skirts 


$3.00  $3.50  $4.00 

Values  which  will  appeal  to  the  keenest  buyer. 


Fancy  Spring  Suit 

in  T-weeds,  Serges, 

Whipcords 

$11.50417.50 


PULLAN 
BUILDING 
TORONTO 


M.   Pullan   &  Sons 

AN   EXCLUSIVE   CLOAK,   SUIT  and    SKIRT   HOUSE 

Bay    and    Wellington,    TORONTO 


Branch  Office: 
LINDSAY 
BUILDING 

MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelern. 
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Summer  outing  waist  of  tub  silli,  witli  soft  collar  and 
turn-back  cuffs.    By  Martin  &  Smith,  Toronto. 


Middys  show  new  developments,  the  rounded 
collar  being  considered  newer  than  the  true  sailor, 
though  both  are  used.  A  slight  shaping  to  the  fig- 
ure is  also  noted.  Middy  waists  have  the  same  col- 
lars. The  usual  colors  for  the  collars,  cuffs  and  trim- 
mings are  oadet,  pale  blue,  tan  and  navy. 

Silk  outing  shirts  are  strongly  featured.  These 
are  made  of  plain  and  striped  tub  silks  and  natural 
and  colored  shantungs  and  pongees.  Some  of  soft 
collars  and  turn-back  cuffs.  Other  styles  show  a  large 
collar  with  V-shaped  opening  in  front  and  %  sleeves. 
Many  in  this  style  are  of  white  washing  silk  with 
either  plain  colored  silk  or  striped  tub  silk. 


AN  ENQUIRY  FROM  SOUTH  AFRICA. 

An  instance  which  serves  to  indicate  the  ex- 
tent of  the  Review's  influence,  is  contained  in  a 
letter  recently  received  by  Stauntons,  Ltd., 
wallpaper  manufacturers,  from  J.  Wright,  Sut- 
cliffe,  Johannesburg,  South  Africa,  in  which  the 
writer  asks  that  Staunton's  magazine,  "Glint 
and  Glimmer,"  be  sent  him  regularly  as  sug- 
gested by  an  advertisement  that  appeared  in  Dry 
Goods  Review. 


Important  Points    Unsettled 

Style  changes  make  it  difficult  to  forecast 

Fall  fashions  in  ready-to-wear — Backward 

Spring  no  detriment  to  sales. 

Though  the  season,  as  far  as  the  weather  is  con- 
cerned, is  from  two  to  three  weeks  late,  the  distribu- 
tion of  ready-to-wear  garments  has  been  and  is  on 
a  most  satisfactory  basis.  Factories  are  busy,  and  in 
all  lines  have  been  and  are  busy  and  the  outlook  so 
far  as  continued  good  conditions  go,  is  satisfactory. 
Any  handicaps  that  there  may  be  for  the  balance  of 
the  Summer  season  and  for  Fall  selling,  promises  to 
be  the  outcome  of  unsatisfactory  labor  conditions. 
Deliveries  in  certain  wanted  lines  of  materials  are 
none  too  good  at  the  present  time.  British  mills  are 
very  fully  employed,  and  should  the  present  strike 
be  of  any  duration,  many  lines  of  fabrics  will  be  slow 
to  come  to  hand.  Already  many  mills  are  wholly  or 
partially  shut  down  for  lack  of  coal,  and  even  when 
the  strike  is  settled  it  will  be  some  time  before  full 
production  can  be  resumed. 

The  rapid  development  in  the  making  of  ready- 
to-wear  garments  which  has  taken  place  in  the  last 
two  or  three  years  makes  this  question  of  great  im- 
portance. A  few  years  ago,  ready-to-wear  garments 
were  developed  solely  in  staple  cloths.  Expansion, 
keen  competition  and  improved  methods  have  chang- 
ed this.  Now  novelties  in  materials  appear  first  in 
ready- to-w^ear  lines,  and  as  fabrics  of  this  class  are  as 
a  rule,  in  limited  supply  and  big  demand,  any  cur- 
tailment is  serious. 

Though  fashion  changes,  on  the  whole,  are  a  de- 
cided benefit,  and  a  totally  new,  fresh  and  yet  not 
too  extreme  idea  certainly  creates  new  business,  an 
early  season  when  changes  are  in  the  making;  and 
s'iyles  unsettled,  is  difficult  both  for  the  manufacturer 
and  for  the  retail  trade. 

Much  has  been  done  in  recent  years  by  designers' 
associations,  and  by  manufacturers'  associations. 
These  have  amply  demonstrated  their  ability  to  con- 
trol the  situation  and  back  up  the  styles  chosen.  It 
will  be  next  month  before  meetings  will  be  held  and, 
until  they  are  over,  styles  put  out  are  only  random 
guesses. 

That  suit  coats  will  be  longer  and  possibly  more 
fitted,  is  known.  Various  lengths  over  30  in.  are  al- 
so mentioned.  Paris  costumers  are  interesting  them- 
selves in  the  bringing  out  of  styles  that  will  increase 
the  yardage  of  material  sold.  Therefore,  skirts  will 
be  wider  and  possibly  some  form  of  pleated  effect 
come  into  favor.  This  style  will  only  be  conserva- 
tively accepted  as  there  is  a  strong  and  well  defined 
feeling  in  favor  of  a  fairly  narrow  skirt.  Women 
find  they  are  both  comfortable  and  practical  and  like 
the  stvle. 
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DRESSES 

For   Women 

STARABRANb 

REG     /rjjj'  0« 
BERLIN       ^^    ONTARIO 

TRAOt    MrtR** 

DAINTY 
SPRING 
STYLES 


From  the  most  gorgeous  creation 
of  lace  and  embroidery,  to  the  neat 
dress  of  tailored  appearance,  nothing 
is  missing  to  make  our  line  complete 
and  our  values  the  best. 

Repeat  orders  are  beginning  to 
come  in  from  early  shipments,  which  is 
proof  positive  that  the  "  Star "  dresses 
are  making  a  hit. 

See  our  complete  range  now. 


The  Star  Whitewear  Mf^.  Co.,  Limited 


I 


BERLIN, 


ONTARIO 
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Develop    Summer    Business 

Progressive  stores  devoting  much  time 
and  energy  to  this  end — Catering  to  cus- 
tomers' comfort  brings  trade  to  department 

With  so  many  firms  bringing  out  smart,  snappy 
styles,  novelties  for  late  Spring  and  mid-Summer 
garment  retailing  there  exists  a  wonderful  opportun- 
ity for  the  up-to-date  garment  buyer  to  extend  his 
season.  In  many  centres,  should  the  right  means  be 
employed,  there  should  be  no  let-up  in  the  depart- 
ment sales,  and  business  should  be  kept  up  until  the 
advent  into  retail  selling  of  Fall  garments. 

Mid-season  merchandise  can  be  had  in  almost  all 
lines  of  garments  and  there  are  few  stores  where  the 
season's  sales  must,  of  necessity,  be  allowed  to  drop 
down  to  nothing. 

The  man  who  has  something  new  to  show  is  go- 
ing to  get  trade,  provided  the  garments  he  shows  are 
well  chosen,  and  suited  to  the  needs  of  the  customers 
who  patronize  his  store. 

Children's  garments  always  offer  excellent  in- 
ducements as  a  constant  supply  of  children's  gar- 
ments is  needed  and  mother  can  always  be  relied  up- 
on to  yield  to  the  temptation  of  something  new  and 
pretty  provided  it  is  not  too  expensive. 

House  dresses  form  another  line  in  constant  re- 
quest, and  where  sales  are  to  be  made  all  the  year 
round. 

The  sweater  coats  are  likely  to  have  a  rival  this 
Summer  in  blazer  coats.  These  coats  are  made  ex- 
actly like  a  man's  blazer  and  are  developed  in  strik- 
ing effects  in  striped  outing  flannels.  College  girls 
will  favor  striped  models  in  the  colors  of  the  college 
they  are  or  have  attended  and  towns  where  colleges 
are  situated  can  profitably  develop  the  idea.  In  a 
season  where  s>o  much  white  is  to  be  worn,  there 
would  seem  to  be  a  definite  place  for  a  blazer  coat  in 
brilliant  stripes. 

It  is  useless  for  the  merchant  to  have  these  goods 
if  he  does  not  give  them  the  necessary  selling  pub- 
licity. Goods  require  to  be  shown  to  be  sold.  Not 
only  must  window  displays  and  suitable  advertising 
be  done,  but  the  department  must  be  made  as  at- 
tractive as  possible. 

A  constant  complaint  from  the  smaller  stores  is 
that  customers  will  not  go  to  the  upper  floor  unless 
they  have  a  definite  purchasing  purpose  in  view.  It 
would  be  illuminating  if  statistics  could  be  given  to 
show  the  number  of  customers  in  the  big  city  stores 
who  entered  the  department  with  the  settled  idea  of 
buying  and  those  who  had  only  hazy  or  unsettled 
intentions,  and  compare  them  with  the  number  of 
sales  made.  It  is  certain  that  if  the  merchant  can 
show  garments  he  can  increase  sales;  therefore,  some 
scheme  to  get  people  to  visit  the  department  should 
be  tried.     Possiblv  a  few  comfortable  chairs  and  a 


.>niiply  of  filtered  ice-water  placed  in  a  cool  corner, 
so  contrived  that  a  good  portion  of  the  department 
had  to  be  passed  through,  might  be  of  benefit.  It  is 
the  use  of  such  ideas  that  forms  one  of  the  chief  fea- 
tures in  building  up  the  big  business  done  in  the 
city  stores. 


Suits    Developed   in    Ratine 

Novelty  fabric  that  promises  well — W^hite 

serge    suits   the   leading    sellers  —  Peplum 

models  in  changeable  chiffon  taffetas. 

In  spite  of  weather  conditions,  a  wonderfully 
good  suit  business  has  been  done.  The  selling  season 
opened  up  early  and  although  sales  have  been  large, 
more  business  would  have  been  done  if  repeats  had 
been  made  on  navy  and  grey  whip-cords,  tan  serges, 
and  tan  mixture  cloths. 

Suit  styles  have  followed  most  closely  the  earlier 
predictions.  Skirts  have  been  narrow — that  is,  about 
2  yards  wide,  and  chiefly  in  tunic  and  panel  effects. 

Coat  lengths  most  favored  have  been  26  inches, 
though  some  high  novelties  have  been  20  inches,  and 
shorter.  These  lengths,  however,  have  m^ade  no  im- 
pression on  the  general  trade. 

From  now  on,  the  white  serge  suit  promises  to  be 
a  big  seller.  Storm  serges  and  serges  with  a  sharp 
finish  are  being  taken  by  the  popular-priced  trade. 
High-grade  suits  are  developed  in  softer  finishes. 

The  novelty  fabric  is  the  new  ratine  or  sponge 
cloth.  This  fabric  is  shown  in  both  wool  and  cotton 
and  from  it  the  high  style  suit  for  Summer  wear  will 
be  developed. 

Styles  will  show  no  miaterial  change,  but  waist- 
coat effects  are  indicated.  Peplum  models  are  ex- 
pected to  be  more  worn  and  are  particularly  good  in 
the  changeable  chiffon  taffetas  that  are  high  styles 
in  dressy  models. 

Considerable  interest  is  taken  in  the  position  of 
ratines  for  Spring  and  Summer  selling  as  the.*^ 
cloths  are  showing  in  the  proper  weights  for  the 
coming  Fall.  Should  their  reception  be  a  favorable 
one  it  Avill  exercise  a  considerable  influence  on  the 
position  of  this  cloth  in  the  coming  season.  Cotton 
ratines  are  scarce  and  in  demand  and  are,  therefore, 
high-priced,  but  those  departments  that  have  slocked 
them  have  sold  them  well — in  fact,  considerably  bet- 
ter than  was  expected.  It  is  claimed  that  they  do 
not  crush,  and  that  a  vigorous  shake  takes  the  place 
of  ironing,  therefore,  this  fabric  is  particularly  suit- 
able for  Summer  wear.  That  it  makes  up  attractive- 
ly, the  novelty  suits,  coats  and  tailored  dresses  now 
on  the  market  show,  the  wrap  coats  being  particu- 
larly handsome.  Ratine  is  also  freely  used  for  trim- 
mings and  facings. 
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PRINCESS 


COATS  OIISSS^O  SUITS 


EXCLUSIVENESS  OF  ATTIRE 


npHE  constant  changing  of  styles,  the 
new  ideas  brought  out  every  week 
or  so,  requires  the  greatest  vigilance 
on  our  part  to  keep  ever  in  thejjlead 
with  the  newest  out. 

"DESIDES  being  right  in  style, 
our  garments  are  dependable. 
They  do  not  belong  to  the  "bubble 
sort"  but  are  always  in  good  taste, 
are  different  and  sell  readily. 

'TpHE  values  of  the  Princess  gar- 
ments are  just  as  strong  a  feature 
as  the  style  and  finish,  and  the  mer- 
chant who  builds  a  trade  on  this  line 
has  a  foundation  worth  while. 

TXTHEN  our  representative  calls  or 
when  you  are  in  the  city  don't 
miss  seeing  the  "Princess"  line.  We 
always  have  something  new  to  inter- 
est you. 


The  Princess  Mfg.  Co.,  Limited 

Toronto  :  :  Ontario 
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Longer  Corset  Skirts 

Flexible,   medium-low    bust    models    have 

been  quickly  taken  up — High-class  models 

show    tendency   favoring    extreme   length 

— Watching    the    new    styles. 

CorsQt  manufacturei-s  are  closely  watching  the 
new  styles,  for  rumor  has  gone  forth  that  there  is  a 
tendency  developing  looking  to  a  return  to  the  old- 
time  stiffly  boned  corset  that  gives  a  curved-in  waist. 
Manufacturers  are  decidedly  sceptical  upon  this 
point,  for  it  would  be  a  difficult  matter  indeed  to  sup- 
plant the  present  models  in  popular  favor. 

The  notable  feature  in  present  corset  buying  is 
the  quick  manner  in  which  the  flexible  medium  low- 
bust  models  have  been  taken  up.  Models  of  this 
kind  have  come  quickly  into  favor  and  have  taken 
the  place  of  the  older  types  with  every  class  of  trade. 
Even  trade  that,  as  a  rule,  accepts  new  features  slow- 
ly, has  been  quick  to  take  up  the  medium  low  bust 
models,  and  the  straight-line,  long-skirted  medium 
low  corset  is  the  model  selling  at  the  present  time, 
and  the  model  also  that  with  a  few  changes  will  be 
the  one  accepted  for  the  coming  season. 

Because  the  present  models  follow  the  natural 
figure,  and  bring  about  the  desired  results  by  means 
of  gentle  compression,  lighter  cloths  and  fewer  bones 
can  be  used  making  the  corset  much  lighter  in 
weight  and  less  burden.'^ome  a  garment  than  former- 
ly. Materials  that  are  in  firmer,  yet  lighter  weaves, 
and  systems  of  double  boning — that  is,  two  lighter 
bones  or  .steels  in  one  casing  that  slip  one  over  the 
other,  are  factors  that  add  greatly  to  the  qualities 
of  lightne,ss  and  flexibility. 

Because  of  these  facts  and  because  women  are  be- 
coming educated  up  to  the  point  where  they  will  pay 
a  reasonable  price  if  a  good  model,  it  is  not  unlikely 
■lint  any  change  that  may  come  about  in  the  future 
may  bo  in  the  direction  of  longer  skirts. 

High-class  models  now  selling  all  show  this  tend- 
er cy  in  favor  of  extreme  length.  And  as  length 
would  have  no  object  if  the  figure  below  the  bones 
was  not  closel}''  encased,  attention  is  now  turned  to- 
wards the  way  in  which  the  garters  are  arranged  and 
also  to  the  introduction  of  pieces  of  elastic  webb'ing 
to  .«hape  the  corset  skirt  to  the  curves  of  the  figure, 
and  to  provide  the  necessary  expansion  when  the 
wearer  is  seated. 

One  form  of  securing  this  perfect  fit  is  the  slash- 
ing of  the  corset  at  the  sides.  Garter  stips  are  at- 
tached to  each  side  of  the  cut  and  are  crossed  and 
fastced  to  the  stocking  wrapping  over  the  skirt  and 
fitting  it  to  the  figure  and  holding  it  in  place.  Rub- 
ber bands,  both  back  and  front  and  rubber  gussets 
set  in  at  the  .sides  are  other  means  adopted  for  ob- 
taining the  desired  close-fitting  .skirt. 


Brassieres  are  now  an  accepted  feature  and  in  all 
stores  of  any  size  brassieres  are  now  carried  in  a 
separate  section  and  just  as  much  attention  is  given 
to  the  selling  of  brassieres  as  to  the  selling  of  corsets. 
Every  woman's  figure,  be  she  slig'ht  or  stout,  is  im- 
proved by  the  wearing  of  a  brassiere  and  when  a 
corset  is  sold,  bra.ssieres  should  be  introduced  and 
their  use  explained  and  their  sale  pushed.  Brassieres 
come  in  many  prices  and  can  be  retailed  from  50c 
up. 

Better  Business  in  Coats 

Ratine  rivals  linen  for   summer  selling — 

Taffeta  coatees  produced  for  wearing  w^ith 

lingerie  gowns. 

Better  l)usiness  has  developed  than  was  at  first 
I'xpecletl  ill  this  section.  So  far,  the  navy  serge  coat 
has  been  the  best  seller  followed  b)''  a  fair  demand 
for  dressier  models  in  the  same  fabric  in  white  or 
tan.  These  garments  are  cut  on  loose,  straight  en- 
veloping lines,  and  have  large  revers  or  collars  and 
fasten  w^ll  over  to  one  side. 

Some  shorter  models  are  developing  in  serge 
voile,  heavy  linen  or  the  new  .sponge  cloths  and  also 
in  shot  taffeta.  These  coats  are  very  much  cut  away 
in  front  ami  have  the  wide  arm-holes  and  %  bell 
sleeves. 

New  York  is  showing  Norfolk  coats  developed 
in  velour  cloths  and  I'ough-finished  tweeds  and  some 
coats  of  this  class  should  sell  for  mid-season  and  out- 
iuii'  wear. 

Very  new  are  the  chiffon  taffeta  coatees  in  tunic 
and  peplum  form.  Some  of  these  models  are  with- 
(iiit  .sleeves,  the  garment  opening  up  the  side  and 
confined  at  the  wai.'^t  with  a  belt.  Others  are  loo.?e 
and  have  Yi  sleeves  put  into  wide  oomfort.able  arm- 
holes.  Taffeta  is  the  chief  fabric  with  pleatings  or 
ruchings  of  the  same  forming  the  trimming.  Voile, 
cliiffon.  lace  and  net  coats  are  also  .shown.  These 
coatees  are  intended  for  wear  over  lingerie  gowns. 


The  growing  prominence  of  stork  stores,  stork 
departments,  stork  displays  and  stork  advertising  in- 
dicates that  children's  apparel  is  coming  in  for  an  in- 
creasing amount  of  specialization.  Some  merchants 
have  adopted  the  plan  of  sending  letters  of  congratu- 
lations to  those  homes  vi.sited  by  this  mysterious  bird, 
at  the  same  time  introducing  the  .subject  of  apparel  in 
a  tactful  way.  By  means  of  a  card  system,  the  mer- 
chant may  know  when  the  child's  birthday  arrives, 
and  another  letter  may  be  sent.  In  some  cases 
an  appropriate  favor  accompanies  the  letter.  This  is 
a  plan  which  has  also  been  found  to  be  adoptable  for 
newly  married  couples  or  newcomers  in  the  commun- 
ity. 
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Popularity  From  Merit 


Do  YOU,  Mr.  Merchant,  merit 
the  popularity  that  you  are 
enjoying  to-day  in  your  business  ? 

DO  YOU  imagine  that  the 
public  are  short-sighted  and 
dealSwith  you  because  you're  a 
pretty  good  fellow  and  give  them 
the  "glad  hand''  when  they  come 
into  your  store  ? 

NO !  Your  goods  satisfylthem 
or  you  w^ould  not  meet  with 
the  smile  of  approval.  It's  dollars 
and!  cents,  Mr.  Merchant,  that 
make  your  store  popular,  and  it's 
dollars  and  cents  that  make  the 

Wilson -Waldman 

COATS,  SUITS 

and  SKIRTS 

as  popularlto-day  as  they  are — 
it's  genuine  value  and  nothing 
else. 

VALUE  constitutes  not  only 
quality  of  material,*  but  the 
style,  fit  and  finish  must  be  a 
strong  point. 

LET  US  send  our  new  Spring 
catalogue  of  the  "  Wilson- 
Waldman"  range.  It  contains 
interest  galore  for  every  merchant 
in  the  country. 

Write  to-day  for  Samples  of 
these  two  very  special  values. 

OUR   MOTTO: 
PROMPT  DELIVERY. 


No.  659— Price  $12 

Ladies'  Tailored  Costume,  made 
in  fine  quality  serge.  Colors — 
Black,  navy,  brown,  light  and 
dark  grey.  Coat  lined  with  silk 
serge,  trimmed  with  black  satin 
and  silk  soutache  braid,  finished 
with  buttons.  Six  gored  skirt 
cut  and  trimmed  to  match. 


Smart  Coat,  made  in  fine  quality 
serge.  Shades — Black,  navy, 
grey,  brown,  reseda.  Full 
reveres.  Collar  and  cuffs 
trimmed  on  edge  with  corded 
silk  and  soutache.  Empire  back 
with  buttons.  A  handsome 
model. 


Wilson-Waldman   Costume   Co. 

161   SPADINA   AVENUE,   TORONTO 
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Radical  Waistline  Changes  Anticipated 

Modernized  Louis  XVI.  note  marked  feature  of  models  shown  by  great 
makers  —  Pannier  gowns  the  big  sensation  —  Taffeta  in  immense  vogue 
—  New^    taffetas    very    soft    in    finish,    bright    and    of     very     light     weight 

Staff    Correspondence 


TriE  further  display  of  the  new  Spring  models 
confirm  the  advance  reports  that  the  leading- 
Parisian  model  houses  are  basing  their  new 
styles  mainly  upon  the  dress  worn  during  the  Louis 
periods  of  the  17th  and  18th  centuries,  and  that  the 
Louis  XVI.  period  is  to  be  the  one  mainly  drawn  up- 
on. Fashion  influences  are,  however,  by  no  means 
confined  to  this  reign  and  there  are  certain  touches 
tliat  have  their  origin  in  many  periods.  Graceful 
Marie  Antoinette  modes  are  prominent  and  though 
the  high  novelty  of  the  moment  is  the  modernized 
version  of  the  Pannier,  the  type  of  dress  that  is  much 
more  likely  to  become  popular  is  the  gown  opening 
over  an  underskirt  of  a  different  color  and  having 
the  waist  in  surplice  style  with  either  long,  tight 
sleeves  or  sleeves  of  elbow  length  coming  from  under 
the  fichu,  finished  with  a  pleated  ruffle  of  lace  or 
net. 

The  Corseting  Question. 

The  pannier  has  raised  the  question  of  the  re- 
appearance of  the  waist  line,  for  it  is  said  to  be  im- 
possible to  properly  hang  a  pannier  without  having  a 
narrow,  curved,  well-defined  waist.  That  we  shall 
proceed  to  develop  such  a  waist  in  the  near  future  is 
the  evident  intention  of  some  of  the  French  costum- 
ers,  and  much  of  the  interest  raised  by  the  new  modes 
is  created  by  the  corseting  question. 

Fuller  skirts,  and  trimmed  skirts  that  are  gather- 
ed, flounced,  draped  and  pleated,  have  been  quietly 
taken  up,  but  up  to  date  the  natural  figure,  and  the 
narrow  silhouette  has  been  maintained,  and  the  ques- 
tion of  the  hour  is  as  to  whether  women  can  be  per- 
suaded to  relinquish  the  grace  and  comfort  of  the 
normal  figure  and  to  develop  curves  by  a  return  to 
the  old  style  stiff-boned  corset.  That  the  model 
houses  are  not  sure  of  their  ground  on  this  point  is 
quite  evident,  for  though  gowns  that  are  distinctly 
of  the  crinoline  type  are  shown,  there  are  many  other 
and  very  opposite  models. 

Thus,  Paquin  is  showing  a  decided  1860  crino- 
line gown  made  with  a  tight-fitting  pointed  bodice, 
and  a  full-hooped  skirt  with  two  deep  flounces  separ- 
ated by  a  deep  puffing.  The  dress  is  of  ivory  white 
satin,  the  bodice  draped  with  Maline  lace  and  out- 
lined wiih.  bands  of  crystal  trimming  and  both  bo- 
dice and  skirt  trimmed  with  clusters  of  bright  red 
flowers.  But  Paquin  also  has  on  display,  gowns  that 
present  the  hipless  straight  line  figure,  and,  moreover, 
Paquin  and  many  other  makers  are  using  striped 
fabrics  in  order  to  emphasize  the  type. 


Fuller  Skirts,  New  Coats. 

Even  the  tailor-made  suits  have  fuller  skirts. 
Paquin  is  showing  suits  with  skirts  that  have  flat 
pleats,  either  at  the  side,  front  or  back.  The  skirt 
is  still  straight,  but  by  letting  in  the  pleats  the  much 


Callot  model  of  rose  anil  white  flowered 
tafl'eta  soiiple,  the  tunic  of  old  rose  net 
ruched  with  rose  taffeta  at  the  hem. 
Mousseline  and  lace  drape  the  corsage  in 
fichu  fashion. 


desired  consumption  of  more  material  is  achieved. 
To  wear  \nth  these  fuller  skirts,  Paquin  is  showing 
a  new  coat.  These  coats  are  quite  short  in  front,  and 
are  rounded  until  they  reach  the  hip  line,  where  a 
sudden  elongation  takes  place  and  the  back  is  de- 
cidedly long. 
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Founded  1863  . 


Style 

plus 

Value 

GALE 

Leaders  in  Both 


Y 


'OUR     keenest 

customer  will 
recognize  in 
these  two  dresses  the 
most  advanced  and 
charming  styles  of  the 
present  season. 


Y 


C.  954 
Style  here ! 


'ET   those   who 

look  for  value  in 
fmaterials,  work- 
manship and  finish 
will  find  full  measure 
— at  prices  that  make 
them  advertisable 
Leaders. 


C.  953 

Value,  plus! 


White  Lingerie  Dress,  with  side  rever,  trim- 
med Swiss  Eyelet  Embroidery,  Eyelet  All- 
over,  Valenciennes  Lace  and  Lace  Beading. 


White  Lingerie  Dress,  trimmed  fine  Swiss 
Embroideries,  wide  imitation  Irish  Lace 
and  Valenciennes  Lace. 


$3.00 


$5.00 


^ 


Both  should  be  in  your  Summer 
Stock.  Mail  orders  will  be  filled 
in  plenty  of  time  for  the  opening 
of  the  warm  weather  season. 


Gale    Manufacturing    Co.,    Limited 

Toronto 


Nearly  50  years 
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This  Paquin  gown  shows 
the  distinctive  features 
of  the  modernized  Louis 
XVI.  gowns  shown  in 
leading  model  houses. 
It  is  shade  of  cherry  and 
white  shot  and  flowered 
tatt'eta.  with  soft  pannier 
drapery  forming  an  over- 
tunic.  The  lace  apron  is 
of  Alencon,  and  the  same 
lace  forms  the  fichu  and 
frills,  sleeves  and  skirt. 


Taffeta  a>;d  Soft,  Clinging  Silks. 

Taffeta  is  decidedly  the  leading  silk  with  the 
Paris  model  houses,  but  it  is  not  used  to  the  exclusion 
of  other  silks.  All  the  soft,  clinging  weaves  are  used 
though  preference  is  given  to  crepe  weaves  such  as 
oharmeuse,  crepe  de  chine,  crepe  meteor  and  the  very 
soft  weaves  of  satin-finished  silks.  Gauzes,  mousse- 
lines,  and  nets  are  also  still  in  evidence.  In  fact,  any 
fabric  that  will  fall  into  soft  drapery  lines  without 
adding  bulk  to  the  figure  is  fashionable.  Even  the 
rich  brocades  with  metal  interwoven,  are  wonder- 
fully soft  in  the  weave,  and  the  silk  fabrics  with  vel- 
vet flowers  and  great  branching  patterns  are  mount- 
ed on  a  ground  of  crepe  or  gauze  and  give  the  effec-t 
of  weight  without  its  reality. 

The  Louis  styles  are  bringing  in  their  train 
flowered  patterns  in  silks  and  this  being  a  taffeta 
period,  taffetas  stand  first.  The  new  chiffon  taffetas, 
it  should  be  noted,  are  of  the  lightest  possible  con- 
struction. They  are  soft  and  supple  and  are  as  bright 
in  finish,  and  drape  as  perfectly  as  satin.  These  de- 
signs do  not  come  in  bright  colors  but  in  small  pat- 
terns in  dark  colors  on  dull    grounds    striped    and 


checked  with  nari'ow  lines  of  black.  Old-fashioned 
cretonne  effects  are  offered  in  small  designs. 

Not  only  taffeta,  but  failles  and  surahs  have  these 
small  striped  checked  grounds  with  the  pattern  ac- 
cented Mith  a  gay  little  flower. 

Crepes,  gauzes,  voiles,  mousselines,  come  in  these 
flowered  and  cretonne  patterns,  and  Persian  and 
Japanese  leaf  and  wave  designs  are  also  new.  Shot 
grounds  are  powdered  over  with  pin  speck  patterns 
or  carry  almost  invisible  stripe  and  check  designs  in 
black  or  a  deep  tone  of  the  prevailing  color.  There 
is  some  showing  of  plaid  taffetas,  and  grosgrain  and 
cord  weaves  are  showing  in  dark  colors  for  tailored 
dresses  or  suits. 

Pique  and  Welt  Designs. 

Last  year's  novelty  in  Paris  was  the  sponge  cloths. 
This  year,  sponge  or  terry  cloth  is  used  in  the  form 
of  borders,  and  the  novelty  in  wash  fabrics  consists 
in  drawn  or  lattice  work  stripes  and  borders.  Pique 
and  welt  designs  are  extremely  prominent  and  are 
met  with  not  only  in  cotton  goods  but  in  woolen  and 
linen  materials  and  in  all  colors  as  well  as  in  white. 

Voiles  are  popular  but  the  new  voiles  are  very 
sheer  and  are  creped  in  the  weave. 

There  is  a  preference  given  in  most  materials  to 
coarse,  open  effects.  All  the  new  linens  are  on  this 
order,  and  the  new  serges,  though  not  so  open,  are 
coarsely  woven  and  very  soft. 

Many  of  the  model  houses  are  partial  to  canvas 
weaves,  and  Martial  et  Armand  are  using  black  can- 
vas embroidered  with  gay  woolen  threads.  Drecoll 
is  using  much  voile  ornamented  with  borders  made 
up  of  stripes  of  agaric  outlined  with  gay  flower  print- 
ings. Agaric  is  also  much  used,  particularly  in  plain 
blues  and  mauves. 


Excellent  Dress  Season 

High,  transparent  yoke  the  only  new  fea- 
ture— Changes  will  come  with  showing  of 
new  Fall  models. 

Women  will  be  both  simply  and  smartly  gowned 
this  Summer  and  a  great  sale  is  already  assuerd  for 
the  simple-tailored  gowns  in  serge,  pique  and  linen. 
Lingerie  models  are  also  important,  the  Swiss  em- 
broideries selling  in  popular-priced  lines,  while  plain 
and  embroidered  voiles  and  the  new  crepe  voiles  lead 
in  novelty  lines.  Embroidered  nets  and  lace  gowns 
are  coming  into  prominence,  and  voile,  crepe,  and 
net  is  combined  with  soft-finished  satins  or,  newer 
still,  with  changeaible  taffeta  in  the  production  of 
more  gowns  suitable  for  dressy  occasions  and  Sum- 
mer dances. 

A  feature  of  these  costumes  that  should  be  noted. 
as  it  will  influence  Fall  styles,  is  the  very  transpar- 
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An 
Announcement 

to  the  Trade 

Our  new  factory  is  now  open  and  doing 
business.  We  are  introducing  in  Canada 
the  latest  achievements  in  factory  equip- 
ment— the  newest  ideas  (business  from  the 
drop  of  the  hat,)  everything  new  and  right 
up-to-the-minute. 

Our  line  is 

Waists 
Dresses  and 

KIMONAS 

consisting  of  the  brightest  and  most  practi- 
cal creations  yet  known  to  the  trade.  We 
have  had  long  experience  and  ask  the  trade 
to  give  us  an  opportunity  to  present  our 
line  for  approval. 

Write  to-day  for   Samples 

Martin  &  Smith  Co.,  Ltd. 

350  Sorauren  Avenue 
Toronto 


^ 
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ent  yoke  of  fine  unfigared  net  topped  by  a  very  high 
collar  and  both  yoke  and  collar  fitting  as  closely  as 
a  glove.  At  a  little  distance  these  net  yokes  hardly 
show  and  the  appearance  is  as  though  the  neck  was 
bare. 

There  is  little  change  in  any  other  respect  and  the 
present  inode  is  strictly  adhered  to,  all  novelty  being 
reserved  for  the  Fall  models  that  will  appear  shortly. 

In  New  York,  chiffon  taffeta  has  made  a  much 
stronger  appearance  in  ready-to-wear  lines  than  for 
the  counter  trade,  and  it  is  not  impossible  that  this 
feature  will  follow  on  in  the  Canadian  market. 

Drew    10,000    People    Daily 

How^  Eaton's,  Winnipeg,  introduced  Spring 

apparel  —  Profusion    of    flowers,    winding 

brooks,    rustic    bridges,   singing    canaries, 

formed  realistic  garden  scene. 

A  fashion  show,  in  which  a  number  of  unique 
features  were  introduced,  was  held  by  the  T.  Eaton 
Co..  Winnipeg,  recently.  In  a  space  40  x  95  feet  on 
the  second  floor,  was  a  realistic  arrangement  of  shrub- 
bery, winding  paths.  Summer  houses,  rustic  bridges. 
a  waterfall,  brooks,  ponds,  artificial  flowers  and 
foliage.  It  is  estimated  that  upwards  of  10,000 
people  visited  the  garden  daily.  A  miniature  water- 
fall six  feet  wide  and  with  a  drop  of  9  feet,  was  situ- 
ated at  one  end  of  the  exhibit,  and  a  large  sheet  of 
translucent  glass,  through  which  shone  ever-chang- 
ing colors,  produced  by  vari-colored  electric  lights 
was  placed  back  of  the  falling  water,  giving  a  very 
pretty  eflPect.  In  an  aviary  10  feet  square  enclosed 
wdth  mesh  wire  were  over  100  singing  canaries.  Two 
rustic  bridges  spanned  the  brooks  at  different  points. 
The  paths  bordered  with  flowers  and  foliage  had  a 
ground  of  painted  canvas.  Pillars  were  covered  with 
paper  in  imitation  of  bark,  and  were  entwined  with 
clematis  and  honeysuckle  vines  and  blossoms. 
Flowers  in  great  profusion  were  u.sed  in  working  out 
this  very  charming  scene — ^wistaria,  daffodils,  iris, 
elderberry,  buttercups,  cyclamen,  narcissus,  lillies-of- 
the-valley,  snowdrops,  tulips  and  hyacinths.  The 
Spring-like  setting  aroused  an  intense  interest  in 
apparel  for  the  new  season,  being  effective  in  divert- 
ing the  minds  of  visitors  from  the  sense  of  wintery 
weather  outside. 


SHOULD  APPEAL  TO  THE  MERCHANT. 
The  first  annual  Convention  of  the  C.  W.  T. 
A.  should  interest  the  merchant,  because  it  places 
his  window  trimmer  in  touch  with  the  best  men 
in  the  business.  He  will  meet  them  personally 
and  they  will  give  him  ideas.  Merchants  are 
asked  to  see  that  their  representative  attends^ 
the  Convention. 


Notes  of  the  Fur  Trade 

Fall  of  1912  and  Winter  1913  will  see  a  good 
demand  for  the  furs  favored  by  fashion  for  use  on 
hats.  There  is  a  strong  tendency  manifest  in  ad- 
vance models  shown  by  the  New  York  houses  in 
favor  of  the  hat  which  is  nearly  all,  if  not  quite, 
of  fur,  to  go  with  the  fur  coat  and  muff,  or  the  set. 


Trimmings  of  fur  are  seen  on  the  velvet  gowns 
which  are  popular  for  the  coming  season.  Both  long 
and  short  hairs  are  to  be  used  if  style  authorities  are 
to  be  believed,  and  this  use  will  be  seen,  in  the  case 
of  the  short  hairs  especially,  on  the  little  dresses  of 
the  tailored  type  which  are  worn  with  the  street  hat 
and  greatcoat. 

Owing  to  the  fact  that  slaughter  of  the  sable 
under  the  most  wasteful  conditions,  such  as  the 
taking  of  the  mother's  pelt  while  pregnant,  and  the 
taking  of  the  pelties  of  the  moulting  animals,  has 
reduced  the  visible  supply  of  the  real  Rus.sian  sable 
to  almost  nothing,  the  Douma  has  passed  a  restric- 
tive measure.  This  comes  into  effect  from  February 
14th,  1913,  to  October  29th,  1916.  Between  those 
two  dates  the  killing  will  be  prohibited  entirely. 

It  is  hoped  that  this  measure  will  cause  the  sable 
to  multiply  once  more.  This  fur  is  the  most  fash- 
ionable and  beautiful  of  all  the  long  hairs,  and  the 
most  expensive  as  well.  It  may  be  distinguished  by 
the  softness  of  the  coloring  and  the  blueish  tinge  of  ■ 
tne  overhairs.  The  stone  marten  is  the  nearest  in 
resemblance,  and  this  also  is  very  rare  and  expen.sive 
fur.    The  sable  is  the  true  marten. 

Every  year  in  Russia  thousands  of  skins  are  sold, 
but  these  are  mostly  dyed  imitations.  There  are 
only  a  few  hundred  skins  of  first  quality  available 
year  by  year.  These  are  about  eight  by  twenty 
inches  in  size. 


The  Dauphin  Mercantile  Co.  has  been  incor- 
porated as  a  limited  liability  company,  with  the  fol- 
lowing directors:  Robert  Lilly,  H.  C.  Purdy,  B.  J. 
Shepard,  Geo.  L.  Irwin  and  J.  L.  Bowman.  In  a 
recent  announcement  the  policy  of  the  company  is 
.summed  up  under  three  heads:  "To  win  confidence; 
greater  values  for  our  patrons;  superior  service."  And 
the  principles  upon  which  they  will  build  their  busi- 
ness: "Integrity,  truthfulness,  progressiveness, 
liberality,  courtesy,  originality,  a  daily  presentation 
of  what  is  new,  coupled  with  a  determination  to 
satisfy."  They  intend  that  "every  announcement 
bearing  the  name  of  the  Dauphin  Mercantile  Co., 
Limited,  shall  be  in  simple  language,  impossible  to 
misconstrue." 
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PATRICIAN  GARMENTS 


WILL 

YOU  SEE 

HIM? 


Salesman  now  en  route  with  ^ 
our  Fall  Ran^e  to  see 


We  appreciate  the  fact  that  the  popularity  of  the  "Patrician"  garments  will  de- 
pend upon  their  merit  from  your  standpoint  and  that  of  your  trade  as  you  know  it. 

"Patrician"  Suits  and  Cloaks 

are  young  on  the  market,  but  their  youth  is  backed  by  the  widest  possible  ex- 
perience and  have  proven  their  merit  beyond  a  doubt. 

We  make  the  most  exclusive  novelty  garments  in  the  trade  to-day  and  hold  the 
record  for  meeting  the  requirements  of  the  out-size  business.  We  specialize  on 
stout  and  small  women's  and  misses'  garments. 

Be  sure  and  hold  your  order  until  you  have  seen  our  Fall    range. 
WRITE    FOR    SPRING    CATALOGUE 

Patrician  Cloak  &  Suit  Co. 

SAMUEL  BUILDING 

-King  and  Spadina  -         -         Toronto. 
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Layout  and   Equipment    for   "L"  Store 

Practical  plan  for  store  30  x  120  facing  two  streets  —  Relative  department, 
counter  and  shelving  arrangement  and  correct  section  allotment  —  Ques- 
tion of  ready-to-wear  location  discussed  —  Interior  lighting  and  decorations 


Editor  Dry  Goods  Review, 

Dear  Sir: — We  expect  to  enlarge  our  store  this 
Spring.  Can  you  tell  us  where  we  could  obtaiui  a 
good  layout  for  an  L-shaped  store?  It  will  have  a 
frontage  of  30  feet  on  two  streets  by  a  depth  of  120 
feet.  The  new  part  will  be  3  storeys,  but  we  will 
only  occupy  two  at  present.  We  carry  in  stock  gen- 
eral dry  goods,  carpets,  rugs,  oilcloths,  millinery, 
women's  ready-to-wear,  men's  furnishings  and  cloth- 
ing. We  want  ready-to-wear  on  the  ground  floor. 
We  might  go  out  of  men's  clothing  which  is  now 
kept  in  a  separate  store,  and  go  more  into  children's 
wear.  We  would  still  keep  men's  underwear,  over- 
alls, etc.,  as  women  buy  a  good  deal  of  that  class  of 
goods.  Might  add  women's  and  children's  boots 
and  shoes.  Millinery,  w^e  would  keep  upstairs — the 
new  part.  Would  like  to  have  good  stairway  too, 
and  toilet  and  washrooms  on  the  second  floor,  which 
will  be  30x120  each  way.  Would  like  office  down- 
stairs elevated  a  little  so  that  a  view  of  the  whole 
floor  is  possible. 


A  plan  providing  for  all  sections  as  they  should 
be  in  a  modern  store  is  illustrated.  It  is  important 
to  have  the  main  store  facing  the  principal  street 
and  with  this  in  view  it  is  only  a  matter  of  relative 
departments  and  transversing  layout  in  case  of  dif- 
ference in  thoroughfare  advantage. 

Display  windows  12  feet  wide  with  an  8-foot  en- 
trance and  single  or  double  panel  doors  or  circular 
doorway  is  suggested  on  each  street.  Depth  of  win- 
dows is  8  to  10  feet. 

In  store  front  construction,  there  are  many  good 
plans  and  merchants  are  adopting  brass  or  copper 
sash  with  corner  brackets  to  allow  for  most  glass  sur- 
face. Bases,  in  marble,  brass  or  wood  with  metal 
ventilators  are  set  in  and  tops  finished  with  prism 
or  fancy  glass  as  required  by  interior  lighting.  It 
is  usually  found  that  window  backgrounds  should 
be  6  feet  6  inches  to  8  feet  high,  and  completed  to 
the  top  with  white  plates  or  white  art  glass.  Avoid 
colored  glass  on  account  of  possible  reflection  on 
goods  displayed. 

The  idea  of  boxing  windows  by  putting  in  a 
slanting  top  is  not  so  prevalent  as  it  was,  as  a  more 
impressive  store  front  and  better  light  results  in  hav- 
ing display  spaces  full  height. 

Treatment  of  Windows. 
Backgrounds  proper  should    be    either    mirror, 
wood  or  veneer  in  anv    of  the    numerous    finishes. 


They  are  panelled  and  made  with  slide  entrances 
about  3  feet  wide  and  sliding  from  each  end.  Blinds 
draw  either  from  the  top  or  bottom  and  are  best  in 
green  holland,  both  for  color  and  service.  Art  glass 
or  fringed  velour  vallanees  are  used  to  finish  across 
the  top  and  made  with  firm  name,  monogram  or  in- 
itial. Electric  lights  in  hood  reflectors,  are  placed 
12  inches  apart,  that  is,  12  on  each  side  and  out  of 
sight  against  the  front  upper  sash.  Wooden  dividers 
would  be  handy  for  sale  windows.  Top  walls  and 
any  wood-work  outside  the  background  should  be 
painted  white  to  brighten  window  interiors  and  gain 
all  the  light  reflection  possible. 

Main  Flooe  Allotment. 

All  shelving  on  the  main  floor  is  about  6V2  to  7 
feet  high,  with  double  drawer  base  and  4  shelves,  10 
to  12  inches  apart,  except  where  specified.  This  al- 
lows plenty  of  height  for  dressing  ledges  as  well.  In 
the  space  to  the  left  of  the  doorway  is  dress  goods, 
silks,  linings  and  patterns.  These  are  kept  endwise 
in  shelving  30  inches  deep,  divided  to  suit. 

Staples  are  kept  in  shelving  36  inches  deep  and 
with  two  long  counters  for  display.  This  section  will 
hold  shirtings,  ginghams,  cottons,  sheetings,  flannel- 
ettes, flannels  and  all  goods  of  a  heavier  nature.  Di- 
rectly opposite,  in  12-inch  shelving,  lengthwise,  is  a 
good  counter  for  wash  goods,  muslins,  etc.  Delaines, 
flannels  and  wrapperettes  are  kept  here  in  Winter 
months.  This  is  also  a  good  location  for  tablings, 
linens,  etc. 

For  smallwares,  12-inch  shelving  is  best,  and  to 
get  good  salable  arrangement,  3  cases  and  one  coun- 
ter are  allotted  to  this  section.  Stock  will  be  kept 
with  neckwear,  ribbons  and  notions  in  display  cases, 
buttons,  gloves,  handkerchiefs,  hosiery  and  corsets 
in  shelving,  and  fancy  goods,  yarns,  laces,  trimmings 
and  embroideries  in  drawers.  Next,  is  a  special  de- 
partment for  underwear  and  whitewear,  although  it 
is  general  to  have  duplicate  sections  in  the  ready-to- 
wear. 

To  finish  the  main  store  there  are  cases  each  side 
of  the  door  for  parasols  or  special  displays  and  12- 
foot  tables  down  the  centre  of  the  store  mil  be  found 
suited  for  di^ess  goods,  wash  goods,  bedding  and  sale 
displays  according  as  stock  is  light  or  heavy  in  dif- 
ferent departments. 

Shoe  Section. 

Allowing  for  a  freight  elevator,  8  feet  square,  the 
space  for  about  36  feet  each  way  in  t!'K^  L,  would 
make  an  ideal  footwear  department  with  12-inch  side 
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shelving  and  centre  yhoe  shelving,  6xGx2  feet,  placed 
as  required.  Women's  and  children's  bboes  are  kept 
on  ( ne  side  and  the  men's  department  on  the  other 
next  clothing  and  furnishings.  Seats  are  arranged 
to  advantage. 

Regarding  location  of  women's  ready-to-wear  de- 
partment, if  there  is  any  real  advantage  in  keeping 
women's  and  children's  ready-to-wear  garments  down 
stairs,  spaces  6,  7,  8  are  as  suitable  for  women's  as  for 
men's  department  as  far  as  arrangement  is  concern- 
ed. But  it  is  usually  found  that  women  prefer  more 
seclusion  and  quiet  in  buying  and  besides  it  is  almost 
impossible  to  keep  stock  clean  from  dust  blowing  in 
from  outside  or  raised  from  sweeping  and  busier  sec- 
tions. While  the  ground  floor  is  all  right  for  men's 
clothing  and  furnishings  there  is  for  some  unexplain- 
able  reason  no  better  success  for  women's  ready-to- 
wear  on  the  first  floor  than  on  the  second.  To  most 
buyers  there  is  a  loss  of  style  or  counter  attractions 
to  passing  customers,  but  if  it  is  decided  to  remain 
on  the  main  floor  this,  if  any,  is  the  proper  location. 


Problems  of  Ready-to-wear  Location. 

There  are  only  one  or  two  stores  in  Canada  that 
have  ready-to-wear  on  the  ground  floor,  but  these  are 
isolated  cases  and  although  it  must  be  admitted,  are 
growing  departments,  it  is  specialization  on  one  de- 
partment to  the  exclusion  of  others  in  these  cases. 
Other  merchants  may  claim  that  the  growing  im- 
portance of  women's  ready-to-wear  now  warrants  the 
best  space  in  the  house.  With  proper  growth  in  all 
departments,  it  is  only  a  matter  of  time  before  all  the 
main  floor  will  he  wanted  for  departments  suited 
only  to  this  floor  and  ready-to-wear  eventually  have 
to  go  upstairs.  It  is  all  a  matter  of  locality,  but  with 
such  a  layout,  it  would  be  unusual  if  men's  clothing 
and  furnishings  were  not  the  best  paying  department 
of  the  two  and  therefore  entitled  to  this  location. 

Clothing  wardrobes  are  placed  on  either  side,  the 
distance  from  the  stairway  to  the  office.  Cases  and 
counters  with  12-inch  shelving  will  give  plenty  of 
space  for  collars,  ties  and  hosiery  on  one  side  and 
shirts  and  underwear    opposite.      Similar   table  ar- 
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KEY   TO    DEPARTMENT    LOCATION. 

1  —  DRESS  GOODS— Silks,   linings,   patterns. 

2  —  STAPLES— Sheetings,  shirtings,  flannelettes,  flannels. 

3  —  SMALL  WARES— Buttons,  ribbons,  gloves,  neckwear, 

hosiery,  laces,  embroidery,  notions  and  underwear. 

4  _  WASH  GOODS— Prints,  muslins,  lawns,  UNENS. 

5 —  BOOTS  and  SHOES— Men's,  women's  and  children's. 

6  — MEN'S  CLOTHING. 

7  _  8  —  FURNISHINGS— Neckwear,    shirts,    underwear, 

sweaters. 

9,  10,  11  — HOME   FURNISHINGS  —  Draperies,   carpets, 
rugs,  oilcloths. 

12,  13,  14,  15  —  READ  Y-TOWEAR— Underskirts,  children's 
wear,  whitewear,  blouses,  suits,  coats,  dresses. 

16,  17  —  MILLINERY.       18  —  REST  ROOM. 
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First  and  second  floors  of  L-shaped  dry  goods  store,  carrying  general  stock  of  from    |50,0fl0   to    $75,000,   comprising  dress   goods, 
silks    smallwares,  staples,  boots  and  shoes,  men's  clothing,   ready-to-wear   garments,  millmery    and   carpels,    snowing 
'  relative  department  location,  equipment  and  lighting  facilities. 
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Children's:  Dresses 

Tip-Top  Little  Ginghams 
Dainty  Whites 

We  follow  the  trend  of  fas'hion  as  closely 
in  the  manufacture  of  children's  dresses  as  do 
Che  makers  of  women's  gowns. 

This  season  there  is  a  strong  demand  for 
the  gingham  dress  for  the  little  miss.  We  are 
well  prepared  with  a  very  fine  range  of  exclu- 
sive models  to  meet  all  requirements. 

Our  white  lingerie  dresses,  too,  are  most 
interesting. 

Assortment  sent  for  approval,  with  no  ex- 
pense to  you. 

Home  &  Watts 

LIMITED 
Duncan  and  Adelaide  Streets,  Toronto   , 
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COATS 


"THE   COAT   HOUSE   OF   CANADA" 

Our  undivided  attention  is  gfiven  to  designing  and   making  Coats — cloth 
coats  and  rainproof  coats  of  every  description. 

The  Spring  range  of  Linen,   Silk  and  Tweed  Coats  is  now  being  shown 
by  our  travellers  for  immediate  delivery. 

For  Fall  and  Winter,    1912-13,  we  are  showing  coats  in    Naps,    Chin- 
chillas, Sealettes  and  imitation  Lambskins  in  all  the  latest  designs. 

As  usual  we  are  also  showing  an  extensive  range  of  rainproof  coats. 

The  National  Rubber  Co.  of  Canada 

TORONTO  MONTREAL 
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rangement,  as  in  the  other  section,  is  suitable  here 
also. 

With  such  a  layout  (No.  12),  30  and  36-inch 
shelving,  30-inch  aisle  space  and  29  to  30-inch  coun- 
ters, there  is  approximately  7  and  8-foot  aisle  space 
each  side  of  centre  tables  with  more  at  the  clothing 
wardrobes  and  less  at  the  offices. 

Full  View  of  Store. 

Cashier's  office  is  about  8x12  feet  and  is  about 
the  only  location  giving  full  view  of  the  store  by  be- 
ing raised  two  feet  or  more.  It  also  gives  the  shortest 
cash  carrier  line  and  therefore  quicker  service. 
Proper  location  for  stations  is  suggested.  Private 
office,  6x8  feet,  is  in  a  quiet  place,  giving  a  view  of 
the  main  store  or  usually  busy  section. 

A  great  deal  depends  on  cash  system  used  whether 
parcel  desks  are  located,  as  marked.  If  parcel  wrap- 
pers are  kept,  their  desks  would  be  most  convenient 
next  stairways  and  in  smallwares  shelving.  A  gen- 
eral parcel  desk  for  collecting,  delivery,  sorting  and 
checking  is  needed  and  served  by  parcel  chute  from 
second  floor  situated  next  elevator  or  shaft. 

To  reach  the  second  floor  a  4-foot  L  stairway  is 
planned  for  each  side  making  the  store  access  doubly 
valuable.  Women  can  go  direct  to  the  millinery  and 
ready-to-wear  departments  and  men  shopping  in  the 
furnishings  or  clothing  adopt  and  have  no  objection 
to  the  most  expedient  way  of  reaching  the  carpet 
section. 

Depaetments  on  Second  Floor. 

Second  floor  layout  is  comparatively  simple  and 
two  lightwells  are  used  to  good  advantage.  At  the 
head  of  the  stairs,  rugs  are  shown  on  a  circular  rack 
and  meet  the  eye  of  prospective  customers,  as  they 
reach  this  floor.  From  the  stairs  to  the  front  12-inch 
shelving  holds  draperies,  damasks,  reps,  felts,  cur- 
tains and  hangings.  Tables  are  used  altogether  on 
the  second  floor,  except  in  the  millinery  section  and 
once  in  the  ready-to-wear. 

For  carpets,  24-inch  shelving,  38  inches  high  at 
bottom  and  30  inches  on  all  tiers  above,  will  hold  all 
the  carpets  carried  now  in  view  of  the  greater  demand 
for  rugs.  Floor  here  to  the  end  of  the  stairway 
should  be  hardwood  with  polished  finish.  At  the 
stairs,  is  a  good  place  for  12  j  4  oilcloth  rack,  narrower 
widths  being  arranged  upright  around  the  lightwell. 

One  of  the  best  places  beside  the  basement  for 
sales  clerks'  wraps  is  just  opposite  in  an  otherwise 
neglected  corner.  Metal  lockers  are  now  approved 
and  there  is  room  for  two  rows  of  12  eighteen-inch 
cabinets.  This  space  is  also  contributary  as  any  to 
all  departments  and  in  coming  or  going  from  the 
store. 

Equipment  and  Accessibility. 
Ready-to-wear  departments  are  equally  accessible 
from  both  stairways.     Floors  should  be  carpeted  in 


heavy  pile  green  carpet,  hardwood  and  rugs  or  heavy 
inlaid  linoleum  as  cheapest  and  best.  In  the  corner 
is  a  good-sized  receiving  room  for  marking  and  for- 
warding goods  and  next  to  it  is  the  alteration  depart- 
ment. It  will  be  noticed  that  it  is  possible  to  see  all 
sections  of  this  floor  from  this  room. 

Shelving,  18  inches  wide  and  two  tables  with  a 
couple  of  bar  racks,  will  hold  underskirts,  kimonas, 
wrappers,  etc.  On  the  other  hand  is  a  6x6  feet  fitting 
room,  small  washroom  adjoining  and  shelving  for 
children's  wear  and  stork  department.  Whitewear, 
blouses,  underwear  and  flannelette  underwear  are 
kept  in  12-inch  shelving.  One  case  is  needed  to  dis- 
play better  waists  and  counter  and  table  for  selling 
and  display.  Four  bargain  tables  around  the  sky- 
light can  also  be  used  for  showing  blouses,  whitewear 
or  seasonable  lines. 

From  the  stairs  to  the  infants'  section,  there  is 
just  room  for  another  fitting  room  and  washroom,  as 
well  as  a  series  of  wardrobes.  Mirrors  are  placed  in 
preferred  positions.  With  a  6-foot  fitting  room  and 
10xl2-foot  milliners'  workroom,  there  is  14  feet  of 
space  that  can  be  used  as  a  writing  or  customers'  rest 
room  or  adding  another  section  or  sale  circle  and 
marking  the  dividing  line  between  millinery  and 
ready-to-wear  sections. 

Millinery  and  Workrooms. 

Shelving  for  flowers,  velvets,  ribbons  and  trim- 
mings are  built  from  the  stair  and  workroom  to  the 
front.  Counters  or  cases  and  tables  are  shown  with 
centre  floor  cases,  about  9x9  feet.  A  counter  next 
the  workroom  and  a  table  near  the  stairs  are  used  for 
preparing  stock,  shapes  or  sale  goods  respectively. 
A  couple  of  boudoir  tables  for  individual  selling 
would  help  to  make  a  complete  department. 

To  handle  parcels  on  the  second  floor  and  in 
malting  change  one  of  the  juniors  in  each  section  do 
this  and  are  usually  supplied  with  individual  regis- 
ters in  each  department. 

Interior  Lighting. 

For  interior  lighting  small  crosses  designate 
probalble  location  of  lamps  and  the  most  satisfactory 
of  these  are  tungsten,  hundred  candle  power  on  first 
floor,  and  difl^using  bulbs  hung  on  chains  on  the  2nd. 
Individual  16-candle  power  lamps  will  be  needed  in 
the  offices,  workrooms,  fitting  and  receiving  rooms. 
All  cases  are  lighted  with  16-candle  power,  long 
lamps  in  reflecting  hoods  and  placed  invisibly  along 
the  front  sash  of  the  case.  Wardrobes  are  best  light- 
ed, and  approved  cabinets  are  fitted  with  double  ex- 
tension hangers  and  large  enough  for  salespeople  to 
go  inside.  If  bar  racks  are  used  they  can  be  arranged 
to  take  up  the  same  space  and  give  a  wardrobe  effect. 
Wall  Decorations. 

In  completing  the  store,  all  wall  fixtures  should 
be  done  white  and    enamelled.      Cases,    tables   and 
(Concluded  on  page  129.) 
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A  Brilliant  Petticoat  Showing 

is  at  Your  Service   in   the  "Kaybro"   Line 


"JTAYBRO"    petticoats   carry   a    refined 
distinction  with  them  and    embody 
the  rarest  values  found  in  the  trade. 

This  is  No.  915 

Satin  petticoat  in  24  different  shades, 
including:^White,Ivory,  Pink, Turquoise, 
Mauve,  Champagne,  Apricot,  V\/isteria, 
Old  Gold,  Coral,  Grey,  Bois  de  Rose, 
Cerise,  Emerald,  'Empire,  Wine,  King's 
Blue,  Copenhagen,  Brown  1,  Brown  2, 
Myrtle,  Navy  1,  Navy  2,  Black. 

The  "Form  Fitte"  embodies  all  the 
necessary  lines  for  the  late  styles  of  outer 
dresses.  The  "  Form  Fitte  "  is  the  only 
fitted  petticoat  that  has  stood  the  test,  and 
it  has  proven  to  be  the  only  "Form  Fitte" 
petticoat  which  could  be  worn  with  the 
narrow  outer  skirt. 


WRITE    FOR  SAMPLES  TO-DAY. 


McKay  Bros.,  Ltd. 

182  Spadina  Avenue 
TORONTO 
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REPRESENTATIVES: 
Western  Ontario,  (Mc    Canada, 

L.  L.  Rawson  David  R.  Stove 

Eastern  Ontario, 

F.  E.  Rosser 


The  House 
of  Quality 


The  House 
of  Style 


Your  One  Best  Buy 

Your  own  best  judgment  of  style,  value  and  fit  is  a  good  landmark  to  follow  in  deciding 
upon  a  line  for  your  Spring  and  Summer  ready-to-wear  business.  We  are  quite  content 
to  let  our  range  of 

INDEPENDENT"  SUITS  AND  COATS 
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stand  on  its  merit,  for  we  are  confident  that  it  is  unequalled  anywhere  in  the  trade. 
We  are  showing  an  immense  range  of  the  big  Spring  novelty  Whipcord  in  shades  of 
Grey,  Tan  and  Copenhagen. 

Our  range  of  Fall  and  Winter  Coats  is  in  the  hands  of  our  salesmen,  who  will  call  on 
you  in  the  near  future  and  solicit  your  inspection.  We  are  sanguine  of  a  great 
success  with  our  very  large  and  excellent  assortment. 

SEE  OUR  RANGE 

THE   INDEPENDENT   CLOAK   COMPANY 

551-553  QUEEN  STREET  WEST,  TORONTO 
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'Uhere  are  two  kinds 
of  advertising — one 
fills  up  the  newspaper 
profitably,  the  other 
fills  up  the  store — 
profitably;. 


The    Note    of    Authority 

Spring  advertising  shows  practical  use  of 
attractive  news  features  —  Illustrated  in 
pageant  and  advt.  by  Regina  Trading  Co. 
— How  admen    are    describing    new  lines 

FASHION  pageants  and  promenades  have,  this 
year,  been  carried  out  on  a  more  elaborate 
scale  than  ever  before,  and  have  been  more 
widely  adopted.  The  extent  to  which  realistic  dem- 
onstration has  been  employed  for  the  purpose  of  cen- 
tering attention  in  the  read^^-to-wear  and  millinery 
departments  and  incidentally  arousing  interest  in 
others,  at  the  most  advantageous  period,  is  in  strik- 
ing contrast  with  the  methods  employed  a  few  years 
ago,  and  in  advertising  for  the  opening  seasons,  the 
improvement  has  been  equally  worked.  The  appeal 
both  in  display  and  through  the  press  has  become 
more  direct,  has  specialized  more  confidently  upon 
attractive  news  features,  has  drawn  people  in  spite  of 
counteracting  conditions.  There  is  a  fuller  note  of 
authority  in  these  displays  and  in  the  advertising 
which  carries  further  in  creating  the  impression  that 
to  ignore  the  features  of  a  new  season,  artistically 
posed  and  cleverly  described,  would  be  to  deprive 
one's  self  of  a  decided  treat. 

Not  only  in  the  realm  of  apparel,  but  also  in  home 
equipment  and  other  sections  of  the  store,  has  atten- 
tion been  given  to  a  more  concentrated  summing  up 
of  selling  features,  and  to  displays  and  advertising 
calculated  to  cover  every  possible  detail  of  informa- 
tion or  suggestion  necessary  to  the  education  of  the 
customer. 

Ads.  and  Displays  Co-Operated. 
A  full-page  advertisement  of  the  Regina  Trading 
Co.  reproduced  here,  and  the  pageant  which  it  an- 
nounced, serve  to  illustrate  the  idea.  Here  were  two 
forms  of  advertising  which  did  credit  to  each  other, 
the  one  encouraging  in  an  artistic,  but  practical  way 
an  anticipation  which  was  in  no  sense  disappointed. 
The  pageant  was  well  staged  by  A.  Fraser  Little, 
head  of  the  department.  It  was  an  ex'hibition,  on 
living  models,  of  exquisite  reception  and  tea  gowns. 
There  was  neither  buying  nor  selling — not  even  an 


order  was  permitted  to  be  taken.  The  department 
was  transformed  into  a  reception  room,  opening  upon 
a  garden  hedged  l)y  a  fence  over  which  clambered 
vines  and  wistaria.  The  garden  contained  rustic 
seats  and  a  wistaria  arbor.  Beyond  was  an  inner 
court  to  which  admission  was  gained  through  gates 
resplendent  in  w-hite  enamel  and  gold.  After  chat- 
ting amid  the  palms  and  flowers,  groups  of  fashion- 
ably clad  women  stepped  into  a  drawing  room  where 
an  afternoon  tea  was  in  progress.  The  walls  were 
here  hung  with  crimson,  on  the  floor  was  a  rug  of 
fawns  and  crimson  and  the  warm  tones  were  repro- 
duced in  the  mahogany  furniture. 

The  three  hostesses  wore  genuine  tea  gowns  which 
have  returned  to  favor,  one  being  a  dainty  creation 
of  white  satin  ribbon  with  fine  Val.  insertion;  the 
second,  of  saxe  blue  messaline  .silk,  trimmed  with 
broad  band  and  yoke  of  cream  embroidered  filet  net; 
the  third  was  of  biscuit  messaline,  the  skirt  shirred 
into  the  short  waist  which  was  of  shirring  with  much 
lace  insertion. 
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Full-page    opening    announcement     by  the    Regina 
Trading    Co,    that   was  decidedly  attractive. 
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When  a  Coat  is  Done 
it  Isn't  Done 

talking  for  you  if  you  are  the  seller  and 
put  a  WOVEN  LABEL  on  it.  When 
it  was  new  it  kept  saying:  "How 
d'you  like  me?"  and  now,  when  the 
wearer  is  through  with  it,  it  says:  You 
can  get  another  Avhere  I  came  from." 
That's  just  what  you  want  to  tell  him 
yourself,  only  you're  not  there.  The 
woven  label  IS  THERE  ALL  THE  TIME. 

CANADA  LABEL  &  WEBBING  CO.,  Limited 
Toronto,  Canada 


What  One 

Manufacturer 

Said: 

"I  am  a  strong" 
believer  in  label- 
ling goods.  I  have 
proved  the  merits 
of  labelling  beyond 
a  doubt." 

WOVEN  LABELS 

are  of  superior  quality  and  fin- 
ish. They  are  business  getters 
from  the  word  go. 

Write  for  Particulars  and  Samples 

The   Colonial  Weaving   Co., 

LIMITED 
PETERBORO'       -  -         ONTARIO 


TWO  MORE;of;our  BEST  NUMBERS 
but  we  have  many  others 

Up-to-the  Minute  Styles 
at  $3.50 

Send  us  a  Sample  Order. 


No.  1041— Made  of 
A 11 -Wool  storm 
serge,  all  shades  and 
sizes.  A  dandy 
model  at  $3.50. 


No.  1042— Made  of 
fine  All-Wool  storm 
serge.  A  big  seller, 
in  all  sizes  and 
shades  at  $3.50. 


Right 


STYLES 

PRICES 

WORKMANSHIP 

FIT 

DELIVERIES 


Electros  furnished  free  for  your 
retail  advertising. 


A.  E.  Marcil 

Misses'  and  Ladies' 

Skirts   and    Dresses 

620  Visitation  Street    ■    MONTREAL 

Factory — Chambly,  Canton,    Que. 
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Charming  frocks  were  worn  by  the  assistants  who 
presided  over  the  tea  table. 

The  description  here  given  of  this  pageant,  and 
the  advertising  in  connection  with  it,  is  strikingly 
indicative  of  the  fact  that  the  West  is  in  no  sense  be- 
hind the  older  portions  of  the  Dominion  in  adopting 
the  most  approved  style  features  or  in  setting  them 
forth  in  the  most  attractive  form  possible  for  the  cre- 
ation of  desire  and  quickening  of  demand.  In  this 
case  an  excellent  idea  was  effectively  carried  out,  re- 
flecting credit  upon  the  store,  upon  Mr.  Little,  not 
only  as  a  buyer,  but  as  a  department  manager,  the 
ad.  man  and  any  others,  who  had  part  in  it. 


What  New  York  Admen  are 
Talking  About 

Rich  plumes  and  novelties,  full  of  dashing  style. 
Give  new  smartness  to  hat  and   face — give  proud 
satisfaction  to  every  wearer. 
*    «    » 

Attractive  price  concessions  on  rugs.  Nothing 
richer  or  more  appropriate  could  be  selected  for  your 

Summer  home. 

•  »    * 

Corsets  built  on  the  long,  straight  lines,  giving 
the  smart,  low  bust,  the  modish  long  hip  and  back 
of  the  present  vogue.  They  make  figures  for  thou- 
sands; they  will  for  you. 

»    *    » 

The  answer  to  your  new  hat  problem  is  waiting 

for  you  here. 

♦  »    » 

Women's  outer  garments  are  being  displayed,  in- 
cluding later  foreign  models  for  street,  afternoon 
and  evening  wear,  of  real  laces,  chiffon,  cloth  or 
Dresden  lined,  tinsel  brocades,  pompadour,  plain  or 
changeable  chiffon  taffetas,  charmeuse,  faille  silk, 
broadcloth,     eoliennes     and     marquisettes    at    very 

moderate  prices. 

*  *    * 

Spring  importations  of  fashionable  dress  silks 
are  now  displayed  in  complete  assortments,  including 
the  new  shades  of  changeable  taffetas,  exclusive  de- 
signs in  French  foulards,  silk  suitings,  tailored 
gowns,  crepe  charmeuse,  taffeta  faconne,  imported 
washable  silks  and  crepes,  mourning  silks  and  white 
silks,  new  plaid  silks  and  shepherd's  checks. 

*  *     * 

Spring  millinery  for  women,  misses  and  girls.  A 
display  of  authoritative  and  exclusive  shapes,  show- 
ing newest  colors  and  materials  in  dress  and  tailored 
hats  in  fine  and  medium  qualities. 

*  •     * 

Among  the  finer  hats  are  noteworthy  examples 
of  Paris  modes,  with  many  adaptations,  whidh,  while 


losing  notliing  in  effectiveness,  are  to  be  had  at  lower 

cost. 

*  *    * 

Marabout  neckpieces — stole  and  cape  styles  of 
very  fine  imported  qualities  just  received  in  natural 
color  and  black,  including  high-class  novelties  espe- 
cially suitable  for  early  Spring  wear. 

*  •     * 

Spring  apparel  for  infants.  The  coats  especially 
are  splendid  values — so  effective  and  dainty.  Yet  so 
workman-like  and  sturdily  made,  and  so  low  in  price. 

*  *     • 

Women's  tailored  suits. — Ten  new  Paris  models 
reproduced  by  us  exclusively  at  $25  to  $45  dollars 
to  meet  the  insistent  demand  for  smart  tailored  ap- 
parel at  popular  prices. 

•  «    » 

New  spring  blouses. — Blouse  wear  is  the  one  fea- 
ture of  a  woman's  apparel  in  which  she  can  afford 
to  have  plenty  of  variety  and  change,  for  half  a  dozen 
to  a  dozen  pretty  waists  can  be  bought  for  the  price 
of  a  tailored  suit  or  dress. 

*  •     • 

4,000  pairs  of  lace  curtains. — This  is  a  thorough- 
going disposal  of  lace  curtains  from  our  regular  stock, 
in  preparation  for  the  new  shipments  of  Summer 

curtains. 

»    »    * 

Put  money  in  the  bank  by  buying  your  Summer 
home  furnishings  at  these  exceptional  money  saving 

prices. 

*  •     • 

The  newest  upholsteries.  A  bewildering  variety 
of  fairyland  fabrics,  imported  and  domestic. 

*  *     * 

The  craze  for  cretonnes  is  easy  to  understand 
when  one  sees  the  manifold  uses  to  which  these  beau- 
tiful, yet  inexpensive  prints  can  be  applied. 

Cretonnes  in  place  of  wallpaper,  cretonnes  on 
your  bed,  cretonnes  on  your  windows,  cretonnes  on 
your  furniture,  cretonnes  on  your  cheffonier  and 
dresser,  cretonnes  on  the  verandah,  cretonnes  in  the 
sun  parlor,  cretonnes  anywhere  and  everywhere. 

Sombre,  Jacobean,  rose  and  hollyback,  foxglove 
and  dull  wood  shades,  rose  leaf  and  butterfly  designs, 
branch  and  flower  designs,  allover  designs,  designs 
that  are  merel}^  suggestive,  designs  that  are  strongly 
emphasized.  These  are  a  few  among  a  great  many. 
*       *       * 

Housekeepers'  sale  of  bed  coverings,  white  goods 
and  flannels.  Style  changes  so  little  in  such  homely 
things  as  sheets,  pillow  cases,  comfortables  and  bed- 
spreads that  they  are  perhaps  more  staple  than  any 
other  kind  of  merchandise.  Therefore,  prices  vary 
but  slightly  and  to  make  good  savings  on  them  is 
about  as  gratifying  as  it  would  be  to  buy  three  car 
tickets  for  10  cents. 
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Layout  and  Equipment  for  "  L  "  Store 

Continued  from  page  124. 

counters  of  oak  or  mahogany  and  fitting  rooms  and 
other  workrooms,  oak  grained  to  match,  give  a  good 
serviceable  finish.  Walls  decorated  in  champagne 
or  green  ingrain  or  leather  effects  with  border  or 
panel  to  match  are  correct  for  any  department,  do 
not  detract  from  goods  displayed  and  are  easily  re- 
newed. Rubber  plates  with  brass-faced  steps  make 
a  satisfactory  and  lasting  stair  treatment. 

Suggestions,  Stock  and  Likely  Capacity. 

Referring  again  to  the  ready-to-wear  department 
on  the  main  floor  it  will  be  found  that  carpets  sell 
better  in  this  location  and  are  one  of  the  best  dei)art- 
ments  to  develop  in  most  towns  to-day.  It  dee-  not 
require  a  much  heavier  stock  but  with  extra  attention 
and  a  good  department  manager,  this  department 
will  show  a  growing  turnover  each  season. 

In  the  store  illustrated,  there  is  room  for  a  well 
ai^sorted  general  stock  with  representative  depart- 
ments totalhng  from  $50,000  to  $75,000,  giving 
each  i-ection  its  due  importance  from  a  Canadian 
buying  standpoint.  It  should  be  an  ideal  store  for 
a  town  or  city  with  from  10,000  to  20,000  popula- 
tion. 


Traveling  Salesmen  Protest 

THE  past  Winter  has  been  one  of  particular 
severity  from  the  viewpoint  of  the  traveling 
salesman.  The  varying  degrees  of  comfort  in  many 
of  the  hotels,  particularly  in  some  local  option  dis- 
tricts where  there  is  little,  if  any,  government  regula- 
tion, forms  a  chapter  that  reads  very  much  like  hard- 
ship. A  protesting  deputation  of  travelers  recently 
waited  upon  the  Premier  of  Ontario  and  the  Pro- 
vincial Secretary,  and  urged  the  importance  of  closer 
inspection  in  those  districts,  and,  if  deemed  neces- 
sary, the  imposition  of  a  nominal  tax,  bringing  the 
hotels  still  more  directly  under  the  eye  of  the  gov- 
ernment. The  travelers  complained  that,  in  many 
cases,  rates  were  out  of  proportion  to  the  accommo- 
dation; that  rooms  were  cold,  with  bed  clothing  in- 
sufficient, and  some  beds  very  dirty ;  that  the  food 
was  of  a  very  low  order,  the  cooking  bad  and  the  ser- 
vice worse  than  a  joke;  sample  rooms  dirty,  and  sani- 
tary improvements  and  conveniences  woefully  lack- 
ing. 

Such  a  state  of  affairs  as  that  described  by  the  tra- 
velers evidently  demands  immediate  attention.  The 
Premier  and  Provincial  Secretary  assured  them  that 
their  complaints  would  be  attended  to  at  once. 


hey  Stay  Tailored 

Merchant  tailors  will  tell  you  that  no  suit  will  stay 
tailored  unless  it  is  made  of  good  materials,  with  good 
trimmings,  and    properly    tailored  in   the    first  place. 

This  is  exactly  where 

TACKABERRY-STONE  SUITS 

excel.  They  are  right  to  begin  with  and  as  a  result 
stay  right.  They  are  strictly  high  grade.  See  our 
style  folder.     We  specialize  on  Furrier  Shells. 

Tackaberry-Stone,    Limited 

555-557  Bloor  Street  West,  at  Bathurst 
TORONTO 
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Celebrate  44th  Year— Plan  Forward  Step 

Dupuis  Freres,  Montreal,  to  add  new  departments  —  Will  form  Mutual 
Aid  Association  for  employees  —  First  floor  to  be  remodeled  and  new 
elevators    installed  —  How    the  anniversary  was  celebrated  —  Elaborate  sale 


DURING  the  week  of  March  18th,  the  store  of 
Dupuis  Freres,  Montreal,  put  on  its  gayest 
apparel  in  celebration  of  the  firm's  44th  year 
in  business.  The  event  was  planned  to  set  forth  in 
the  most  effective  way  possible,  that  enthusiasm,  ap- 
preciation and  optimism,  which  enters  so  largely  in- 
to the  general  temperament  of  the  house,  but  which, 
in  this  important  event,  had  all  the  more  reason  for 
eloquent  expression.  The  celebration  took  the  form 
of  an  elaborate  sale,  timed  for  three  weeks  before 
Easter.  The  two-page  advertisement  here  reproduc- 
ed, will  convey  some  idea  of  the  way  in  which  the 
anniversary  was  featured. 

The  first  dry  goods  store  on  St.  Catherine  St., 
Montreal,  was  Dupuis  Freres'.  Its  founder  was 
Joseph  Nazaire  Dupuis,  w*hose  father  had  just  died, 
leaving  him,  the  eldest  son,  the  responsibility  for  car- 
ing for  his  seven  brothers  and  one  sister.  In  1868, 
he  opened  his  first  store.  At  the  end  of  two  years, 
larger  quarters  were  necessary  and  the  store  was  re- 
moved to  Amherst  St.  In  1874,  three  brothers, 
Joseph  Nazaire,  Odilon  and  Louis,  formed  a  partner- 


ship and  opened  a  wholesale  dry  goods  concern  on 
St.  Paul  Street.  This  was  discontinued,  however,  on 
the  death  of  J.  N.  Dupuis,  two  years  later.  The 
brothers,  Odilon,  Louis  a:nd  Eugene  continued  the 
St.  Catherine  St.  store  under  the  name  of  Dupuis 
Freres.  In  1878,  Eugene  left  to  go  to  Ottawa  and  in 
1881,  Alex,  and  Narcisse  came  into  the  firm.  A 
co-partnership  was  formed  at  that  time  and  a  new 
building  erected.  In  1896,  Narcisse  Dupuis  purchas- 
ed the  controlling  interest,  and  he  immediately  add- 
ed five  neighboring  stores  to  the  original  building. 

For  Mutual  Aid. 

For  the  future,  the  firm's  plans  include  some 
very  important  steps.  The  volume  of  business  in  the 
past  seventeen  years  represents  an  increase  of  300 
per  cent. — a  growth  suggesting  and  demanding  a 
most  progressive  policy.  A  feature  of  the  new  or- 
ganization will  be  a  mutual  aid  association  for  its  em- 
ployees, and  a  reserve  fund  for  the  sick. 

(Concluded  on  page  140) 
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Two-page  advt.  of  Dupuis  Freres,  Montreal,  for  their  44th  anniversary.     Nine  o'clock  specials  were  featured  as  a  drawing  card  for 
opening  hour.     The  design  of  the  advt.  Is  very  appropriate,  and    the    wording    suggests    great    enthusiasm. 
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J.  NARCISSE  DUPUIS 
Actual  proprietor  (1912)  and  president  of  JJupuis  Freres   Limited 


PX'GENE  DUPUIS 
Director 


/i4>^^ 


A.JJ.IDUGAL,  Managing  Director. 
Formerly  withlW.  H.  Scroggie.  Ltd. 


E.  A.  LANDRY,  Superintendent. 
Formerly  with  W.  H.  Scroggie,  Ltd. 


The  Buyer's  Viewpoint 

Sponge  or  Terry  cloth  will  probably  be  much 
used  in  summer  millinery. 

Some  of  the  newer  models  are  of  the  1830  type, 
on  the  large  poke  bonnet  order  with  draped  crowns 
of  silk  and  brims  of  leghorn. 

Strings  are  introduced  on  some  of  the  large 
eighteenth  century  models. 


Prospect  of  Good  Season 

Large,  medium  and  small  shapes  in  great 
variety — Brims  as  a  rule  turn  up  in  some 
portion — Much    lace    in    summer    styles 

THOUGH  the  Spring  millinery  season  is  well 
advanced  now  and  is  progressing  favorably, 
no  one  shape  can  be  said  to  have  come  into 
extra  prominence.  On  the  contrary,  never  were 
shapes  more  varied,  and  the  only  well-defined  rule, 
and  even  that  is  broken,  is  that  brims  must  turn  up 
somewhere  or  other.  Some  turn  up  sharply  either 
at  the  front,  back  or  side,  \Vhile  others  are  softly 
rolling,  and  give  the  finishing  touch  to  undulating 
brims.  This  latter  brim  is  the  feature  of  the  larger 
hats.  Hats  range  from  the  small  and  cappy  models, 
through  those  of  medium  size  to  the  quite  large  and 
picturesque  shapes.  Very  new  are  the  small  Mar- 
quise hats.  This  is  the  latest  shape  in  tailored  mod- 
els. Small  and  medium  shapes  built  on  Derby  and 
Topper  lines  are  to  be  very  much  worn  with  the 
smart  suits  and  simply-made  tailored  drasses  of  serge 
and  Bedford  cord,  or  of  pique,  linen  and  agaric. 
These  hats  are,  as  a  rule,  of  Milan  straw  and  black 
or  white  is  mo.«t  favored.  Various  sailor  shapes  are 
on  the  market,  mme  of  which  only  seem  to  have  a 
remote  connection  with  the  orthodox  sailor  shape. 
Feather  stick-ups,  cockades  of  pleated  ribbon  or  dar- 
ingly posed  wings  of  fabric,  as  well  as  feathers,  are 
used  for  the  trimming  effects. 

The  vogue  of  the  pressed  s^hape  is  the  feature, 
tagels,  pedals,  fine  chips,  yeddas,  satin  plaits  and 
crins  being  the  .selling  straws.  Prices  for  tagels  and 
chips  are  very  high.  One  reason  is  the  demand,  and 
to  add  to  this  factor  is  the  revolution  in  China  and 
the  Italian  war.  Japan  is  the  only  market  open  for 
these  straws  at  the  present  and  naturally  has  met  the 
demand  with  increased  prices. 


Favored  Colors. 

The  colors  favored  at  present  are  decidedly  dark 
and  not  particularly  Spring-like.  Purj^le,  petunia, 
blue,  deep  green,  grey  and  cerise  are  the  leading 
shades.  There  is,  however,  a  growing  favor  shown 
to  gold,  burnt  leather,  string  and  putty  colors  and 
these  are  combined  with  white  either  with  or  with- 
out a  dash  of  high  color.  Primrose  pink  and  cerise 
are  the  colors  most  used  for  this  purpose.  Thus,  a 
hat  of  putty-colored  tagel — one  of  the  new,  large, 
low-crowned  shapes,  has  crown  and  brim  draped 
with  a  large  circular  piece  of  braided  net  edged  with 
a  box-pleated  ruff  J  e  of  Valenciennes  lace  tied  down 
by  a  pleated  drape  and  large  bow  of  pale  cerise  taffe- 
ta ribbon.  The  brim  turns  up  slightly  about  three 
inches  all  round  and  from  this  point  is  plainly  faced 
with  cerise  and  tan  shot  taffeta. 

It  must  be  confessed  that  flowers  are  most  used 
on  popular-priced  millinery,  but  the  novel  colorings 
and  the  new  mountings  are  very  attractive.  Upright 
mounts,  aigrette,  plume  and  wing  effects  are  com- 
posed of  mixed  flowers  matching  the  shot  silks  and 
ribbons  used  for  facings  and  other  trimmings. 

Cherries,  berries  and  small  silk  apples  are  very 
much  used,  and  these  come  in  tones  of  cerise,  pink, 
blue  and  tan.  The  high  novelty,  both  in  flowers  and 
these  fruits,  is  the  use  of  shot  silks  in  their  develop- 
ment. 

Paradise  plumes  are  used  on  the  very  smartest  of 
the  Spring  hats.  Others  have  wonderful  mounts  of 
ostrich.  Many  mounts  are  in  military  style  and 
many  are  in  Prince  of  Wales  style. 

Summer  fashions  will  see  the  use  of  a  great  deal 
of  lace  and  tulle,  the  general  tendencies  being  to- 
wards broad,  simple  lines  and  the  rather  sparse  use 
of  lace,  flowers,  or  feathers.  Facings,  ruchings,  rib- 
bons and  ribbon  streamers  indicate  the  direction  in 
which  fashion  is  moving. 
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Six  Smart 
Models  for 
Spring 
Sorting 


"Dixie"  (Plain  Band) 


"Grand  Choix" 


Sireen" 


"  Waldorf  " 


Orma  " 


"  Cecil " 


•yHERE'S  nothing  more 
*■  whimsical  than  "Dame 
Fashion's"  thoughts  and  he 
who  keeps  pace  with  them 
does  well. 


ET  us  have  your  sorting 
*     orders  each  week. 


The  D.  McCall  Co.,  Limited 

TORONTO 

WINNIPEG  VANCOUVER  MONTREAL  OTTAWA  QUEBEC 
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An  attractive  Spring  model.     Shown  by  the 
D.  McCall  Co.,  Toronto. 

Models  on  Poke  Bonnet  Order, 

All  hats,  either  large  or  small,  sit  well  down  on 
the  head  and  the  upper  part  of  the  face  is  well  shad- 
ed. Indeed,  at  some  angles,  it  is  almost  concealed 
from  view.  The  large  hats  are  very  large  indeed,  and 
have  low  rounded  crowns  and  wide,  drooping  'brims 
raised  picturesquely,  and,  as  a  rule,  with  the  trim- 
mings applied  quite  flatly.  Some  of  the  newer  mod- 
els are  of  the  Eestoration,  or  1830  type  and  are  on 
the  big  poke  bonnet  order  with  draped  crowns  of 


Millinery  Commissioners,  Limited 

Read  our   advertisement 
Page   135 


silk  and  brims  of  leghorn.  These  hats  are  trimmed 
with  nodding  clusters  of  plumes  or  rosettes  of  ribbon 
and  have  strings  that  tie  at  one  side  with  large  loops 
and  long  hanging  ends.  Strings  are  also  introduced 
on  the  large  eighteenth  century  models,  the  ribbon 
or  velvet  ties  being  banded  over  the  crown  and  across 
the  under  and  upper  brim  and  forming  a  bridle  that 
ends  under  long  loops  and  ties. 

Inspiration  for  Summer  models  may  be  drawn 
from  the  description  of  some  of  the  later  models. 
It  is  quite  probable  that  cotton,  sponge,  or  Terry 
cloths  will  be  much  used,  and  typical  is  the  black 
Milan  stray  having  low,  round  crown  and  straight, 
slightly  drooping  brim.  The  crown  and  part  of  the 
brim  is  covered  with  white  Terry  cloth,  and  the 
under  brim  is  half  faced  with  .sulphur  yellow  crepe. 
The  only  trimming  used  is  a  small  cockade  of  black 
lace  and  blue  velvet  fastened  on  to  the  hat  with  a 
blue  velvet  bow. 

Very  Summer-like  is  a  large  shady  model  with 
the  wide  drooping  brim  rolled  slightly  up  on  one 
side.  This  model  is  of  satin  straw,  covered  com- 
pletely with  dotted  Swiss  muslin.  A  ruffle  of  the 
muslin,  through  which  runs  a  ribbon  of  cerise  taffeta, 
girdles  the  crown,  and  is  tied  in  a  flat  bow  at  the 
back.  The  brim  is  finished  with  a  roll  piping  of 
cerise  and  white  shot  taffeta,  and  the  under  brim  is 
faced  with  heavy  Macrame  lace, 

A  lace-covered  hat  is  of  egg  blue  straw,  with  the 
crown  and  under  brim  covered  with  Macrame  lace 
dyed  dark  blue  and  pale  yellow.  There  is  a  band 
of  dark  blue  taffeta  around  the  crown,  ending  in  a 
bow  at  the  back,  and  the  wide  brim  is  looped  back 
to  the  crown  with  a  cluster  of  silk  fruit  and  leaves 
reproducing  the  colors  of  the  lace. 

Another  Summer  model  of  navy  blue  chip  has 
the  crown  and  outer  brim  covered  with  folds  of  blue 
tulle,  ending  with  a  soft  rudhing  of  the  same  out- 
lining the  brim  edge.  Six  large  roses  made  of  blue 
and  gold  changeable  taffeta  are  laid  around  the  base 
of  the  crown. 

Flowered  silks  and  chiffons  are  the  newest  of  hat 
trimmings.    Notable  is  a  Poiret  Dutch  cap  of  renais- 


BUY  RIGHT  FOR  FALL  1912 

We  are  specialists  for  fancy  feather  mounts,  wings  and  millinery  novelties 

We    are   showing  a   very  large   collection   of   real  novelty   effects  which   will  improve  your 

department.     You  will  have  an  opportunity  of  inspecting  our  range  of  samples  in  the  near  future 

and  we  leave  the  rest  to  your  own  judgment, 

Elliott,   Sherring:   &   Co.,   Limited. 

Manufacturers'  Agents  and  Importers  of  Millinery  Novelties 

37  Wellington  St.  West    -    Toronto 
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Millinery  Commissioners 


Limited 


PLAIN  TALK  TO  THE  TRADE 

If  your  Milliner  refuses  to  look  at  our  Import 
Range  for  Fall  1912,  you  miss  the  finest  range 
of  high-class  Millinery  shown  in  Canada. 

We  are  specialists.  We  are  only  offering  two 
lines---Untrimmed  Shapes  and  Feather  Mounts. 
This  concentration  permits  of  our  showing  a 
larger  assortment  of  high-class  Millinery  than 
you  have  been  accustomed  to  see. 

If  you  think  this  claim  is  stronger  than  our 
line,  have  a  look  this  season,  when  one  of  our 
representatives  calls  on  you. 


Millinery  Commissioners 


^Ml  Limited 

7  Front  Street  East  •  vi^S  - 


Toronto 
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A  model  which  illustrates  a  favored  vogue  in  Spring 
millinery.     Shown  by  the  D.  McOall  Co.,  Toronto. 

sance  lace  over  a  frame  covered  with  flowered 
chifi'on.  Flat  wreaths  of  ribbon  roses  trim  across  the 
front,  while  a  long,  narrow  bow  in  dull  pink  is  posed 
across  the  back. 

Oorday  models  of  shadow  lace  inset  with  pompa- 
dour medallions  are  new.  New  also  are  hats  of  white 
straw  covered  with  crepe  chiffon  veiling  floral  wreath.- 
of  cretonne  appliqued  to  the  straw. 


Harry  Lauder  Walking  Hats 

Popular  types  and  how  they  are  trimmed 
— Derby  styles  are  among    the  best  num- 
bers— New  effects   in  sailors. 

As  Easter  millinery  begins  to  appear  on  the  city 
streets,  one  sees  how  popular  the  jaunty  little  Harry 
Lauders  and  their  like  are  going  to  be  with  the 
younger  folks. 

The  balloon-like  models,  which  were  .shown  early 
in  the  season,  are  giving  place  to  more  moderate 
Tarn  O'Shanter  styles.  The  crown  is  allowed  to  lie 
Cjuite  flatly,  and  the  small  down  turning  brim  makes 
a  most  becoming  frame  for  the  face.  This  may  be 
in  various  outlines,  either  turning  down  straight,  or 
spreading  out  into  a  sort  of  halo.  In  any  case,  the 
upper  part  is  quite  large,  and  usually  caught  back 
with  quills,  fancy  feathers  or  flowers. 

While  the  Harry  Lauder  proper  is  notable  for 


it*  large  and  flat  top,  there  are  some  very  quaint 
variations  on  this  rule,  including  something  which 
approaches  the  Corday  bonnet  effect.  The  crown  is 
high  and  puffed  in  this  model,  while  still  retaining 
something  of  its  Tarn  s;hape,  and  small  flowers  in 
masses  or  a  triple  cockade  is  used  to  trim. 

The  practical  numbers  in  these  lines  are  made 
of  straw,  though  there  is  a  strong  feeling  for  the 
tulle  over  chiffon,  which  has  come  in  so  quickly  this 
year.  The  latter  gives  a  variegated  appearance, 
which  is  most  properly  in  keeping  with  the  season's 
fad  for  shot  effects. 

Again,  there  is  at  present  a  strong  feeling  for 
these  smart  walking  hats  in  shot  silk.  The  shot 
taffetas  are  used  for  this  purpose  to  good  effect. 
Fancy  feather  mounts  are  suitable  for  trimming,  as 
also  are  shaded  quills,  and  quills  of  ribbon.  An  un- 
usually smart  effect  was  obtained  by  the  placing  of 
the  large  "Gaby"  bow  at  the  place  where  the  crown 
was  caught  back.  A  twist  of  the  same  ribbon  passed 
round  the  base  of  the  crown  finished  the  trimming. 

Derby  hats  in  straw  are  now  considered  one  of 
the  best  numbers  of  the  season  in  the  strict  classifi- 
cation of  the  walking  hat.  These  may  be  either  en- 
tirely plain  or  they  may  have  a  fancy  feather  mount 
or  a  stiff  cockade,  which  is  very  soldierly  in 
appearance. 

Derbys  are  seen  in  both  black  and  w'hite. 
Wherever  it  is  desirable  to  cater  to  the  trade  of  the 
woman  of  medium  age,  who  desires  something  suit- 
able and  smart,  this  style  is  found  to  be  a  winner. 
At  the  same  time,  many  young  girls  are  taking  it 
up,  and  it  is  equally  becoming,  though  perhaps  not 
so  suitable  to  them. 

The  trimmed  Derby  should  be  pushed,  as  there 
is  always  a  danger  in  a  hat  which  may  be  worn 
without  any  trimming  whatever.  If  it  leaps  into 
popularity  as  the  Merry  Widow  and  the  sailor  types 
did,  it  makes  a  bad  season  for  the  milliner.  Hence, 
care  should  be  exercised  in  the  type  of  Derby  which 
is  stocked. 

The  newest  effect  in  sailor  hats  shows  the  brim 
slightly  curved  and  sweeping  up  a  little  on  each  side, 
with  a  corresponding  dip  back  and  front.  This 
admits  of  trimming  being  introduced,  either  in  the 
form  of  ribbon  bows  next  the  hair  or  some  other 
ornament. 


WINDOW   TRIMMERS! 

Watch  for  program  of  the  first  C.  W.  T.  A. 
Convention.  It  will  appear  in  the  May  1st  num- 
ber of  Dry  Goods  Review,  and  prominent  among 
its  features  are  addresses  on  practical  subjects 
by  some  of  the  leading  window  trimmers  and  card 
writers  of  America.  In  the  interests  of  your  work 
you  cannot  afford  to  overlook  this  event. 
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You  Will  be  Interested  in 

Our  Line 

IMPORT  MILLINERY 

FOR  FALL  1912 


Our  representatives  are  out  now.  When 
you  have  the  opportunity  offered  you,  to 
inspect  this  line,  make  a  special  effort  to 
do  so.  You'll  not  regret  having  seen  it. 
You'll  see  what  we  believe  to  be  the  finest 
range  of  Millinery  goods  offered  to  the 
trade. 

We're  ready  to  match  up  against  anything 
in  the  market,  and,  we'll  win  out  if  you 
consider  STYLE,  QUALITY,  VALUE, 
SERVICE.  Keep  in  touch  with  us.  The 
best  trade  say  **it  pays  them." 


Continental  Manufacturers'  Syndicate 

Limited 
77  YORK  STREET,  TORONTO 
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Lesson   19  —  Complete  Course  in  Cardwriting 

Illustrating     the     practical     use    of    brush     outline     script,    introducing    the 
striped    effect    in    making    fancy    cards. 

By    J.    C.    Edwards.       Copyright    Canada,    1911. 


TO  1)6  fair  with  the  student  in  cardwriting,  we 
do  not  reconnnend  the  script  lettering  for 
ordinary  cards.  In  the  first  place,  it  is  too 
line-lined  to  be  easily  read  at  a  distance;  in  fact,  a 
few  feet  away  renders  it  almost  unintelligible,  only 
tlie  wide  strokes  showing.  Then,  another  point  that 
favors  the  heavier  type  letter  more  than  the  fine 
script  is  the  fact  that  the  script  does  not  lend  itself  to 
larger  writing  where  a  whole  sentence  or  paragraph 
is  required,  as  the  more  broken  up  it  is  the  less  read- 
able it  becomes,  and  it  even  becomes  unsightly. 

Script  a  Graceful  Letter. 
However,  the  script,  when  gracefully  written,  may 
be  used  to  advantage  in  many  cases,  and  is  quite  de- 
sirable for  a  change  for  special  style  and  exclusive 
window  cards.  To  execute  the  script  well,  it  requires 
a  great  deal  of  practice  to  get  a  nice  flowing  effect. 
The  proper  slant,  too,  is  very  essential,  and  the  more 
practice  given  the  more  graceful  and  easy  will  be  the 
execution. 

Heavier  Stroke  for  Cardwriting. 
The  script  usually  taught  and  often  used  in  card 
work  is  decidedly  too  light  in  the  stroke,  and  should 
not  be  used,  except  for  very  fine  window  displays 
such  as  for  jewelry,  etc.  We  contend  that  any  letter 
that  cannot  be  read  easily  the  width  of  a  sidewalk  is 
too  light,  and  not  at  all  in  good  form  with  mer- 
chandizing ideas  of  to-day.  Of  course,  pretty  much 
the  same  formation  is  used  in  all  script  letters,  the 
difference  being  in  the  heavy  or  shaded  strokes,  and 
even  the  fine  lines  may  vary  to  a  degree. 


Be  Careful  to  Join  all  Letters  of  a  Wor». 

Though  in  some  cases  the  letters  do  not  really 
join,  yet  they  are  given  that  appearance  which  is 
absolutely  imperative,  othervAdse  the  words  would  be 
broken  up,  resulting  disastrously  to  the  reading  of 
the  inscription. 

Practice  the  vai'ious  strokes  found  throughout  the 
lesson— strokes  such  as  No.  1  of  "A,"  No.  3  of  "B," 
No.  1  of  "E,"  and  so  on,  until  you  become  thorough- 
ly acquainted  with  them.  Then,  learn  to  associate 
the  various  strokes  and  arrange  them  so  as  to  give 
the  proper  slant  to  the  completed  letter ;  for  instance, 
take  the  letters  "F"  and  "T"  (the  strokes  are  practi- 
cally the  same  in  these  two  with  an  addition  in  the 
"F").  Try  the  various  effects  that  changing  the 
strokes  on  these  letters  have,  and  end  up  by  making 
them  right  as  shown  in  the  plate. 

Practice  Making  Circles. 
Take  your  fine  pointed  brush  (a  red  sable  rigger) 
;iiid  fill  with  ink,  thinned  so  it  flows  readily,  but  not 


TELL  YOUR  CARD  WRITING  TROUBLES. 
The  Review  will  pay  for  articles  by  card- 
writers  who  have  followed  the  Edwards  Short 
Course  and  applied  it  in  developing  the  pro- 
ficiency of  their  work.  Articles  must  be  ac- 
companied by  samples  of  cards,  and  writers  are 
invited  to  describe  any  problems  which  they  may 
be  meeting  with  in  producing  their  cards.  These 
will  be  discussed  in  an  article  by  Mr.  Edwards 
whenever  desired  with  the  object  of  still  further 
assisting  card-writers. 


This  illustrates  the 
lined  effect  applied 
to  the  decoration  of 
a  show  card. 
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Plate    showing    the    various    strokes    used    in     brush    outline     script. 
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The  lined  effect  applied  to  llie  entire  face  of  the  card. 

too  easily,  and  practice  making  scrolls  and  circles, 
half  moons,  crescents,  cymas,  etc.,  until  you  get  com- 
plete confidence  in  yourself,  then  join  these  together, 
forming  letters,  and  end  up  with  words.  Follow  the 
strokes  indicated  by  the  arrows  and  numbers,  and 
watch  your  slant  and  spacing. 

The  Cards,  and  How  to  Make  Them. 

At  first  one  would  say  that  the  work  of  ruling 
the  fine  double  lines  on  the  striped  card  was  a  waste 
of  time.  Yet  the  actual  time  spent  in  doing  this  was 
only  a  few  minutes,  and  it  gives  such  a  decidedly 
different  effect  that  we  believe  it  is  worth  the  trouble. 
It  makes  a  fancy  card  (not  fancy  like  the  other,  but 
a  novelty)  out  of  a  plain  one.  A  ruling  pen  and  a 
"T"  square  was  used  for  this  purpose,  making  the 
stripes  1  inch  apart,  leaving  a  white  panel  in  the 
centre  for  the  wording.  To  demonstrate  the  use  of 
the  script  lettering  in  the  cards  belonging  to  this 
lesson,  it  was  necessary  to  use  the  lower  case,  as  will 
be  taught  in  the  next  and  last  lesson  of  this  series. 
Script  capitals  cannot  be  used  together  to  make  up 
a  word. 

The  Lined  Effect. 

A  number  of  very  catc^hy  effects  may  be  obtained 
by  using  the  fine  lines.  One  way  is  to  line  the  letter 
as  was  shown  in  a  previous  lesson ;  another  idea  is  to 
line  the  card  around  the  letter  and  decoratio^,  and 


yet  anotlier  style,  which  is  very  effective,  is  to  line 
the  decoration  as  is  shown  in  the  accompanying 
card. 

The  whole  design  and  lettering  in  this  case  was 
j)enoilled  out,  then  outlined  with  a  brusih  and  ruled 
with  a  rilling  pen,  leaving  the  lettering  open.  The 
si>ray  of  roses  and  the  ribbon  was  then  given  a  tint 
— any  desirable  tint  of  very  light  wash  colors  so 
that  the  lines  will  show  through  may  be  used.  In 
this  case,  for  reproduction,  two  shades  of  grey  were 
employed.  The  lettering  was  then  filled  in  with  uu 
opaque  grey.  Grey,  of  course,  is  rather  a  dead  shade 
for  window  cards  in  practical  use,  and  we  would  ^.u.g- 
gest  brighter  tints,  which  would  blend  with  the  goods 
ijeing  shown  in  the  dis-plays. 

For  the  small  script  lettering  a  pen  may  be  used 
to  outline. 

Further  particulars  regarding  pens,  brushes  out- 
fits, etc.,  may  be  had  by  writing  to  J.  C.  Edwards, 
care  of  Dry  Goods  Review,  143  University  Avenue. 

Tdronto. 


Celebrated  44th  Year. 

(Continued  from  page  30) 

"Considerable  extension  to  the  stores  are  to  be 
made,"'  say  the  heads  of  the  firm,  "and  the  entire 
first  floor  will  be  remodelled  next  July.  Several  new 
elevators  will  be  installed  and  those  who  prefer  it 
will  use  the  moving  stairs— one  of  those  famous  end- 
less stairs,  like  those  of  the  big  New  York  stores,  and 
which  will  be  the  first  of  its  kind  in  Montreal.  Its 
usefulness  can  be  well  realized  when  it  is  considered 
that  it  will  carry  up  four  thousand  people  in  an  hour. 
Several  new  departments  are  to  be  added;  a  pharma- 
cy with  an  elaborate  soda  fountain;  a  hair  dressing 
and  manicuring  parlor;  a  dining  room;  sitting 
rooms,  .'spacious  parlors,  etc. 

Constitute  One  Big  Family. 
"Above  all,  bear  in  mind,"  states  Mr.  Dupuis, 
'■'that  all  employes  constitute,  with  the  pi'oprietor, 
one  big  family  with  but  one  aim  and  with  but  one 
policy.  The  common  mottos  are:  1st.  We  shall  not 
solicit  patronage;  we  shall  deserve  it. 

2nd.  Let  us  be  honest,  always  honest,  ever  hon- 
est. Our  individual  honesty  constitutes  the  store's 
honesty." 

"As  our  many  clients  have  remarked,  there  i.? 
something  besides  the  many  new  features,  such  as 
more  room,  more  light,  more  comfort  for  the  visitors, 
that  is  far  more  important  and  far-reaching.  It  is 
the  new  spirit  of  the  store.  Employes  not  only  serve 
your  needs,  they  anticipate  them.  The  whole  organ- 
i/ation  is  in  every  movement  that  may  interest  you 
in  keeping  in  touch  with  everything  of  actuality  in 
its  line  of  business." 
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Condensed    Advertisements 

An  advertisement  under  this  heading  will  cost  you  two  (2)  cents    a    word    for    first    insertion    and    one    (l) 
cent  a   w^ord   for  subsequent    insertions,    and    your    advertisement    will    go    to    5,000    merchants   each    month 


AGENTS    WANTED 


HERE  IS  A  LIVE  AGENT'S  SELLER. 
Needed  in  every  home,  office,  factory  and  gar- 
age. Sells  on  siglit.  100%  profit.  Send  a 
postal  for  free  particulars.  A.  J.  COBBS, 
Dept.  1,  350  Queen   Street  East,   Toronto.     (4) 

AGENTS  FOR  IRISH  POPLIN  TIES  WANT- 
ed  in  Toronto,  Montreal,  Winnipeg.  Well  con- 
nected with  wholesale  and  retail  men's  out- 
fitters and  with  knowledge  of  the  tie  trade. 
Give  references.  Write  Box  81,  Dry  Goods 
Review.   88  Fleet   Street,   London,   Eug.  (3) 


FOR  SALE 


FOR  SALE— GENERAL  STORE  BUSINESS 
in  Saskatchewan  town  of  300.  Turnover  $35,- 
00000  annually.  Has  cleared  over  $12,000  in 
last  three  years.  Write  to  "Saskatchewan." 
cai'e  The  Dry   Goods   Review,   Toronto.         1 


GENERAL  STORE.  SMALLEST  TURNOVER 
in  last  six  years  $40,251.  Present  year  will  go 
over  $45,000.  Stock  at  present  about  $12,000, 
reduced  if  purchaser  wishes.  Premises  solid 
stone  store.  Can  be  rented  reasonably.  $3,500 
cash  will  handle.  GEO.  WHYTE,  Wapella, 
Sask.  (tf) 


SITUATIONS    VACANT 

EXPERIENCED  SPECIALTY  SALESMAN 
wanted,  advertising  experience  desirable.  This 
is  good  position  and  offers  splendid  opportun- 
ity for  advancement.  State  fully  age,  experi- 
ence and  salary  expected.  MACLE.^^N  PUB- 
LISHING CO..  LTD..  143  University  Ave., 
Toronto. 


AGENCIES  WANTED 

AGENCIES  WANTED  —  FOR  MANITOBA, 
Saskatchewan  and  Alberta.  Specialty  lines  to 
the  retail  dry  goods  trade.  Address  J.  R. 
GALBRAITH.   P.O.   Box   765.   Winnipeg.        (tf) 


MISCELLANEOUS 


COPELAND-CHATTERSON  S  Y'  S  T  E  M  S— 
Short,  simple.  Adapted  to  all  classes  of  busi- 
ness. Copeland-Chatterson-Co.,  Limited,  Tor- 
onto and  Ottawa.  (tf) 
COUNTER  CHECK  BOOKS— WRITE  US  TO- 
day  for  samples.  We  are  manufacturers  of  the 
famous  SURETY  NON-SMUT  duplicating  & 
Triplicating  Counter  Check  Books,  and  Single 
Carbon  Pads  in  all  varieties.  Dominion  Reg- 
ister Co.,   Ltd..  Toronto. 

COUNTER  CHECK  BOOKS— ESPECIALLY 
made  for  the  dry  goods  trade.  Not  made  by  a 
trust.  Send  us  samples  of  what  you  are  us- 
ing— we'll  send  you  right  prices.  Our  holder 
with  patent  carbon  attachment  has  no  equal 
on  the  market.  Supplies  for  binders  and 
monthly  account  systems.  Business  Systems, 
I..imited,  Manufacturing  Stationers,  Toronto. 
DOUBLE  Y'OUR  FLOOR  SPACE.  AN  OTIS- 
Pensom  hand-power  elevator  will  double  your 
floor  space,  enable  you  to  use  that  upper  floor 
either  as  stock  room  or  as  extra  selling  space, 
at  the  same  time  Increasing  space  on  your 
ground  floor.  Costs  only  $70.  Write  for  cata- 
logue "B."  The  Otis-Fensom  Elevator  Co., 
Traders  Bank  Building.  Toronto.  (tf) 

ELLIOTT-FISHER  STANDARD  WRITING- 
Adding  Machines  make  toil  easier.  Elliott- 
Fisher,  Limited,  513  No.  83  Craig  St.  W., 
Montreal.,  and  Room  314,  Stair  Building,  Tor- 
onto. 


MISCELLANEOUS 


FIRE  INSURANCE.  INSURE  IN  THE 
Hartford.  Agencies  everywhere  In  Canada. 
FIRE  BUCKET  TANKS  AND  OILY  WASTE 
Cans  cost  little  and  soon  pay  for  their  cost  in 
reduced  insurance  rates.  Large  reductions 
result  from  the  installation  of  Fireproof  Win- 
dows, Doors  and  Skylights.  We  are  special- 
ists in  these  lines  and  can  quote  you  a  close 
price  consistent  with  really  fireproof  goods. 
A.  B.   ORMSBY,   Ltd.,   Toronto   and   Winnipeg. 

novl2 

MOORE'S  NON  LEAKABLE  FOUNTAIN 
Pens.  If  you  have  Fountain  Pen  troubles  of 
your  own,  the  best  remedy  is  to  go  to  your 
stationer  and  purchase  from  him  a  Moore's 
Non-Leakable  Fountain  Pen.  This  is  the  one 
pen  that  gives  universal  satisfaction  and  it 
costs  no  more  than  you  pay  for  one  not  as 
good.  Price  $2.50  and  upwards.  W.  J.  Gage 
&  Co.,  Limited,  Toronto,  Sole  Agents  for  Can- 
ada. 

WAREHOUSE  AND  FACTORY  HEATING 
Systems.  Taylor-Forbes  Company,  Ltd.  Sup- 
plied bv  the  trade  throughout  Canada. 
YOU  CAN  BUY  A  REBUILT  TYPEWRITER 
from  us.  We  have  about  seventy-flve  type- 
writers of  various  makes,  which  we  have  re- 
built and  which  we  will  sell  at  $10.00,  $15.00 
and  $20.00  each.  We  have  also  a  large  stock 
of  better  rebuilts  at  slightly  higher  figures. 
Write  for  details.  The  Monarch  Typewriter 
C,  Ltd.,  46  Adelaide  St.  W.,  Toronto,  Canada. 

(tf) 
725.000  LIVE  MERCHANTS  USE  NATIONAL 
Cash  Registers.  We  couldn't  sell  them  unless 
they  saved  people  money.  The  National  will 
guard  your  money,  too.  Write  us  for  proof. 
National  Cash  Register  Company,  285  Yonge 
Street,   Toronto. 


Does  Your  Mind  Ever  Feel  Sluggish? 

There  are  hundreds  of  patent  medicines  which  claim  to  cure  the  sluggish  mind. 

It  has  been  discovered  by  hundreds  who  are  susceptive  to  this  trouble,  that 
the  most  successful  and  permanent  cure  is  to  join  the  sales  force  of 
MACLEAN'S  MAGAZINE,  and  take  subscriptions  for  this  great  monthly. 

It  gives  relaxation  from  your  regular  routine  of  work.  It  is  healthful, 
pleasant  and  educative.      It  develops  you  physically  and  mentally. 

Hundreds  of  men  and  women  are  to-day  earning  $10.00,  $12.00  and  $15.00 
per  week  during  their  spare  hours,  by  taking  subscriptions  for  MACLEAN'S 
MAGAZINE,   who  a  year  ago,  some  only  six  months  ago,  were  wasting 
their  valuable  spare  hours  domg  nothing. 
Work  never  killed  any  man. 

Taking  subscriptions  tor  MACLEAN'S  MAGAZINE  is  pleasant,  health- 
ful work  and  pays  you  better  than  you  think. 

Join  our  organization  now.      Do  not  put  off  writing  for  full  information  to 

The  MACLEAN  PUBLISHING  COMPANY.  Limited 
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DRY     GOODS     REVIEW 


The  Management  of  a  Retail 
Business. 

Continued  from  page  18. 
necessary  for  him  to  go  to  market  quite 
so  often.     His  balance  sheet  now  stands 
as     follows,    a     very     creditable     record 
for    four    months'    trading: 
Assets — 

Cash    in   hand $  154  83 

Accounts    receivable. $135  00 
Bills    receivable    600  00 


$735  00 
Less  unredeemed 

coupons   550  00 

185  00 

Merchandise    4,125  00 

Fixtures,    etc 1,000  00 

$5,464  83 
Liabilities — 
To  Bank   750  00 

Net   worth    $4,714  83 

Original    capital    3,500  00 

Gain    (4  months)    $1,214  83 

No.  2  merchant  shows  the  following 
balance  sheet,  undoubtedly  solvent,  but 
vith  an  enlarged  list  of  creditors  and 
acre  than  ever  dependent  upon  his  cus- 
tomers  to   protect   his   credit. 

Assets — 

Cash   in   hand    $  183  00 

Accounts    receivable    2,633  64 

Merchandise    2.450  00 

Fixtures    1.000  00 

$6,266  64 
Liabilities — 

To   sundry   creditors    1,617  67 

Net   worth    $4,648  97 

Original    capital    3,500  00 

Net  gain  (4  months)    $1,148  97 

The  net  gain  of  No.  1  is  only  $65.86 
greater  than  his  competitor,  but  No.  2 
has  done  more  business,  his  sales  from 
tlie  beginning  amounting  to  $7,000, 
against  $6,500  by  No.  1.  The  net  gain 
of  No.  1  in  ratio  to  sales  is  therefore 
18.6  per  cent.,  compared  to  16.4  per 
cent,  by  No.  2.  Both  rates  are  high, 
however,  and  it  has  just  occurred  to  the 
wi'iter  that  the  withdrawals  of  the  mer- 
chants for  living  expenses,  etc.,  have 
not  been  taken  into  consideration.  This 
must  be  adjusted  in  the  next  instalment. 
Instead  of  designating  the  merchants 
as  No.  1  and  No.  2  in  future  it  would 


R.  A.  PHILLIPS 

The  Notion  and  Jewelry  House 
ALWAYS  SOMETHING  NEW 

in  ladies'  collar  pins,  beauty  pins,  cuff  linkc,  bead  neck- 
laces, combs  and  hair  nets. 

Samples  sent  on  approval  prepaid. 

77  YORK  ST..  TORONTO 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations.  Japanese  and  Chinese  Decora- 
tions, Papier  M ache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
logue.   It's  freefor  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicago,  III. 


Counter  Check  Books 

F.  N.  BURT  COMPANY,  Limited 
Toronto  and  Montreal 

"Write  for  samples. 


L.  BAUMAN  &  CO. 

The  largest  Importers  and  Manufacturers  of 
Artificial  Flowers.  Vines,  Sprays,  Palms. 
Bouquets,  and  Window  and  Interior  Decora- 
tions. 

359  W.  Chicago  Ave.,  CHICAGO,  ILL. 


Write  for  Information. 
about  any  line  of  goods  you  do  not 
see  advertised    in    The  Review.      We 
will    gladly    procure    the    information 
and  supply  it  free. 

THE  DRY  GOODS  REVIEW. 


^i&TERSpN 


Thi  Wholesale  Millinery  indfFancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL  HOBBY 


This  space  will  cost  you  onhj 
$25.00  a  year,  and  your  ad.  will  go 
to  5,000  merchants  each  month. 


be  appropriate  and  justifiable  to  refer 
to  No.  1  as  the  merchant  and  to  the  othei 
's  the  shopkeeper,  for  they  are  growing 
further  apart  each  month  in  all  the 
essential  features  of  progressive  com- 
iierce. 


READY  WITH  FALL  MILLINERY. 

The  Continental  Manufacturer's 
Syndicate,  Toronto,  are  now  ready 
with  their  line  for  next  Fall  and  Win- 
ter. This  consists  of  a  particularly 
full  and  choice  assortment  of  fancy 
feathers  which  are  to  take  the  millin- 
ery world  l)y  storm  this  year.  Then 
Miere  are  the  soft  felts,  beavers  and 
partivulajrly  the  veilors  of  medium 
size  for  walking  purposes  and  gen- 
eral use.  There  is,  of  course,  a  range 
of  new  shapes  in  velvet,  carriage  or 
picture  hats  as  they  are  called. 

Prominent  among  the  fancy  feather 
effects  are  the  small  mounts  in  Bo- 
hemian peasant  style.  These  are  in 
tlie  natural  or  brownish  shades,  and 
are  designed  for  the  ready-tto-wear 
hats.  Many  are  very  small  and  come 
at  strictly  popular  prices,  while  others 
very  similar  and  more  ample  in  size, 
while  equally  correct  sliow  rich  color- 
ings. All  the  new  style  mounts  are 
designed  to  stand  up  quite  straight. 
Plieasant  effects  are  among  tlie  very 
best  and  handsomest  types. 

Metallic  ostrich  and  coque  effects 
are  also  represented  by  a  full  range 
of  samples.  A  novelty  consists  of 
the  beautiful  Merle  mount  in  natural 
coloring,  exceeding  rich  and  soft.  The 
coque  mount  is  said  to  owe  its  popu- 
larity to  the  favor  shown  it  by  the 
Duchess  of  Connaught.  Coques  in 
good  range  of  style  are  shown  for  the 
coming  season. 

Marabout  and  ostrich  mounts  are 
also  in  tlie  straight  stand-up  style. 
These  are  very  fluffy  and  there  is  a 
wide  choice  of  flowing  or  stiff  mounts 
in  all  the  dainty  shades  which  will  be 
wanted  for  dressy  hats. 

Bandeaux  show  variety  and  nov- 
elty. There  is  a  line  which  imitates 
ermine  exactly,  and  with  it  is  shown 
a  natty  quill  effect  of  the  same,  both 
ipeees  being  made  of  tiny  feathers 
perfectly  arranged  to  reproduce  the 
spotted  effect  of  the  rayol  fur.  A 
jdaid  color  effect  in  a  bandeau  and 
mount  is  another  high  novelty.  Above 
all,  however,  the  Pheasant  mounts 
may  be  emphasized  as  correct  for  next 
Fail. 

In  Ostrich,  notliing  will  be  better 
tlian  the  Nell  Gwyn  mount  of  quad- 
ruple tip  construction.  This  is  newer 
than  the  Prince  of  Wales  mount, 
which  is  also  to  be  very  good  this 
coming  year. 
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HINTS   TO   BUYERS 


HIGH  GRADE  LINE  OF 
LINGERIES. 

Fortune  building  is  going  on  at  a 
pretty  rapid  rate  these  days  in  most 
sections  of  tlie  Dominion,  and  one 
thing  the  meichant  has  to  do,  is  to 
see  that  trade  does  not  escape  him  be- 
cause customers  can  buy  and  wish 
to  buy  merchandise  of  a  better  grade 
than  he  is  accustomed  to  stock.  The 
manufacturer  is  fully  alive  to  the 
position  and  is  showing  the  right 
goods.  Just  a  few  years  ago  a  five 
dollar  waist  was  the  limit  in  most 
stocks;  inow  there  are  many  mer- 
chants who  look  upon  $5  waists  as 
only  one  part  of  their  line.  Lingei-ie 
waist  are  high  style  and  there  are 
fustomers  who  will  want  something 
above  the  usual  run.  Ladies  Wear, 
Limited.  Toronto,  are  putting  on  the 
market  a  line  of  high  glass  lingeries. 
These  are  developed  in  silk  finished 
lawns  and  are  needle  embroidered  and 
trimmed  with  real  Irish  crocket  and 
the  finest  of-  Calais  Vals.  The  em- 
bi-oidery  is  the  work  of  the  natives 
of  the  Philippine  Islands  and  is  ex- 
(|uisitely  worked  in  raised  floral  pat- 
terns relieved  with  beautiful  drawn 
and  veined  work.  All  the  seams  are 
finished  with  beading  and  the  effect 
is  that  of  an  imported  French  lin- 
gerie waist,  while  the  cut  and  fit  has 
the  perfection  of  the  Ladies'  Wear 
waist.  These  waists  are  high  class 
in  every  respect  and  retail  from  $7 
up  to  $15. 

SPECIALIZING   IN   KIMONA, 

WAIST  AND  LINGERIE 

DRESSES. 

The  latest  addition  to  tlie  ranks 
of  specialty  manufacturing  firms  is 
Martin  &  Smith,  350  Sorauren  Ave., 
Toronto.  The  new  firm  intends 
specializing  in  kimonas,  waists  and 
lingerie  dresses.  The  managing  di- 
rector, Mr.  Smith,  was  for  a  period 
of  years,  traveling  representative  of 
the  Eclipse  Whitewear  Co.  He  has 
associated  with  him  a  highly  efficient 
designing  and  manufacturing  staff, 
and  has  secured  a  large,  airy  and  per- 
fectly lighted  factory  away  from  the 
heart  of  the  city,  where  gannents  can 
be  turned  out  under  the  best  condi- 
tions. New  York  has  been  visited. 
and  all  the  latest  style  points  noted. 
and  these  are  being  specially  brought 
out  in  the  range  of  models  now  show- 
mg.  -,  ^'^ 

Martin  &  Smith  intend  to  keep  in 
the    closest    possible    touch    with    the 


leading  fashion  centers  and  will  place 
all  the  novelties  in  their  chosen  line 
as   they   appear. 


AN  ATTRACTIVE  FASHION 
FOLDER. 

Tackaberry,  Stone  &  Co.,  Ltd.,  To- 
ronto, have  put  out  an  attr|active 
fashion  folder  that  should  be  in  the 
hands  of  all  buyers.  Besides  the 
high  style  and  smartness  of  all  the 
garments  designed  for  this  form,  spe- 
cial emphasis  is  laid  upon  the  splendid 
quality  of  the  imported  cloths  that 
are  used  in  making  up  these  gar- 
ments. 

"Our  make"  means  something  with 
Tackaberry,  Stone  Garments.  It 
means  perfect  workmanship,  and  per- 
fect tailoring,  furtliermore  their  gar- 
ments stay  tailored  and  retain  their 
smartness  in  spite  of  exposure  to  wea- 
tlier  and   hard  wear. 

Tackaberry,  Stone  &  Co.  always  ex- 
tends a  hearty  welcome  to  out-of-town 
buyers  and  have  something  new  to 
show  them.  Their  factory  and  show- 
rooms are  555-7  Bloor  West  Toronto. 
This  firm  make  a  specialty  of  fur- 
riers' shells. 

SPRING    BOOKLET    BY    PATRIC- 
IAN  CLOAK. 

After  the  first  spring  suits  have 
been  shown  and  sold  something  new 
and  different  is  a  need  in  the  up-to- 
the-moment  ready-to-wear  depa^t- 
inent.  This  applies  equally  well  to 
popular-priced  and  better  grade  mod- 
els. The  Patrician  Cloak  Co.  have 
prepared  a  line  of  over  30  distinctive 
models  developed  in  the  wanted 
Spring  fabrics,  and  showing  all  the 
later  touches  in  cut  and  designs.  They 
are  sending  out  a  dainty  booklet 
showing  two  of  the  thirty  models 
that  make  up  their  novelty  line. 

One  shown  is  a  popular-priced  plain 
tailored  model  with  the  coat  cut  away, 
top  pocket  and  buttons  to  match  and 
lined  with  silk  serge,  while  the  skirt 
lias  the  high  waist  line  and  inserted 
pleats  on  each  side  of  the  front  panel. 
This  suit  comes  in  whipcords,  serges, 
tweeds  and  worsteds.  The  higher 
priced  suit  comes  in  white  pencil 
striped  serge  and  also  in  fancy  wor- 
steds and  tweeds.  The  cut  away  coat 
has  a  one-sided  collar  and  the  skirt, 
a  novel  one-sided  tunic,  the  trimming 
used  being  bands  of  black  satin  lace 
and  ball  fringe.  Tliis  model  is  high 
stvle  and  would  tone  up  anv  stock, 
while  the  value  is  such  when  materia! 
and  workmanship  is  considered,  that  a 
readv  sale  is  assured.  And  the  rest 
of  tlie  line  is  fully  up  to  the  standard 
of  these  two  suits. 


Though  the  Patrician  Cloak  Co.  has 
only  been  established  a  few  months 
its  manager  and  director,  who  is  per- 
sonally responsible  for  every  garment 
turned  out,  has  had  a  long  connection 
with  the  high-class  garment  trade  of 
the  Dominion. 

ST.    GALL   EMBROIDERY   HOUSE 
TO   CARRY   STOCK. 

An  announcement  of  much  import- 
ance to  the  retail  trade  throughout 
the  Dominion  is  that  Walburger  & 
Kind,  of  St.  Gall,  Switzerland,  in- 
tend in  future  to  carry  a  complete 
stock  of  embroideries,  and  in  future 
tliere  will  be  every  facility  afforded 
to  the  trade  for  buying  both  staples 
and  novelties  at  first  hand  to  suit 
their  requirements.  Hitherto  all  the 
finer  effects  and  novelty  lines  have 
had  to  be  imported,  the  consequence 
being  that,  as  a  rule,  articles  of  this 
class  could  not  be  procured  when 
wanted,  and  that  many  salable 
novelties  never  readied  the  counters 
in  the  majority  of  stores  and  their 
distribution  only  served  to  emphasise 
in  the  minds  of  the  buying  public  the 
up-to-dateness  and  progressiveness  of 
a  few  big  firms. 

By  carrying  stock  in  Canada,  Wald- 
burger  &  Kind  are  enabling  all  buy- 
ers to  show  the  new  tilings  while  they 
are  new,  and  also  encouraging  the 
sale   of  high  grade  goods. 

Daint.v  edgings,  bandings  and  in- 
sertions for  trimmings  infants'  and 
small  children's  wear  are  a  line  that 
make  an  almost  irresistible  appeal  to 
the  majority  of  women  customers.  A 
beautiful  line  of  tliese  embroideries 
are  now  in  stock.  The  lovely,  small 
patterned  edgings  have  Venice  and 
point  edges  woven  onto  the  cloth,  a 
feature  which  adds  to  the  beauty  of 
the  edge  and  is  a  practical  time  saver 
and  the  bands  and  insertions  have  in- 
serted lace  bands  or  lace  medallions. 
The  finest  of  these  goods  are  made  on 
the  hand  machines  and  rival  the  need- 
le embroideries  that  are  so  expensive. 

Open  hemmed  flouneings  with  hand 
machine  patterns  above  the  hem  are 
produced  for  making  infants'  slips 
and  gowns.  And  besides  there  is  a 
big  collection  of  yokes,  medallions  and 
motifs  that  serve  many  trimming  pur- 
poses. In  addition  to  other  stock 
there  is  showing  a  large  and  attrac- 
tive range  of  exclusive  flouneings  in 
artistic  designs.  These  goods  are 
specialized  and  merchants  will  find 
they  are  highly  desirable  for  early 
spring  and  mid-season  selling.  This 
is  to  l)p  a  big  white  season  and  the 
lingerie  gown  is  at  its  best  developed 
ill  wliite  embroidered  flouneings.  Edg- 
ings, bands  and  in  most  cases  alV 
overs  to  match,  are  carried. 
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FANCY  GOODS,  NOTIONS  AND  TOYS 


Dry  Goods  Review 


Ear-rings  in  rhinestone  and  pearl  combinations, 

in  jet,  and  in  emerald  and  pearl.    Shown 

by  the  Ideal  Hair  Goods  Co.,  Toronto. 


Excellent  Sales  of  Ear-rings 

Pendant  effects  in  rhinestones  and  pearls 

— Etruscan  gold   and   gipsy  shape   selling 

— Jet  the  novelty  in  jewelry. 

Fancy  Goods,  Notions  and  Toys 

(Continued  from  page  44) 
In  lines  of  fancy  goods  which  may  be  retailed 
at  prices  which  make  them  of  interest  to  the  general 
drygoodsman,  there  is  none  better  this  season  than 
the  popular  jewelry. 

Ear-rings  have  sold  exceptionally  well  in  all  parts 
of  the  country,  and  there  has  been  a  very  general 
demand  for  the  bar-pins,  which  are  being  used  with 
the  ever  popular  Dutch  and  other  low  types  of 
collar.  There  are  also  the  newer  collar  pins  some- 
what widei'  than  the  bar-pins,  and  of  Cloisonne 
enamel  or  with  rhinestone  settings. 

Fichu  pins  had  a  good  sale  last  year,  and  to 
judge  by  the  popularity  of  that  form  of  neckwear, 
should  have  even  a  better  one  this.  All  these  line< 
are  shown  in  the  popular  rhinestone  and  pearl 
effects,  these  two  seeming  to  be  the  chief  feature  in 
jewelry  of  all  kinds  at  the  present  time. 

A  new  line  of  ear-rings  in  the  rhinestone  and 
pearl  combined  style  was  recently  seen.  These  had 
just  come  into  the  country,  and  siome  of  the  designs 


were  novel.  Pendant  drop  effects  were  predominant, 
and  the  art.  nouveau  patterns  were  used.  The  gen- 
eral style  of  these  was  very  dainty  and  in  keeping 
with  the  present  feeling  in  dress  for  the  French  of 
the  Louis  periods.  Filigree  rather  than  solid  effects 
were  seen,  and  the  designs  were  light  and  delicate. 
No  setting  is  observalble  in  the  most  of  the  new  ear- 
rings, but  there  seems  to  be  a  general  preference  for 
the  use  of  silver  with  rhinestones  and  pearls.  The 
setting  is  cleverly  concealed.  Chain  drops  are  verv' 
showy  and  dainty,  and  these  have  sold  excellently 
over  the  counter  this  season.  The  more  flexible  the 
brilliant  little  group  of  stones,  the  more  attractive  and 
showy  the  ear-ring. 

There  are  a  few  of  the  colored  stonas  used,  mostly 
in  combination  with  the  above.  Pale  sapphires  and 
emeralds  are  among  these.  There  are  also  a  few 
colored  pearls,  both  in  the  pear-shaped  drop  and  in 
the  round  style. 

The  most,  novel  of  all  the  new  offerings  in  ear- 
rings is  the  black  jet.  This  is  offered  in  all  the  new 
shapes  as  above  described.  Etruscan  gold  effects  in 
drops  and  various  types  of  make-up  are  now  featured. 
The  gipsy  hoops  appear  to  advantage  in  this  medium, 
the  delicate  over-tracery  tending  to  make  the  con- 
spicuous .shape  more  moderate  looking. 

Merchants  will  do  well  to  stock  ear-rings  in  all 
the  popular  lines  if  they  have  any  facilities  what- 
ever for  the  sale  of  jewelry.  There  is  every  prospect 
that  this  fashion  will  continue  to  grow  rather  than 
to  decrease,  and  that  it  has  come  to  stay  for  a  con- 
siderable time.  It  will  be  remembered  that  all  the 
new  lines  are  convSt.ruct.ed  for  the  unpierced  ear,  and 
this  does  away  -with  the  objection  to  the  custom  as  a 
barbaric  one  entailing  the  making  of  a  deformity. 

It  is  interesting  to  note  that  all  the  lines  above 
described  may  be  bought  to  retail  at  from  fifty  cents 
to  a  dollar  and  a  quarter.  The  practice  at  present 
in  vogue  of  piling  on  the  price  of  these  articles  at 
retail  to  the  extent  of  demanding  a  profit  of  two 
hundred  per  cetit.  will  be  one  great  cause  of  holding 
back  the  sales.  This  is  essentially  a  popular  line, 
and  should  be  handled  and  retailed  as  such,  and  if 
a  reasonable  profit  is  asked  the  merchant  will  soon 


Tiny  garter  for  child's  half  hose.    Shown  by  the   C,   H. 
Westwood  Mfg.  Co. 
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Selection  of  toys  from  the  fall  range  of  Nerllch  &  Co.,  Toronto,  showing  large  fashion  doll  carriage  and  horse 
combination  for  doll  or  baby,  merry-go-round  and  airship  contrivances,  animal  types;  horse  and  loaded  truck  toy; 
doll's   bed,   auto,   steamship,    piano,   and   sewing   machine   and    boy    scout   outfit. 


be  sending  for  more  stock  and  thus  increasing  his 
profits  in  the  end.  A  line  which  should  sell  at  a 
dollar  over  the  counter  is  a  good  proposition  at  the 
present  time,  and  many  choices  are  ofFered  at  this 
figure. 


Necklets  and  Beads 

Necklets  and  beads,  which  are  now  selling  well 
include  the  pearls  by  the  string  and  the  rhinestone 
pendants  and  necklets.  These  are  ofi'ered  in  all 
grades  for  the  summer  demand,  which  is  expected 
to  be  unusual. 

Both  from  London  and  Paris  comes  the  news 
that  the  bands  of  black  velvet  for  the  neck  with  set- 
tings of  steel  or  rhinestone  are  very  much  worn. 
This  is  a  pretty  device  which  helps  to  make  the  col- 
larless  neck  a  possibility  for  the  woman  who  is  no 
longer  young.  These  bands  are  obtainable  here,  but 
.^^o  far  have  sold  only  in  large  centres,  as  women  do 
not  seem  to  realize  their  possibilities.  There  is  a 
likelihood  that  they  will  be  taken  up  this  season 
more  seriously  than  before. 

Colored  beads,  including  the  turquoise  and  agate 
efl:'ectfi,  are  to  be  freely  sold  this  Summer,     Semi- 


precious, opaque  stones  sell  very  well  in  these  lines. 
Jet  is  shown  in  all  sorts  of  forms,  including  the 
bracelet,  necklet  and  pendant,  this  season.  A  large 
case  devoted  to  this  line  was  quite  a  centre  of  attrac- 
tion in  one  of  the  greatest  department  stores  in  the 
country  the  other  day.  Crowds  of  women  gathered 
round  to  note  and  admire.  Long  lorgnette  chains 
in  this  material  were  among  the  features. 


Big   Season    in    Art    Goods 


Keenest  interest  in  this  line  now  —  Novel- 
ties which  New  York  is  showing  —  New 
table  linens. 


An  especially  handsome  line  of  imported  linens, 
consisting  largely  of  Madeira  embroidery  and  of 
filet  laces  may  have  points  of  interest  for  the  mer- 
chant. 

The  largest  piece  of  all  was  a  bedspread  intended 
for  bridal  trousseaux.  This  piece  had  been  through 
five  shipments.  The  linen  was  bought  in  Belfast 
and  sent  from  thence  to  Madeira  to  be  embroidered. 
Thence  it  went  to  Italy  for  the  specially-made  filet 
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insets  to  be  put  in.  It  was  then  sent  to  the  main 
depot  in  England  and  finally  to  America.  This 
piece  was  of  the  most  delicate  workmanship,  no 
two  of  the  filet  motifs  being  exactly  alike,  thus  mark- 
ing it  as  hand-work  at  once.  Some  of  the  motifs 
were  most  ancient  in  origin.  The  Madeira  embroid- 
ery, which  covered  the  centre  and  most  of  the  piece, 
was  of  the  finest  pattern.  The  piece,  which  was 
unusually  large,  would  retail  up  in  the  hundreds. 

A  set  of  equally  fine  workmanship  at  prices 
which  were  by  comparison  amazingly  popular  con- 
sisted of  doilies  of  two  sizes  and  a  table  cover  or  large 
centrepiece.  Real  Cluny  was  offered  in  this  line, 
and  also  the  French  Venise,  resembling  Cluny.  The 
Madeira  embroideries  were  used  in  both  cases,  and 
this  line  seems  to  be  the  wanted  one  at  the  present 
time. 

Linens  are  of  medium  weight  and  neither  coarse 
or  ultra  fine  if  intended  for  table  use. 


Good  Business  This  Season 

If  the  interest  in  fancy  goods  displayed  in  NeWj. 
York  to-day  be  any  criterion,  there  is  to  be  the  big- 
gest season  yet  in  this  line  during  the  approaching 
year. 

Fancy  goods  counters  and  departments  there  are 
thronged  with  women  buyers,  and  especially  are  the 
special  rooms  where  the  new  stitches  are  taught 
popular.  This  goes  to  show  that  there  is  the  great- 
est interest  in  novelties,  a  fact  which  always  augurs 
well  for  business. 

One  of  the  lines  which  is  now  being  exploited 
consists  of  the  raised  work  which  is  done  over  a 
wooden  pad  which  is  afterwards  withdrawn.  The 
French  knot  eflfects  and  all  raised  types  of  work 
prove  very  popular  this  season.  Larger  than  these 
are  the  knots  which  form  tiny  heather  flowers  and 
leaves. 

There  is  also  a  touch  of  novelty  in  the  color 
scheme.  Where  the  natural  shade  of  linen  only  was 
used  last  season  there  is  now  to  be  seen  a  good  show- 
ing of  green  linens,  and  also  of  other  colors.  These 
appear  in  the  cushion  slips  and  in  the  covers  also. 

Natural  linens  are  to  receive  the  bulk  of  orders 
as  last  season.  There  is  a  tendency  to  substitute  the 
newer  floral  designs  in  Pompadour  and  Louis  pat- 
terns for  the  conventional  and  art  noveau  designs 
which  have  so  long  held  the  floor.  There  is  also  an 
unusual  quantity  of  white  grounds  showing. 

In  embroidery  lines  none  will  prove  of  greater 
interest  than  the  bags  in  linen,  both  white  and  ecru. 
These  include  wash  handbags  and  also  bags  for 
fancy  work  and  other  uses. 

The  punched  work  has  had  a  great  success  this 
season.  It  has  sold  in  blouse  lengths  stamped  for 
working  and  in  underwear  of  all  kinds.  There  have 
been  also  good  sales  of  the  darned  stitch  effects  and 
the  cross  stitch,  the  former  being  much  newer. 


Sub-basement  of   Water 

This  is  the   plan  that   the   Eaton  Co.,  Tor- 
onto,   are   adopting  for   fire  protection   in 
their  new  10-story  building — Is  large  new 
store  proposed  ? 

THE  new  ten-storey  building  which  the  T.  Eaton 
Co.  are  building  at  the  northwest  corner  of 
•Tames  and  Albert  Streets,  Toronto,  will  have  a  sub- 
basement,  the  full  dimensions  of  the  building,  wholly 
filled  with  water  for  purposes  of  fire  jirotection.  The 
Iniilding  will  be  100  feet  by  150  feet  of  steel,  brick 
and  concrete.  In  their  present  buildings  the  company 
have  150,000  gallons  of  water  to  use  in  case  of  fire, 
and  from  the  new  water  tank  pipes  will  be  run  to  all 
parts  of  the  store. 

It  is  the  intention  of  move  all  of  the  delivery 
system  from  the  present  store  to  the  basement  of  the 
new  structure,  and  the  two  buildings  will  be  con- 
nected by  means  of  a  tunnel  through  which  will  run 
a  parcel-carrying  belt. 

No  definite  statement  has  yet  been  given  out  as 
to  the  purposes  to  which  the  new  building  will  be 
applied.  R.  W.  Eaton,  one  of  the  vice-presidents, 
states  that  the  furniture  department  may  be  moved 
over,  and  some  of  the  space  will  be  used  as  a 
warehouse. 

While  it  is  well  known  that  the  Eaton  Company 
are  the  owners  of  the  property  at  the  corner  of  Yonge 
and  Carlton  Streets,  Toronto,  no  confirmation  ii 
given  the  story  that  plans  have  been  prepared  for  .i 
ten-storey  departmental  store  to  extend  from  Yonge 
to  Church  Street  and  from  Carlton  to  Alexander 
Street.  The  publication  of  a  statement  that  these 
plans  had  been  received  at  the  Customs  from  New 
York,  brought  neither  denial  or  confirmation  from 
the  company,  but  was  followed  by  further  informa- 
tion about  the  James  and  Albert  Street  building.  The 
report  had  it  that  the  plans  referred  to  called  for  a 
structure  two  blocks  in  extent,  costing  from  two  to 
three  million  dollars. 

Following  upon  this  rumor  came  the  suggestion 
that  the  site  of  the  present  Eaton  building  would  be 
donated  to  the  city  for  a  park  to  be  called  Eaton 
Square,  or  that  this  and  adjoining  property  would 
be  used  for  the  square  of  Federal  buildings  proposed 
for  Toronto. 


THE  WINDOW  TRIMMERS'  STYLE  SHOW.. 

The  Convention  in  August  is  to  be  the  win- 
dow trimmers'  style  show.  It  will  give  him  the 
latest  inspiration  from  the  largest  stores  and  al- 
so the  proper  viewpoint  in  planning  for  the  Fall 
campaign.  It  will  be  the  last  word  in  up-to- 
date  window  trimming.  He  will  see  the  latest 
backgrounds  and  the  newest  drapes  demonstrated 
by  experts. 
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April  Displays  and  Sales 

(Continued  from  page  54.) 

riliown  with  fringes  to  match.  Department  managers 
usually  fig-ure  a  price  on  all  lengths  of  carpets  and 
border  under  20  yards,  and  with  a  vigorous  window^, 
clearance  is  accomplished  and  business  considerably 
increased  on  better  grades  or  lengths  in  which  there 
is  sufficient  to  cover  in  case  the  room  is  larger. 

Limit  to  the  Incentive. 

The  April  publicity  campaign  means,  therefore, 
iilthough  price  leaders  and  short  lengths  are  used  to 
induce  business,  it  is  not  necessary  at  the  best  selling 
period  of  the  year  to  include  free  linings,  sewing  or 
laying,  but  demand  is  depended  on  to  make  a 
month's  great  turnover  on  home  furnishings  without 
any  further  incentive. 

April  curtain  and  drapery  sales  usually  complete 
the  month  of  April,  just  as  it  is  also  suggestive  for 
finishing  rooms  and  housecleaning  is  being  given  its 
final  touches.  Striking  displays  are  made  of  cur- 
tains, draperies,  shades  and  hangings  all  to  match, 
hung  in  Colonial  effects  and  in  straight  hanging  de- 
signs suitable  to  the  period.  Another  method  is  to 
group  cretonnes,  linings,  lace  curtains,  trimmings, 
arch  or  window  fixtures  suggesting  how  to  make 
hangings.  These  ai'e  displayed  alongside  of  full 
window  treatment  detailed  on  plates  and  showing 
how  the  details  can  be  worked  out. 

Curtains,  Bedroom  Boxes,  Brass  Goods. 

On  the  one  hand,  there  are  lace  curtains  at 
special  prices,  42i/oe,  89c,  $1.98,  $2.59,  etc.,  which 
trims  are  quickly  and  often  changed,  and  on  the 
other,  sill  length  Arab  curtains  or  bungalow 
nets  to  make  up  in  conjunction  with  suggested  trim- 
mings, edges  and  other  materials.  There  are  shoe 
and  bedroom  boxes,  screens  and  lambrequins,  which 
can  be  used  to  brighten  these  showings.  Bi'ass  goods, 
curtain  ends,  poles,  extension  rods  and  completed 
hangings  in  bobbinette,  Nottingham  or  Swiss,  with 
poles  and  ends  to  match  at  a  price  will  be  prominent. 
In  heavier  hangings,  reps,  velours,  damasks  and 
denims  there  is  always  a  field  for  development  in 
showing  completed  work  from  the  upholstery  de- 
partment whether  in  the  nature  of  hangings,  furni- 
ture or  cushions  and  depicting  uses  to  match  com- 
bined colorings  in  interior  decorative  schemes. 

Quantities  in  five  dozen  lots  or  cases  of  special 
shades  make  it  an  easy  matter  to  show  windows  full 
of  designs  at  a  price,  either  clean-up  lots  or  seconds, 
which  are  featured  at  39c,  59c,  69c  each,  etc.  More 
distinctive  novelties  in  made-up  shades  and  cloths, 
newer  laces  and  insertions  are  shown  here  and  there 
in  other  groupings.  Attention  is  called  to  special* 
measurement  department  and  prompt  filling  of 
shade  orders. 


Oilcloths  and  Linoleums. 

April  is  al^o  the  month  for  oilcloth  and  linoleum 
selling.  With  quantities  to  sell  and  former  records 
to  beat,  it  will  require  extra  window  space  and  ener- 
gy, with  extra  salespeople  to  handle  it.  Patterns  and 
uses  to  which  these  cloths  are  put,  and  possible  fin- 
ishes are  combined  with  kitchen  or  bathroom  re- 
quisites or  cocoa  mats  and  matting.  Many  effective 
groupings  are  made.  For  a  change,  some  trimmers 
are  pushing  mattmg  patterns  and  others  find  that 
showing  rolls  blocked  out  to  look  like  quantities,  but 
removing  the  weight  and  possibility  of  telescoping 
and  breaking  glass  fronts  are  also  improved  by  cut- 
ting sample  squares  and  putting  around  window 
plates,  background  and  floor  so  that  the  display 
stands  out  strikingiy.  Oilcloth  squares  are  labelled 
"April  linoleum  and  oilcloth  sale,"  and  placed  at 
intervals  throughout  the  store,  over  aisles,  near  eleva- 
tors, doors  and  stairways. 

Every  Section  Featured. 

Other  departments  to  be  given  representation  in- 
clude vacuum  cleaners,  beds  and  bedding,  which  are 
subject  to  different  schemes  in  decoration.  Smaller 
findings,  curtain  stretchers,  fixtures,  stair  pads, 
brackets,  etc.,  are  placed  wherever  an  opportunity 
for  use  occurs.  This  means  that  every  section  of 
house  furnishings  from  rug  room  to  basement  will 
be  presented  forcefully  to  tlie  buying  public. 

While  this  is  the  main  issue  in  April,  and  there 
is  no  excuse  if  it  is  not  handled  aggressively,  both  in 
order  to  keep  up  sales  and  season  progressing,  it  is 
hard  work  and  often  allowed  to  fall  flat  for  that  very 
reason.  Success  for  this  important  annual  event  is 
only  attained  by  that  route,  and  the  more  energy 
the  greater  success. 

At  the  same  time  other  departments  are  involved 
more  or  less  in  millinery  and  fashion  ready-to-wear 
trims  for  the  annual  "Horse  Show,"  which  comes 
at  the  end  of  the  month.  Plans  to  be  ready  to  meet 
this  event  after  the  home  furnishing  business  is  over, 
will  keep  trimmers  busy  during  their  spare  time  in 
April.  May  day  means  garden  tools,  seeds  and  lawn 
requirements  with  seasonable  windows. 


ALL  WINDOW  TRIMMERS  INVITED. 

You  do  not  have  to  be  a  member  of  the  C.  W 
T.  A.  to  attend  the  August  Convention,  but  your 
membership  fee  now  will  help  materially  the 
sucess  of  the  Convention.  It  is  the  desire  of  the 
Association  that  all  trimmers  come  who  can  to 
attend  these  meetings.  Whether  you  become  a 
member  or  not  will  be  left  to  your  own  decision. 
There  is  only  one  suggestion — Come  and  bring 
another   trimmer,  i'' 
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C.W.T.A.  Men   Who  Are  Doing  Things 

(Concluded  from  page  60) 

dividual  trimmers,  I  naturally  began  to  see  that  real 
artistical  window  trimming  was  appreciated  in  a 
different  way  to  what  it  was  at  home. 

Trims  Four  Windows — Manages  Department. 

"I  trimmed  the  windows  and  store  for  N.  A. 
Hewer  for  two  years,  getting  all  the  ideas  I  could 
from  American  and  Canadian  books  on  window 
trimming.  Last  April  I  came  to  W.  E.  Maxwell,  of 
this  city,  to  take  charge  of  the  window  trimming.  He 
is  a  man  who  understands  the  work,  and  always  ap- 
perciates  a  man's  efforts  for  improvements.  I  have 
now  the  whole  responsibility  of  window  and  store 
trimming,  which  I  do  mostly  in  evenings,  owing  to 
my  having  a  large  department  to  manage,  besides 
I  keep  up  as  far  as  possible  with  the  ads.,  and  manage 
to  trim  four  windows  a  week,  besides  make  my  own 
stands  and  backgrounds. 

"The  full  form  drapes  I  consider  are  the  means 
of  selling  more  goods  than  any  other  drape.  There 
is  always  something  to  attract  passers-by  in  a  well 
draped  figure.  The  figure  in  the  foulard  window 
sold  23  dress  lengths.  This  is,  I  consider,  one  of  my 
best  drapes  for  either  silk  or  cotton.  I  shall  be 
pleased  to  give  any  explanations  to  any  less  experi- 
enced trimmer  on  these  drapes. 

System  of  Trimming. 

"Our  windows  are  12  x  6,  8  feet  high  at  back 
and  8  feet  4  inches  in  front.  They  stand  about  18 
inches  from  pavement.  Owing  to  having  only  two 
windows  we  have  to  be  continually  changing  to  be 


able  to  give  a  showing  for  all  departments.  As  a 
general  rule,  when  showing  dress  goods  or  ready-to- 
wear,  I  work  in  neckwear,  gloves,  parasols,  etc.  Em- 
broideries must  have  a  showing  of  their  own,  also 
underwear  and  hosiery.  Laces  we  show  with  cotton 
goods. 

"Our  system  is,  generally,  first  of  week  we  show 
better  class  goods  for  two  or  three  days,  and  then  if 
no  special  sale,  we  trim  with  popular-priced  goods. 
We  always  arrange  that  ready-to-wear  and  neckwear, 
etc.,  should  have  the  preference  two  weeks  before 
holidays,  and,  if  possible,  before  that  time.  For 
openings  we  contemplate  having  living  models  de- 
monstrations in  both  window  and  showrooms.  This, 
I  consider,  one  of  the  most  progressive  and  up-to-date 
ads.  of  the  time,  and  will  always  cause  store  talk  in 
town." 


C.  H.  Thomas  &  Co.,  Fredericton,  N.B.,  recently 
aroused  considerable  interest  among  the  young  people 
by  a  bird  competition,  in  which  he  offered  prizes  for 
the  best  essays  on  "The  Kingfisher,"  and  for  the  most 
complete  list  of  native  birds. 


ENTERING  THEIR  DISPLAYS. 
Members  of  the  Canadian  Window  Trimmers 
Association  are  now  filing  with  the  Secretary, 
146  University  Avenue,  Toronto,  photos  of  re- 
cent displays  and  unit  trims.  It  is  now  he- 
coming  evident  that  there  will  be  keen  competi-' 
tion  in  the  various  classes.  Trimmers  in  towns 
and  cities,  both  large  and  small,  have  equal 
chances.     Send  along  photos  of  your  work. 


.Special  showing  of  bordered 
marquisettes  in  pale  blue, 
tan,  cream  and  black,  with 
gold  spots.  A  window  which 
caused  a  great  deal  of  at- 
traction, the  dainty  colors 
and  novelty  of  design  mak- 
ing a  great  impression  on 
our  customers  for  best  class 
of  cotton  goods,  these  being 
ffi.To  a  dress  length.  The 
trimmings  shown  were  all 
mercerized,  suitable  for 
wash  dresses.  All  drapes 
were  different.  Background 
of  brown  onyx.  —  By  F.  J, 
Thompson,  for  W.  E.  Max- 
well, St.  Thomas. 
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Are  Not    Working  Together 

W.  R.  Smallpeice  sees  need  of  greater  co- 
operation in  dry  goods  trade — Greater 
business    last    year,    but    smaller    profits 

J.  C.  Dougla.?,  of  Gordon,  MacKay  &  Co.,  was 
elected  chairman  of  The  Dry  Goods  Section,  Tor- 
onto Board  of  Trade,  at  its  annual  meeting,  March 
15.  A.  M.  Ivey,  of  the  John  D.  Ivey  Co.,  is  vice- 
chairman  ;  F.  G.  Morley,  secretary-treasurer  and  the 
executive  follows: — J.  D.  Allan,  Henry  Brock,  F.  C. 
Daniel,  J.  C.  Green,  J.  D.  Ivey,  C.  B.  Lowndes,  J. 
Muldrew,  John  Macdonald,  Chas.  Marriott,  D.  Mc- 
Call,  R.  A.  Nisbet,  J.  Northway,  A.  T.  Reid,  A.  F. 
Rodger,  W.  R.  Smallpiece,  J.  P.  Watson  and  J.  W. 
Woods. 

That  the  volume  of  business  for  1911  had,  in 
general,  been  much  larger,  but  that  there  had  not 
been  a  corresponding  increase  in  profits  looked  for  in 
the  early  stages  of  the  year,  was  the  point  emphasized 
by  W.  R.  Smallpiece,  the  retiring  chairman  in  his 
address. 

"The  wise  merchant,"  he  said,  "naturally  asks 
why?  And  to  many  it  is  a  mystery.  We  all  admit 
that  the  expense  of  doing  business  has  increased 
yearly  and  an  aggressive  policy  is  necessary  in  order 
to  obtain  the  increased  turnover  to  offset  this.  It  is 
regrettable  that  there  is  not  more  working  together 
policy  amongst  those  in  both  branches  of  the  dry 
goods  trade.  We  have  only  to  look  at  the  hardware 
trade,  the  grocery  trade,  and  others  to  see  how  they 
work  harmoniously  and  profitably  together,  advanc- 
ing or  reducing  prices  with  the  rise  and  fall  of  the 
market,  but  not  so  with  the  dry  goods  trade,  (either 
wholesale  or  retail),  if  the  market  drops  they,  of 
course,  have  to  follow  it,  but  when  it  advances,  no 
matter  how  high,  both  the  wholesaler  and  retailer 
continue  to  offer  their  goods  at  old  prices  till  their 
contracts  at  low  figTires  are  exhausted. 

This  can  only  have  one  result,  a  great  disappoint- 
ment at  the  end  of  the  year.  Justice  surely  demands 
that  when  prices  are  reduced  to  meet  a  falHng  market 
they  should  be  advanced  on  a  rising  one  in  order 
that  the  merchant  may  have  an  opportunity  of  se- 
curing a  fair  average. 

AVe  believe  that  it  would  be  of  great  advantage 
to  the  dry  goods  trade  to  carefully  study  the  methods 
of  the  hardware  and  grocery  sections  in  respect  to 
fluctuations  with  the  view  of  framing  a  workable 
policy  on  siinilar  lines. 

During  the  pa.st  year  some  jobbing  houses  have 
agreed  amongst  themselves  not  to  sell  below  fixed 
prices,  based  on  a  legitimate  profit,  certain  marked 
or  branded  lines  well-known  throughout  the  trade. 
This  arrangement  worked  admirably  in  the  main 
and  did  away  entirely  witth  the  cutting  in  price  of 
such  goods.  Couldn't  the  idea  be  extended  by  get- 
ting heads  of  departments  and  buyers  together  oc- 
casionally? 


Most  of  the  cutting,  if  not  all,  is  due  to  unscrupu- 
lous merchants  making  wild  statements,  and  weak- 
kneed  travelers  accepting  them  as  gospel. 

It  is  a  matter  of  great  satisfaction  to  observe  that 
merchants  are  realizing  the  advantages  to  be  gained, 
by  visiting  the  wholesale  centres  more  frequently. 

This  was  the  strongest  point  made  by  your  sub- 
committee appointed  last  year  when  urging  reduced 
railway  fares  to  induce  buyers  to  make  their  buying 
trips  more  frequent  when  they  prepared  the  report, 
that  was  presented  to  you  last  March. 

It  must  be  quite  evident  that  keen  buyers  (large 
or  small)  cannot  visit  Toronto  without  getting  mines 
of  information  and  tons  of  inspiration  from  both  the 
wholesale  and  retail  establishments,  which,  if  ab- 
sorbed and  put  into  practice  in  their  own  locality, 
will  enable  them  to  successfully  meet  existing  com- 
petition and  keep  them  fully  abreast  of  the  times. 

During  1911  the  markets,  particularly  cottons, 
have  been  most  peculiar,  for  while  raw  cotton  kept 
dropping,  the  price  of  cotton  textiles  kept  decidedly 
firm,  and  now  are  firmer  than  they  have  been  for 
many  months. 

This  is  to  be  accounted  for  by  the  fact  that  the 
demand  for  cotton  fabrics  has  been  very  active,  and 
also  tlae  increased  cost  of  laibor  (coal  strike  troubles 
have  also  contributed).  The  market  conditions  are 
such  that  no  snaps  or  clearing  lines  can  be  picked 
up  except  undesirable  slow  selling  ones. 

We  rejoice  that  the  trade  policy  of  the  country 
has  evidently  been  settled  for  some  years,  and  we  be- 
lieve that  the  appointment  of  a  tariff  commission  is 
a  step  in  the  right  direction,  as  such  a  Board  keeping 
constantly  in  touch  with  all  conditions,  and  absorb- 
ing the  views  of  both  manufacturers  and  consumers 
should  be  in  a  position  to  make  fairer  judicial  recom- 
mendations than  any  individual  official  of  any  gov- 
ernment. 

The  information  excursion  to  New  Ontario,  to 
which  attention  was  called  in  the  last  report,  took 
place  last  June,  and  was  most  successful  in  every  way. 
The  address  of  past  president  Gourlay  at  the  annual 
meeting  of  the  General  Board,  which  has  been  pub- 
lished in  pamphlet  form,  gives  full  details  of  this 
wise  movement. 

The  only  matter  considered  by  your  executive 
during  the  year  has  been  our  continued  agitation  for 
cheaper  railway  fares  to  merchants  visiting  the  mark- 
et on  legitimate  buying  trips,  and  we  regret  to  say 
that  not  much  headway  has  heen  made.  A  copy  of 
a  letter  addressed  by  your  chairman  to  the  council 
after  being  submitted  to  your  vice-chairman  for  ap- 
proval, is  before  you,  together  with  the  reply  of  the 
secretary  of  the  board,  all  of  which  will  speak  for 
themselves.  The  question  of  closing  on  certain  holi- 
days (not  generally  observed)  was  arranged  by  tele- 
phoning representative  firms  which  prevented  loss 
of  time  by  calling  a  general  meeting  of  this  section. 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  :  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming,  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Eflects,  in  fact  everything  of  interest 
to  the  modem,  up-to-date  merchant  and  decorator.  Price,  post 
, $3.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
tr.Ttions,  sliowing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    - $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 


lililiiili 
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Retail  Advertising 
Complete 

This  book  covers 
every  known  miHhod  of 
advertising  a  retail 
business  ;  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them    $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  sludent  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
pertaining  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
postpaid    for    $2.50 


A  complete  course  hi 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice,  Punctua- 
tion, Composition,  Price 
Cards,  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....$1.50 

100  Ways  arrd  Schemes  to  Attract  Trade 

A  book  that  .swells  sales  and  increases  profits.  There  lias  never  before  been  published  a 
()ook  like  this.  It  gives  brief  descriptions  of  over  1,000  ideas  and  schemes  that  have  been  tried  by 
the  most  successful  retail  mercliaiits  to  bring  people  to  their  stores  aud  to  sell  goods.  If  .you  try 
a  scheme  every  d.iy,  there  will  be  in  it  enough  sepurate  and  numbered  suggestions  to  last  you 
nearly  tliree  years  without  repeating  a  single  one.  A  few  of  the  ideas  In  one  chapter:  An  Anniver- 
sary Scheme  with  Excellent  Points— A  Sign  That  Made  Money  for  its  Maker— Advertising  Dodge 
and  a  Clever  Salesman— A  Contest  that  Boomed  Trade— Giving  Uni(|ue  Publicity  to  a  New  Depart- 
ment—A Baby  Day  that  Drew  a  Crowd— Money  Makers  in  Many  Different  Lines— Plan  for  Intro- 
ducing a  New  Br.ind  of  Goods  that  Proved  a  Winner — Artistic  Ways  of  Displaying  Goods— Days 
Devoted  to  .-i  Particul.ir  Class  of  Customers— Man v  Window  Trims  Out  of  the  Ordinary— In  this 
chapter  .ire  seventy-four  separate  and  distimt  ideas  that  have  been  successfully  carried  out  by 
as  many  dirferent  merchants.  There  are  l.*5  iiinrc  <liai>t<>rs  and  i».'!4  more  scheine.s  .just  as  good  as 
these.  -208  I'agfs  914x7.  and  180  Illustrations.  Printed  on  Mi<-  l><->-t  white  paper  and  hound  in  a 
handsoniel.v    ornamrnted    cover.       Price    p(isti>aid.    $1.00. 

All  books  sent  posipaid  on  receipt  of  price 
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Kkinerfs 

Uress  Shield  u^4dvertising 
Clovers  1  he  frhole  Country, 

TW  E  N  T  Y  I  W  O  Na  t  i  on  al 
Publications  with  a  clientele  of 
abo\  e  45  million  readers  will 
carr\-  the  1912  Kleinert's  Dress  Shields. 
Advertisements  shown  above.  Every 
woman  in  your  town  who  wears  Dress 
Shields  will  see  these  ads.  The  name 
Kleinert  will  be  held  steadily  before  her 
eyes  throuy^hout  the  year  You  can't 
afford  to  lose  sales. 

ICeep  Stocked  Up  On 
K/emcrfs  Dress  Shie/ds, 

Reach  out  for  the  dollars  that  come  easily 
and  naturally  to  merchants  who  feature 
Kleinert's   Dress    Shields. 

/  B  KLEINERT  RrBRKR  CO. 

S4-86  Wc/ll/igw/i  St.,  IP.  Toronto,  Canada. 
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Send  a  Postal 
To-day 

for  a  sample  dozen  of  our 
best  selling  lines.  Good 
selection  guaranteed. 

No.  2074 

Seal,  Goat,  Alligator,  Calf 
and  Real  Seal,  highly  polish- 
ed German  frame.  Gun 
Metal  and  Polished  Silver. 
To  retail  from  $7.50  to 
$10.00. 


No.  2077 


No.  2074 


No.  2077 

6-in.  and  7-in.  Gun 
Metal,  Silver  and  Gilt 
frames.  To  retail  at 
$1.00  and  $1.25. 


No.  231 


No.  231 


Girl's  Coat  Belt, 
stripes  of  various  colors 
on  white  background 
with  covered  buckle  to 
match.  Stripes  made 
in  1-in.,  l^-in.and  2-in., 
to  retail  at  15,  20,25  cts. 


No.  898 


Inside  purse  with  frame 
with  deep  opening,  also 
small  mirror,  made  in  vari- 
ous leathers,  to  retail  from 
$3.00  to  $5.00. 


No.  2084 


No.  898 


7-inch,  Black  Seal  Leath- 
er. Also  in  Colored  Leathers, 
Leather  lined.  Cord  or 
leather  handle.  To  retail 
at  $1.50. 


WRITE  FOR  SAMPLE 


No.  2084 


The  Western   Leather  Goods  Company,  Limited 

1191   Bathurst  Street,  Toronto 
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The  Proposed  Dating   Changes 

THE  proposed  changes  in  dating  which  wholesale 
houses  intend  introducing  next  Fall  in  Ontario 
have  for  their  chief  idea  a  more  stringent  regulation 
of  terms  in  relation  to  seasons  for  which  goods  are 
actually  intended.  Goods  on  order  for  delivery  on 
and  after  December  15  (formerly  November  25) 
will  have  April  dating,  while  goods  on  order  for  der 
liver}-  on  and  after  June  15    (formerly  May  25th) 


will  have  November  or  Fall  dating — a  difference  in 
each  case  of  about  20  days. 

Thus,  the  object  is  to  confine  April  and  Novem- 
ber dating  to  legitimate  Spring  and  Fall  purchases 
in  greater  degree  tlian  formerly.  At  present  it  is 
asserted  that  accommodations  on  Fall  and  Christmas 
purchases,  which  are  turned  into  money  rapidly,  are 
unfair.  November  25  delivery  and  April  dating. 
In  the  same  way,  goods  secured  on  Fall  terms 
are  converted  into  cash  during  the  early 
Summer  merchandising.  The  wholesalers  con- 
sider that  they  are  entitled  to  shorter  terms  on 
goods  that  are  purchased  ostensibly  for  rapid  turn- 
over; that,  in  some  respects,  the  present  terms  are 
little  better  than  a  farce,  and  that  with  improved 
methods  of  merchandising  and  the  general  prosper- 
ity of  the  country,  the  time  is  opportune  for  a  try- 
out  at  least  of  closer  dating.  It  is  pointed  out  that 
many  of  the  wealthiest  firms  in  the  country  have 
been  taking  advantage  of  this  so-called  weakness  in 
terms  and  taking  their  discounts  by  prepayment  on 
goods  intended  for  immediate  selling,  but  on  which 
the  long  terms  applied.  This,  it  is  claimed,  is  not 
fair  to  the  wholesaler,  and  in  other  cases,  he  feels 
justified  in  expecting  a  quicker  return  from  the  goods 
thus  rapidly  merchandised.  The  new  terms  are  said 
to  be  still  more  liberal  than  those  which  obtain  in 
the  United  States. 

How  will  the  new  terms  affect  the  retailer?  By 
advancing  the  Spring  delivery  date  20  days  to  the 
15th  December,  he  will  certainly  not  have  the  same 
advantage  in  deliveries  for  Christmas.  Spring  lines, 
such  as  novelties,  embroideries  and  wash  goods  pur- 
chased on  usual  dating  have  been  available  for 
Christmas  and  sold  well.  Blouses  and  whitewear  on 
order  from  the  sorting  houses  for  January  whitewear 
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sales  have  also  been  received  in  time  for  the  Christ- 
mas trade  and  featured  with  success.  On  these,  of 
course,  turnover  has  been  rapid,  giving  the  mer- 
chants the  use  of  extra  money.  Under  the  new 
dating,  deliveries  made  during  the  rush  season  in 
December,  cannot  be  placed  in  stock  and  featured 
as  effectively.  It  means  that  to  have  these  goods  in 
time  the  merchant  must  purchase  on  shorter  terms 
or  sacrifice  a  certain  amount  of  business.  The  same 
applies  to  Summer  merchandising. 

The  wholesale  houses  do  not  anticipate,  however, 
that,  with  the  marked  development  of  aggressive 
merchandising,  the  change  will  mean  any  notable 
trend  toward  later  buying  and  smaller  quantities  on 
lines  not  in  the  staple  class,  or  that  patronage  in  cer- 
tain departments  will  be  diverted  to  specialty  houses. 
They  point  out  that  under  present  conditions,  with 
the  tendency  towards  close  ,  cautious  buying  they 
are  now  compelled  to  carry  heavy  stocks  all  the  year 
round,  and  that  the  retailer  should  share  with  them 
some  of  the  benefits  of  those  seasons  in  which  the  de- 
mand is  more  responsive  and  which  give  an  impetus 
to  ready  money.  It  seems  to  be  but  the  general  de- 
velopment of  specialization  and  shorter  dating  ne- 
cessary under  every-day  conditions. 


■♦- 


Effects  of  the  Coal^Strike 

IT  is  good  news  to  retailer  as  well  as  manufactur- 
er and  wholesaler  that  the  British  coal  strike  has 
been  settled.  It  lasted  long  enough  to  prove  how 
disastrous  to  every  section  of  the  community  is  any 
complication  which  ties  up  the  supply  of  a  primary 
commodity.  Many  of  the  textile  manufacturers  in 
England  ceased  operations  entirely  in  the  early  stages 
of  the  struggle  while  others  ran  on  very  short 
time.  The  same  is  true  of  other  industries,  so  that 
the  number  of  hands  thus  thrown  out  of  employment 
far  exceeded  those  directly  interested  in  the  issues  of 
the  strike.  An  estimate,  when  conditions  were  at 
their  worst,  showed  that  the  unemployed  numbered 
considerably  over  two  million  in  all  parts  of  the  coun- 
try. The  miners,  according  to  Government  statisti- 
cians, lost  in  wages  about  $60,000,000,  while  five 
times  that  sum  was  lost  through  the  crippling  of  the 
railways  and  steamships  and  business  generally. 

Many  smaller  business  firms  in  England  are  in 
financial  troubles  owing  to  the  paralysis  caused  by 
the  strike,  and  of  these,  not  a  few  may  never  re-open 
their  places.  The  trouble  came  at  an  unfortunate 
time  for  many  of  the  English  wholesale  houses  who, 
with  their  entire  Spring  line  of  goods  on  hand  will 
now,  possibly,  not  sell  one-half. 

What  effect  will  the  strike  have  upon  the  Cana- 
dian trade?  Undoubtedly,  much  emergency  busi- 
ness that  would  ordinarily  go  to  English  manufac- 


turers, will  find  its  way  to  other  countries  where 
lines  can  be  satisfactorily  substituted.  It  will  be 
some  weeks  before  conditions  become  normal  in  in- 
dustrial centres.  The  setback  will  mean  that  the 
manufacturer  must  adopt  extraordinary  means  to 
overtake  the  accumulation  of  business,  and  this  will 
call  for  increased  operating  expenses,  of  which  higher 
prices  for  motive  power  will,  for  a  time,  form  a  con- 
siderable portion.  These  increases  must  show  them- 
selves in  prices  of  the  goods,  and  while  contracts  have 
for  the  most  part,  been  already  completed  for  Fall, 
it  seems  likely  that  the  climax  so  far  as  delivery  and 
price  to  the  general  trade  are  concerned,  will  have 
been  reached  by  Spring,  1913.  Undoubtedly,  de- 
livery problems  will  multiply  from  now  on  and  to 
them  will  be  attributed  much  of  the  delay  in  distri- 
bution from  the  Canadian  wholesaler  and  manu- 
facturer to  the  Canadian  retailer  and  consumer. 

One  of  those  situations  has  been  created  of  whose 
far-reaching  effects  no  very  definite  estimate  can  be 
made  at  present  view,  apart  from  the  outstanding 
fact  that  a  market  of  first  importance  has  met  with 
serious  setback  in  which  all  dependent  markets  will 
have  to  share. 

It  is  very  diflicult  to  fully  appreciate  the  outlook 
of  a  British  manufacturer  in  a  situation  of  this  kind. 
Being  a  factor  in  the  very  heart  of  the  world's  com- 
merce, he  is  confronted  by  a  great  diversity  of  con- 
ditions. Many  markets,  each  with  a  different  clim- 
ate, different  buying  conditions,  demanding  in  all,  a 
vast  variety  of  lines,  insist  upon  his  immediate  at- 
tention. America,  India,  South  Africa,  Australia, 
must  all  receive  his  consideration,  and  then  there 
is  the  great  home  market.  He  must  provide 
for  each,  deliver  the  goods  that  best  suit  the  require- 
ments of  each,  and  at  a  time  when  they  can  be  most 
profitably  merchandised  in  each.  In  short,  he  must 
buy  his  raw  materials,  operate  his  machinery,  pre- 
pare his  goods,  and  offer  them  for  sale,  with  his  eye 
constantly  fixed  upon  the  ever  changing  chart  of  the 
world's  requirements.  Considered  from  this  point 
of  view,  it  will  be  seen  how  very  serious  is  the  prob- 
lem that  develops  when  industries  with  world-wide 
demand  are  retarded  for  the  space  of  a  few  weeks, 
through  lack  of  coal. 


For  the  Fabric  Buyers'  Guidance 

TO  the  buyer  of  dress  fabrics,  the  American  color 
card,  and  the  French  card  as  adapted  to  the 
Canadian  market,  will  call  for  very  careful  consider- 
ation when  .submitted  to  him  as  a  basis  for  his  Fall 
selections.  More  particularly  is  this  the  case  in  view 
of  the  different  interpretations  placed  upon  these 
cards  as  to  the  leaders  for  the  new  season  by  the 
different  warehouses. 
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Predicted  Heavy  Silk  Season 

Six  months  ago,  The  Review  stated 
that  this  Spring  would  be  an  exceptional  silk 
season,  and  the  increasing  demand  now  ex- 
perienced for  silk  fabrics  amply  bears  out 
The  Review's  contention.  In  spite  of  the 
attractiveness  of  the  new  cotton  fabrics,  the 
silk  department  continues  to  be  the  busiest 
one  in  the  piece  goods  section.  Fashion  for 
some  time  has  been  favoring  silk  materials, 
and  though  fashion's  influence  is  potent, 
there  are  contributing  factors  towards  plac- 
ing silk  fabrics  in  their  present  high  posi- 
tion and  which  go  to  account  for  the  large 
popular  sale  of  silks  this  season. 


Buyers  and  merchants  must  have  confidence  in 
their  final  decisions,  and  must  call  to  their  aid  every 
source  of  information  available.  Probably  the  first 
and  one  of  the  most  important  is  that  which  gives 
him  his  customers'  viewpoint.  This  will  be  obtained 
by  consultation  with  his  salespeople.  By  weighing 
their  observations  as  to  the  trend  in  preference,  often 
unmistakable,  he  will  undoubtedly  find  some  index 
to  the  next  season's  demand.  Not  only  is  this  an 
essential  in  the  buying  game,  but  it  is  also  necessary 
that  serious  thought  be  given  to  the  opinions  of 
traveling  salesmen  to  whose  word  on  future  require- 
ments some  reliability  can  be  attached,  men  who,  by 
their  wide  connections  in  the  trade  and  their  con- 
tact with  the  best  authorities  in  the  open  market, 
can  speak  with  absolute  confidence. 

Behind  all  these  sources,  however.  The  Review, 
with  its  forecasts  based  on  accurate  information  from 
style  centres,  close  study  of  past  season's  influence 
and  intimate  knowledge  of  the  materials  which  the 
creators  of  fashions  are  using,  comes  as  a  tangible 
guide  to  the  buyer.  The  predictions  of  this  paper 
have  recently  been  borne  out  in  a  most  positive  man- 
ner by  actual  developments  in  the  markets.  The 
present  run  on  tans  was  foretold  some  months  ago 
when  this  paper  was  discussing  Spring  fabrics  for 
the  benefit  of  the  buyer,  and  to  those  who  then  sized 
up  the  situation,  the  present  .scarcity  is  not  at  all  sur- 
prising. 

The  reports  contained  in  The  Review  give  to  thes 
merchant  that  view  of  the  trend  in  all  markets,  that 
summing  up  of  colors,  weaves  and  style  influences 
which  are  necessary  to  confident  buying.  For  that 
reason,  The  Review  directs  the  attention  of  buyers 
and  merchants  to  its  discussions  of  the  fabric  situ- 
ation at  the  present  time.  The  situation  has  been  in- 
vestigated by  practical  buyers,  and  at  a  time  when 


the  fabric  section  of  the  store  is,  in  a  way,  on  trial, 
the  information  given  should  receive  the  most  seri- 
ous thought  from  those  upon  whom  responsibility 
for  the  success  of  the  department  has  been  placed. 


Prepare  for  Greater  Yardage 

THAT  buyer  will  profit  most  who  attaches  due 
significance  to  radical  style  changes  that  are 
now  indicated  from  Paris.  Among  these  is  pre- 
dicted a  departure  from  those  features  which  have, 
for  several  seasons,  created  the  demand  for  shorter 
skirt  and  dress  lengths  in  materials,  and  which 
added  very  considerably  to  the  problems  of  the 
fabric  section. 

The  advent  of  slightly  fuller  skirts  is  now  taking 
more  definite  shape,  and  peplums  and  draperies  are 
appearing,  while  the  revival  of  the  pannier  is  a 
change  decidedly  in  favor  of  greater  yardage.  Ac- 
companying these  features  are  pleatings,  puffings, 
ruffles,  flounces  and  scallop  effects,  all  of  which  will 
help.  Paris  is  also  turning  some  attention  to  a  new 
corset  model  designed  to  give  a  more  definite  waist- 
line. Whether  this  is  to  supersede  the  present  com- 
fort-giving model  is  the  question  to  be  decided,  but 
the  creators  of  fashion  seem  to  have  determined 
that  the  change  must  come,  and  in  its  train  will 
follow  fuller  skirts  and  drapery  effects. 

There  is  an  important  point  in  this  for  the 
fabric  buyer.  Should  the  new  styles  prevail  to  any 
extent  immediately,  it  will  mean  a  more  decided 
development  later  on,  and  for  this  it  is  only  reason- 
able that  the  buyer  should  prepare  himself.  Con- 
sidering the  changes  that  have  already  taken  place, 
and  those  that  are  positively  indicated,  an  increase 
in  buying  of  from  1.0  to  15  per  cent,  would  seem 
justified.  Present  conditions  should  also  be  coupled 
with  the  trend  of  style.  The  effect  of  the  coal  strike 
will  undoubtedly  be  such  that  the  buyer  who  makes 
more  exten.-ive  purchases  need  hardly  fear  the  neces- 
sity of  sacrifice.  The  time  will  come  when  goods 
will  be  wanted,  and  the  supply  short^ — a  condition 
which  affords  excellent  opportunities  to  the  clever 
merchandise  man  who  has  forearmed  himself. 


The  speech  made  by  a  member  of  Parliament 
on  the  parcels  post  question  (see  Men's  Wear  sec- 
tion) is  interesting,  chiefly  because  of  the  fund  of 
information  relative  to  systems  and  charges  in  other 
countries.  Undoubtedly  it  was  delivered  at  a  time 
when  extended  discussion  in  the  House  was 
impossible. 


The  Management  of  a  Retail  Business 


No.   6 — Cash  Discounts — Continued. 
By  H.  C.  Carson,  F.S.S. 


Refer  back  to  last  week's  article,  and 
observe  that  No.  1  had  $135  outstanding 
accounts  at  the  end  of  the  fourth  month. 
These  he  has  begun  to  overhaul  in  vigor- 
ous fashion.  Most  of  the  amount  was 
incurred  during  the  first  month,  and  he 
has  found  that  he  is  not  only  deprived 
of  the  use  of  the  money,  but  that  the 
customers  most  likely  are  withholding 
further  trade  because  of  their  indebted- 
ness. He  has,  therefore,  written  each  a 
polite,  but  firm  letter,  requesting  a  settle- 
ment or  at  least  a  substantial  payment 
on  account.  And  his  appeal  has  not  been 
in  vain,  for  he  has  collected  all  but  $45, 
and  this  amount  he  has  concluded  he 
will  never  collect  without  recourse  to 
law.  In  the  meantime,  his  coupon  sys- 
tem has  taken  hold  more  firmly  than 
he  had  dared  to  hope,  and  all  but  two  of 
the  coupon  bills  receivable  had  been  paid 
at  maturity.  These  two  had  applied  for 
further  coupon  books,  but  he  had  held 
the  rule  of  no  further  credit  inviolate, 
and  declined,  preferring  to  lose  the  cus- 
tomers rather  than  break  into  his  plan, 
which  had  worked  so  well,  though  only 
in  operation  such  a  short  time.  He  had 
also  discouraged,  as  far  as  possible,  cash 
transactions  across  the  counter,  prefer- 
ring to  sell  a  book  of  coupons  rather  than 
make  a  small  cash  sale. 

Business  is  Extended. 

He  had  become  known  as  the  coupon 
merchant,  and  had  bought  a  second 
horse  and  delivery  wagon  costing  $225, 
which  was  necessary  to  meet  the  de- 
mands of  his  extending  trade.  Further- 
more, letters  had  been  sent  to  all  the 
farmers  in  the  neighborhood,  asking 
them  to  bring  in  their  butter  and  eggs, 
and  such  other  produce  as  they  might 
have  to  sell.  Many  of  them  came,  and 
he  paid  them  the  best  market  rates. 
They,  too,  bought  coifpons,  and  the  cou- 
pons brought  them  back  with  more  pro- 
duce. Some  of  these  farmers,  having 
taken  coupons  for  produce,  found  that 
they  were  short  of  cash,  for  lines  of 
goods  which  our  merchant  did  not 
handle,  for  instance,  dry  goods,  cloth- 
ing, boots  and  shoes,  etc.  Here  was  a 
temptation  to  branch  out  into  foreign 
lines,  but  he  wisely  concluded  that  this 
might  not  only  lead  him  out  of  his  depth, 
but  also  incur  the  enmity  of  other  mer- 
chants, and  perhaps  induce  them  to  add 
his  line  to  theirs  in  retaliation. 
Works  With  Other  Dealers. 

He  arranged,  therefore,  to  have  one 
storp   in   each  line   foreign   to   his   own, 


redeem  his  coupons  for  merchandise, 
when  presented  by  out  of  town  custo- 
mers. These  dealers  began  trading  at 
our  man's  store  in  consequence,  and  he 
at  theirs,  for  his  needs,  to  their  mutual 
benefit  and  satisfaction.  His  business 
grew  apace.  Besides  $100  cash  business, 
he  had  sold  during  the  fifth  month  300 
coupon  books,  half  of  them  taking  their 
2%  per  cent,  or  25c.  per  book  discount. 
On  May  31st,  his  unredeemed  coupons 
amounted  to  $400,  so  that  his  sales,  with 
cash  sales  $100,  and  coupons  outstanding 
last  month  $550,  had  been  $3,250,  less 
$37.50  discount  on  coupons.  His  pur- 
chases, including  produce  from  his 
farmer  customers,  had  been  lighter  this 
month,  because  of  his  enlarged  stock  at 
the  beginning  of  the  month,  nevertheless, 
he  had  bought  $1,500,  securing  a  trade 
discount  of  5  per  cent,  on  two-thirds  of 
the  amount,  and  2  per  cent,  cash  discount 
on  all. 

Standing  of  Business. 
His  note  at  the  bank  has,  of  course, 
been  paid,  and  thus  far  he  has  not  made 
a  new  loan.    His  accounts  stand  thus: — 

MERCHANDISE    ACCOUNT. 

Stock    on    hand    May    1st    $4,125.00 

Purch.ised  during  month 1,500.00 

$5,625.00 
Sales   @  75  per  cent,  cost    $2,437.50 

Stock    on    hand     $3,187.50 

RECEIPTS    AND    DISBURSEMENTS. 

Cash  In   hand   May   1st    $154.83 

Accounts  receivable,  collected   90.00 

Bills   receivable   580.00 

Coupon    books    (less    discounts)     2,462.50 

Cash   sales    100.00 

$3.387.,33 

Note    at    bank    $750.00 

Horse  and  wagon   225.00 

Merchandise   (less  discounts)    1,421.00 

Personal   drawings    (5   months)    500.00 

Wages  and  other  expenses   200.00 

$3,096.00 

Cash     in     hand     May     31st     $291.33 

BAL.ANCE     SHEET. 

Assets. 

:ash   in   hand    $291.33 

Accounts  receivable  45.00 

Bills    Receivable    $500.00 

Less  unredeemed  coupons  . . .      400.00 

100.00 

Merchandise 3,187.50 

Fixtures,   etc .  1,225.00 

^4,848.83 
No  lilabilities. 

We  have  had  to  arbitrarily  adjust  the 
merchant's  personal  account  by  drawing 
$100  per  month  for  the  five  months,  pro- 
vision for  which  had  been  omitted. 
Starting  with  $3,500,  his  net  gain  in  5 
months  thus  stands  at  $1,.348.83.  His 
total  sales  to  date  equal  $9,062.50,  show- 
ing a  gain  of  nearly  15  per  cent,  of  sales, 
and  38  per  cent,  on  capital. 

How  No.  2  Has  Fared. 

And  what  has  No.  2  Mr.  Shopkeeper 
been   doing  in   the   meantime?     He   has 


felt  the  keen  edge  of  his  competitor's 
superior  business  acumen,  and  is  begin- 
ning to  think  that  something  must  be 
wrong.  The  new  delivery  wagon  across 
the  way  has  confused  him,  and  he  can- 
not understand  why  the  farmers  are  go- 
ing to  No.  1  with  their  produce.  H« 
has  been  outclassed  in  fresh  produce,  and 
in  a  number  of  ways  he  has  made  mental 
comparisons  with  No.  1,  in  all  or  which 
he  has  come  off  second  best.  A  large 
number  of  his  cash  customers  have  left 
him,  and  while  he  has  sold  $1,200  on 
credit,  he  has  only  made  $100  cash  sales. 
Collections,  on  the  other  hand,  despite 
his  efforts,  have  been  disappointingly 
slow,  only  $600  being  gathered  in.  Sev- 
eral of  his  creditors  have  intimated  that 
his  limit  has  been  reached,  but  he  has 
paid  off  $500  of  his  liabilities,  and  made 
purchases  amounting  to  $900  neverthe- 
less. 

Compares  Unfavorably  With  Vo.  1. 

Here  are  his  accounts: — 

MERCHANDISE. 

Stock  on   hand   May   1st   $2,450.00 

Purchased    during    month    900.00 

$3,350.00 
Sales   at  7    per   cent,   cost    975.00 

$2,375.0« 
RECEIPTS    AND    DISBURSEMENTS. 

Cash  on  hand  May  Ist  $183.00 

Received    on    account    600.00 

Cash    sales     100.00 

$883.00 

Merchandise    accounts    500.00 

Wages  and  other  expenses  150.00 

Personal     drawings     200.00 

$850.00 
Cash  in   hand  May  1st   $33.00 

BALANCE    SHEET. 

Assets. 

Cash    in    hand    $33.00 

Accounts   receivable    3,233.64 

Merchandise    2,375.00 

Fixtures    1,000.00 

$6,641.64 
Laibilities. 

To   sundry   creditors    $2017.67 

Personal   accounts    300.00 

$2,317.67 
$4,323.97 

The  personal  accounts  $300,  plus  $200 
cash  drawn,  equal  $100  per  month  for 
5  months,  as  in  the  case  of  No.  1,  and 
his  net  gain  is  $823.97,  according  to  the 
books,  and  supposing  his  receivables  will 
be  paid  in  full.  A  radical  change  will 
be  necessary  if  Mr.  Shopkeeper  is  to 
survive  his  first  6  months'  trading.  Th' 
writer  has  intended  keeping  him  in  busi- 
ness for  a  year,  but  the  coils  are  drawing 
tighter  and  tighter  about  him,  solvent  as 
he  appears  to  be,  and  perhaps  it  would 
be  just  as  well  to  close  him  out  next 
month,  and  see  if  we  cannot  find  a  more 
worthy  competitor  for  No.  1. 


How  Coal  Strike  Affected  Textile  Centres 

Lessened  the  purchasing  power  of  million  workpeople  land  proved  serious 
set-back  to  business  —  Apart  from  strike  trouble,  conditions  in  large  manu- 
facturing districts  are  healthy  —  Wool  prices  remain  iirm  —  Linen  advancing 


MANCHESTER.— The  gi^eat  factor  in  the 
industrial  situation  at  the  moment  is  the 
coal  strike,  and  it  is  doubtful  whether 
people  engaged  in  the  home  trade  will  recover  from 
the  effects  this  year.  At  any  rate,  the  lessened  pur- 
chasing power  of  over  a  million  w'orkpeople  up  and 
down  the  country  is  bound  to  seriously  affect  both 
retailers  and  wholesale  houses.  Buyers  have  again 
hesitated  to  place  orders  in  cotton  goods  with  manu- 
facturers, and,  on  the  other  hand,  shop-keepers  are 
asking  the  home  trade  establishments  to  hold  stuff 
back.  Otherwise,  the  outlook  in  Lancashire  is 
healthy.  In  spite  of  some  difficulty  in  getting  fuel, 
machinery  engaged  in  the  cotton  industry  continues 
to  work  practically  at  full  stretch,  and  most  concerns 
have  healthy  contract  lists  which  will  not  be  worked 
off  until  nearly  the  end  of  the  year. 

The  scarcity  of  coal  has  stimulated  the  inventive 
powers  of  those  to  whom  an  unexpected  stoppage  of 
the  usual  source  of  supply  is  of  vital  importance,  and 
efforts  are  being  made  to  find  a  substitute,  so  that  the 
trade  of  the  country  may  not  be  altogether  paralyzed. 
A  considerable  number  of  boilers  in  the  district  have 
recently  been  fitted  with  a  simple  arrangement 
whereby  oil  may  be  used,  and  I  learn  that  the  result 
has  been  satisfactory,  the  cost  working  out  at  the 
equivalent  of  coal  at  about  15s.  per  ton.  In  Ireland, 
also,  I  hear  of  successful  experiments  being  carried 
out  with  peat,  of  which  there  is  in  that  country  an 
almost  unlimited  supply. 


Bradford. — Although  the  normal  flow  of  goods 
from  the  loom  to  the  wearer  has  been  greatly  inter- 
fered with  by  the  curtailment  of  work  in  the  dye 
works,  on  account  of  the  coal  difficulty,  some  amount 
of  machinery  has  been  kept  running  by  most  of  the 
firms  by  paying  very  high  prices  for  coal.  The 
home  trade  are,  of  course,  suffering  from  the  above 
cause,  as  the  present  is  a  most  unfortunate  time  for 
any  hitch  in  the  supply  of  Spring  textiles,  but  the 
export  houses  are  also  being  greatly  inconvenienced 
from  the  fact  that  their  orders  can  only  be  de- 
spatched when  complete.  Often  small  lines  which 
are  held  up  in  the  dye-houses  are  keeping  back  other 
goods  from  shipment. 

The  values  of  merino  and  crossbred  wools  are 
remarkably  firm,  in  fact  of  the  widespread  and  de- 
trimental effects  of  the  coal  difficulty,  and  should 
matters  be  settled  before  the  opening  of  the  next 
London  colonial  sales  on  April  11,  there  is  every 


confidence  heer  that  a  higher  basis  of  values  will  be 
established  then. 

•  •     • 

Nottingham. — A  few  manufacturers  are  about  to 
close  their  factories  owing  to  shortage  of  fuel,  though 
the  majority  can  still  keep  their  machinery  running, 
as  "smudge"  and  "slack"  is  on  sale  at  prices  ranging 
from  25s.  to  £2  per  ton !  The  Nottingham  Corpora- 
tion have  also  come  to  the  rescue,  as  the  gas  com- 
mittee find  that  they  have  ample  supplies,  and  they 
have  decided  to  sell  to  manufacturers  between  3,000 
and  4,000  tons  of  coal.  This  will  result  in  a  double 
benefit  by  allowing  manufacturers  to  complete  con- 
tracts and  obviating  many  employes  being  thrown 
out  of  work. 

Naturally  very  few  orders  for  any  class  of  lace  or 
made-up  goods  are  being  placed,  though  there  is  a 
feeling  that  when  the  present  trouble  is  over  there 
will  be  a  rush  for  millinery  laces.  There  is  a  little 
more  doing  with  the  Continental  markets,  though 
goods,  when  despatched  from  the  warehouses,  are 
held  up  first,  by  the  railway  companies,  and  then  by 
the  shippers. 

•  «     • 

Glasgow. — The  absence  of  a  break  in  the  in- 
dustrial cloud  is  telling  severely  on  all  branches  of 
textile  and  warehouseman  trades  in  Glasgow  and 
Scotland  generally.  True,  the  Spring  sales,  now 
past,  attracted  in  a  surprising  degree  a  large  quota 
of  the  regular  clientele  to  tlie  city,  but  the  aggregate 
purchasing  power  fell  short;  in  addition,  wholesale 
houses  have  been  called  upon  to  grant  further  ac- 
commodation in  the  matter  of  delivery. 

•  •     • 

Belfast. — The  volume  of  business  in  the  linen 
market  has  been  fairly  well  maintained,  and  prices 
have  an  upward  tendency.  Manufacturers  are  fairly 
well  booked  up.  There  is  a  considerable  number  of 
orders  to  be  placed,  but  buyers  are  reluctant  to  agree 
to  the  increased  prices  demanded.  The  coal  strike  is 
interfering  with  the  home  demand  for  bleached  and 
finished  linens. 

While  the  effects  of  the  coal  strike  are  not  as  yet 
acutely  felt  in  the  North  of  Ireland,  there  is  little 
doubt  the  shadow  of  the  trouble  has  a  depressing 
influence  on  business  in  town  and  country.  The 
train  service  on  the  various  lines  is  much  curtailed. 
Customers  have  not  been  too  numerous  in  the  ware- 
houses, and  orders  are  coming  in  slowly.  The  turn- 
over for  the  month  of  March  will  hardly  equal  last 
year's  figures. — From  The  Draper's  Record,  London. 


Problems  of  hosiery  buying^  and  retailing  discussed  —  Timely  appreciation 
of  novelty  not  always  apparent  —  Eleventh-hour  rush  orders  —  Much 
business  lost  through  adhering  too  exclusively  to  staple  lines  —  Pace  has 
become  faster  than  the  average  merchant's  buying  policy  —  Some  mis- 
takes that  might  be  avoided. 


SPRING,  1913,  hosiery  samples  for  placing 
will  be  ready  through  the  wholesale  trade  by 
June  1  to  15.  Sorting  sets  for  Midsummer 
business  and  to  rei)lenish  stocks  depleted  after  Easter 
are  being  prepared  and  rushed  out  on  the  road. 

Many  import  buyers  are  now  in  Chemnitz  and 
other  foreign  markets,  selecting  next  season's  styles, 
values  and  colors.  Importing  ranges  will  be  ready 
for  wholesale  and  larger  buyers  direct  by  May  1  to 
15,  when  authentic  information  will  be  available 
and  bear  out  seasonable  forecasts. 

In  anticipating  next  Spring's  samples,  buyers  are 
guided  by  later  demand  on  this  year's  sales,  and  it 
is  not  advisable  at  the  present  time  to  try  to  state 
what  selections  will  comprise  in  novelties. 

no    THEY    KNOW    THEIK    BUSINESS? 

Before  proceeding  to  next  season's  probable 
showings,  criticism  of  this  season's  buying  is  timely. 
Discussion  is  important,  because  it  deals  with  vital 
problems  of  hosiery  retailing.  It  is  claimed,  and 
there  seems  to  be  good  grounds  for  the  accusation, 
that  many  Canadian  hosiery  buyers  do  not  know 
their  business.  The  first  argument  in  favor  of  this 
contention  is  embodied  in  the  orders  received  this 
year  for  hosiery  ten  days  to  two  weeks  before  Easter, 
asking  for  immediate  deliveries.  As  one  department 
head  stated:  If  he  were  a  dry  goods  merchant  and 
his  buyer  did  not  know  what  was  required  by  the 
department  (of  practically  staple  lines)  until  such  a 
late  date  he  would  fire  the  buyer. 

It  is  pointed  out  that  with  the  usual  rush  at  such 
a  time  it  is  next  to  impossible  to  fill  these,  in  some 
instances,  placing  orders.  Granting  that  they  are  re- 
peats, and  that  it  is  attempted  to  make  satisfactory 
shipments,  there  are  excuses  as  to  sold-out  sizes  and 
qualities,  which  cannot  be  avoided.  Quantities  are 
so  small  in  individual  cases  that  larger  houses  are 
given  preference  with  the  result  that  smaller  orders 
are  never  filled.  It  follows  that  merchants  lose  this 
business  and  profit,  and  it  is  in  many  instances  not 
a  matter  of  foresight,  neglect  or  dating,  but  fear  and 


shipments  of  gauze,  lisle  and  silk  white  hosiery,  which 
or  colors. 

MISTAKES    IN    BUYING. 

When  these  late  orders  are  received  it  will  be 
seen  that  mistakes  in  buying,  more  grossly  exag- 
gerated than  those  mentioned,  are  responsible  for  the 
lack  of  confidence  or  the  attitude  maintained  by 
many  buyers  and  merchants  to  the  detriment  of 
business.  In  the  aggregate,  wholesale  departments 
are  handled  so  as  to  show  enormous  increases  in  sales 
and  building  up  their  turnover  on  accounts  which 
show  through  their  buying  end  where  this  increase 
is  likely  to  accrue.  If  some  accounts  were  offered 
20  dozen  $4.50  lisle  hose  at  $2.25,  all  good  sizes,  they 
would  pass  them  up,  but  write  or  come  in  for  10 
dozen,  perhaps  a  month  later  at  $4.50,  because  their 
department  has  since  demanded  these  sizes. 

BUYING    DEPARTMENT. 

There  are  two  sides  to  every  question,  and  hosiery 
buying  and  selling  has  grown  faster  than  the  average 
merchant's  buying  policy.  There  is  no  novelty 
selling  recognized  by  many  outside,  and  the  increase 
in  novelty  style  and  assortments  has  only  been  re- 
sponded to  in  larger  cities. 

As  an  instance,  white  hosiery  was  anticipated  as 
an  important  style  factor,  but  so  far  larger  wholesale 
houses  have  had  no  response,  and  only  in  isolated 
cases  has  there  been  any  inquiries.  To  offset  this 
there  is  the  fact  that  larger  retail  houses  have 
cleaned  up  the  markets,  and  some  manufacturers' 
agents  are  oversold  fully  1,000  dozen,  and  report 
a  splendid  season  to  date. 

By  June  15,  when  sorting  houses  are  busy  chang- 
ing departments  to  Fall  lines,  or  thinking  of  Spring 
placing,  1913,  there  will  be  a  cry  for  immediate 
shipments  of  gauze  lisle  and  silk  white  hosiery,  which 
at  the  present  is  not  wanted  either  by  manufacturers 
or  wholesalers,  but  was  advised  on  special  placing 
trips.     Merchants  knew. 

It  is  pointed  out  that  there  is  nothing  but  staple 
business,  that  no  attention  is  given  advicesand  similar 
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We  are  now    receiving    and    putting    into  stock 
complete    ranges 


of  ''QjieenQua/i^y^ 


Hosiery  and^Gloves  for  Women  and  Children. 
Also 

#\    atmmaM   mmmammmmmm 

Men's  Half  Hose 


^4^Qualiiif^_ 


for  Spring  1912. 

MAIL  ORDERS  WILL  RECEIVE 
OUR    PROMPT     ATTENTION. 

Our  travellers  will  call  Tupon  you  shortly  with  full 
range  of  Hosiery,  Men's  Half  Hose  and  Cashmere  and 
Ringwood  gloves  for  Fall  1912. 


THE  RICHARD  L.  BAKER  CO.,  TORONTO,  ONT. 


GRACEFUL  LINES 
and  PERFECT  FIT 


together  with  selected 
yarns  are  the  main 
essentials  of  a  high- 
class  sw^eater  coat. 

These    features    are 
embodied  in 

DOMINION 

Sweater  Coats 

If  you  wish  to  increase 
your  sw^eater  coat  sales 
you  cannot  do  better 
than  to  carry  a  stock  of 
this  popular  brand. 

WRITE  FOR  SAMPLE 
GARMENTS. 


A.  Burritt  &  Co. 

MITCHELL,  ONT. 


THE  HALL-MARK  OF  Refristered  No.  262,006 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRiNCI- 

PLE,  and  starting  with  TWO  THREADS 
in   the   TOP,  it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and   TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unslirinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

To  be  had   from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 
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quantities  are  taken  year  after  year  and  staple  num- 
bers. There  is  said  to  be  little  or  no  novelty  business 
in  stores  in  Canada  situated  in  localities  of  less  than 
20,000  population.  From  the  wholesale  end  it  is 
claimed,  and  evidently  with  good  reasons,  that  mer- 
chants are  again  losing  money,  because  they  are  being 
too  careful  of  high-class  or  novelty  hosiery,  and  also 
in  buying  many  numbers  which  to  city  buyers  is 
"plunder." 

Merchants  handicap  hosiery  profits  by  setting 
only  staple  latitude  on  their  departments.  Because 
these  numbers  are  wanted,  and  for  no  other  reason, 
they  are  carried  by  wholesalers  to  make  a  greater 
quantity  showing,  merchants  pick  them  out  season 
after  season,  notwithstanding  likely  style  influence 
or  demand,  and  often  pay  prices  which  are  out  of  all 
proportion,  not  to  value,  but  to  selling  merit.  Mer- 
chants are  sacrificing  larger  profits  to  standard 
values,  when  their  percentages  could  be  notably  in- 
creased by  attention  to  novelties  suggesting  style 
influence. 

This  knowledge  is  used  by  wholesalers  to  clean 
up  stocks  and  the  irony  of  the  situation  is  that  mer- 
chants often  pay  more  than  retail  clearance  prices 
in  larger  cities.  To  buyers  these  values  are  appar- 
ently more  or  less  staple,  and  they  afford  a  staple 
profit,  whether  or  not  they  are  what  people  might 
buy  through  introduction  or  style  demand.  There 
are  cases  where  a  handicap  is  proved,  and  people 
have  to  buy  these  qualities  or  nothing. 

AN  ELEVENTH  HOUR  SCRAMBLE. 

To  discuss  one  side  of  this  question  as  it  looks 
to  wholesalers  gives  a  broad  view.  Merchants  to-day 
have  not  sufficient  regard  for  individual  ranges,  they 
want  qualities  and  standard  values  up  to  limited 
prices.  They  do  not  consider  traveling  representa- 
tives or  early  advices,  feeling  that  the  idea  is  to  book 
quantities  and  get  away.  This  basis  is  always  fore- 
most, and  orders  placed  as  far  as  persuasion  can 
effect,  but  always  on  staple  lines.  Advices  are  for- 
gotten until  the  demand  for  the  goods  finds  a 
scramble  to  obtain  a  few  dozen  of  exactly  what  was 
presented  fully  six  months  before.  This  situation 
is  aptly  illustrated  by  first  inquiries,  and  letters  from 
travelers,  who  are  now  being  asked  for  scarce  novelty 
hosiery  in  localities  outside  of  larger  cities,  where  it 
is  always  found  that  these  developments  are  first  to 
appear  in  anticipating  demand,  and  owing  to  closer 
touch  with  fashion  and  its  influences.  These  con- 
ditions and  result  have  all  been  in  evidence  during 
the  past  Easter,  and  easily  traced  in  rush  orders. 

THE  SPECIAL  PLACING  TRIP. 

This  brings  forward  the  problem  of  special  trips 
for  placing  and  the  advantage  merchants  take  of  ad- 
vance prices  quoted.  First  of  all,  the  special  man 
sent  out  with  hosiery  samples  knows  his  business,  or 
ought  to.     He  has  made  a  study  of  styles,  values. 


colors,  and  respective  ranges  at  the  mills  in  his  own 
buying,  which  anticipates  coming  demand.  True, 
he  is  out  to  sell  quantities,  and  it  is  only  possible 
that  specialization  prices  and  quantities  go  hand  in 
hand.  To  get  down  to  individual  orders,  he  does 
not  care  whether  he  sells  a  merchant  or  not.  That 
is  only  incidental  with  a  successful  range,  and  the 
booking  of  other  orders.  His  interpretation  is  not 
considered,  and  merchants  remark  to  regular  repre- 
sentatives that  next  time  they  leave  that  fellow  at 
home. 

Suggestions  are  resented,  and  orders  go  to  shew, 
from  a  salesman's  standpoint,  that  while  merchants 
adhere  to  almost  staple  numbers,  as  buyers  they 
are  away  off  in  grading  of  sizes,  proportion  of  colors, 
and  even  probable  selling  along  the  line  of  novelties. 
Except  in  a  few  instances,  novelties  are  entirely 
ignored  as  too  risky,  and  as  orders  come  in  represen- 
tatives are  designated  as  travelers,  not  salesmen, 
booking  quantities  for  hand-to-mouth  necessit:ies.  If 
a  traveler  does  know,  is  enthusiastic,  suggests  or  calls 
attention  to  what  other  merchants  are  doing  he  is 
looked  upon  by  his  account  as  boosting  and  other- 
wise trying  to  tell  the  buyer  his  business.  After  the 
openings,  or  as  the  season  is  fairly  commenced,  there 
is  a  howl  about  getting  deliveries  on  numbers  about 
which  every  buyer  had  notice  at  placing  time.  It 
can  be  traced  to  only  two  causes — if  buyers  did  know, 
they  had  lack  of  confidence,  or  allowed  the  fear  of 
anything  but  staples  (so  far  ahead,  as  he  claims)  to 
overcome  their  good  judgment.  If  special  salesmen 
are  not  allowed  to  express  an  opinion  or  tell  buyers 
their  views,  if  this  intelligence  is  not  accepted,  how 
else  is  a  merchant  to  know  until  it  is  late?  Orders 
show  glaring  cases  that  he  often  does  not  know,  and 
this  accounts  for  the  third  loss  to  successful  merchan- 
dising to  put  hosiery  departments  on  a  more  profit- 
able basis. 

One  thing  is  certain,  the  department  head  or 
buyer  giving  advice  has  shown  his  confidence  by 
making  purchases,  and  banking  his  firm's  money  on 
such  information  which,  if  it  means  a  loss  (as  a 
possibility)  is  going  to  result  extremely  more  so  to 
his  department  than  loss  through  any  quantity  the 
average  merchant  takes  if  he  touches  it. 

There  are  limitations  and  extremes  to  these  cir- 
cumstances, which  are  also  important.  Taking  the 
special  salesman's  view  he  is  anxious  to  sell  an  ag- 
gressive account  and  do  business  on  the  understand- 
ing that  next  season's  ideas  and  suggestions  can  be  of- 
fered in  confidence  that  they  will  be  acceptable  and 
knowing  that  results  will  justify  a  growing  and 
satisfactory  order  for  next  placing  trip. 

Several  instances  on  random  Easter  orders  are 
cited,  which  go  to  show  there  is  more  than  ordinary 
reason  for  comment.  One  order  for  a  lot  of  a  leading 
number  $2.25  lisles  asks  for  equal  quantities  of  81/2, 
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ARE  YOU  RESERVING 
YOUR  ORDER  FOR 

The  Sure-Selling  Kind? 

THE  SWEATER  SUCCESS 
OF  1912 

• — the  Hewson    Fall    Line  of  Sweater  Coats 
for  Men  and  Women. 

This  new  line  represents  the  very  best  value 
that  can  be  put  into  Sweater  Coats  at  popular 
prices.  It  offers  a  high-grade  assortment  of 
heavy  ribbed  Sweater  Coats  for  men — in  all 
the  latest  styles,  with  a  variety  of  of  collars 
for  all  kinds  of  outdoor  sports,  including  the 
new  English  Collar;  also  a  full  array  ot  finer 
ribbed  garments  for  women — with  neat,  sens- 
ible collars  and  many  new  attractions  in 
stitches,  colors  and  color  combinations. 

Don't  buy  any  Sweaters  until  you  see  the 
COMPLETE  Line  of 


H  E  W  S  O  N  '  S  '"s^l^'^f 

Handsome  showcards — free  newspaper  electros — plenty  of  neat  booklets  and 
many  other  useful  selling  hints    furnished  FREE    to    all  Hewson    Dealers. 

HEWSON  PURE  WOOL  TEXTILES,  LIMITED 

AMHERST,  N.S. 


TRADE  MARK 


REGISTERED 


Scotch 

Fingerings, 

Vanguard, 

15's,  12's 

Fine. 

Hosiery 

Yarns, 

&c.,  &c. 


ASK      FOR 


TRADE  MARK 


BURNLEY^S  WOOLS. 


REGISTERED 


H>^ 


Soft 

Knittings, 

B.    Imperial, 

Soft  Spun 

Vanguard 

Fine. 

0^  and  00 

Worsteds, 

&c.,  &c. 


ESTABLISHED      752 


THOMAS    BURNLEY    &    SONS.  LIMITED 

MANUFACTURERS  OF  SCOTCH   FINGERING   &  KNITTING  WOOLS 

GOMERSAL    MILLS,    nr.  LEEDS,    ENGLAND. 
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9,  9I/2  and  10  in.  sizes.  In  O.S.  .sizes  the  same  argu- 
ment can  be  used  as  obviously  8 Mi,  9-inch  are  not 
Hkely  necessary  with  O.S.  leg,  and  that  an  order  for 
such  sizes  goes  to  show  that  someone  is  asleep. 

SALES  MAKE  SALES. 

Argument  of  price  is  then  apparent.  Early 
January  delivery  is  not  too  soon  for  February  or 
March  hosiery  sales,  but  merchants  can  stipulate  1st 
March  delivery  with  May  dating.  Rush  Easter  busi- 
ness is  at  regular  quotations,  $2.25,  $3  and  $4.50, 
etc.,  etc.,  and  merchants  pay  this,  taking  similar  dis- 
counts, when  with  the  same  time  and  term  allow- 
ance, but  shipment  assured  for  Spring  business,  there 
is  not  even  the  excuse  of  lack  of  information  either 
on  style  influence  or  quantities  necessary.  These 
savings  on  staple  numbers  are  not  to  be  ignored,  as 
there  is  a  loss  here  estimated  only  by  the  size  and 
importance  of  each  hosiery  buyer's  department,  and 
the  totals  of  rush  Easter  or  later  orders.  Still,  mer- 
chants continue  to  allow  the  loss.  Estimated  on  25 
or  50  dozen,  it  shows  just  the  difference  of  merchan- 
dising, which  makes  it  possible  to  keep  stocks  clean, 
up  to  date  and  full  value,  above  the  standard  under- 
stood by  staple  lines,  and  to  make  a  better  yearly 
profit.  And  the  point  is,  in  a  live  department,  sales 
make  sales,  and  it  is  possible  to  add  novelties  success- 
fully during  the  height  of  selling  and  holiday 
seasons. 

As  an  illustration,  there  are  jobs  available  and 
prices  quoted  to  the  trade  to  clean  up  10  or  20  dozen 
to  each  merchant  of  a  quantity  purchase  picked  up 
by  a  wholesale  buyer.  These  are  lines  generally 
offered  after  staple  buying  is  done,  and  necessarily 
fairly  staple  themselves,  at  prices  to  invite  business 
and  limited  only  by  quantity  and  price.  With  the 
same  attitude  as  merchants  should  have  toward  their 
departments,  there  is  bound  to  be  clean-up  lines  in 
wholesale  departments.  Every  buyer  is  liable  to 
make  mistakes  and  it  is  also  necessary  to  keep  up  in- 
terest and  make  extra  business.  In  face  of  these 
prices  and  leaders,  Easter  orders  in  some  instances 
have  tacked  on  5  or  10  dozen  at  regular  prices  of 
lines  which  are  selling  less  at  that  very  time  in  the 
warehouse  and  considered  as  overmakes  or  mill 
clearances. 

While  department  heads  have  actually  told  buy- 
ers they  are  depending  on  price  to  sell  these  off- 
shades  or  passe  patterns  and  have  conveyed  such  in- 
formation to  merchants  themselves,  continued  orders 
at  old  prices  coming  in  show  a  lack  of  buying  con- 
nection and  sometimes  consequent  loss.  This  loss  is 
not  always  so  much  at  the  buying  as  in  retailing  re- 
sults. This  is  traced  directly  to  style  and  novelty  in- 
fluences which  it  is  asserted,  merchants  ignore  when 
it  is  offered  six  months  before. 


PEOPLE   BUY   KOVELTIES  IN   CITIES. 

Again,  with  proper  information  on  unaccepted 
advice,  it  is  also  a  loss  to  any  department  that  buy- 
ers do  not  avail  themselves  to  a  greater  extent  of 
these  clearance  prices  while  there  is  still  time  and  op- 
portunity to  make  a  noise. 

How  this  is  to  be  done,  when  consumers  have 
to  make  their  demand  plain  to  some  merchants  is 
a  problem  some  buyers  are  at  a  loss  to  solve.  With 
reference  to  this,  to  revert  to  the  drop  in  colored 
hosiery  last  year,  is  a  good  example  of  how  parts  of 
the  trade  availed  themselves  of  their  opportunity  in 
June,  when  $2.25  lines  were  quoted  from  $1.90 
down  to  $1.40  dozen  and  sold  2  pairs  for  25c  to  clean 
up.  This  Spring  some  buyers  booked  identical  goods 
at  regular  prices  simply  because  they  are  not  aware 
or  taking  advantage  of  style  influence  on  hosiery  de- 
mand or  depending  on  introduction  instead  of  price. 
They  go  on  the  plan  that  what  was  bought  last  year, 
sold.  It  is  not  altogether  a  case  where  an  excuse  that 
no  demand  is  found  but  because  buyers  do  not  at- 
tempt anything  different,  with  the  result  that  people 
buy  hosiery  novelties  on  sight,  when  visiting  in  cities 
or  send  by  mail  either  to  the  mill  or  mail  order 
house.  This  is  all  a  merchant  can  do  himself  under 
the  circumstances  and  it  takes  as  long  to  get  them  as 
it  does  the  customer. 

There  are  also  adverse  criticisms  in  case  of  delay 
or  disappointment.  Reason  for  the  six-months  dif- 
ference between  showings  in  cities  and  towns  during 
the  same  season,  cannot  be  explained  by  saying  that 
people  are  not  buying  such  qualities  or  that  demand 
is  different,  because  if  such  were  the  case,  values, 
colors  and  qualities  specialized  would  not  be  stocked 
in  larger  stores  nor  sell  successfully.  Yet  the  same 
ranges  and  style  information  are  identical  in  many 
instances,  hampered  not  so  much  by  the  limit  of  de- 
partments, but  by  the  merchants  or  buyer's  decision 
to  adhere  to  staples  and  according  to  last  season's 
success  or  failure. 

GET   AND   GIVE   INFORMATION. 

The  whole  situation  depends  on  getting  and  giv- 
ing information  and  as  special  hosiery  buyers  or 
travelers  are  taking  advice  from  his  accounts  and 
sizing  up  the  situation  to  better  serve  merchants  on 
his  list,  individual  buyers  should  not  forget  that  he 
might  know  or  be  offended  if  buying  and  style  ad- 
vice is  given  in  return.  From  the  merchant's  view- 
point there  are  special  numbers  and  makes  associ- 
ated with  different  ranges  which  are  bought  with  the 
understanding  they  are  always  staple.  But  improve- 
ment is  coming  in  the  development  of  hosiery  selling 
especially  in  connection  with  Spring  and  Summer 
lines  which  will  result  from  co-operation. 

AVholesale  departments  can  only  serve  merchants 
as  they  are  justified    by  placing    orders    and    right 
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Don't    Forget 

That  last  season  the  Canadian  public 
bought  more  "CEETEE"  Underwear 
than  ever  before. 
That  the  reason  for  this  was  twofold: 

1st.— "CEETEE"  is  the  best  Woollen 
Underwear  made  the  world  over. 

2nd. — It  is  extensively  advertised  all 
over  Canada  every  year. 

That  this  year  our  advertising  cam- 
paign will  be  greater  and  better  than 
ever. 

Let  your  orders  be  earlier  and  larger 
than  ever  for 

CEETEE 

PURE  WOOL  UNDERWEAR 
THE  C.  TURNBULL  CO.  OF  GALT,  Limited 

GALT,         -        ONTARIO 

Manufacturers  of  the  famous  "CEETEE"  Pure  Wool 
Underwear — TurnbuU's  Ribbed  Underwear — made  in 
all  sizes  for  men,  women  and  children.  Also 
TurnbuU's  "M"  Bands  for  Infants. 

(290) 


Superiority  of  Style,  Fit 
and  Finish 

Are  strong  selling  points  of 

ITALIAN  SILK 
HOSIERY 

The  ELEGANCE  and  COMFORT  of  SILK 
for  the  PRICE  of  COTTON. 

Specially   made   WITHOUT   SEAMS. 
Unequalled  in  the  trade  for 

"The  Wear  is  Tiiere" 

Your  Wholesale  House   can   supply  you. 

Thomson  Knitting  Company 

Manufacturers  LONDON,  ONT. 

SELLING     AGENTS: 

W.  R.  Begg,  20  Wellington  St.  West.  Toronto.  Ontario 

Stuart  M.  Campbell.  400  Hammond    Bldg..    Winnipeg.    Man. 

A.  R.  McFarlane.  506  Mercantile  Bldg.,  Vancouver.  B.C. 


We  Pay  from  $10.00  to  $50.00  Per  Week 

to  our  Salesmen.     To  some  of  our  best  men  we  pay  more. 

Are  you  a  $10.00  or  a  $50.00  man  ? 

If  you  are  a  $50.00  man  we  want  you. 

If  you  are  a  $10.00  man,  with  an  ambition  to  be  a  $50.00 
man,  we  want  you. 

You  can  devote  your  spare  hours  to  our  work,  and  make 
more  money  than  you  can  make  from  any  other 
commercial  position  in  the  same  time. 

Here  is  an  occasion  to  reveal  your  capacity.  You  are 
not  satisfied  to  be  earning  the  same  salary  next  year 
as  now. 

You  want  to  know  your  own  strength.  After  you  have 
discovered  it,  you  will  be  far  better  satisfied  with  yourself 
and  will  be  more  confident  in  your  ability,  which  means 
steady  progress  on  the  ladder  of  success. 


WRITE  AT  ONCE  FOR  FULL  PARTICULARS  TO 


The   MacLean   Publishing   Company,   Limited 

143-149  UNIVERSITY  AVENUE  TORONTO,  ONT. 
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knowledge  of  the  trade.  In  dealing  with  special 
orders  and  merchants'  inability  to  get  high-novelties, 
wholesalers  state  that  novelties  must  be  considered  by 
merchants  at  placing  time  if  repeats  are  to  be  pre- 
pared for. 

The  handicap  to  novelties  may  be  traced  to  in- 
experienced buyers,  but  in  looking  forward  to  next 
Spring's  placing,  co-operation  will  help  materially 
to  increase  hosiery  selling  and  gain  satisfactory  re- 
peats. 


Novelty    Trend    in    Hosiery 

Silks  will  again  be  strong  feature  in  Spring 

1913  —  Lighter  shades  of  tans,  champagne 

and  soft  pongee  tones  —  Self-embroidered, 

lace  or  gauzy  designs. 

Hosiery  buyers  leaving  for  Europe  are  not  able 
to  state  just  what  development  their  buying  will  take 
along  novelty  lines  for  Spring,  1913.  Their  ideas 
are  subject  to  samples  seen  abroad,  although  they 
state  their  views  of  domestic  demand.  Advance  plac- 
ing, sets  and  styles  for  Canadian  trade  will  be  com- 
pleted by  June  1st,  and  importing  buyers  are  looking 
forward  to  another  season  of  silk  hosiery.  Black  is 
sure  to  hold  its  premier  position  both  for  style  and 
staple  reasons.  Advices  from  large  buyers  denote 
a  season  of  lace  effects  in  hosiery  as  a  feature  and  part 
of  the  vogue  for  laces  generally.  Eyelet  and  neat 
self  embroidered  designs  will  be  taken  with  confi- 
dence. 

Thread  silk  hosiery  sales  are  to  increase  in  vol- 
ume and  values  offered  will  be  about  the  same  as  last 
year,  black,  gauzy  weights,  with  lisle  sole  and  garter 
top,  full-fashioned  and  spliced,  having  proven  most 
satisfactory  from  $6.50  to  $9.00  and  all  silks  up  to 
$21.00  dozen.  Several  spun  silk  lines  have  been 
over-sold  by  novelty  hosiery  houses  on  particular 
numbers  and  placing  on  special  trips  will  be  main- 
tained on  these  numbers  and  prices  as  there  is  every 
reason  for  continued  selling  merit  and  demand. 
There  is  good  cause  for  avoiding  cheaper  lines  that 
have  at  present  been  featured,  except  perhaps  for  a 
sale  number.  It  is  questionable  if  this  is  advisable 
and  if  it  is  necessary  to  have  a  price  line  quoting  a 
better  number  closer  than  regular  would  be  better 
business. 

Instead  of  following  usual  merchandising  rou- 
tine, merchants  will  find  markets,  sales  and  profits 
enhanced  by  catering  for  50c  retail  leaders  in  this 
class  and  depend  on  more  satisfactory  lisles  for  lesser 
prices.  Two  such  lines  for  next  season,  bound  to  be 
successful,  having  been  handicapped  this  season  by 
delivery,  are  noted.  A  quality  stocking,  spun  silk 
leg,  with  lisle  garter  top  and  sole  and  a  fine  lisle,  4- 
thread  leg  and  6-thread  sole,  with  elastic  top   are 


sellers.  For  more  staple  lower  prices,  lisles  and  cot- 
tons will  be  regular.  Fancies  and  colors  for  next 
season  are  to  be  given  more  attention  with  a  view  to 
creating  demand  and  overcoming  the  falling  off  of 
colors  as  they  were.  These  are  practically  dead  ex- 
cept in  cheaper  trade. 

Designs  featured  are  likely  to  be  neat  and  effect- 
ive small  self  clocks.  While  blacks  are  to  be  shown 
with  contrasting  colors  this  will  consist  mostly  of 
black  with  white  or  gold  and  shades  preferred  by 
individual  buyers,  sky  pink,  helio  and  purple  or 
even  mauve. 

Some  reports  of  slow  selling  of  tans  are  heard 
but  it  is  anticipated  that  there  will  be  no  cause  for 
complaints  on  the  completion  of  the  season's  selling. 
Other  influences  and  scarce  goods  in  these  shades  in 
other  departments  is  evidence,  although  the  back- 
ward season  may  be  proving  a  serious  detriment  that, 
as  hosiery  is  dependent  on  these  sections,  there  is  rea- 
son for  an  optimistic  outlook  by  the  retail  end. 

Hosiery  buyers  are  looking  to  dress  goods  de- 
partments for  their  inspiration  for  the  novelty  end 
of  next  season's  business  and  expect  to  find  a  tenden- 
cy for  lighter  shades  of  tans.  While  light  tans  are 
considered  safe  at  any  rate,  champagne  and  dull 
pongee  shades,  not  balbriggan,  but  softer  and  deeper 
tones,  similar  to  natural  silks  will  be  good  and  color 
cards  will  show  pongees,  medium  and  French  tans, 
as  ready  selling  shades. 

Some  plain  colors,  gold,  pongee,  champagne,  sky, 
pink,  green  and  other  pastel  evening  shades,  includ- 
ing purples  and  primrose,  with  self-embroidered, 
lace  or  gauzy  designs  will  be  taken  by  higher  class 
trade  and  sell  in  larger  departments.  It  is  a  point 
for  comment  to  some  merchants,  who  consider  carry- 
ing a  few  pairs  that  at  present  it  is  mostly  shoe  stores, 
who  are  successfully  doing  this  business.  There  is 
opportunity  for  most  departments. 

Shot  effects  will  likely  be  brought  out  in  cheaper 
qualities,  and  this,  of  course,  cannot  be  verified 
until  buyers  return  from  foreign  markets. 
Black,  with  gold,  green  and  white,  two  combined 
shades  of  tan,  tans  with  green,  blue  or  gold  should 
prove  interesting  to  buyers  if  they  are  brought  out 
in  lower  priced  numbers. 

Line  effects  have  sold  remarkably  well  and  are  a 
possibility  at  3  for  $1  retail  for  next  year.  It  is  stat- 
ed that  lisle  mercerised  shot  hosiery  at  $6.50  is  likely 
to  be  forthcoming  and  therefore  a  feature  of  next 
Spring's  buying  programme.  Whether  $9  or  $12 
shot  silks  are  offered  remains  to  be  seen. 

Proper  boxing  in  ^4  dozens  either  self  or  assort- 
ed has  proved  of  immense  benefit  to  the  selling  end. 
Education  and  advertising  with  broad  guarantees 
have  helped  merchants  wonderfully  in  increasing 
sales.  This  benefit  will  be  augmented  for  next 
Spring  and  Summer  selling.  Samples  are  to  be 
ready  June  1st. 
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Greenshields    For 
Smallwares 

Small  wares  Both  Profitable  and  Trade  Brin^in^ 

The  importance  of  always  having  in  stock  the  "little 
things"  is  being  increasingly  recognized  by  mer- 
chants all  over  Canada. 

More  and  more  merchants  are  putting  "  Small- 
wares  "  to  the  front  and  out  on  view  in  special 
fixtures. 

Then,  too,  Smallwares  Sales  are  a  recognized  up-to- 
date  merchandising  feature. 

It  pays  to  feature  articles  from  5c.  to  25.  Our  stock 
is  really  wonderful  in  its  variety  of  suitable  and 
saleable  articles  yielding  you  good   profits. 

The  world's  markets  have  been  searched  to  provide 
you  with  a  service  that  will  enable  you  to  success- 
fully compete  with  stores  featuring  goods  from 
5c.  to  25c. 

A  SPECIALTY  of  ours  is  to  supply 
merchants  with  saleable  assortments  of 
smallwares  in  various  amounts,  as  the 
ammunition  for  a  smallwares  sale. 

Send  for  Special  Literature,  and  list  of  lines. 

When  you  wonder  where  to  get  any  special  thing, 
save  time  by  writing  us  first. 

1000  to  1  We  Have  It. 

SMALLWARES  DEPARTMENT 

GREENSHIELDS   LIMITED 

MONTREAL 
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Old  style  brocades  and  silk  effects  being  succeeded  by  tapestries  —  Cre- 
tonnes the  popular  wash  fabric  —  Plain  and  fancy  nets  for  windows 
—  Rise  in   price  of  jute  will  affect  linoleums  —  The  wallpaper  situation 


THERE  has  been  such  a  run  on  certain  lines 
of  tapestry  during  the  season  which  is  now 
passing  that  wholesalers  in  some  cases  have 
been  completely  sold  out.  This  is  especially  true  of 
the  linen  tapestries  which  took  the  trade  by  storm. 
Sales  of  these  have  been  immense  in  comparison  to 
anything  before  seen  in  these  lines. 

While  the  popular  article  with  the  trade  every- 
where was  the  linen  tapestry,  wool  tapestries  have 
been  taken  by  the  high-class  house  decorators,  and 
many  of  these  lines  also  were  completely  sold  out  be- 
fore the  end  of  the  season. 

It  is  the  firm  expectation  of  all  the  best  author- 
ities in  the  business  that  next  season's  selling  will 
again  demonstrate  the  popularity  of  these  lines.  Cer- 
tainly their  leap  into  prominence,  while  not  unex- 
pected, surpassed  all  calculations.  Merchants  desir- 
ing to  obtain  the  best  possible  choice  for  next  Fall's 
campaign  will  do  well  to  order  early  before  the  lines 
have  been  picked  over.  Importations  will  shortly  be 
in,  and  there  will  be  a  wider  range  in  assortment 
than  before. 

Effects  which  have  proved  best  sellers  have  been 
the  verdures,  mostly  in  conventional  designs.  At 
first  there  was  a  demand  for  Gobelin  effects  in  high- 
class  lines,  but  this  fell  off  in  favor  of  the  verdures. 
These  are  shown  in  both  large  and  small  designs. 
There  seems  to  be  a  preponderance  of  the  conven- 
tional type,  showing  flower  and  leaf  motifs  in  mass- 
ed effects.  There  are  also  freer  looking  patterns  with 
natural  foliage  in  correct  but  modified  shadings. 
Then  there  are  a  few  designs  of  garlands  and  sprays 
on  a  self-colored,  plain  ground.  Besides  these,  there 
remain  to  be  mentioned  the  beautiful  fruit  and  foli- 
age patterns  for  use  in  dining-rooms.  These  are 
shown  both  in  the  massed  effects  and  in  more  scat- 
tered patterns. 

For  drawing-room  use,  as  upholstery  fabric,  and 
also  for  hangings,  the  tapestries  are  taking  the  place 


of  the  old  style  brocades  and  silk  effects.  There  can 
no  longer  be  any  doubt  on  this  score.  The  merchant 
will  do  well  to  re-organize  his  stock  with  this  fact  in 
mind.  While  certain  staple  lines  in  silks  are  prac- 
tically sure  to  sell  fairly  well,  the  style  feature  is  in 
another  direction,  and  the  public  is  coming  to  appre- 
ciate that  fact  more  every  day. 

Tapestries  are  put  to  a  variety  of  uses.  As  uphol- 
steries, as  hangings,  portieres,  etc.,  and  also  for  the 
covering  of  walls  where  burlap  was  fashionable  some 
time  ago.  The  latter  continues  to  be  used  for  this 
purpose,  but  there  is  no  doubt  that  the  tapestries  are 
newer. 


Big  Sale  of  Cretonnes 

Besides  the  above-mentioned  line,  the  wash  fabric 
which  is  selling  for  similar  purposes  at  the  present 
time  is  cretonne.  Linen  and  chintz  are  both  good 
sellers,  but  for  popular  purposes  the  cretonne  is  the 
best. 

This  has  been  a  halcyon  season  for  wash  fabrics 
in  the  house  furnishing  business.  Many  of  the  fa- 
vorite lines  are  now  sold  out  at  retail  in  large  centres, 
and  these  were  long  ago  finished  with  some  of  the 
wholesale  houses.  Fresh  shipments  arriving  for  next 
season's  trade  will  undoubtedly  show  an  even  wider 
assortment  than  this  season,  as  there  is  now  no  doubt 
but  that  trade  in  this  line  is  going  to  increase  even 
further  during  the  coming  Fall,  and  the  year  1913. 

Floral  cretonnes  of  every  description  have  sold 
well,  and  there  has  been  a  wide  range  of  both  large 
and  small  designs,  but  on  the  whole,  the  well-covered 
effects  in  fairly  large  patterns  have  been  best. 

Besides  the  goods  by  the  yard,  there  has  been  a 
good  demand  for  the  bandings  of  cretonne  which 
are  used  for  trimming  curtains  of  net  and  lace.  The 
idea  of  matching  a  room  throughout  remains  as 
strong  as  ever,  and  the  cretonne  is  matched  to  the 
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OIL  CLOTHS 


LINOLEUMS  ,  FLOORiOIL  CLOTHS 

TABLE  OIL  CLOTHS,  STAIR  OIL  CLOTHS 

ENAMELLED  OIL  CLOTHS 

Designs,  Quality  and  Prices 


Our  goods  are 
made  to  suit  the 
requirements  of 
the  Canadian  cli- 
mate and  trade, 
and  their  ever  in- 
creasing popular- 
ity is  proof  that 
they  give  sat- 
isfaction. 


are 

Right 

SEE 

OUR 

SAMPLES 

Manufactured  by 

The  Dominion  Oil    Cloth   Co.,  Limited 

Montreal 


Samples 

of  our  Goods 
are  in  the 
hands    of    all 

Wholesale 
Dry  Goods 
Jobbers. 
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View  of  the  wallpaper  and  uraperies   department,  Murray-Kay,  Limited,  Toronto,  showing 
methods   of   display  and  demonstration. 


. 


wall-paper,  and  in  the  window  an  inner  curtain  of 
cretonne  is  made  to  match  with  the  sill  or  casement 
curtain  of  net  by  the  use  of  the  banding  as  described. 
Some  net  curtains  even  show  the  use  of  separate  mo- 
tifs cut  from  cretonne  and  appliqued  on. 


Touches  of  Black  a  Feature 

A  feature  of  the  new  cretonnes  is  the  free  use 
of  black  in  the  background  or  in  the  design.  This 
gives  needed  relief  to  the  extreme  brilliancy  of  many 
of  the  colors  which  appear  in  the  floral  effects.  There 
are  so  many  of  these  and  all  are  so  bright  that  it  is 
a  wonder  that  they  harmonize  as  well  as  they  do  in 
actual  practice. 


WHEN  TO  PLAN  YOUR  VACATION. 
Plan  your  vacation  for  the  last  two  weeks 
in  August.  This  will  enahle  you  to  make  the 
convention  of  the  C.  W.  T.  A.  a  greater  success 
by  your  presence.  The  program  being  prepared 
gives  the  assurance  that  your  time  and  money 
will  be  well  spent. 


Plain  and  Fancy  Nets 

Feature    of    curtain   trade   is  the  window 

treated  with  sash  curtain  of  net  and  inside 

draperies  of  cretonne  —  Scrims  good. 

In  materials  for  curtains  proper,  nothing  is  now 
better  than  plain  nets  in  the  higher-class  lines.  These 
are  trimmed  with  motifs  in  filet  designs  and  also  with 
motifs  of  Renaissance  lace,  appliqued  in  place,  and 
forming  an  ornament  rather  than  a  part  of  the  cur- 
tain. Brussels  net  and  point  d'esprit  are  freely  used 
at  the  present  time. 

Popular  lines  place  first  the  scrims  in  plain  and 
printed  border  effects.  Scrims  have  been  even  bet- 
ter than  madras  this  season,  though  the  plain,  cream- 
colored  madras  has  had  an  excellent  sale,  as  also  the 
colored  varieties.  The  body  of  the  scrim  curtain  is 
now  preferred  plain  with  all  ornament  confined  to 
the  border. 


Made-up  Nets  Offered 

The  practice  of  making  up  the  curtains  of  plain 
or  fancy  nets  is  now  in  use.  This  saves  the  merchant 
who  cannot  sell  goods  by  the  yard  from  the  incon- 
venience of  having  his  piece  goods  made  up  in  the 
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Ru^s  Well  Displayed 
Are  Half  Sold 


This    unique    Maish 

sample  makes 
thousands   of    sales ! 

Again  this  year,  throughout  the  Fall  buy- 
ing season,  we  will  o£fer  to  the  millions  of 
women  readers  of  the  Ladies'  Home  Journal, 
Woman's  Home  Companion,  and  Good  House- 
keeping, this  cross-section  of  the  irresistible 
Maish  filling!  Thousands  will  write  for  it, 
as  they  did  last  year — thousands  will  be  won 
by  its  beautifully  clean,  fluffy  appearance,  be 
convinced  that  the  comforts  for  them  to  buy 
are 

ais 

Laminated     Co  tton-Do  wn 


Clear  Your  Floor 
For  Action ! ! 

Here  comes  a  rug  customer  and  the  floor  is  simply  littered  with 
the  rugs  shown  the  last  customer  who  just  went  out.     It  takes 
time  to  roll  them  all  up,  what  are  you  going  to  do — simply  make 
the  best  of  a  bad  job  and  the  chances  are  you'll  lose  the  sale. 
The  largest  stores  in  America  are  using  the 


^^^u  M  ^^^      The  largest  stores  in  America  are  using  the 

Lomlorts   I  "Best"  Rud  Racks 

'Trc»t,T7      HaolaT*      TrrVir^      nnffioo       "VTolaVi       f~'r\mf  r»T»ta  sSSvSSk  ^^^^ 


Every  dealer  who  carries  Maish  Comforts 
will  have  sale  after  sale  made  for  him  by 
these  samples.  Send  for  one  yourself  and 
you'll  understand  why.  It  shows  perfectly 
the  one-piece,  downy,  long  staple  cotton  batt, 
woven  by  a  secret  process,  that  gives  Maish 
Comforts  their  famous  "WARMTH  WITH- 
OUT WEIGHT" — makes  them  twice  as  thick 
as  the  ordinary  comfort,  but  only  one-third 
as   heavy ! 

Prices  the  lowest  for  several  years — 
Designs  the  handsomest ! 

This    season    Maish    trade    prices    are    lower 
than   they   have   been   for   years,    with   quality 
a    iittle     better,    and     exclusive     new    designs, 
superior,  we  believe,  to 
any  in  the  market.    Be 
sure  to  get  these  prices 
and    see    these    designs 
before  completing  your 
stock — write  for  catalog 
and   samples  to-day. 


Made  in  all  sizes,  re- 
tailing at  from  $1.50 
in  Maisaline.  Bassinette 
size,  to  $10  in  full  size 
Malsilk. 


Investigate  the 
Extra  Large 
and  Baby  sizes  of 
the  Maish  Com- 
forts. They're 
popular  special- 
ties wherever 
they're  display- 
ed. 


THEiCHAS.    A.   MAISH    CO 

Factory  and  General  Offices 

BANK  ST.  CINCINNATI,  O 

New|York!Office  :   41   Union  Square. 
CanadianJBranch  :    43  St.  Sacrament  St..  Montreal 


The  above  illustration  shows  a  corner  of  the  rug  department  of 
David  C.  Beggs  Co.,  Columbus,  Ohio. 

Many  Canadian  merchants  are  installing  our  racks.  This  is 
what  Henry  Morgan  &  Co.,  Limited,  of  Montreal,  have  to  say: — 

Montreal,  Canada,  January  15th,  1910. 
Mr.  John  H.  Best, 

Galva,  111. 
Dear  Sir: — 

In  reply  to  your  request  for  an  opinion  regarding  our  ex- 
perience with  the  "Best"  Rug  Display  Rack,  we  have  pleasure 
in  stating  that  it  has  given  us  unqualified  satisfaction.  The 
customer,  the  salesman,  and  the  goods  are  all  undoubtedly 
benefited.  The  customer,  because  he  can  see  a  large  number  of 
rugs  with  ease  and  rapidity,  thus  saving  time  and  patience  ;  the 
salesman,  because  useless  handling  is  avoided,  with  consequent 
saving  of  wear  and  tear  to  the  goods.  To  any  one  without  one 
of  these  racks,  we  can  only  suggest  that  they  try  one,  and  feel 
confident  they  will  find  them  a  paying  investment. 

Yours  truly, 
HENRY  MORGAN  &  CO.,   LIMITED 
F.C.M.  F.  Cleveland  Morgan,  Director. 

Look  into  this  matter  by  writing  for  our  illustrated  catalog. 
Give  pencil  sketch  of  your  department  with  measurements. 
We'll  submit  you  detailed  information. 

JOHN  H.  BEST 

235  S.  EXCHANGE  ST.  GALVA,  ILL. 

Also  Builders  of  Linoleum.  Comfort.  Blanket.  Lace  Curtain, 
Drapery  and  Portiere  Display  Racks. 
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shop  when  so  desired  by  the  customer.  The  whole- 
saler now  offers  the  finished  product  in  shorter 
length  as  is  called  for  by  the  change  of  fashions.  The 
sill  and  casement  lengths  are  now  asked  for  every- 
where. 

The  made-up  curtains  thus  offered  should  be  con- 
sidered most  favorably  by  retailers  whose  trade  is  not 
so  extensive  as  to  jiistify  them  in  keeping  a  regular 
workroom.     The  nets  include  the  newest  patterns. 


New  Arab  Nets 

Among  the  new  Arab  nets,  the  smallness  of  the 
patterns  in  comparison  to  those  of  former  seasons  is 
apparent.  The  shade  is  not  quite  so  deep  as  before, 
but  cream  remains  better  than  white.  A  softer  fall- 
ing texture  is  in  vogue  for  the  coming  year. 

Filet  and  all  patterns  in  square  effects  are  good. 
The  run  on  the  former  in  high-class  lines  now  bids 
fair  to  become  a  very  general  vogue.  While  these 
nets  have  gone  far  to  replacing  the  Nottingham  lace 
curtains,  the  later  are  now  said  to  be  improving  in 
many  quarters,  and  with  the  popular  trade  they  are 
certain  of  a  fair  demand  from  season  to  sea.son. 


Nursery  quilt  —  Shown  by    R.    H.    Cosbic,  Toronto,  for 
Jonathan   Dearden. 


Conditions  in  Floor  Coverings 

Rise  in  price  of  jute  will  slightly  affect  lino- 
leums —  Subdued  colorings  now  in  favor 

At  the  present  time  the  prices  in  linoleums  are 
quite  steady,  and  if  there  is  any  change  it  will  be  in 
the  nature  of  a  raise,  as  the  price  of  jute,, owing  to 
scarcity,  has  gone  up  about  one-half  to  one  cent  on 
the  yard,  and  this  is  a  conservative  estimate  and  may 
be  followed  by  further  rise. 

prices  last  year  was  due  to  the  cotton  crop  failure, 
and  the  rise  in  prices  of  linseed  oil  in  consequence, 
the  present  state  of  the  market  is  due  to  the  dmand 
for  jute.  Thus,  it  was  first  the  filler  and  now  the 
back  which  has  been  subject  to  increase.  Conditions 
in  both  cases  have  been  due  rather  to  natural  causes 
than  to  any  attempt  to  force  an  artificially  high  price 
on  the  public. 

Linoleums  are  now  taken  in  more  subdued  color- 
ings and  smaller  patterns  than  formerly.  This 
shows  an  improvement  in  the  public  taste  in  such 
matters,  coming  not  by  any  means  before  it  w^as 
needed.  Patterns  w^hich  are  selling  at  the  present 
time  are  of  the  tasty  floral  or  mathematical  design 
and  in  two  or  four  yard  widths. 

Many  merchants  are  now  urging  on  their  pat- 
rons the  consideration  of  linoleums  in  imitation  of 
wood  in  place  of  carpet  fillers  and  carpeting  where 
rugs  are  used.  Not  only  is  this  substitute  most  satis- 
factory from  the  point  of  view  of  wear,  but  it  is  also 
more  sanitary  and  better  appearing  than  a  cheap 
filler.  Tt  has  an  advantage  over  the  hardwood  itself 
in  that  it  is  not  nearly  so  readily  soiled  or  so  hard  to 
clean. 

Travelers  are  now  on  the  road  with  their  samples 
of  next  season's  offerings  in  rugs  and  carpets.  Little 
change  in  price  will  be  noted  as  things  now  stand. 
Delays,  owing  to  the  various  strikes  abroad  have  been 
annoying  but  .so  far  not  very  serious  in  their  results. 

As  present  indications  point,  there  is  not  likely 
to  be  any  change  in  the  relative  positions  of  rugs  and 
carpets.  The  former  lead  by  a  good  percentage, 
though  the  latter  have  greatly  improved  since  last 
Fall.  There  is  now  a  fair  staple  demand  though 
little  in  the  way  of  novelty  is  shown,  while  there  are 
quite  a  few  innovations  in  the  rugs. 

The  Scotch  wool  squares  and  those  of  domestic 
manufacture  have  sold  excellently  this  season  at  re- 
tail. In  many  cases  stocks  are  very  low,  and  the 
largest  .«izes  have  been  taken  as  well  as  the  smaller,  a 
fact  which  goes  to  show  that  the  rugs  are  being  u.sed 
for  other  rooms  besides  the  bedrooms.  The  possibili- 
ties of  these  rugs  where  it  is  not  desired  to  go  to  great 
expense,  and  at  the  same  time  an  arti.'^tic  effect  is 
wanted,  are  being  realized  by  the  public,  especially 
where  the  rugs  are  featured  as  they  have  been  this 
Spring  with  attractive  floral  wallpapers  in  a  fairly 
well-matched  effect. 
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Pillows — Sanitary,  Full,  Soft,  Springy 


ROYAL 

20x26— $2.25 
21x27— $2.70 
22x28— $3.15 

SELKIRK 

20x26— $3.00 
21x27— $3.50 
22x28— $4.00 

Above  prices  net. 

These    lines   in    choice 
art  tickings. 


DAISY 

19x26— $1.65 
20x27— $1.90 
21x28— $2.15 

SPECIAL 

19x26—$  .80 
20x27— $1.00 
21x28— $1.20 

Above  prices  net. 

In   dainty   art    tickings 
that  help  sales. 


Pillows  that  are  absolutely  clean. 

This  is  the  pillow  season  and  like  others  you  are  looking  for  your  share  of  the  pillow  business.    Are 
you  prepared  with  a  good  stock  ?    A  sample  assortment  will  prove  the  value  w^e  offer.    Send  to-day. 

The  Toronto  Feather  &  Down  Co.,  Ltd. 

"WHERE  THE  RELIABLE  GOODS  COME  FROM" 

35  Britain  Street,  Toronto,  Ont. 

^5^^^^'^?*  Montreal  Agents  :    Hopwood  &  Bryant,  59  St.  Peler  St. 


®mw  Muni 

are  sure  to  be  of 
interest  to  you 


We  are  sale  agents  for  the  world-famous  AXMINSTER  RUGS  AND 
MATS,  made  by  Hermann,  Patz,  Oelsnitz,  Saxony.  We  know  we  can 
interest  you  with  our  extensive  range.  No  order,  however  small,  is  too 
small  to  receive  our  prompt  and  careful  attention. 

W^e  are  sole  agents  for  Canada  for  Sachsische  Kunstw^eberei  Claviez, 
makers  of  a  swell  high  grade  seamless  W^ilton  Imitation  Orientals.  Copies 
of  oldest  Persian  Rugs. 

Write  for  our  samples  to-day.     Let  us  do  your  sorting  if  nothing  else. 

OTTO  T.  E.  VEIT  &  CO. 

64  WELLINGTON  STREET  WEST     : :     TORONTO 

Phone  Main  2592  Showrooms :  726  Empire  Building 
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A  colonial  bedroom  arranged  in  the  showrooms  of  Murray-Kay,  Ltd.,  Toronto.    Walls  are  covered  with  quaint  chintz 
paper,  with  which  the  upholstery  and  draperies  were  matched.    Furniture  was  of  heavy  design  In    mahogany. 

Many  sales  are  made  from  these  suggestions. 


Oriental  designs  remain  the  great  sellers  in  the 
rug  line.  These  are  shown  in  excellent  imitations 
for  popular  trade,  rugs,  both  imported  and  made  in 
Canada.  Sales  of  genuine  Orientals  have  been  better 
than  ever  this  Spring,  and  the  more  expensive  num- 
bers have  moved  well  both  in  the  eastern  and  west- 
ern provinces. 

Rugs  in  floral  and  also  in  conventional  designs 
•of  the  Axminster  quality  are  being  shown  among  the 
imported  German  rugs  so  well-known  to  the  trade 
liere.  There  is  always  a  good  demand  for  these  rugs 
where  quality  is  a  strong  consideration. 


Busy  Time  in  Wallpapers 

Tapestry  verdures   a    high    class    line  — 

Leather  effects   selling  —  Cretonne    floral 

effects   for   bedrooms. 


At  the  present  time  there  is  the  greatest  possible 
•activity  in  the  wall  paper  departments  in  large  cen- 
tres. Business  has  never  been  better  than  this  sea- 
son, and  the  introduction  of  so  many  novelties  la.st 
Fall  has  had  its  desired  effect  in  that  many  persons 
are  now  re-decorating  who  ordinarily  would  have 
made  the  old  papers  do  for  awhile  longer. 

Among  the  lines  which  have  helped  to  make 
trade  hum  have  been  the  tapestry  effects,  most  often 
in  verdures,  designed  for  drawing-rooms  and  bou- 


doirs. These  are  not  only  most  artistic,  but  they  are 
different.  The  last  feature  is  what  makes  them  so 
valuable  to  the  merchant.  A  room  decorated  this 
year  in  the  new  styles,  with  the  use  of  period  furni- 
ture, will  be  altogether  beyond  anything  produced 
l)y  former  seasons,  and  will  at  a  glance  commend  it- 
self as  the  final  word  in  interiors. 

The  leather  effects  are  being  applied,  as  they 
should  be,  to  dining  rooms  and  dens,  as  well  as  to 
clubrooms  and  men's  smokers.  Cut-out  motifs  and 
borders  are  made  up  most  attractively  into  panels 
which  can  be  manipulated  to  exactly  fit  any  size  or 
type  of  room.  This  is  a  great  forward  step  from  the 
patterns  which  looked  well  in  only  one  type  and  size 
of  room.  In  many  cases  an  alternative  of  several 
friezes  to  go  with  the  one  paper  is  offered.  This  al- 
lows the  patron  to  have  a  room  which  will  not  be  re- 
peated in  the  same  town,  and  at  the  same  time  the 
merchant  is  not  forced  to  carry  short  lines  and  a 
wide  assortment  of  them.  Plain  grounds  grained  in 
leather  effects  are  a  rage  this  season.  Natural  colors, 
as  tan  and  elephant  grey  are  predominant,  though 
there  are  a  few  tints  .shown.  Papers  of  this  kind  are 
being  hung  in  panel  effect  almost  exclusively,  as  the 
otherwise  monotonous  eflfect  is  broken  in  this  way. 

The  other  type  of  paper  which  is  selling  at  the 

present  time    is  the    fabric-finished    floral    in  light 

shadings.    The  design  in  this  sort  also  is  frequently 

worked  in  in  the  form  of  separate  motifs  on  a  plain 

(Continued  on  page  22) 


Making  Department  Attractive  for  Spring 

Up-to-date   methods   for   demonstrating   new    fabrics,   curtains,   papers    and 
floor    coverings  —  Use    of    furnished    rooms    to     facilitate    salesmanship  — 

Special   table   displays. 


AT  the  present  time,  interest  centres  round 
display  ideas  in  the  department  of  house- 
furnishings.  There  is  a  great  deal  of  selling 
done  in  the  months  of  April  and  May,  particularly 
the  former.  It,  therefore,  behooves  the  merchant  to 
study  out  plans  by  which  his  department  may  be 
made  as  attractive  as  possible,  thus  getting  the  best 
po.ssible  display  for  his  stock. 

It  is  extremely  desirable  that  the  departmeuD 
should  appear  attractive  on  entering  and  that  the 
goods  should  be  as  accessible  as  they  can  be  made. 
Very  seldom  are  these  two  advantages  combined  in 
one  store.  Very  ofEen  the  stock  is  excellent  in  itself 
and  easy  to  get  at,  but  the  whole  does  not  appear  at- 
tractive to  the  patron  on  entering.  The  reason  of 
this  is  usually  to  be  found  in  the  fact  that  the  ar- 
rangement is  inartistic  and  untidy. 

On  the  other  hand,  many  high-class  looking  sec- 
tions have  not  enough  goods  about  in  a  loose  condi- 
tion so  that  the  woman  who  comes  to  buy  may  freely 
handle  and  examine  them.  This  latter  is  a  positive 
necessity  in  the  case  of  goods  which  are  of  a  popular 
type  and  which  depend  on  seasonable  and  quick  sell- 
ing. 

In  order  to  post  the  merchant  in  the  best  ways  of 
handling  the  difficulties  attendant  on  display  where 
the  space  is  not  very  large,  the  situation  has  been 
studied  from  various  points  of  view,  covering  differ- 
ent conditions. 

Briefly,  there  is  the  merchant  who  has  to  cater 
to  a  high-class  trade,  he,  whose  trade  is  of  all  classes, 
and  the  popular  purveyor  of  goods.  Several  meth- 
ods which  have  proved  useful  in  the  first  case  may  be 
detailed. 

High  Class  Displays 

The  idea  of  setting  up  a  room  in  the  department 
and  in  it  showing  a  complete  lay-out,  including  the 
paper,  the  floor  covering,  the  furniture  and  window 
draperies,  has  often  been  de.scribed  in  these  columns. 
Then  there  is  the  less  elaborate  lay-out  w^hich  is  in- 
tended to  show  furniture  only,  or  the  room  which  is 
devoted  to  wall  papers  with  draperies  to  match 
thrown  carelessly  about.  Again,  there  is  the  concen- 
trated pillar  display,  often  of  four  sections,  dividing 
the  space  about  a  pillar  up  in  this  way  by  the  use  of 
screens.  In  each  section  so  made,  backed  by  one 
side  of  the  pillar,  may  be  shovA-n  a  complete  setting 
for  a  room.  When  an  arrangement  of  this  type  is 
made,  it  is  customary  to  use  the  space  against  the 
pillar  for  the  window. 


Alternative  period  designs,  as  Jacobean,  Tudor, 
Chippendale,  etc.,  in  dining  sets,  were  shown  to  ad- 
vantage in  this  way  in  a  recent  display  in  a  large 
store  in  New  York.  The  plan  works  equally  well  in 
the  case  of  drawing  room,  den,  library  or  bedroom 
sets.  The  period  idea  is  a  strong  one  at  the  present 
time,  so  much  so  that  many  of  the  best  firms  in  Can- 
ada are  now  advertising  in  strictly  classified  period 
distinctions. 

Where  there  is  plenty  of  room,  it  is,  of  course,  de- 
sirable to  have  a  larger  space  devoted  to  the  laying 
out  of  model  rooms,  and  model  houses  when  rightly 
situated  and  easily  accessible,  have  been  found  to 
draw  trade. 

^ 

Practical  and  Popular  Methods 

Among  the  more  practical  everyday  methods  us- 
able by  all  merchants  are  the  displays  in  departments 
of  window  settings  which  are  mounted  on  a  screen. 
This  is  particularly  important  this  season  when  the 
windows  are  to  be  decorated  afresh  wherever  the 
housekeeper  can  afford  it.  There  have  been  innova- 
tions of  the  most  important  kind  in  this  particular 
line  during  the  past  year,  and  the  firm  will  fall  be- 
hind which  does  not  have  a  sprinkling  of  window 
plans  in  its  section.  Not  only  do  these  help  to  sell 
the  goods  by  the  yard,  but  they  greatly  add  to  the 
appearance  of  the  department  as  a  whole.  In  some 
cases,  firms  are  making  the  window  erection  of  a 
good  size  so  that  the  public  can  pass  through,  and 
this  makes  it  possible  to  dress  both  sides,  suggesting 
a  good  plan  for  rooms  which  are  en  suite. 

When  placed  properly  with  relation  to  the  aisles, 
such  a  screen  effect  as  above  described  makes  a  pret- 
ty vista,  and  the  adjoining  counters  or  tables  may  be 
piled  high  with  similar  goods. 


Special  Table  Displays. 

At  the  present  time  one  of  the  largest  firms  in 
Canada  is  making  a  specialty  of  table  displays  in  the 
curtain  and  drapery  section  to  good  effect.  This 
scheme  was  suggested  in  these  columns  early  in  the 
season  and  is  now  producing  the  most  desirable  re- 
sults in  practical  use. 

Tables  containing  the  scrims,  nets,  cretonnes, 
chintzes  and  all  popular  lines  of  curtain  materials 
have  an  upright  rod  at  each  corner  and  rods  con- 
necting these  horizontally.  Over  the  latter  may  be 
thrown  the  materials,  while  the  bolt  remains  on  the 
table.  The  arrangement  is  no  inconvenience  to  the 
salesman,  and  the  table  has  doubled  its  efficiency  at 
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a  small  increase  in  expense.  It  was  merely  a  counter 
before,  now  it  is  both  counter  and  display  medium. 
There  is  little  difficulty  in  keeping  the  department 
attractive  looking  with  .such  tables  as  these,  as  the 
customer  on  entering  sees  the  materials  at  their  best 
and  finds  them  also  in  easy  reach,  while  at  the  same 
time  the  clerk  does  not  have  to  go  back  and  forth 
from  counter  or  shelf  to  the  place  of  display,  thus 
letting  the  patron  cool  off  in  the  meantime. 

It  will  be  seen  at  once  that  this  method  is  only 
possible  where  the  class  of  materials  and  the  prices 
are  of  a  popular  kind.  Where  the  customer  expects 
to  sit  down  and  make  a  selection  at  leisure,  some 
other  plan  would  be  neces.sary.  Similarly  where  the 
class  of  goods  is  high  and  likely  to  be  injured  by 
handling  the  plan  would  not  be  workable. 
^ 

In  the  Wall  Paper  Section 

A  plan  which  is  now  being  used  in  the  wall- 
paper section  to  great  advantage,  especially  in  view 
of  the  .styles  which  prevail  this  season,  is  the  one  of 
having  the  cretonnes  which  match  the  papers,  or 
harmonize  with  them,  at  hand,  to  help  the  salesman 
in  pushing  his  line  and  at  the  same  time  assist  to 
make  sales  in  the  fabric  section. 

A  wall  paper  mounted  on  a  screen  for  display 
will  be  embellished  by  a  length  of  cretonne  or  even 
of  plain  portiere  or  curtain  material  thrown  over 
one  side.  The  effect  is  most  appealing  to  the  pros- 
pective customer  and  greatly  helps  to  instill  the  idea 
of  completing  the  effect  of  a  room  by  matching 
throughout.  This  idea  properly  pushed  is  proving 
the  merchant's  best  friend  in  the  making  of  sales 
this  season. 

Pushing  Summer  Floor  Coverings 

So  far,  no  strikingly  new  ideas  have  appeared  in 
the  matter  of  carpet  and  rug  displays.  There  are 
two  well-defined  ways  of  showing  these.  One  is  to 
give  ample  floor  space  and  have  the  rugs  laid  flat  to 
be  turned  back  by  the  salesman  as  needed,  the  other 
is  to  prop  or  hang  the  rugs.  Where  large  crowds  of 
people  are  passing  all  the  time,  the  rug  which  is 
propped  up  against  goods  in  the  bale  or  any  prop 
whatever,  unless  specially  made  for  the  purpose,  is 
liable  to  be  knocked  over  quite  frequently.  But  the 
method  gives  scope  for  artistic  arrangement  of  the 
department  on  special  days.  The  method  of  hang- 
ing the  rugs  on  special  racks  has  been  tried  in  many 
places  with  good  effect. 

There  is  also  shown  a  sort  of  rack  over  which  the 
rug  may  be  thrown,  and  similar  racks  are  employed 
for  the  display  of  piece  goods. 

Window  displays  of  these  goods  are  very  neces- 
sary at  this  particular  time  of  the  year.  Other  fur- 
nishings sell  themselves,  but  rugs  and  carpets  must 
be  well  displayed,  as  some  households  make  a  point 


(if  taking  up  their  floor  coverings  as  much  as  possible 
on  the  coming  of  warm  weather  rather  than  laying 
fresh  ones  down. 

Handsome  window  displays  of  Orientals  are  now 
in  order.  The  smaller  sizes  in  these  are  very  desir- 
able for  Summer  homes,  and  they  are  by  no  means 
dear.  A  good  advertising  method  is  to  name  the 
price  and  size  of  rug  and  point  out  that  anyone  may 
have  a  genuine  Oriental  which  will  wear  for  years, 
and  though  of  small  size,  will  give  the  room  an  air  of 
luxurv  and  refinement  which  no  other  line  eciuals. 


Importance  of  Linoleums 

Now  is  the  time  when  many  a  housewife  is  con- 
sidering a  new  linoleum  for  her  kitchen  which  looks 
shabby  after  the  tramping  in  the  bad  weather  when 
every  pair  of  shoes  brings  in  its  quota  of  mud  or 
snow.  The  merchant  should,  if  his  finances  and  the 
size  of  his  business  permit,  erect  a  model  l-ritchen  in 
a  suitable  place  and  advertise  it  well.  Nothing  is 
so  attractive  to  women  of  all  classes  as  a  place  of  this 
sort.  The  shining  pots  and  pans,  the  screens  suggest- 
ing the  use  of  waterproof  or  other  special  wall  paper, 
the  dainty,  fresh  linoleum  and  all  the  white  enamel- 
ed articles  are  quite  irresistible. 

Incidentally,  the  sales  of  linoleums  may  be  great- 
ly increased  at  this  season  if  pushed  intelligently  in 
this  way.  It  should  not  be  foi'gotten  that  many  per- 
sons now  deem  this  matei'ial  the  only  sanitary  one 
for  bedrooms. 

Busy  Time  in  Wallpapers 

(Concluded  from  page  20) 
ground,  though  this  Spring  has  seen  good  sales  of 
small  patterned  numbers,  chiefly  in  tiny  perpendicu- 
lar trails  with  larger  flowers  for  the  border,  which  is 
in  cut-out  effect.  Plain  chambray  grounds  and  plain 
and  decorated  cretonne  effects  have  sold  excellently. 
Panels  are  much  used  in  this  line  also,  and  some  of 
the  prettiest  bed-room  lay-outs  are  made  up  in  this 
way.  One  the  whole,  the  colorings  may  be  classed  as 
Pomparl'jur.  They  are  shades  brighter  than  the  old 
Dresdens,  and  yet  are  not  deep  in  tone.  Many  are 
almost  too  bright  when  seen  close,  and  these  should 
be  displayed  w^here  the  customer  can  stand  back  and 
get  the  effect  from  a  fair  distance.  Some  papers  .<how 
an  original  pattern  of  this  sort  toned  down  by  the 
matting  of  it  in  a  sort  of  screen  printing.  These  are 
extremely  attractive,  and  are  dubbed  variously  by 
the  salesman,  shadow  effects  being  about  the  best 
description. 

Again,  other  patterns  show  the  old  style  cre- 
tonnes and  even  the  Maltese  patterns  on  linen  repro- 
duced to  tiniest  detail.  These  make  up  well  for 
sitting  rooms,  as  ta.st€  here  hardly  approves  them  for 
l>ed-rooms. 


The  Review  is  the  Official  Organ  of  the  Window  Trimmers'  Association 


Fixtures  in  the  new  Ogilvy  store  that  help]  to  economise  time  and  make 
for  efficiency  in  service  to  the  customer  and  to  the  firm  —  Latest  ideas 
embodied  in  the  equipment  —  System  in  stock-keeping  facilitated  — 
Wardrobes,   ready-to-wear   cabinets,    lingerie   rooms,    linoleum     racks,   etc. 


TTTK  average  customer  on  entering  a  store  such 
as  that  of  Jas.  A.  Ogilvy  &  Sons,  Montreal, 
uiust  be  impressed  most  favorably  by  the  ad- 
vantageous arrangement,  the  completeness  of  equip- 
ment and  facilities  in  behalf  of  patrons,  and  by  tlie 
general  magnificence  presented  by  the  spacious 
building.  People  are  not  slow  to  estimate  the  amount 
of  consideration  which  their  interests  have  received 
in  building  such  a  store,  and  the  result  must  prove 
of  great  material  benefit  to  the  store. 

To  the  student  of  system,  however,  the  store 
presents  a  much  more  interesting  study.  He  will 
see  all  that  the  customer  ai>|)reciates  and  much  more 
besides.  Ever}^  fixture  in  the  building  will  to  him 
have  its  especial  significance.  Every  light,  window, 
door,  counter  or  cabinet  will  suggest  to  him  a  reason 
behind,  and  will  immediately  form  a  basis  of  com- 
parison, its  relative  usefulness  will  become  a  factor 
in  his  mind. 

There  is  a  great  deal  for  the  student  of  method 
in  the  Ogilvy  store.  Undoubtedly  it  represents  the 
latest  word  in  store  equipment.  The  best  has  been 
none  loo  good  for  this  establishment,  and  no  effort 
has  been  spared  in  securing  and  applying  the  most 
mor!orn  ideas,  many  with  some  improvment 
added.  A  description  of  .some  of  the  fixtures 
in  evcry-day  use  in  different  departments  at  once  in- 
dicate their  importance  as  contributing,  not  only  to 
greater  officiency  in  stock-keeping,  but  also  in  dis- 
playing and  .celling  the  goods.  It  would  seem  that 
here   the   last   minute   Jin-   V)Pen   chopped    from  un- 


necessary expenditure  of  effort  in  handling  the 
goods,  and  every  incentive  given  to  enthusiasm  and 
concentration  in  the  selling  end.  In  short,  the  store 
is  a  practical  exposition  of  economics  in  store  arrange- 
ment, equipment  and  operation. 

Knowing  that  the  Canadian  merchant  is  keenly 
interested  in  the  question  of  increased  efficiency  in 
his  store,  The  Review  is  giving  in  this  article  illus- 
trated descriptions  of  many  of  the  fixtures  specially 
designed  for  this  store,  their  purposes,  dimensions 
and  other  details  of  construction.  The  store  through- 
out is  finished  in  mahogany,  and  in  all  counters, 
wardrobes,  cases,  etc.,  the  same  rich  material  has 
been  used. 


An  Invitation  to  Window  Trimmers 

We  extend  a  cordial  invitation  to  every 
ivindow  trimmer  of  Canada  to  attend  the 
great  convention  of  the  CTl.T./l.  to  be  held 
in  Toronto  in  August. 

This  fiieeting  of  the  ivindow  trimmers 
ivill  be  next  only  in  importance  to  the  Na- 
tional Convention,  in  Chicago.  A  splendid 
program  is  being  arranged  and  some  of  the 
leading  decorators  of  the  United  States  and 
Canada  will  be  present  and  demonstrate  the 
latest  methods  of  display.  You  cannot  afford 
to  miss  this  convention. 

H.  C.  MACDONALD, 

President. 
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No.  1  —  Oilcloth  and  linoleum  fixture,  fitted  with  roller  and 

crank  attachment,  by  which  pieces  may  be 

effectively  displayed. 


No.  'Z  —  Independent  cash  and  parcel  desk.    May  be  moved 
to  any  part  of  store  and  attached  to  tube  system. 


No.  1 — Linoleum  or  oilcloth  case  with  removable 
bars,  operated  by  means  of  crank.  When  a  roll  of 
material  is  placed  on  one  of  these  bars  it  is  very 
easily  displayed  and  handled,  and  does  not  clutter 
up  the  floor  space.  In  a  large  department  a  row  of 
these  cases  may  be  arranged  back  to  back,  and  more 
than  one  customer  waited  upon  without  interference 
by  reason  of  limited  display  or  demonstrating  space. 


No.  2 — Independent  cash  and  parcel  desk.  This 
desk  can  be  moved  to  any  section  of  the  store  for 
use  where  and  whenever  occasion  demands.  It  is 
similar  to  the  permanent  cash  and  parcel  desk,  be- 
ing equipped  for  connection  with  the  pneumatic  tube 
system  and  having  bins  for  parcels,  which  are  col- 
lected at  regular  intervals  and  taken  to  the  delivery 

wagons. 

*     *     * 

No.  3 — Glove  and  hosiery  cabinet,  6  feet  6  inches 
high.  The  drawers  are  finished  both  inside  and  out- 
side, so  that  on  being  removed  to  the  counter  they 
present  the  appearance  of  a  handsome  try  with 
handles  on  either  end,  and  with  divisions  separating 
the  assortments  in  size  or  color  that  may  be  con- 
tained therein.  The  drawers  are  equipped  with  spe- 
cial handles  for  inserting  stock  tickets. 


No.  4 — Pattern  fixture,  0  feet  6  inches  high,  with 
glass  fronted  drawers,  each  showing  one  pattern,  thus 
forming  an  index  to  the  contents.  As  in  the  case  of 
the  glove  cabinet,  the  drawers  are  finished  so  as  to 
present  a  rich  appearance  when  placed  on  the 
counter,  and  stock  tickets  may  be  inserted  in  the 
handles.  In  such  a  case  the  assortment  of  patterns 
can  always  be  kept  in  excellent  condition. 


No.  5 — Millinery  case,  seven  feet  high,  all  four 
sides  being  of  glass,  and  with  all-glass  sliding  doors. 
These  cases  lend  themselves  to  very  effective  displays 
of  millinery.  Placed  back  to  back,  there  is  nothing 
to  obscure  the  customer's  vision  in  examining  from 
any  point  the  contents  of  an  entire  section.  This 
overcomes  a  difficulty  in  many  large  departments, 
A  customer  is  passing  through,  may  only  see  an  in- 
considerable portion  of  the  display,  whereas  in  these 
all  glass  sections  she  is  enabled  to  make  more  than  a 
partial  inspection.    The  cases  have  a  30-inch  base. 

*  *     * 

No.  6 — A  central  leather  goods  fixture  4  feet  6 
inches  high,  with  plate  glass  shelves,  mirror  back 
and  illuminated;  stock  drawers  beneath. 

*  *     * 

No.  7 — Stock  room  for  women's  ready-to-wear 
garments,  consisting  of  three  rooms  completely  en- 
closed with  glass  roof  and  iron  rods  for  costumes.  On 
each  end  is  a  glass  costume  case  for  displaying  gar- 
ments on  figures.  The  displays  in  these  cases  may 
be  frequently  changed  so  as  to  illustrate  effectively 
the  lines  carried  within  the  stockrooms.  There  are 
20  of  these  rooms  in  the  ready-to-wear  department 
of  the  Ogilvy  store.  They  are  absolutely  dustproof, 
and  assist  materially  in  establishing  that  sense  of  ex- 
clusiveness  which  is  now  so  strong  a  factor  in  selling 
ready-to-wear  garments.  The  line  is  thus  more  de- 
finitely drawn  between  the  "special  price"  garments, 
which  are  always  more  or  less  open  to  random  public 
inspection,  and  those  garments  for  which  a  certain 
degree  of  distinction  must  be  preserved. 

*  *     * 

No.  8 — Cabinet  for  skein  silks  and  twists,  each 
receptacle  having  a  bevel  glass  front,  showing  the 
Concluded  on  page  32. 
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System    and    Salesmanship    Facilitated    by    this    Equipment 

in    the    New    Ogilvy    Store. 


No.  3  —  Glove  and   hosiery  cabinet,   flnislied  inside  and  outside, 

presenting  handsome  appearance  when  placed  on  counter. 

Ticket  holder  in  handle. 


Xo.  .5  —  All-glass  millinery  cabinets. 


No.  7  —  Heady-to-wear  garment   wardrobes,  containing  3   rooms 
with  glass  tops  and  display  case  at  each  end. 

— Courtesy  of  Jonei  Bros.  &  Co.,  Toronto. 


^iiil 


il-#i: 


No.  i  —  Pattern  case,  each  drawer   having  glass  front  iample  as 

index  to  contents,  and  with  stock  ticket  holder  in  handle. 

Drawers  finished  inside  and  outside. 


No.  (J  —  Central  fixture  for  leather  goods;  glass  shelving, 
mirror  back  and  illuminated. 


Xo.  8  —  Yarn  and  twist  cabinet,  with  bevel  glass  doors  and 
stock  drawers  underneath. 
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No.  9  —  Permanent  cash  and  parcel  desk,  forming   iiart 
of  central  fixture. 


m 


Fixtures  that  Make  for  Efficiency 
ill  the  New  Ogilvy  Store 


Xo.  Ill  —  Lingerie  rooms  in  whicli  garments  are   carried  in 
glass-doored  cases  and  displnycd  on  tables. 


No.  11  —  Curtain  cabinet  on  roll-top   desk   principle.     Samples 
carried  in  top  section  and  stock  underneath. 


No.  12  —  Spool  case,  witli  stock  drawers  underneath. 


^ 

Pfv« 

1        1  J— .■ 

No.  13 — Smallwares  counter  cases,  with  glass  dividers,  and 
numbered  to  correspond  with  stock  boxes  in  rear. 

—Courtesy  of  Jones  Bros.  &  Co  ,  Toronto 


No.  U  —  Double-sided  suit  or  overcoat   rack,  requires   only   18 

inches  of  aisle  space  in   showing  garments.      .Salesmen 

can  sell  from  both  sides  at  same  time. 
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FROM      JONES      BROS.      &      COMPANY,      LIMITED,      TORONTO 


EDITORIAL 


This  department  will 
be  devoted  to  giving 
new  ideas  in  store 
equipment.  Ideas  that 
have  proved  to  be  good 
by  practical  experience. 


The  equipment  of  the  Jas. 
Ogilvy  &  Son  store  in  Mon- 
treal is  the  most  up-to-date 
of  any  store  in  Canada. 
Every  detail  is  complete  for 
its  purpose. 


Jones  Bros.  &  Co.,  Ltd.,  of 
Toronto,  built  the  entire 
outfit  of  the  Ogilvy  Store 
and  incorporated  a  large 
number  of  exclusive  ideas 
of  their  own. 


The  wrapping  and  cash  desk 
system  of  the  Ogilvy  store 
is  worth  investigation. 


The  new  centre  fixtures  for 
Hats,  White  wear,  Children's 
Dresses,  etc.,  recently  de- 
signed byjones  Bros.  &  Co., 
Ltd.,  and  installed  in  several 
large  Dry  Goods  stores,  are 
marvels  of  simplicity. 


Waste  Paper  Bins  in  coun- 
ters and  fixtures  solve  a 
problem  in  the  large  store. 
Write  Jones  Bros.  &  Co., 
Ltd.,  about  them. 


The  large  catalogue  pub- 
lished by  Jones  Bros.  &  Co. , 
Ltd.,  Toronto,  should  be  on 
the  desk  of  every  business 
man.      Send  for  a  copy. 


SPECIAL    LINES 

NEED 
SPECIAL  CASES 


The  New  Century 
Smallwares  Case 

For     Notions    and    Smallwares 


The  New  Century 
Ribbon  Case 

For  Ribbons,  Laces  and  Neckwear. 


Full    particulars   of  these  and    fifty   other 

lines  of  cases   and   fixtures    in    our    large 

illustrated  catalogue. 


SENT  ON  REQUEST 


Jones  Bros.  &  Co.,  Ltd. 

DESIGNERS  AND   BUILDERS 

OF 

DRY  GOODS    FIXTURES 


Head  Office  and  Showrooms  : 
29-31  Adelaide  St.  W.  -:-  Toronto,  Ont. 


NEWS  ITEMS 


There  are  over  1200  feet  of 
all  glass  silent  salesmen 
cases  in  the  Ogilvy  store, 
Montreal,  all  of  Jones  Bros. 
&   Co.,  Ltd.,  latest  design. 


Pryce  Jones,  Calgary,  have 
just  completed  an  addition 
to  their  store,  giving  them 
2^  times  more  floor  space. 
The  fixtures  were  installed 
by  Jones  Bros.  &  Co.,  Ltd., 
who  a  year  ago  installed  the 
fixtures  in  their  first  store. 


The  Ogilvystore  in  Montreal 
contains  1400  feet  of  coun- 
ters, besides  show  cases 
and  cabinets. 


F.  R.  McMillan  &  Co., 
Saskatoon,  have  made  ex- 
tensive changes  in  their 
store  equipment.  Jones 
Bros.  Si  Co.,  Ltd.,  are  the 
designers  and  builders  of 
their  fixtures. 


It  took  thirty  cars,  a  com- 
plete trainload,  to  carry  the 
fixtures  to  Montreal  for 
James  Ogilvy  &  Son. 


Stollery's  is  conceded  to  be 
the  finest  Gents'  Furni-hing 
store  in  Toronto.  Jones 
Bros  &  Co.,  Ltd.,  fitted 
this  store. 


Frankish  &  Smalley,  the 
new  ladies'  store  in  Port 
Arthur,  placed  their  order 
for  fixtures  with  Jones 
Bros.  &Co.,  Ltd. 


**  "pHERE  are   four   great   essentials   in  window  display :  Cleanliness,  good 
*    lighting,    arrangement,   and,  most  important  of  all,  the  selling  ability 
of   the   display,   which   should   be   kept   constantly  in   mind.     With  these 
four   combined,    I   earnestly   believe   the   show   window   to   be  the    great- 
est and  best  advertising  medium  the  merchant  has." 

—  J.  A.  McNabb,  ■with  Richard  Hall  &  Son,  Peterborough. 


IF  there  is  one  element  which,  more  than  any 
other,  must  enter  into  the  temperament  of  the 
window  trimmer,  it  is  enthusiasm.  There  are 
times  when  things  are  bound  to  go  wrong,  when  ap- 
propriations are  curtailed,  when  plans  fail  to  ma- 
terialize and  everything  seems  to  be  moving  at  cross- 


J.  A.   McNABB 

Window  trimmer  for  Ricliard  Hall 

&  Son,  Peterborough. 


purposes.  The  window  trimmer  knows  as  much 
about  these  inexplicable  lapses  as  any  other  person, 
no  matter  what  his  business,  yet  it  is  enthusiasm 
and  optimism  that  inspires  his  confidence  in  better 
things. 

The  man  who,  as  parcel  boy,  has  his  determina- 
tion focused  upon  a  position  higher  up  for  which 
he  feels  he  has  a  special  aptitude,  needs  a  lot  of  this 
enthusiasm  and  optimism.  In  times  of  discourage- 
ment thev  will  still  make  of  him  an  aRsressive  unit, 


one  not  to  be  turned  aside  from  the  course  he  has 
chosen.  After  all  is  said  and  done,  it  is  a  store's 
windows  which  suggest  more  than  anything  else^ 
these  live  qualities  in  the  outlook  of  an  establish- 
ment. The  window  trimmer  must  avoid  expression- 
less, messageless,  inanimate  displays.  Yet  without 
enthusiasm  in  his  work,  in  the  goods,  in  the  staff, 
and  in  the  heads  of  the  store,  his  work  will  fall 
short.  People  are  as  sensitive  to  expression  in  a 
window  display  as  to  the  modulations  of  the  voice. 
It  is  up  to  the  window  trimmer. 

One  of  the  most  enthusiastic  members  of  the 
Canadian  Window  Trimmers'  Association  is  J.  A. 
McNabb,  with  Richard  Hall  &  Son,  Peterboro.  In 
his  development  from  a  parcel  boy  in  the  Robert 
Simpson  store  to  his  present  position  with  one  of 
the  leading  establishments  of  Eastern  Ontario,  en- 
thusiasm has  been  an  outstanding  characteristic — 
enthusiasm  in  his  displays,  in  his  advertisements,  in 
the  work  that  is  being  done  by  other  men,  in  his 
appreciation  of  latest  ideas;  enthusiasm  in  the  objects 
of  the  Canadian  Window  Trimmers'  Association,  and 
in  the  assurance  that  the  first  annual  convention  of 
the  C.  W.  T.  A.  will  be  a  signal  success.  Mr.  Mc- 
Nabb's  story  follows: — 

From  message  boy  to  window  trimmer  in  one 
of  Canada's  leading  mercantile  establishments,  is 
my  experience  in  a  nutshell. 

Entering  the  employ  of  the  Robert  Simpson  Co., 
Toronto,  eight  years  ago  as  message  boy  in  the  ex- 
change department,  I  gradually  worked  my  way 
through  the  drug,  hosiery  and  glove  department,  lat- 
terly being  associated  with  the  window  trimmers. 

While  working  in  the  glove  and  hosiery  depart- 
ment, the  first  inspiration  as  a  window  decorator 
came  to  me.  It  was  part  of  my  duties  to  see  that  the 
ledges  were  always  arranged  in  a  neat  and  attractive 
manner. 

After  working  in  that  department  for  a  few 
weeks,  the  opportunity  came  for  me  to  place  a  dis- 
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play  of  gloves  in  one  of  the  Yonge  Street  windows 
owing  to  the  illness  of  one  of  the  regular  trimmers. 
Recognizing  the  fact  that  it  was  a  tryout  (as  I 
had  been  applying  for  a  position  on  the  trimming 
staff),  and  knowing  that  my  work  would  be  criti- 
cized by  the  head  decorator,  I  was  a  little  bit  excited. 
However,  I  procured  a  few  pieces  of  plush  and 
worked  them  around  the  pedestals  and  shelves,  using 
a  few  arm  and  T  stands.  A  few  days  previous  to 
this,  we  had  just  received  from  a  French  manufac- 
turer of  kid  gloves  a  stuffed  lamb.  I  had  a  red  satin 
bow  of  ribbon  tied  around  its  neck  and  placed  it  in 
the  centre  of  my  display.     Needless  to  say,  the  lamb 

/ — LAMSON — ^ 

Air-Line  Cash 
and  Package 
7        Carriers 

•^  The  result  of  thirty  years' 
store  service  experience. 

•^  Over  fifty  thousand  sta- 
tions in  America  alone. 

■^  An  easy  sing-le  movement 
of  the  arm  raises  the  basket; 
another  movement  drives  the 

basket  rapidly  over  the    longest 

line. 

•^  The  easiest-to- operate,  the 
best  made,  best-finished,  best 
working  Carriers  of  its  type. 

WRITE  FOR  BULLETIN  F-1. 

There  is  no  style  or  type  of  Cash  or 

Parcel  Carrier  not  made  by  LAMSON. 

LAMSON   CONSOLIDATED  STORE  SERVICE  CO. 

General  Offices.  BOSTON.  U  S.A 
"Sales   Agents   in  Principal  Cities" 


V. 


SERVICE 


CASHl9= 
PARCEL 


CARRIERS 


SME  TIME  &  MONEY 


Quick  Change  Meane  Pleased  Customers 

<>m  guarantee ; — We  will  instal  a 
siaiem  oi  our  carriers  in  your  store. 
After  10  days'  test,  if  they  liave  not 
Ijroved  their  superiority  to  all 
other  makes  of  store  service,  we 
will  remove  the  equipment  without 
cost  to  you.  It  will  pay  you  to  iu- 
vcstigatc  our  modem  improved 
ELECTKIC  CABLE  CASH  CAK- 
lilEUS  and  PNEUMATIC  UE- 
SI'ATCH    TUBES. 


CATALOG  FREE 


The  Gipe-Hazard  Store  Service  Co.,  Ltd. 


99    ONTARIO   SJREET  TORONTO.  ONT 

EUROPEAN  Office: lit  nOLBCHN  LIMDt/l  t.C.  IMC. 


Artistic 
Show  Window 


Backgrounds 


I  have  just  completed 
a  series  of  12  beautiful 
designs  for  back- 
grounds, with  complete 
descriptions,  specifica- 
tions   and    floor  plans. 


These  are  original  drawings  that  have 
never  before  been  given  to  the  public. 
Each  is  in  a  distinct  style  of  its  own,  and 
any  of  them  can  be  reproduced  without 
difficulty  by  the  average  trimmer  at  a 
moderate  cost. 

It  is  the  only  set  of  drawings  of  this 
kind  that  has  ever  been  offered,  and  any 
one  of  them  if  made  to  order,  would  cost 
from  $10  to  $20. 

A  complete  set  of  twelve  proofs  about 

10  X  7  in.,  printed  on   heavy    tinted    paper 

11  X  14,  with  color  scheme  and  full  direc- 
tions for  installation  of  each  display,  will 
be  mailed  prepaid  for  $10.  Every  window 
dresser  should  have  them. 

If  you  want  something  original  and 
exclusive,  let  me  make  a  special  design  for 
your  window  backgrounds.  I  w^ill  make 
drawings  in  full  color  or  plain  sketches  at  a 
reasonable  cost  and  will  give  full  working 
directions.  All  inquiries  are  given  prompt 
attention. 


J.  Clarence  Bodine 


DESIGNER   AND    MANUFACTURER    OF 
BACKGROUNDS  FOR  SHOW  WINDOWS 


Studio  854  1-2  North  State  Street 
Phone  Dearborn  752  CHICAGO,  ILL. 
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Millinery  opening  window  by  J.  A.  McNabb,  for  Itieha'd  Hall  &  Son.  I'eterboro.  Background  combined  drapery  of  silk, 
floral-twined  lattice  and  scenic  panels.  The  interior  of  the  Hall  store  was  richly  decorated  for  the  openings.  A  profusion  of 
flowers  and  foliage  was  employed,  and  a  large  number  of  singing  canaries,  distributed  throughout  the  store  in  tiny  cages, 
gave  a  most   Springlike  effect. 


itself  drew  a  lot  of  attention,  owing  to  the  fact  that 
it  was  something  entirely  new  to  introduce  to  the 
public  in  window  displays. 

I  was  highly  pleased  with  my  first  display,  and 
anxious  as  I  was  to  find  what  the  head  trimmer  had 
to  say,  I  had  enough  courage  to  go  up  and  a.sk  his 
opinion. 

He  appeared  to  l)e  well  satisfied,  giving  me  a 
few  suggestions  for  my  ledges.  This  gave  me  en- 
couragement along  with  his  promise  for  first  position 
on  the  trimmers'  staff. 

From  that  day  on  I  put  every  eff"ort  into  effect 
to  study  disi:)lay  methods  in  spare  hours. 

Finally,  one  of  the  boys  tendered  his  resignation 
to  accept  the  position  of  head  trimmer  in  one  of 
Hamilton's  departmental  stores;  then  I  was  ap- 
pointed junior  trimmer. 

My  duties  at  first  were  to  polish  and  clean  fixtures, 
sweep  the  show  windows,  keep  the  trimmers'  room  in 
a  tidy  condition,  and  carry  stands  and  merchandise 
to  and  from  the  display  windows;  in  general  running 
all  kinds  of  me.s,sages  for  the  proficient  trimmers, 
studying,  at  the  same  time,  their  methods. 

When  on  the  display  staff  for  a  few  months  I 
was  allowed  to  trim  two  bargain  windows  a  week, 
improving  all  the  time,  until  I  had  gained  enough 
knowledge  to  have  assigned  to  me  the  better  displays. 

My  success  as  a  window  trimmer  is  due  to  the 
careful  training  I  received  while  working  under 
Canada's  foremost  decorator  and  window  artist,  Harry 
V.  Hollinsworth,  and  his  able  assistant,  Edward  P. 
Burns. 

Since  leaving  that  firm  I  was  in  charge  of  the 
windows  of  R.  J.  Applegath  &  Son,  hatters,  at  Yonge 
and   Richmond   Streets,   Toronto,   leaving  there  in 


July  of  last  year  to  accept  my  present  position  as 
window  trimmer,  developing  also  as  card  and  ad. 
writer  for  Richard  Hall  &  Son,  Peterborough. 

My  progress  as  a  card  writer  is  due  greatly  to  the 
excellent  course  now  running  in  The  Dry  Goods 
Review,  the  Edwards  short  course  system.  As  prac- 
tice is  the  most  important  factor  in  a  card  writer's 
success,  I  put  ever}'  spare  minute  into  u.se. 

In  October  of  last  year  I  was  given  charge  of  the 
publicity  end  of  the  business,  and  was  allowed  to 
write  and  arrange  the  two  big  special  bargain  ads.  of 
tlie  week. 

I  am  very  much  interested  in  advertising,  never 
missing  an  opportunity  to  gain  knowledge  in  that 
line  by  reading  every  piece  of  ad.  copy  I  can  find, 
keeping   also  in   close   touch   with   all  the  different 
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An  advt.  by  J.  A.  McNabb,  for    the   Hall    Store,    Peter- 
borough, showing  good    departmental    arrange- 
ment in  a  special   pre-Easter   layout. 
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PISPLAYRACK 


PATENTED 


The  Single  Tie  Rack 


The  Double  Tie  Rack 


Your  Goods  Will  Look  Better 
They'll  Sell  Better 

when  displayed  with  the  "Essex"  Adjustable  Display  Rack. 

It  displays  to  advantage,  ties,  hosiery,  shirts,  pyjamas,  underwear,  gloves,  veilings,  dress 
trimmings,  etc.,  and  assists  your  salesforce  in  closing  sales.  It  holds  customers  who  otherwise 
might  go  out  without  buying — dissatisfied  and  lost  to  the  store. 

WRITE  TO  US  FOR  SAMPLES. 

Nos. 

1  Single  Section  Tie  Racks,  all  nickel  or  Ox. Copper.  $12.00  Doz. 
4  Double  Section  Tie  Racks,  all  nickel  or  Ox. Copper.  $20.00  Doz. 
7  Standard  Shirt  Racks,  all  nickel  or  Ox.  Copper. $20. 00  Doz. 
6  Standard  Adjustable  Shirt  Racks,  all  nickel  or 

Oxidized  Copper   $25.00  Doz. 

Clatworthy  &  Son,  Ltd. 

159-161  KING  ST.  WEST 

Toronto 


The  Combination  Pile 


The  Cross  Pile 


AN   IMPATIENT  CUSTOMER 
DOES  YOU  MORE  HARM  THAN  GOOD 


While  your  salesman  goes  after  the  change  your  customer  often  becomes  im- 
patient and  irritable.  This  can  be  avoided  by  using  the  "Perfect"  Cash  and 
Parcel  carrier.  Give  prompt  service  and  you  will  hold  trade.  Give  poor  ser- 
vice and  you  lose  it. 

Write     To-day    For     Full    Particulars 

Hamilton  Brass  Mfg.  Co.,  Limited     -     Hamilton,  Ontario 

Montrial  Office,  327  Craig  Street  West 


The  RevieAV  ^^  "^^  giving  a  service 
====  =^==^=^^  with  its  two  issues  each 
month  that  is  impossible  with  a  monthly  paper. 
You  will  always  find  the  news  first  in  "The 
Review."     The  paper  that  does  things. 
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lines  of  merchandise.  Personally,  I  am  a  strong 
believer  in  truthful  copy,  and  in  no  way  will  I  ex- 
aggerate in  price  or  quality. 


EASTER  ONLY  ONE  WEEK  4WAY 

THE     HALL    STORE 

Brings  for  your  beoefit  the  l»t«et  atylea  froni  abrobl  nod  the  best  materials  from 
every  coDlioeot  to  prepare  for  Ibe  Ets'er  ii-liabilition  of  your  wardrobe,  use  its  help 
NOW  before  the  final  rush  when  choosing  i.  fnorc  difQcult        Come   early  to-morrow. 
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SCBTHf 

MODtLSfN 
KABO  CORbETS 


Another  form  of  Saturday  special  layout  by  J. 
A.  McNabb,  for  the  Hall  Store,  Peterborough. 
An  attractive  array  of  seasonable  requirements. 

The  windows  and  ads.  runs  systematically  to- 
gether, thereby  co-operating. 

We  have  one  large  window  30  x  7  feet,  and  two 
rounded  entrance  windows  15  x  7  feet,  giving  fully 
60  feet  of  display  spit-^e. 


Fixtures  in  the  New  Ogilvy  Store 

■  Concluded  from  page  24. 

ends  of  the  skeins.  The  drawers  are  also  finished 
inside  and  out  for  good  counter  appearance.  The 
tottom  section  is  for  large  twist  spools.  Here,  as  in 
the  pattern  cabinet,  the  fixture  enforces  an  economic 
system  in  the  handling  of  stock,  and  also  contributes 
to  effective  display. 


the  idea  of  these  rooms  is  that  exclusiveness  or  privacy 

so  desirable  in  selling  garments  of  this  kind. 

*  *     * 

No.  11 — A  curtain  cabinet  designed  after  the 
style  of  a  roll  top  desk.  Samples  are  kept  in  the  top 
section,  and  the  stock  in  cupboards  beneath.  When 
not  in  use  the  roll  top  may  be  drawn,  as  a  safeguard 
against  dust  or  handling.  In  Tront  are  heavy  brass 
rods,  five  feet  high,  supported  by  brass  standards,  on 
which  curtains  may  be  displayed  or  demonstrated  to 

the  customer. 

*  *     * 

No.  12 — Spool  section,  12  feet  long,  6  feet  6 
inches  high,  capable  of  holding  a  very  extensive  as- 
sortment.    Glass-fronted  stock  drawers  beneath. 

*  *     * 

No.  13 — Small  wares  cases  and  stock  boxes.  The 
counter  fixture  consists  of  glass  divisions,  which  may 
again  be  sub-divided  by  movable  glass  divisions,  each 
being  numbered  to  correspond  with  the  stock  box  in 

the  rear.    The  boxes  are  of  heavy  cardboard. 

*  *     * 

No.  14 — Clothing  cabinet  four  feet  high,  seven 
feet  long ;  two  sided  and  equipped  to  hold  50  suits  on 
each  side.  Rack  draws  out  straight,  and  the  only 
aisle  space  required  is  18  inches  for  display  of  gar- 
ments. Salesmen  may  sell  from  both  sides  at  the 
same  time.  At  night  the  front  is  closed  by  trolley 
curtain.  A  wardrobe  for  overcoats  would  be  5  feet  6 
inches  in  height. 

A  fixture  not  illustrated  here  has  been  installed 
with  excellent  results  in  stock-keeping,  appearance 
and  aslesmanship,  in  the  linen  department.  It  is 
in  the  form  of  a  case  six  feet  high,  with  sub-divi- 
sions, in  which  are  placed  the  stock  packages.  Sam- 
ples are  carried  in  a  space  arranged  beneath,  which 
has  a  sliding  door  similar  to  a  sectional  bookcase. 
Outside  the  counters  are  individual  tables,  on  which 
clioice  selections  from  stock  are  correctly  arranged 
by  way  of  demonstration.  The  department  has  a 
north  light,  which  strikes  the  goods  in  such  a  way 
as  to  reveal  the  patterns  and  qualities  to  advantage. 
Such  a  position,  Mr.  McConvie,  manager  of  the  de- 
partment, points  out,  brings  the  element  of  sugges- 
tion more  strongly  into  play  than  would  otherwise 
be  the  case  where  the  natural  light  was  defective. 


No,  9 — A  central  cash  and  parcel  section,  situated  For  photos  and  detailed  descriptions  of  these  fix- 

between  the  shelving  and  forming  part  of  the  central     tures.   The  Review  is  indebted  to  Jones  Bros,  &  Co., 


fixtures.    It  is  reached  from  each  side. 


Toronto,  bv  whom  thev  were  installed. 


i  No.  10 — A  French  lingerie  section,  practically 
forming  a  complete  room,  the  outside  of  which  is 
finished  in  mtihogany  paneling,  while  inside  are 
cabinets  with  glass  doors,  in  which  the  dainty  gar- 
ments are  kept.  The  fixtures  are  6  feet  high.  Goods 
are  shown  on  small  tAles  within  the  section.    Again, 


A  Detroit  merchant  recently  introduced  a  unique 
idea  in  advertising.  He  featured  a  guaranteed 
bargain  sale,  and  each  item  in  the  special  advertise- 
ment was  in  the  form  of  a  certificate  stating  that  the 
bargains  advertised  were  worth  the  specified  regular 
retail  price. 
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Are  Decorations  Worth  While 

Answer    will   be    in    the    affirmative    where 
expenditure    has    been    well    applied  —  En- 
couraging the  window  trimmer — The  matter 
of   appropriation. 

Do  interior  decorations  pay?  This  question  is 
aptly  answered  at  opening  time,  and  the  excuse  that 
large  stores  only  can  have  successful  and  elaborate 
events  is  a  fallacy.  There  is  a  reason  for  everything, 
and  the  response  to  Springtime  or  seasonable  triiTJS 
must  be  good  business  or  they  would  not  be  con- 
tinued. 

Perhaps  the  best  arg-umemts  in  favor  of  some  un- 
usual decorative  scheme  in  a  store  are  that  the  crowd 
comes,  and  where  people  and  customers  are  congre- 
gated it  is  easier  to  make  sales,  and  aside  from  the 
publicity  gained  there  is  a  feeling  of  welcome,  a  ten- 
dency to  linger  or  wander  among  the  new  showing's. 
This  means  that  customeis  3ee  the  goods  and  ulti- 
mate results  are  sales.  To  create  an  atmosphere  of 
Spring  months  in  advance  with  consequent  interest 
and  sales  of  merchandise  on  display  is  good  business. 
Efforts  by  the  decorator  and  department  managers  to 
add  to  their  showings  by  decorative  features  and  em- 
bodied in  the  decorations  themselves  as  soon  as  they 
are  in  position,  are  followed  by  an  almost  unconsctious 
inspiration  for  other  departments  to  increase  their 
enthusiasn:.    It  is  evident  everywhere. 

There  is  no  question  but  that  decorations  pay  no 
matter  on  how  small  a  scale  a  merchant  may  find  it 
possible  to  make  appropriations.  But  if  they  pay 
there  is  all  the  more  reason  why  it  is  feasible  for 
every  store  to  have  decorations  right.  Promenades, 
fountains,  flowers,  lattices,  pedestals  and  with  fashion- 
able apparel  are  not  altogether  an  effeminate  attrac- 
tion. Work  out  a  scheme  consistent  witli  the  estab- 
lishment, remembering  that  all  these  things  are  part 
of  the  magnet  to  help  draw  trade,  make  sales  and  add 
to  turnover.  Expenditure  is  only  a  part  of  the  ad- 
vertising scheme  well  applied,  when  decorations  for 
the  store  are  intelligently  handled.  Most  merchants 
are  not  solving  the  problem  of  how  much  their  ap- 
propriations should  be,  but  are  confronted  with  the 
desire  to  get  effects  consistent  with  the  outlay. 
Again,  it  is  a  question  of  a  few  boards,  packing  cases, 
nails,  saw  and  hammer,  a  disgruntled  kick  about  the 
ever-recurring  expense  and  the  extravagance  of  the 
window  trimmer,  with  a  loss  of  all  artistic  ability 
or  efforts  to  do  justice  to  any  store  or  department. 

There  will  be  less  dissatisfaction  on  both  sides  if 
there  is  a  stated  understanding  that  trimmers  are 
free  to  spend  the  amount  which  is  due  them  and 
carried  for  independent  uses  to  improve  facilities. 
No  criticisms  or  arguments  will  be  necessary. 


Costume  Forms 

Highest  Type  of  Wax  Art 


No.   47A — Evening   Costume  Figure 

Extra  low  bust.     Special   hard  wax. 

The   very   best   in  every  particular. 

$40.00. 

No.  47B— Same  as  47A,  with  jointed 

arms,  and  wax  half-arms  and  hands, 

$35.00. 

No.  47 — Same  as  47A.    ordinary  bust, 

jointed  arms  and  wax  hands,  $27.00. 

"V/e    have    led    for   twenty    years    in 

these  lines.    It  certainly  pays  to  buy 

the  best. 


Deep  full  bust 
for  latest  even- 
*"§"  growns.  Ex- 
treme skirt,  nar- 
row at  bottom 
if  desired.  The 
bust,  waist,  hips, 
etc.,  of  all  our 
costume  models 
conform  to  the 
best  f ashio  n 
figfure. 


Extra  fine  qual- 
ity  hard  German 
wax  (exclusive.) 
The  Poise  of  the 
head, the  refined 
faces  and  the 
dressing  of  the 
hair  suggest  the 
well  bred  young 
woman  of  soci- 
ety. Perfect 
eyes,  complex- 
ion and  teeth. 
Long  natural 
hair,  black, 
blonde,  etc. 

Let  some  of 
these  sell  some 
goods    for   you. 


Catalogue  on  request 

A.  S.  RICHARDSON 

99  Ontario  St.     -      Toronto 
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New  types  of  character  dolls  —  Some  novelties  in  mechanical  toys  —  Boy 
Scout  and  Indian  outfits  good  —  Toy  production  in  Canada —  Patent  leather 
belt  showing  revival  —  Toilet  novelties  in  white  composition  —  Hollow 
Shell  Combs  —  Opportunity  for  pushing  fancy  goods  before  summer  flitting 


WHOLESALE  stocks  of  dolls  and  toys  are  now 
being  enlivened  by  the  yearly  influx  of 
the  new  lines  which  have  been  purchased 
abroad  during  the  buying  season  at  the  great  fairs, 
which  are  held  in  German  manufacturing  centres. 

Every  season  sees  their  introduction  of  novelty 
features.  This  year  one  of  the  best  is  along  the  line 
of  the  popular  character  dolls.  An  unbreakable  doll 
with  face  and  head  of  a  sort  of  papier  mache  compo- 
sition is  got  up  to  look  exactly  like  the  picturesque 
German  or  Polish  peasant.  Several  types  are  shown, 
each  true  to  life  and  quite  distinctive  and  recogniz- 
able. The  dress  is  also  studied  out  in  artistic  com- 
pleteness, making  the  most  attractive  and  instructive 
little  figures.  These  dolls  are  far  beyond  the  expres- 
sionless type  which  preceded  them,  and  the  demand 
for  correct  facial  proportions  and  resemblance  to  the 
real  thing  is  constantly  growing. 

It  may  be  noted  that  these  dolls  are  excellent  for 
the  purpose  of  window  display,  as  for  instance,  the 
gaily  smocked  German  Hans,  with  his  amusingly 
real,  though  homely  countenance,  would  greatly  help 
to  draw  interest  to  a  window  of  steins  or  other  dis- 
tinctively German  china.  Again,  a  "made  in  Ger- 
many" display  would  be  geratly  enhanced  by  the 
addition  of  a  few  of  these  dolls. 

There  are  the  extreme  naturalistic  types,  those 
that  border  on  caricature,  and  the  child  dolls  and 
babies.  The  latter  sell  best  to  the  small  girls,  while 
boys  are  often  interested  in  the  soldier  or  caricature 
types.  Soldiers  of  all  nations  in  correct  uniform  are 
helping  to  interest  the  small  boy  in  this  line. 

i  Last  season  saw  unusual  sales  of  the  Indian  suits 
and  camping  outfits.  These  are  again  shown  this 
year  with  various  mechanical  improvements.  Large 
firms  in  cities  have  found  it  almost  impossible  to 
keep  the  boy  scout  outfits  in  stock.    These  with  real 


camping  kit,  etc.,  constitute  a  line  bj'  themselves,  but 
imitations  are  sold  freely  in  the  toy  department  for 
the  use  of  youngsters  who  are  too  young  to  be  real 
scouts. 

Mechanical  toys  show  many  improvements. 
There  will  be  good  sales  for  all  types  of  boats  and 
automobiles,  but  the  novelty  consists  of  the  airship 
in  all  its  forms.  These  are  variously  constructed, 
with  a  view  to  popular  prices.  Some  are  to  be  hung 
from  the  ceiling  by  a  slim  thread.  When  wound  and 
released,  they  gyrate  in  swooping  curves  quite  freely. 
Still  others  actually  fly  through  the  air  without  any 
attachment  whatever  on  the  releasing  of  the  spring. 


Popular-Priced  Novelties 

Small  toys,  which  are  designed  for  practical  jokes, 
have  registered  a  good  sale  during  the  past  year. 
These  include  the  various  lines  of  realistic  insects, 
which  are  made  in  Japan,  or  invented  there,  and 
have  a  deceptive  power  of  motion.  Some  novelties  in 
these  lines  show  the  development  of  intricate  laws  of 
physics.  To  retail  at  a  few  cents,  they  are  sure  of 
sale  wherever  there  are  boys  to  buy.  Some  of  the 
new  types  will,  when  wound,  walk  or  crawl  to  the 
edge  of  a  table,  and  then  follow  the  edge  instead  of 
falling  over.  Others  have  irregular  motions,  which 
are  surprisingly  true  to  life. 

Among  the  mechanical  toys  are  many  new  .styles 
of  dancers  and  acrobats.  Among  these  is  a  trapeze 
actor  of  French  origin.  The  mere  manipulation  of 
the  stick  cause.?  the  motions,  and  toy  does  not  readily 
wear  out  or  break.  The  darky  heel-and-toe  dancer, 
or  "Dixie  Jigger,"  as  some  call  him,  is  another  new 
one. 

In  the  field  of  toys  it  is  interesting  to  note  that 
]^roduction  in  Canada  is  now  being  developed.  The 
business  is  only  a  branch  as  yet,  but  its  growth  will 
depend  on  itself.  The  growth  of  wealth  in  this  coun- 
try from  year  to  year  should  surely  be  sufficient  to 
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carry  .such  a  concern.  It  will  be  remembered  that 
the  United  States  was  especially  backward  in  this 
respect,  and  that  only  recently  has  she  had  an  indus- 
try of  any  consequence  in  the  matter  of  toys. 

Leather  Belts   Now    Selling 

Slow  but  certain  improvement    and  pros- 
pects of  good  business  near  at  hand. 

As  was  anticipated,  the  patent  leather  belt  is  now 
showing  more  signs  of  life  than  for  a  long  time 
past.  It  is  not  probable  that  this  line  will  come  back 
into  anything  like  the  rage  of  a  few  seasons  ago  all 
at  once,  but  improvement  is  steady,  and  the  pros- 
pects seem  to  be  brighter  all  the  time. 

It  is  interesting  to  note  that  the  popularity  of  the 
Norfolk  coat  and  the  Norfolk  middy  is  having  due 
effect  on  the  belt  situation.  Another  feature  of  the 
present  belt  revival  consists  of  the  use  of  the  leather 
belt  with  a  raised  waistline.  This  is  remarkable  in 
itself,  and  promises  better  things  yet.  A  smart  cos- 
tume shown  by  one  of  the  prominent  retail  houses 
last  week  consisted  of  navj-  blue  serge  in  sailor  style, 
but  without  the  collar,  and  V  neck  being  outlined 
with  a  piping  ending  in  a  dickey  of  white.  The  skirt 
was  perfectly  plain  and  opened  down  the  side  front 
to  correspond  with  the  waist.  The  raised  waistline 
had  a  belt  of  medium  width  in  white  leather.  This 
would  ha\'e  been  quite  impermissible  last  season,  but 
completed  a  costume  which  is  the  height  of  style  at 
the  present  time. 

High-class  patents  have  again  appeared  on  the 
counters  of  the  average  store,  though  no  longer  at 
cut  prices.  The  popular  lines  never  ceased  to  have  a 
certain  amount  of  patronage. 

Besides  these  lines,  children's  belts  are  selling  bet- 
ter than  ever,  and  there  have  been  fair  sales  in 
elastics. 

Girdles  of  silk  with  or  without  sash  ends  continue 
to  be  wanted,  chiefly  in  black.  Beaded  effects  are 
excellent,  and  many  new  numbers  show  clever  touches 
of  buttons,  flat  inmip  bows  at  the  back,  short  ends, 
and  the  use  of  ball  fringes. 


Features  in  Toilet  Goods 

White    composition    articles    favored    by 

public  —  Some    novelties    which     appear 

for    next    season's    selling. 

In  toilet  goods,  the  featiu'e  of  the  season  has  been 
the  introduction  of  white  composition  articles  for 
the  dressers  and  toilet  table.  Complete  sets  of  these, 
even  to  photo  frames,  are  now  again  offered,  and 
there  is  every  prospect  that  the  coming  season  will  be 
better  than  ever  in  this  line.  Not  only  are  these 
articles  more  cleanly  looking  and  more  easily  detected 
when  soiled,  but  they  appear  extremely  well  on  the 
light  colored  or  white  dresser  scarf.  Various  names 
are  given,  Parisian  ivory  being  that  which  is  nov^^ 
most  in  evidence. 

A  dainty  novelty  for  the  traveler  consists  of  a 
nail  buffer,  which  admits  of  the  handle  being  drawn 
out,  disclosing  a  small  space  which  contains  a  minia- 
ture box  for  the  polishing  powder,  a  nail  file  and  a 
tiny  orange  stick.  The  buffer  is  exactly  the  same  in 
size  and  shape  as  any  ordinary  type,  and  may  easily 
be  carried  in  a  hand  bag  of  modest  dimensions.  This 
article  retails  quite  reasonably. 

Still  another  useful  toilet  novelty  is  the  brush, 
constructed  in  style  like  the  old-fashioned  wire 
brush  with  rubber  pneumatic  bed.  But  bristles  are 
set  in  at  a  good  distance  apart,  instead  of  the  wires. 
The  bristles  are  specially  selected  and  have  a  good 
body  and  durability.  This  is  an  ideal  brush  for  hair 
which  is  falling,  or  for  a  delicate  scalp.  It  is  clean- 
liness itself. 

A  special  set  of  military  brushes  is  now  offered. 
These  are  so  made  as  to  fit  together  very  closely,  one 
inside  the  other,  thus  being  specially  adapted  for 
traveling.  A  shaving  set  is  concentrated  in  manner 
almost  equally  convenient,  pulling  apart  to  make  a 
small  temporary  shelf  and  disclosing  a  mirror. 

In  combs  the  novelty  consists  of  the  shell,  which 
is  hollow  inside  instead  of  solid.  This  is  of  lighter 
weight  than  the  ordinary  comb,  and  so  preferred  by 
many  persons. 


COIFFURETTAV 

DOUBLE  KNOTTED  MESH 

SHAPED  SILK  HAIR  NETS 


Each    net    in    envelope 

TORONTO  DEPOT: 

Dieckerhoff,  Raffloer  &  Co,,  Ltd. 

Corner  Simcoe  and  Wellington  Sts. 


ROSENWALD  BROS. 


LONDON 


Sole    Manufacturers 
PARIS 


VIENNA 


All    human    hair    shades 

MONTREAL  DEPOT: 

Dieckerhoff,  Raffloer  &  Co.,  Ltd. 

525  St    Paul  Street 


MAKKI?S  OF  EVERY  KIND  OF 

Hair  Nets,  Frames,  Rolls,  &c.,  &c. 
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The  Buyers'  Viewpoint 

White  veil  in  shadow  mesh  and  Shetland 
finish  will  be  a  strong  seller. 

Strong  favor  for  the  brilliant  shades  in 
ribbons.  Cerice  and  primrose  are  good  num- 
bers. 


A  novelty  now  being*  received  with  hig^h  favor  consists  of  collar,  jabot 
and  cuffs  of  pleated  net  or  show  lace  —  Yoke  and  collar  effects  selling" 
well  —  Collars  in  ruff  form  with  deep  pleating  —  Terry  cloth  or  Agaric 
laces  now  used  for   trimming   purposes  —  Laces    embellished    with    stones 


THE  situation  in  veilings  has  greatly  improved 
this  year.  This  is  due  to  many  causes — in 
chief,  the  fashion  for  hats  of  moderate  size 
which  permit  the  use  of  the  veil,  and  the  activities 
which  resulted  on  the  introduction  of  the  Shetland 
novelties. 

In  fact,  the  present  season  promises  to  be  one  of 
the  best  in  the  veiling  line.  Soft  weaves  are  the 
leaders,  and  there  is  a  preponderance  of  the  shadow 
effect.  The  Shetland  weaves  are  again  to  the  front 
with  the  return  of  Spring.  These  are  very  good  in 
pure  white,  and  a  pure  white  shadow  veil  in  this 
fabric  has  been  a  remarkable  seller  already  in  Mont- 
real and  Toronto. 

When  warm  weather  opens  up,  it  is  likely  that 
the  white  veil  as  above  described  will  be  wanted  in 
quantity,  and  particularly  in  a  season  when  the  rage 
for  plain  hats  in  Derby  and  sailor  shapes  is  strong. 
These  lines  will  be  sold  for  Summer  outing  purposes, 
and  demand  will  be  strongest  in  those  centres  where 
there  are  such  sports. 

Black  Shetlands  and  black  shadow  effects  made 
up  and  ready  to  wear  in  loose  fashion,  or  by  the 
yard,  are  also  to  be  reckoned  as  excellent  this  season 
for  wear  with  the  plain-tailored  hat. 

Other  styles  of  veils  which  are  selling  well  are 
the  shadow  effects  generally,  and  the  chenille-dotted 
styles.  The  latter  have  never  fallen  off  as  the  fancy 
veiling  did  at  one  time.  Sales  have  been  pretty  even- 
ly kept  up,  but  this  year  the  return  to  fashion  of 
veilings  generally  is  bound  to  have  an  effect  of  in- 
creasing sales  even  more.  Chenille-dotted  effects 
show  a  wide  range,  and  while  the  type  is  an  old  fa- 
vorite, there  is  all  the  difference  in  the  world  be- 
tween this  season's  numbers  and  the  old-fashioned 
styles. 


A  favorite  chenille-dotted  effect  shows  the  use  of 
the  shadow  ground  with  a  large  dot  of  chenille  at 
fairly  wide  intervals.  Still  another  effect  is  in  a  sort 
of  elongated  diamond  mesh  with  a  dot  at  intervals. 
Then  there  are  the  favored  hexagonal  meshes  and 
the  novelty  filet  meshes  of  a  most  unusual  degree  of 
fineness  and  transparency. 

The  extra  fine  types  will  undoubtedly  sell  well 
when  the  Summer  demand  opens  up. 

Besides  plain  black  and  white  veilings,  there  are 
a  few  numbers  which  show  the  combination  in  a 
magpie  effect.  These  have  the  white  predominating 
rather  than  the  black,  as  is  suitable  at  this  season. 

A  high  novelty  consisted  of  a  combination  of 
black  and  white  in  a  veiling  of  the  soft  Shetland 


Pierot  collar  and  cascade  jabot.     The   collar  is 

circular  in  form.    In  the  cut  tho  back  is  hidden 

by  the  form  on  which  it  is    displayed.     Shown 

by  A.  &  G.  Hall,  Toronto. 
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The  Dress  Accessories  House  of  Canada 


We  carry  in  stock  at  all  times  a  full  and  complete  assortment 
of  Laces,  Embroideries,  Neckwear,Trimmings,  Ribbons,  Curtains, 
Hosiery,  etc.,  etc. 

As  direct  importers  we  are  in  a  position  to  offer  you  the  very 
latest  Novelties  from  European  and  American  markets. 
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The  above  is  an  illustration  of  a  45"  Muslin  Skirting,  box  lot,  of  which  we 
always  carry  a  large  variety  in  stock.  Price  of  this  assortment  is  45  cents 
per  yard.     (8  pieces  of  ten  yards  in  box). 

Call  at  our  warerooms  when  in  Montreal  or  write  to  us  for  samples. 

VOSS  &  STUFFMANN,  LIMITED 

12  St.  Helen  Street,        ....         MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Pleated  lawn  and  lace  jabot.  Satin 
rose  jabot  and  floral  hat  pin,  the 
head  formed  of  half  opened  satin 
rose.  Shown  bv  A.  J.  Sollows  &  Co., 
St.  John,  N.B. 


finish  in  shadow  pattern.    This  emphasized  the  prin- 
cipal features  of  the  season. 

There  will  also  be  a  good  demand  this  year  for 
the  lace  veil,  both  to  partially  drape  the  plain  hat 
and  shade  the  face,  and  as  a  veiling  proper.  The  best 
types  are  not  the  same  as  last  season's  Chantilly  veil, 
though  there  are  likely  to  be  good  sales  of  that  var- 
iety. But  the  new  importations  have  the  fancy  pat- 
tern in  the  form  of  a  fairly  narrow  l)order  which  has 
the  effect  of  edging  the  veil  rather  than  forming  a 
l^art  of  it. 


Pleated  Neckwear  Selling 

Collars  of  pleatings  of   net  and  lace  with 
jabot  and  cuf?s  to  match   coat  sets. 

In  neckwear,  the  waist  and  coat  sets  are  now  re- 
ceiving the  best  share  of  attention.  The  Dutch  col- 
lar shape  remains  a  most  popular  one,  and  the  cuffs 
which  are  shown  to  match  are  mostly  of  a  medium 
size  and  shape,  though  there  are  extremes  of  very 
deep  or  exceedingly  narrow  specimens.  Made  of 
various  materials  from  patterned  nets  to  plain,  sheer 
organdy,  these  sets  give  the  retailer  a  wide  choice. 


A  novelty  which  is  particularly  .suited  to  the  gen- 
eral trend  in  dress  this  season  consists  of  the  collar, 
jabot  and  cuffs  which  are  constructed  of  pleated  net 
or  even  of  pleated  shadow  lace,  or  of  lace  and  net 
combinations.  The  plain,  hemmed  net  was  about 
the  most  attractive  line  among  these,  the  net  being 
exceptionally  sheer  and  fine. 

Some  of  these  pleatings  are  shallow  while  others 
are  of  wider  width  and  quite  deep.  They  may  be 
worn  on  a  dress  of  colored  or  shot  taffeta  in  one  of 
the  new  effects  which  show  self  trimmings  in  the 
form  of  pleatings  or  puffings,  and  no  other  embellish- 
ment except  the  net. 

A  very  pretty  effect  was  seen  in  the  form  of  a 
collar  of  this  sort  with  jabot  to  match  of  narrow, 
shadow  lace  and  net.  The  jabot  was  in  cascade  form, 
and  the  collar  of  medium  width  and  quite  full. 


Yoke  and  Collar  Effect 

Yoke  and  collar  eft'ects  have  sold  exceptionally 
well  this  season,  and  these  are  now  not  only  offered 
in  the  plain  nets  but  also  in  the  small  patterned 
shadow  laces  and  in  some  figured  net  effects.  Fine 
all-overs  of  this  description  make  up  to  great  advan- 
tage for  this  purpose,  the  general  idea  is  to  make 
the  yoke  as  plain  as  possible,  sometimes  a  piping  at 
the  neck  being  used  to  finish  up. 

The  large  fichu  collars  and  the  fancy  Berthas  of 
lace  and  net  are  selling  excellently,  demand  being- 
registered  for  even  the  most  extreme  types.  These 
will  l)e  used  on  wash  Summer  dresses  and  also  on  the 
silk  dresses,  which  are  to  Ije  featured  this  Summer. 


Venise  banding  and  lace  to  match    in   allegorical   design. 
Shown  for  Spring  1913  by  Steffens  &  XoUe,  Montreal. 
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Novelty  Ratine  Coat  Set 

1912'S    LATEST    NOVELTY 


r 


No. 

Snappy 

as  it 

Looks 


A 


963 

The 

Newest 

Thing  out 


n 


THIS   SET 

Embroidered  in  Colors 


LACES,  ETC. 

For  Immediate  Shipment 


Made  in  the  popular  "Bunty" 
style  from  the  new  1912  novelty 
Ratine  cloth,  commonly  known 
as  Terry  cloth,  beautifully  em- 
broidered in  dainty  colorings. 

Order  sample  half-dozen  — 
they'll  sell  quickly. 


The  season  for  sorting  is  here. 
"We  have  a  very  fine  showing 
of  shadow  laces  and  embroid- 
ered fiouncings,  which  can  be 
shipped  immediately.  Drop 
us  a  card  or  phone  for  your 
wants. 


SANDERSON'S    LIMITED 

66  Wellington  Street  West 
TORONTO 
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Novelty  Ruffs  and  Pleatings 

The  high  novelty  consists  of  a  collar  which  is  in 
ruff  form  with  a  deep  pleating  to  lie  flat,  a  band,  and 
a  smaller  pleating  to  stand  up  straight.  Certain  var- 
ieties of  this  collar  appear  very  much  like  the  old- 
fashioned  ruff  of  Elizabethan  origin.  The  Paris 
names  are  many,  and  mediaeval  association  are  also 
drawn  on  for  purposes  of  nomenclature.  The  Ma- 
zarin  collar,  the  Medicis  collar  and  all  the  various 
adaptations  are  regarded  as  first-class  novelties. 


Cerise  and  Primrose  Ribbons 

Strong  feeling  for  the    brilliant    shades  — 
I  Pin-stripe  borders  continue  good. 

Ribbons  which  are  now  in  demand  consist  of  the 
popular  pin-stripe  edges  with  central  part  of  strong 
color.  A  favorite  number  is  the  primrose  pink  shade 
with  edge  of  pin  stripes  in  black  and  white. 

Sales  over  the  counter  are  daily  demonstrating 
the  popularity  of  the  new  shade,  which  is  sold  vari- 
ously as  primrose  pink,  cerise,  flame,  etc.  Probably 
the  distinction  should  be  drawn  in  this  way.  The 
lightest,  clearest  tint  is  the  primrose.  Next  deeper, 
comes  the  cerise,  then  a  magneta  shade  which  may 
be  dubbed  deep  cerise  if  so  desired.  The  flame  shade 
has  more  orange  and  less  pink  in  it,  and  is  about 
the  same  tone  in  depth  as  the  primrose. 

A  certain  shade  of  bright  gold  is  selling  well 
this  Spring.  There  is  every  prospect  that  a  range 
of  browns  and  tan  or  mustard  shades  will  be  seen 
prominently  next  Fall,  and  there  has  been  more  in- 
terest shown  in  tans  during  the  last  few  days  than 
for  some  time  past. 

Stripes  of  all  sorts,  but  not  so  conspicuous  by 
any  means  as  those  of  last  season,  have  been  selling 
for  millinery  purposes.  Wire-edged  ribbons  have 
been  extra  good  this  season,  and  there  has  been  a  re- 
vival of  interest  in  the  millinery  ribbon  all  round. 

Satins  and  taffetas  suitable  for  the  making  up 
of  the  fancy  flow^ers  now  so  universally  worn  as  trim- 
mings are  selling  excellently  over  the  counter.  The 
increased  demand  due  to  this  cause  has  been  a  con- 
stant source  of  gratification  to  everyone  in  the  trade 
this  season. 


Ombre  and  Shot  Taffeta  Selling 

Ombre  and  shot  effects  in  taffetas  have  sold  most 
readily  this  Spring.  This  is  in  accordance  with  the 
mode,  which  places  such  stress  on  taffeta  for  dresses 
and  suits. 

For  millinery  purposes,  the  majority  of  sales 
have  been  made  in  the  ombre  and  shot  taffeta  rib- 
bons.   There  are  also  the  taffetas  in  stripe  effect,  and 


it  may  be  added  that  all  taffeta  ribbons  have  been 
much  better  than  for  a  long  time. 


The  Newest  Made  Flower 

The  final  word  in  made-flowers  comes  in  the  use 
of  shot  silk  for  this  purpose,  shot  taffeta  ribbons  also 
being  good  when  used  in  the  same  way. 

The  flowers  so  made  are  used  for  millinery  and 
also  for  all  the  other  purposes  to  which  made-flowers 
have  been  put  this  season.  Leaves  may  be  made  of 
ribbon  also.  Delicate  colorings  such  as  grey  and 
pink,  fawn  and  pink,  and  similar  arrangements  are 
most  desirable,  though  the  French  hats  and  some  of 
those  from  New  York  show  the  made-flower  in  the 
most  unlikely  sort  of  colorings.  The  chic  of  these 
new  arrivals  is  quite  indisputable,  and  retailers  who 
wish  to  be  up-to-date  should  show  them  at  once  be- 
fore the  interest  begins  to  fall  off  as  it  is  sure  to  do 
when  no  novelties  are  brought  forward. 


All  Laces  Are  Good 

Almost  impossible  to  make  distinctions  in 
this  line  —  Trimmings   which   are   selling 

In  laces  at  tlie  present  moment,  no  particular 
type  can  be  mentioned  as  a  leader.  It  is,  as  was 
thought  from  the  first,  a  remarkable  season  in  this 
line.  All  varieties  are  selling  well,  with  scarcely  an 
exception. 

The  novelty  at  the  time  of  writing  consists  of  the 
coarse-patterned  Terry  cloth  or  Agaric  laces  which 
are  not  unlike  the  towelling  cloth  which  is  being 
used  for  dresses  and  suits.  These  laces  are  to  take 
the  place  of  the  Macrame  effects  in  certain  types  of 
wash  dresses,  though  it  is  not  to  be  inferred  from  this 
that  Macrame  has  fallen  off.  That  lace  is  quite  as 
strong  as  ever,  and  is  especially  good  in  the  very  deep 
ecru  shade  which  has  been  exploited  this  season. 

Shadow  laces  remain  in  first  position  as  a  ready 
selling  novelty.  Shadow  Vals  and  wash  shadow 
effects  have  been  much  wanted  this  Spring  for  the 
construction  of  high-class  underwear. 

Point  de  Venise  remains  a  leading  line  in  high- 
class  goods  and  many  of  the  advance  Fall  model 
dresses  are  featuring  it  as  strongly  as  ever.  Irish  and 
crochet  laces  are  coming  in  stronger  all  the  time,  and 
there  will  be  even  better  demand  for  these  next  Fall 
when  the  rage  for  the  very  thin  effects  shall  have 
somewhat  subsided. 
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Your  Customers  Know 
The  Difference 


They  may  not  know  the 
"Sterling"  mark,  but  they 
do  know  the  "Sterling"  qual- 
ity and  style.  To  you,  Mr. 
Merchant,  the 


trade  mark  is  as  sure  a 
guide  in  your  selection  of 

LACES, 

EMBROIDERIES, 

NECKWEAR    AND 

VEILINGS 

as  it  is  in  silverware.  If 
you  have  a  representative 
showing  of  the  "Sterling" 
line,  you  need  not  worry 
over  the  result  of  your 
Spring  and  Summer  busi- 
ness. 

Let  our   representative 
show  you  the  samples. 

The  Sterling  Lace  & 
Novelty  Company 

80-82  Wellington  St.  W.,     -     TORONTO 


«  Great  Selling  Campaign  ^ 

S  of  ♦ 

I  Swiss  Embroideries  | 

^  Manufactured  by  ^ 

I  G.  THOMA  &  CO.  I 

^  St.  Fiden,  St.  Gall,              Switzerland  (/^ 

t  % 

X  The   Canadian  Agent  of  these  ^ 

i  World-renowned   Makers  | 

2  of  SCHIFFLIS  is  presently  on  U 

«  his  spring  tour. 

f  BUYERS!     Do  not  place  your 

i|  orders  before  seeing  his  sample  |J 

X  collection   for  importation  and  ^ 

t  FOR  GOODS  KEPT  IN  STOCK  AT  MONTREAL  | 

I  J.  H.  Gagnon,  Agent  | 

I  Birks  Building,       MONTREAL  | 


Every  Ambitious  Merchant 

SHOULD 
READ 

SALES 
PLANS 


A  collection  of 
three  hundred 
and  thirty-three 
successful  ways 
of  getting  busi- 
ness, including  a 
great  variety  of 
practical  plans 
that  have  been 
used  by  retail 
merchants  to 
advertise  and 
sell  goods. 


PRICE  $2.50 

All  Orders  Payable  in  Advance. 
TECHNICAL     BOOK     DEPARTMENT 

MacLEAN  PUBLISHING   CO. 

143-149  UNIVERSITY  AVENUE    ::   TORONTO 
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Brilliants  a  Popular  Trimmings 

Paris  designers  are  now  featuring  brilliants  as 
■the  most  popular  and  high-cla;?s  type  of  trimming 
for  dressy  costumes  and  especially  for  evening  wear. 

Many  of  the  ornaments  of  lace  motifs  or  em- 
broidery in  cream  or  white  have  these  brilliants  sew- 
ed on  them.  They  are  also  used  on  chenille  fringes, 
and  in  i)lain  lines  on  bodices.  The  stones  are  offered 
loose  in  some  cases  to  be  sewed  on  or  caught  into 
di-aperies  of  tulle  or  lace. 

Not  only  are  laces  embellished  with  the  rhine- 
stones,  but  there  are  tinted  stones  with  a  hint  of  red 
ill  them  used  for  the  same  purpose.  A  bead  of  com- 
position of  cream-colored,  opaque  appearance,  in  all 
sorts  of  shapes,  is  freely  used  on  a  ground  which  re- 
sembles api^lique  and  lace  combined  to  make  a  most 
fascinating  trimming. 

Crystal  fringes  and  trimmings  are  to  remain  as 
popular  as  ever  next  season.  These  will  be  used  on 
evening  dresses,  and  there  are  to  be  crystal  overdress- 
es offered  again,  though  in  quite  different  patterns 
from  those  of  last  season. 


Buttons  a  Strong  Feature 

The  trimming  which  is  now  most  in  evidence  at 
Spring  openings,  in  the  stores  and  on  the  streets  con- 
sists of  Imttons  of  all  types. 


The  crystal  buttons  have  taken  well  with  the 
people  and  are  shown  on  coats  and  skirts,  as  well  as 
on  silk  dresses. 

The  plain,  pearl  button  of  good  size  is  in  great 
demand  for  coats  and  skirts,  and  presents  a  striking 
contrast  when  placed  against  a  background  of  dark 
blue  or  black  serge.  For  all  sorts  of  uses  there  will 
be  no  l)etter  seller  this  year  than  this  same  unpreten- 
tious. l)ut  con.^i^icuous  number  which  used  to  be  re- 
garded as  suited  only  to  the  shirt  waist. 


Crochet  Materials  Sell 

The  new  wa.sh  handbags  are  creating  a  consider- 
able demand  for  crochet  materials  and  patterns  in  the 
fancy  goods  sections.  There  are  good  and  reasonable 
flosses  and  patterns  on  the  market  now,  and  the  re- 
tailer may  stock  these  in  confidence  of  their  style 
being  right. 

The  novelty  featui-e  in  fancy  goods  at  the  present 
time  consists  in  the  introduction  of  canvas  and  bur- 
lap weaves  to  take  the  ])lace  of  the  German  crash 
just  as  soon  as  the  public  shall  weary  of  this  long 
popular  material.  How  soon  that  may  be  is  now 
impossible  to  say,  but  the  retailer  will  do  well  to  note 
that  he  may  at  any  time  now  obtain  a  substitute 
which  is  already  rumiing  .strongly  in  New  York,  and 
whicli  is  now  shown  here  as  a  high-class  novelty. 


THE   RIBBON  HOUSE  OF  CANADA 


Patt.  505,  Taffeta,  is  one  of 

our  leaders. 
Widths— Nos.  48,  60  and  80 


Walter  H.  Barry  &  Co.,  '"""V:"ti:;!^'Z:T  ""'  Montreal,  Que. 
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Our  Line  for 

Fall  1912 

is  Now  Ready 


TOROHTO 
LACE, 

VetLINGS, 

DressTrimmihqs 
|(1    Embroideries 


Our  representatives  will 
call    on    you    shortly. 


We  are  showing  an  at- 
tractive range  of  Cluny 
Laces,  both  cotton  and 
pure  linen  thread  ---  Ratine  Bandings  and 
Allovers---Irish  Crochet  and  Bohemian  Lace 
matched  sets,  in  addition  to  our  enlarged 
line    of    French    and    English    Vals. 

In  veilings,  in  which  we  specialize,  our  trav- 
ellers are  showing  a  splendid  range  in  de- 
signs and  patterns  that  are  in  a  class  by 
themselves.  The  range  includes  all  that  is 
newest  in  Shetlands,  laces,  and  in  novelty 
and  staple  meshes  in  black  and  all  the  lead- 
ing colors. 


CANADA  VEILING  COMPANY 


84-86  Wellington  St.  West 


Toronto,  Ont. 
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Leumann, 


EMBROIDERIES 

400  Empire  Building, 

A.  D.  F ISHe^IV.    Agent  For  Canada 


New  designs  in  |26  and  45  inch  flouncings  in 
eries  of  every  description.  Write  for  samples 
ufacturers  of  the  ever  popular  Lily-White  Semi- 


Note  New  Address: 
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oesch  ®>  Co. 

AND    LACES 


64  Wellinston  St.  West 


TORONTO 


Stock  in  Toronto.  Complete  stock  of  embroid- 
or  let  us  send  you  goods  on  memo.  Sole  man- 
made  Corset  Cover. 

64  Wellington  St.  West 
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Eeatures  of  This  Department 

Influence  of  the  coal  strike  on  deliveries  of  Fall 
fabrics. 

Another  strong  silk  season  in  prospect  with  sev- 
eral decided  novelty  features. 

Important  phases  of  buying  for  Fall.  Review  of 
the  Montreal  fabric  market  with  relative  significance 
of  colors  and  weaves  for  next  season. 


Late  On  Fall   Deliveries 

British  coal  strike  may  cause  set-back  of 
fully  one  month  —  Prices  very  firm  — 
Situation  favorable  for  Canadian  mills. 

CONSIDERABLE  anxiety  as  to  the  outcome 
of  the  British  coal  strike  is  expressed  by 
Canadian  importers  and  garment  manufac- 
turers. For  some  time  now  deliveries  on  wanted 
lines  have  been  none  too  good,  and  even  without  the 
strike,  considerable  delivery  trouble  was  expected,  as 
the  British  mills  are  full  of  orders.  The  opinion  is 
expressed  that  up  to  date,  that  is,  up  to  the  first  week 
in  April,  the  strike  means  that  deliveries  of  Fall 
goods  will  be  fully  one  month  late.  Prices  are  very 
firm  at  present,  and  the  additional  cost  of  coal  cer- 
tainly means  advances  all  round.  Decidedly  the  best 
feature  in  the  situation  is  that  it  will  result  in  a 
general  clean-up  of  all  cloths  on  hand,  as  for  a  tinje 
it  is  likely  to  l)e  a  case  of  any  cloth  rather  than  no 
cloth. 

The  present  situation  is  highly  favorable  to  the 
Canadian  mills,  and  they  should  have  a  busy  season. 
It  is  fortunate,  indeed,  that  a  class  of  fabrics  is  in  de- 
mand that  the  Canadian  mills  are  particularly  well 
adapted  to  turning  out. 

There  is  a  steady  demand  for  fine  serges,  whip- 
cords and  diagonals  at  the  present  time,   and  this 


demand  promises  to  continue  into  the  Fall  season. 
Whipcords  have  been  in  .short  supply  all  season, 
and  will  be  good  for  the  early  Fall,  and  are  also 
being  selected  as  a  Fall  fabric  in  centres  where  style 
is  not  an  important  factor.  Buyers  will  have  to 
exercise  discrimination  about  this  fabric,  as  the 
fashion  tendency  is  strongly  in  favor  of  soft,  rough, 
woolly  fabrics  for  the  coming  Fall;  fabrics  that  have 
a  decided  appearance  of  warmth,  weight  and  com- 
fort. The  weight,  however,  is  more  apparent  than 
real,  and  even  with  the  longer  coats  that  are  to  he 
worn,  will  not  become  burdensome. 

It  is  calculated  that,  con.sidering  the  extra  full- 
ness that  is  going  into  the  skirt  and  the  longer  length 
of  the  suit  coat,  from  %  to  1  yard  more  cloth  will  be 
required  for  the  Fall  suit,  and,  therefore,  buyers  ^Adll 
have  to  make  provision  for  the  selling  of  extra  cloth. 

The  Fall  colors  are  soft,  deep  and  rich,  and  the 
tendency  is  strongly  in  favor  of  dark  effects.  Though 
Ijlack  is  not  so  highly  favored,  black  enters  into  all 
the  prevailing  combinations,  and  black  and  a  color 
promises  to  become  as  widely  popular  a  combination 
as  black  and  white.  Two-tone  stripes  made  up  of 
black  and  a  color  are  certain  to  be  important.  All 
mixtures  are  very  subdued,  and  black  will  be  used 
to  tone  down  the  brighter  shades. 

Because  of  the  leading  position  of  serge,  blue 
from  the  yardage  standpoint  must  be  placed  as  the 
first  color.     From  the  standpoint  of  novelty,  browm 


Dry  Goods  Review 


©CRESS     GOODS 


There  is  bound  to  be  a  scarcity  of 

PRIESTLEY'S  DRESS  FABRICS 

On  account  of  the  closing  of  the  Woollen  Mills  in 
England  as  a  result  of  the  strike.  It  will  be  some 
time  before  the  supply  will  be  normal  again. 

Our  stock  is  complete  at  present  and  it  would  be  advisable  to 

ORDER  AT  ONCE. 

There  will   be   a   tremendous   demand    for  CREAM   SERGES. 

Are  you  ready  for  it.? 


( 


THE  "CREAM"  OF  THE  SERGES 


IS 


BUY 
NOW 


^i 


Cream    Serge    Suiting 

fn  light,  medium  and  heavy  weights. 

Sprina  styles  will  radiate  from  a 
centre  of  Serge. 

Dame  Fashion  says  '  Serge  is  the 
cornerstone  ofthespring  suitmaterials' 

For  beauty  of  weave  and  remarkable 
values,  the  choicest  serges  are  -  - 


BUY 
NOW 


Electros  like  these  furnished  free  for  your  advertising. 


Sole  Agents  For  Priestley's  Dress  Fabrics 


GREENSHIELDS  LIMITED    -    Montreal 
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certainly  leads,  and  there  will  be  a  big  sale  of  dark 
tans,  nut  browns,  and  also  of  the  newer  cinnamon 
shades,  and  in  high-class  fabrics  of  deep  terra  cottas. 

Wine  shades  are  growing  in  favor,  and  are  cer- 
tain to  be  much  worn,  and  the  same  may  be  said  of 
green.  The  green  tones  selected  are,  however,  more 
in  the  nature  of  Spring  colors,  and  should  sell  better 
in  the  lighter  cloths  and  silks  that  will  be  wanted 
for  dresses  and  formal  wear.  Mixture  greys  are 
staple.  Taupe  is  coming  to  the  front  as  a  novelty 
color,  and  will  be  strong  in  silks,  crepes  and  high- 
class  fabrics.  Blue,  grey  or  steel  is  a  color  that  also 
promises  to  be  featured.  Deep,  rich  purple,  plum 
and  violet  shades  are  popular  with  the  buyers  of 
better  grade  materials,  but,  as  usual,  will  sell  better 
to  the  city  than  the  country  trade. 

Velour,  zibelines,  chinchillas,  ratines,  boucles 
and  kindred  cloths  are  those  selected  for  the  coming 
Fall,  and  these  cloths  come  in  both  suiting  and 
cloaking  weights. 

Another  Pile  Season 

Manufacturers  sold  up  on  seal  plushes  al- 
ready —  Fur    fabrics    promise    well    for 
trimming  purposes. 

Pile  fabrics  are  again  to  the  fore  for  the  coming 
Fall  season.  Large  orders  have  been  already  placed 
for  velveteens,  and  not  only  have  prices  gone  up, 
but  the  qualities  are  not  as  good  for  the  money  as 
last  year.  Both  the  plain  cloth  and  corduroys  will 
be  wanted,  and  while  there  will  be  a  certain  amount 
of  fancy  effects  selling  the  greatest  confidence  is  given 
to  plain  colors.  Hair-line  stripes  in  a  lighter  shade 
than  the  ground  color  or  of  black  on  a  mixture 
ground  will  lead  in  fancies.  Longer  in  pile  than  the 
velvets,  but  more  velvet-like  than  plush  are  the  new 
velours.  Velours  promise  to  be  popular,  both  in  plain 
colors  and  in  fancies,  and  as  in  velveteens  hair-line 
stripes  and  striped  mixture  effects  will  be  good. 

Seal  plush  seems  to  have  taken  the  place  of  the 
lower-priced  fur  coat,  now  so  difficult  to  procure, 
owing  to  the  advancing  price  of  furs.  The  cutting- 
up  trade  placed  heavy  orders  on  seal  plush  for  the 
coming  Fall,  and  the  result  of  the  early  trips  has 
been,  in  the  majority  of  cases,  orders  that  call  for 
every  yard  that  has  been  contracted  for.  "We  shall 
not  have  an  inch  on  hand  when  our  orders  are 
filled,"  said  one  prominent  manufacturer.  Another 
feature  that  promises  to  materialize  later  is  the  use 
of  fur  fabrics  for  trimming  purposes.  Such  fur 
fabrics  as  mole,  baby  lamb,  caracul  have  arrived  at 
such  a  high  state  of  perfection  that  only  close  exami- 
nation reveals  the  fact  that  they  are  woven,  not  skin. 
This  year  short-haired  furs  are  to  lead  as  trimming 
furs,  and  the  use  of  fur  fabrics  is  too  obvious  to  be 
overlooked. 


Interest  in  Fancy  Silks 

Fancy  printings  the  latest  novelty  —  Shot 
satins  selling  better  than  changeable  taf- 
fetas —  Review's  predictions  are  borne  out 

Six  months  ago  The  Review  stated  that  this 
Spring  would  be  a  big  silk  season,  and  the  increasing 
demand  now  experienced  for  silk  fabrics  amply 
bears  out  The  Review's  contention,  for,  in  spite  of 
the  extra  attractiveness  of  the  new  cotton  fabrics,  the 
silk  department  continues  to  be  the  busiest  one  in  the 
piece  goods  section.  Fashion  for  some  time  has  been 
favoring  silk  materials,  and  though  fashion's  influ- 
ence is  potent,  there  are  contributing  factors  towards 
placing  silk  fabrics  in  their  present  high  position, 
and  which  go  to  account  for  the  large  popular  sale  of 
silks  this  season. 

The  present  style  of  dress  undoubtedly  is  one  big 
reason,  and  the  fact  that  so  little  material  is  needed 
to  make  a  gown  or  suit  makes  it  possible  for  the  ma- 
jority of  women  to  have  at  least  one  gown  of  silken 
fabric.  Therefore,  a  silk  gown  is  well  within  the 
means  of  many  who  would  hesitate  to  incur  the  ex- 
pense if  more  material  was  necessary.  Another  factor 
that  makes  for  economy,  and,  therefore,  increases  the 
sale  of  silks,  is  the  increasing  use  of  wide  width  silks, 
and  the  fact  that  they  cut  to  so  much  better  advan- 
tage. The  only  wonder  being  that  their  introduction 
has  been  such  a  slow  process. 

Paris  has  strongly  endorsed  chiffon  taffeta,  and 
this  fabric  is  being  freely  used  by  the  American  gar- 
ment trade,  and  many  of  the  imported  models  are 
developed  in  this  fabric.  In  spite  of  this  promin- 
ence this  silk  is  obtaining  little  real  hold  at  the  pres- 
ent time  in  the  Canadian  market.  Evidently,  the 
troubles  due  to  poor  wearing  taffetas  when  last  in 
vogue  are  by  no  means  forgotten,  and  the  Canadian 
buyer  is  loth  to  have  anything  to  do  with  such  an 
unsatisfactory  silk.  Taffeta  really  is,  or  ought  tn  bo, 
one  of  the  most  desiraible  of  silk  materials,  and  all 
the  trouble  in  the  past  came  from  the  persistent 
lowering  of  the  standard  of  quality  by  weighting  the 
pure  silk  with  tin,  lead  or  other  metals.  To  so  great 
an  extent  has  this  practice  been  carried  that  one 
pound  of  pure  silk  became  three  when  the  weighting, 
dyeing  and  finishing  processes  were  accomplished, 
and  for  these  three  pounds,  it  should  be  remembered, 
the  trade  paid  the  price  of  pure  silk.  So  extreme 
are  some  of  the  processes  resorted  to  that  workmen 
have  to  exercise  the  greatest  care,  for  the  chemicals 
used  will  eat  the  flesh  from  the  bone. 

There  is  little  wonder  that  fabrics  made  from  this 
highly  adulterated  silk,  tear  like  paper  if  kept  in 
stock  for  a  short  time,  or  that  when  made  up  into 
gaifrnents  they  crack  and  split  and  tear  at  every 
seam.  Therefore,  to  say  taffeta  to  many  buyers  is 
to  be  instantly  turned  down.     In  spite  of  this,  the 


Dry  Goods  Review 


DRESS     GOODS 


49 


new  taffeta.s  are  slowly  winning  their  way.  for  taffeta 
undoubtedly  is  the  leading  novelty  silk  fabric  of  the 
moment. 

The  new  taffetas  are  lightw^eight,  supple,  soft  and 
lustrous,  and  approach  nearly  in  effect  to  beUer 
grade  China  or  Japanese  silks.  The  big  interest  is 
in  the  changeables,  dark  combinations  such  as  black 
and  brown,  black  and  navy,  black  and  purple  being 
used  for  simple  dresses  and  for  tailored  suits.  While 
high-toned  combinations  are  shown,  the  greatest 
fa^•or  i-  given  to  soft  pearl-tinted  color  effects  such 
as  grey  and  pink,  Copenhagen  and  champagne. 
Navy  and  green,  and  violet  and  green  are  also  much 
in  evidence. 


Exclusive  Fall  suitings,  showing  seasonable  effects.  Top 
sample  is  a  two-tone  grey  Bedford.  Lower  samples  are 
novelty  soft-finished  tweeds  in  advance  colors,  leather, 
tans,  soft  blues  and  new  greens,  for  the  earl.v  trade. 
Featured  by  McFayden,  Valiquet  &  Shea,  Montreal. 

At  the  present  time,  shot  paillette,  liberty,  messa- 
line  and  other  soft-finished  .satin  weaves  are  selling 
much  better  than  the  shot  taffetas,  and  this  condi- 
tions is  e.xpected  to  e.xtend  over  into  the  Fall  season. 
Beautiful  colorings  for  evening  wear  are  showing  in 
these  shot  satins,  showing  white  shot  with  a  color  and 
giving  the  softest  and  most  delicate  of  pastel  tones. 
Many  of  these  satins  have  a  small  brocaded  figure. 

The  style  trend  at  the  present  time  is  strongly 
in  favor  of  fancv  silks,  and  in  advance  collections 


there  is  a  prodigality  of  floral  effects  that  are  both 
new  and  pleasing,  as  the  majority  are  in  delicate 
greens  and  bronzes  and  soft  wood  tones.  Decidedly 
quaint  and  new  are  the  Jouy  patterns.  This  silks, 
as  a  rule,  have  a  white  ground  well  covered  with  hair- 
line stripes  or  checks  in  black  or  dark  shades,  and 
are  .sprigged  over  with  tiny  bunches  of  flowers  in  dull 
orange,  green  and  blvie  outlined  with  a  line  of  black. 

Touches  of  these  flowered  silks  are  smartly  used 
to  trim  tailored  dresses  and  suits,  either  of  woolen 
or  silk  material.  The  latest  foulards  show  these  Jouy 
patterns,  and  chiffons  and  voiles  are  printed  in  the 
same  effect,  and  are  much  used  in  the  development  of 
the   new  millinery. 

Though  there  are  some  decidedly  high  tones 
such  as  tilleul  green,  and  primrose  pink,  and  vivid 
cerise  reds  that  tone  into  cherry,  dull,  rich  shades  are 
most  in  favor,  and  these  tones  are  so  blended  with 
the  high  shades  that  the  general  effect  is  one  of 
softness. 

Possibly  because  it  can  be  sold  at  so  reasonable 
a  figure  there  is  quite  a  revival  in  the  demand  for 
pongees.  Not  only  is  this  silk  .•showing  in  all  the 
new  shades,  but  it  is  produced  in  floral  and  the  new 
Jouy  patterns,  and  is  also  shown  in  Durbar  effects  in 
striking  colorings. 


KING'S 


Established  1775 


FAMOUS 


Sold  hj  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  relia- 
able  and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

210  St.  James  Street         -  -  Montreal 
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Advance  tweeds  for  Spring  1913;  leather  and  tan  mixtures,  with  subdued  color  contrasts.      Selected  for  their  novelty 
from  early  samples.    Shown  by  Steffens  &   Nolle,   Ltd.,    M.ontreal. 

Important  Phases  of  Fall  Fabric  Buying 

Delivery  problems  arising  out  of  industrial  trouble  likely  to  have  their 
climax  on  Spring  business  —  Advance  of  12%  on  linens  —  French  color 
card  adapted  to  Canadian  market  —  Relative  position  of  different  weaves 
from   the   buyer's   viewpoint  —  Sales   increase   of    10   to    15%    over   last   Fall 


Montreal,  April  17,  1912. 

FALL  dress  goods  sample  ranges  are  being  pre- 
sented to  buyers  and  travelers  are  now  on 
the  road  with  completed  assortments.  Each 
merchant  has  to  decide  the  effects  of  different  in- 
fluences form  the  viewpoint  of  yardage  possibilities 
in  or  against  his  own  interests.  Style  forecasts  give 
information  regarding  colors,  cloths  and  different 
trends  likely  to  be  evident  before  delivery  or  actual 
selling  season. 

Samples  selected  must  be  with  a  view  of  profitable 
returns  and  a  successful  season  based  on  the  direct 
influences  of  cloths  chosen  and  their  relative  selling 
merit.  It  is  a  question  of  style  and  value  for  the 
money  with  early  foresight  accruing  in  extra  profits. 
It  is  always  a  questionable  proposition,  and  every 
department  or  buying  head  is  anxious  and  willing  to 
compare  notes  to  see  if  there  is  any  feature  overlooked 
or  bearing  on  the  subject,  not  already  foreseen. 

Each  dress  goods  range  contains  a  world-wide 
representation.  Wholesale  buyers  have  decided  their 
own  interpretation  of  French,  British,  German  and 
domestic  mills,  adopting  their  selections  to  Canadian 


fore  the  trade  with  authentic  knowledge  of  style  in- 
conditions  and  requirements.  Ranges  are  placed  be- 
fluence,  value,  color,  preference  and  selling  merit. 
Combined  with  this,  merchants  or  buyers  have  the 
advantages  of  numerous  wholesale  selections,  experi- 
ence of  past  locality  demand,  their  own  opinions  and 
deductions. 

INFLUE^^CE    OF   INDUSTRIAL    TROUBLES. 

Advices  of  untoward  circumstances  are  heard  on 
all  sizes.  With  some  buyers  there  is  a  note  of  appre- 
hension owing  to  labor  conditions  in  British  mills, 
and  to  the  now  settled  coal  strike.  Canadian  mer- 
chants have  found  that  sooner  or  later  temporary 
or  serious  results  of  a  general  nature  follow  such 
troubles,  but  that  direct  influences  are  evident  in 
their  own  establishments  is  another  matter.  Taking 
the  dress  goods  situation  wdth  Fall  contracts  already 
placed,  there  is  the  difficulty  of  late  deliveries  con- 
fronting wholesalers,  which  is  bound  to  prove  a 
handicap.  Different  estimates  are  given.  With  some 
mills  closed,  others  advising  non-acceptance  of  future 
orders  or  shipments  six  weeks  to  two  months  later 
than  regular,  inconveniences  will  have  to  be  allowed 
for. 

Real  and  tangible  results  are  more  apt  to  be 
experienced  for  Spring,  1913.     With  a  firm  market 
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to  affect  price  and  shortages  in  supply  delaying  de- 
liveries, there  is  some  likelihood  of  advances  on  re- 
peats outside  of  usual  house  profits. 

MEETING  THE  CONTINGENCY. 

Merchants  have  reason  to  buy  their  requirements 
with  confidence  as  to  price  advantages  and  in  looking 
to  their  dress  goods  placing,  can  judge  for  themselves 
what  fabrics  will  be  affected,  and  tr^ce  reasons  to  the 
source  of  production.     For  instance,  on  rush  orders 


Soft-flnished  mixture    zibeline    shown   for    Fall;    a 

medium-priced  cloth  seasonable  in    weight   and 

finish  and  comprising  a  pleasing  range  of 

shades.    Shown  by  W.  R.  Brock  Co., 

Limited,  Montreal. 


some  firms  have  instructed  shipments  by  French 
liners.  As  an  illustration,  whipcords,  serges,  tweeds 
and  worsteds  will  be  influenced  in  as  far  as  the  Eng- 
lish mills  are  concerned,  while  evening  fabrics,  cash- 
meres, taffetas  and  finer  fabrics  will  be  received  as 
usual,  although  this  is  regulated  by  the  buying 
connections  of  the  wholesale  firms.  The  influence 
on  Spring  business  can  only  be  conjectured. 

ADVANCE   IN  LINENS. 

Linens  wanted  for  Christmas  have  been  advanced 
12  per  cent,  through  advices  in  the  last  month,  and 
wholesale  buyers  have  rushed  orders  or  antedated 
their  buying,  hoping  to  cover  Spring  requirements. 
Some  buyers  have  gone  across  so  as  to  be  in  close 
touch  at  the  mills. 

Placing  contracts  for  large  print  orders  are  being 
held  up  through  an  estimated  advance  of  1  cent  a 
yard,  although  it  is  hoped  to  receive  a  satisfactory 
quotation  to  place  and  meet  standard  quotations  of 
last  year.    It  will  be  seen  that  Spring,  unless  condi- 


tions are  righted  by  that  time,  will  experience  more 
difficulties  than  the  Fall  season. 

THE   COLOR   SITUATION. 

Prominence  of  selling  colors  has  much  to  do 
with  yardage  and  covering  on  right  shades  is  always 
questionable.  No  two  wholesale  buyers  express  the 
same  views,  although  selling  results  remain  un- 
changed through  the  different  impressions.  It  is 
traced  to  the  markets,  where  representative  lines  are 
purchased  and  to  the  influence  through  New  York, 
and  styles  adapted  to  Canadian  trade. 

It  is  recognized  that  merchants  in  Canada  follow 
either  of  these  trends,  which  are  direct  interpreta- 
tions of  French  or  English  shade  cards,  as  the  case 
may  be,  essentially  for  this  market.  Wholesale  buy- 
ers would  like  to  know  at  the  present  time,  and  do 
not  give  authoritative  information,  as  to  possible  un- 
looked  for  demand  through  color  sequence  and  their 
deductions  from  sources  as  suggested  are  left  to  the 
version  of  the  trade. 

There  are  always  novelties  brought  out  later, 
wliich  have  to  be  provided,  and  dress  goods  buyers 
leave  themselves  open  to  take  these  later.  There  is 
no  telling  what  style  change  may  occur,  and  from 
the  basis  of  piece-goods  selling,  it  is  always  wise  to 
expect  and  plan  for  something  different.  It  may  be, 
this  is  due  to  early  buying  at  import  before  style  in- 
fluences are  known  or  wholesale  houses  themselves 
have  not  decided  what  is  a  safe  estimate. 

Staples  and  novelties  in  color  deduction  are  ju^t 
as  important  as  staple  and  novelty  fabrics  in  mer- 
chandising. Traced  from  the  French  card,  the  pro- 
minence of  colors  suggested  generally  is  regarded  as 
light,  not  allowing  for  change  in  seasons  and  sombre 
tones  required  in  selling  novelty  trade  and  Winter 
demands.  Deeper  tones  than  those  first  presented 
are  evident,  and  will  affect  the  sales  in  Canada. 

ADAPTED   COLOR   CARDS. 

Discussing  the  adapted  cards  the  following  ver- 
sion is  given  as  a  safe  guide  for  likely  conditions  and 
the  interchange  of  selling  and  style  changes  by  the 
beginning  of  the  season : 

1.  BLUES — National,  Matelot  (marine),  Dark 
Navy,  Imperial,  Sax,  Napoleon,  Martinet. 

2.  BROWNS— Durbar,  Sandgate,  Seal,  Au- 
tomme,  Paris  Tan,  Carmelite. 

3.  REDS — Begonia,  Burgundys,  Cardinals. 

4.  PLTRPLES — Heliotrope,  Amaranthe,  Monsig- 
nor. 

5.  GREYS — Steel,  Quaker,  Taupe,  Chinchilla, 
Torpedo. 

6.  GREENS— Thyme,  Olives,  Myrtle. 

These    colors    are    given    as   suitable    for   street 

weight  fabrics  and  in    sub-division    of    less    staple 

colors  under  the  main  division  for  novelty.    In  high 

novelty  shades,  Amaranthe  and  Monsignor  under  the 

(Continued  on  page  66) 


Features  of  this  Department. 

Review  of  the  New  York  market  shows  trend  of 
styles  for  late  Summer  millinery.  Tendency  to  de- 
crease the  head  size  and  return  to  the  days  of  the  fiat 
hat.  Season's  novelty  vogue  illustrated.  Parasols  of 
Turkish  toweling  one  of  season's  unique  features. 


New  York's  Latest  in  Spring  Millinery 

Style  of  gowns  is  leaving  a  notable  influence  on  millinery  —  Outlines  apt 
to  be  very  much  broken  —  Barettes  a  fad  of  the  moment  —  Popularity  of 
derbies  and  tarns  —  Close-fitting  bonnets  and  Oriental  turbans  —  Trimming 

Staff  Correspondence 


New  York,  April  8. 

NEW  YORK  is  at  its  best  just  now.  The 
Spring  sunshine  is  vastly  l^ecoming  to  it, 
and  its  people  are  home  preparing  for  the 
Summer,  which  means  that  shops  are  crowded.  The 
Easter  bride  had  to  be  fitted  out,  the  sweet  girl  gradu- 
ate had  to  he  considered,  to  say  nothing  of  the  aver- 
age woman  and  the  social  leader,  each  having  needs 
which  must  be  attended  to  at  once.  Easter  being  the 
harvest  time  for  millinery,  the  department  stores  and 
shops,  both  large  and  small,  were  ready  for  the 
reaping. 

Very  elaborate  displays  of  gowns  and  millinery 
on  living  models  have  been  given  at  Gimbel  Bros., 
R.  H.  Macy  &  Co.'s  and  John  Wanamaker's.  These 
^'entertainments"  given  the  first  day  before  an  in- 
vited audience  only  prove  very  successful  advertising, 
and  are  always  well  attended. 

"tormented"  shapes. 
It  is  generally  admitted  that  hats  are  very  lovely 
this  Spring,  but  one  hears  very  adverse  criticism 
about  the  gowns.  Certainly  they  are  fearfully  un- 
usual and  after  the  straight,  more  or  less  simple  lines 
we  have  learned  to  admire,  they  seem  fussy  and  over 
ornate.  To  be  sure,  their  influence  will  be  felt  in 
millinery,  indeed,  is  already  felt,  for  brims  are  much 
more  complex  than  formerly,  and  outlines  are  apt 
to  be  very  much  broken,  since  brims  are  slashed, 
pleated  in,  trimmed  at  the  very  edge  and  otherwise 
tormented,  as  the  French  phrase  it. 


some  styl'e  reviv.vls. 

There  is  a  tendency  to  decrease  the  head  size  and 
to  go  back  to  the  days  of  the  flat  hat,  with  also  a 
leaning  toward  the  graceful  Shepherdess,  a  fashion 
which  has  not  been  revived  for  a  number  of  years. 
Even  the  sailor  shows  a  tendency  to  droop  back  and 
front.  Knox,  who  is  the  leader  in  sailors,  offers  a 
rough  straw  banded  sailor  with  mannish  crown,  and 
brim  drooping  decidedly  at  front  and  back,  a  most 
unusual  line  for  a  banded  sailor  certainty. 

Very  large,  fla.t  Milans  also  follow  this  outline. 
They  are  faced  with  velvet  or  taffeta,  and  are  simply 
trimmed  with  a  soft  wing  or  bird,  the  low  lines  be- 
ing preserved. 

It  must  be  added,  however,  that  even  very  flat 
hats  are  trimmed  with  very  high  cockades  and  bows. 
These  are  usually  mounted  at  the  front  or  .nde,  and 
tower  far  above  the  crown.  Such  a  hat  is  difficult  to 
balance,  of  course,  but  it  is  smart,  so  that  women 
will  as  usual  forego  comfort  for  style.  A  hat  recently 
imported  had  a  towering  cockade  nearly  fourteen 
inches  high,  made  of  miniature  ostrich  tips,  but 
usually  flowers  in  endless  combinations  of  color  are 
chosen. 

barettes   H.VVING   A   Rl'N. 

Bar<ettes  are  a  fad  of  the  moment.  These  are 
brimless  and,  while  very  smart  for  early  wear,  are 
for  this  reason  not  likely  to  be  popular  when  the 
sun's  rays  gain  in  strength.  Barettes  are  made  from 
tagel,   Milan   and   leghorn    plateaux,    and   are  very 
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A  "McCall " 
MODEL 

Chic Elegant 


At  this  season  of  the  year  a  little  spice 
added  to  the  millinery  stock  makes  a 
wonderful  difference  in  the  sales.  The 
smart  addition  ofttimes  helps  to  sell  the 
stickers  at  a  profit.  Sorting  is  just  as 
important  as  buying  the  original  order. 
Care  must  be  exercised  not  to  sort  up 
with  a  dead  one.  The  "McCall"  line 
will  add  that  "ginger"  to  your  stock  which 
is  required  to  help  out  your  sales. 

See  our  range  of  new  models,  one  of 
which  is  here  illustrated. 


THE 

D.  McCall  Co.,  Limited 

TORONTO 

Ottawa 


Winnipeg 
Quebec 


Montreal 
Vancouver 
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Bonnet-like  model, 
of  mixed  flowers. 


Brim  of  flowered  chiffon  and  crown 


frequently  veiled  over  the  entire  top  with  printed 
chiffon,  net  or  lace.  Often  they  are  mounted  on  a 
high  coronet  of  tight  roses,  or  are  faced  with  brightly 
flowered  silk,  wdiich  is  also  veiled  with  net,  the  top 
of  the  hat  having  little  or  no  trimming. 

Close-fitting  bonnets  on  the  Quaker  girl  or  Dutch 
bonnet,  and  Oriental  turbans  are  very  strong  at 
present.  Both  of  these  styles  practically  cover  the 
entire  hair,  ears  and  neck.  In  many  cases  the  bon- 
nets have  ribbon  ties,  but  these  are  at  the  back,  in- 
stead of  under  the  chin.  The  Dolly  Madison  bon- 
net is  a  quaint  headdress,  and  is  reproduced  in 
heavy  lace  and  in  combinations  of  straw  and  silk. 

DUKBAR  TURBANS. 

The  newest  turbans  are  the  Durbar  effects,  which 
it  is  unnecessary  to  state,  are  draped.  This  style  of 
headdress  gives  an  opening  for  the  exquisite  crystal, 


MANU- 
FACTURERS 
OF 


OSTRICH 
PARADISE 
OSPREYS 

MARABOU 

DOMINION  OSTRICH   FEATHER   COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 
Montreal  Agrents  :    S.  E.  PORTER  &  CO.,  Birk's  Building 


Picture    shape    of    black    tagel.      The    underbrlm    faced 
with    filet   lace.     Rich    plume   of   natural    paradise. 

amber  and  pearl  caboclions  and  ornaments  that  are 
the  latest  French  fad  in  ornaments.  Such  turbans 
verbs'  often  have  no  other  trimming  than  a  hand- 
some ornament,  but  some  have  a  high  paradise, 
neumadi  or  other  fancy,  placed  directly  in  the  front. 

As  stated  in  the  last  issue,  Maline  turbans  are 
very  strong,  and  are  really  the  choice  of  the  masses. 

Flower  turbans,  which  are  always  more  or  less 
good,  are  this  year  made  on  the  approved  tight  fitting 
shapes,  and  are  then  covered  with  figured  net  or  fine 
lace,  and  trimmed  with  a  bow  or  two  made  wings  of 
the  lace.  Fine  l)lack  lace  over  American  beauties 
is  a  favorite  combination,  the  roses  being  used  with- 
out foliage.  This  is  true,  by  the  way,  of  practically 
all  flower  arrangements,  although  occasionally  leaves 
are  interspersed  in  cocakades. 

THE  VEILED  HAT. 

The  veiling  idea  is  very  popular.  So  many  hats 
having  net,  chiffon  or  lace  drawn  without  fullness 
over  their  surface,  the  trimming  in  many  cases  being 
under  these  materials.  A  very  lovely  flat  hat  in 
bronze  hemp  had  a  two-inch  band  of  green  taffeta  on 
the  upper  and  lower  brim.  The  entire  hat  was  then 
covered  with  one  layer  of  black  maline,  stretched 
over  the  brim  and  put  on  full,  in  a  tam  effect  over 
the  round  straw  crown.  A  tight  wreath  of  nastur- 
tiums, roses  and  mignonette  encircled  the  crown  at 
its  base.  Bright  primrose  velvet  ribbon  was  intro- 
duced at  either  side  of  the  headside,  and  was  tied  in 
a  smart  bow,  which  reached  to  the  shoulders.  While 
the  colors  of  this  hat  were  verv  vivid,  veiling  it  with 
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Millinery  Commissioners 


Limited 

Offices:     Toronto  and  Paris 


HIGH-CLASS  FEATHER  MOUNTS 
and  UNTRIMMED  SHAPES. 

Believing  that  Canada  is  prepared  for  the 
introduction  and  acceptance  of  a  line  of  strictly 
high-class  millinery,  we  have  acted  upon  our 
convictions  and  are  to-day  offering  the  largest 
range  of  high-class  feather  mounts  and  shapes 
shown  in  Canada.  We  appreciate  the  fact  that 
to  overstate  is  to  undermine  and  have  this  well 
in  view  in  recommending  our  millinery.  As  we 
devote  our  entire  range  to  high-grade  millinery 
---rich  qualities  and  extreme  styles---it  is  there- 
fore easily  understood  that  our  line  offers  the 
largest  assortment  of  such  class  of  goods. 

Whether  you  buy  or  not,  you  should  at  least  see 
this  range  when  one  of  our  representatives  calls. 


Millinery  Commissioners 


Limited 

7  Front  Street  East 


Toronto 
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black  maline  softened  the  color  and  made  the  hat 
really  an  artistic  creation. 

There  seems  to  be  no  doubt  about  the  success 
of  flowers  this  season,  but  they  have,  it  must  be  ad- 
mitted, many  rivals. 

PARADISE  AND  OSTRICH. 

A  wealth  of  paradise  and  ostrich  is  being  used 
by  those  whose  purse  strings  permit,  and  these  in 
rather  high  colors  rather  than  in  black  and  white. 
Birds  are  being  worn  again — "nature  fakes,"  of 
course.  White  birds  are  very  good,  and  are  lovely 
on  natural  Milan  and  smoke  grey,  and  very  smart 
on  black.  The  medium-sized  long  tail  birds  are  the 
most  favored. 

DERBYS  AND  TAMS. 

Derby  shapes  continue  in  the  foreground  despite 
the  fact  that  they  have  been  very  popular  since  last 
Summer.  These  are  trimmed  directly  in  the  front 
or  side  with  a  stubby  wing  effect  or  a  rather  severely 
pleated  ribbon  fan.  This  shape  has  served  its  pur- 
pose for  the  better  trade,  and  has  been  seized  upon 
by  the  popular  trade,  who  also  will  undoubtedly 
claim  the  tarn  for  its  own,  and  leave  the  low,  very 
simple  hat  for  the  better  class  of  customers. 

SUCCESS    or    LACE. 

Mention  has  previously  been  made  of  the  suc- 
cess of  Macrame  lace  and  other  heavy  laces  in  mil- 
linery. White  and  ecru  lace  is  much  more  popular 
than  black,  excepting  in  the  finer  meshes.  Lace  is 
used  over  straw  or  other  material,  and  is  seldom 
transparent. 

PARASOLS   OF   TURKISH   TOWELING. 

The  Turkish  toweling  idea  has  extended  even  to 
parasols.  Imagine  a  Turkish  towel  parasol,  a  very 
heavy  looking  article  surely,  but  one  that  is  being 
introduced  to  go  with  the  "dish  rag"  hats,  which  are 
being  made  for  shirtwaist  wear  in  sailor  shapes,  some 
of  which  are  faced  with  straws  braid,  and  in  the  case 
of  the  upturned  brims  are  trimmed  on  the  under 
side  with  a  flat  bow  or  a  tight  fancy. 

FOR   THE   OUTING   GIKL. 

Panamas  and  Summer  felts  are  being  prepared 
for  the  outing  girl.  The  newest  Summer  felts  are  in 
lovely  shades  of  pink,  blue  and  mustard,  lavender, 
grey  and  green. 

It  is  also  expected  that  the  lingerie  hat  will  be 
popular,  although  fine  embroidery,  like  lace  is  used 
over  straw,  leghorn  being  a  favorite  foundation. 
These  hats  are  trimmed  sometimes  with  velvet  ribbon 
or  a  heavy  silk  ribbon,  which  seems  a  curious  com- 
bination, and  very  frequently  with  flowers.  Wild 
violets  and  roses  are  a  good  combination. 

Picot  ribbons  are  being  revived,  and  old-fashioned 
looking  brocaded  efl'ects.  Changeable  taffeta  and 
faille  and  colored  velvets  are  also  good.  The  taffeta 
backed  velvet  has  the  preference,  itbeing  much  softer 
than  the  satin. 


There  are  so  many  things  used  in  making  up  the 
modish  hats  that  surely  all  lines  allied  to  millinery 
must  be  benefited,  at  any  rate  every  one  is  in  an 
optimistic  mood  these  beautiful  Spring  d'ays. 


Spring  iDodel,  showing  stjiisli    libbon    treat- 
ment and  floral  garniture.    Sliown  by 
D.  McCall  Co.,  Toronto. 


Novelty  not  to  be  Scorned 

^Tp  HE  statement  is  made  by  an  authority  who  is 
•^  in  constant  touch  with  the  trade,  that  the 
average  merchant  is  interested  only  in  staple  lines, 
])ecause  of  the  erroneous  idea  that  therein  is  busi- 
ness safer.  A  good  many  merchants  and  buyers  will 
resent  this  statement,  since  during  the  past  few  years 
they  have  given  more  attention — and  with  consider- 
able success — to  the  featuring  of  novelties,  realizing 
that  tliercin  they  have  one  important  means  of  in- 
teresting their  local  trade  and  developing  it  against 
outside  competition.  People  always  know  where  to 
find  a  merchant  who  carries  only  staple  lines — lines 
with  which  they  are  familiar  and  which  they  can 
purchase  with  their  eyes  closed.  But  it  is  doubly 
difficult  for  merchants  in  this  class  to  play  upon  the 
curiosity  of  his  people,  and  he  is  at  a  disadvantage 
in  a  consideration  of  that  "something  different," 
upon  which  his  competitor  might  base  his  entire 
claim  for  patronage.  All  merchants  may  not  elioose 
to  be  the  leader  in  theidr  lines  or  the  exemplars  of 
the  most  progressive  mrchandising,  but  all  will  un- 
doubtedly see  some  opportunity  for  profit  in  the 
present  demand  for  novelty — -in  fabrics,  in  garments, 
in  accessories,  in  every  department  of  the  store.  The 
people  are  able  to  buy  better  goods,  and  there  is  a 
greater  call  than  ever  for  destinctive  designs  and 
weaves,  and  merchants  cannot  afford  to  overlook  it. 
No  matter  liow  cautious  the  experiment,  he  will  find 
a  quick  response,  and  besides  it  increases  his  adver- 
tising leverage. 
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Features  of  This  Department 

The  New  York  Spring  openings  and  the  season's 
velty  trend  discussed. 
New  pannier  models  illustrated.    These  styles  are 
laking  steady  headway  in  favor. 

Simple  lines  in  children's  garments.     Quaint  and 
ginal  models. 
The  new  lingeries.     Some  distinctive  style  ten- 
dencies noted. 


Great  Prominence  Given   Paris  Models 

Garment  openings  in  the  leading  New  York  stores  feature  model  gowns 
—  Pannier  models  by  no  means  the  whole  show  —  Suit  models  decid- 
edly   interesting  —  Peplum  coats    of    taffeta    and     meteor  —  Suits   of    cotton 

Staff    Correspondence 


New  York,  April  12. 

THE  Spring  openings  in  New  York  were  plan- 
ned on  a  most  lavish  scale,  from  the  view- 
point both  of  decoration  and  costumes,  and 
the  buying  public  was  treated  to  elaborate  exhibi- 
tions of  rich  and  beautiful  garments  from  the  work- 
rooms of  .such  world  renowned  artiste  as  Paquin, 
Drescott,  Paul  Poiret,  Callet,  Beer,  Bernard,  and 
others.  These  gowns,  suits  and  wraps  have  been 
shown  with  every  accessory  fitting  to  emphasize  their 
beauty,  and  it  is  significant  that  the  majority  of  these 
shows  have  been  held  to  mark  the  opening  of  the 
season  in  the  ready-to-wear  department,  and  to  ad- 
vertise the  garment  section  of  the  store. 

PANNIER  AND  OTHER   MODELS. 

Therefore,  New  York  is  in  an  unusually  good 
position  to  estimate  the  newest  style  points.  Pan- 
niers and  pannier  effects  were  shown  and  no  doubt 
pannier  models  will  appear  in  American  lines  now 
in  preparation  for  the  Fall  season,  but  they  will  be 
few  and  in  the  nature  of  a  try  out.  Though  most 
talked  of,  the  pannier  gown  is  by  no  means  all  that 
Paris  has  sent  over  and  while  some  of  the  gowns  have 
a  decidedly  Oriental  effect,  by  far  the  greater  major- 
ity are  much  along  the  lines  now  prevailing.  Novel- 
ty is  there,  but  it  is  obtained  by  the  use  of  new  fabrics 
and  by  combining  two  or  more  materials  and  by  the 
use  of  new  trimmings. 


Tailored  suits,  in  particular,  are  on  quite  familiar 
lines.  There  is  nothing  eccentric  or  absurd,  and  no 
change  is  made  in  the  familiar  figure  outline.  Skirts 
are  trimly  narrow  and  the  coats  are  straight-cut  and 
when  of  cloth,  the  skirt  has  no  draped  lines.  There 
seems  to  be  no  set  length  and  both  short  and  long 
models  appear.  Short  coats  have  %  sleeves  and  all 
models  show  considerable  trimming  in  the  shape  of 
braid  embroideries,  velvet  or  satin  pipings  and  wide 
flat  braids.  The  biggest  change  is  in  the  collars 
which  are  short  and  round.  The  cut-away  coat  is 
almost  universal  and  some  show  an  inverted  V  effect 
that  rounds  up  above  the  waist  line. 

Many  belted  models  are  seen.  These  are  straight 
cut  and  button  down  the  middle  of  the  front  having 
a  sharply  cut  V  as  the  front  finish  and  a  plain  medi- 
um-sized notched  collar. 

LITTLE   FULLNESS   IN   BLOUSES. 

Blouse  effects  are  very  numerous,  particularly  in 
silk  models,  but  the  new  feature  is  the  almost  total 
elimination  of  fullness.  Braiding  in  milinary  or 
semi-military  effect  is  the  most  generally  adopted 
trimming,  and  is  placed  on  the  waist  part  in  front 
and  on  the  panel  that  forms  the  back  of  the  peplum 
or  .skirt.     Buttons  of  all  sizes  are  freely  used. 

The  silk-tailored  suits  are  more  interesting  than 
those  of  cloth.  Taffeta  is  still  the  talked  of  material 
and  is  .'^hown   in   changeable  and  plain,  but  newer 
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EXCLUSIVENESS  OF  ATTIRE 


ur  designers  are  busy 


getting  ready  the  most  attractive 
range  of  "  Princess  "  coats  and  suits 
for  the  Fall  business  that  we  have 
yet  attempted. 

THE 

"PRINCESS" 

LINE 

is  known  from  coast  to  coast  as  an 
exclusive  novelty  line  with  a  good 
showing  of  the  more  staple  numbers 
necessary  to  meet  the  demands  of  the 
trade. 

^^pRINCESS"  values  are  unequal- 
"*■       led,  "  Princess"  style  is  a  trade 
slogan  and  "  Princess  "  make,  fit  and 
finish  have  never  been  discredited. 

TF  you  know  "  Princess  "  of  the  past 
"*■  you  will  no  doubt  wait  to  see 
"  Princess  "  of  the  future. 

TT  will  pay  you  to  hold  your  orders 
■*■  until  you  have  inspected  their 
Fall  range. 


WAIT    AND    SEE. 

The  Princess  Mfg.  Co.,  Limited 

Toronto  :  :  Ontario 
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"Chei'uit"  paiiier  model  in  chest- 
nut brown  taffetas,  with  cream 
lace  collar  and  lace  frill  on  waist. 
.Shown  by  Kurzman,  New  York. 
Photo  by  Davis  &  Sanford. 


than  taffeta  are  .sviits  of  faille  or  charmeu.se.  Many 
of  the.se  silk  suits  are  three-piece  effect.^,  and  some  of 
them  fairly  hug  the  figure  and  are  slashed  half  way 
up  to  the  knee  in  front.  Others  show  much  modi- 
fied pannier  effects  and  many  have  wide,  free  back 
panels  or  great  ?oh  sa.shes. 

Separate  skirts  and  suits  follow  the  same  lines 
and  few  of  them  are  made  with  a  belt.  The  waist 
line  is  raised  and  shirrings.  tucks  and  pleatings  are 
let  into  the  back  of  the  skirt  and  so  arranged  as  to 
give  slenderness  and  smartness  to  the  figure.  Pleats 
are  let  in  at  the  sides  or  the  back  panel  may  be  wholly 
of  pleats.  Also  some  .skirts  have  the  upper  part  fin- 
ished with  a  wide  band  and  the  length  made  up  with 
a  pleated  flounce.  All  pleatings  are  pressed  flat  and 
there  is  no  flare. 

Tailored  street  dresses  are  verj^  smart  and  are  oft- 
en made  by  combining  two  fabrics,  and,  in  addition, 
there  is  either  a  waist  or  coat  that  turns  them  into  a 
suit  of  a  three-piece  variety.  A  dress  or  suit  of  this 
class  seen  in  a  prominent  Fifth  Avenue  store,  was 
of  navy  blue  serge  combined  with  black  satin.  The 
slightly  bloused  coat  with  its  narrow  peplum  could 
be  worn  as  a  waist,  or  if  so  desired,  a  separate  waist 
could  be  worn  under  the  coat.  The  skirt  was  panell- 
ed back  and  front  with  double  box  pleats  of  the  serge 


joined  by  a  short  tunic  or  yoke  of  the  .same,  below 
which  was  an  inserted  gore  of  black  satin.  The  skirt 
wa.'*  ornamented  with  little  ovals  of  serge  embroider- 
ed round  with  black  silk  and  finished  with  crochet 
buttons.  These  motifs  were  arranged  in  groups  of 
threes  on  both  front  and  back  panels.  A  correspond- 
ing serge  panel  .similarly  ornamented  decorated  the 
front  of  the  coat,  the  peplum  and  the  rest  of  the  coat 
being  of  satin.  The  jacket  was  lined  with  China 
.silk  and  a  turndown  collar  and  turnback  cuffs  of 
lingerie  and  lace  added  the  finishing  touches. 

Many  smart  dresses  are  of  white  serge  with  trim- 
ming touches  of  black  satin.  One  of  these  dresses 
showed  a  new  skirt  effect  in  the  shape  of  a  yoke 
which  started  at  the  left  side  and  dipped  gradually 
until  it  met  the  seam  some  inches  further  down.  Ihe 
highly  original  fastening  con.sisted  of  six  serge-cov- 
ered liuttons  with  loops  of  satin  cord. 

MODISH   TAFFETA   GOAVXS. 

Charmeuse  is  coming  into  high  favor  for  after- 
noon gowns,  and  the  modish  taffeta  is  seen  in  all 
stores.  ]\Iany  of  these  taffeta  gowns  show  varied 
peplum  extensions  below  the  waist  that  give  a  decid- 
edly coat  and  skirt  effect  even  when  the  garment  is 
strictly  one-piece. 
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Allen  Manufacturing  Co.,  Limited 


Established  1886 


MANUFACTURERS   OF 

Ladies'  and  Children's  Muslin  Underwear, 
Blouses,  Dresses,  Bathing  Suits. 


Our  travellers  are  on  the  way 
to  you  with  a  full  range  of 
flannelette  samples  for  Fall 
trade.  It  will  be  to  your 
advantage    to    wait    for    them. 

Prompt  attention  given  to 
repeat  orders  for  whitewear 
and  waists. 


PRICES  RIGHT.  QUALITY  and  FIT  ASSURED. 

PROMPT     SHIPMENT. 

Allen  Manufacturing  Co.,  Limited 

105  Simcoe  Street,  Toronto 
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r  TTK-arr^'i-'  ->*-« 


Advance  fall  model  showing  new  style  features.  This 
gown  Is  of  taffeta  and  satin  finished  crepe.  Note  the 
long    slashed    sleeves    and    the    panier-like    overskirt. 


Embroidered  voile  and  crepe  voile  are  the  latest 
fabrics  for  Summer  suits.  The  coats  are  very 
straight  cut  and  have  the  new  V-cut-away  which 
comes  above  the  waist  line  in  front.  The  sleeves  are 
%-length  and  both  the  large  collar  and  the  turn 
back  cuffs  are  of  filet  lace  in  a  creamy  white  shade. 
The  skirt  is  of  wide  embroidered  flouncing  and  is 
plain  and  straight  with  an  inset  of  filet  lace  and  deep 
hem  of  plain  voile. 

PINK  A  FAVORED  JUVENILE  COLOR. 

Color  is  more  fancied  than  white  for  children's 
wear  this  season  and  pink  is  particularly  favored.  A 
smart  little  dress  of  pink  and  white  striped  gingham 
with  coin  spots  of  white  was  made  with  one  of  the 
new  apron  tunics  of  rose  pink  batiste.  This  tunic 
almost  covered  the  frock  and  the  slashings  were  em- 
phasized by  groups  of  three  pearl  buttons.     On  the 


waist,  these  buttons  served  to  fasten  the  tunic  to  the 
dress.  A  new  effect  in  children's  models  is  the  droop- 
ing waist  line.  The  waist  is  of  the  long  French  var- 
iety and  droops  at  each  side. 

Particularly  suitable  to  serges  and  linens  is  a 
well-cut  tailored  model  with  the  front  closing  in  a 
slightly  curved  line  from  the  neck  to  the  right  side 
and  the  skirt  closing  in  continuation.  The  dress  was 
of  Saxe  blue  serge  with  collar  and  cuffs  or  hemstitch- 
ed linen. 

CAPE   SLEEVE   IN    WRAPS. 

The  only  decided  novelty  in  wraps  shown  has  a 
kind  of  a  cape  sleeve.  The  perfectly  straight  back 
and  the  cape  are  cut  in  one,  in  kimona  sleeve  style, 
and  front  pieces  join  on  at  the  shoulder  and  at  the 
sides,  leaving  a  deep  opening  through  which  the 
arms  are  slipped.  The  cape  is  caught  down  giving 
somewhat  of  a  dolman  effect  at  the  back  and  the 
cape  finishes  in  draped  revers  in  front. 

Smart  little  taffeta  coats  on  the  blouse  and  pep- 
lum  order  and  trimmed  with  shirrings,  ruches  and 
pleatings  of  the  same  silk,  promise  to  be  most  fash- 
ionable during  the  coming  Summer. 

The  newest  waists  are  cobwebby  affairs  of  lace 
and  net,  several  laces  as  a  rule  entering  into  their 
compostion.  These  models  are  very  transparent  and 
are  made  up  over  foundations  of  chiffon  or  net. 
Trimmings  are  of  tabs  or  straps  of  satin  in  black  or 
pale  shades.  Many  of  these  waists  have  high  col- 
lars and  yokes  of  very  fine  net  or  tulle,  and  the 
sleeves  have  some  sort  of  inset  treatment  at  the  cuff. 

PLEASING   VEILED   EFFECTS. 

Chiffon  is  having  something  of  a  return  to  favor 
and  instead  of  dropping  out  is  giving  promise  of  re- 
newed favor.  The  fact  is,  w^omen  like  the  veiled 
effects,  and  the  soft  and  pleasing  color  schemes  that 
can  be  evolved  in  no  other  way.  Many  waists  are  in 
two  tones,  the  upper  being  of  one  color  and  the  lower 
of  another  and  joined  with  a  line  of  hemstitching. 
A  new  feature  is  the  little  square  Robespierre  col- 
lar of  chiffon  or  lace  trimmed  with  little  satin  but- 
tons. Purl-edged  ribbons  and  bands  of  lace  coming 
up  to  a  point  on  the  bust  or  forming  bolero  effects 
are  much  used.  Other  novelties  are  vest  effects  of 
white  satin  with  a  tucked  front  and  full  effect  of  net 
set  into  a  front  of  tucked  chiffon. 

The  peplum  waist  in  lingerie  is  a  winner,  and  is 
receiving  a  great  deal  of  attention  from  buyers  after 
Summer  styles.  Peplums  are  of  many  descriptions, 
square,  round  and  tab-shaped.  These  waists  are  also 
being  developed  in  taffeta,  crepe  meteor,  and  crepe 
de  chine  trimmed  with  pleatings  and  ruchings  of  the 
same  materials.  Summer  sleeves  are  all  %-length, 
save  those  in  tailored  models.  Tailored  models  in 
pongee  and  wash  silk  are  selling  freely,  and  for  out- 
ing wear  middies  and  raquet  waists  are  featured. 
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Juvenile  Models  Straight  Cut 

Pink   and    saxe    blue  in  reps,  poplins  and 

cotton  Panamas  are  favored  materials  — 

Styles  simple  —  Little  trimming  used. 


The  position  misses'  and  children's  lines  have  at- 
tained to  is  indicated  by  the  increased  location  and 
space  given  to  them  this  Spring  in  all  the  large  city 
stores.  Children's  garments  in  the  Eaton  store,  To- 
ronto, new  occupy  the  place  furs  used  to  hold  right 
next  to  the  millinery  section,  and  misses'  and  chil- 
dren's garments  now  have  fully  one-quarter  of  the 
second  floor,  extending  from  Yonge  to  James  Streets, 
on  the  Albert  Street  side ;  and  this  section  is  about  the 
busiest  in  the  store. 

Though  this  is  to  be  a  white  season,  and  white  is 
always  favored  for  children's  wear,  colored  dresses  are 
the  big  sellers.  This  is  a  tribute  to  the  fadeless  quali- 
ties of  so  many  of  the  cotton  fabrics,  and  to  the  care 
and  discrimination  with  which  manufacturers  of 
children's  garments  choose  their  fabrics.  Pink  and 
Saxe  blue  in  reps,  poplins  and  cotton  Panamas  are 
the  best-liked  material  for  children's  dresses  and  fac- 
ings and  trimming?  are,  as  a  rule,  of  white  linen  or 
pique.  Ginghams  are  the  standby  for  usof  jl  wear, 
and  plaids  are  always  popular,  as  they  are  more  be- 
coming to  youthful  figures  than  stripes. 

Styles  are  simple,  and  the  tendency  is  to  use  little 
trimmings  and  better  materials.  Empire  models  are 
shown  for  the  small  girls.  These  show  yokes  of  lace 
and  embroidery  with  the  skirt  joined  on  by  a  beading 
or  row  of  insertion.  A  smart  little  model  of  pink 
cotton  voile  was  trimmed  with  filet  lace.  The 
sleeves  were  cut  in  one  with  the  yoke,  and  this  yoke 
effect  was  embroidered  and  outlined  with  a  band  of 
the  lace.  The  skirt  was  laid  in  wide  box  pleats  three 
in  front  and  three  at  the  back,  with  a  space  as  wide 
as  the  pleats  between.  The  skirt  was  joined  on  to 
the  waist  with  a  wide  insertion  and  a  pointed  tab  of 
the  lace  decorated  each  box  pleat. 

Quite  original  and  very  quaint  and  pretty  was  a 
little  dress  of  Saxe  blue  serge  trimmed  with  an  open- 
worked  whit€  silk  braid  and  ball  fringe.  This  dress 
was  in  the  new  straight-cut  effect  now  coming  into 
such  strong  vogue.  The  high  waist  was  collarless, 
and  finished  with  a  band  of  white  silk  decorated  with 
blue  French  knots  edged  with  a  row  of  ball  fringe. 
The  sleeves  were  set  in,  but  from  the  neck  finish  a 
row  of  braid  came  over  the  shoulders  ending  under 
a  cuff  of  braid  and  ball  fringe.  The  skirt  was  joined 
on  to  the  high  waist  with  a  belt  of  braid  with  fringe 
decorating  the  lower  edge. 

The  skirt  was  cut  like  a  shaped  flounce,  and  had 
a  tunic  effect  given  by  the  manner  in  which  the  braid 
was  used.     Many  smart  little  dresses  have  the  long 


French  waist  and  panel  fronts,  and  for  larger  girls 
the  French  waist  is  the  leading  style.  Tunic  effects 
are  new,  and  are  much  shown  for  girls  eight  years  up. 
Lingeries  show  these  tunics  of  allover  with  the  rest  of 
the  dress  of  lawn  and  lace  insertion.  French  dresses 
and  Busters  of  rep  and  cord  are  often  finished  only 
with  scalloped  edges  at  the  neck  and  sleeves  and 
butting  the  front  closing. 


Child's  French  dress  of  black  and  white  cotton 
suiting.  The  little  vest  effect  is  on  the  bias,  and 
the  revers  decorated  with  gilt  buttons  and  pip- 
ings are  of  ruby  cashmere.  Shown  by  the  Weaver 
Mfg.  Co.,  Toronto. 

Several  western  merchants  have  complained  that 
during  the  past  year  they  paid  out  sums  of  money 
to  the  traveling  representatives  of  so-called  pictorial 
pattern  concerns  on  coaidition  that  they  receive  regu- 
lar patitem  service.  The  goods  were  not  deilivereki, 
and  invstigation  went  to  show  that  there  were  no 
such  concerns  in  existence.  Again,  the  moral  says 
that  it  is  a  mistake  to  hand  out  the  cash  to  a  stranger 
before  having  an  immediate  equivalent. 


If  your  department  is  one  of  size,  why  not  have 
a  room  for  the  display  and  sale  of  your  more  expen- 
.sive  dresise,«.  Wardrobes  can  be  used  for  the  parti- 
tions, and  there  should  be  a  rail  on  which  to  show 
the  dresses.  There  need  not  be  doors,  for  customers 
should  be  encouraged  to  visit  by  the  tempting  dis- 
play before  the  wardrobes,  and  by  the  prominence 
choice  models. 
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Impofteri  "Brant"  model  from  Paris,  showu 
by  Ladies'  Wear,  Toronto,  of  amber  tan  strip- 
ed novelty  silk,  with  collar  of  lace  and  net  ex- 
tending in  a  point  finislied  with  crochet  balls 
over  the  top  of  the  sleeve.  There  is  a  second 
collar  of  Paddy  green  with  touches  of  black. 
The  buttons  and  the  ornaments  in  front  are 
of  black  and  steel.  The  long  sleeves  are 
tucked  on  the  inside  of  the  arm  with  pin 
tucks,  giving  a  slight  fullness.  The  cuff 
matches  the  collar.  The  round  yoke  is  of  lace 
and   net. 

Summer    Styles    in    Waists 

The  trade  favoring    peplum    and    kindred 

models  —  Many  waists  have  the  high  neck 

—  Wash    silks    in   plain-tailored    or   sailor 

models. 

WAISTS  of  every  description  are  coming  to 
the  front,  especially  those  in  peplum  and 
kindred  effects,  and  the  skirt  manufacturers 
are  jubilant,  as  they  see  in  this  feature  a  revival  of 
their  end  of  the  business.  This  peplum  waist  is  the 
most  decided  change  that  has  come  in  years,  and  it 
is  safe  to  say  that  its  influence  will  run  for  more 
than  one  season.  Other  novelties  along  this  line  are 
tunic  and  postilion  effects.  These  waists  come  in 
lingerie,  and  also  in  voile  3rid  net.  Pretty  models  are 
of  allover  aiid  Cluny,  and  imitation  Irish  and  shadow 
laces  are  the  most  used  trimming.  Waists  of  this 
description  will  be  smartly  worn  with  separate  skirts 
of  rep  or  poplin,  or  with  tailored  washing  skirts  of 
welt  or  pique,  or  the  new  ratine,  or  heavy  linen  in 
white,  tan  and  in  the  new  colors,  and  the  combina- 
tions will  be  new,  smart  and  mo.st  effective. 

AVith  a  big  white  season  in  progress,  and  blouses 


in  higli  favor,  there  is  certainly  a  big  season  in 
lingerie  waists  ahead.  One  feature  that  promises  suc- 
cess is  that  smartness  of  effect  and  simplicity  of  trim- 
ming will  rule,  and  designers  are  more  intent  upon 
the  daintiness  that  is  achieved  by  using  better  ma- 
terials and  le.ss  fussy  elaboration.  Many  models,  par- 
ticularly in  the  high  priced  numbers,  have  the  high 
neck,  nevertheless,  it  is  going  to  be  a  big  season  for 
the  collarless  waist.  Many  models  have  the  Dutch 
neck,  while  others  show  a  pretty  rounding  V  effect 
that  is  most  becoming. 

Sailor  collars,  hood,  and  fichu  collars  of  em- 
broidery and  lace  form  the  pretty  fini.sh  of  smart 
little  blou.-;es  of  dimity  and  barred  and  cord  striped 
muslins.  A  feature  of  these  blouses  is  the  use  of 
crystal  buttons. 

Middy,  sailor  and  raquet  waists  have  been  freely 
ordered,  and  will  be  big  sellers,  A  new  feature  is 
the  use  of  waists  of  wash  silk  either  in  plain  tailored 
models  or  in  sailor  waists.  These  waists  come  in 
pretty  stripes,  and  in  white,  champagne  and  plain 
colors.  Waists  of  soft  silk  serge  and  also  of  white 
messaline  arc  included  in  Summer  lines. 


Novelty   in    Summer    Coats 

Norfolks  and  blazers  for  outing  wear  and 
peplum  models  in  taffeta  for  dressy  wear 

The  latest  comer  in  negligee  lines  is  the  coat. 
Tliis  garment  is  cut  on  the  same  straight  lines  as  the 
wrap  coat,  and  has  made  a  hit  becau.se  it  is  so  simple 
and  so  practical,  as  well  as  becoming  and  pretty.  Ex- 
]jensive  numbers  come  in  silk  crepe,  but  it  is  charm- 
ing in  the  pretty  cotton  crepes  with  a  lining  of  China 
silk.  The  sleeves  are  long  and  are  finished  with  a 
band  of  silk.  No  lace  or  other  trimming  is  used  on 
this  garment,  as  elaboration  would  be  out  of 
character. 


Short  negligee  of  pale  pink  crepe  de  Chine 
with  wide  arnihole  and  wide,  short  lact  inser- 
tion trimmed  sleeve.  The  lower  edge  is  cut 
in  battlements.  e<lged  witli  insertion,  and  a 
wide  lace  flounce.  The  V  neck  has  an  up- 
standing  pleated   lace   finish. 
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Short  negligees  are  growing  in  favor,  and  soft 
crepes,  either  silk  or  cotton,  are  better  liked  now 
than  lawn  or  muslin. 

Quantities  of  lace  are  used  for  trimming,  but 
some  new  models  show  just  the  edge  of  the  garment 
scalloped.  There  is  a  growing  demand  for  boudoir 
caps,  and  a  cap  to  match  is  a  frequent  accompaniment 
to  all  kinds  of  negligee  garments. 


Xew  dressiug  gown.  This  model  is  cut  on  decid- 
edly novel  Hues.  The  tucked  material  forms  a  bib 
back  and  front,  with  straps  over  the  shoulder  of  lace, 
and  this  lace  and  the  pieces  above  the  bib  form  a 
square  neck  that  is  finished  with  a  slot  of  sheerest 
lawn,  through  which  a  pink  ribbon  is  run.  The 
sleeves  are  oblong  pieces  of  tucked  nainsook  edged 
with  lace  and  with  a  slot  trimming  to  match  the 
neck  finish  The  fullness  of  the  skirt  is  confined  by 
tucks,  and  is  joined  to  the  top  of  the  garment  by  "a 
wide  beading,  through  which  a  wide,  soft  satin  rib- 
bon is  drawn. 

The  regulation  kimono  comes  in  many  styles,  and 
in  full  length,  '%  and  short  lengths.  These  garments 
are  made  of  such  materials  as  cotton  crepe,  albatross, 
French  tiannel,  cotton  fleeces,  and  in  more  expensive 
lines  of  Habutai  and  printed  and  bordered  silks. 
Very  little  trimming  is  needed.  Bands  of  plain  silk 
or  crepe  are  used,  or  sometimes  the  edges  aic 
.scalloped. 


Novelties  in  Negligees 

Latest   idea   is   the  coat  cut   on    straight 

lines  —  Favor  for  short  negligees  —  Lace 

used  for  trimming. 

Due  to  the  fact  that  the  long  coats  put  out  for 
Spring  have  only  had  a  limited  sale,  there  is  room 
for  something  in  the  nature  of  an  outing  coat,  and 
to  meet  this  requirement  smart  Norfolk  models  de- 
veloped in  rough  tweeds,  serges  and  lightweight 
napped  woolens  are  showing.  These  coats  are  about 
26  inches  long,  and  are  in  the  regulation  Norfolk 


cut,  with  yoke,  straps,  patch  pockets  and  belt.  They 
are  single-breasted  with  straight,  roomy  coat  sleeves 
and  small  notched  collar.  In  serge,  the  favored 
colors  are  red,  navy  and  tan,  and  in  tweeds,  grey  and 
tan  mixtures.  These  coats  are  decidedly  practical  and 
eminently  suited  to  the  needs  and  demand  of  Cana- 
dian Summer  life,  and  should  sell  freely. 

Another  outing  garment  is  the  blazer.  Blazer 
coats  are  cut  on  extremely  mannish  lines,  and  are 
developed  in  brilliant  striped  flannels. 

For  more  dressy  wear  over  the  lingerie  gowns 
smart  little  taffeta  coats,  both  plain  and  changeable, 
are  showing.  These  coats  are  cut  on  peplum  lines, 
and  are  trimmed  with  self  ruchings  or  pleatings. 


There  is  a  general  sameness  about  whitewear  dis- 
plays no  matter  how  attractive  they  are,  and  the 
window  trimmer  who  hits  upon  an  unusual  feature 
ill  this  connection  has  to  do  some  tall  thinking.  One 
trimmer  certainly  did  something  different  when  he 
showed  a  bridal  set  of  1895  vintage  as  the  centre 
attraction  of  a  window  of  bridal  whitewear.  The 
contrast  in  style  and  cut  between  then  and  now  was 
most  interesting. 


Snapshot  taken  at  the  Paris  early  Spring  races,  illus- 
trating vogue  of  collar  and  sleeve  sets,  also  fashion  in 
long   coats   and   furs. 


Thinks  Wholesalers  Should  Form  Merger 

Merchant  gives  his  views  with  reference  to  serious  phasesof  mail  order 
competition  —  Cannot  compete  with  departmental  stores  —  Some  price  in- 
stances that  show  disadvantage — Suggests  plan  whereby  wholesalers  might  help 


Editor,  Dry  Goods  Review, — Frequently  we  hear  it 
stated  that  tlie  Ontario  merchant  competes  with  the  city 
departmental,  in  fact,  many  merchants  say  so,  and  seem 
to  believe  it,  but  do  they?  i  wish  to  show  in  this  letter 
that  they  do  not  do  so,  and  cannot. 

The  conditions  and  systems  of  trade  are  absolutely 
against  the  possibility  of  successful  competition. 

I  will  relate  to  you  actual  instances  of  where  we  are 

handicapped.      Take      the  buffalo  robe.     The  ordinary 

size  retails  at  $8.00  to  $8.50;  the  departmental  price  is 
$6.25,  or  in  other  words,  just  what  we  pay  for  it.  Will 
any  one  show  me  how  we  can  comi^ete  in  this  linef  This 
is  how  it  works  out.  Last  fall  1  got  in  three  of  tliese 
robes.  Every  person  with  the  cash  i  approached  to  buy 
above  robes  from  me  at  $8.00  stated  they  had  the  cash, 
but  could  buy  that  robe  in  the  city  at  $6.25.  After  all  our 
push  with  several  excellent  prospects,  we  were  beaten  by 
the  Toronto  price;  unable  to  sell  at  a  profit  to  the  cash 
customers.  What  was  the  result?  I  sold  one  at  $6.75  cash, 
just  what  it  cost  me,  with  express  charges  added.  The 
other  one  on  12  months'  time  at  $8.50.  The  third  one  I 
cai'ried  over  and  just  sold  on  three  months'  time  at  $8.50. 
You  will  observe  that  I  received  spot  cash  for  one  sold  at 
cost  price.  The  other  two,  money  not  received  for  same 
as  yet. 

Again,  let  us  take  the  black  beaver  overcoat  with  fur 
collar,  curly  lining  and  rubber  interlined.  The  depart- 
mental advertises  this  coat  at  $11.95.  We  retailers  have 
to  pay  $12.50,  $13.50  and  up  for  this  line  of  coats. 

Now,  I  got  in  four  of  these  coats.  Sold  three  of  them 
at  a  profit,  but  all  on  time.  I  had  several  excellent  pros- 
pects to  sell  for  cash — surprising — but  in  every  case  I 
took  a  swap,  and  because  they  stated  to  me  "We  can  buy 
that  coat  for  $11.95  in  Toronto." 

1  have  an  excellent  prospect  of  selling  remaining  coat. 
I   hope  this  customer  is  not  so  wide-awake. 

You  see,  we  are  seriously  handicapped  in  catering  to 
the  cash  customer,  and  so  we  have  to  keep  a  veritable 
lookout  for  unwary  buyers. 

Tliis  seems  to  me  not  a  creditable  position  for  a  mer- 
chant to  take,  either  for  himself  or  for  the  customer.  Yet 
any  one  can  see  that  is  the  only  way  to  dispose  of  our 
goods  in  many  instances. 

Now,  let  us  take  ladies'  coats.  Displayed  prominently 
in  the  catalogues  are  several  ladies'  coats  at  $5.00.  Some 
merchants  say  they  compete  with  the  departmental.  Y''our 
journal  says  so,  too,  occasionally.  1  want  to  enter  my  em- 
phatic protest  against  this  misleading  conclusion.  We  do 
not. 

Look  through  the  sample  lines  of  any  house  making 
ladies'  coats.  There  is  not  one  of  them  can  show  a  coat 
as  the  catalogue  coat  to  retail  at  $5.00. 

Even  though  you  give  a  respectable  order  you  cannot 
get  it  as  good. 

In  this  village  I  saw  at  least  one  dozen  of  these  coats, 
and  there  must  be  twice  as  many  more  that  I  did  not  see  in 
the  rest  of  the  township.  This  goes  on  all  over  the 
Dominion.  No  wonder  the  departmental  boasts  of  selling 
so  many  miles,  mind  you,  of  this  cloth. 

But,  some  one  says,  that  coat  is  too  cheap.  We  don't 
and  would  not  make  it.  There  is  the  evil;  as  business  is 
done  at  present  the  retailer  cannot  get  them,  and  as  the 
people  want  all  above  lines  they  and  their  neighbors  send 
their  $25.00  cash  orders  to  the  departmental,  including  in 
the  order  the  general  goods  wanted  as  well. 

One  fact  the  merchants  must  make  up  their  minds  to 
is  this — to  get  rid  of  the  delusion  that  they  compete  with 
the  departmentals.  Until  that  conviction  is  reached  no 
cure  can  be  advanced  or  considered. 

We  all  read  the  letters  of  Mr.  Terris,  of  Nova  Scotia. 
His  policy  is  O.K.    But  it  will  not  "scotch"  the  difficulty. 


There  are  thousands  of  mercliants  covering  a  vast  tei'ri- 
tory  who  are  simply  unable  to  put  the  ' '  terms ' '  method 
into  operation.  Their  sole  and  only  medium  of  business 
is  the  traveler. 

Consequently,  there  is  fertile  ground  for  the  depart- 
mentals to  work  in.  Again,  1  anticipate  if  Mr.  Terris 
will  visit  liis  express  office  he  will  find  considerable  num- 
ber of  parcels  arriving  yet,  although  distance  may  pro- 
tect him  some. 

Now,  fellow  merchants,  to  close,  1  want  to  state  that 
1  have  a  shady  idea  that  our  wholesale  houses  are  not 
properly  organized  to  enable  us  to  compete  with  the  de- 
partmentals. 

Our  buying  and  distribution  at  present  is  all  wrong, 
is  sadly  against  us,  and  no  wonder  the  departmentals  can 
do  us  up  and  loom  larger  than  the  wholesaler  as  well. 

It  seems  to  me  the  wholesale  trade  should  do  some 
merging  and  "trusting,"  so  they  could  give  us  a  beaver 
coat  witli  fur  collars  and  rubber  interlmed  to  compete 
with  catalogue  line  at  $11.95;  also  in  tlie  other  lines  as 
well;  then  we  could  confine  the  departmentals  to  their 
projjer  spliere  and  render  their  catalogue  useless.  The 
wholesale  trade,  properly  organized  in  association  with 
the  retailer,  could  shatter  the  departmental  octopus  in 
many  ways. 

The  wholesale  trade  should  manufacture  the  catalogue 
linens,  and  "merge,"  if  necessary,  in  order  to  do  it. 

Now,  why  do  I  state  this?  Well,  let  us  take  the  robe 
mentioned  above — in  lots  of  100  we  can  buy  that  line  at 
$5.00.  Now,  when  we  can  purchase  this  line  at  that  price 
we  can  say  to  our  customers,' here  is  the  robe  at  the  cata- 
logue price,  and  it  ought  to  be  the  same  in  the  other  lines. 

If  we  strike  a  number  of  departmental  specialties 
with  equal  prices  we  can  beat  them. 

Now,  I  fancy  if  the  wholesale  trade  would  fairly  con- 
sider the  needs  of  the  retailers  of  the  country  they  would 
endeavor  to  assist  us  in  securing  departmental  specialties 
as  above  shown  at  reduced  prices. 

We  must  get  at  the  root  of  the  matter. 

VINDEX. 


Important  Phrases  of  Fabric  Buying 

Concluded  from  page  51 

|)iirples;  Martinet  a  novelty  blue;  Begonia  a  novelty 
red,  and  Thyme  a  medium  bright  green,  stand  out 
conspicuously,  as  of  the  season.  These,  combined 
with  evening  shades,  of  which  there  is  a  guiding 
undertone  in  this  list  will  be  found  applicable  to  this 
season's  buying. 

Navy,  of  course,  is  staple,  and  has  run  three  sea- 
sons as  a  leading  style  color.  Imperial,  Saxe,  Na- 
])oleon  and  Martinet,  subdtied  softer  tones,  are  going 
lo  be  secondary  only  to  tans. 

By  opening  time  it  is  anticipated  browns  will  lead 
and  the  effect  of  fclie  demand  for  more  subdued 
shades  or  sombre  colorings  will  be  of  greater  influ- 
ence here  than  elsewhere  in  the  range  of  selling 
colors.  A  glance  at  the  colors  included  in  high-class 
cloths  will  show  the  shades  likely  to  come  forward. 
Carmelite,  Durbar  and  Sandgate  are  shades  which 
show  this  stvle  hint. 
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Different  opinions  are  expressed  regai'ding  reds 
and  purples.  The  former  is  a  favorite  shade,  pre- 
ferred for  its  snitability  with  fashionable  furs  and 
mulberrv  or  burgundys  have  been  more  or  less  pro- 
ininenl  and  scarce  for  some  time  during  Winter's 
.-('lling.  Purples  have  never  met  the  success  expected, 
and  it  is  questioned  if  style  alone  will  place  it  fore- 
niost^  to  reds  or  not.  Amaranthe  and  Monsignor 
sJKiuld  pi'ove  acceptable  colors. 

(ireys  are  in  fifth  position,  and  Taupe,  Chinchilla 
and  Torpedo  are  thought  well  of,  and  should  keep 
it  so. 

in  soiijc  (|uarters  it  is  intended  that  greens  will 
1)6  forced  into  fifth  place  through  salesmanship  tak- 
ing advantage  of  novelty  business. 

Spring  sample  iKJvelties  are  a  verification  of  the 
iuHuence  noted  on  browns,  and  it  is  easy  to  trace  the 
difference  of  intiuences  in  the  foregoing. 

1>;CREASK    rN   YARDAGE. 

Latest  advices  by  letter  from  resident  buyers  con- 
tirni  style  models,  and  while  these  are  trim  in  de- 
sign slightly  Icjnger  lengths  in  coats  and  fuller  skirts 
will  be  wanted,  although  for  exclusive  lengths  5  to 
nYo  yards  have  been  taken  by  the  outside  trade,  and 
these  lengths  are  still  sufficient.  Doubtless,  manufac- 
turers will  have  to  buy  more  materials,  and  if  the 
optimistic  view  that  dress  goods  sales  will  be  in- 
creased, it  will  be  for  this  reason,  and  to  the  whole- 
saler's benefit.  The  noveltyof  cloths  rather  than  the 
novelty  of  colors,  will  have  to  be  depended  on  to  in- 
crease turnover  for  the  average  department.  It  is 
a  straight  merchandising  proposition  that  dress  goods 
department  sales  should  increase  10  to  15  per  cent. 
(»ver  last  Fall  for  these  two  reasons.  Buyers  will  see 
this  themselves. 

WHIPCORDS  AND  WHIPCORDS. 

Every  wholesale  buyer  is  sure  about  whipcords. 
Under  this  heading  come  different  weight  cloths,  for 
there  are  whipcords  and  whipcords.  Buyers  must 
carefully  select  the  correct  qualities.  Naturally, 
diagonals  are  in  this  connection  on  account  of  weave 
and  run  through  a  series  of  novelties  which  are  ex- 
clusive and  stylish.  Coteles  and  Bedfords  are  mostly 
two  tone  or  in  rich  season  combinations. 

Rough-finished  materials  are  strong.  Novelty 
weaves  covering  ranges  of  different  weights  are  in- 
cluded right  through  into  heavier  cloakings.  Re- 
versibles  for  suits  in  novelty  weave  cloths  are  shown 
mostly  in  rougher  and  looser  weaves  with  plain  color 
le verse  to  match  or  combined  in  or  contrasted  plain 
or  patterned  back.  In  several  ranges.  Zebilines,  dif- 
ferent than  formerly,  mixtures  and  two-tones  are  in- 
cluded in  medium-priced  cloths. 


NOVI'^LTY  IN  TWEEDS  AND  WORSTEDS. 

Tweed  effects  and  worsteds  show  a  splendid  range. 
Novelty  cloths  of  this  order  in  weights  for  exclusive 
suitings  or  for  separate  coats  are  combinations  of 
stylish  color  effects  in  right  feeling  fabrics,  typical 
of  the  season.  Serges  should  continue  following  the 
present  season's  favor.  Cheviot  and  hard-finished 
leaders  in  navy,  black  and  tan  have  sold  so  well  as 
to  warrant  doubling  on  navy  for  this  season,  tans  be- 
ing entirely  oversold.  This  will  have  its  locality 
bearing.  Staple  cloths  complete  the  ranges  in  view 
of  value,  finish,  weight  and  color  dictation. 

IMT-E   KABRHJS  AND  CLOAKINGS. 

Pile  fabrics,  velvets,  velours  and  velour  cloths,  and 
fur  imitations,  on  one  hand,  and  warmth  without 
weight  embodied  in  cloakings  will  allow  departments 
to  be  I'ounded  out.  There  should  be  good  business 
along  these  lines,  and  an  opportunity  to  carefully  de- 
velop departments  more  than  usually  done  in  the 
trade  in  this  direction. 

STRONG  STIIT  SEASON   INDICATED. 

In  picking  whipcords  it  means  that  the  season's 
sales  will  come  early,  and  that  medium  weights  are 
likely  to  be  most  in  demand.  By  the  same  reasoning, 
they  will  be  demanded  for  suits,  and,  therefore,  there 
is  assurance  that  suits  will  be  better  tlian  is  usually 
the  experience  for  Fall.  There  are  other  indications 
to  warrant  these  deductions  judging  from  the  attrac- 
tiveness and  finish  of  novelty  cloths. 

As  the  season  advances  the  weight  of  suiting 
cloths  is  apt  to  prolong  the  wearing  season.  This  will 
have  a  bearing  in  bringing  piles  forward  with  conse- 
quent lessening  on  reversibles  in  coating  weights. 
Time  only  can  verify  such  contentions,  but  conditions 
like  last  season  would  tend  to  remove  the  chance  com- 
bined with  Canadian  weather  conditions. 

Reversibles  will  be  successful  mainly  for  their 
loftiness  in  finish  and  their  beautiful  color  combina- 
tions of  soft  shades  given  in  effect  by  the  weaves. 
Lower-priced  cloths  follow  a  second  season. 


■^ 


Change  in  Directorate 

At  a  meeting  of  Brophy,  Parsons  &  Rodden, 
Limited,  Montreal,  Friday,  March  29,  Thos.  Brophy 
resigned  his  position  as  president  and  W.  T.  Rodden 
was  elected  to  the  position.  The  directorate  now  is 
as  follows:  W.  T.  Rodden,  president;  Allan  Parsons, 
vice-president,  F.  A.  Rodden,  managing  director; 
J.  F.  Johnston,  director;  C.  W.  Morton,  director; 
J.  A.  Millen,  secretary  treasurer.  Additional  capital 
has  been  put  in  the  business  and  its  financial  posi- 
tion materially  strengthened. 
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HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


An  Instructive  Folder. 
A  very  handsome  folder  has  been 
issued  by  the  Dominion  Oil  Cloth  Co.. 
Ltd.,  Montreal.  It  shows  fifty-six 
designs  of  linoleum  and  floor  oilcloth 
in  their  true  colorings,  affording  the 
retailer  a  splendid  opportunity  for 
selecting;-  patterns  suitable  to  his 
trade.  Many  of  the  designs  are 
shown  for  the  first  time  this  season, 
while  the  most  popular  numbers  in 
previous  years'  showing  have  also 
been  retained.  The  patterns  shown 
are  representative  of  the  different 
qualities,  and  in  most  instances  are 
made  in  one  or  more  additional  color- 
ings. As  the  quality  number  or  let- 
ter is  given  together  with  the  pattern 


number  and  widths,  the  dealer  is  en- 
abled to  order  from  the  jobber  very 
easily. 

As  is  well  known,  these  goods  are 
manufactured  with  the  sole  object  in 
view  of  suiting  the  Canadian  climate 
and  trade,  and  that  this  object  has 
been  attained  is  best  exemplified  by 
the  steady  increases  in  the  demand 
for  them.  The  Dominion  Oil  Cloth 
Co.  has  endeavored  to  place  these  fol- 
ders in  the  hands  of  every  retailer 
in  Canada,  and  if  any  have  been  in- 
advertently overlooked  they  will  be 
supplied  on  application.  While  these 
folders  have  been  sent  out  direct  to 
the  retailer  by  the  company  it  should 
be  borne  in  mind  that  all  orders 
should  be  placed  through  the  jobbers 
who  act  as  distributors  for  the  com-, 
pany.  All  wholesale  houses  carry  the 
"D.  0.  C."  line,  and  this  folder 
should  benefit  both  wholesaler  and  re- 
tailer as  it  gives  the  latter  an  idea 
of  the  designs  of  the  "good  sellers," 


and  saves  the  time  that  would  other- 
wise be  taken  to  look  over  travelers' 
samples.  The  folder  should  also 
prove  useful  to  any  merchant  in  an 
out-of-the-way  place,  where  the  trav- 
elers do  not  call  very  regularly. 

STEFFENS  &  NOLLE  OPEN  SAM- 
PLE ROOMS. 

Steffeus  &  Nolle,  of  Berlin,  Ger- 
many, have  opened  an  office  and 
sample  room  at  77  Beardmore  Build- 
ing, 59  St.  Peter  street,  Montreal. 
They  liandle  a  very  extensive  line  of 
dress  fabrics,  ranging  from  the  cheap- 
est cotton  suitings  to  the  best  quality 
of  ;  Mgh  class  worsteds,  woolens, 
beavers,  ladies'  i  dress  goods  and 
c-loak  materials;  also  a  complete 
range  of  knitted  goods,  mufflers,  golf- 
ers, hoisery  and  gloves,  German  laces, 
ornaments,  Swiss  embroideries  and 
laces,  flannelettes,  blankets,  rugs, 
carpets,  house  furnishings,  artificial 
leather  and  artificial  flowers. 
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THANKS 


We  are  unable  to  open  any 
new  accounts  for  Spring,  1912. 

We  are  busy  helping  our  pres- 
ent agents  to  take  orders  for 

ART  CLOTHES.    Glad  to 

hear  from  any  one  who  needs 
advertising  help. 

From  those  who  have  applied 

for    ART    CLOTHES 

Agency,  we  ask  indulgence. 
They  are  first  on  our  waiting 
list  for  Fall,  1912. 

New  accounts  will  be  consid- 
ered for  next  autumn.  Immed- 
iate application  should  be  made 
in  order  to  secure  early  in- 
spection of  samples. 


The  Art  Tailoring  Co. 

Limited 

Head  Office     ::     Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Questions  for 
the  Underwear  Salesman. 

A  Mens  Wear  merchant  states  that 
-^^  business  in  his  underwear  section 
has  developed  along  most  profitable  lines 
through  skilful  introduction  and  suggestion 
of  goods  and  that  the  favor  for  combination 
garments  is  steadily  increasing. 

Here  are  the  questions: 

A     customer  enters  the  store  and  asks  for  a  suit 

of  underwear.      It  becomes  evident  to  you 

that  he  has  been  wearing  the  cheaper  two-piece 

suit  and  that  he  knows  nothing  about  the  merits 

of  the  combination  garment. 

How  would  you  address  this  customer  (give 
direct  narration)  with  the  object  of  inducing  him 
to  consider  better  grade  underwear,  and  arous- 
ing his  interest  in  the  combination  garment, 
assuring  him  as  to  fit,  comfort,  etc.? 

Give  actual  instances  that  have  proved  the 
value  of  your  argument,  and  noticeable  result 
of  introduction  or  suggestion  upon  your  knit 
goods  busiiiess. 

For  the  three  best  replies  the  Review  will  pay 
the  following  cash  prizes: — 

1st,  $3.00.      2nd,  $2.00.      3rd,  $1.00. 

All  replies  must  be  addressed  to  Editor  Dry  Goods 
Review,  143  University  Avenue,  Toronto,  and 
received  on  or  before  April  13th. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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FUR^SHINGS 


Clothes,  Methods  and  Men 


Premier  Borden,  has  ,iu.-^t  hoiight  a  brilliant  uni- 
form which  he  will  wear  at  all  state  occasions.  He 
wore  it  for  the  first  time  this  month  when  Parliament 
prorogued.  It  was  tailored  in  London,  England,  and 
cost  the  modest  sum  of  $700,  without  duty.  It  is  of 
dark  blue  cloth,  encrusted  plentifully  with  bullion 
and  real  gold  lace.  An  interesting  fact  about  the  uni- 
form has  just  leaked  out.  King  George  was  pleased 
to  appoint  Mr.  Borden  as  Privy  Councillor,  conse- 
quently the  Premier  was  required  to  order  the  neces- 
sary dress  which  a  Privy  Councillor  must  wear  at 
state  functions.  When  the  uniform  arrived  in  Can- 
ada, His  Majesty's  customs  officers  demanded  a  35 
per  cent,  duty  to  be  paid  before  they  would  allow  it 
out  of  bond.  Accordingly,  Mr.  Borden  had  to  de- 
posit a  cheque  for  $385  with  the  customs  department 
to  get  his  new  clothes,  so  that  they  really  cost  him 
$1,100.  It  is  evident  that  the  customs  department  has 
a  democratic  disregard  of  who  the  importer  of  goods 
may  be,  if  the  importer  is  a  British  subject,  but  a 
consul  of  the  black  republic  of  Hayti  or  any  foreign 
fonsul  is  allowed,  by  law,  to  import  his  uniform  free 

of  duly. 

*     *     * 

From  London  comes  a  new  idea  in  the  form  of  a 
sleeveless  coat.  It  is  a  kind  of  undercoat  made  with- 
out sleeves,  to  be  worn  when  more  warmth  than  is 
provided  by  an  ordinary  overcoat,  is  desired.  For 
M'ear  under  a  "slipon"  or  a  raincoat  it  might  be  re- 
garded as  useful.  There  is  a  feeling  of  insufficiency 
about  a  raincoat  on  a  real,  cold,  wet  day,  when  an 
overcoat  would  be  quickly  soaked  through  and  for 
use  on  these  occasions  this  overcoat  seems  a  good 
idea.  It  is  cut  about  36  inches,  long  and  shaped  just 
like  a  jacket  in  front  except  that  there  are  no  lapels 
or  collar.    It  can  also  be  worn  over  a  sportman's  coat. 


A  smart  men's  wear  unit  recently  displayed  in 
one  of  the  city  stores,  was  confined  entirely  to  an  ob- 
long-shaped plaque  in  the  centre  of  the  window  floor 
space  and  covered  with  silk  in  champagne  cover.  The 
unit  consisted  of  a  suit  case  with  hosiery,  shoes,  neck- 
wear, etc.,  scattered  carelessly  in  and  about.  Similar 
articles  were  displayed  on  stands  and  the  idea  of  the 
display  was  to  emphasize  the  novelty  in  colors.  Tans, 
bronze,  blue,  grey  and  purple  in  plain  and  shot  effects 
were  shown  in  hosiery.  Shoes,  of  the  Oxford  type 
were  in  medium  tan  and  dull-finished  calf. 


While  the  preferred  position  for  men's  and  boys' 
clothing  in  many  of  the  large  Ontario  stores  is  the 
first  floor,  and  with  separate  entrance  where  possible, 
there  are  two  opinions  on  this  question.  The  other 
is  suggested  by  the  arrangement  of  the  department  in 
the  Ogihy  store,  Montreal.  There,  the  clothing  oc- 
cupies the  second  floor,  as  a  section  of  the  large  ready- 
to-wear  department.  In  many  of  the  largest  stores  in 
the  United  States,  clothing  is  also  removed  from  the 
first  floor  and  the  reason  given  is  that  this  location 
helps  the  development  of  a  more  exclusive  and  profit- 
able trade.  The  idea  is  that  men  who  prefer  abso- 
lute privacy  in  selection  will  hesitate  about  buying 
on  a  floor  through  which  the  store's  general  customers 
must  pass.  It  would  appear  that  a  whim  of  human 
nature  has,  to  a  certain  extent,  been  more  thoroughly 
respected  in  the  case  of  women's  clothing  than  in 
men's.  Then,  again,  much  depends  upon  the  class  of 
trade  which  the  merchant  wishes  to  develop.  It  is 
stated  that  one  of  the  large  Toronto  stores  is  consider- 
ing the  reinoval  of  its  men's  clothing  section  to  a 
more  exclusive  position  on  the  second  floor. 
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An  American  authority  on  things  sartorial  has  it 
tJiat  A.  E.  Kemp,  M.P.,  for  East  Toronto,  is  the  best 
dressed  member  of  the  House  of  Commons. 


Absent-mindedness  on  the  part  of  salesman  and 
customer  is  the  explanation  of  some  results  that  are 
rather  amusing.  This  story  is  told  of  a  member  of  a 
famous  banking  family  who  is  fussy  about  his  hats. 
He  Hkes  them  easy  and  comfortable  on  his  head.  One 
day  he  wanted  a  new  derby  and  went  to  buy  it.  The 
clerk  showed  him  a  lot  of  hats.  The  l)anker  tried 
them  all  on,  but  none  suited  him.  Finally  he  picked 
up  a  hat  and  put  it  on.    It  was  very  comfortable. 

"I'll  take  this,"  said  he. 
"All    right,    sir,"    said  the  clerk.     "Five  dollars, 
please." 

The  banker  paid  the  money  and  went  along. 
When  he  got  home  he  discovered  the  clerk  had  sold 
him  the  old  hat  he  had  worn  into  the  store. 


In  order  to  help  overcome  the  inconvenience  to 
customer's  caused  by  change  of  location,  a  men's  wear 
store  had  a  map  of  the  city  showing  their  new  location 
printed  on  all  their  wrapping  paper  and  envelopes 
used  for  packages,  as  well  as  on  the  backs  of  their 
correspondence  envelopes. 

^     *     ^ 

AVhen  the  Chateau  Laurier,  the  new  Grand  Trunk 
Hotel,  opens  in  Ottawa,  May  •24th,  the  dress  of  the 
employees  will  be  one  of  the  most  distinctive  features 
of  the  establishment.  The  manager  has  decided  that 
waiters  in  the  Chateau  will  not  be  dressed  the  same 
as  the  guests.  Instead  of  the  conventional  black  full 
dress  suit,  all  the  waiters  will  wear  grey  dress  suits 
with  oxydized  buttons.  This  is  an  entirely  new  in- 
novation in  Canada.  All  the  employees  will  wear 
grey  clothes,  even  the  chamber  maids.  The  clothes 
are  being  made  by  Fred  Smith,  an  Ottawa  tailor. 


The  latest  freak  from  Paris  is  a  black-edged  col- 
lar. It  is  a  high-band  turndown  and  has  a  quai'ter- 
inch  black  edge  running  all  around  the  lower  edge 
and  up  the  side  of  the  opening  in  front  to  the  neck. 
There  is  no  black  edge  at  the  top.  Some  Parisians 
have  worn  these  on  the  street. 


Cigarette  cases  of  moire  silk  instead  of  leather  are 
intended  to  be  worn  with  evening  dress.  They  are 
very  light  in  weight,  have  Spring  tops  and  the  fronts 
of  some  are  ornamented  with  initials  or  monograms. 
Watch  fobs  may  be  had  to  match. 


The  increase  in  popularity  of  the  business  frock 
or  hunting  jacket,  especially  in  the  larger  cities  of 
Canada,  is  regarded  as  very  remarkable.  A  Toronto 
"King  Street"  tailor  states  that  since  the  first  of  the 
year,  he  has  sold  more  business  frocks  than  for  the 
past  two  years.  The  explanation  is  not  hard  to  find. 
It  is  a  smart,  dressy  coat,  very  becoming  in  the  mater- 
ials now  in  vogue,  and  answers  the  demand  for  a  gar- 
ment that  is  in  every  sense  appropriate  for  business 
or  informal  social  purposes  during  the  day. 


Attractive  post  cards  are  used  as  advertising  medi- 
ums by  one  men's  wear  store.  These  cards  sometimes 
consist  of  local  scenes,  and  then  again,  are  a  series  es- 
pecially gotten  up  hy  the  firm,  and  bearing  no  other 
reading  matter  than  the  phrase,  "Visit  Quality  Corn- 
er." This  name  is  sufficient  to  arouse  curiosity.  They 
ai'e  sold  in  sets  for  a  nominal  sum,  but  anyone  may 
have  from  one  to  three  cards  by  simply  calling  at  the 
store  and  asking  for  them.  They  may  be  addressed 
at  a  desk  arranged  for  the  purpose,  above  which  is  a 
placard  stating  that  if  left  at  the  office  near  the  door 
they  will  be  stamped  at  the  expense  of  the  firm. 


Death,  swift  and  sudden  came  to  the  "Bulk  Sales 
Bill,"  recently  introduced  in  the  Ontario  Legislature. 
The  bill  had  for  its  chief  object  the  prevention  of 
sales  hj  merchants  of  their  stocks  in  bulk  before  first 
notifying  their  creditors,  and  making  a  declaration 
as  to  their  indebtedness.  The  idea  was  to  prevent 
fraud  in  sales  of  this  kind  as  a  protection  both  to  pur- 
chaser and  wholesaler.  When  the  bill  was  presented, 
it  met  with  strenuous  opposition.  Some  members 
who  regarded  it  as  class  legislation  took  a  vigorous 
stand  on  behalf  of  the  retailers  of  their  districts. 


Here  are  some  thoughts  handed  out  by  a  manu- 
facturer of  clothing  to  his  customers: — "The  adver- 
tisement that  stays  unchanged  for  weeks  is  not  an 
advertisement,  but  a  monument.  The  reader  does 
not  think  of  the  house  behind  it,  but  under  it."  The 
present  is  the  "four-track"  era — the  era  of  electric 
force  and  dynamic  resource — the  era  of  schemers  "on 
the  firing  line."  instead  of  dreamers  in  the  barracks 
— the  era  of  making  money,  and  of  making  money 
make  more.  The  "single  track"  merchant  is  dead, 
but  doesn't  know  it.  His  store  is  his  tomb  and  his 
sign  is  his  epitaph.  He's  a  "dummy"  and  a  mummy. 
self-annointod  and  self-embalmed. 


Lesson  20  ~  Complete  Course  in  Cardwriting 

Course  of  twenty  lessons,  comprising  Edwards  short-cut  system,  closes  with 
one   on    lower    case    script  —  Note    the    accompanying    plate    and    the    three 

cards   demonstrating    its   use. 

By  J.  C.  Edwards.     Copyright,  Canada,   1911 


COMMENCING  with  the  plate  it  will  be  wise 
for  the  student  to  go  over  every  letter  and 
study  it  carefully,    practicing    every    stroke 
until  he  becomes  thoroughly  acquainted  with  it. 

In  reviewing  the  previous  lesson  it  will  be  noted 
that,  in  actual  use  the  letters  were  almost  always 
joined  together  as  we  were  taught  to  do  in  our  school 
or  business  college  days.  This  is  absolutely  essential, 
and  another  point  always  to  remember  is — that  every 
letter  should  be  on  the  same  slant,  i.e.,  supposing 
that  a  line  were  drawn  at  an  inclination  of  say  20 
degrees,  every  letter  should  be  so  balanced  as  to  have 
this  same  slant.  Practice,  of  course,  is  necessary  to 
acquire  a  uniform  line  of  letters,  each  having  the 
same  slant,  same  proportions  and  no  open  spaces  be- 
tween the  letters  of  a  card. 

GET    AWAY    FROM    CONVENTIONALITIES. 

If  Christopher  Columbus  had  not  thought  that 
something  lay  beyond  the  vast  expanse  of  water  ho 
never  would  have  set  out  on  the  voyage  that  termin- 
ated in  the  discovery  of  America.  So  it  is  with  every- 
thing else  to-day.  The  idea  of  learning  something 
new,  of  discovering  something  different,  something 
out  of  the  ordinary,  leads  to  new  inventions  and  pro- 
motes civilization.  The  cardwriter  who  contents 
himself  with  learning  the  technical  points  of  letter- 
ing, if  he  practices  diligently,  will  be  a  maker  of 


cards,  not  a  cardwriter.  lie  must  break  away  from 
the  old  rut  and  drift  into  new  channels  of  his  own 
and  add  his  own  originality. 

SCniPT   IN    OUTLINE. 

More  care  needs  to  be  taken  in  writing  outline 
script  when  it  is  to  be  filled  in  with  a  different  shade 
than  when  it  is  filled  in  solid.  The  strokes  must  be 
made  as  uniform  as  possible.  A  sample  of  this  style 
of  letter  is  shown  in  the  "French  gowns"  card.  The 
letters  are  outlined  as  shown  in  the  plate  and  then 
filled  in  with  the  shade.  The  form  of  decoration  in 
this  card  is  very  simple.  The  card  is  deep  cham- 
pagne and  the  decoration  is  white  which  shows  up 
very  faintly,  except  in  the  case  of  the  fleur-de-lis  de- 
sign at  the  top  of  the  card  which  has  a  shade  rubbed 
in  with  dry  color  before  the  design  was  put  on.  Thi^ 
gives  it  a  relief  effect  and  makes  it  stand  out  strong. 

THE  DECORATION  SUGGESTS  THE  HEADING. 

In  the  "Blue  Bird  Series"  card  the  design  sug- 
gests the  heading  at  first  glance.  It  is  a  blue  bird 
cut  out  of  wall  paper  and  pasted  on  at  the  top  of  the 
card,  breaking  into  the  top  display  line.  We  all 
know  that  this  is  not  always  possible,  yet  if  one  keeps 
his  eyes  open  he  can  often  pick  up  such  appropriate 
suggestions  or  if  he  has  access  to  a  first-class  wall 
paper  department  many  good  ideas  may  be  got  with- 
out much  effort. 
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Three  cards  illustrating  the  use  of  brush  outline  script. 
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Please  mention  The  Review  to  Advertisers  and   Their  Travelers. 
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This  plate  illustrates  the  brush  outline  script  used  largely  for  fine  cards. 
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Regal  '^  Outing''^   Skirts 

FOR    SMART     DRESSERS 

MADE    BY 

The  Regal  Shirt  Co.,  Limited 


HAMILTON 


ONTARIO 
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WATCH  THIS  SPACE  FOR  OUR  S 

No  Broken  Buttoi 

One  ot  the  big  disadvantages  c 
proofed  collars  has  been  the  bre 
the  buttonhole. 

''LINOL 

Waterproofed    Linen 

cannot  break  here   because  they  ? 
aluminum,     non-corrosive    eyelet 
prevents  such  an  occurrence. 

There's  money  in  "Linolo"  co 
you.       They    are     sure    sellers    a 
good  profits. 

Write  for  samples. 

The  Smith -D'Entn 

Company,  Limited 

1475-77    QUEEN    STREET 
TORONTO 

TYLES. 
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WEST 

.\M)   THE   SPACING DON  T   FORGET. 

Wat-ch  your  spacing  and  don't  get  a  one-sided 
effect.  A  light  line  may  be  drawn  down  the  centre 
of  the  card  and  one  across,  then  lay  out  the  card  in 
pencil,  at  first  (only  roughly)  to  make  sure  that  the 
lettering  comes  out  right,  leaving  the  same  space  on 
both  sides  of  the  card  and  the  same  top  and  bottom. 
Also,  watch  the  letter  spacing  which  is  even  more 
important.  In  the  case  of  the  "Blue  Bird"  card, 
where  a  reader  occurs  and  a  sentence  is  written  in 
lower  case,  the  words  should  be  almost  the  space  of  a 
letter  apart,  but  when  it  is  necessary  to  crowd  them 
or,  by  mistake,  two  words  are  crowded,  the  idea  used 
in  this  card  may  be  brought  into  play,  viz:  "edi- 
tion" was  commenced  too  near  the  word  "last"  and, 
therefore,  the  two  words  run  together.  A  small  cir- 
cle or  dot  was  used  to  separate  them  and  it  was  also 
neces.«ary  to  balance  the  line  by  using  the  same  be- 
tween the  words  "the"  and  "last."  You  will  notice 
that  the  ornamentation  of  this  card  comes  up  very 
near  the  top  while  the  reading  matter  does  not  come 
as  near  the  bottom  of  the  card.  This  is  a  warrantable 
exception  to  the  rule  as  the  ornament  is  not  at  all  the 
important  part  of  the  card  and  is  only  an  auxiliary 
to  help  out  or  strengthen  the  wording  and  is  a  minor 
or  subdued  tone.  This  may  often  occur  in  card- 
writing  where  a  bunch  of  flowers  or  some  other  decor- 
ation is  used. 

m..\CK  AND  WHITE  ALWAYS  STRONG. 

The  millinery  card  demonstrates  the  use  of  white 
script  lettering  with  a  black,  left-hand  shade.  It  also 
shows  the  application  of  the  script  lettering  in  two 
bold  diagonal  lines,  giving  it  the  proper  spacing  and 
using  no  decoration  outside  the  relief  panel.  The 
card,  however,  is  of  oatmeal  finish  in  green  which 
adds  much  to  the  effect  and  gives  it  a  fancy  touch. 
"Advance  Styles"  is  an  eccentric  form  of  lettering 
giving  a  half  script  and  half  Roman  effect  which  is 
quite  in  keeping  with  the  other  lettering. 


NOTE. — Though  this  is  the  last  lesson  of  the  Edwards 
short  cut  system,  there  will  be  a  follow-up  series  of  prac- 
tical showcards  demonstrating  the  use  of  the  different 
styles  of  lettering  as  taught  in  the  course..  See  next 
issue. 


INTEREST  THE  OTHER  WINDOW 
TRIMMERS. 
For  the  first  C.  W.  T.  A.  Convention  it  will 
be  practically  impossible  to  reach  all  the  window 
trimmers  by  direct  invitation.  It  is,  therefore, 
in  the  interests  of  the  trimmers  themselves  and 
of  future  conventions  that  each  trimmer  interest 
himself  in  bringing  another  member. 
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<7/:-T  READY  FOR   THE  r.TT'.T..4.  CON- 
VENTION—A   MESSAGE   FROM 
PRESIDENT  MACDONALD. 

11/  E  ivarit  to    hear   from    every    window 

W  trimmer  and  card  writer  interested  in 
the  Toronto  Convention  and  we  shall  be 
more  than  glad  to  answer  any  questions  re- 
garding the  programme  or  other  details. 

Already,  ive  have  received  many  letters 
from  prominent  window  trimmers  signifying 
their  intention  of  attending  the  sessions  and 
it  is  assured,  that  this  first  convention  of  the 
C.W.T.A.  will  he  a  grand,  success. 

The  Programme  Committee  has  been 
working  hard  and  with  great  success,  and  it 
can,  be  said  that  at  this  convention  the  fea- 
tures will  more  than  fulfill  every  expectation . 
Demonstrations  of  the  latest  and  best  meth- 
ods of  displaying  merchandise,  designing 
backgrounds,  ivriting  shoio  cards  and  many 
other  branches  of  the  windovi  trimmer's  ac- 
tivities v;ill  be  taken  up  for  the  benefit  of  the 
ambitious. 

The  convention  tvill  prove  of  great  prac- 
tical value  to  every  decorator  no  matter 
whether  he  has  had  much  or  little  experience. 
None  of  us  knoivs  it  all,  and  the  exchange  of 
ideas  with  experts  who  will  serve  as  a  review 
of  the  very  best  ideas  that  have  been,  brought 
out  in  unndow  displays  during  the  past  year 
and  also  give  an  indication  of  the  trend  of 
future  tuork. 

Your  employers  loill  undoubtedly  be  glad 
to  pay  your  expenses  to  Toronto,  and  will  be 
well  repaid  by  the  help  it  will  be  to  you  in 
your  work.  If  they  will  not  send  you,  by  all 
means  come  anyway.  It  will  be  an  educa- 
tional event  that  you  cannot  afford  to  miss. 

The  Entertainment  Committee  has  also 
been  very  busy  and  plans  have  been  made  to 
make  this  the  most  profitable  and  enjoyable, 
session  of  window  trimmers.  There  will  not 
he  a  dull  moment. 

Remember,  it  is  not  necessary  that  you 
be  a  member  in  order  to  attend  this  conven- 
tion. If  you  are  a  window  trimmer,  we  want 
you  to  come,  and  we  are  sure  that,  if  you  at- 
tend, this  meeting,  you  will  not  miss  any  in 
the  future. 

H.  C.  MACDONALD, 

President. 


Note  the 
Patented 
Slit 


Pat.  Feb.  20,  1906 
"  May  5,  1908 
"  Oct.  27,  1908 
"     Oct.  27.  19t8 


COATED  LINEN 

COLLARS 

Are  made  in  one 
grade  only  and  that 

is  t/ie  best — perfect  in 
ft,  the  acme  of  coiufort  and 
the  best  quality. 

The  patented  flexible  lips  relieve  all 
strain  at  the  front  fold. 

Also  note  the  reinforced  buttonhole 
and  the  patented  slit  at  the  back, 
which  prevent  pressure  of  button 
upon  the  neck. 

It  Is  linen  and  retains  its  linen  appear- 
ance. 

"KantKracK"  Collars  pay. 

MADE  IN  CANADA  BY 

THE 

Parsons  &  Parsons 

CANADIAN  CO. 
Hamilton  :  :  Ontario 


NECKWEAR  AND  ACCESSORIES 
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Purple  in  its  various  tones  and  tans  indicated  for  favor  next  Fall  —  Rich 
colorings  in  the  Spring  weaves  —  Strong  position  taken  by  the  knitted  tie 
—  Some  dealers  predict  an  increase  of  75%  in  demand  for  next  season — 
Should  not  be   featured  too   early  to   interfere  with  other   neckwear  lines 


The  Spring  neckwear  season  is  now  coming  to 
its  own.  While  reports  from  retailers  indicate  an 
excellent  Easter  trade  on  the  whole,  the  weather  was 
unfavorable  to  that  swing  of  business  which  general- 
ly comes  with  the  holiday.  The  new  designs,  weaves 
and  colorings  have  been  received  with  marked  favor, 
and  nothing  should  prevent  an  excellent  turnover. 
There  is  great  activity  in  wash  lines  in  preparation 
for  summer,  but  these  are  goods  on  which  the  mer- 
chant should  develop  a  distinctively  Summer  de- 
mand; not  allowing  them  to  interfere  with  the  pres- 
tige of  his  fancy  silk  neckwear  by  introduction  too 
early  in  the  season. 

Rich,  soft,  colorings  are  a  feature  of  the  new  neck- 
wear. There  is  nothing  that  can  be  styled  obtrusive, 
and  as  pointed  out  some  months  ago  by  The  Review, 
the  whole  trend  of  Spring  and  Summer  neckwear 
seems  to  be  in  the  direction  of  that  neatness  and  in- 
variable conformity  with  good  taste  w^hich  is  the 
outstanding  note  in  every  department  of  men's  wear. 

FAVOR   FOR   KNITTED    TIE. 

The  knitted  tie,  it  is  asserted,  has  come  to  stay. 
So  varied  are  the  color  treatments  possible  that  it  has 
met  every  requirement  of  the  season's  vogue 
in  that  respect.  There  are  those  who  state  that  its 
position  next  season  will  represent  a  75  per  cent,  in- 
crease, and  that  so  long  as  the  donl^le-fold  collar  is 
worn,  the  knitted  or  crochet  scarf  will  remain. 

In  silks  there  are  some  exquisite  i^atterns,  com- 
bining stripe  and  bar  effects  in  Roman  colorings. 
Among  other  novelties  is  a  plain  or  fancy  weave  with 
satin  border  fully  3  1-2  inches  deep.  Bars,  both 
straight  and  bias,  lend  themselves  to  various  treat- 
ments, and  among  these  the  tie  with  pattern  show- 
ing in  the  knot  and  end  only  has  been  a  well  receiv- 
ed novelty  where  the  contrast  has  not  been  too  severe. 
Crepe  silk  weaves,  both  plain  and  fan -y.  have  also 
been  well  received. 


F.ILL  season's  colorings. 

AMiile  little  prophecy  is  yet  made  with  reference 
to  fall  designs,  it  is  stated  by  some  authorities  that 
purple  and  its  various  tones  will  be  in  high  favor, 
and  that  tans  will  also  be  a  feature.  This  is  follow- 
ing along  a  trend  in  fabric  colorings  which  is  de- 
veloping very  strongly. 

At  the  present  time  silk  buyers  for  several  of  the 
large  neckw'ear  houses  are  in  Europe  making  arrange- 
ments for  the  Fall  neckwear  season's  materials. 


Insperation  from  Retailers 

He  can  sometimes  give  the  neckwear 
manufacturer  an  idea  as  to  favored  color 
schemes,  weaves  and  designs — How  it  has 
worked  out  in  knitted  ties. 

Neckwear  manufacturers  are  nowadays  securing 
much  information  from  retailers  themselves  as  to 
desirable  weaves  and  designs.  The  retailer  certain- 
ly has  great  opportunity  to  study  every  phase  of  the 
demand  at  close  range,  and  some  very  effective  color 
schemes  are  suggested,  which  give  the  manufacturers 
an  inspiration  resulting  in  a  profitable  vogue.  A 
very  strong  position  has  been  taken  by  knitted  neck- 
wear, for  example,  and  it  is  stated  that  several  manu- 
facturers have  achieved  a  leadership  simply  through 
following  the  trend  of  color  fashion,  as  indicated  to 
them  by  progressive  retailers.  This  applies  alike  to 
high-priced  and  cheaper  grades. 

A  prominent  New  York  retailer,  who  has  made 
an  unusual  success  of  knitted  neckwear,  states  that 
any  success  he  had  had  he  attributed  entirely  to 
stocking  bright  patterns  generally  and  to  a  close 
adherence  to  fashion's  trend  at  special  tiines.  For 
instance,  at  the  time  of  the  coronation  of  King 
George  '\^.  he  sold  huge  quantities  of  "Coronation" 
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Youn^  Men 
Are  Wearing  Them 

and  not  only  young  men  but  the 
men  of  senior  years  too  are  learn- 
ing the  virtues  of 

CHALLENGE 

COLLARS 

Fill  the  man's  wants  and   you'll  find  his  wants 
growing. 

Our  Rubber  Brand  at  $1.80  dozen,  and  our 
Pyralin  Brand  at  $1.50  doz.  are  quarter  as  heavy 
again  as  higher  priced  lines  of  other  makes. 

Send   for    sample    of    our    $1.25     Outdoor 
Brand,  linen  finish. 

SAMPLES  ON  RBQUEST. 


The  Arlington  Company 

of  Canada,  Limited 
54-56  Fraser  Avenue,  Toronto 


Tastern  Agent :  Duncan  Bell.  3«1  St.  Jame*  St.,  Montreal 

Ontario  Agents:  J.  A.  Chantler  &  Co.,  8-10  Wellington  E  ,  Toronto 

Western  Ageot :  R.  J.  Ouigley,  212  Hammond  Block.  Winnipeg 
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''Star"  Brand  for  Fall  1912 

IS  A  RIGHT  ROYAL  LINE 

from  whatever  standpoint  you  take  it.  From  the 
standpoint  of  style,  quality,  finish  and  variety  it 
has  no  equal.  The  line  consists  of 

SHIRTS  THAT 
APPEAL 

to  the  better  tastes  of  the  particular  man  and  reach 
the  pocketbook  of  every  man. 

Tone  up  your  Spring  and  Summer  stock  of  shirts 
with  a  few  numbers  from  "Star"  brand. 

"Star"  Brand  Neckwear  and  Underwear  are  lead- 
ers to-day — See  Samples. 


SHIRTS 

Are  Made /t)P  ParUeular  People 


VAN  ALLEN  COMPANY,  Limited 


HAMILTON,  ONTARIO 
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Interior  view   of  new  (Jgilvy  store,   showing  the  men's:  fnrnisliing  section.    Note  tlie  long  line  of    glass    lases.  the 
effective  fixture  trims  and  the  necat,  inviting  appearance  of  the  department  in   general. 


purple  knitted  neckties  and  hosiery  owinu  to  beiii.i;; 
right  on  the  job  at  the  psychological  time. 

He  has  been  featuring  recently  some  of  the  new 
"Durbar"  shades.  Shade  is  hardly  the  correct  word 
to  use,  for  these  ''Durbar"  colors  or  styles  are  really 
a  riot  of  color  schemes.  They  embrace  beautiful 
shades  in  soft  colors,  the  whole  effect  decidedly  in- 
clining towards  what  is  generally  known  as  bright. 
This  retailer  mentioned  that  he  had  specialized  on 
the  subject  of  colors  a  good  deal,  and  this  is  a  point 
which  it  would  do  well  for  manufacturers  to  consider. 

The  clientele  of  this  store  is  distinctly  of  a  high 
class,  and  will  not  purchase  brilliant  shades.  He 
said  that  there  was  a  difference  between  soft,  bright 
shades  and  brilliant  shades,  instancing  the  fact  that 
he  had  sold  any  number  of  conservative  dressers 
"Coronation,"  "Durbar"  and  similar  color  effects.  It 
w\as  a  case  of  being  able  to  discriminate  between  a 
bright  shade  with  a  soft  tone  and  brilliont  shades 
which  make  their  wearers  conspicuous.  He  pointed 
this  out  in  connection  with  accordion  knitted  ties, 
which,  w^hile  displaying  a  brilliant  shade  from  one 
angle  of  view,  should  have  for  its  other  color  a  soft 
tone  which  would  put  the  article,  as  a  whole,  in  the 
artistic  class  rather  than  make  it  garish. 

Another  retailer  stated  that  he  was  largely  in  ac- 
cordance with  the  views  of  the  retailer  given  above, 
but  he  thought  that  even  the  most  conservative  men 


were  attracted  toward  brilliant  color  shades  and  com- 
binations, no  matter  whether  they  had  previously 
made  up  their  minds  before  entering  the  store  that 
they  would  not  purchase  anything  but  the  soberest  of 
hues.  Such  a  man  will  invariably  raise  the  query  to 
the  salesman,  "Don't  you  think  this  is  rather  bright 
for  me?"  Once,  however,  he  has  become  accustomed 
to  the  wearing  of  something  a  little  more  cheerfid 
than  he  had  been  used  to,  he  usually  comes  back  for 
more  of  the  same  kind. 

Manufacturers  in  Canada  who  are  now  branching 
out  in  the  production  of  knitted  ties  can  gather  a 
great  deal  of  valuable  information  from  these  re- 
marks for  the  phenomenal  success  of  a  line  of  knitted 
cravats  bearing  a  trade-mark  which  has  become  a 
household  word  is  entirely  due  to  the  ultra-progres- 
sive methods  taken  by  this  manufacturer  to  produce 
in  advance  the  right  shades  which  will  be  purchased 
later  on  owing  to  demand  which  then  arises,  caused 
by  some  important  event  or  color  scheme  adopted  in 
a  successful  theatrical  production.  Pertinent  in- 
stances illustrating  the  latter  are  the  influence  of  the 
Coronation  and  Durbar  events,  and  in  theatrical  pro- 
ductions where  the  Arabian  and  Turkish  influences 
strongly  predominate,  and  it  is  certain  that  any  tex- 
tile fabrics  which  convey  such  tendencies  will  be 
much  in  vogue,  while,  similarly,  the  "Durbar"  and 
Oriental  color  influences  will  become  more  popular. 
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This  is  one  of  the 

TWO  HUNDRED  AND  THREE 


Roman 
Stripe 

o 


Fancy 
Rep 


O 


BORDER  ENDS 


The  above  cut  represents  one  of  the  samples  of 
the  two  hundred  and  three  totally  different  combin- 
ations in  Border-End  Cravats. 

This,  along  with  the  rest  of  the  range,  will  reach 
you  shortly.  Don't  miss  seeing  the  Zibeline,  Diagonal 
Reps  and  Bara  Reps.  These  silks  are  absolutely 
pin  proof. 

We  have  designed  special  borders  for  these 
weaves  in  Satin  stripes,  Canelle  stripes,  Roman  stripes, 
and  several  other  combinations. 

These  Silks  are  made  into  Bias,  or  straight 
Derbys,  showing  the  borders  in  either  case. 

WE  WOULD  CALL  SPECIAL  ATTENTION 
TO  OUR  ZIBELINE  SILK.  This  we  have  confined 
to  us  for  Canada.  It  is  a  crepe  covered  cloth  and 
cannot  show  a  pin  hole.     Ask  to  see  this  weave. 


THE  SWORD  NECKWEAR  COMPANY,  LIMITED 

TORONTO  -  -  -  ONTARIO 
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Trim  Emphasizing  Vogue  of  Stripes 


Neat  display  of  shirts  and  accessories  by  Reg.  Brown,  for  Cressuian's,  Ltd.,   Peterborough. 
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KNITTED 


NECKWEAR 
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Chic  Ties 


~\ 


&  Mufflers 


WORTH 

EARLY 

INSPECTION 


No  need  to  dwell  on  the  popularity  of  knitted    goods,  whether 
they  be  cotton,  silk,  linen  or  wool — knit  goods  seem  to  be  here 
to  stay.     At  any  rate  they  are  IT  just  now  and    will  be  for  Fall. 

We  are  showing  a  marvellous  range  of  Knitted  Silk  Ties  in  various 
stitches,  styles  and  colorings.  The  rich  brilliance  of  these  ties 
appeals  to  the  well-dressed  man  every  time.  They  are  genuine 
value  and  correct  style. 

THE  KNITTED  MUFFLER 

is  in  a  class  by  itself  in  the  muffler  world  and  commands  the 
attention  of  all. 


Order    now    for   Fall    delivery. 
Don't  miss  seeing  them. 


They   are    handsome    mufflers. 


The  Laces  and  Braids  Manufacturing  Co.,  Ltd. 

121  Prescott  Avenue         -:-         -:-         Toronto,  Ontario 
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Canadian  business  life  demands  distinctive  style  —  How  the  new  English 
models  are  being  received  here  —  Sane  and  practical  idea  obtains  in 
Canadian  market  —  Business  frock  in  high  favor  —  High  price  of  furs 
improves  sale  of  Ulster  overcoats  —  Development  in  special  order  tailoring 


DO  the  reqaireuients  of  the  Canadian  business 
life  enforce  a  style  in  clothes  that  is  distinc- 
tive to  the  country?  Men  who  have  made  a 
study  of  the  demand  and  the  individuality  of  taste, 
and  who  have  watched  the  reception  and  course  of 
new  styles  in  Canada,  do  not  hesitate  to  answer  this 
question  in  the  aihrmative.  They  point  out  that 
where  there  is  a  large  leisure  class,  where  wealth  and 
luxury  are  present  in  such  a  degree  that  the  latest 
style  in  more  or  less  extreme  form  is  always  the  thing 
first  to  be  desired,  original  designs  are  more  closely 
followed.  The  charts  for  the  present  season  are  an 
illustration  of  this. 

English  plates  show  the  neat,  form-adhering  lines 
which  have  been  the  basis  in  slightly  modified  style 
first  of  the  American  and  then  of  the  Canadian  de- 
signs, the  latter  always  representing  a  happy  medium 
between  the  English  plates  and  the  interpretation 
placed  upon  them  by  American  style  artists.  An 
outcrop  of  exceedingly  slender  styles,  however,  has 
developed  from  that  demand  which  may  always  be 
counted  upon  whenever  there  is  radical  fashion 
change. 

THE    CAKADIAN   INTERPRETATION. 

While  these  ultra  styles  may  be  considered  as 
absolutely  good  form  in  the  circles  where  they  are 
chiefly  worn,  they  difi^er  vastly  from  the  style  inter- 
pretation that  obtains  in  Canada.  Here  there  are 
very  few  men  not  actually  engaged  in  business,  those 
who  are  not,  have  been  so  closely  associated  with  it, 
or  so  recently  removed  from  its  influences  by  inheri- 
tance, that  clothes  of  anything  but  the  sanest  type  do 
not  obtain.  A  tailor  would  find  it  difficult  to  in- 
duce a  Canadian  customer  to  consider  the  so-called 
slender  figure,  one,  for  example,  in  which  the  coat, 
when  buttoned,  is  so  tight  as  to  actually  wrinkle  at 
the  sides,  and  the  line  of  the  shoulder  followed  so 
closely  as  to  be  uncomplimentary. 


Not  for  the  Canadian  business  man,  even  in  his 
gayest,  or  most  sociable  moments  are  these  styles. 
His  mind  is  inbued  with  the  practical,  well-propor- 
tioned, common  sense  idea.  Nevertheless,  they  have 
taken  kindly  enough  to  the  new  styles  in  modified 
form — clothes  which  adhere  to  the  natural  figure 
without  suggesting  the  extreme  or  ridiculous.  Even 
this  change,  slight  though  it  has  been,  has  called  for 
some  persuasion  on  the  part  of  the  maker  of  clothes, 
and  wholesale  manufacturers  have,  in  taking  the  new 
types  as  foundation  of  their  designs,  given  every  con- 
sideration to  this  fundamental  feature  of  the  Cana- 
dian demand.  The  safest  suit  or  overcoat  nowadays 
is  that  which  conforms  to  plain,  natural  lines  with 
no  faddish  touches  added.  Even  in  boys'  clothing 
the  same  note  is  evident. 

HOW    DESIGNERS   VIEW   IT. 

The  vogue  is  one  that  should  certainly  be  wel- 
comed by  the  designer.  A  few  years  ago,  when  the 
extremely  faddish  garments  were  largely  in  demand, 
the  manufacturer  doing  business  from  swatches  was 
confronted  by  frequent  orders  calling  for  something 
dilTerent  in  unique  treatment.  Selling  in  those  days 
was  based  largely  on  the  novelty  in  a  coat  or  suit,  and 
changes  in  patterns  were  often  necessary  in  order  to 
satisfy  the  client.  Now  there  is  none  of  this.  Styles 
are  on  a  well-understood  basis,  fabrics  are  for  the 
most  part  of  the  very  neat  order  in  greys  and 
browns,  and  salesmanship  now  has  as  much  to  do 
with  dignified  appearance  as  a  talking  point,  as  it 
formerly  emphasized  novelty  features. 

Such  a  change  as  that  which  is  now  noted,  will 
in  the  opinion  of  authorities,  hold  for  some  seasons, 
and  for  that  reason  no  radical  changes  are  noted  in 
the  Fall  lines. 

It  is  predicted  that  the  large  overcoats,  of  soft, 
warmth-giving  materials  will  have  a  still  heavier  de- 
mand.    The  ever  increasing  price  of  fur  has  had 
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WILL  NOT  CRINKLE  OR  CRU5H 


It  will  increase 
your  neckwear 
sales  and  yield 
a  good  pro- 
fit. Ask  the 
"Crescent"  man 
to  show  you 
the  complete 
range. 

Supplied  in  44 
shades  at  $4.00 
per  dozen. 


Showcards  like  illustra- 
tion in  5  colors  and 
embossed  will  be 
supplied  with  your 
orders. 


Crescent 
Mfg.  Co.,  Ltd 

MONTREAL 


MLIvB 


ONE  PIECE  TIE  46  INCHES 
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A   window  display  in  the  new  Vineberg  store,  Montreal.    Floral  twined  lattice    used    in    background,   with 
large  mirror  centre.    Men's  and  boys'  clothing  are  cleverly  posed. 


much  to  do  with  the  popularity  of  these  garments.  A 
good  fur-lined  coat  now  demands  a  price  that  cannot 
often  be  considered  by  the  average  man,  and  the 
ulster  overcoat  has  those  qualities  which  make  it  an 
excellent  substitute. 

THE   BUSINESS   FROCK. 

The  demand  for  the  business  frock  or  hunting 
coat  has  steadily  developed.  These  garments  made 
up  in  the  neat  materials  now  so  highly  favored  go 
far  to  give  a  dignity  of  appearance  to  the  prosperous 
business  man,  and  at  the  same  time  ai'e  absolutely 
correct  for  many  functions  for  which  he  otherwise 
would  not  have  time  to  step  aside  from  business  in 
order  to  change  his  attire. 

In  evening  dress,  styles  remain  about  the  same. 
For  formal  wear  it  is  noticed  that  a  narrow  margin 
of  the  white  vest  shows  below  the  belt  of  the  coat. 
This,  too,  is  an  English  idea  which  is  being  well  re- 
ceived in  this  country. 

MARKED  DEVELOPMENT  HERE. 

A  brancli  of  the  clothing  trade  which  is  bound 
to  develop  is  that  which  affords  the  tailor  who  is 
his  own  staff,  the  advantages    of    a    well-equipped 


workshop  and  a  skilled  staff  of  operatives.  Where 
there  were  only  two  or  three  of  these  concerns  in 
Canada  a  few  years  ago,  there  are  now  quite  a  num- 
ber who  receive  special  measurements  and  the  ma- 
terials from  merchant  tailors,  make  up  and  deliver 
on  specified  time.  These  concerns  receive  many 
orders  from  merchants  who  merely  carry  swatches 
of  materials  and  take  orders  thereon,  relying  on 
wholesale  woolen  houses  to  supply  materials  to  the 
makers  on  request.  It  is  a  business  that  has  grown, 
not  only  in  the  older  provinces,  but  also  through- 
out the  West.  A  tailor  in  Lethbridge,  for  example, 
may  take  a  customer's  measure,  have  him  select  his 
cloth  from  swatches,  send  full  particulars  to  the 
makers  and  woolen  houses  in  Toronto,  and  be  al- 
most certain  of  receiving  the  garment  on  a  specified 
date.  Some  concerns  will  send  the  half-made  gar- 
ment to  the  merchant  for  a  try-on  to  be  absolutely 
sure  of  fit,  although  it  is  stated  that  the  number  of 
returns  on  orders  not  thus  fitted,  is  very  small.  This 
is  a  branch  of  the  tailoring  trade  that  has  been  very 
largely  developed  in  the  United  States.  It  has  as- 
sisted many  merchants  in  smaller  towns  and  cities 
to  develop  a  profitable  trade. 
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FRANKLIN  KNITTING  MILLS 

NEW  YORK  CITY 

We  are  showing  an  entirely  new  range  of  pure  silk  Accordion  Knitted  Motor  Scarfs  and 
Ties.  We  have  at  our  disposal  the  services  of  the  best  designers,  and  are,  therefore, 
continually  showing  new  styles  and  novel  effects. 


We  are  receiving  new  designs  weekly  from  New  York,  and  shall  at  all  times  be  pleased  to 
submit  samples  on  request.  We  are  also  in  a  position  to  execute  any  special  designs  which  our 
customers  may  wish  to  submit  to  us,  sending  samples  before  proceeding  with  such  special  orders. 


AGENTS   FOR  WESTERN  CANADA 

SEWARD  BROS.,  251  St.  James  St.,  Montreal 


AGENTS  FOR  TORONTO  AND  EAST 

J.  0.  BOURCIER,  Room  56,  59  St.  Peter  St.,  Montreal 


RED-MAN  BRAND 
TEAKWOOD 


EARL  &  WILSON 


EARL  &  WILSON 
Collars  in  Canada 

Red-Man  Brand 


NEW  SHAPES  FOR 
QUICK  DELIVERY 

Adi]re(*  all  enquiriei  to 

A.  E.  ALTMAYER 

c/o  Earl  &  Wilson  New  York 


EARL  &  WILSON 


Close  Collar  for  Stout  Men 


A  stylish  Tab  collar  for  afternoon  wear. 


Get  the  Boy's  Trade 

for  his  knickers  and  clothing  and  you  will  build  a 

foundation  for  his  future  business  and  that  of  his 

parents. 

"LION  "  BRAND  CLOTHING  is  the  boys'  favorite. 

It  appeals  to  the  juvenile  and  satisfies  the  parents. 

SEE  OUR  FALL  RANGE  OF  SAMPLES 

THE  JACKSON  MFG.  CO.,  CLINTON 
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Public  Reception  Marked  New  Opening 

Nothing  was  offered  for  sale  on  first  two  days  w^hen  Blair's  Limited, 
Ottawa,  threw  wide  their  doors  —  Fittings  cost  $12,000  —  Many  new 
ideas  incorporated  —  Effective  window^  arrangement  —  Cash  principle  applied 


THE  new  men's  wear  store  of  Blair's,  Limited, 
Ottawa,  w^as  formally  opened  March  19. 
The  event  took  the  form  of  a  reception,  and 
nothing  was  offered  for  sale  on  that  or  the  foUow- 
ing  day.  The  people  were  invited  to  come  and  view 
the  new  establishment,  which  is  undoubtedly  one  of 
ithe  most  modern  furnishing  and  clothing  stores  for 
men  on  the  continent.  The  building  was  occupied 
until  quite  recently  by  Henry  Birks  &  Sons,  jewelers. 
They  moved  into  new  quarters,  and  Blair's,  Limited, 
at  once  secured  a  lease  on  the  store  for  a  term  of 
years.  The  interior  was  then  remodelled  and 
.equipped  witb  the  latest  fittings  at  a  cost  of  $12,000. 

From  the  entrance  to  the  extreme  rear  the  store 
measures  150  feet  in  length.  It  is  33  feet  wide. 
Immediia,tely  inside  the  door  are  two  fancy,  cin-ved 
showcases,  one  on  each  side,  in  which  furnishings 
can  be  attractively  arranged.  On  the  mahogany- 
lined  walls  behind  these  cases  are  plate  glass  shelves 
— a  new  idea— for  displays  of  articles  of  wear.  Here 
.and  there  a  pretty  electric  lamp  helps  to  make  the 


appearance  doubly  effective.  The  hat  cases  are  on 
the  right  hand  side.  Next  to  them  are  two  semi- 
circular show  cases  for  the  display  of  suits  and 
dressed  figures.  From  these  to  the  end  of  the  store 
are  cases  for  suits. 

On  the  left  hand  side,  next  to  the  fancy  case  de- 
scribed, is  the  light  furnishing  department,  such  as 
collars,  shirts,  etc.  Several  glass  cases  do  duty  as 
counters,  and  show  off  the  goods  to  excellent  ad- 
vantage. This  department  occupies  about  a  third 
of  the  length  of  the  left  hand  side.  The  office  and 
try-on  room  take  up  some  space  in  the  left  hand 
corner.  In  the  centre  of  the  store  are  four  suit- 
cases. They  are  of  glass  and  mahogany  on  marble 
bases.  In  convenient  places  are  umbrella  stands  and 
other  new  ideas,  which  can  be  used  to  exhibit  some 
articles. 

All  the  fittings  are  solid  mahogany.  The  cases 
all  rest  on  marble  bases.  Rich  carving  relieves  the 
plain  appearance  of  the  woodwork.  The  cases  are 
lined   with   rich   green   plush,   and   when   they   are 
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A  Striking  Display  Front  and  Handsome  Interior 


Front  view  of  Blair's,  Limited.  Ottawa,  showing  curved  windnw^  ami  dimlilc-dcik 

display    arrangement. 


Interior  view  of  Blair's,  Limited,  Ottawa,  taken  from  the  door  looking    into   the  store.     Note 
curved  display  cases  at  the  front  in  which  goods  are  neatly  arranged.     Palms,  fiowers 

and  foliage  decorate  the  store. 
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lighted  up  with  bright  tungsten  lamps,  look  very 
handsome.  Eleven  five-light  electroliers  hanging 
from  the  ceiling  provide  the  light  for  the  main  part 
of  the  store. 

The  show  windows  are  of  a  unique  design.  There 
is  one  on  each  side  of  the  door  measuring  10  feet 
deep,  12  feet  wide  and  about  6  feet  high.  Over 
these  is  a  double  decker  33  feet  wide,  10  feet  deep 
and  4  feet  high,  which  is  used  for  very  effective  dis- 
play purposes.  Several  small  electric  lamps  are 
tucked  away  in  convenient  corners,  and  provide  a 
brilliant  light  at  night.  The  plate  gla^s  of  the  win- 
dows is  set  in  solid  copper,  giving  them  a  distinc- 
tive appearance. 

There  M'as  a  profusion  of  flowers  throughout  the 
store  on  the  two  opening  days,  and  during  the  after- 
noons and  evenings  an  orchestra  rendered  a  pro- 
gramme of  popular  music.  Hundreds  accepted  the 
invitation  of  the  proprietor,  W.  H.  Blair,  and  looked 
through  the  store.  On  the  following  Thursday, 
March  21,  the  first  sale  was  made,  and  since  then  the 
amount  of  business  done  has  been  very  gratifying. 

Blair's,  Ltd.,  cater  to  the  l)est  and  medium-cla.ss 
customers.  There  appears  to  be  a  decided  snap 
about  their  goods.  Everything  is  sold  for  ca.sh;  no 
one  will  be  given  credit.  There  are  to  be  no  cut 
price  sales  held,  and  all  goods  will  be  one  price  to 
everybody.  The  policy  of  the  store  is  'Tf  goods  don't 
satisfy  the  purchase  money  will  be  returned." 

No  special  line  of  advertising  has  yet  been  de- 
cided upon,  beyond  using  large  space  in  the  local 
newspapers.  For  the  benefit  of  young  men  particu- 
larly, a  fashion  bulletin  will  be  posted  in  the  win- 
dows every  week.  This  bulletin  will  be  secured  from 
New  York. 

Authorities  say  that  more  money  is  spent  in  Ot- 
tawa on  men's  furnishings  than  in  any  other  city  in 
Canada  in  proportion  to  its  population.  This,  Mr. 
Blair  considers  very  encouraging.  So  far,  he  is  more 
than  pleased  with  the  amount  of  business  he  has 
done. 

As  an  inducement  to  his  nine  salesmen,  Mr. 
Blair  offers  a  commission  to  them  after  they  have 
sold  the  amount  of  goods  each  day  which  he  thinks 
an  aggressive  salesman  should  sell.  He  owns  a 
clothing  store  in  Montreal  on  the  corner  of  Bleury 
and  St.  Catherine  Street-^.  Mr.  Blair  was  born  in 
Lindsay,  Out.,  40  years  ago.  His  father  was  a  tailor 
there,  and  he  learned  the  business  with  his  father, 
and  then  opened  a  store  for  himself  in  Montreal 
eight  years  ago. 


Pointers  for  Better  Business 

Another  letter  from  an  employe  -who 
gives  a  suggestion  to  the  boss  —  Advises 
against    unwarranted    prices    concessions 

Editor  Men's  Wear  Review. — No  boss  should 
make  a  price  concession  to  a  customer  after  a  sales- 
man has  tried  to  sell  him  an  article  at  the  marked 
or  advertised  price,  unless  for  excellent  reasons.  I 
am  not  saying  that  this  has  happened  very  frequent- 
ly in  our  store,  but  I  have  seen  enough  of  it  to  know 
that  it  is  a  bad  practice.  Among  those  who  are  fav- 
ored in  this  way,  it  creates  the  impression  that  the 
.salesman  stands  about  half  way  between  them  and 
the  best  price  and  that  a  price  ticket  or  an  advertise- 
ment does  not  always  mean  what  it  says.  A  little 
incident  will  show  what  I  mean.  Some  time  ago  we 
decided  to  see  what  we  could  do  with  shirts  of  a 
better  quality  and  higher  price  than  we  were 
handling.  We  had  been  running  along  with  lines 
at  $1  and  $1.50,  but  a  manufacturer  had  induced 
the  boss  to  try  the  $2  and  $2.50  classes.  We  got  in 
a  very  fine  range  and  advertised  them.  One  day  an 
old  customer  came  in  and  wanted  to  see  some  shirts. 
Said  he  didn't  want  to  go  higher  than  $1.50.  We 
showed  him  some  of  our  choicest  patterns  at  that 
figure,  and  then  tried  to  introduce  our  $2  and  $2.50 
lines.  He  took  a  particular  fancy  to  one  at  the 
latter  price,  but  said  he  had  never  paid  more  than 
$2  for  a  shirt  in  his  life  and  didn't  see  where  there 
could  be  $2.50  value  in  a  shirt.  I  did  what  I  could 
to  show  him  the  difference,  but  he  spied  the  boss  in 
another  part  of  the  store  and,  shirt  in  hand,  rushed 
over  to  him.  After  ten  minutes'  wrangling  the  boss 
told  me  to  "let  Mr.  —  have  this  shirt  for  $2."  I  was 
considerably  put  out  about  it,  because  I  felt  that  if 
the  boss  hadn't  been  there  I  could  have  got  my  price. 
I  also  know  that  this  customer  advertised  the  fact 
that  he  got  a  $2.50  shirt  for  $2  at  Blank's,  and  this 
reqviired  some  explaining  with  two  or  three  other 
customers.  We  have  built  up  a  good  business  in 
better  cla^s  shirts,  however,  and  on  the  whole  the 
boss  backs  up  his  salesmen  pretty  well.  But  when  a 
man  goes  into  the  umpiring  business,  whether  it  is 
a  case  of  .shirts,  socks  or  baseball,  he  has  to  be  mighty 
canny  about  his  decisions.  An  unwise  precedent  is 
a  hard  master. 


Don't  forget  that  the  customers  coming  into  your 
store  for  the  first  time  will  get  impressions.  Don't 
fail  to  have  them  good  ones. 

Don't  ever  forget  that  the  man  you  count  on  as 
your  regular  customer  is  some  other  fellow's  pros- 
pect. 
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CORRECT  DRgS  F°R^EN 

DETAILS  OF  MALE  ATTIRE  FOR  ALL  OCCASIONS  OBTAINED  FROM  AUTHORITATIVE  SOURCES 
AND   CORRECTED    FROM    TIME    TO   TIME   IN   ACCORDANCE   WITH    CHANGE    OF    VOGUE 


Evening  Dress — Formal 

Weddings,  Dinners,  Receptions 
Theatre  or  Dance 

Overcoat — Light-weight  black  Chesterfield, 
opera  cape  or  Inverness.  Coat — Swallowtail 
of  vicuna  or  dress  worsted,  with  lapels,  "Ilk- 
faced  to  the  edge.  Waistcoat — White  fancy 
silk  or  white  wash  material.  Trousers — Same 
material  as  coat,  with  silk  braid  down  out- 
seam.  Collar — Poke,  wing  or  band,  cuffs 
with  square  or  round  corners.  Shirt — Plain 
linen  or  pique,  stiff  bosom,  with  one  or  two 
studs.  Cravat — White,  of  silk,  pique,  linen  or 
cambric.  Gloves — White  glace  kid  or  white 
silk.  Jewelry — Pearl  links  and  studs  to 
match.  Hat — Black  silk  or  opera  hat.  Foot- 
wear— Patent  leather  pumps,  with  black  silk 
or   lisle  socks,    plain    or   self-clocks. 


Evening  Dress — Informal 

Informal  and  Home  Dinners 
Club  or  Stag 

Overcoat — Light-weight  evening  coat  of 
Chesterfield  of  black.  Coat — Dinner  jacket  In 
plain  or  self-striped  black;  swallowtail  If 
worn  with  black  waistcoat  and  tie.  Waist- 
coat— Same  material  as  coat  and  bound  with 
braid  if  desired.  Trousers — To  match  coat, 
outseams  plain  or  braided.  Shirt — Plain 
dress  shirt  or  pleated  bosom.  Collar — Wing 
and  band;  double  styles  are  often  worn. 
Cuffs  —  Single  or  double.  Cravat  —  Black. 
Gloves  —  White  buckskin  or  pale  grey 
Buede.  Jewelry  —  Pearl  or  gold  cuff 
links  and  studs  to  match.  Hat — Derby  or 
soft,  black  tuxedo.  Footwear — Pumps  or  pat- 
ent low  shoes,  bluchers  or  bals.  Black  silk 
or  lisle  half-hose,  white  shot  or  white  clocks. 


Day  Dress — Formal 

AftsrnooD  Weddists,  Beceplioos,  House  Galls,  Hatioees 
Overcoat — Chesterfield  in  black  or  grey 
cheviot  or  vicuna.  Coat — Full  frock  of  black, 
or  morning  coat  of  black  or  dark  grey 
with  bound  edges.  Waistcoat — Fancy  white 
pique,  delicate  shades  of  silk  or  same 
material  as  morning  coat.  Trousers — Grey- 
striped  cheviot  or  worsted.  Shirt — White, 
stiff,  plain  bosom,  with  frock  coat;  with 
morning  coat,  neat  stripes  or  white  pleats 
are  permissible.  Collar  —  With  frock  coat, 
the  wing  or  straight  collar  to  meet  In 
front  and  lap  over.  Cuffs — Stiff,  single  or 
double.  Cravat — Four-ln-hand  or  once  over 
In  "-^•  black  and  white  effects  or  grey. 
Gloves — Grey  suede  or  tan  glace  kid.  Hat — 
Silk.  Derby  is  sometimes  worn  with  the 
morning  coat.  Footwear — Dongola  kid  or 
calfskin  shoes.  Hosiery  of  plain  black  or  with 
clocks. 


Day  Dress — Informal 

Business  Purposes 
Travelling,  etc. 
Overcoat— For  Fall,  light-weight  Chester- 
field. For  Winter,  Chesterfield  or  double- 
breasted  overcoats;  ulster  for  stormy  wea- 
ther. Coat — English  walking  coat,  sacque  and 
morning  coat.  Waistcoat — Same  material  as 
coat.  Trousers — Same  material  as  coat.  Shirt 
— Soft,  plain  or  pleated  bosom.  Collar — Fold 
or  wing.  Stiff  cuffs,  corners  round  or  square. 
Necktie  —  Four-ln-hand,  with  open  end. 
Gloves^Cape  walking  gloves  and  natural 
chamois,  jewelry— Links  and  studs  of  pearl 
or  grey,  neat  watch  chain  or  fob.  Hat — 
Derby  or  soft  fedora  style.  Footwear — Black 
or  tan  calf  boots.  Plain  or  fancy  socks  In 
quiet  shades. 


For  Outing  Wear 

Nearly  every  form  of  sport  or  outdoor  ex- 
ercise has  its  adaptable  outfit.  Utility  and 
not  style  is  often  the  governing  point,  and 
it  is  difficult  to  tell  very  often  just  where 
the  serviceable  business  suit  should  be  dis- 
carded. In  motoring,  for  example,  the  man 
who  Is  well  protected  by  an  ulster  of  a  color 
that  will  not  easily  become  travel-soiled  need 
not  worry  if  the  distinctive  motoring  garb 
ends  there.  These  ulsters  are  made  In  loose, 
double-breasted  style,  with  belted  back,  giv- 
ing a  military  effect,  wide  collar,  wind  cuffs, 
etc.  Sweater  coats,  knitted  gloves,  knitted 
vests,  Alpine,  golf  and  driving  caps,  flannel 
or  Oxford  shirts,  tweed  knickers,  heavy  tan 
shoes,  reefers  or  Norfelk  Jackets,  are  all  ac- 
cessories which  mark  departure  from  regular 
garb   for  outing   purposes. 


Dress  for  Funerals 

For  funeral  wear,  the  man  who  adheres 
strictly  to  black  Is  on  the  safe  side.  The 
black  frock  coat,  with  trousers  to  match,  or 
dark,  unobtrusive,  striped  pattern,  white  laun- 
dry, black  necktie,  black  silk  hat,  with  mourn- 
ing band,  black  gloves  and  shoes,  constitute 
the  correct  dress  for  mourners  and  pall- 
bearers, but  generally  there  are  many  de- 
partures from  the  rule.  The  cutaway  coat 
often  replaces  the  frock  coat,  the  stiff  hat  Is 
seen  where,  to  be  correct,  the  tall  silk  bat 
should  be,  and  the  black  sacque  suit  Is  more 
frequently  seen  than  either  the  frock  or  ths 
cutaway.  Strict  style  ethics  in  the  matter 
of  funeral  is  often  more  closely  adhered  to 
in  the  large  centres  of  population  than  In 
those  sections  where  a  funeral  creates  an 
emergency  for  which  wardrobes  are  by  n« 
means    properly   equipped. 


Employer    Has    Message    for   Employe 

Questions  referred  to  in  last  number  are  discussed  —  Each  has  two  sides 
—  Former  employe  tells  how  boss  inspired  his  ambition  and  gave  him 
lecture  which  placed  him  on  his  feet —  Merchant  finds  staff  conferences  useful 


MERCHANTS  who  have  responded  to  the  in- 
vitation of  the  Men's  Wear  Review  to  use 
the  columns  of  this  paper  for  the  purpose 
of  conducting  a  symposium  of  suggestions  to  the  em- 
ployer, have  taken  up  a  number  of  very  important 
questions,  some  of  which  are  in  reply  to  the  letters 
written  by  employes  in  the  last  number.  There  are 
always  two  sides  to  a  question,  and  when  The  Review 
published  the  letters,  it  did  not  take  the  ground  that 
either  side  could  claim  that  final  degree  of  perfection 
which  each  would  like  to  see  in  the  other. 

The  Review's  idea  in  asking  for  these  suggestions 
from  employers  as  well  as  employes,  was  that  differ- 
ent viewpoints,  and  various  questions  might  be  de- 
scribed, and  the  better  appreciated  by  those  to  whom 
they  were  presented.  In  some  cases  it  has  been 
known  that  advice  thus  given  in  a  friendly  way  has 
aroused  enthusiasm  and  encouragement,  where  under 
other  circumstances  it  might  have  been  resented. 
Several  of  the  letters  follow : 


■^ 


The  Clock  and  the  Unsettled  Mind 

Editor  Men's  Wear  Review, — It  was  very,  very 
amusing  to  me — that  letter  in  your  last  number  about 
the  "boss  with  an  unsettled  mind,"  who  came  to  busi- 
ness late  and  "unsettled"  things  generally  by  his  bad 
temper.  So  far  as  the  lateness  is  concerned  the  case 
does  not  refer  to  me,  but  I'm  afraid  we  employers 
sometimes  have  veiy  good  reason  for  loss  of  temper 
because  of  carelessness  of  employes  on  this  time 
question. 

We  are  all  more  or  less  human,  and  we  older 
heads  were  young  once  ourselves  and  inclined  to 
err,  but  that  fact  does  not  outweigh  our  moral  obliga- 
tion to  be  punctual.  Our  business  insists  upon  it, 
our  understood  agreement  with  each  other  requires 
it,  system  certainly  demands  it,  and  if  only  for  the 
appearance  of  the  thing,  we  should  respect  the  clock 
quite  as  much  at  8  or  8.30  in  the  morning  as  at  5.30 
or  6  o'clock  at  night. 

I  have  had  men  in  my  employ  who  would  not 
get  down  to  work  at  8.30.  They  were  5,  10,  20  and 
sometimes  half  an  hour  late,  yet  they  were  willing  to 
put  in  the  time  after  5.30.  I  have  told  them  that  I 
did  not  want  them  to  do  so — that  the  shop  opened  at 
such  a  time  and  closed  at  such  a  time,  and  that  my 
business  demanded  an  adherence  to  that  rule. 

Some  of  them  pointed  out  that  customers  some- 
times required  them  to  remain  a  few  minutes  later. 


That  may  be,  but  with  regard  to  these  late  customers 
I  have  noticed  this,  that  it  were  better  to  have  denied 
admittance  to  some  of  them  than  to  have  them  waited 
upon  by  a  salesman  who  was  impatient,  fidgety  and 
ill-tempered  because  time  was  up;  that,  for  every 
minute  expended  on  customers  after  hours,  a  sales- 
man sometimes  wastes  three  to  five  minutes  during 
the  day.  Where  a  faithful  employe  has  to  remain 
after  hours  for  any  length  of  time,  I  shall  always 
make  it  right  with  him  in  time  or  otherwise. 

Yes,  the  employer  may  have  an  unsettled  mind 
at  times,  but  there  would  be  less  of  it  if  some  em- 
ployes had  settled  ideas  in  their  heads  about  the  first 
needs  of  business,  and  their  responsibility  to  the  boss. 


Allows  Employees  Half  a  Day 

Editor  Men's  Wear  Review, — In  your  last  num- 
ber you  had  a  letter  from  an  employe  stating  that  his 
boss  was  sometimes  late  in  getting  down  to  work. 
Now,  I  am  always  on  hand  at  my  shop  at  8.30  in 
the  morning,  unless  something  very  serious  prevents. 
My  men  are  there,  too.  Seldom  do  I  have  to  speak 
to  one  of  them  on  that  score.  About  three  years  ago, 
I  adopted  the  plan  of  giving  each  of  my  men  a  half 
day  every  week.  I  figured  that  they  were  entitled  to 
it,  because  of  after-time  work  required  of  them.  They 
appreciated  this  consideration,  and  they  are  most 
willing  to  give  me  an  hour  or  two  of  their  time  when- 
ever I  require  it.  A  co-operative  spirit  between  the 
boss  and  his  men  generally  secures  the  best  results.. 


Employers  Who  "  Butt  In  " 

Editor  Men's  Wear  Review, — A  letter  in  your 
paper  criticizes  merchants  for  urging  people  unduly 
to  buy  goods.  I  am  glad  it  is  an  employe  who  make^ 
this  criticism,  because  it  gives  me  an  opportunity  to 
say  a  word  or  two  on  the  other  side.  Do  you  know 
that  much  business-  is  secured  during  the  year  by 
merchants  who  "butt  in."  I  have  seen  salesmen  wait- 
ing on  customers  in  such  an  indifferent  way  that  it 
is  a  wonder  these  people  ever  entered  the  store  again. 
Just  the  other  day  I  was  passing  a  salesman  and  cus- 
tomer who  was  trying  on  an  overcoat.  "Well,  I  think 
it  will  do,"  was  the  somewhat  argumentative  sentence 
that  caught  my  ear.  "You  think  what  will  do?"  I 
asked  as  I  stopped  short.  "Mr.  Blank  thinks  there 
is  too  much  fullness  under  the  arms,  and  I  think  it 
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is  pretty  fair,"  was  the  reply.  I  looked  at  the  coat, 
found  that  the  salesman  was  partly  right  and  partly 
wrong,  but  told  the  customer  that  we  would  have  it 
altered  to  suit  him.  He  was  already  peeved,  and  I 
feel  sure  that  my  "butting  in"  held  the  sale. 

I  said  nothing  to  the  salesman,  but  had  a  number 
of  show  cards  printed  with  the  words,  "Pretty  fair  is 
not  good  enough  for  customers  in  this  store,"  and 
placed  them  in  two  or  three  of  the  departments.  I 
think  those  cards  did  some  good. 

I  agree  that  it  is  not  wi.se  to  hound  a  customer, 
but  with  all  due  discretion,  a  boss  should  not  forget 
that  it  is  his  privilege  to  "butt  in." 

It  sometimes  saves  the  day.  Do  not  do  it  in  such 
a  way,  however,  that  the  salesman  may  regard  it  as 
an  evidence  of  your  lack  of  confidence  in  him. 


Finds  Conferences  Very  Helpful 

Editor  Men's  AVear  Review, — I  like  this  idea  of 
asking  for  suggestions  from  both  sides,  and  I  hope 
it  wdll  encourage  employes  to  develop  the  idea  of 
personal  interest  in  the  store  where  they  are  em- 
ployed. I  am  one  of  those  who  believes  in  a  frequent 
conference  with  my  staff.  They  all  enjoy  it,  and  do 
not  hesitate  to  give  me  an  hour  or  two  of  their  time 
to  talk  matters  over.  They  know  I  appreciate  their 
interest  in  the  busines.s,  and  that  when  they  help  me 
they  are  helping  themselves.  Once  in  a  while  I 
hold  a  staff  dinner,  and  previously  prepare  a  little 
programme  as  a  basis  for  after  discussion.  Such  sub- 
jects as  these  are  submitted :  Can  anything  be  done 
to  improve  the  selling  power  of  our  display  windows? 
What  can  be  done  to  improve  our  advertising?  Has 
there  been  any  line  suggested  by  customers  recently 
which  you  think  we  should  have?  What  outside 
comments  or  criticisms  do  you  hear  with  reference 
to  our  store?  Have  you  noted  an  unusual  demand 
for  any  article  recently?  Suggestions  from  salesmen 
to  buyers? 

Such  questions  as  these  always  bring  out  some 
interesting  points,  and  I  will  say  that  they  have  been 
very  helpful.  The  merchant  who  has  a  staff  devoid 
of  suggestions,  or  who  are  afraid  to  approach  him 
with  ideas  is  entitled  to  the  prayers  of  the  men's  wear 
trade. 


Ambition,  Address  and  Clean  Linen 

Editor  Men's  Wear  Review, — I  have  just  read 
what  one  of  your  correspondents  has  said  about  em- 
ployers smothering  the  ambition  of  their  men  by 
abusing  their  knowledge  of  circumstances,  tempera- 
ment and  general  disposition.  Whoever  wrote  that 
letter  touche<l  upon  a  serious  truth,  no  doubt,  but 
sometimes  a  merchant  has  not  much  choice.  To  dis- 
courage a  young  man,  to  hold  him  back,  and  keep 
him  on  poor  salary,  when  a  pat  on  the  back  or  a  little 


backbone  strengthening  would  help  him  along,  is 
certainly  the  wrong  attitude  for  a  merchant  to  take. 

The  letter  which  you  publish,  however,  recalls  my 
own  interesting  experience.  I  learned  the  men's 
wear  business  in  the  Old  Country,  but  on  coming  to 
Canada,  a  somewhat  backward  disposition  handi- 
capped me.  I  secured  a  position  in  a  large  depart- 
ment at  $10  a  week,  and  thought  that  a  fair  start. 
A  year  went  by  and  still  there  was  no  advancement 
in  salary.  I  had  tried  to  make  myself  useful  and,  on 
different  occasions,  my  more  practical  knowledge  of 
fabrics  and  weaves  helped  me.  Eighteen  months 
went  by  and  still  no  increase.  I  went  to  the  manager 
about  it  and  he  said  he  had  been  watching  me  and 
had  decided  to  let  me  go,  along  with  one  or  two 
others.  I  went  to  an  exclusive  store  in  the  city  and 
secured  an  interview  with  the  boss,  told  him  all  about 
myself  and  he  finally  agreed  to  give  me  a  chance.  I 
date  what  little  success  I  have  achieved  from  the  first 
Monday  in  that  shop. 

One  of  my  customers  was  a  well  dressed,  but 
rough-and-ready  "sport."  He  said  he  wanted  some- 
thing "nifty"  for  informal  day  wear.  We  were  then 
featuring  hunting  coats  or  business  frocks  as  some- 
thing desirable,  and  I  showed  him  a  sample.  I  am 
afraid  that  I  was  very  much  excited,  and  made  a  very 
bad  fit  of  it.  When  I  was  looking  through  the  rack, 
the  customer  walked  over  to  the  cash  desk,  and  I 
noticed  him  point  his  thumb  over  his  shoulder  at  me 
and  chuckle.  "What's  the  matter.  Bill?"  I  heard 
the  boss  ask.  "Tell  your  young  man  my  heart  goes 
out  to  him,  but  I  can  do  nothing  for  him  to-day." 
The  boss  took  him  in  hand  and  made  a  sale. 

Then  the  boss  took  me  in  hand.  "Young  man, 
I  want  you  to  sell  me  a  suit  of  clothes,"  said  he.  "Re- 
member I  am  a  customer ;  you  are  an  ambitious  sales- 
man. Personall}'',  I  prefer  blue  serge,  but  you  should 
have  something  in  grey  tweed  that  would  appeal  to 
me.  Now,  get  busy."  "Vm  afraid,  sir — "  I  began, 
and  the  boss  landed.  "Young  man,  don't  be 
afraid  of  anything.  Look  your  customer  straight  in 
the  eyes.  Ascertain  his  wants  in  a  polite,  dignified 
way.  When  that  customer  approached  you,  he  says 
you  looked  as  if  you  expected  him  to  hit  you.  Ginger 
up ;  if  j'ou  are  going  to  make  a  success  here,  you  must 
aspire  to  something.  Keep  this  in  mind,  some  day 
you  may  own  this  business.  I  like  your  appearance. 
You  have  a  thorough  practical  knowledge.  Conduct 
yourself  like  a  rational  British  subject,  and  remem- 
ber that  ambition,  address  and  a  clean  collar  and 
shirt  are  first  essentials  of  good  salesmanship." 

That  lecture  put  me  on  my  feet.  I  did  every- 
thing that  I  possibly  could  to  please  that  man.  He 
appreciated  it  and  helped  me.  That  is  four  years 
ago.  Now  T  have  a  nice  little  men's  wear  business  in 
this  western  land,  and  have  given  quite  a  few  sales- 
men that  message  about  ambition,  address  and  a  clean 
collar  and  shirt. 


The    Prevention  of    Fraud  in    Business 

Steps    which    are    being    taken    to    raise    the    standard    of    conducting    busi- 
ness  and    the    discouragement    of    fraudulent    methods  —  The    Bulk    Sales 
Act  —  Legislation    in    the    various    Provinces. 
By    Howard    R.    Wellington. 


ONE  of  the  most  discouraging  features  of 
modern  business,  more  especially  in  the 
smaller  towns,  is  the  sale  of  goods  at  a  rate 
on  the  dollar,  and  the  dumping  of  same  on  the 
m^arket  of  the  town  at  ridiculous  prices,  demoralizing 
legitimate  business  for  a  time  at  least. 

In  some  cases,  when  a  merchant  simply  cannot 
cope  with  existing  conditions,  and  cannot  secure  an 
extension,  it  may  be  necessary  for  him  to  assign,  in 
whicih  case  his  stock  is  sold  at  a  rate  on  the  dollar, 
and  immediately  a  sale  commences  at  cut-rate  prices. 

But  I  refer  more  particularly  to  the  case,  and  it 
is  a  frequent  occurrence  of  late,  when  a  debtor  will 
sell  his  stock  en  bloc  to  another  party  at  a  rate  on 
the  dollar  or  at  an  agreed  figure,  and  then  skip  the 
country  with  the  proceeds  of  his  sale,  leaving  not 
so  much  as  a  pin  for  the  creditors.  This  is  a  kind 
of  fraud  perpetrated  in  all  but  two  or  three  provinces 
in  the  Dominion,  there  being  no  legislation  in  all  the 
other  provinces  to  prevent  it. 

AVhether  the  debtor  skips  to  the  States  or  not, 
the  man  who  buys  him  out  is  free  in  most  of  the 
provinces  in  the  Dominion,  to  continue  in  business 
without  molestation,  unless  you  can  prove  inten- 
tional fraud,  and  this  is  well  nigh  impossible. 

THE  EXCEPTIONS. 

In  Manitoba  and  Saskatchewan,  largely  through 
the  instrumentality  of  the  Canadian  Credit  Men's 
Association,  Limited,  legislation  has  been  passed  to 
pr-rvent  a  merchant  selling  his  business  en  bloc  with- 
out the  written  consent  of  60  per  cent,  of  his 
creditors. 

THE    REMEDY. 

Should  a  purchaser  buy  such  a  stock  without 
the  necessary  consent,  the  creditors  can  immediately 
recover  against  his  stock. 

THE   RESULT. 

As  a  result  of  such  a  measure  it  is  not  safe  for  a 
retailer  to  sell  without  first  going  to  his  principal 
creditors  for  their  consent. 

FALSE    STATEMENTS. 

There  is  at  present  no  legislation  for  the  punish- 
ment of  the  publishers  of  false  statements  about 
their  business.  Any  jobber  or  wholesaler  will  admit 
that  some,  yes,  a  great  many,  of  the  signed  state- 
ments published  are  false,  and  yet  there  is  no  law 
to  prevent  a  man  from  issuing  such  a  statement  and 
obtaining  a  line  of  credit  from  his  wholesaler. 


Assets,  in  the  nature  of  real  estate,  merchandise, 
etc.,  may  be  inflated  to  ^how  a  very  fair  statement, 
and,  again,  liabilities  which  actually  exist  may  con- 
veniently be  omitted.  Convictions  are  very  difficult 
under  the  present  law  in  regard  to  fraudulent 
debtors. 

A   BILL   OF   SALE. 

When  a  man  sells  his  business  the  law  demands 
that  a  l)ill  of  sale  (a  written  document)  shall  be 
filed  with  the  clerk  of  the  county  court  where  busi- 
ness is  carried  on,  provided  the  purchaser  does  not 
take  immediate  possession.  In  the  case  of  the  pur- 
chaser taking  immediate  possession,  no  such  bill  of 
sale  is  necessary.  It  is  to  prevent  the  purchaser  and 
the  debtor  entering  into  a  collusive  arrangement  to 
defraud  the  creditor  that  steps  are  now  being  taken 
to  obtain  legislation  in  Ontario  similar  to  that  in 
force  in  Manitoba  and  Saskatchewan,  known  as  the 
"Bulk  Sales  Act." 

In  case  of  collusion  there  may  or  may  not  be 
any  €ash  handed  over  by  the  purchaser  to  the  debtor, 
the  latter  in  any  case  giving  a  receipt  for  it.  The 
new  man  takes  possession,  has  paid  for  his  stock,  or 
says  he  has,  and  acknowledges  no  liability  to  the 
creditors. 

CLAUSES   OF    PROPOSED   BILL. 

Every  person  bargaining  for,  buying  or  pur- 
chasing any  stock  in  bulk  for  cash  or  on  credit  from 
a  merchant,  before  closing  the  purchase  and  before 
paying  any  part  of  the  purchase  price  or  giving  any 
note  or  security  therefor  shall  demand  of  and  receive 
from  the  vendor  and  the  vendor  shall  furnish  a  state- 
ment in  writing  verified  by  the  statutory  declaration 
of  the  vendor  or  his  duly  authorized  agent  contain- 
ing the  name  and  address  of  every  creditor  of  the 
vendor  for  an  amount  exceeding  $50  and  stating  the 
amount  of  the  indebtedness  or  liability  due,  owing, 
payable  or  accruing,  or  to  become  due,  by  the  vendor 
to  such  creditor. 

If  the  purchaser  fails  to  obtain  such  statements 
or  a  document  purporting  to  be  such  statement  veri- 
fied as  provided  by  the  next  preceding  section  before 
completing  the  sale  the  sale  shall  be  deemed  to  be 
fraudulent  and  void  as  against  the  creditors  of  the 
vendor  unless  the  whole  of  the  proceeds  of  such  sale 
are  in  fact  applied  by  the  vendor  to  or  towards  the 
payment  of  all  his  creditors  pro  rata  without  giving 
any  preference  or  priority  to  one  over  another,  except 
such  as  is  provided  for  by  law  or  previous  contract. 


Season's  Vogue  in  Hats  and  Caps 


Fall  lines  indicate  the  strong  position  of  soft  hats  —  Felts,  silk  finishes, 
mohairs  and  velours  are  again  shown  —  Little  change  in  stiff  hat  styles 
—  Vogue  of  the  soft  hat  has  induced  many  smart  dressers  to  double  up  on 
their  supply  —  A  development  for  tactful  salesmanship  to  secure  best  results 


MANY  of  those  trade- winning  features  in  men's 
Spring  hats  are  represented  in  the  new  Fall 
lines,  in  improved  or  modified  form.  Soft  hats  have 
undoubtedly  been  booked  for  a  long  run,  and  in  the 
Fall  ranges  there  are  a  number  of  models  which  will 
answer  this  demand.  There  are  cheviot-finish  felt 
knockabouts,  the  stylish  silk  finished  fedora  type, 
the  mohair  finish  and  the  velour,  and  the  colors  in- 
clude grey,  tan,  brown  and  green  mixtures.  The  in- 
creasing strength  of  soft  hats  has  certainly  broad- 
ened the  trade's  operations,  and  has  given  greater 
emphasis  to  the  expression  of  that  individuality  in 
clothes  so  characteristic  of  the  Canadian  demand. 
This  extended  range  has  also  placed  its  exactions 
upon  salesmanship  in  the  hat  department  since  men 
who  have  long  worn  the  Derby  types,  may  now  be 
induced,  by  skilful  handling,  to  consider  the  soft 
hat,  without  relinquishing  the  Derby.  Thus,  many 
a  man  has  doubled  up  on  his  supply  of  hats.  The 
variety  of  treatments  in  materials  and  the  wide  diver- 
sity of  shapes  has  helped  the  merchant  to  cater  to  a 
larger  field  of  prospects  than  would  be  the  case  where 
style  features  were  confined  to  a  few  numbers  such 
as  a  few  years  ago. 

There  are  very  few  changes  in  Derby  shapes. 
The  tendency  is  still  towards  the  low  crown  and 
wide  brim  for  young  men,  with  measurementvS  around 
41/^  by  2i'8,  while  other  models  to  suit  the  size  or 
■age  of  the  customer  range  from  5  by  2  to  5%  to 
2%.  Not  everyone  can  wear  the  flat  set  styles  that 
are  now  the  vogue,  and  this  may  be  one  thing  that 
has  helped  the  increasing  favor  for  the  neat,  well- 
balanced  soft  hat,  in  which  colors  may  be  had  to 
match  almost  any  shade  of  suit  or  overcoat.  In  fact, 
it  may  almost  be  said  that  the  soft  hat,  as  well  a.s 
the  cloth  cap,  are  now  finding  a  place  in  the  ward- 
robe of  every  well-dressed  man.  The  cap  meets  his 
requirements  for  driving  or  outing  wear,  and  here 
also  specialization  in  manufacture  has  been  followed 
up  by  more  aggressive  display  methods,  advertising 
and  merchandising  on  the  part  of  the   merchant. 


Reports  from  English  hat  manufacturing  centres 
such  as  Denton  and  Stockport  are  to  the  effect  that 
some  setback  in  production  was  occasioned  by  the  coal 
strike.  Delivery  difficulties  on  importations  of  Eng- 
lish hats  are,  therefore,  anticipated. 


The  decline  of  straw  plaiting  as  a  British  indus- 
try is  synonymous  with  a  phenomenal  growth  in  the 
kindred  trade  of  straw  hat  manufacturing,  and  whilst 
fifty  or  sixty  years  ago  one  might  have  travelled 
through  the  rural  districts  of  Hertfordshire  and  Bed- 
fordshire and  found  whole  families  engaged  in  work- 
ing up  British  grown  wheat  straw  into  straw  plait, 
to-day  one  might  travel  over  the  whole  of  the  same 
country  yet  not  find  one  representative  of  this  old 
industry  engaged  in  like  manner.  The  straw  plait 
making  started  about  seventy  or  eighty  years  ago. 
Hertfordshire  and  Bedfordshire  were  the  two  coun- 
ties which  chiefly  grew  wheat  stray  suitable  for  mak- 
ing straw  plait.  Particularly  in  mid-Hertfordshire 
the  farmers  grew  the  special  white  straw  from  Chittim 
wheat,  and  at  that  period  so  great  a  value  was  attach- 
ed to  the  straw  itself  that  the  corn  became  quite  a 
secondary  consideration,  the  straw  being  the  thing. 
The  first  blow  to  the  plaiting  industry  came  about  25 
years  ago.  when  China  began  exporting  large  quanti- 
ties of  Chinese-made  straw  plait  into  this  country,  the 
main  feature  of  the  Chinese  plait  at  that  time  being 
its  comparative  cheapness  rather  than  exceptional 
quality.  The  final  step,  however,  which  ultimately 
led  to  the  almost  absolute  abolition  of  the  English 
straw  plait  industry  was  the  introduction  about  15 
years  ago  of  Japanese  straw  braid.  Far-seeing  Eng- 
lish straw  hat  manufacturers  immediately  realized 
that  in  the  Japanese  straw  braid  they  had  an  article 
which  would  produce  a  hat  much  lighter  in  weight 
than  ]<]nglish  straw  and  at  the  same  time  much  more 
sightly  in  appearance,  the  Japanese  straw  possessing 
qualities  which  climate  and  other  conditions  ren- 
dered quite  impossible  in  English-grown  straw. 
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Special  Man    For    Underwear    Section 

Plan   adopted    by   Dunfield   &   Co.,  Toronto,     developed     department    along 

most   profitable    lines  —  Serious    stock  problems    done   away  with  —  Weekly 

report   sheets    on    lines   requiring    repeats. 


WHILE  careful  stock-keeping  is  absolutely 
necessary  in  every  section  of  the  men's  wear 
store  and  department,  the  fact  applies  pro- 
bably with  greater  force  to  underwear  than  to  any 
other.  The  problem  is  how  to  avoid  that  accumula- 
tion of  odd  garments  and  left-overs  at  the  end  of  the 
season,  which,  cleaned  out  at  sacrifice,  tend  to  reduce 
the  margin  of  profit. 

When  a  men's  wear  dealer  puts  his  money  into 
underwear,  he  can  assure  himself  that  it  will  not  have 
the  same  rapid  turnover  as  neckwear,  collars  or  other 
lines  on  which  the  call  is  frequent  from  the  same 
csutomers  during  the  season.  A  man  who  buys  one 
or  two  suits  of  underwear  early  in  the  season  may  not 
again  be  seen  there  until  the  succeeding  season :  if  he 
does  return,  it  is  probably  for  one  garment  to  match 
another  in  a  suit  previously  bought.  Hence,  under- 
wear requires  careful  handling  in  order  to  get  best 
results. 

The  plan  adopted  by  Dunfield  &  Co.,  Toronto, 
three  years  ago,  is  one  that  converted  the  underwear 
section  from  a  doubtful  into  a  profitable  proposition. 
Previous  to  the  change,  any  member  of  the  sales- 
force  was  permitted  to  sell  underwear,  and  the  stock 
was  subject  only  to  the  general  supervision.  At  the 
end  of  each  season,  it  was  found  that  little  attempt 
had  been  made  to  avoid  the  accumulation  of  odd  gar- 
ments, to  keep  slow  sellers  moving,  or  to  plan  for  a 
clean  sheet  through  the  season.  It  was  evident  that 
no  one  member  of  the  general  salesforce  had  con- 
centrated on  knittd  goods  sufficiently  to  be  able  to 
safeguard  against  these  problems  as  effectively  as 
desired. 

SPECIAL  UNDERWEAR  MAN. 

Conditions,  therefore,  suggested  a  special  under- 
wear man,  one  who  knew  knitted  goods  thoroughly, 


who  would  be  responsible  for  the  showing  of  the 
stock  sheet,  who,  in  time,  would  become  an  authority 
on  best  sellers,  develop  along  the  lines  of  specializa- 
tion, and  make  the  department  a  success.  Such  a 
man  was  employed  and  the  desired  results  have  been 
obtained.  When  the  manager  of  this  section  is  in 
the  store,  no  other  member  of  the  staff  is  supposed 
to  serve  there ;  or  if  a  rush  occurs,  the  manager  has 
all  necessary  stock  information  at  his  finger  ends ;  has 
his  odd  garments  well  arranged  and  is  so  well  posted 
in  the  selling  record  of  his  different  lines  that  he 
knows  exactly  where  to  bring  suggestion  or  introduc- 
tion into  play  to  advantage.  At  the  end  of  a  season, 
the  stock  is  in  excellent  condition,  and  the  head  of 
the  business  has  the  assurance  that  records  represent 
a  certain  profit  with  few  comebacks. 

REQUIRES  CAREFUL  HANDLING. 

"Our  underwear  stock,"  said  Gordon  Dunfield,  "is 
turned  over  three  times  a  year,  and  our  neckwear  six 
times,  and  to  the  men's  wear  dealer  this  very  fact 
will  suggest  the  importance  of  careful  handling  in 
the  former.  It  should  not  be  a  case  of  making  one 
department  pay  for  the  deficit  in  another.  Every 
section  of  the  store  should  be  a  success :  if  not,  there 
is  something  wrong.  Probably  the  great  difficulty 
with  the  average  merchant  is  that  he  fails  to  see  the 
importance  of  development  along  better  lines.  There 
are  so  many  different  makes  in  underwear,  with 
prices  so  widely  advertised,  that  it  is  not  an  easy 
matter  to  get  beyond  certain  standards.  One  thing 
that  helps,,  however,  is  that,  as  a  rule,  the  customer's 
practical  knowledge  of  underwear  is  limited.  A  good 
salesman  can  introduce  stuff  that  is  better,  get  the 
customer  interested  and  eventually  make  a  sale.  That 
is  the  kind  of  opening  which  means  a  permanent  pa- 
tron. 
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HilF-^l^ 


— (I 


They  are  fine  gauge  cotton  sox  that  can  be  sold 
at  thelprice  the  average  man  likes  to  pay,  and 
they  give  the  satisfaction  that  brings  him  back 
for  the  rest  of  his  hosiery  and  furnishing  wants. 

You  Can   Recommend   Them 

As  You  Would  Your 

Highest  Priced 

Lines 

"Marathon"  Half-Hose  to  be 
genuine]  must  bear]  the  "Mara- 
thon" name  on  the  foot.  This 
is  a  guarantee  of  fit,  appearance 
and  wear.  They  are  made  in 
all  sizes  and  colors. 

Stock  "Marathon"  and 
give  your  customers  the 
utmost  value  for  their  money. 

Your  wholesale  house  carries 
them. 

L:^a'<|e5t  Hosiery  ^feJlufe.cturer5  in    G^ji^ad'S. 


E.H.W^ALSH  &  CO. 
SOLE   SELLING  AGENTS 


TORONTO.MONTREAL 
AND     WINNIPEG. 
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MANAGER  MUST   KNOW. 

"A  good  many  men  have  their  underwear  bought 
for  them  by  their  mothers,  and  when  they  come  to 
make  a  selection  themselves  they  are  somewhat  at 
sea.  That  is  where  the  special  knit  goods  man  is  use- 
ful. He  is  in  a  position  to  advise.  Under  such  cir- 
cumstances, no  salesman  need  fear  the  competing 
store,  and  with  due  regard  to  the  appearance  and  evi- 
dent taste  of  the  customer,  should  introduce  the  line 
in  which  he  has  greatest  confidence  not  only  as  re- 
gards future  business  from  that  source,  but  reasonable 
profit  to  the  department.  A  salesman  may  almost  al- 
ways take  it  for  granted  that  with  properly  selected 
stock  at  his  command,  an  inquiry  in  underwear 
should  be  a  sale,  because,  as  a  general  rule,  such  an 
enquiry  is  the  result  of  an  immediate  requirement. 

vvep:kly  reports. 

"The  manager  of  our  knit  goods  department  .sends 
in  to  the  office  every  week,  a  report  showing  the  condi- 
tion of  the  stock,  and  on  advise  as  to  the  best  lines  to 
repeat  on.  In  a  few  minutes  he  can  at  any  time,  re- 
turn a  report  upon  any  line.  He  knows  exactly  what 
lines  are  strong  sellers  and  which  are  slow  movers. 


and  the  introducing  qualities  of  each.  In  short,  he 
knows  the  knit  goods  business  from  beginning  to  end 
and  such  a  man  in  the  department  can  do  a  lot  to  es- 
tablish the  confidence  of  customers. 

"During  the  past  few  seasons  combination  under- 
wear have  been  steadily  increasing  in  favor.  As  it 
stands  to-day  in  underwear,  over  $3  a  suit,  our  sales 
are  three  of  combinations  to  two  of  the  two-piece 
suits,  while  in  cheaper  lines  this  proportion  is  revers- 
ed. The  close-crotch  garment  has  helped  consider- 
ably. Of  course,  with  the  growing  favor  of  combin- 
ations, some  of  the  serious  problems  in  the  depart- 
ment are  becoming  reduced  to  a  minimum.  The 
demand  for  one-piece  Summer  garments  coming 
chiefly  from  the  better  class  trade  is  largely  responsi- 
ble for  the  call  for  the  same  style  for  Winter  wear, 
and  the  men's  furnisher  should  see  to  it  that  his  best 
business  in  these  garments  should  be  from  those 
quarters  that  pay  him  best. 

"My  advice  to  the  merchant  is  to  develop  his  un- 
derwear department  along  high-class  lines.  Your 
profit  will  depend  upon  the  extent  to  which  you  spe- 
cialize in  that  direction." 
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Radium  Hosiery 

— the  most  valuable  Hosiery 
for  your   Men's  Department. 


Like  the  precious  mineral  this 
hosiery  is  named  after,  the  "  Radium" 
Hosiery  does  things  others  cannot  do. 
"Radium"  has  buiU  hosiery  depart- 
ments where  others  failed  and  brought 
increased   business   that   others    lost. 

Your  men's  department  is  incom- 
plete  without  this  "big  value"  line. 

Write  to-day  for  samples. 

Perrin  Freres  &  Cie. 

28  VICTORIA   SQUARE,       -       MONTREAL 


The  warm  weather   will    soon   be   here   and   your 
customers  will  be  asking  for 

CHESTER  NEGLIGEE 
SUSPENDERS 

WE  ARE  THE  ORIGINATORS 

in  Canada  of  the  Negligee  Suspender  and  the  "  CHESTER  "  is  the 
Standard  of  the  Dominion. 

Get    the    genuine — the    "CHESTER" — that    made    Negligee 
Suspenders  popular. 

THE  CHESTER  NEGLIGEE 

is  the  only  one  that  can  be  conveniently   adjusted   when   in   use. 

It  has  a  self-adjusting  hitch  at  sides,  which  insures  perfect  fit, 
freedom  of  movement  and  comfort. 

ARE  YOU  PREPARED  TO  SUPPLY   THEIR    WANTS? 

Write  for  sample  and  prices. 


HALLS  LIMITED 


BROCKVILLE, 


ONTARIO 


Complete  stocks  carried  at  our  Winnipeg  ^Va^ehouse, 
148  Princess  Street. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Maintaining-  distinctive  position  for"men's]wear  in  the  advt.  of  the   general 

store  —  Giving   the  advt.   an  identity  under  all  circumstances  —  Exclusive 

space  may  frequently  be  used  with  advantage  —  An   advt.  and   suggested 

improvements  —  Bright    page    byj^Begg    &    Shannon,    Hamilton. 


A  PROBLEM  which  often  confronts  the  ad- 
vertisers of  men's  wear  in  a  store  where  it 
forms  one  important  department  among 
many  is  how  best  to  maintain  distinctive  representa- 
tion for  it  in  the  store's  advertising.  At  certain 
seasons  such  as  the  present,  men's  wear  should  cer- 
tainly either  occupy  a  well-defined  section  of  the 
advertisement  or  an  exclusive  space  entirely  apart 
from  the  other. 

The   advertising   of  the  large   city  stores  illus- 
trates the  importance  of  the  men's  wear  department 
in  that  they  have  frequently  featured  it  exclusively 
in  the  regular    advertising    space.      Specialties  are 
often  made  the  subject  of  strong,  well  illustrated  ex- 
clusive announcements,  while  leaders  are,  as  a  rule, 
to  be  found  in  the  general  store  advertisement.  These 
facts  would  certainly  emphasize  the  assertion,  there- 
fore,  that  the   merchant  must  establish   a   definite 
identity  for  his  men's  wear.    Experience  proves  the 
importance  of  specialization,  and  the  closer  this  idea 
is  adhered  to,  not  only  for  men's  wear,  but  in  other 
departments  as  well,  the  more  certainly  will  his  ad- 
vertising become  effective. 

A  SUGGESTIVE  LAYOUT. 

As  an  illustration,  The  Review  presents  what  may 
be  regarded  as  an  extreme  case,  but  which  is  none 
the  less  interesting  and  instructive.  H.  A.  Sander- 
son, of  Waterford,  has  an  agreement  with  his  printer 
whereby  he  has  exclusive  use  of  a  space  at  the  bottom 
of  the  front  page  in  the  local  paper.  The  printer 
is  reluctant  to  re-arrange  his  page  giving  the  ad- 
vertiser an  up-and-down  space,  and  the  problem  was 
how  best  to  re-arrange  the  advertisement  so  as  to 
make  it  look  more  attractive.  The  Review's  idea  is 
shown  on  the  opposite  page,  where  the  advertisement 
and  the  suggestion  are  illustrated.  There  is  little 
attempt  at  distinctive  departmentizing  in  the  adver- 
tisement, and  the  ornamental  border  is  not  in  ac- 


cordance with  best  ideas,  and  for  a  practical  business- 
bringing  advertisement.  In  the  suggestion  the 
departments  are  well  identified,  the  special  features 
are  emphasized,  and  The  Review  submits  that  it  is  a 
much  better  arrangement,  although  Mr.  Sanderson 
states  that  his  advertisements  always  brought  good 
business.  This  is  explained  probably  by  the  fact 
that  he  has  a  good  idea  of  news  values.  "What  is 
required  is  more  effective  display  to  give  his  adver- 
tisement still  greater  drawing  power  and  make  his 
exclusive  space  still  more  so. 

A  BEGG  &  SHANNON  ADVERTISEMENT. 

Another  advertisement  illustrated  is  a  full-page 
layout    by  Begg  &  Shannon,  Hamilton.     Here  the 


*  A  Bar 'flOdd  Sail  roiK 
Ttble  ■(  •  price  f^ 


Our  Special 
Four-NlnctyFlver 

^        abwT-M      S™    f«W      —M      d,M-l« 


ffOor  Men's  Clothing 

Dept  Keeps  on-  • 

Growing,  Well'  Need 

More  Space 


-S   mat 


Idftie  uui  mcrOplAna,  uid  (hot . 


ing    Busines.    ol    ihi*    city    not 
wuhoul  a  Miuggbt  1      Bi»  we've 

could  not  leauL 


f 


>  buy  wKefe,  when  and  how 
earis  n^^^Tto  u>.  Ii  meant 
h  meani  ■  laving  o(  SZ.50  to 


SUrr  AND  OVERCOAT 


The  "Value  Shoe' 
S3.50 

Ai*  k»n  >t  he',  vw   ■  •  foxL 
K*k  Ivis  tt  »h*t  h.  a^ 


uw    Bk^uid    Pumu  — •ks  di^ 


Dotr  lo 

"The  Duke" 

Our  New  Sprtni  Hal 

$2.00 

"TO  irra^'  or"  S™g  H»i  like  'TV 


A  newsy  full-page  advt.  by  Begg  &  Shannon,  Hamilton. 
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"KING  EDWARD" 

SUSPENDERS 
Retail  30'^"*^^ 


Easily  the  best  value  in  suspenders  The  comfort- 
promoting  construction  and  excellent  finish  of  "  King 
Edward"  Suspenders  make  them  very  rapid  sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN       ::       ONTARIO 


Wreyford  &  Company 

Toronto 
WHOLESALE  MEN'S  FURNISHERS 

Dominion  Agents  for 

YOUNG  &  ROCHESTER,  London 

Manufacturers  Shirts,  Neckwear,  Dressing 
Gowns,  etc. 

TRESSI&lCO.,iLondon 

HighJClass  Hats  and  Caps.     Latest  shapes 
The  "lnver"tand  "Lothian!"j 

AERTEX^CELLULAR 

Underwear  and  Shirts,  -Union  iSuits  and 
k  Shirts  and  Drawers,  stocked  in  Toronto 

T.  H.  DOWNING  &  CO.,  Leicester 

Manufacturers  Hosiery,  Knit  Goods,  etc. 

COHEN  &  WILKS,  Manchester 

Rain  Coats  for  Men  and  Ladies  in  rubber 
and  yarn-proof.  See  our  Hand  Spun  Coats 
for  Spring — The  "Thoroughbred." 

Now  showing  Fall  Samples 
Spring  Goods  in  Stock 


A 


— this  nobby  box 
makes  quick  sales ! 


Contains       one 
half    dozen    of    the 
most        honestly 
made,     best    adver- 
tised     invisible     sum- 
mer     suspenders      on 
the      market — "King      Coat- 
less"  to  be  sure ! 

Each    pair    in     green  and    white 
envelope     with    instructions    how 
to  wear    printed     on      back.     Saves 
time     of     parceling     and    explaining. 
Packed     in    this    smart,    green,    hinge- 
top     box.      Catchy     counter      display. 
Sell  themselves. 

Make  sure  of  the   best.     Genuine  have    name^l 

"King  Coatlcss" 

stamped  on  buckles.    That's  your  guarantee    of     satisfied 
customers. 

$3.80  THE  DOZEN  NET 

for  either  2,  3.  or  4  point 

Non-perishable   elastic;    patent     goose-neclt    button 

loops    that    can't     slip    off  ;     slide-easy      adjustable 

back;     rustless     buckles;     white     only;    all    sizes. 

Advertised  in  leadine  newspapers  and  magazines. 

Order  by  mail  from  our  travellers  oryour  jobbers. 

Made   and    guaranteed    b>    the    makers  of    the 

famous  "Eze"  Suspenders. 

The  King  Suspender  Co. 

Toronto,  Ont. 
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Playing    Up    the    News    Features    in    Departments 


News  of  Interest  from  Waterford's  Busy  Store 


Dnrioij  last  week  we  made  aii  esiietiallv  good  buv  of  I.adjes  Sprtu-^  Juckets  Tlitse  in  ibe  regular  way  are  ii<iod 
value  at  fS.OO  and  we  are  going  lo  give  vou  llic  lieiicflt  of  our  bargain  and  sril  tlioin  at  »J  00.  Call  and  see  lliem 
early  as  we  have  onlj  a  limited  iiumber  At  diffiriiii  times  we  haie  been  a^ked  loi-  Lailifs'  Dressing  Sacks  and 
Kemona'8  and  to  meet  this  demand  we  aie  imiiiiig  ina  well  assnrled  stock  ><(  ilie  same.  Some  of  the  bettep\«ne> 
are  very  handsome.  Auk  lo  see  tbetu.  To  those  wanting  an  elaborate  dress  for  evening  wear  or  fordress  occtetons 
we  Imve  very  exclusive  styles  Onr  lonii  is  small  and  in  order  that  your  dress  should  not  be  daplicated  we  have 
boogbt  only  one  of  each  line.  Wo  will  be  iilmsid  lo  show  a  handsome  treulioii  ut  .Muniuisette  with  tiiminiugs, 
Voiles,  SuiuDier  Silks,  etc      These  goods  arc  li.iiticularly  umarl.     Spring  clothes  ileuiaud  tliie    shuts   and    we   are  (^ 

rady  u>  mccl  tht  demand  with  ■  lull  itocW  lo  b»^th  Mcu  s  jnd  Women  ^  iveat    Wc  tia?»  tbe  popular  (tiades  la  ibq,  >a  both  hi(,-li  jt;d  lo.t  »bo<s.  buttooeti  oi  la^cd    Also  a  complete  flKV 

hoe  o!  Paten  Leathers      Ail  tee  j!V  is  a  i-baoce  to  ilji-.i  vo;.  y.  i  g"</l'  a^iiKtuote  out  prices      lo  Mec'i  lueniahtOfcii  t\e  ha«c  tne  new  ipnog  styles  .jl    itifi    luts      Cojn^    m    aod  iK9i 

try  L.ot  of  the  lOH  Crowoi  on  aod  see   bg*  jou  loot      W'-lu.ia    aiiapt-    ii^  suit    eveiy    laoe       Also   a   loll    fau(;c    .j!    t-co..ia  s    ...tl    Kt.ocl.atsji.ii    .0    a.I    tht-    lejdioj<    ,batles  f9N? 

SATURDAY  SPECIALS— Corset  Cover  Embroidery,  Reg.  20  for  12  l-2c  ^ 

Odd  Line  of  Corsets,  Reg  1  00  for  55c  ^ 


Sst*..'f.:l  :'j.£t:nM*  )i«  en  hwi  •Ivut'.suntDt. 


Elffie!*.  5r:;!5  (lil  f::  5r  1':  e 


S.iiiSfboaiO 


r'.!pr  H.  A.  SAISDERSON  ^^^ 


he  Leading 
....Place- 


~'-?»^«r",>=i 


^tS®' 


(i,.e,>lPh,.n.39 


New^  of  Intere$tfVom  Walerford-b  Bu$y Store 


1  Phono  J9 


ASavino 
FovYou 

LADIES' 
SPUING 
JACKETS 

GoodYaJueat^S 


^3.00 


w 


A  - 

?  = 

Dressing  SACKS-iiKiMoKAS      PrettyEvening  Gowns 

AWcllAMsottctiSlocV  AU  Excl>jL.o"ivoSlHle3 


Z&Z 


=!Sn 


Smarl  Shoes  1oi»Mgia  audWomen 


=^ 


TheN«?wHQcT.rorMt>Ta 


:s^ 


H.AcS  ATN  DERSONK^ti 


Salurday 
Spocials 

CORSET COYER 
EMBUOIDERY 

Odd  Line  of  Corsets 
ToCl*Qral55* 

Worth   ♦IX)© 


Dorit  Mt^b  S9tixrdaM,.St*<idl's   WtlLg  f*  (*Q  V*  oL      M  <o*\('-A^  t-'-f-C-  s'Aj.cl  t^eProdii.CO 


TN  advertising  a  men's  wear  or  other  department,  the  problem  is  to  obtain  a  dis- 
•^  tinctive  representation  in  the  general  layout.  In  this  case  the  merchant  used  a 
space  7  X  16  in.  at  the  bottom  of  the  front  page  in  the  local  paper.  The  printer  is 
reluctant  about  giving  him  an  upright  oblong  position.  The  question  is  how  best 
to  re-arrange  the  space  in  order  to  secure  attractive  appearance.  The  Review's 
suggestion  is  outlined  in  the  sketch.  The  ornamental  border  is  done  away  with. 
The  news  is  picked  out  from  the  mas.sive  paragraph  and  departmentized.  The 
specials  are  given  greater  emphasis.  The  whole  story  is  told  practically  in  the 
headlines.  It  is  merely  a  case  of  playing  up  the  news  features.  This  plan  careful- 
ly followed  will  make  the  "Busy  Store's"  space  on  the  front  page  more  attractive. 
The  men's  wear  and  other  departments  will  have  better  representation. 
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We  are 
Specialists 

in  Washable 
Garments 


Are  You  In  Ri^ht 
With  the  Men? 


Hundreds  of  men  in  your  town  wear  washable 
garments  oi  some  kind — Professional  men  use: 
Wash  Coats,  Gowns,  Caps,  Operating  Accessor- 
ies;  Grocers  use:  Coats,  Aprons  and  Dusters; 
Barbers  use:  Coats  and  Vests;  Butchers  use: 
Coats,  Frocks  and  Aprons;  Cooks,  Porters  and 
Waiters  use:  Coats. 

Are  you  getting  this  trade  ?     Satisfy  men  in  these 
goods  and  you'll  get  the  rest  of  their  business. 
W^e    also    make    Boy    Scout    Suits,   Bloomers, 
Indian   and    Cowboy    Suits,    Khaki    and  White 
Duck  Trousers. 

Get  our  prices.  Above  lines  for  immediate  ship- 
ment.    Prompt  Service. 

Our  new  catalogue,  ready  May  1st,  sent  on 
request. 


Defiance  Manufacturing  Co. 

Limited 


College  and  Bathurst  Streets 


TORONTO 


Flat  Brushes 


FOR  CARD-WRITING 

RED  SABLE  IN  ALBATA,  approved  and 
used  exclusively  by  the  author  of  the  "Edwards 
Short  Cut  System  of  Card-writing,"  and  other 
prominent  card  writers  of  Canada.  Best 
French  make,     all  sizes.     We  also  handle 

CARD- WRITERS'   SUPPLIES 

consisting  of  Thaddeus  Davids'  letterine, 
Soenneken  pens,  T  squares,  cardboard,  etc. 

Write  for  prices. 


Tj^VER  wonder  what  you 
-'-'  could  do  with  those 
stickers  that  are  eating  up 
shelf  space  and  deteriorating 
in  value  every  day  ? 

Why  not  get  in  touch  with 
us  and  have  these  goods 
made  up  into  men's  clothing 
jn  all  the  latest  1912  styles. 

They  will  sell  this  way. 
Get  particulars  from  us  to- 
day and  learn  the  way  to  turn 
your  old  stock  into,dollars. 

Evans  Tailoring  Co. 

132  King  St.  W.,  -  TORONTO 
Ring  Us  Up.     -     -     Main  5290 


E.  HARRIS   CO. 

73  King  St.  East, 


LIMITED 

Toronto 


□□□□□□□□□□□□□□□□□DnnnnnnnanaaaDaQD 


'^" 

^^ 

INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES    FORCE  BY 
SUBSCRIBING  FOR     :     :     :     : 

tU  Dry  Goods  Review 

FOR    YOUR    DEPARTMENT 
BUYERS 

1 

Write  for  Special  Clubbing  Rates 

^^ 
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border  idea  hardly  detracts  from  the  general  effect. 
It  is  of  a  type  that  is  in  keeping  with  the  white- 
spaced  arrangement  of  the  advertisement.  Critics 
might  say  that  there  is  here  a  certain  amount  of 
waste  space,  but  it  is  evident  that  the  layout  was 
well  designed  to  give  still  greater  weight  to  the  articles 
featured.  The  language  is  bright,  snappy  and  read- 
able.   Here  is  an  extract: 

"A  WORD  FROM  US— Take  our  word  for  it, 
friends,  there's  some  news  on  this  page! 

"And  it  required  some  tall  hustling  to  accumu- 
late this  wondrous  price  stock. 

"Visit  us  early  if  you  can.  And  if  you  can't, 
you'll  find  us  just  as  cheery  at  10  o'clock  to-morrow 
night  as  at  10  o'clock  to-morrow  morning. 

"Of  course,  the  cheeriness  will  only  be  on  the  out- 
side.    On  the  inside  there'll  be  weariness. 

"But  come!  There  are  too  many  dandy  things 
to  be  missed. 

"Better  be  glad  you  did  than  mad  you  didn't." 

It  might  be  well  for  the  advertiser  of  men's  wear 
lines  to  consider  the  advantages  to  be  derived  from 
publicity  on  or  near  the  sporting  pages  of  his  local 
paper  at  present,  when  baseball,  lacrosse  and  other 
sports  are  opening  up.  These  pages  are  read  by  men 
both  young  and  old,  and  an  attractive  advertisement 
in  this  location  should  bring  results. 


Extracts  From  Live  Ads. 

(Concluded  from  page  102) 

Of  interest  to  men  is  our  suit,  known  as  Wood- 
ward's shape-keeping  suit.  Cut  by  artists,  every 
seam,  every  detail  is  the  standard  of  elegance  and 
shade-keeping  qualities — -Woodward,  Vancouver. 

Men's  Spring  Underwear — It's  getting  time  to 
discard  your  Winter  underwear  and  getting  into  our 
Summer  weights — Woodward,  Vancouver. 

Suits  for  sturdy  boys — They  are  built  to  held  the 
active  boy:  made  to  withstand  the  stretching,  strain- 
ing and  scraping  that  he  will  give  them. — Wood- 
ward, Vancouver. 

The  styles  are  correct:  the  wide  concave  shoul- 
ders, the  long  wide  panels,  the  double  elbows,  seats 
and  knees,  the  double-stitched  seams  and  pockets,  the 
padded  shoulders. — Woodward,  Vancouver. 

Boys'  Spring  top  coats.  These  are  dressy  coats 
and  just  the  right  weight  and  style  to  take  the  place 
of  the  heavier  winter  coats. — Spencer,  Vancouver. 


New  two-piece  suits  for  the  boys. — Made  from 
high-grade  English  worsted  with  a  brown  check,  are 
double-breasted,  have  three  buttons  and  long,  double 
roll.  The  trimmings  and  workmanship  are  the  best: 
full  hip  bloomer  pants  with  hip  and  watch  pockets, 
belt  loops  and  strap  buttons. — Simpson,  Toronto. 

Men's  suits,  $20  buys  at  Spencer's. — We  don't 
say  that  there  are  no  good  clothes  outside  of  Spen- 
cer's, but  we  do  say  that  for  any  given  sum,  from 
$10  to  $25,  you  can  buy  a  better  suit  here  than  else- 
where. The  big  buying  and  economy  of  selling 
gives  us  and  gives  every  big  organization  of  a  simi- 
lar kind  an  advantage.  This  is  evolution,  the  evo- 
lution of  business  expressed  in  prices. — Spencer, 
Vancouver. 

You  owe  it  to  yourself  to  see  these  suits  when  you 
are  ready  to  choose  your  next  one. — Spencer,  Van- 
couver. 

Men's  new  Spring  suits. — We  are  daily  putting 
into  stock  men's  clothing  from  the  best  manufactur- 
ers on  this  continent  and  from  some  of  the  best  in 
England. — Simpson,  Toronto. 

To  sum  up. — We'll  fit  you:  present  an  excellent 
choice  of  weaves  and  colorings  that  will  wear  well 
and  guarantee  satisfaction  in  every  particular, — 
Eaton,  Toronto. 

AA^ith  Easter  but  a  few  weeks  away  and  all  nature 
pulsating  and  throibbing  with  new  life  in  anticipa- 
tion of  the  magnificent  and  luxurious  garb  of  Spring, 
it  is  but  natural  that  man  should  now  consider  his 
Spring  attire. — Eaton,  Toronto. 

Men's  Spring  Shirts. — The  excellent  qualities  of 
our  men's  English  cambric  and  fine  Scotch  zephyr 
shirts  in  the  newest  Spring  styles  will  especially  ap- 
peal to  men  on  account  of  their  roominess  and  perfect 
fit.  These  shirts  are  handsome  in  design  and  made 
in  our  own  factory  from  fast  color  cloths. — Morgan  & 
Co.,  Montreal. 

Always  leading  because  our  aim  was,  is  and  shall 
be  to  raise  our  haberdashery  above  the  ordinary  and 
to  offer  at  all  times  the  most  original  and  exclusive 
goods  we  ourselves  can  buy.  Goods  with  style  and 
tone  all  their  own. — Marks,  Montreal. 

A  fifteen-dollar  day  in  our  men's  clothing  de- 
partment. Whatever  Spring  clothing  you  men  care 
to  purchase  on  Saturady,  we  are  ready  for  you.  We 
have  made  a  sort  of  $15  day  in  Spring  overcoats  and 

stylish  suits. — Goodwin's,  Montreal. 


HELPFUL    TO 

THIS 

MERCHANT. 

From 

F.  J.  Black, 

Tweed 

—"The  Review 

has 

contained 

a  great  many  helpful  suggestions 

for 

us  in  the 

past  year.' 
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Nisbet  &  Auld,  Limited 


The  Most  Likely  Place 
To  Find  What  You  Need 


This  is  a  common  expression  amongst  mer- 
chants, and  we  try  to  prove  ourselves  worthy 
of  the  recommendation  by  making  big 
preparations  for 

The  Sorting-up  Season 

We  are  continually  replenishing  our  stock 
with  the  newest  and  most  fashionable  fabrics 
and  colors  for  both  Men  and  Women's  Wear 
to  ensure  the  least  possible  delay  in  filling 
orders. 

Give  Us  First  Chance 


DEPARTMENTS 

Men's  Fine  Woollens  iTailors'  Trimmings 

Ladies'  Costume  Cloths  and  Serges 
Household  Linens  Silk  and  Satin  Linings 


MONTREAL  Ti^vi^«f^  QUEBEC 

207    St.    James    St.  lOlOOlO  5  Bloc  Parent 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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SHIRTS,    COLLARS    AND    CUFFS 


3r: 


m 


Development  along  hig^h-class  lines  —  Many  fancy  weaves  featured  —  Large 
buyer  places  his  faith  in  colored  grounds  with  neat  stripes  —  Few  fancy 
color  combinations  —  The  convertible  cuff  question  —  Some  manufacturers 
concentrating    on    this    point  —  Soft    collars,    shirts    and   ties   to   match 


ypALL  shirts  and  shirtings  as  described  in  the  last 
•*•  number  of  Men's  Wear  Review  are  now  going 
to  the  trade.  As  already  pointed  out,  an  exceptional 
demand  is  undoubtedly  developing  on  higher  grade 
lines,  and  many  of  the  smartest  men's  wear  houses 
are  working  up  an  excellent  trade  in  this  department. 
The  statement  is  made  by  the  buyer  for  one  of  these 
houses  that  he  was  banking  largely  on  colored 
grounds  with  very  fine  stripes  for  his  better  demand. 
These  have  been  featured  very  strongly  in  some  of 
the  lines  shown.  Reports  from  New  York  have  it 
that  "fancy  color  arrangements  are  few,  but  there 
are  some  very  pretty  combinations  of  three-color 
clusters  and  colors  joined  with  shade  effects.  The 
latter  union  makes  a  striking  effect  as  a  single  color 
stripe  on  a  wide  contrasting  shade,  and  this  in 
company  with  white  jacquard  stripes  alternating  is 
among  the  choice  things  of  the  high-class  order.  A 
novelty  of  the  strictly  fancy  order  is  a  semi-dress 
front  .showing  a  multitude  of  small  pleats  with  all- 
over  neat  printings,  and  another  and  higher  grade 
has  tvoven  narrow  pleating  for  the  front  of  an  all- 
white  garment^ — "not  to  be  starched" — that  makes 
a  compromise  between  the  soft  shirt  and  the  laun- 
dered article.  "Four  buttons  and  narrow  cuffs"  is  the 
song  of  the  laundered  fronts." 

At  the  present  time  there  is  a  very  wide  range  of 
fancy  cloths  in  the  market,  and  not  a  few  stores  are 
supplementing  their  ready-to-wear  shirt  section  by 
a  made-to-order  department,  with  the  idea  of  captur- 
ing a  demand  that  can  probably  only  be  reached  in 
this  way. 

Shirt  manufacturers  are  giving  unusual  attention 
to  the  production  of  convertible  suffs.  Some  of  those 
already  on  the  market  may  be  arranged  without  re- 
moving, while  in  others  the  idea  is  a  short  step  from 


the  detachable  cuff.  One  manufacturer  offers  with 
every  shirt  an  extra  pair  of  attachable  sew-on  cuffs, 
made  so  they  can  be  substituted  for  the  original  ones 
the  moment  they  begin  to  fray  at  the  edges.  Cuffs 
easily  become  soiled  or  damaged,  and  the  convertible 
article  by  which  it  is  possible  to  turn  in  or  reverse 
the  cuff  so  as  to  substitute  the  clean  for  the  soiled  is 
answering  a  certain  demand.  Of  course,  it  is  desir- 
able that  the  extra  pair  of  cuffs  match  the  shade  of 
the  shirt,  and,  hence,  in  almost  every  case  colors  are 
guaranteed  absolutely  fast.  The  development  of  the 
idea  may  be  regarded  by  some  as  a  determined  at- 
tmpt  to  revive  the  detachable  cuff. 

Soft  collars  and  shirts  with  ties  to  match  are  again 
meeting  with  a  heavy  demand,  and  manufacturers 
predict  an  extraordinary  season.  Mercerised  cloths, 
and  silks  and  silk  effects,  pongees,  soiesettes  and  fine 
flannels  are  all  strongly  featured  in  this  department. 


A  men's  wear  dealer  can  very  often  introduce  lo- 
cal news  items  into  his  advertisements,  as  a  regular 
feature,  and  thus  direct  attention  to  his  space  when  it 
has  permanent  location.  A  merchant  who  made  it  a 
point  to  have  his  advertisement  on  or  near  the  sport- 
ing page  printed  a  small  panel  each  day  .showing  the 
result  of  the  preceding  day's  ball  game,  and  an- 
nounced special  events  of  holidays  in  the  same  way. 
When  conventions  or  other  large  gatherings  are  held 
in  their  city,  one  clothing  firm  make  it  a  point  always 
to  print,  with  their  newspaper  advertisement,  a  3x4 
map  of  their  section  of  the  city,  showing  the  location 
of  their  store.  One  of  their  recent  ads.  in  connection 
with  such  a  map  read  as  follows:  "When  visiting 
Blankville,  don't  fail  to  include  a  visit  to  this  store 
as  part  of  your  trip.  You  will  be  interested  in  the 
display  of  new  Fall  and  Winter  clothing,  also  the 
offering  of  exclusive  things." 
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TAYLOR-MADE  RACK  PSYSTEM 


Polished  Steel   Racks 

6  feet  long,  4  posts,  -  -  $  9.00 

6     "       "      6      "  -  -  $10.50 

8     "       "      6      "  -  -  $11.50 

10     "       "      6      "  -  -  $12.50 

Copper  Oxidized  Finish 
$2.50  Extra. 

No  Paint  to  rub  off  on 
Suits. 


Suit  Racks,  5  feet  high — Overcoat  Racks,  6  feet  high — Extra  for  Side  Rods  to  Double 
Deck    Overcoat    Rack.     For    Children's    Suits    6    to  8  feet,    $1.25;     10    feet,    $1.50    each. 


np\YLOR^ 

1    v5uiT 


FoivDINQ 

Hanger^ 


Folded. 


No.  83,  Folding  Suit  Hanger,  $15.00  per  gross,  printed.  One  gross  of  these  hangers  given 
to  your  customer  will  do  your  business  good.     Send  your  order  with  copy  for  printing. 


All  Orders  Promptly  Filled 


No.  321,   Combination    Suit    Hanger, 
Inserted  Trouser  Bar,     $5.00  per  100 


No.  331B,  Combination  Suit  Hanger,    $7.50  per  100 
Same  for  Boys'  Suits,  15  inches  wide.     $7.50  per  100 


THE  TAYLOR  MANUFACTURING   CO. 


82  Queen  St.  North 


HAMILTON,  ONTARIO 


Phone  3550 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Common    Mistake    in    Figuring    Profits 

One  merchant  thought  he  ^vas  making  a  good  profit  in  addition  to  his 
salary,  but  actually  lost  $1,125— Found  inventory  and  bank  balance 
smaller    and    debts   larger  —  Mistake   of   figuring   profit    on    the    cost    price 


THE  REVIEW  has  received  from  a  manufac- 
turer an  article  describing  the  erroneous 
methods  of  a  retailer  in  figuring  profits.  This 
merchant  thought,  until  recently,  that  he  was  going 
to  make  a  good  profit  for  the  year  in  addition  to  his 
salary,  but  he  discovered  that  he  had  actually  lost 
$1,125.  He  had  made  the  common  mistake  of  fig- 
uring his  profits,  not  on  the  selling  price,  but  on  the 
cost  price. 

"I  started  the  year,"  he  said,  "with  $1,100  in  the 
bank,  and  a  stock  inventory  of  $3,450.  Doing  a 
cash  business,  I  had  no  outstanding  accounts,  and 
my  accounts  payable  amounted  to  only  $550;  as- 
sets, $4,550;  habilities,  $550. 

"My  business  for  the  year  aggregated  $40,600. 
My  stock  inventory  at  the  end  of  the  year  is  $3,250. 
My  bank  balance  is  $600.  Accounts  payable  against 
me,  aggregate  $975.  I  have  drawn  nothing  from  the 
business,  except  my  salary  of  $100  a  month.  Assets, 
$3,850 ;  liabilities,  $975. 

"I  found  that  my  cost  of  doing  business  was  22 
per  cent.,  including  my  salary.  I  figured  that  I 
should  make  a  profit  of  10  per  cent.,  and  marked  all 
my  goods  for  that  profit. 

"I  made  my  purchases  carefully  so  that  my  stock 
did  not  pile  up.  I  handled  only  such  goods  as  I  was 
able  to  move  and  could  make  the  10  per  cent,  profit 
on. 

"But  I  find  my  inventory  smaller,  my  bank  bal- 
ance smaller,  and  my  debts  bigger  at  the  end  of  the 
year. 

HAD  EXPECTED   A  PROFIT. 

"I  expected  a  profit  above  expenses  of  $2,500. 
I  thought  I  had  that  profit,  but  my  year-end  state- 
ment show  that  I  have  lost  $1,125. 

"Can  you  tell  me  the  answer  to  this  puzzle?" 

His  mistake  was  this :  He  took  his  cost  of  doing 
business  and  his  profit  from  the  cost  price.  He 
should  have  taken  both  from  the  selling  price. 

He  has  less  money  in  the  bank.  He  owes  more. 
He  has  less  stock.  He  has  not  made  10  per  cent. — 
that  is  plain.  Instead,  he  has  lost  the  amount  of 
the  decrease  in  stock  and  cash  and  the  amount  of 
the  increase  in  debts. 

"Why?  The  service  department  of  the  manufac- 
turer to  whom  he  wrote,  figured  out  the  problem 
for  him.  He  thought  he  was  adding  10  per  cent,  for 
profit,  but  in  reality  he  did  not  add  anything  for 
profit. 


Suppose  an  article  cost  him  $2.25.  Suppose  his 
cost  of  doing  business  was  22  per  cent.,  and  it  was 
desired  to  fix  a  price  that  would  allow  10  per  cent, 
profit.  He  added  32  per  cent,  to  the  cost  price  of 
$2.25,  and  thought  he  was  adding  10  per  cent,  for 
profit! 

THE  AVRONG  METHOD. 

He  had  estimated  his  cost  of  doing  business,  of 
course,  as  22  per  cent,  on  his  gross  business,  or  on  the 
selling  price  of  the  article.  Instead  of  allowing  22 
per  cent,  on  the  selling  price  for  cost  of  doing  busi- 
ness, he  added  49.5  cents  to  the  cost  price.  Instead 
of  allowing  10  per  cent,  on  the  selling  price  for 
profit,  he  added  22.5  cents  to  the  cost  price.  It  really 
cost  him  almost  73  cents  to  sell  the  article,  one  cent 
more  than  both  the  amounts  he  added. 

Here  is  the  difl^erence:  The  article  was  sold  for 
$2.97,  or  probably  $3,  when  it  had  to  be  sold  at 
$3.31  to  get  10  per  cent,  profit.  He  needed  a  gross 
business  of  over  $50,000  on  the  same  wholesale  cost 
to  make  his  10  per  cent,  profit. 

Prove  the  figures:  22  per  cent,  on  $3.31  is  nearly 
73  cents.  10  per  cent,  on  $3.31  is  a  little  over  33 
cents.  Adding  73  and  33  gives  $1 .06.  Adding  this 
to  $2.25  gives  us  $3.31. 

The  whole  problem  hinges  here:  Figure  your 
'percentages  on  the  selling  price. 

VERY  NEAR,  BUT  NOT  QUITE. 

Another  merchant,  when  asked  his  method  of 
figuring  profits,  gave  a  different  solution  to  the  ques- 
tion, getting  very  near  the  correct  method.  He  de- 
ducted 22  from  100,  leaving  78.  This  78  be  con- 
strued as  being  78  per  cent,  of  the  selling  price,  less 
his  profit. 

If  $1.00  is  78  per  cent,  of  the  selling  price,  the 
latter,  of  course,  would  be  $1.28,  which  he  labeled 
as  the  selling  price  to  cover  the  cost  of  doing  business. 

Then  he  deducted  10  from  100,  leaving  90,  and 
labeled  $1.28  as  00  per  cent,  of  the  selling  price  to 
cover  profit;  $1.28,  of  course,  is  90  per  cent,  of 
$1.42,  which  he  gave  as  the  answer. 

He  made  the  mistake  of  taking  his  percentage 
for  the  cost  of  doing  business  out  of  one  sum  and 
his  profit  out  of  another.  He  should  have  taken  both 
percentages  at  the  same  time. 

He  went  on  to  prove  his  figures,  and  undouhtedly 
did  prove  them,  so  far  as  his  way  of  figuring  is  con- 
cerned.    But  proving  that  a  wrong  answer  is  correct 
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by  using  a  wrong  method  is  like  trying  to  prove  that 
a  horse  is  a  horse  by  pointing  out  a  pig. 

But  he  has  the  wrong  job,  for  he  was  figuring 
himself  out  of  5  cents  on  every  dollar's  worth  of 
goods  he  bought.    He  isn't  doing  it  now. 

Still  another  retailer  figured  his  $1.00  wholesale 
cost  to  give  him  a  selling  price  of  $1.43.  He  went 
about  it  in  the  right  way,  but  figured  wrong.  First, 
he  subtracted  32  (both  percentages)  from  100,  giv- 
ing 68;  then  he  multiplied  $1.00  by  100  and  divided 
by  68.  giving  him  "$1.43." 


The  Vogue  in  London 

Jackets,  chiefly  of  the  single-breasted  character, 
will  mostly  button  three,  with  medium  roll,  long- 
centre  vent  at  back,  and  slightly  cut  away  foreparts. 
The  length  will,  if  anything,  be  slightly  more  than 
prevailed  last  year.  The  collar  lapel  is  a  trifle  wider, 
giving  a  nice,  bold  effect. 

Double-breasted  coats  are  gradually  coming  into 
vogue  again.  They  button  either  two  or  three,  have 
fairly  heavy  lapels,  and  are  shaped  a  trifle  at  the 
waist. 

The  neck  opening  of  the  vest  continues  low,  "in 
order  to  give  the  tie  trade  a  chance,"  as  one  whole- 
saler put  it.      The    1912    vest    (single-breasted,  of 


right     out 


of 


cour.*e — double-breasted     vests     are 

fashion)   buttons  either    four    or    five,     with    long 

"York"  (cut  away)  points. 

For  the  bulk  of  the  trade — i.e.,  the  million  trade, 
whether  city  or  country — soft,  dou'  le  cuffs  will  again 
hold  tlie  market,  and  in  .spite  of  a'l  statements  to  the 
contrary,  there  appears  to  be  no  f  illing  oft'  whatever 
in  the  demand  for  this  favorite  style.  There  has  been 
an  attempt  to  popularize  a  shirt  without  the  front 
pleat,  but  a  restricted  sale  only  has  been  accorded  to 
it.  Stiff  cuffs  occupy  a  little  better  position  in  cer- 
tain w^ell-defined  circles.  But  the  white  starched 
shirt  remains  almost  a  dead  letter,  save  for  evening 
dress  wear,  where  it  is  well  holding  its  own  against 
the  encroachments  of  the  soft  pleated  shirt. 

A  very  smart  shirt,  quite  new,  is  done  in  a  special 
crash,  having  a  linen  Aveft  and  a  cotton  warp,  an  ad- 
vantage being  gained  by  the  mixture  as  regards 
wear,  washing,  and  comfort. 

HALF-HOSE. 

We  arc  "in"  for  a  season  of  quiet  half-hose,  usinu 
the  word  in  a  comparative  sense.  There  is  some  talk 
of  checks,  black  and  white  and  in  colors,  coming 
back,  but  there  is  no  indication  of  it  in  makers' 
spring  stocks.  A  few  lines  in  checks  are  shown  for 
the  gay  dresser,  who  will  be  different  from  other 
people,  but  they  are  not  worth  stocking  l)y  the  bulk 
of  the  trade.  Stripes  and  clocks  remain,  therefore, 
to  be  dealt  with,  and,  as  is  .said  above,  they  are  on 
quiet  lines  in  art  shades. 


The 
Question 


EISENDRATH'S 

CELEBRATED 

HORSE  HIDE 

Is  A  Simple  One 

W^hat  think  you  of  the  idea  of  put- 
ting insurance  on  the  hands  of  your 
customers,  and  at  the  same  time  in- 
sure better  business  and  more  profit 
in  your  glove  department. 

Surest  Thing  We  Know 

"Asbestol,"  Eisendrath's  Celebrated 
Horsehide  Gloves  and  Mittens  will 
turn  the  trick.  At  least  thousands 
of  the  very  best  dealers  in  the  land 
tell  us  so. 

The  "Asbestol"  line  is  a  sure  guar- 
antee of  real  quality.  For  leathers 
and  workmanship  they're  above 
criticism.  Then,  too,  they  are  in- 
sured against  the  "elements."  They 
resist  the  effect  of  heat,  steam  and 
water. 

Of  course,  you're  going  to  "look 
into."    Ask  any  jobber. 


Eisendrath  Glove  Co. 


CHICAGO 


The  "ASBESTOL"  trade  mark  is  registered  in  Canada 
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An  Easter  display  by  Marks  &.  Price,  Toi-onto.  The  background  of  this 
window  is  only  about  three  feet  high  as  a  sufficient  set-off  to  the  goods. 
This  is  considered  an  advantage  in  a  small  space  such  as  this.  Attractive 
displays  make  sales,  and  when  selections  are  made  in  this  way,  the  article 
is  removed   from  the  window  for  the  customer  if  he  so  desires. 


Will  Parcel  Post  Help  Small  Merchant? 

Question  discussed  in  lengthy  speech  in  Parliament  —  The  measure  pro- 
posed for  Canada  —  Said  to  contain  no  advantage  to  large  mail-order 
houses  —  Would  still  have  to  use  express  and  freight  —  Increase  maxi- 
mum   weight    of    mail    package  —  How    it     works     out     in     other     countries 


THAT  the  Dominion  Government  intends  to  take  up 
the  question  of  parcels  post  with  the  object  of 
working  out  some  form  of  legislation  whereby 
the  mails  will  be  used  more  extensively  in  ex- 
changing commodities  between  producer  and  consumer,  is 
evident  from  the  investigations  made,  and  the  mass  of 
information  that  has  already  been  collected  in  the  matter. 
In  a  recent  speech  on  "National  Means  of  Communica- 
tion," J.  E.  Armstrong,  M.P.,  East  Lambton,  discussed 
the  question  at  considerable  length,  bringing  out  many 
facts  which  will  be  of  interest  to  the  retailer.  His  speech 
is  in  part  as  follows  :■ — ■ 

"Comparing  our  progress  in  this  regard  witli  that 
made  by  such  countries  as  England,  France,  Germany  and 
other  lands  makes  us  appear  away  behind  the  times.  The 
Canadian  in  Europe  can  send  home  to  any  part  in  Can- 
ada a  parcel  weighing  two  and  a  half  times  more  than  the 
Canadian  limit,  and  for  about  one-third  less  in  cost  than 
the  home  rates.  In  other  words,  the  world's  parcel  union 
package  unit  is  eleven  pounds  to  the  parcel,  carried  at  the 
rate  of  twelve  cents  per  pound,  whereas  the  Canadian  unit 
is  five  pounds  pounds  to  the  package  and  carried  at  a  cost 
of  sixteen  cents  per  pound.  The  citizens  of  Canada  are 
entitled  to  utilize  the  advantages  of  their  post-office  sys- 


tem, the  same  as  the  men  engaged  in  other  lines  of  busi- 
ness. 

The  question  is  frequently  asked:  What  is  parcel  post? 
It  is  merely  the  extending  of  the  weight  of  the  package 
now  carried  in  Canada  to  a  considerable  extent  in  order 
to  meet  with  t\e  public  demands.  In  Germany  many 
farmers  deliver  special  products  by  post,  such  as  chicken, 
butter,  eggs  and  like  products.  Germany  makes  money 
out  of  parcel  post.  Canada  does  the  unprofitable  end  of 
the  parcel  carrying  business,  and  watches  the  express 
companies  do  the  profitable  end. 

Last  year  over  225,000,000  parcels  were  carried  by  the 
post  office  department  in  Germany  of  an  average  weight 
of  eight  pounds.  If  we  had  to  build  our  post  offices  out  of 
the  revenue  of  the  Post  Office  Department  as  they  do  in 
England,  and  many  other  countries,  we  would  devise  some 
way  to  do  at  least  part  of  the  express  business  of  the 
country. 

The  proposition  I  have  to  offer  would  only  advise  what 
might  be  called  The  Limited  Parcels  Post,  confined  ex- 
clusively to  rural  districts  and  delivered  on  rural  mail 
routes  only.  Such  parcels  must  have  the  origin  on  or  at 
the  start  of  a  rural  mail  route.    Why  should  express  com- 
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panies  be  given  a  monopoly  on  the  profitable  parcel  carry- 
ing trade  while  the  postal  department  contents  itself  with 
the  least  profitable"?  Why  should  the  government  give 
foreig-n  four-pound  parcels  a  rate  of  60  cents,  while  we 
must  pay  80  cents  regardless  of  distance?  Why  is  a 
package  carried  at  any  rate  up  to  eleven  pounds  in  our 
mails,  if  mailed  in  a  foreign  country,  when  we  can  but 
mail  five  pounds  and  even  then  pay  33  1-3  per  cent,  more? 
The  express  companies  pay  one  and  two  hundred  per  cent, 
profit,  while  we  are  doing  the  unprofitable  end.  It  is 
claimed  that  the  great  mail  order  or  catalogue  houses  are 
behind  the  parcel  post  in  order  that  they  may  flood  the 
country  with  their  goods  to  the  injury  of  the  small  re- 
tailers. 

The  parcels  post  system  in  England  has  not  tended  to 
create  catalogue  houses,  nor  has  it  in  Germany  or  other 
countries  tended  to  prosper  great  departmental  stores.  It 
has  done  three  things  and  done  them  effectively.  It  has 
eliminated  costly  and  extravagant  express  monopoly,  and 
has  greatly  accommodated  the  general  public  consumer, 
retailer  and  wholesaler.  Absence  of  a  parcel  post  enables 
the  railway  companies  through  companies,  called  express 
companies,  to  eliminate  and  prevent  all  regulation  in  one 
branch  of  our  transportation,  and  in  the  meantime  the 
government  has  not  extended  to  us  the  low  rates,  and  the 
liberal  conditions  of  such  a  service  between  our  own 
towns  and  amongst  themselves. 

It  turns  over  to  foreign  countries  the  facilities  of  our 
expensive  postal  dejiartment  and  furnishes  the  servica 
to  foreign  citizens  at  the  low  rates  which  are  denied  us. 
Great  Britain  has  a  most  serviceable  parcels  jjost.  Also 
Australia  and  New  Zealand  have  had  for  years  a  thor- 
oughly modern  colonial,  intercolonial  and  foreign  p^vrcels 
post,  these  advantages  have  been  enjoyed  by  tlie  people 
of  the  colony  even  to  the  most  remote  districts  tlirough 
which  the  mail  service  penetrates.  In  all  of  the  many 
publications  from  Australia  and  New  Zealand,  or  by  the 
officials  of  these  colonies  I  have  not  been  able  to  find  a 
sentence  to  the  effect  that  the  local  merchants  of  these 
colonies  have  been  in  the  least  injured  by  their  business 
by  catalogue  houses.  In  fact  as  the  catalogue  houses  are 
unknown  in  those  countries,  they  have  a  modern  parcels 
post,  it  would  appear  that  instead  of  the  modern  parcels 
favoring  catalogue  houses  the  very  opposite  is  the  case. 
American  dealers  have  found  that  they  can  ship  light 
weight  packages  of  shoes  to  Mexico  much  cheaper  by  par- 
cels post  than  by  freight. 

For  an  ordinary  package  weighing  fifteen  pounds  in 
Germany  the  charge  for  sixty-two  miles  is  sixteen  and  two- 
thirds  cents.  Germany  has  been  handling  parcels  post  for 
many  years.  In  France  they  have  a  splendid  system  of 
parcels  post;  plants  and  shrubs,  live  creatures,  boxes  of 
cigars,  oysters,  cotton,  oil  paper,  and  an  endless  numbei' 
of  things  are  carried.  Great  Britain  gives  the  railways 
fifty-five  per  cent,  of  the  gross  receipts  from  such  parcels 
as  are  railway  borne.  This,  of  course,  excluding  the  great 
number  received  and  delivered  in  the  same  city.  The  rail- 
ways are  paid  over  five  million  dollars  per  annum  from 
this  source.  The  balance  goes  to  the  Post  Office  Depart- 
ment. 

Great  Britain  and  Ireland  liandled  last  year  113,230,- 
000  parcels.  This  })eing  double  the  number  of  fifteen 
years  ago  and  about  two  and  one-half  for  each  of  the  total 
population.  The  average  postage  was  a  trifle  under  ten 
cents.  Parcel  rates  within  the  United  Kingdom  are 
three-tenths  or  six  cents  for  not  over  one  pound.  Eight 
cents  for  not  over  two  pounds.  Ten  cents  for  not  over 
3  pounds  and  so  on  up  to  21  cents  for  eleven  pounds.  The 
regulations  in  Canada  as  to  parcels  are  apparently  design- 
ed to  prevent  their  carriage  })y  post. 

Here  parcels  cost  11  cents  per  pound  and  the  limit  of 
weight  is  five  pounds,  althougli  absurdly  enough  to  con- 
trast between  some  two  dozen  countries  and  our  own.  The 
rate  is  only  twelve  cents  per  pound  and  tlie  limit  is  eleven 
pounds.  The  five  pound  package  in  Canada  at  the  high 
charge   of   sixteen    cents   per   pound    makes   a    charge   of 


eighty  cents  for  a  package  that  would  be  carried  in  Eng- 
land for  twelve  cents  and  our  own  package  would  go  to 
England  for  60  cents.  Further  the  many  limitations  as 
to  the  kind  of  things  accepted  makes  it  no  wonder  that 
the  average  weight  of  packages  here  is  only  one-third  of 
a  pound. 

That  a  rural  parcel  post  would  be  of  material  advant- 
age to  the  retail  merchant  in  conmpetition  with  mail 
order  houses  is  seen  at  once  when  it  is  pointed -out  that 
the  latter,  at  the  proposed  general  parcel  post  rate  of  12 
cents  a  pound  would  be  obliged  to  pay  $1.32  for  sending 
an  11  pound  package  to  a  rural  route  patron,  a  difference 
in  favor  of  the  local  storekeeper  of  about  10  cents  a  pound, 
or  .$1.07  on  an  11  pound  package. 

Tlie  parcel  post  rates  in  England  are  as  follows: 

1  lb 3d. 

2  lb 4d. 

3  lb 5d. 

4  "      

5  "    6d. 

6  "    

7  "    7d. 

S  "    8d. 

9  "    9d. 

10  "    lOd. 

11  '••    lid. 

Those  who  claim  that  an  increase  in  the  weight  limit 
would  work  an  injury  to  country  merchants  appear  to 
have  the  impression  that  mail  order  business  houses  now 
deliver  their  goods  extensively  through  the  postal  service, 
and  that  this  practice  would  largely  increase  if  the  recom- 
mendations which  have  been  made  become  law.  Upon  a 
moment's  reflection  it  would  be  perceived  that  the  pres- 
ent rate  of  16  cents  a  pound  ($16  per  hundredweight)  as 
well  as  tlie  proposed  rate  of  12  cents  a  pound  ($12  per 


The  lowest  of  this  group  of  belts  is  our  "Boy  Scout."      It  retails 
at  50  cents. '^.Special  close  prices  on  gross  lots  and  over. 


Send  for  sample  dozen  to  retail  at  50c.  to  $1.00. 

WESTERN    LEATHER    GOODS    CO.,    LTD. 

1191   Bathurst  Street,         -         -         TORONTO 
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A  boys'  wear  window  by  P.  Curson,  for  Thornton    &    Douglas,    Guelph.      Critics    might    consider 

this  display  a  trifle  stocky,  although  a  boys'  window   will  admit  of  this  in  greater  degree 

than  any  other.     The   window  here  is  .small,  diagonal  trims  are  necessary  and  in 

variably  bring  business.    Where  emphasis  is  desired  for  any  one  line, 

however,  a  more  exclusive  treatment  is  necessary.      In    this 

window  the  units  are  well  grouped  and  posed. 


hundredweight),  ai'e  alike  prohibitive  on  practically  all 
lines  of  merchandise.  Mail  order  houses  make  their  ship- 
ments usually  by  freight  or  express  and  would  continue 
to  do  so. 

With  the  adoption  of  new  conveniences  of  life  by 
vtrban  residents  and  the  ever-increasing'  attractions  of  the 
city,  especially  potent  in  their  influence  upon  the  younger 
generation,  tiie  importance  of  affording  farmers  and 
ruralities  generally  every  legitimate  advantage  becomes 
more  and  more  apparent.  The  free  rural  delivry  has  im- 
proved materially  and  intellectually  the  life  of  great  num- 
bers of  people.  Is  it  too  much  to  ask  that  the  department 
shall  make  a  further  use  of  this  important  system,  a  use 
which,  while  adding  appreciably  to  the  postal  revenue, 
will  directly  and  vitally  benefit  every  man,  woman  and 
child  within  reach  of  a  rural  route. 

The  country  man  would  have  the  necessities  of  life 
delivered  at  his  gate  at  an  average  of  2  cents  a  pound, 
thereby  facilitating  and  increasing  consumption.  Rural 
patrons  will  telephone  to  town  for  half  tlie  things  they 
want — for  hardware,  groceries,  and  dry  goods — and  in 
turn  will  send  to  town  butter,  eggs,  cheese  and  vege- 
tables. A  great  saving  of  time  to  many  branches  of  in- 
dustry will  be  possible  under  the  general  extension. 

I  approach  the  matter  purely  as  a  parcels  post  exten- 
sion that  should  give  postal  patrons  a  quicker  and  cheaper 


service.  In  England  the  produce  of  agriculturists  goes 
forward  to  London  and  other  big  English  cities  in  tre- 
mendous volume.  Fresh  fish  despatched  from  seaport 
towns  to  the  large  hotels,  are  delivered  with  celerity; 
meats,  cheese,  fruits,  vegetables  and  freshly  laid  eggs  in 
mail  packages  under  the  11-pound  limit  form  a  very  con- 
siderable factor  in  the  commerce  of  the  Kingdom. 

In  Germany,  where  the  rates  are  even  cheaper,  lads 
away  from  school  send  their  soiled  linen  home  by  mail 
to  be  washed,  and  it  is  returned  to  them  in  the  same  con- 
veyance The  Swiss  service  is  cited  much  as  one  of  the 
most  efficient  and  satisfactory  in  Europe.  The  mountain 
villages  and  resorts  of  that  industrious  little  country  re- 
ceive a  large  portion  of  their  supplies  by  post,  as  a  maxi- 
mum weight  of  110  iiounds  is  carried  within  a  radius  of 
62  miles. 

Belgium's  parcel  post  has  even  a  higher  weight  limit 
than  Switzerland,  for  it  accepts  articles  of  62  kilograms, 
or  about  132  pounds,  in  one  package,  and  puts  no  limit 
upon  the  size,  except  that  unwieldy  packages  are  subject 
to  an  extra  charge  of  50  per  cent.  Germany  and  Austria 
maintain  the  50-kilogram  limit.  The  first  named  country 
enforces  the  50  per  cent,  extra  charge  for  unwieldy  ar- 
ticles. It  also  has  wliat  is  called  the  "zone  system."  The 
French  parcels  post  law  requires  presentation  at  the  rail- 
way station.  Some  other  European  countries,  like  Great 
Britain,  require  it  to  be  delivered  at  the  post  office.     A 
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table  of  the  parcels  post  charges  of  several  countries  fol- 
lows. It  shows  the  maximum  weight  carried.  The  mini- 
mum charge  collected,  and  also  the  charge  for  an  11-pound 
package,  the  limit  of  many  of  the  parcels  post  countries. 
I  have  given  a  great  deal  of  time  and  pains  to  the 
gathering  of  this  material,  and  hope  it  will  be  of  some 
benefit  to  the  people  of  Canada.  The  rates  of  parcel  post 
in  a  number  of  European  and  other  countries  are  as  fol- 
lows : — 

Maximum     Minimum 
Weight        Charge       Charge 

of  for  a  for 

Parcels.       Parcel.       11  lbs. 

Australia    11  .12  .72 

Austria    110  .06  .12 

Belgium    132  .10  .16 

Chifi    11  .10  .17 

Cuba   11  .10  AG 

France    22  .12  .10 

Germany   110  .06  .13 

Great  Britain   11  .06  .22 

Italy    11  .03  .20 

Switzerland    110  .06  .08 

The  Netherlands    11  .06  .10 

United   States    4  .01  1.32 

Canada    

The  international  business  has  grown  to  enormous  pro- 
portions. The  figures  collected  at  Berne  for  1904,  in  con- 
nection with  the  postal  union,  show  that  the  parcels  mail- 
ed across  the  frontiers  of  36  nations  and  colonies  that  year 
numbered  something  like  38,000,000.  The  parcels  received 
by  post  by  the  United  States  during  the  fiscal  year  of 
1900  from  abroad  were  recorded  as  131,064,  of  an  average 
weight  of  2.73  pounds.  Sufficient  figures  have  been  given 
to  indicate  what  a  great  factor  parcels  post  has  become 
in  the  trade  of  the  world.  The  value  of  the  merchandise 
thus  transported  can  only  be  roughly  estimated,  but  it 
will  probably  exceed  $500,000,000  annually.  This  business 
is  transacted  across  frontiers,  causing  little  or  no  fric- 
tion with  customs  officers.  Boxes  with  declared  values 
are  subject  to  legislation  of  the  country  of  origin  or  des- 
tination, as  regards  payment  of  stamp  duties  on  articles 
exported,  and  as  regards  the  control  of  stamp  and  cus- 
toms duties  on  articles  imported.  The  stamp  duties  and 
charges  for  examination  by  customs  officers  involved  in 
the  importation  are  collected  from  the  addresses  when  the 
articles  are  delivered. 

To  illustrate  the  inconsistency  in  connection  with  our 
present  parcels  post  system,  an  individual  entering  any 
post-office  in  our  country  with  two  parcels  weighing  five 
pounds  each  will  be  obliged  to  pay  80  cents  on  the  one 
to  Montreal,  for  example,  but  for  the  one  destined  for  a 
foreign  country,  although  it  usually  passes  through  Mont- 
real, the  charge  is  60  cents.  Should  the  weight  be  five 
pounds  six  ounces  a  package  addressed  to  the  resident  in 
Montreal  will  be  denied  admission  to  the  mails  by  the 
postmaster,  while  the  package  intended  for  a  resident  in 
a  foreign  land  will  be  accepted  and  forwarded,  probably 
via  Montreal,  at  the  rate  of  12  cents  per  pound.  Parcels 
for  foreign  countries  will  be  received  in  most  instances 
up  to  eleven  pounds. 

A  rural  parcels  post  would  do  more  to  overcome  our 
present  way  of  centralizing  our  population  than  any  other 
one  thing.  It  would  serve  to  stimulate  trade  between  the 
farmer  and  the  country  merchant,  and  be  a  blessing  to 
the  consumer.  The  legislation  I  would  propose  for  rural 
parcels  post  may  be  summarized  as  follows : — • 

The  Postmaster  General,  under  such  regulations  as  he 
may  prescribe,  may  authorize  postmasters  and  carriers  on 
such  rural  lines  as  he  shall  select  to  accept  for  delivery  by 
carrier  on  the  route,  or  on  any  other  route  starting  at  the 
post  office,  branch  post  office  or  station,  which  is  the  dis- 
tributing point  for  that  route,  or  for  delivery  through 
any  post  office  branch,  branch  post  office  or  station  on 
any  of  the  said  routes,  at  such  rates  of  book  rate  as  he 
shall  determine,  packages  not  exceeding  eleven  pounds  in 


weight,  containing  no  mail  matter  of  the  first  class,  and 
no  matter  that  is  declared  by  law. 

There  is  much  misconception  on  the  subject  of  parcels 
post.  In  China  a  parcels  post  system  is  carried  on  with 
all  the  European  countries.  Postal  rates  on  parcels  post 
sent  from  the  United  Kingdom  to  Germany  are  consider- 
ablj'  higher  than  rates  for  parcels  sent  from  Germany  to 
the  United  Kingdom.  The  Russian  Consul  in  the  tenth 
consular  district  of  Warsaw,  reports  that  British  manu- 
facturers are  handicapped  owing  to  the  difference  in  par- 
cels post  rates  between  the  United  Kingdom  and  Russia 
and  Germany  and  Russia.     Those  rates  are  as  follows: — 

From  United  Kingdom  to  Poland 5.0 

3  lb.  parcel   2.0 

7  lb.  parcel   2.6 

11  lb.  parcel 3.0 

From  Germany  to  Poland    3.D. 

3  lb.  parcel   1.5 

7  lb.  parcel   1.5 

1 1  lb.  parcel    1.5 

Germany  is  able  to  increase  her  trade. 

The  Swiss  Government  now  owns  the  majority  of  the 
railway  mileage  of  the  country,  regulates  and  controls  the 
traffic  rates  on  all  the  railways,  manufactures  all  equip- 
ment except  rails,  for  all  the  railways,  and  owns  and 
operates  the  telegraph  and  telephone  systems,  for  which 
it  manufactures  all  the  equipment,  thereby  securing  a 
uniformity  of  instruments  and  apparatus.  There  is  a  free 
delivery  mail,  including  rural  districts,  a  parcel  post  by 
which  anything  fi'om  a  spool  of  thread  to  a  locomotive 
may  be  forwarded ;  and  a  post  office  banking  system  desig- 
nated as  post  check. 


A  woiiderful  transformation  in  the  native  costume 
is  reported  from  the  republican  districts  of  China. 
The  disappearance  of  the  queue  has  brought  with  it 
the  adoption  of  caps  and  bowler  hats,  states  a  consular 
report.  At  Canton  and  Hong  Kong  the  number  of 
Chinese  who  cut  off  their  queues  is  increasing  to  an 
extent  which  astonishes  the  foreign  residents.  The 
round  skull  cap,  with  its  red,  blue  or  white  birfcton, 
is  no  longer  worn  by  these  "emancipated"  natives. 
The  cropped  heads  now  adorn  themselves  with  caps, 
and  both  at  Hong  Kong  and  Canton  the  stocks  of 
these  articles  are  already  exhausted.  Caps  are  being 
sold  at  very  low  prices.  No  particular  style  is  yet  in 
favor,  but  green,  grey  and  blue  colors  are  chiefly 
worn.  The  leisure  classes  are  also  adopting  the  bowler 
hat.  The  most  curious  part  of  this  transformation 
in  dress  is  that  the  rest  of  the  national  costume  is 
still  retained.  The  prices  of  European  suits  and 
leather  boots  are  beyond  the  purses  of  most  of  the 
natives,  and  so,  although  these  innovations  are  ex- 
pected to  arrive  gradually,  the  people  at  present  com- 
pose an  odd  picture — partly  Chinese  and  partly 
European. 


NO  IDLE  MOMENTS. 
The  Entertainment  Committee  of  the  C.  W. 
T.  A.  is  preparing  to  make  the  convention  in 
August  an  occasion  of  more  profit  and  pleasure 
for  the  boys  who  attend.  They  are  now  plan- 
ning for  your  welfare  when  in  Toronto.  There 
will  not  be  an  idle  minute  the  whole  time. 
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Twenty -Six  Valuable  Prizes 

First  Annual  Contest — August  1912 

Canadian  Window  Trimmers'  Association 

Awards  to  be  made  at  the  Toronto  Convention 

Handsomely  Engraved  Silver  Loving  Cup.       Five  Gold  and  Silver  Medals. 
Air  Brush.       Special  Manufacturers'  Awards. 


Terms  of  Contest 


All    members    of    the    Canadian    Window    Trimmers'   Association  are  eligible  to  enter  in  any  class  without  restric- 
tions,   except    that   no    trimmer    can    enter   a    class    in   a  city  of  less   population  than  that  stipulated. 

Any    number   of    photogrraphs  can    be    submitted,  but     one    view     only     Is     necessary     to    enter    competition     in    any 
class. 

Photogrraphs    must    be    of    this    year's    work,    and  must  not  have  been  submitted  in  any  other  contest  or  pabllsbed 
elsewhere. 

All   photographs   to   be    forwarded   to   the   secretary   at    time    goods    are    displayed    to    be    filed    for    Grand    Prize. 
Pictures   will   be  returned  to  contestants  after  the   Convention,  if  requested,  except  classes   10  and    13. 

Contestants  must  give  detailed  description  of  windows,    color    scheme    and    general    plan,    cost,    etc.,    marked    on 
back    with    name    and    address,    and    whether    for    Annual    Contest.      Class   number   must   also   be  designated. 

.All    windows,  unit  trims  or    show   cards   to   be   available    for    publication    in    Dry    Goods    Review. 

Contest  Closes  August  1st,  1912. 


/ 


Importance  of  Awards.  -  Points  Considered 

All  Decorators  and  Cardwriters,  aiming  at  proficiency  or  better  results 
will  submit  photographs  in  different  classes  because  each  award  stands  for 
individual  success  and  distinction.  The  honour  to  be  gained  is  valuable.  To 
receive  a  prize  in  any  of  these  classes  it  is  assured  trimmers  they  must  submit 
their  best  work  and  efforts  to  gain  such  distinction.  Each  award  is  a  lasting 
testimonial,  designates  a  premier  position  and  is  considered  as  such  by  competent 
judges  and  fellow  trimmers. 

Prizes  will  be  beautifully  designed  and  engraved  with  trimmer's  name, 
date,  class  or  proficiency  it  represents.  Every  trimmer  has  an  equal  chance 
in  competing  with  trimmers  w^orking  under  similar  conditions,  windows, 
appropriations  and  merchandising  schemes.  Compete  for  Grand  Prizes  and 
Special   Prizes   and   send   along   photographs. 

In  judging  windows  submitted,  the  judges  appointed  by  the  Prize  and 
Reception  Committee  will  be  disinterested.  Each  display  is  to  be  considered 
as  to  its  merits  under  the  conditions  implied  in  each  class.  Three  trimmers 
of  recognized  authority  will  be  appointed  judges  and  will  award  prizes  for 
attractiveness,  originality,  selling  merit  and  general  effect  gained  for  merchandise 
shown,  relative  to  the  different  competitions. 
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Classification  of  Prizes: 


Annual  Grand  Prize — Silver  Loving  Cup,  presented  by  Dry  Goods  Review 

Class  1 — Silver  loTing:  cnp,   suitably  engrraved,   for   the   best   collection   of  g:ood   or  original   window   and   unit  trim 
photographs  submitted  by  contestants  during  the  year.     Cup  to  become  property  of  the  winning  decorator  each  year. 


Original  Windows 


Class  2 — Open  to  all  trimmers  in  cities  of  100,000 
or  over. 

1st    Prize — Gold    Medal. 
2nd  Prize — Silver  Medal. 

For  the  best  window  of  the  year  showing  most 
beautiful  and  original  background   and   groupings. 

Merchandising  Windows 

Class  4 — Open  to  all  trimmers  in  towns  and  cities 
up   to  50.000. 

1st    Prize — Gold   Medal. ' 
2nd  Prize — Silver  Medal. 

For  the  best  display,  merchandising  or  business- 
bringing  windows  judged  by  sales  and  effective  arrange- 
ment for  such  event. 


Holiday  or  Opening  Windows 

Class  3 — Open  to  all  trimmers  in  cities  from  50,000  to 
100.000. 

1st    Prize — Gold    Medal. 
2nd  Prize — Silver  Medal. 

For  best  holiday  or  opening  window,  millinery  and 
ready-to-wear   display. 

Men's  Wear  Windows 

Class  5 — Open   to   men's   wear   trimmers   of   Canada. 

1st    Prize — Gold   Medal. 
2nd   Prize — Silver  Medal. 

For  best  men's  wear  units  and  furnishing  tables  or 
windows  dressed,  showing  arrangement  of  units  in 
completed    trim. 


Cardwriters'  Grand  Prize — Air  Brush,  donated  by  Paasche  Air  Brush  Co.,  Chicago 

Class  6 — Fountain  Air  Brush,  Model  F.,  for  best  collection  of  show  cards  and  practical  tickets  submitted  by  con- 
testaat  showing  work  used  in  actual  merchandising. 


Floral  Decorations 


Class  7 — Open  to  all  trimmers. 

1st     Prize — $10.00     In     cash. 
2nd   Prize — $5.00   in   cash. 

Awarded  by  Botanical  Decorating  Co.,  Chicago.  For 
best  window  or  interior  decoration  trimmed  with  artifi- 
cial  flowers. 

Unit  Trims 

Class  9 — Open  to  all  trimmers. 

1st    Prize — $10.00. 
2nd    Prize— $5.00. 

Awarded  by  Clatworthy  &  Son,  Ltd.,  Toronto.  For 
best  unit  trims  or  displays  on  metal  fixtures  (dry 
goods  or  men's  furnishings)  and  combined  arrange- 
ment of  same. 

Background  Suggestions 

Class  11 — Open  to  all  trimmers. 

1st    Prize — Brass    candlesticks. 

Awarded  by  Toronto  Brass  Mfg.  Co.,  Toronto.  For 
best  practical  background  suggestion  or  period  setting. 

Best  arranged  Men's  Wear  Store 
or  Clothing  Department. 

Class  13 — Open  to  all  trimmers. 
1st  Prize— $10.00 
2nd  Prize    $5.00 

Awarded  by  Taylor  Manufacturiae  Co.,  Hamilton,  for 
best  Men's  Clothing  Section  or  Exclusive  Men's  Wear  Store 
equipped  with  Taylor-Made  Rack  System. 


Original  Drape  or  New  Form 

Class  8 — Open   to  all   trimmers. 

Prize — Gold-headed    cane. 

Awarded  by  Dale  &  Pearsall,  Toronto.  For  best 
original  drape  on  any  of  their  fixtures  or  forms,  or  for 
new  model  stand  and  drape  suitable  for  commercial 
purposes. 

Best  Dressed  Show-cases 

Class    10 — Open    to   all   trimmers. 


1st  Prize- 
2nd   Prize 


-Gold    Medal. 
—Silver  Medal. 


Awarded    by    Jones    Bros.    Co.,    Litd.,    Toronto.      For 

best  dressed  showcase,  any  line  of  merchandise  in  cases 
manufactured  by   this  firm. 

Best  Show  Case  Display 

Class  12 — Open  to  all  trimmers. 
1st  Prize — $10.00. 
2nd   Prize — $5.00. 

Awarded  by  Joseph  K.  Wilson,  Toronto.  For  best 
counter  or  case  displays  fitted  with  (Essex)  S.  X.  dis- 
play  racks.     Any   suitable   line   of  merchandise. 

Best  arranged  Ready-to- Wear  Showroom. 

Class  14 — Open  to  all  trimmers. 
1st  Prize— $10.00 
2nd  Prize-$5.00 

Awarded  by  Taylor  Manufacturing  Co.,  Hamilton,  for 

best  Women's  licady-to-Wear   Department   equipped   with 
Taylor-Made  Rack  System. 


Scenic  Background  Prizes,  awarded  by  Calkins  Studio,  Chicago 

Class    15 — Open    to   all   trimmers. 

Ist     Prize — $25.00. 
2nd     Prize — $15.00. 

For  the  most  effective  window  trim  or  store  interior   decorations    submitted,    using    scenic   effects,   no    Btipolatlon 
being  made  as  to  whom  scenic  effects  are  made  by. 


Canadian  Window  Trimmers^  Association 


143  University  Ave.  ... 

ADDRESS     ALL    COMMUNICATIONS     TO     THE     SECRETARY 
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Helps  Tailor  Develop  Business 

The  Evans  Tailoring  Company,  134  King  St. 
West,  Toronto,  have  been  speciaHzing  with  great  suc- 
cess in  the  execution  of  special  orders  for  merchants 
who  are  handicapped  by  reason  of  scarcity  of  help 
and  equipment  in  carrying  on  their  tailoring  busi- 
ness. The  Evans  Tailoring  Co.  place  at  the  disposal  of 
these  merchants,  a  factory  with  complete  equipment 
and  skilled  operatives.  The  merchant  takes  the  cus- 
tomer's measure,  has  him  select  from  swatches  or  from 
stock,  the  material  preferred,  and  then  sends  in  the 
information  and  the  cloth  to  the  company,  who  cut, 
trim  and  finish.  The  order  is  executed  in  a  work- 
manlike manner  and  delivery  made  on  a  specified 
date.  Where  cloth  selections  are  made  from  swatch- 
es, the  merchant  may  direct  his  woolen  house  to 
send  the  piece  required,  to  the  company's  work- 
rooms. So  satisfactorily  has  this  system  worked  out, 
that  an  extensive  business  has  been  developed,  many 
orders  coming  from  the  far  West.  In  cases  where  a 
try-on  is  required,  and  where  time  is  not  an  import- 
ant factor,  the  suit  or  garment  in  half-finished  shape 
is  sent  forward  to  the  merchant  to  be  fitted.  The  num- 
ber of  returns,  however,  where  there  has  been  no  try- 
ons,  is  practically  negligible.  A  tailor  who  does  not 
wish  to  carry  stock,  but  who  sees  where  he  can  de- 
velop a  profitable  business,  will  find  it  to  his  ad- 
vantage to  avail  himself  of  the  assistance  which  this 
system  affords. 


Men's  Wear  Advertising 

A  book  in  which  is  given  in  easy-to- 
g"et-at  form  a  complete  collection  of 
selling  phrases  and  descriptive  adver- 
tising matter  covering  every  article 
sold  in  Men's  Wear. 


MENS-WEAR 
ADVERTISING 

cay 

WILLIAM   BORSODI 


Pages  8xn  inches 
Bound  in    Boards 


The  best  advertising  writers 
in  the  United  States  and 
Canada — the  men  who  have 
made  money  through  these 
ads. — have  contributed  all 
of  the  trade-winning  adver- 
tisements which  they  have 
used  in  the  past   19  years. 

Men's  Wear  Advertising 
should  be  on  the  desk  of 
every  business  man  who 
wishes  to  make  a  success  of 
Men's  Wear. 


SENT  POSTPAID  TO  ANY  ADDRESS  FOR  $2.00 

TECHNICAL  BOOK  DEPARTMENT 

MACLEAN  PUBLISHING  CO.,  LIMITED 

143-149  UNIVERSITY  AVENUE.  TORONTO 


EDITORAL     CONTENTS 


Clothing  for  Men  and  Boys  . 
Clothes,  Methods  and  Men  . 
Correct  Dress  for  Men   


86 
72 
93 


AGENCY    WANTED. 

YOUNG  MAN  OF  EXPERIENCE  IN  THE 
line,  would  like  to  represent  good  wholesale 
gentlemen's  furnishing  house  in  Western  Cana- 
da; excellent  references.  Correspond  with  R. 
F.   S.,   144   Eideau   St.,   Brandon,   Man.       (1) 


Common  Mistake  in  Figuring 
Profits    110 

Edwards'  Short-Cut  Card  Sys- 
tem         74 

Employer  Has  Message  for  Em- 
ployees       94 

Get  Ready  for  C.  W.  T,  A.  Con- 
vention       79 

Good  Advertising 102 


Hats  and  Caps 97 

Knitted  Goods 98 

Neckwear  and  Accessories 82 

Public  Reception  for  New  Store    90 
Will    Parcels    Post    Help    Small 

Merchant  ? 112 

Prevention  of  Fraud  in  Business     96 

Shirts,  Collars  and  Cuffs 108 

Window   Trimmers'   Competition  116 


ADVERTISING     INDEX 


Arlington    Co    81 

Art  Tailoring  Co. .  .  Inside  front  cover 

Berlin  Suspender  Co 103 

Canadian  Converters. 

"Success"  Collars   75 

Chipman,  Holton  Co 99 

Crescent  Mfg.  Co 87 

Defiance  Mfg.  Co 105 

Evans  Tailoring  Co 105 


Earl  &  Wilson  89 

Eisendrath  Glove  Co Ill 

Franklin  Knitting  Mills 89 

Halls,  Limited    101 

Harris,  E.  &  Co 89 

Jackson  Mfg.   Co 105 

King  Suspender  Co 103 

Laces  &  Braids  Mfg.  Co 85 

Nisbet  &  Auld  107 


Parsons  &  Parsons  Canadian  Co.     79 

Perrin,  Freres  &  Cie 101 

Regal  Shirt  Co 77 

Sword  Neckwear  Co 83 

Taylor  Mfg.  Co 109 

Tooke  Bros Outside  back  cover 

Van  Allen  Co 81 

Wreyford  &  Co 103 

Western  Leather  Goods  Co 113 
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Plate    showing     the     various^  strokes    used    in     brush    outline     script. 
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COLLARS  SELL 


The  TOOKE   Styles   illustrated  below  have    proved   exceptional  sellers 
even  among  the  quick-moving  TOOKE  lines. 


SOFT 
COLJLARS 


TOOKE  Soft  Collars  are  better  than 
ever  this  year — and  certainly  more 
popular.  Note  that  the  button  links 
are  set  well  up,  making  a  neater,  dress- 
ier collar.  The  demand  is  so  heavy 
that  we  have  difficulty  in  keeping  up 
with  orders.      Do  not  delay  yours. 


VICEROY 

CLOSE  FITTING 

MADE  WITH    OUR 

LOCK 
BUTTONHOLE 

2    /^r^25^ 


■y^" 


The  new  TOOKE  Lock  Buttonhole  in 
the  "Viceroy"  is  the  most  successful 
collar  feature  we  have  ever  introduced. 
The  exceptionally  close  front,  and  the 
ease  of  fastening,  are  much  appreciated. 
I  n  the  same  style  as  the  ' '  Viceroy  "  above 
(2"  high)  we  make  the  "Rob  Roy"  (i^" 
high)  and  the  "Connaught"  {2%"  high). 


TOOKE     BROS.     LIMITED,    MONTREAL 


Manufacturers  of  Shirts,  Collars  and  Neckwear 
Importers  of  Men's  Furnishings 


WINNIPEG  WAREHOUSE 


91  ALBERT  STREET 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming.  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
to  the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
$3.50 

Window^T  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    d $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 


Retail  Advertising 
Complete 

This  book  covers 
every  known  mi'thod  of 
advertising  .-i  retail 
business  ;  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them    $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
iLt  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
pertaining  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
postpaid    for    $2.50 


A  complete  course  in 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice,  Punctua- 
tion, Composition.  Price 
Cards,  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....$1.50 

1000  Ways  and  Schemes  to  Attract  Trade 

A  book  th:it  .swells  sales  and  inrreases  profits.  There  has  never  before  been  pulilished  n 
()ook  like  this.  It  gives  brief  descriptions  of  over  1. 000  ide;is  and  schemes  tliat  have  been  tried  by 
the  most  successful  retail  merchants  to  In-ing  people  to  their  stores  and  to  sell  goods.  If  yuu  tr.v 
a  scheme  every  day,  there  will  be  in  it  enough  separate  and  numbered  suggestions  to  last  yoii 
nearly  three  years  without  repeating  a  single  one.  A  few  of  the  ideas  in  one  chapter:  An  Anniver- 
sary Scheme  with  Excellent  Points— A  Sign  That  IMade  Money  for  its  Maker— Advertising  Dodge 
and  a  Clever  Salesman- A  Contest  that  Boomed  Trade — Giving  Unique  Publicity  to  a  New  Depart- 
ment—A Baby  Day  that  Drew  a  Crowd— Money  Makers  in  Many  Different  Lines— Plan  for  Intro- 
ducing a  New  Brand  of  Goods  that  Proved  a  Winner— Artistic  Ways  of  Displaying  Goods— Days 
Devoted  to  a  Particular  Class  of  Customers — Many  Window  Trims  Out  of  the  Ordinary — In  tli'is 
chapter  are  seventy-four  separate  and  distinct  ideas  that  have  been  successfully  carried  out  by 
as  many  different  merchants.  Tlier*-  are  13  mnrr-  chapters  and  934  more  $cheine.s  just  as  good  ,is 
these.  208  Pages  >J'/^\~,  and  180  IMiiKf  ral  ions.  I'rinted  on  the  best  white  paiier  and  l>onn<l  in  a 
handsoniel.v    ornamented    cover.      Price    postpaid,    Sl.OO. 

Ail  books  sent  postpaid  on  receipt  of  price 

MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 

143-149  tJniversity  Ave.         ::         TORONTO 
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When  You  See  This  Mark 

you  can  picture  in  your  mind  the  beautiful  green  fields 
of  old  Ireland  with  their  blanket  of  snowy  white  linen 
bleaching  under  the  aqua  tempered  rays  of  the  sun. 
No  other  climate  in  the  world  is  so  well  adapted  to  the 
linen  bleaching  as  that  peculiar  to  Ireland. 


are  to-day  bleached  the  same  as  they  were  hundreds  of  years  ago,  which 
leaves  them  beautiful,  soft  and  white  and  uninjured  by  acids  as  the  mod- 
ern bleached  fabrics  are. 
"Old  Bleach"  designs  are  the  newest  and  the  values  unequalled. 


R.  H.  COSBIE 


IRISH  LINEN 
AGENCY 


TORONTO 
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Rooster  Brand 


When  you  travel 
on  the 


Canadian  Railways 


did  you  ever  think  of  the  army  of  men 
in  their  employ  who  wear 

WHITE  COATS? 

Do  you  know  that  nearly  all  those 
coats  are 

ROOSTER  BRAND? 


Robert  C.  Wilkins  Co.,  Ltd. 

MANUFACTURERS 

Busine8C  Office  and  Factory  :    FARNHAM,  QUE. 

MontreBl:  23  Dowd  St ,  R.  C.  Wilkins,  Jr. 
Winnipeg:    63  Albert  St.,  T.  Whitehead 


Australian  Trade 

Are  You  Interested? 

If  so.  The  Draper  of  Jiustralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  information.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     «p^,5U     Mailed  Free 

Specimen  Copy  will  be  supplied  on  application. 

Advertising  rates  may  be  obtained  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway. 


Publishing  Offices 


Melbourne, 

Sydney, 

London, 


Fink's  Buildings 

Pest  Office  Chambers 

71  Queen  St.,  E.C. 
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TT^ISIT  our  ^varehouse  during  May,  it  will 
put  you  in  touch  with  some  extra  good 
buys  in  all  departments. 

We  take  stock  on  May  31st,  which  means  a 
quick  cleaning  out  of  odd  lots  at  surprisingly 
low^  prices. 

Come  and  see  us  before  stock-taking  begins 
so  w^e  may  show^  you  some  genuine  trade 
stimulators  and  some  values  that  cannot  be 
secured  from  any  other  source. 


GREENSHIELDS,  LIMITED 

MONTREAL 
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Awarded  the  Certificate  of  The  Incorporated  Institute  of  Hygiene 


Established 
1791 


"  The  Test 
of  Time." 


HORROCKSES 

Longcloths,  Nainsooks,  Cambrics,  India  Longcloths,  etc. 

See  Horrockses'  Name  on  Selvedge 

Sheetings,  Ready-Made  Sheets  (Plain  and  Hemstitched) 

See  Horrockses'  Name  on  Each  Sheet 


Flannelettes  of  the  Highest  Quality. 


See  Horrockses'  Name  on  Selvedge 


Horrockses,  Crewdson  &  Co.,  Ltd. 

Manchester   and   London,    England. 
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STIFEL'S    INDIGOS 


ESTABLISHED      1835 


The  standard  for  over  75 
years  for  making  Overalls, 
Uniforms,  Shirts  and  Goats 


Slifel's  Indigos  received  the  Gold 
Medal  Award  at  the  Louisiana  Pur- 
chase Exposition  at  St.  Louis,  for 
the  best  Indigos  made. 


YOUR  BRAND  is  the  biggest  asset  of  your 
business,  and  if  you  use  unestablished 
goods  and  they  turn  out  badly,  as  they  invari- 
ably do,  your  label  and  brand  will  be  blamed. 

When  you  put  your  brand  on  an  Overall  the 
consumer  looks  to  you  for  a  guarantee  not  alone 
of  the  make  and  of  the  fit,  but  of  the  fabric, 
and  if  the  goods  do  not  wear  well  your  label 
will  be  blamed. 

If  your  established  brand  is  backed  up  by  the 
use  of  Stifel's  Indigos  in  the  garments,  your 
brand  will  last  forever,  because  the  goods 
have  merit  and  are  better  than  any  other. 


J.  L.  Stifel  &  Sons 

Manufacturers 

Franklin  Mfg.  Company 

Sole  Selling  Agents 

260   Church   St.,  NEW   YORK 


Sales  Off  ces 


You  can  be  proud  to  place  your  label  on  garments  made  from 
Stifel's  Indigos,  because  they  are  a  constant  recommendation  for 
your  brand,  and  the  trade  who  use  overalls  know  they  are  the  best. 


TORONTO : 

14  Manchester  BIdK. 

ST.  LOUIS : 
426  Victoria  BIdg. 

BALTIMORE: 
114  W.  Fayette  St. 

PHILADELPHIA; 

8.^9  Market  St. 


MONTREAL: 
10  Hospital  St. 

NEW   YORK: 

260      hurch  St. 

BOSTON : 

68  Chauncy  St. 

CHICAGO: 
J37  Fifth  Ave. 
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GRAND 
PRIX 

FRANCO-BRITISH 
EXHIBITION.  1908 


GRAND 
PRIX 

TURIN 
EXHIBITION. 1911. 


IT  IS  ESSENTIAL 


When    buying    for    Costume    purposes,    that  you    should    make 
sure  that  your 

VELVETEENS 

are  in  fast-to-rubbing  dyes. 

Ask    for — and    see    that  you    get — Cloths    guaranteed    to    be    in 

WORRALL'S 

FAST  DYES 

It    was    for    the    Excellence    of    these 
Velveteens  for  Costume  purposes  that  the 

GRAND    PRIX    WAS    AWARDED 

to  J.  &  J.    M.  Worrall,   Ltd.,    both  at 

the  Franco-British  Exhibition  in    1908, 

and    at   Turin    last    year. 


Always  insist  on  a  guarantee  that  you 
are    getting    "Worrall's    Fast    Dyes." 


r  GRAND 
j     PRIX 

FRANCO-BRITISH 
EXHIBITION,  1908. 


GRAND 
^PRIX 

^         TURIN 
EXHIBITION.ISII. 
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Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get  ? 


EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  the  market  for  certain  goods,  but  that 
they  do  not  know  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

We  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 
not  usually  sold  in  dry  goods  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 
are  at  the  service  of  our  readers. 

We  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 

and  use  it  when  you  would  like   us   to  give 
you  information. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


THE  DRY  GOODS  REVIEW 

For  Subscribers 

143  UNIVERSITY   AVENUE 

TORONTO 

INFORMATION  WANTED 

DATE                                                                 191 

PLEASE  TELL  ME  WHERE  1 

CAN   BUY 

NAME                                                                                                                                                                                                                                 H 

ADDRESS                                                                                                                                                                                                                                      H 

■ 
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The    Most 
Practical,  Durable  and  Beautiful  of 
All  Fabrics  for  Summer   Wear. 

The  spring  and  summer  uses  for  English  Mohairs  are  unlimited.     And 
the  "reasons  why"  of  these  uses  are  known  to  practically  every  woman. 
Mohairs,  guaranteed  by  the  B.D.A.,  are  lustrous,  supple,   light,  yet  wonderfully 
durable  ;  they  shed  dust,  do  not  crumple  or  crease.     No  fabric  is  so  splendidly 
adapted'for  spring  and  summer  coats,   suits,   skirts  ;  for  smart  day    or    evening 
wear  ;  for  seashore  or  country ;  for  autoing  and  traveling. 

From  the  creations  of  leading  Paris  designers— like  Paquin,   Bernard,    Laborde, 
etc.— to  simple  bathing  suits— they  have  indeed  an  unlimitedjrange  of  uses. 
Wonderfully  beautiful  are  the  new  patterns  and  colorings  which  your  jobber  or 
wholesaler  has  ready  to  show  you. 

New  style  book  and  Historical  Mohair  Facts  sent  on  reguest.^AddressAnnrican 
Office  0/ The  Bradford  Dyers    Association,  Ltd.,  235  W .  ,3gth  St. ,"_  New  \ork. 

THE  BRADFORD  DYERS' ASSOCIATION,  LTD. 

of    BRADFORD,     ENGLAND 


.,?'•*- 
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'%\ 
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FLOUNCINGS, 

EMBROIDERIES, 

LACES,  Etc. 

These  are  lines  that  you  should  exercise  care  in  buying. 
We  can  help  you  to  buy  right. 


FLOUNCINGS 


We  have  a  splendid  range,  including 
all  the  newest  designs  in  27  and  45 
inch  widths.  The  cream  of  the 
European  markets. 


EMBROIDERIES 


The  new  showing  of  Embroideries  for 
next  season  must  be  seen  to  be 
properly  appreciated.  Let  us  show 
you  the  range. 


LACES 


In  every  conceivable  pattern,  design 
and  width.  At  all  prices  for  all  kinds 
of  trade. 


Our  Salesmen  will  be  out  next  month 
with  a  complete  range  of  samples. 
See    them    before    placing    orders. 


We  would  again  remind  you  that  we  are  sole  agents  for  Canada  for  the  celebrated 

QUEEN'S  CLOTH 

(REGISTERED) 
THE    DRESS    FABRIC    FOR    DISCRIMINATING    BUYERS 


FITZGIBBON,  LIMITED 

VICTORIA  SQUARE,    MONTREAL 
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::  Hot  Weather  Lines  :: 

You  should  take  advantage  of  every  oppor- 
tunity from  now  till  the  quiet  summer  season 
arrives,  and  still  having  good  stocks  in  many 
lines  for  which  the  demand  will  be  strong  for 
some  little  time,  yet  we  want  you  to  see 
them  or  samples  of  them. 

Bordered  Bastiste 

40  in.  wide,  in  floral  and  scroll  designs  in  all  best 
shades.     Good  profit  retailing  at  20c.  yard. 

Job  Taffeta  Silk 

19  in.  wide,  heavy  and  proved  wearing  qualities 
in  good  range  of  best  shades.  Can  be  retailed 
with  extra  good  profit  at  39c.  yard 

White  La\yns 

40  in.  wide,  in  all  finishes  and  qualities.  Our  repu- 
tation for  Lawns  is  of  the  best  and 
we  have  now  several  "special 
value"  lines  that  we  would  like  to 
sample  for  you. 


John  M.  Garland, 
Son  &  Co. 


Ottawa, 


Canada 
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Copyright  1911  by  John  Bing 

BING  BROS.,  A.  G.  NUREMBERG,  the  largest  manufacturers  of  TOYS  and  HOUSE 

FURNISHINGS  in  the  world,  beg  to  invite  you  to  see  their  exhibition 
of  goods  at  381  Fourth  Avenue,  New  York  City. 


BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  you  to  sell  these  brands 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

Qj^      \jy_J        Dry    Goods    Commission    Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co..  Toronto 


Linens  are  Linens 

(not  always) 

but  Liddell's  linens  are 
always  the  same — linen 
through  and  through  and 
right  from  the  heart  of 
the  linen  business  of  the 
world — Ireland. 

Liddell's"  Linens 


are  made  in  the  most  ex- 
clusive high  grade  designs 
and  are  known  through- 
out the  trade  as  the 
standard. 

See  Our   i()i2  Range 

R.  H.  COSBIE 

30  WEST  WELLINGTON  ST.     TORONTO 


Help  the  Merchant  Solve  His  Problems 


Motive  behind  Review's  information 
to  interest  or  assist  the  merchant  ? 
ment,    construction    and    equipment  - 

the    Canadian 

SEVERAL  articles  have  recently  appeared  in 
The  Review  on  store  arrangement  and  con- 
struction, at  the  request  of  readers  who  speci- 
fied measurements.  These  plans  have  embodied  sug- 
gestions for  the  location  and  equipment  of  depart- 
ments, and  were  in  every  way  calculated  to  be  a  prac- 
tical guide  to  the  merchant  who  intended  remodeling 
or  building. 

Any  assistance  that  The  Review  can  give  along 
these  lines  is  always  available  to  merchants.  This 
paper  is  familiar  with  the  construction,  arrangement 
and  equipment  of  many  of  the  largest  stores  in  Ca- 
nada and  the  United  States,  and  its  practical  knowl- 
edge of  the  dry  goods  business  places  it  in  a  position 
to  give  helpful  information. 

NECESSARY  DETAILS. 

One  thing  is  necessary  on  the  merchant's  part — 
that  in  consulting  The  Review  on  questions  of  this 
kind,  he  give  measurements,  general  shape  of  store, 
any  changes  to  be  made  in  floor  level,  number  of  en- 
trances and  exposed  sides,  and  departments.  These 
facts  are  necessary  in  working  out  the  desired  plan. 

As  regards  equipment,  it  maj^  not  be  that  every 
merchant  is  in  a  position  to  adopt  the  last  word  in 
cases,  counters,  wardrobes,  etc.,  Imt  The  Review  can 
tell  him  what  the  last  word  is  and  enable  him  to  de- 
cide how  far  he  should  go. 

IMPOKT.VNT  ARTICLE  ON  EQUIPMENT. 

Probably  one  of  the  most  important  articles  that 
ever  appeared  in  The  Dry  Goods  Review  was  that 
which  described  and  illustrated  fixtures  and  cases  in- 
stalled in  the  new  Ogilvy  store,  Montreal.  Decision 
upon  much  of  this  equipment  was  taken  only  after 
the  most  thorough  inspection  of  the  largest  stores  in 
America,  with  the  idea  of  adopting — and  improving 
where  possible — those  contrivances  which  economized 
time  and  effort,  made  for  better  stock-keeping,  attrac- 
tive interior  appearance  and  facilitated  salesmanship. 

There  are  probably  many  merchants  who  will 
say,  "Well,  that  is  only  for  a  monster  store.  It 
doesn't  interest  me.  Those  things  ai'e  beyond  my 
means,  and  I  can  get  along  very  well."  That  is  the 
wrong  point  of  view.  It  i-^  a  peculiar  store,  depart- 
ment or  window  which  does  not  contain  some  fea- 
ture of  interest  to  mei'chant  large  or  merchant  small. 
One  of  the  largest  window  trimmers  in  Toronto  has 
stated  that  an  excellent  display  was  based  on  an  idea 
embodied  in  the  window  of  a  small  country  store,  and 
that  displays  and  advertising  stunts  in  small  centres 


on    all   subjects    is :    How    is    it    going 

—  Recent    articles    on    store    arrange- 

-  What    the   next  ten     years    mean    to 
business    man. 

were  sometimes  more  interesting  to  him  than  those 
from  the  largest  cities. 

But  to  return  to  the  fixtures  in  the  Ogilvy  store. 
Take  the  oilcloth  and  linoleum  rack  as  an  example. 
Not  long  ago  The  Review  had  an  enquiry  from  a 
merchant  in  a  very  small  town  asking  the  best  way 
to  handle  large,  heavy  pieces.  The  Review  suggested 
a  rack  with  rollers  on  the  same  principle  as  the  one 
illustrated.  The  latter  is  an  improvement  upon  the 
old  scaffolding  and  crank  contrivance,  and  can  l^e 
easih'  made  by  the  merchant  who  cannot  con- 
sider expense,  but  who  must  consider  space  and  means 
of  handling. 

The  Next  Ten  Years 

The  prediction  has  been  made  with  regard  to 
Canada,  that  those  enterprises  which  develop  strength 
and  show  the  most  steady  advancement  during  the 
next  ten  years  will  share  in  the  most  valuable  pro- 
gress that  any  country  has  ever  experienced.  The 
growth  of  this  country  at  present  renders  any  more 
definite  prophecy  inadvisable.  It  is  impos.sible  to 
pre-estimate  in  such  a  matter,  l)ut  one  thing  is  cer- 
tain, the  Canadian  dry  goods  merchant  is  going  to 
be  numbered  among  those  present.  He  is  building 
larger  and  better  stores,  he  is  meeting  his  problems 
with  an  aggressiveness  that  suggests  well-founded 
confidence,  he  is  quick  to  adopt  and  apply  those  fac- 
tors which  are  gradually  making  for  a  greater  loyalty 
among  his  customers;  he  will  not  content  himself 
with  medium  standards,  but  will  work  out  his  de- 
velopment in  accordance  with  that  old  maxim :  "Give 
to  the   world   the  best  you  have   and   the  best  \\ill 

return  to  you." 

^     ^     ^ 

The  Review's  Motive 

No  other  motive  is  behind  The  Review  than  that 
it  may  he  of  material  assistance  in  this  development. 
Every  article  published  is  first  considered  from  these 
viewpoints:  How  is  it  going  to  help  or  interest  the 
retail  merchant?  Does  it  assist  him  in  his  buying 
and  his  selling?  Is  it  calculated  to  give  him  broader 
and  better  information  on  an}^  subject?  Does  it 
strengthen  his  hands  in  any  way?  Does  it  bring  him 
into  closer  touch  with  his  fellow  merchant?  Does  it 
in  any  way  assist  the  common  cause?  Whether  the 
information  be  based  on  a  merchant's  query  or  on 
a  suggestion  from  other  sources  these  are  the  ques- 
tions that  are  conscientiously  considered  and  decided 
upon. 
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Two  Merchants 


who  were  recently  on  their 
regular     Spring     buying 

trips,  chanced  to  meet  one 
day  in  the  corridor  of  one 
of  the  hotels. 

After  the  usual  saluta- 
tions they  fell  to  talking 
merchandise  and  business. 

Presently  the  pattern 
question  came  up  for  its 
share  of  discussion  a-nd 
one  merchant  was  heard 
to  [express  himself  like 
this: 


"  Well,  I  handle  McCall  Patterns.  I  have  found  that  most  women  prefer 
them.  They  sell.  They  give  satisfaction.  My  customers  tell  me  they  are  good 
style,  simple,  reliable,  and  that  in  all  sizes  they  give  uniform  satisfaction  as  to 
fit.  The  result  is  the  women  are  pleased.  I  have  no  come-backs  and  my 
pattern  department  draws  to  my  store  a  line  of  trade  that  is  invaluable  to  me. 
Furthermore,  I  have  found  the  McCall  Company  a  fair  and  square  concern  to 
deal  with  and,  altogether,  I  am  more  than  satisfied  with  the  profit  and  patronage 
I  get  from  my  McCall  pattern  department." 

Could  a  Stronger  reason  be  suggested  as  to  why  YOU  should  handle 
McCall  patterns? 

On  receipt  of  your  request  we  will  send  you  a  plan  for  handling  McCall 
Patterns  that  will  bring   you  the  same  results. 

Your  request  will  incur  no  further  obligation  than  to  consider  our 
proposition. 

The  McCall  Canadian  Office  and  Factory  in  Toronto,  the  largest  and  best  equipped  pattern 
plant  in  the  Dominion,  enables  us  to  offer  you  McCall  Patterns  and  Fashion  Publications  on 
the  same  terms,  conditions,  etc.,  as  are  enjoyed  by  United  States  Dealers. 


TU^      IWf^l^^ll      r"^.<^*«^M..        236-246  West  37th  Street 
1   he      IVlCCall      Company        New  York  aty        .        NY. 


The  Leading  Paper  Pattern  House  of  America 


Not  in  the  Trust 


No  Connection  with  any  other  House 
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THREE  SORTING  SUGGESTIONS 

WE  CAN  SORT  UP  YOUR  STOCK  OF  HOSIERY  AND 
UNDERW^EAR.  WE  HAVE  THE  LARGEST  STOCK,  THE 
BEST  ASSORTED,  AND  THE  BEST  VALUES  PROCURABLE. 

Favor  us  with  your  list  of  requirements  and  allow  us  to  forward 
you  a   sample  order  so  that  you  can   ratify  our  assertions. 


GLOVES 


Our    Long    Gloves    have    no 
attractive    numbers: — 


superiors,    here   are  a  few 


No.  243 — 20  in.  Mosquitaire  2  Dome  Lisle  in 
Black  and  White  at        -       -       - 

No.  246 — 24  in.  Mosquitaire  2  Dome  Lisle  in 
Black  and  White  at        -       -      - 


$2.25 

$4.50 
$4.50 


No.  247—20  in.  Mosquitaire  Pure  Silk  at     - 

"Gibson"    22  in.  Mosquitaire  Double  Tip  Pure  Silk  at  $6.50 

"Houland"  24  in.  Mosquitaire  Double  Tip  Pure  Silk  at  $9.00 


PARASOLS 

For  May  and  June  Trade 

Latest  Novelties  from  the  London,  Paris  and  New  York  Designers 
$  8.50  $  9.00   $10.50  $12.00 


at 


$15.00  $18.00  $21.00  $24.00 


per  doz. 


Children's     Fancy    Sunshades         .... 

at  $2.25   $3.50   $4.50     $6.50  per  doz. 


EMBROIDERY 

FLOUNCINGS 


45  in.   Embroidered  Muslin    Flouncings. 

27  in.   Embroidered  Muslin    Flouncings. 

18  in.   Embroidered  Muslin    Flouncings. 

Best  Values  Procurable. 


From  50c.  to  $1.25 
From    22|c.  to  75c. 
From    18^c.  to   35c. 
Choicest  Patterns  yet  designed. 


45  inch  Embroidered  Cotton  Voile  Flouncing,  with  Band  Insertion 
to  match,  in  White  and  Ecru. 

The   latest    creation   in   the   Embroidery   World  and   the   craze   of 
New  York.  

The  W.  R.  Brock  Company,  (Limited) 

TORONTO 
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Spoke  up  for  the  Retailer 

WHILE  there  are  these  who  will  question  the 
wi.-^dom  of  the  attack  upon  and  the  defeat  of 
the  Bulk  Sales  Bill  in  the  Ontario  Legislature,  the 
circum.stance  stands  out  as  one  of  particular  interest 
to  retailers  in  that  there  were  representatives  who 
were  ready  and  did  not  hesitate  to  enter  a  strenuous 
protest  on  their  behalf.     The  Bill  had  for  its  object 


the  prevention  of  fraud  in  the  transfer  of  stocks  in 
bulk  without  proper  notice  being  given  to  creditors 
or  an  exact  statement  of  indebtedness  from  the  ven- 
dor to  the  purchaser.  As  was  the  case  when  the  bill 
was  formerly  introduced,  opposition  was  based  on  the 
assumption  that  this  was  class  legislation,  that  it  was 
largely  for  the  benefit  of  the  wholesaler  and  that  the 
interests  of  the  retailer  were  not  sufficiently  safe- 
guarded. The  Bill  came  up  in  the  last  hours  of  the 
session,  there  was  little  debate  upon  it,  and  it  will 
stand  over. 

Without  attempting  to  discuss  the  pros  and  cons 
of  the  Bill,  further  than  to  state  that  it  may  appear 
at  a  future  session.  The  Review  wi.shes  to  commend 
the  fact  that  the  retailer  is  by  no  means  an  indiffer- 
ent factor  in  the  minds  of  some  of  the  people's  repre- 
sentatives. There  are  men,  who,  undoubtedly  in 
close  touch  with  the  questions  concerning  the  busi- 
ness interests  of  their  districts  demonstrate  their 
ability  to  play  something  more  than  a  thinking  part 
where  "the  hat  is  in  the  ring."  The  more  of  these 
kind  of  representatives  there  are  the  greater  will  be 
the  benefit  to  the  country's  business  interests,  and  the 
more  frequently  the  retailers  and  wholesalers  consult 
with  them  the  more  intelligently  will  measures  aimed 
at  the  solution  of  business  problems,  be  fought  out. 
There  is  a  certain  amount  of  re.sponsibility  devolving 
upon  the  merchant  in  matters  of  this  kind.  When, 
in  the  event  of  important  legislation  being  introduc- 
ed, representatives  of  the  people  do  not  know  how  to 
consider  it  in  all  its  bearings,  and  cannot  place  them- 
selves on  record  in  an  unmistakeable  way,  it  indi- 
cates that  there  is  an  indifferent  Board  of  Trade,  or 
merchant's  association  in  those  centres  of  population 
which  selected  them.  The  trend  of  the  times  is  to- 
wards organization.  The  retailer  cannot  afford  to 
disregard  that  fact. 
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For  Or  Against  Parcels  Post  ? 

THE  fund  of  information  on  the  parcels  post  ques- 
tion which  has  been  presented  to  the  House  of 
Commons  at  Ottawa,  and  the  opinions  already  ex- 
pressed upon  it,  would  certainly  indicate  that  legis- 
lati<»n  of  some  form  will  he  introduced  next  session. 
Many  merchants  have  undoubtedly  read  the  discus- 
sion of  the  subject,  published  in  the  last  number  of 
The  Review,  before  the  House  by  a  member  who  had 
gone  into  the  matter  very  thoroughly.  The  method 
of  operation  in  European  countries  was  described 
and  the  assertion  made  that  in  no  case  had  it  en- 
couraged a  monopoly  or  assisted  the  mail  order 
stores  to  tiie  detriment  of  the  small  merchant,  that 
proposed  regulation  was  such  that  the  large  stores 
would  still  have  to  use  present  methods  of  distribu- 
tion. 

One  important  fact  was  overlooked  in  this  dis- 
cussion, and  it  is  one  upon  which,  if  merchants  are 
going  to  oppose  such  legislation,  representatives 
should  be  thoroughly  posted.  It  is  the  buying  in- 
equalities of  a  young  country  such  as  Canada,  and 
the  unusual  conditions  enforced  by  reason  of  great 
distance.  While  the  Canadian  merchant  has  a  high- 
ly intelligent  buying  public  to  consider,  problems  of 
selection  and  distribution  are  more  numerous  and  ex- 
acting than  those  which  obtain  in  the  smaller  and 
far  more  densely  populated  countries  of  Europe. 
There  is  more  equality  in  retail  buying  opportunities, 
whereas  in  Canada  the  advantage  is  chiefly  to  the 
monster  store  or  the  combination. 

An  authority  discussing  the  high  cost  of  living 
refers  to  the  mistaken  idea  that  low  wages  in  Euro- 
pean countries  are  nicely  balanced  by  easy  prices  of 
commodities.  He  points  out  that  easy  prices  have 
nothing  to  do  with  it,  but  that  low  standards  of  liv- 
ing have  solved  the  problems  of  the  low  wage.  In 
Canada,  where  resources  are  being  developed  and 
wealth  is  accunuilating,  the  tendency  is  decidedly 
towards  higher  standards.  This  is  a  fact  which  every 
merchant  will  acknowledge  and  it  is  accomplished 
by  that  independence  and  lack  of  local  loyalty  upon 
which  large  mail  order  houses  have  thrived.  The 
local  merchant  is  by  no  means  standing  still,  how- 
ever, and  in  his  enterprise  as  well  as  in  his  general 
policy  and  principles  will  strenuously  oppose  any 
proposition  tending  to  multiply  those  inequalities  by 
which  he  is  now  handicapped. 

The  question  is  a  many-sided  one.  By  the  pro- 
posed legislation,  it  is  hoped  some  attention  of  the 
express  rate  problem  may  be  brought  about  by  means 
of  competition  and  that  a  profitable  source  of  revenue 
now  going  to  private  interests  will  be  developed  by 


the  country.  These  are  the  two  great  points  to  be 
considered  on  the  opposite  side  of  the  sheet.  It  is  a 
question  that  cannot  be  lightly  dismissed  by  the 
mercantile  interests  of  the  country,  and  now  that  the 
matter  has  been  shelved  for  another  session,  mer- 
chants and  representatives  should  discuss  the  propo- 
sition thoroughly,  so  that  every  phase  of  it,  may  be 
properly  understood. 

A  strenuous  campaign  has  been  waged  against 
proposed  parcels  post  legislation  in  the  United  States. 
Express  companies,  it  is  stated,  have  taken  prominent 
part,  but  merchants  deny  any  association  with  them 
in  the  matter.  It  is  a  fight,  they  point  out,  for  the 
preservation  of  local  business  interests. 


Cuts  and  Descriptions 

ADVERTISING  men  are  busy  planning  the  an- 
nouncements which,  they  hope,  will  do  justice 
to  the  new  goods  selected  and  displayed  for  the  Spring 
openings.  Some  houses  will  supplement  their 
newspaper  matter  with  neat  folders,  going  into  fur- 
ther description  of  the  goods  or  specializing  some  one 
department.  These  advertisements,  circulars  and 
catalogues  will  all  contain  line  cuts  and  half-tones, 
and  it  is  the  advertising  man's  duty  to  see  that,  where 
these  depict  style  in  a  practical  way,  they  carry  with 
them  a  "live"  message,  either  in  the  form  of  direct 
captions  or  in  paragraphs  in  those  sections  of  the  ad- 
vertisement in  which  they  are  placed. 

Too  often  is  it  the  case  that  a  style  out  is  "thrown 
in"  to  improve  the  appearance  of  an  advertisement, 
but  it  fails  of  any  lasting  effect  simply  because  there  is 
no  reading  matter  in  connection  with  it  calculated 
to  focus  attention.  It  is  safe  to  say  that,  on  this  ac- 
count, the  average  reader  attaches  no  more  signific- 
ance to  a  cut  depicting  some  style  feature  than  to  one 
inserted  for  ornamental  purposes  only. 

It  is  known  that  manufacturers  are  preparing  to 
supply  customers  with  cuts  illustrating  good  selling 
points.  They  go  into  newspaper  advertisements  with- 
out  dt-cription  of  any  kind,  whereas  had  the  adver- 
tising man  taken  them  to  the  head  of  the  department 
he  might  have  secured  sufficient  for  a  caption  that 
W'Ould  make  the  appearance  of  the  cut  in  the  news- 
paper far  more  profitable  to  the  department. 

Very  often  it  is  noted  that  outs  are  used  which 
describe  a  style  feature  entirely  out  of  date.  Con- 
sidering the  knowledge  that  the  average  customer  has 
in  this  day,  it  were  much  better  to  do  without  this 
form  of  illustration.  The  best  advertisements  or  dis- 
play cards  are  those  which  depict,  to  as  great  an  ex- 
tent as  possible  in  the  outs  used,  the  latest  vogue,  and 
it  is  always  advisable,  when  it  is  a  practical  style  illus- 
tration, to  add  descriptions  that  will  be  still  more 
suggestive  to  the  mind  of  the  customer. 
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The  Passing  View 

The  Ready-to-Wear  Departmeut  of  this  number 
discusses  authoritatively  the  Fall  garment  outlook. 
It  gives  to  buyer  and  merchandise  man  a  view  of  the 
situation  in  Canada,  and  an  expert  summing  up  of 
the  iniiuences  of  the  world's  fashion  centres,  which 
he  will  get  nowhere  else.  The  Review's  predictions 
are  based  on  experience  and  practical  knowledge. 
Read  what  it  says  about  next  season's  opportunities. 

*  *     * 

Several  problems  of  corset  buying  and  ■celling 
are  discussed  in  the  ready-to-wear  section  of  The 
Review  this  month.  Are  you  sure  you  are  realizing 
on  this  department  to  tlie  extent  that  you  should? 

The  article  will  interest  you. 

*  *     * 

Some  of  the  New  York  stores  offered  to  contribute 
1  per  cent,  of  a  week's  sales  to  the  Titanic  Relief 
Fund,  and  made  a  feature  of  their  offer  in  their  daily 

advertising. 

*  *     * 

Experts  declare  that  when  a  ready-to-wear  adver- 
tisement is  illustrated  by  a  cut  that  represents  correct- 
ly at  least  one  of  the  garments  described  it  increases 
the  pulling  power  of  that  advertisement  at  lea>t  'iO 
per  cent.  Read  the  article  on  "Advertising  Ready-to- 
wear  Garments,"  by  James  Edmund  Ryan,  in  the 

Good  Advertising  Department  of  this  paper. 

*  *     * 

The  merchant  who  is  dependent  upon  sentiment 
to  hold  or  develop  his  local  business  for  him  is 
doomed  to  some  disappointment.  Bright  advertis- 
ing, an  efficient  service,  a  policy  that  points  to  the 
merchant  as  a  man  who  knows  his  business  will  carry 

him  much  further  on  his  way. 

*  *     ♦ 

Does  it  pay  the  merchant  to  confine  what  he 
knows  to  be  the  best  selling  garments  in  his  ready- 
to-wear  department  to  one  particular  class  or  clique 
of  customers  no  matter  how  tempting  the  temporary 
inducements  may  be?  An  article  in  the  ready-to- 
wear  section  of  the  next  number  discusses  the  ques- 
tion. In  view  of  the  aggressive  competition  which 
the  local  merchant  now  has  to  contend  with,  any 
policy  that  confinest  or  limits  his  efforts  certainly 

looks  like  bad  business.    Read  the  article. 

*  *     * 

True  loyalty  in  business  means  "to  stand  up  for 
3'our  own  opinions  before  your  employer  and   for 

your  employer's  opinions  before  the  world." 

*  *     * 

Xo  man  can  achieve  any  great  success  who  is  not 
enthusiastic  about  his  work.  If  you  work  hard,  think 
hard,  try  hard  to  do  your  work  a  little  better  than 
seems  necessary,  and  eliminate  fear  of  taking  the 
initiative  once  in  a  while,  there  is  room  for  you  fur- 
ther up. 


A  United  States  Senator  recently  received  a  let- 
ter from  a  farmer  in  his  home  town  who  urged  the 
immediate  enactment  of  a  parcels  post  bill,  because 
he  had  to  pay  $72  to  express  a  cow  from  Minneapolis 
to  Phoenix,  Ariz.  Some  of  the  advocates  across  the 
line  want  to  mail  threshing  machines. 

*  :(:         H= 

As  the  feature  of  "Baby  Week"  of  a  green  tag  sale 
held  recently  one  merchant  gave  away  four  go-carts 
to  the  two  heaviest  and  two  lightest  weight  babies 
under  and  up  to  one  year,  who  allowed  themselves 
to  be  brought  to  the  store  and  weighed  in  the  window 
with  scales  made  especially  for  that  purpose.  The 
honors  were  even  as  to  sex. 

*     *     * 

It  is  reported  of  the  head  of  a  department  store 
that  he  was  afraid  of  aiming  at  anything  calculated 
to  make  his  help  more  efficient  because  then  he  would 
have  to  pay  more  salary,  or  his  employees  would  leave 
for  better  jobs  elsewhere.  There  is  some  short-sight- 
edness in  this.  The  general  toning  up  that  the  effi- 
ciency work  would  do  would  bring  in  thousands  of 
dollars  now  lost,  even  if  the  store  did  lose  some  of  its 
best  help.  How  to  secure  the  best  class  of  help  has 
always  been  a  problem  to  the  merchant.  Let  a  store 
become  known  as  one  where  employees  are  trained 
scientifically  and  are  advanced,  and  that  store  will 
draw  the  picked  people.  It  is  said  that  in  Chicago  a 
salesman  can  readily  command  $2  a  week  more  from 
other  merchants  by  reason  of  having  been  trained  at 
a  certain  world-famous  store  of  that  city.  The  high- 
est salaried  man  is  usually  the  man  whose  selling 
costs  are  lowest  and  the  man  who  brings  the  biggest 
profits  to  his  employers. 


Features  of  this  Number 

Special  ready-tO'toear  section  describing 
and.  illustrating  Fall  lines. 

Problems  of  corset  bv  ijing  and  selling. — 
Ready-to-tvear  section. 

Report  of  National  Cloak,  Suit  and  Skirt 
Association  Convention  at  Toledo. 

The  approbation  problem. 

Advertising  ready-to-wear  garments. — 
Good  advertising  section. 

Management  of  a  retail  business. 

Policy  that  holds  the  staff's  loyalty. 

Equipment  for  the  Summer  cottage  and 
verandah. — Hoasefurnishing  section. 

Second  millinery  openings.  Early  dis- 
plai/s  of  Fall  lines. 

Trend  of  novelty  in  dress  accessories  and 
fancy  goods  for  Snmrner  and  Fall. 


Do  you  advertise 
by  the  yard  or  ac- 
cording to  news 
value?  The  an- 
swer may  explain 
some  things. 


Advertising  ready-to-wear  garments  —  Exact^illustrations  lend  about  60  per 
cent,  to  ad's  pulling  power — How  the  small  dealer  can  get  good  illustra- 
tions for  newspapers,  booklets,  etc.  —  How  some  dealers  describe  garments 
— The  effectiveness  of  follow-upiettersjn^developing  ready-to-wear  business 

For  the  Review  by  E.  J.  Ryan,  ad.  manager  O'Neill-Adams  Co.,  New  York,  formerly 
with  Tne  Right  House,|Hamilton. 


WELLINGTON  thought  the  three  things 
needed  most  by  a  good  soldier  were  "a  pair 
of  shoes,  an  extra  pair  of  shoes,  and  an  extra 
pair  of  soles." 

The  three  things  needed  most  by  the  advertiser  of 
ready-to-wear  garments,  whether  he  conducts  the 
biggest  store  in  Canada  or  a  small  specialty  shop 
doing  as  little  as  $50,000  a  year,  are— CUTS— CUTS 
—CUTS ! 

An  exact  illustration  of  at  least  one  of  the  gar- 
ments you  are  talking  about — and  this  applies  with 
equal  force  to  men's,  as  well  as  women's  garments — 
lends  something  like  60  per  cent,  to  the  pulling  power 
of  the  ad. 

This  is  not  a  guess.    It   has  been  tried  out. 

HOW   TO  GET  GOOD  ILLUSTRATIONS. 

Some  day  a  group  of  ready-to-wear  garment 
makers  who  recognize  the  importance  of  the  com- 
paratively small  dealers,  are  going  to  make  a  ten 
strike  by  having  on  hand  large  and  small  electro 
cuts  of  every  style  garment  they  make.  There  will 
be  a  standing  rule  in  their  shipping  departments 
making  it  mandatory  for  the  shipping  clerk  to  en- 
close these  cuts  in  every  case  of  garments  shipped 
out. 

This  will  be  a  wise  thing  for  the  manufacturer 
to  do,  because  it  will  mean  better  advertising  of  his 
goods  and  more  sales  for  h'-  account. 

As  things  exist  now,  it  is  up  to  the  buyer  who 
goes  to  the  market  for  a  small  store  to  remember  to 
bring  back  cuts  of  the  garments  he  has  purchased. 
As  very  few  manufacturers  have  any  newspaper  line 
cuts  on  hand,  the  buyer  should  operate  in  this 
manner: 

Find  out  from  one  of  the  large  stores  in  the 
market  town  the  name  of  a  good  commercial  ''line" 
artist.  Secure  the  services  of  the  artist  at  once.  Have 
every  style  sketched. 

The  artist  will  charge  $1  to  $2.50  per  figure.  Next 
rush  the  sketches  to  an  engraving  company,   and 


have  line  cuts  made  the  size  you  want  them.  By  the 
time  the  buyer  has  finished  his  shopping  and  is 
ready  to  hurry  back  home,  the  cuts  will  be  at  his 
hotei. 

This  plan  is  applicable  to  business  of  all  sizes, 
the  charge  for  the  drawing  and  engraving  being  in- 
finitesimal in  comjiarison  to  the  volume  of  sales  that 
should  result  from  the  use  of  the  cuts  in  the  ad. 
Stock  cuts  or  "mats"  from  agencies  seldom,  if  ever, 
fit  the  merchandise  exactly. 

If  the  ready-to-wear  man  has  decided  upon  a 
booklet  or  large  folder  printed  on  glossy  or  coated 
paper,  he  can  have  photographs  made  of  his  gar- 
ments. These  look  best  when  done  by  a  commercial 
photographer  who  appreciates  the  necessity  of  high 
lights.  Have  the  half  tones  retouched  so  that  all 
shadows  are  removed  and  all  trimmings,  buttons,  etc., 
show  clear  cut. 


12.00 


The  "M&rion/' 

The  Newest  Sailor 

MiUn,  t&ced  Wth  ivhtte  cloth — note  new  wing  effect. 

O'Neill's  are 
now  showing 
the  newest 
Spring  and 
Summer  sailor 
— a  clever  Mi- 
Ian  Sailor  Hat, 
faced  with 
white  cloth 
and  trimmed 
on  the  outside 
with  folds  of 
cloth  and  pro- 
jecting wing. 
Special 

$12.00 

Ready  Now — An  attractive  array  of  practical  modish  Hals 
suitable  for  immediate  wear;  also  models  for  afternoon  occasions, 
models  and  copies  from  the  best  Parisian  houses. 

$5.00,  $7.00,  $10.00,  $15.00  and  $25.00 


Next  to  impossible  for  the  eye  to  escape  this  cut.    A  little 

2  col.,  3  in.   announcement  that  brought    big   business. 

Note  effectiveness  of  the  circle  border. 
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GET  READY  FOR  MAY  SALES 

Your  townspeople  want  new  carpets,  new  hangings  and  new  linens  NOW. 
You  can  supply  their  wants  if  you  buy  from  us.  Tell  them  you  can  and  say 
when  our  traveler  may  call. 

You  buy  goods  that  satisfy  when  you  order  "Lion"  Brand  House  Furnishings. 

The  products  of  the  best  makers  in  the  world,  for  quality  cf  material,  beauty 
of  design  and  value,  they  cannot  be  surpassed. 

WE  CAN  SHIP  NOW 

The  W.  R.  brock  company,  (Limited) 

montreal 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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THE     ART    OF    DISPLAY 


Dry  Goods  Review 


The  man  who  looks  upon  a  $10  to  $25  expendi- 
ture on  good  illustrations  for  his  ready-to-wear  ad.-  — 
granting  that  it  is  a  large  one — as  extravagant  will 
be  lucky,  indeed,  if  his  far-sighted  neighbors  do  not 
take  his  business  away  from  him. 

Think  of  what  good  exact  illustrations  have  done 
for  the  mail  order  departments.     We  ourselves  have 


Any  One  of  These  $18.50  Laster 
COATS  To-morrow  Only  $-i  -i  .75 


$11.73   ^^i   $11.75    ^   $11-7S  '     $11.75 

You  Can   Get  Even    the  Newest    White    Coats   at    This 
Price^To-Morrowl 
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With    some   sliglit   ciianues  in    type   tliis    is    tlie 
way  O'Neill's  treated  the  Ready-to-wear  depart- 
ments share  in  the  page  ad.    Hundreds  of  women 
brought  the  clipping  to  the  store  with  them. 


men  ordering  .suits  from  us  as  far  west  as  Illinois! 

DESCRIBING    READY-TO-WEAR    GARMENTS HOW    SOME 

DEALERS  DO  IT. 

I  know  one  buyer  of  ready-to-wear  garments  for 
women  who  turns  a  big  stock  six  times  every  year. 
In  his  ads.  he  gives  a  cut  and  dried  description  such 
as: 

"Women's  Navy  Blue  Serge  Suits,  plain  tailored; 
coats  lined  with  peau  de  synge.  Sizes  32  to  44. 
Coats  three-hutton,  with  mannish  collar.  Worth 
$27.50.    Sale  price,  $19.75." 

He  u.ses  little  or  no  direct  advertising  such  as 
folders,  cards  or  booklets.  Obviously,  his  merchan- 
dise, location  and  service  are  abnormally  good. 
Otherwise  more  forceful,  aggressive  advertLsing 
would  be  necessary. 

Plenty  of  small  dealers  who  use  10  inches  of 
space,  two  columns  deep,  about  three  times  a  week 
have  been  able  to  make  their  ads.  stand  out  in  the 
papers  as  strong  as  some  of  the  full-page  announce- 
ments of  larger  concerns. 

Embrick,  in  Philadelphia,  is  one  of  these.  One 
artist  with  an  individual  style  of  drawing  makes  Em- 
brick's  suit  and  coat  drawings. 


If  Embrick  is  using  10  inches  of  space,  you  can 
wager  that  the  cut  will  occupy  8  inches  of  it,  the 
other  half  being  used  for  a  brief  description,  and  the.se 
effective  words:  "The  'Embrick'  girl;  seen  every- 
where, and  recognized  wherever  seen."  A  distinc- 
tive border  outlines  the  Embrick  ad. 

Some  advertisers  like  to  group  their  ready-to-wear 
offers  into  divisions — coats,  suits,  waists,  petticoats 
and  so  on,  each  group  being  a  general  summary  of 
all  the  goods  in  each  section,  with  a  range  of  prices 
mentioned.     Thus: 

"The  new  Ijutter  shade  voile  waist  is  now  on  dis- 
play and  sale  in  the  convenient  second  floor  depart- 
ment. We  have  this  in  all  sizes.  It  comes  prettily 
trimmed  with  dainty  laces  and  insertions  at  the  neck 
and  sleeves,  or  perfectly  plain,  with  'kerchief  pocket. 
Several  qualities  ranging  in  prices  from  $1.98  to 
$4.50.    On  display  also  are  cool-looking  Habutai  silk 
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800  Women's  Silk  Lined  $20  Suits 

A  big  Suit  manufacturer  "makes  good"— You  gain  dote  to  50% 
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A  wonderful  result  getter  for  an  ad  measuring" 
only  three  cohimns  wide  and  WA  inches  in  depth. 
The  broken  oval  border  around  the  figures  and 
the  '*  boxed"  subhead  beneath  cut  add  greatly  to 
the  effectiveness  of  this  ad.  Several  New  York 
stores  deliberately  copied  Mr.  Ryan's  layout. 


waistSj  with  new  mannish  sleeves,  at  $2.98;  also  new 
mourning  waists,  relieved  from  being  too  sombre  by 
delicate  black  lace  yokes  and  sleeve  insertion.  These 
can  be  had  in  all  sizes  at  $1.25,  $1.98,  $2.45  up  to 

With  one  or  two  cuts,  this  has  been  found  to  be 
very  effective.  Starting  off  with  the  new  note — ^'but- 
ter shade'' — is  a  very  good  idea.    When  you  do  this 
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you  are  saying  something  definite.  You  are  not 
going  over  the  same  old  ground  of  "the  largest  aad 
finest  stock  of  new  Summer  waists  ever  assembled," 
etc. 

And,  by  the  same  token,  when  you  or  your  buy- 
ers go  to  market  manage  somehow  to  find  out  the  new 
names  of  the  new  shades  and  styles.  Make  a  note  of 
them,  and  use  them  in  your  advertising  and  in  talk- 
ing with  customers.  It  doesn't  make  any  difference 
if  you  are  located  forty  miles  from  the  railroad,  tlic 
nature  of  womair  is  just  the  same;  she  likes  to  hear 
about  what  is  new,  and  most  of  them  like  to  knov? 
that  they  are  wearing  it. 

EFFECTIVENESS  OF  THE  "FOLLOW  UP"  LETTER. 

Don't  let  your  ready-to-wear  salespeople  assume 
the  attitude  that  when  a  customer  is  "sold,"  all  the 
salesperson  has  to  do  is  to  hang  up  the  stock  and  wait 
for  the  next  one.  Have  them  make  a  careful  n.)te  in 
a  book  big  enough  not  to  be  lost  of  what  Mrs.  Blank 
bought,  what  alterations  were  necessary,  what  sb.ade. 
and  so  on.  Also  see  to  it  that  your  store  sends  out, 
say,  two  days  after  the  sale,  a  letter  asking  Mrs.  Blank 
if  the  garment  arrived  in  perfect  condition,  on  time, 
and.  if  all  the  alterations  were  made  to  her  satisfac- 
tion. 

This  is  a  wonderfully  effective  method  of  secur- 
ing good-will,  and  favorable  comment.  The  latter  is 
the  most  precious  form  of  advertising  known  to  man. 

When  another  season  has  rolled  around  refer 
back  to  the  note  the  saleswoman  made  as  to  what 
Mrs.  Blank  bought.  It  gives  you  a  splendid  oppor- 
tunity for  a  telling,  personal  letter  framed  something 
like  this: 

October,  15,  1912. 
Dear  Mrs.  Blank. ^ 

On  April  27  we  had  the  plea^sure  of  selling  you 
one  of  our  New  York  Spring  weight  suits — a  ricfi; 
blue  broadcloth  which,  you  may  remember,  fitted  you 
almost  perfectly  the  first  time  you  tried  it  on.  If 
we  remember  right,  all  it  needed  was  a  little  shorten- 
ing of  the  .sleeves. 

We  trust  this  suit  gave  you  the  service  you  ex- 
pected— if  not,  we  would  like  to  hear  about  it — and 
\ve  know  you  will  be  interested  in  the  fresh  shipment 
of  the  new  Fall  styles  we  have  just  received  from  the 
same  maker.  There  is  one  style  in  particular  tiiat 
we  are  reserving  for  you  to  see — a  very  dressy  tan 
serge,  with  the  new  slash  revere  and  semi-pannier 
skirt.  This,  of  cour.se,  is  only  one  of  the  many  new 
styles  now  ready. 

To-morrow  morning  would  be  a  very  good  time 
for  you  to  spend  a  pleasant  'half  hour  looking  through 
this  new  stock  with  the  same  saleswoman  who  has 
.scr\'ed  you  in  the  past. 


The  question  of  booklets,  folders,  inserts  for 
packages  and  other  direct  medium  is  one  thai  each 
dealer  must  settle  for  him.self.  A  great  deal  depends 
upon  the  nature  of  his  business  and  the  facilities  for 
making  cuts,  printing,  addre.s.sing  and  so  on. 

Eeady-fo-wear  garments  and  millinery  for  wmrn- 
ing  are  important.  If  every  dealer  could  get  his 
regular  customers,  particularly  those  living  out  some 
distance  from  the  city,  to  fill  out  a  "size  and  style" 
blank,  customers  who  had  sudden  need  for  black 
garments  could  telephone  in  and  be  sure  of  securing 
waists,  skirts,  dresses,  suits,  gloves,  etc.,  that  would 
fit  perfectly. 

HUMAN    INTEREST    IN    ADVERTISING. 

What  you  say  in  your  ads.  about  your  ready-to- 
wear  is,  of  course,  important.  Personally  I  like  to 
see  copy  with  a  little  touch  of  human  interest  in  it — 
something  to  add  interest  to  the  cut  and  dried  de- 
scription of  details.  The  headlines  are  things  to 
study  over.  Keep  the  customer  in  mind  when  you 
write  one.  Don't  get  to  thinking,  as  one  ad.  expert 
has  put  it,  "about  what  your  wife,  your  poor  rela- 
tions or  your  competitor  will  think  of  it."  Make  it 
go  home  to  the  customer.  And,  by  the  same  token, 
there  isn't  a  much  stronger  one — if  it  be  absolutely 
true — than  this  simple,  comprehensive  sample: 
Fashionable  $30  Blue  Serge  Suits  $19.75. 

Always,  let  me  conclude,  provided  a  good  cut 
goes  with  it. 


ONeill^damsCo. 

Sitth  Avenue,  2ath  to  22d  SIreel 


O'NeiH's  Set  a  New  Standard  of  Value  Giving! 

1,000  Suits,  Coats  and  _=_=. 

Dresses,  Worth  Up 
to  $20.00,  at 


Six  column  I.')  inch  art  siiowing  prominence  of  nameplate, 

styles  and  prices.    Even  a  rainy  day  did   not  hurt  the 

drawing  power  of  this  announcement. 


The  Management  of  a  Retail  Business 

CASH    DISCOUNT    AND    CREDIT. 

By  H.  C.  Carson,  F.S.S. 

We  have  now  reached  June,  the  sixth  the  balance  as  speedily  as  possible,  and          The  books  show,  therefore,  that  he  is 

month  of  operation  of  these  two  stores,  to  sell  him  only  for  cash  in  future.  ^^^.th  $1,072.97  more  than  when  he  com- 

and,  as  forecast  in  last  week's  article,  the  A  Belated  Regret.  ^^^^^^  business,  that   he   is  apparently 

shonkeener  No    2    has  foiinrl   rpal   diffi  ^^®  *"^^   seriousness   of  his   situation          ,        .    ,    ^              ^,    ,         . 

shopkeeper  ^0..,  has  found  real  diffi  ^^^  ^^  ^^^^  ^^^^^^                     ^^^  ^^  ^^^  solvent,  but,  nevertheless,  in  such  a  con- 

culties  staring  him  in  the  face.     Of  his  ^^^^^^^^  ^^  ^^^^  ^p  ^.^  ^^J^^^^  ^^  ^^^  dition  that  he  cannot  continue  business 

accounts   payable,     amounting     to     $2,-  end  of  the  month,  he  is  filled  with  regret  successfully.    His  stock  is  lower  than  the 

317.67,    all    but   $900   is   past    due,    and  that   he   did   not   stick   to   the   trade   at  original   installation   by   exactly   50   per 

statements  received  indicate  that  a  num-  which  he  had  been  trained-a  skilled  me-  gent.,  and  he  owes  nearly  $2,000,  all  past 

ber  of  his  creditors  are  growing  tired  of  chanic-mstead     of     venturing    on     the              ^.^^^ 

his  dilatory  tactics.  troublesome   sea     of     business,  without 

He  is  compelled  to  crave  their  indulo-  l^^""  T  ^^?'!"*'^^-^  experience  to  guide                     Consults  His  Creditors, 

xie  IS  compeuea  lo  crave  tneir  induig-  j^im  through  the  commercial  shoals  and 

ence,   which,   of  course,  is  granted,   but  quicksands.     Scores  are  wrecked  in  the         ^^  ^^^  '^^'^^^  °^^  alternative,   and  he 

naturally  further  purchases  are  not  en-  same  way  each  year.  takes  it.    The  state  of  affairs  is  laid  be- 

couraged.    His  chief  necessity  now  is  to  Business  capital  consists  of  two  things  fore  his  creditors  by  his  solicitor.    They 

sell  so  much  as  possible  for  cash,   and  —knowledge   and  money,  the  latter  be-  are  kindly  disposed  towards  him,  for  he 

to    collect    his    outstanding  accounts   re-  J""  f  """^  ^^^  ^*^^'''"^*  °^  accessory  than  ^^^^  ^^^^  ^^^^^^^  ^^  ^y^  l^ig  transactions, 

•     ui         -D   .          u          .  *^^  former,  and  the  records  of  the  mer-           :,     «      ^          •  ,.  u-      •     v      ■;!  *•       *v, 

ceivable.      But    cash    customers    are    no  „„„f;i„   on.«„„;„o   oi  „^   4.1,  *.   •              ■  and  offer  to  assist  him  in  liquidating  the 

cantue  agencies  show  that  inexperience  .  ° 

longer  attracted  to  his  store.    It  has  lost  is  the  basic  cause  of  a  big  majority  of  '™siness.     His  competitor.  No.  1,  offers 

that  spick  and  span  appearance  which  is  the    failures.      The    accounts    of    No.    2  ^^   ^^^^^   "'"^    *'^®   ^^^^^^   ^^^   *^^   ^^°^'^' 

at  least  an  outward  semblance  of  pros-  stand  as  follows:-  which  is  accepted  with  the  approval  of 

•  ,  T   ,,  ,      ,  ^,  ,    .  the   creditors,  and  the  landlord  is  gen- 

penty,  and  those  who  have  the  cash  in-  Merchandise                                                     ,     .              ,  •       ^.-^^    n       ,  • 

.     '               .  iyieri,nanaise.  ^^^^^^  enough   to   pay   him   $500   for   his 

variably  exercise  the  function  of  choice      Stock  on  hand  June  1 $2,375.00  fixtures.      With    the    proceeds    of   stock 

as  to  where  they  will  spend  it.  Purchased  during  month   150.00  and  fixtures,   amounting  to  $1,500,   and 

n    V   m     J     -Ti-  ■  cash  on  hand  $47,  he  pays  his  creditors 

Cash  Trade  Disappearing.  $2,525.00  off,   all  but   $260.67,  which  balance   he 

His  trade,  therefore,  is  almost  wholly  Sales  $1,700  at  75  per  cent  cost.  1,275.00  contrives  to  collect  from  his  outstanding 

restricted  to  credit  patronage,  and  under  '  accounts,  making  settlement  in  full. 

.,       .  ,  .,  ,,  ^,    X  i,         Stock  on  hand  June  30 $1,250.00  tt     u  +•     j   *  i,     •  a 

the  circumstances  it  would  seem  that  the  '                     He  has  retired  from  business,  a  sad- 

less  goods  he  sold,  the     better     off  he  Receipts  and  Disbursemen'^;:  "^'^  ^''\jTuT''\  ^?tf  ""^  ^^'^"^^ 

„ ij  1  „     T3  4.  !,„  u  4.        1-     1  i.1  •  cash  with  which  he  started,  he  now  owns 

would  be.     But  he  has  not  realized  this,  finsh  on   Vinml    TmiP  l                       t;^^  nn                 .             •,,•,,          /.             , 

^■,      ,        ,  .  ^       °"  "^""^^  ''^"^^  -*■   $33.00  accounts    receivable    with    a    face    value 

Nor  has  he  realized  that  insolvency  may      Received  on  acct 650.00  of  $3,822.97,  and  is  free  from  debt.     It 

be  brought  about  by  other  means  than      Cash  sales  200.00  ^Q^ld  serve  no  useful  purpose  to  pursue 

an  excess  of  liabilities  over  assets.    And  his  course  further.    He  is  probably  back 

so  he  blunders  on  in  his  stupid  way,  ex-  .                                                      $883.00  ^^  }jjg  trade,  which  he  should  never  have 

tending  more  credit  while  his  is  shut  off  creditors  on  acct 336.00  left,  while  his  lawyer     is     making    the 

at  the  buying  end.  Wages  and  other  expenses    ...     150.00  ^^5^^!  effort  to  collect  the  delinquent  ac- 

In   the  meantime   his   stock   has  been      Personal  accts.  and  cash 350.00  counts.    If  he  nets  $1,500  from  these  he 

seriously  depleted  (purchases  amounting  will   be   lucky,   on   which   basis   his   six 

to  only  $150)  both  in  quantity  and  varie-  $836.00  months'  venture  will  have  cost  him  $2,- 

ty,  and  he  cannot  fill  his  customers'  or-  000,  in  lost  capital. 

ders  completely,  even  if  he  would.     His      ^^^^'^  i"  ''"'"^^  ^^^^^  -^^ $47.00 

sales  on  credit  for  June  have  amounted  The  Merchant  Prospering. 

to  $1,500,  and  for  cash  to  only  $200.    His  Balance  Sheet.                                 Merchant  No.  1,  in  the  meantime,  con- 
collections,    notwithstanding    special    ef-  Assets.  tinues  to  prosper.    He  is  adhering  to  the 

fort  put  forth,  have  reached  only  20  per      Cash  in   hand    $47.00  rules  he  has  laid  down  for  his  guidance, 

cent,  of  the  total  amount  due,  or  $650,      Acct.  receivable    4,083.64  and   his  trade  is     increasing     week  by 

out  of  which  he  has  been  compelled   to      Merchandise    1,250.00  week    in    consequence.     His    business    is 

settle  his  local  personal  accounts,  $300,      Fixtures   1,000.00  now  well   organized.     His  credit   is   es- 

as  shown  previously,  store  expenses  for  tablished,  and  we  will  leave  the  trading 

the    month,    $150,    and    living    expenses,  $6,380.64  and  financial  end  of  the  enterprise,  and 

$50,    being   half  his   usual   amount.      To  take    up,    next    week,    improvements    in 

12  of  his  creditors  he  has  forwarded  re-  Liabilities.  equipment   and    system,   which   will  en- 

mittances  of  $30  each  on  account,  as  a      To  sundry  creditors   $1,807.67  hance  the  efficiency  of  his  service,  reduce 

peace  offering,  and  all  thankfully  receiv-  waste  to  a  minimum,  and  otherwise  add 

ed  by  them,  no  doubt,  but  with  a  mental      Net  worth $4,572.97  to   his   reputation    as   a   successful   mer- 

reservation,  in  all  probability,  to  secure  chant. 
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THE  FIRST 
IN  THE  FIELD 

The  New  Idea  was  the  first  Ten  Cent  Pattern. 
It  was  successful  because 
It  patterned  the  styles  of  the  classes  at  the  price  of  the  masses. 
It  was  in  a  word — 

THE  BEST  IN  THE  FIELD 

And  It  is  Still. 

It  stands  to  reason  that  the  majority  prefer  to  pay  a  dime  for  a 
pattern  rather  than  a  higher  price. 

It  also  stands  to  reason  that  a  ten-cent  pattern  calls  for  just 
as  much  material  as  a  pattern  costing  twice  the  amount. 
Sell  "New  Idea"  Patterns  and  let  the   nimble  dime 
double  your  sales  of  dress  goods,  linings    and   all 
dressmaking  accessories. 

New  Idea  Pattern  Company 

70  Bay  Street,  Toronto,  Ont. 

636  Broadway,    New  York  City 


The  Review  is  the  Official  Organ  of  the  Window  Trimmers'  Association 


Important  points  to  remember  in  displaying  ready-to-wear  garments — Make 
accessories  harmonize  with  nature  of  goods  used  in  w^indow^  —  Do  not 
conflict  misses'  and  w^omen's  Hnes  —  Effective  arrangement  of  children's 
wear  —  Familiarity  w^ith  merchandise  —  Proper  grouping  and  color  harmony 

For  the  Review,   by  Jerome  A.   Koerber,  with    Strawbridge  &  Clothier,  Philadelphia. 


AT  this  season  of  the  year  with  constant  de- 
mands upon  the  decorator  to  display  ready- 
to-wear  garments,  it  is  fitting  to  deal  briefly 
on  this  important  branch  of  his  work. 

It  is  not  the  indifferent  .spirit  as  to  the  nature  of 
the  merchandi.se  that  is  going  to  make  the  attractive 
displays,  but  a  careful  study  of  the  goods  and  assemb- 
ling the  proper  accessories.  It  means  attractive 
grouping,  to  handle  same  carefully  and  keep  before 
the  mind  the  color  harmony  and  it  is  under  these 
headings  I  wish  to  help  the  man  who  has  not  access 
to  all  avenues  for  information. 

STUDY  YOUK   MERCHANDISE. 

By  this,  I  mean  to  draw  the  line  between  the 
women's  and  misses'  apparel  and  to  show  the  proper 
accessories  with  thein.  When  it  is  decided  to  display 
women's  garments,  the  decorator  looks  over  his  goods 
to  see  if  street  wear,  house  dresses  or  evening  wear 
are  to  be  displayed.  Each  requires  its  own  special 
accessories  and  it  is  necessary  to  show  them  to  best 
advantage,  but  in  each  case  the  garments  shown  on 
forms  or  wax  figures  ought  to  fit  well.  It  is  on  this 
point  that  much  stress  ought  to  be  laid  as  it  makes  or 
mars  the  display.  Ill-fitted  garments  do  not  speak 
well  for  house  or  decorator.  Often  a  stylish,  well- 
made  garment  is  carelessly  put  on  a  form  and  it  is 
easily  seen  that  the  decorator  has  not  the  proper 
knowledge  of  this  branch  of  the  work.  The  figure 
should  have  a  neat,  well-fitted  waist  line  and  proper 
length  to  skirt  and  all  the  other  details  that  go  to 
make  up  a  well-fitted  garment. 


It  is  needless  to  say,  that  the  prospective 
buyer's  view  is  attracted  by  color,  style  and  fit  and  so 
the  decorator,  in  preparing  to  display,  ought  to  bear 
in  mind  whether  he  dresses  the  forms  himself,  or 
whether  the  work  is  done  by  assistants,  they  should 
be  reviewed  so  that  every  detail  is  criticised. 

ASSEMBLE  PROPER  ACCESSORIES. 

Here,  too,  many  errors  can  be  made  such  as  show- 
ing a  mi.s.ses'  garment  and  women's  millinery  and 
other  things  instead  of  the  girlish  goods.  When  a 
misses'  window  has  been  decided  on,  a  few  appropri- 
ate hats  can  be  shown  as  well  as  shoes,  gloves,  hand 
bags,  etc.,  all  in  harmony  with  the  age  of  the  miss  to 
wear  the  garment. 

When  it  comes  to  a  women's  wear  window,  here, 
again,  care  should  be  exercised  showing  those  things 
that  a  woman  would  use  with  the  garments  shown,  as 
for  instance,  with  evening  gowns  display,  show  slip- 
pers, head  wear,  scarf,  etc.,  while  with  street  gowns 
the  appropriate  accessories  should  be  shown. 

When  we  come  to  the  more  delicate  line  such  as 
infants'  wear,  here  is  where  the  dainty  baby  colors 
are  shown  and  tlie  doll  and  dummies  are  extensively 
used  to  show  these  dainty  dresses,  coats,  caps,  etc.  For 
window  displays  of  these  goods,  interesting  settings 
can  be  arranged  and  various  needed  things  assembl- 
ed. If  the  decoration  takes  the  form  of  a  nursery 
with  the  children  playing  about,  those  things  usually 
found  in  the  nursery  room  are  perfectly  correct  to 
show.  In  fact,  the  more  complete  the  show,  the 
more  interesting  it  will  be.    With  a  good  line  of  in- 
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FROM      JONES      BROS.      &      COMPANY,      LIMITED,     TORONTO 


EDITORIAL 

The  supplement  to 
Jones  Bros.  &  Co.,  Ltd., 
catalogue  should  be  in  the 
hands  of  every  show  case 
buyer.  It  shows  four  new 
cases  at  extra  low  prices. 


40  inches  is  now  the 
standard  height  for  a  si- 
lent salesman  that  is  to  be 
used  as  a  counter  or  to 
sell   goods    over. 


Jas.  Ogilvy  &  Sons,  of 
Montreal,  adopted  the 
Climax  case  made  by 
Jones  Bros.  &  Co.,  Ltd., 
Toronto,  after  inspection 
and  comparison  of  other 
Canadian  and  American 
design. 


Mahogany  is  now  gen- 
erally conceded  to  be  the 
only  wood  for  fittings 
used  in  Dry  Goods  or 
Gents'  Furnishing  stores. 
The  rich  color  shows  off 
fabrics  better  than  any 
other.  All  the  large  stores 
in  America  are  being  fit- 
ted in  mahogany. 


The  T.  Eaton  Co.,  To- 
ronto and  Winnipeg,  are 
rapidly  refitting  their 
stores  with  solid  mahog- 
any fittings  which  are  be- 
ing supplied  by  Jones 
Bros.  &  Co.,  Ltd. 


One  of  the  latest  ideas 
in  show  case  equipment  is 
the  use  of  frosted  glass  in 
place  of  mirrors  in  the 
doors  of  silent  salesmen. 
The  object  gained  is  a  soft 
light  on  the  rear  of  the 
goods  without  the  distor- 
tions caused  by  mirrors. 


The  Latest  Silent 
Salesman  Case 


THE    CLIMAX 

The  design  adopted  by  the  Jas.  Ogilvy  &  Co.,  Montreal, 
The  Hudson  Bay  Co.,  Winnipeg,  Calgary  and  Vancou- 
ver, and  Gimbel  Bros.  New  York,  U.S. 

All  glass  construction,  Kade  patent  corners,  two  plate 
glass  shelves,  polished  wood  floor,  square  metal  legs,  ^^ 
oak  base,  new  standard  Dry  Good  dimensions,  40  inches 
high,  24  inches  deep,  any  length,  6  and  8  feet  cases 
carried  in  stock. 


Delivered  Prices 

F.O.B.   Toronto  or  Hamilton 

F.O.B.   Points  in    Southern   Ontario 

and  Quebec       -         _  -  . 

F.O.B.    Points    in    Northern  Ontario 

(North  and  West  of   North  Bay) 

Maritime  Provinces  and  Manitoba 

F.O.B.   Points  in  Alberta  and  Sask.   - 

F.O.B.   Vancouver,   B.C.     -      - 


6  FT. 

$65.25 


FT. 

187.00 


69.60         92.80 


73-90 
78  30 
82.60 


98.50 
104.40 
I  10.00 


Less  5%  Net  Cash. 


Credit  Terms  on  Application. 


Twenty  other  styles  and  designs  for  all  kinds  of  fittings 
in  large  catalogue. 


SEND  FOR  COPY 


Jones  Bros.  &  Company,  Ltd. 

STORE   FITTERS 
29-31  Adelaide  Street  West,  -  Toronto 


NEWS  ITEMS 

The  Dr.  Jaeger  Co.,  To- 
ronto, are  moving  into 
new  premises  on  King  St. 
West.  Their  new  store 
will  be  a  revelation  an 
store      display.  Jones 

Bros.  &  Co.,  Ltd.,  are 
making  alterations,  put- 
ting in  new  front  and  new 
fixtures. 


Signs  of  the  times  are 
the  number  of  manufact- 
urers and  wholesale 
houses  in  the  textile  trade 
that  are  fitting  up  new 
and  improved  sample 
rooms.  Among  those  re- 
cently installed  by  Jones 
Bros.  &  Co.,  Ltd.,  are: 
TV  Fairbairn  Co., 
Ltd.,  Toronto,  The  Na- 
tional Rubber  Co.,  Toron- 
to, The  Sterling  Lace  and 
Novelty  Co.,  Toronto,  The 
Crown  Ladies '  Tailoring 
Co.,  Toronto,  The  Doher- 
ty  Mfg.  Co.,  Toronto,  and 
The  London  Feather  Co., 
Toronto. 


Jno.  Laidlaw  &  Sons, 
Kingston,  Ont.,  are  in- 
stalling new  cases  made 
by  Jones  Bros.  &  Co., 
Ltd.,  Toronto. 


Jones  Bros.  &  Co., 
Ltd.,  Toronto,  have 
branch  warehouses  in 
Montreal,  Ottawa,  Ed- 
monton and  Calgary,  and 
have  just  opened  large 
warerooms  at  270  Main 
St.,  Winnipeg,  where  they 
will  display  a  full  line  of 
show  cases  and  fittings. 
This  branch  will  be  under 
the  direction  of  Mr.  B. 
J.  Corey,  sales  agent 
for  Manitoba. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Suggestions  for  Seasonable  Displays 


Background  for  hoiisefiirnishings  display.    Striped  wall  paper,  plenty  of  pink  in  it  if  possible,  curtain    white    or   cream, 

window  seat  brown  and  cushions  green  or  dark  red  and  old  gold,   pictures  with   dark  frames;  blind    dark    green; 

woodwork   white;  any  landscape  may  be  set  in  behind  the  open   window,  and  rug  may  be   added   to    floor. 

No  light  green,  except  that  supplied    by    landscape.  —  By    Christena   Stephen,    Grimsby,   Ont. 


A  horse  show  window  developed  in   blue  and  gold.     Background  in  form   of   lambrequin   and  soft    draperies, 
priate  show  cards.    Touches  in  gowns  and  accessories  accentuating  the  emblematic  colors. —By  H. 
Hollings worth,  for  the  R.  Simpson    Co  ,  Toronto. 


Appro- 
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TAYLOR-MADE  RACK  SYSTEM 

Single  Racks  for  Ladies'  Suits  and  Skirts 


Made  of  U  in. 

Polished  Steel 

Tubing. 

6  It.  long  -    $8.00 

8  "     "      -    $9.00 

10  "     "      -  $10.00 

IMadeof  U  in. 

Oxydized  Steel 

Tubing. 

6  feet  long  -  $10.00 

8  "        "    -$11.00 

10  "       "     -  $12.00 


MODEL  D-5  feet  9  inches  high 

This  Rack  is  taking  tlie  place  of  all  other  racks  for  Ready-to-wear  Departments. 
See  how  nicely  the  garments  are  displayed. 


Mail  Orders 


No.  321-  Combination  Hanger  Promptly    FiUcd 


iiiserled  for  $5.00  per  100 


No.  31 — Garment  Hanger 

$2.75  per  100 


No.  92     Combination  Skirt  and 
Coat  Hanger 
$6.00  per  100 


Write  for 

Complete  Catalogue 

No.  €2 


c^ 


No.  90— Wire  Skirt  Hanger 

$4.00  per  100 


TAYLOR    MANUFACTURING    COMPANY 


HAMILTON,    ONTARIO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Fine  duchcsse  lace  window  of  interest  to  June  brides.    In  this  display  the  background  was  shaded  in    lavenders,  the    laces    were 

underlined   with  lavender  flowered  ribbons,  and  the  bonnets  were  all  in  lavender   shadings.      The    tripod   millinery    stands  were 

also  touched  up   with  lavender,  giving  the  entire  display  a    very    dignified    and    rich    color    scheme.      All    mercliandise    was 

skilfully    arranged   with  the  finest  real  laces  predominating.    Contents,   four   robes,   one    piece    of    all-over    flouncing,  one 

strip  of  lace,  two  parasols,  one  pair  of  shoes,   one    pair  of    gloves,  and    three    bonnets.  —  By    Jerome   Koerber     for 

Strawbridge  &  Clothier.  Philadelphia. 


fants'  goods,  combine  the  other  needed  thhigs  for  the 
baby  that  are  .sold  in  various  parts  of  the  store. 

PROPER   GROUPING. 

With  the  necessary  preparation  of  all  the  forego- 
ing lines  and  the  selections  of  the  accessories,  now 
comes  that  part  of  the  work  which  gives  the  display 
distinction  and  individuality  and  from  which,  as  a 
display,  the  window  is  declared  good  or  bad.  If  it  be 
women's  garment  and  the  accessories  have  been 
assembled,  say  wax  figures  used,  we  have  seen  them 
grouped  as  though  they  were  all  quarreling,  so  awk- 
ward in  the  grouping,  whereas  they  can  be  shown  as 
naturally  as  a  group  of  women  would  stand  if  con- 
versing. Then,  again,  we  have  seen  them  in  line  like 
so  many  soldiers  just  relieved  from  a  military  acad- 
emy. The  pose  of  the  arm,  the  holding  of  parasol, 
umbrella  or  bag,  all  these  things  count  in  grouping 
and  making  an  attractive  display.  So  it  may  be 
said  of  misses'  wear,  we  have  seen  garments  distinctly 
for  the  miss  to  wear  and  grouped  with  millinery  and 
other  accessories  that  are  for  women. 

,  If  a  study  is  made  of  these  points,  I  am  certain 
the  decorator  will  be  gratified  at  the  results.  Then, 
when  we  pass  to  the  infants'  wear,  here  the  decorator 


has  exceptional  opportunity  to  make  the  most  attrac- 
tive groupings.  The  goods  in  themselves  are  delicate 
and  dainty  and  grouped  with  the  needed  little  thing? 
that  baby  uses.  These,  shown  as  in  a  nursery  or  per- 
haps a  play  room  showing  a  few  toys,  all  go  to  make 
the  showing  that  is  distinct  from  the  ordinary 
setting. 

Here,  as  well  as  in  any  other  line  of  ready-to- 
wear  goods,  the  color  harmony  study  is  ab.solutely 
essential. 

CAREFUL  HANDLING. 

It  matters  not  what  the  ability  of  the  decorator 
may  be,  if  everything  he  handles  is  soiled  when  it 
goes  back  to  stock  or  mussed  and  handled  as  to  put  a 
discount  on  the  merchandise.  The  goods  when  pre- 
pared for  the  window  have  been  carefully  selected, 
pressed  and  neatly  fitted  to  forms  or  figures  and  a 
thoughtless  decorator  or  assistant  comes  to  take  goods 
to  window,  catching  hold  by  waists  or  at  hips,  muss- 
ing the  garment,  taking  away  the  freshness  or,  if  it 
arrives  at  window,  there  it  is  handled  so  that  the 
fresh  and  new  appearance  is  soon  lost  and  the  repu- 
tation of  the  decorator  is  marred.  He  ceases  to  hold 
that  confidence  which  should  exist  between  him  and 
the  head  of  the  department. 
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IS  YOURS  AN  OLD  OR 
NEW  WAY  STORE? 


This  illustration  shows  appear- 
ance of  simple  prism^  square. 
Note  angles  on  surface. 


In  the  old  way  store  there  is  very  little  light 
unless  artificial  lights  are  used.  The  customers 
have  to  closely  scrutinize  the  goods  to  see  the 
correct  shade,  and  the  whole  store  has  a  dull 
and  dismal  appearance. 

In  the  new  way  store  LUXFER  PRISMS  are 
used,  flooding  the  store  with  daylight  and  en- 
abling the  customers  to  tell  at  a  glance  the 
shade  of  the  goods.  The  clerks  feel  the  differ- 
ence and  show^  it  in  their  work.  The  proprietor 
notices  the  difference  in  increased  sales. 

The  old  method  is  to   carry 
the  goods   to  the  light. 

Our  method   is   to   carry   the 
light  to  the  goods.      See  us. 


Over     fifty    ditterent      angles — a 
guarantee  of  scientific  accuracy. 


LUXFER  PRISM   COMPANY 

TORONTO  -:-  MONTREAL 


-■  n 


No.  4— The  Cross  Pile 


No.  4— Rack  Closed 


No.  4— Double  Tie 
Rack 


No.  1— Single  Tie 
Rack 


No.  4 — Position  for 
Neck  Ties 


Dig  out  those  old 
worn  -  out  boxes 
and  be  progressive 

Replace  them  with  the 
"  Essex "  display  racks,  in 
every  department. 
They  are  used  for  ties,  hosi- 
ery, shirts,  pyjamas,  under- 
wear, gloves,  veilings,  dress 
trimmings,  etc.  They  are 
adjustable. 


Customers  buy 
where  they  get  the 
best  service. 


PISFLAY  RACK 


PATENTED 

PRICE  LIST 

No.  1---Single  Section  Tie  Racks  .  .  $12.00 
No,  4— -Double  Section  Tie  Racks  .  .  $20,00 
No.  7---Standard  Shirt  Racks  .  .  .  .$20.00 
No.  6---Standard  Adjustable  Shirt  Racks  $25.00 

Clatworthy  &  Son,  Ltd. 

159-161  KING  ST.  W., 


where  they  do  not  have  to 
stand  unserved  looking  at 
shelves  full  of  soiled,  worn 
and  irregular  boxes.  Let 
them  interest  themselves  by 
looking  over  your  stock  on 
the  counters.  Write  for 
TORONTO     sample  rack. 


f lease   meution   The  Review  to  Advertisers  and  Their  'Travelers. 


1I7E  change  our  ads.  in  the  local  papers  every  day.     Our  show  windows 
^^    are  changed  four  times  and  frequently  six  times  a  week.     We  never 
draw  blinds  on  our  windows.     We  deem  them  too  valuable  an  advertising 
medium  to  be  obstructed  even  for  an  hour." 

—  Jas.   McNichoU,  Advertising  Manager.,   Cressman  s  Limited.,  Peterborough. 


WHEN  the  same  man  has  charge  of  the  win- 
dow dressing,  show  card  writing  and  news- 
paper advertising  for  a  store,  he  can  prepare 
plans  which  produce  results  that  are  impossible 
when  these  all  important  branches  are  under  differ- 


JAS.    McNICHOLL. 

AdvertisinR  manager  and  window  trimmer  for 
Cressman 's  Ltd.,  Peterboro. 


ent  direction.  This  is  the  logical  statement  made 
by  Jas.  McNicholl,  advertising  manager  and  window 
trimmer  for  Cressman's,  Limited,  Peterborough,  and 
by  way  of  evidence  as  well  as  emphasis,  he  is  pro- 
ducing the  safd  results.  It  takes  a  practical  concep- 
tion of  the  mission  of  a  progressive  department  store 
on  one  hand,  and  considerable  ability  on  the  other. 


"We  change  our  ads.  in  the  local  papers  every 
day,"  states  Mr.  McNicholl,  "and  our  show  windows 
are  changed  four  times  and  sometimes  six  times  a 
week.  We  never  draw  our  blinds  on  the  show  win- 
dows, as  we  deem  this  too  valuable  an  advertising 
medium  to  be  obstructed  even  for  an  hour.  We 
make  a  special  feature  of  doorway  or  interior  dis- 
plays, which  we  put  on  after  the  store  closes  at  a 
C|uarter  to  six.  The  store  front  consists  of  five  show 
windows;  one  large  centre  window,  two  side  entrance 
windows  (see  illustration)  and  two  windows  devoted 
to  men's  wear  display.     I  have  one  assistant." 


We  Invite  You  To  View  Our  - 


Formal   Exhibition    of  Spring    Fashions 

Optning  Dayi—Jhuraday  and  Friday,  March  14  and  15 


Full  page  advt.   for  Cressman's  Limited,  Peterborough,  by 

Jas.  McNicholl.     A  striking  opening  announcement. 

Note  that  men's  wear  also  formed  part  of 

the  display. 
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Good  Profits 

Goods  That  People  Want 

Stock  Practically  Carried  For  You 

Could  you  ask  for  more  points  in  favor  of  any  line  of   goods? 

These    are    some    of    the  advantages    that    are    yours  just  as  soon  as  you 
put  in  a  stock  of  sm^^^^^^m 

J-M  Asbestos  Table  Covers 


Table  Mats 
Flat-iron  Rests 


Flat-iron  Holders 
Stove   Lining,  Etc.,  Etc. 


There    is    nothing    that    takes    the  place    of    Asbestos    in    protecting    things    from  heat.     Your    customers    know 
that  now — you  don't  have  to  educate  them.     You  simply  show  the  goods  and  they  go. 

It  isn't  necessary  to    carry  a    large    stock,    as  we    have  it  at    our    Branch,   within  easy  reach    of  you,  and    can 
make  prompt  shipment. 

WRITE  OUR  NEAREST  BRANCH  TO-DAY  FOR  BOOKLET  AND  PRICES. 

THE  CANADIAN  H.  W.  JOHNS-MANVILLE  CO..  LIMITED 


Manufacturers  of    Asbes/os 
and  Magnesia  Products 


^SilSIO 


^p     Asbestos  Roofings.,   Packings, 
»'»3  Electrical  Supplies,   Etc. 


TORONTO,  ONT. 


MONTREAL,  QUE. 


WINNIPEG,  MAN. 


VANCOUVER,  B.C. 


QUICK  SERVICE  ALWAYS 

is  essential  in  serving  the  public.  Long  waits  for  parcel  and  change 
are  aggravating  to  the  average  person  and  in  this  day  of  keen  com- 
petition will  not  be  tolerated. 

Quick    service    with    the  "Perfect"  cash   and  parcel    carrier  means 
more  customers,  more  sales  and  profits. 

Write    To-day    For    Full    Particulars 

Hamilton  Brass  Mfg.  Co.,  Limited     -     Hamilton,  Ontario 

Montreal  Office,  327  Craig  Street  Vilest 


STORE     MANAGEMENT— COMPLETE 

16  Fuii-Paise  ANOTHER  NEW  BOOK 

Illuslrations  By  FRANK  FARRINCTON 

A  Companion  booli  lo    Retail  Advertising  Complete 
$1.00     POSTPAID 

"Store  Management  —  Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 

CHAPTER  V.-The  Store  Policy— What  it  shonW  be 

to  hold  trade.  The  money-b»cl<  plan.  Taking  back  goods. 
Meeting  cut  rates.  Selling  remnant  s.  Delivering  goods. 
S.distilution.  Handling  telephone  calls.  Rebating  railroad 
fare.      Courtesy  to  customers. 

ABSOLUTELY  NEW  JUST  PUBUSHED 

Send  us  $1.00.  Keep  the  book  ten  days  and  il  it  isn't 
worth  the  price  return  it  and  get  your  money  back. 

272  FaA«>N  Tecbnical  Book  Dept.,  MacLean  Publishing  Co. 

Bound  in  Cloth  TORONTO 


?A*l?Et  CARRIERS 


SAVE  TIME  &  MONEY 


Quick  Change  Means  Pleased  Customers 

Our  guaiantee;— We  will  instal  a 
system  ot  our  caniers  in  your  store. 
Atter  lU  days'  test,  if  they  have  not 
proved  their  superiority  to  all 
(Jther  makes  of  store  service,  we 
will  remove  the  equipment  without 
cost  to  you.  It  wiU  pay  you  to  in- 
vestigate our  modem  improved 
ELEUTRIC  CABLE  CASH  CAU- 
KIEKS  and  PiNEUMATIC  DE- 
SfATCH    TUBES. 


CATALOG  FREE 


99    ONTARIO  STREET  TORONTO.  ONT 

europcau  officE-.iii  noLBORN.umnH  e.c.  inc. 
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Spring  opening  window  bv  Jas.   McNicholl,   foi   Cres^man's  Ltd..   Peteiboi-ough.    This  is  one  of  the  small 

entrance  windows.    Background  is  combination  drapery  and  mirror,  with  decorative  panel,  art  table 

and  lamp  for  corner  treatment  and  also  for  neat  display  of  accessories.     Two   suits   and 

waist  were  shown. 


A  linen  display  by  .Jas.   McNicholl  for  Crcssmans  Ltd.,    Peterborough.     Though  a  Thanksgiving   conception,   this  window 

with  central  table  treatment  and  posing  of  units  will  have  some  suggestion  for  effective  linen  displays 

in  connection  with  June  bridal  gift  displays. 
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Profitable  Display  Demands  Practical  Fixtures 


No    2— P  rf   t    al  R  bb       Cab    et 


Practical 

Ribbon 

Cabinets 

Made  in 

Eidht 

Sizes 


Holding 

From 

50  to  700 

Bolts 

of 
Ribbon 


PRACTICAL 

RIBBON 

CABINETS 


PRICE  LIST 


Cabinet 

No. 

0  27J<x  6)^x26}.^ 
28KxH  x26 
^8^x14  x38 
284ixlSijx38 
28^x'J.S'4x;« 
28\x27'4x38 
28;'4x32;'2x38 
28Mx42Mx43H 


Capacity 
Bolts 


50 
100 
150 
250 
325 
400 
475 
700 


$  6  00 
10  00 
13  50 
18  50 
23  00 
2()  00 
30  00 
42  00 


MADE  OF  OAK 


No.  3  -Practical  Ribbon  Cabinet 


Practical  Counter  Notion  Cabinet 

Dimensions —width.  28-in.;  heiirlit  at  baclc.  lOX-in.;  hci;:ht  in  front,  4' s-in. 
Made  rcrularly  in  5  Ien2tlis — J7-in..  4S-in..  60-in.,  72-in.  and  96-in.  Tlie  !7-in.  is 
divided  into  6  comoartments,  5j2x6x?  in.,  10  compartments,  6/^x6xJ  in..  4  compartments. 
8x6x?  in.;  all  inside  measurements.  Longer  lenetlis  are  divided  into  same  size  compartments 
but  proportion.ite  number.  Boxes  are  removable  and  the  side3  are  made  of  white  basswood. 
finished  natural.  The  bottom  is  wire  mesh,  thus  preventing  the  accumulition  of  dust-  The 
frame  is  made  of  oak  with  antique  finish.     All  compartments  have  card  holders  for  price  marks. 


No.  5.  37-in.  long 
No.  6.  48-in.  long 


PRICE  LIST 

$  9  00  No.  7.  60-in.  long 

10  00  No.  8.  72-in.  long 

No.  9.  96-iii.  long         $16  00 


$11  50 
13  50 


Practical  Piece  Goods  Fixtures 


Practical  Counter  Notion 
Cabinets 


The  proper  (display  of  ginghams,  prints,  and  piece  goods  in  general  requires  a 
Practical  Counter  or  Floor  Fixture.  Either  holds  torty  pieces.  Any  piece  removed 
without  disturbing  the  others.  Strong  spring  wire  shelves,  adjustable  to  any 
thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft.  6  in..  20  in.  counter  space.   Price,  $6.50.  ^  y^,. 

Practical  Floor  Fixture,  height  5  feet.     Price.  $7.50.  Counter  fixture.ij: 

FOR   SALE    BY    THE    WHOLESALE   DRY    GOODS   AND    NOTION    HOUSES.  SEND    FOR    CATALOGUE 

ALL  PRICES  F.  O.  B.  EASTERN   CANADIAN  CITIES 

A.  N.  RUSSELL  &  SONS  CO.,  Manufacturers.  ILION,  N.Y. 


THE   FLANDERS   No.   7 

The  Latest  Addition  to  the 
^^  Schilling  Adjustable  Display  Racks 

Has  the  widest  adjustment  of  any  display  rack  on  the  market — 
Holds  wide  end  four-in-hands  without  a  wrinkle  and  shows  them 
to  the  best  advantage.  Solid  and  Substantial.  Can  also  be  used 
for  hosiery  and  gloves.  Send  for  catalogue,  prices,  etc.  Dept. 
No.  7,  made  in  all  nickel,  only  $10.50  dozen.  Our  line  the  only 
adjustable  racks  made  in  Canada. 

A.  F.  FLANDERS  MFG.  CO.         Brid^ebur^,  Ont 


Mr.  McXichoU  lias  had  eight  years'  experience  in 
the  dry  goods  business.  Starting  as  parcel  boy  with 
Richard  Hall  &  Son,  he  worked  his  way  through  the 
various  departments  until  he  was  given  charge  of 
the  window  dressing  and  card  writing.  In  June 
last,  he  became  adverti.sing  manager  of  the  Cress- 
man  Co.  While  in  hi.<  former  position,  he  had 
charge  of  the  staple  department  for  two  years,  and 
his  experience  in  selling  goods  taught  him  values 
and  a  knowledge  of  selling  points,  which  were  in- 
valuable in  the  preparation  of  advertising  copy  ilo 
studied  card  writing  at  home  in  the  evenings,  and 
at  one  time  purchased  some  lumber  and  dress  goods 


and  practiced  draping  on  stands  of  his  own  making. 
His  training  in  window  dressing  he  received  from 
H.  C.  Macdonald,  now  with  Murray-Kay  Co.,  To- 
ronto, during  the  two  years  they  worked  together^ 
succeeding  Mr.  Macdonald  when  the  latter  assumed 
his  present  position.  As  a  window  trimmer  he 
has  won  several  prizes,  chief  among  which  was 
the  gold  medal  presented  by  The  Dry  Goods  Review 
for  highest  score  in  the  window  competition  for 
1910,  and  a  $25  prize  won  in  a  competition  of  New 
Idea  l^ashion  Book,  which  was  open  to  all  cities  of 
'25,000  in  Canada  and  the  United  States. 
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1200 

Guaranteed  against  Cold 
or  Heat 


1201 

Extra  Fine  Quality 
Hard  Wax 


Our  New 

$23.22 

Complete  Figure 


Complete  Figure  New  1912  Model 
Long  Bust  (slightly  higher  than 
191 1  model)  small  hip  :  Fitted  with 
jointed  Wood  Arms,  W^ax  Hands. 

BEST  VALUE  EVER  OFFERED 


tp^O. 


00 


1202 


Immediate  Delivery 


1203 

Different  Colors  of  Hair 


1204 

Your  Choice  out  of  12 
Different  Features 


1205 


Delfosse  &  Co.,  247-249  Craig  St.  West,  Montreal 
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LAMSON 


"^ 


Air-Line  Cash 
and  Packag 
Carriers 


^^E^I3^ 


•^  The  result  of  thirty  years' 
store  service  experience. 

•^  Over  fifty  thousand  sta- 
tions in  America  alone. 

-^  Aneasy  single  movement 
of  the  arm  raises  the  basket; 
another  movement  drives  the 

basket  rapidly  over  the    longest 

line. 

^  The  easiest-to- operate,  the 
best  made,  best-finished,  best 
working  Carriers  of  its  type. 

WRITE  FOR  BULLETIN  F-l. 

There  is  no  style  or  type  of  Cash  or 

Parcel  Carrier rxot  made  by  LAMSON. 

LAMSON   CONSOLIDATED  STORE  SERVICE  CO. 

General  Offices.  BOSTON.  US. A 
"Sales   Agents   in  Principal  Cities" 


V. 


SERVICE 


.J 


Show  Window 
Backgrounds 

I   li.ive  just  completed   a   series 
iif  12  l)eautiful  designs  for  batk- 
Krouiids.    with    complete    descrip- 
tions,    specifications      and     floor 
plans. 
These     are     original     drawings     that 
have    never    before    been    given    to    the 
public.     Each   is    in   a   distinct   style   of 
its  own.  and  any  of  them  can  be  repro- 
duced   without    difficulty    by    the    aver- 
ige    trimmer    at    a    moderate    cost. 

It  Is  the  only  set  of  drawings  of  this 
kind  that  has  ever  been  offered,  and 
any  one  of  them,  if  made  to  order, 
would   cost  from  $10  to  $20. 

A  complete  set  of  twelve  proofs  about 
10.\7  in.,   printed  on   heavy  tinted   paper 
11x14,  with  color  scheme  and  full  direc- 
tions   for    installation    of    each    display 
nill   l)e   mailed    prepaid   for  $10.     Every 
window    dresser   should    have   them. 
If  you  want  something  original  and  exclusive,  let 
me  make  a  special  design  for  your  window  back- 
grounds.     I    will   make   drawings   in   full   color   or 
I)lain  sketches  at  a  reasonable  cost,  and  will  give 
full    working   directions.     All    inquiries   are   given 
prompt   attention. 

J.    CLARENCE     BODINE 


DESIGNER     AND     MANUFACTURER     OF 
BACKGROUNDS  FOR    SHOW  WINDOWS 


Studio  854J  North  State  Street 
Phone  Dearborn  752  CHICAGO,  ILL. 


Have  you  a  New  Way  Store  ? 

The  New  Way  Crystal  Ward- 
robe is  the  modern  device  for 
displaying  ladies' outer  garments. 
Made  by  the  Grand  Rapids  Show 
Case  Company  (Grand  Rapids, 
Michigan) — and  adopted  by  the 
foremost  merchants  of  Canada 
and  the  States. 


The  Agency  For 


THIS  FORM  IS  YOURS 


for  the  Asking 

providing,  of  course,  that  your 
opposition  has  not  already  signed 
up  with  us  as  sole  agent.  The 
best  stores  in  the  country  are 
using 

HALL-BORCHERT 

Adjustable  and  non-adjustable 

DRESS    FORMS 


and  are  as  loud  in  their  praise  as 
the  leading  fashion  designers  and 
No.  25      dressmakers    in     America    and 
Europe. 

Write  to-day  for  a  sample  and 
give  us  your  name  as  a  probable 
agent.  Every  dressmaker  and 
housewife  should  have   one. 

DON'T   WAIT 

Hall-Borchert    Dress    Form    Co. 

of  Canada,  Limited 
70-76  Pearl  St.  -  Toronto 


No.  5a 
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Canadian     Window     Trimmers'     Association 


First  Annual 


Convention  Program 

to  be  held  in  Assembly  Hall, 


Addresses 

Demonstrations  JEROME  a.  KOERBER,  Strawbridge  &  Clothier, 

Stereopticon  Talks     H.  HOLLINSWORTH,  Robt.  Simpson  Co.,  Limited, 
DisnlaVS  THOS.  dale,  Fixture  Specialist, 

AND  OTHERS 


Philadelphia 
Toronto 
Toronto 


Wednesday,  Aug.  21st.,  1912 

MORNING 

9.00  a.m. — Assembling  of  members  and  welcome  by  en- 
tertaining committee. 

10.00  a.m. — Address  of  welcome  by  President  H.  C. 
MacDonald.  Reports  by  officers  and  committees ;  ap- 
plications for  membership;  general  business;  nom- 
inations; appointment  of  contest  judges;  election  of 
honorary  members ;  new  business. 

AFTERNOON 

1.30  p.m. — Report  of  National  Association  of  Win- 
dow Trimmers  of  America  convention,  held  in 
Chicago,  by  Vice-President  H.  Robinson. 

2.30  p.m. — 1. — Hints  to  Window  Trimmers.  How  to 
ask  for  an  increase  in  salary;  attitude  toward  heads 
of  departments;  trimmer's  ambitions  and  oppor- 
tunities; truthfulness  and  honesty;  jealousies  and 
standing.     H.  Hollinsworth. 

2. — Applications  of  Wall  Papers  in  Modern  Window 
Backgrounds.  Demonstrated  by  practical  panels, 
with  suggestions  to  work  out  many  inexpensive  set- 


tings showing  the  possibilities  open  to  trimmers  in 
this  direction.    H.  Hollinsworth. 

4.30  p.m.^ — Entire  convention  assembles  for  photo. 

Thursday,  Aug.  22nd. 

MORNING 


9.00    a.m. — Election     of     officers : 
awards  of  contest  judges. 


announcement     of 


10.00  a.m. — Window  trimming  from  the  merchant's 
viewpoint.  Discussion  opened  by  prominent  mer- 
chant. 

11.00  a.m. — Introductory  Address.  A  heart-to-heart 
talk  with  the  boys,  touching  their  relations  with  their 
department.  Hints  how  to  push  ahead  and  win  out. 
Personal  experiences  touching  on  formal  and  in- 
formal displays.     Jerome  A.  Koerber. 

AFTERNOON 

1.30  p.m. — Air  brush  and  show  card  demonstration. 

2.30  p.m. — Comprehensive  talk  on  windows,  which  will 
cover  the  proper  handling  and  selecting  of  merchan- 
dise for  display  purposes.  Pannier  and  period  drapes 
and   their  derivation,  including    demonstrations    on 


Entertainment  '^^^  Reception  committee  have  in  view  a  program  which  will  combine  plea- 
sure and  business  to  the  extent  that  the  first  annual  convention  may  set  a 
high  record  for  those  that  are  to  follow.  Every  window  trimmer,  whether  a  member  or  not,  will  find  it 
to  his  advantage  to  attend.  Merchants  and  buyers  in  the  city  at  the  time  are  invited  to  be  present  at 
the  meetings. 
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Canadian     Window     Trimmers'     Association 

Three  Profitable  Days 

Aug.  21,  22,  23,  1912 


"Prince  George"  Hotel,  Toronto 

GEO.  J.  COWAN,  Window  Trim'g  Expert,  Dry  Goods  Reporter,   Chicago 
H.  C.  MacDONALD,  Murray-Kay  Co.,  Limited,         -  Toronto 

H.  ROBINSON,  R.  McKay  &  Co.,         -        -         -  Hamilton 

AND  PROMINENT  MERCHANTS 


Elections 
Discussions 
Reports,  Awards 
Entertainment 


new  fall  drapes,  with  lantern  slide  illustrations.    J. 
A.  Koerber. 

EVENING 

7.45  p.m. — Stereopticon  Lecture.  Talks  on  window  trim- 
ming, illustrated  by  over  100  slides  showing  the  fin- 
est stores  and  window-trimmers'  work  in  America 
and  Europe,  discussing  their  strong  and  weak  points, 
proper  effects  of  colors,  up-to-date  backgrounds,  dis- 
play arrangement,  including  trims  for  all  seasons  of 
the  year.     Geo.  J.  Cowan. 

9.00  p.m. — Awards  of  Prizes. 

Special  attractions  of  the  convention  every 
day.  Displays  of  window  photographs,  high- 
class  show  cards,  contest  prizes,  manufac- 
turers' latest  improvements,  new  fixtures,  draping 
trimming  requirements  of  all  descriptions. 

Friday,  Aug.  23rd. 

MORNING 

9.00  a.m. — Report  of  nomination  committee;  selection 
of  city  for  next  convention;  completing  unfinished 
business. 


10.00  a.m. — The  manufacture  of  wax  figures;  proper 
care  and  instructions  in  cleaning  and  repairing. 
Demonstrated.     Thomas  Dale. 

The  educational  features  of  this  address  will  be  appar- 
ent to  every  window  trimmer,  who  has  to  experi- 
ment in  keeping  his  wax  figures  in  shape.  It  will  be 
an  interesting  demonstration  of  the  work  from  the 
manufacturer's  standpoint. 

AFTERNOON 

Open. — The  last  afternoon  will  be  free  to  trimmers 
who  want  to  visit  the  many  manufacturers  or  the 
departmental  stores.  This  will  enable  those  to  get 
away  who  have  to  be  at  business  Saturday. 

Extra  Demonstrations 

The  committee  have  under  consideration  several  other 
attractive  features,  which  will  be  announced  later. 
The  program  is  being  arranged  with  a  view  to  touch- 
ing on  the  newest  things.  Everything  points  to  suc- 
cessfully obtaining  proposed  or  added  demonstra- 
tions which  will  be  held  on  Friday  afternoon,  or  in- 
terspersed among  the  other  days. 


lVfprrflflnt<5  ^^^  *^**  ^^^^  window  trimmer  attends  this  event.  It  will  be  rich  in  ideas,  and 
place  him  in  touch  with  some  of  the  best  men  in  the  business.  He  will  return 
with  enthusiasm  and  ready  to  apply  himself  to  the  demand  of  the  fall  openings.  Stores  large  and  small 
are  equally  interested.  Co-operation  for  better  advertising  and  merchandising  means  more  business. 
Send  your  men  along. 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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A  Whirlwind  Sales  Producer 

Others  have  tried  this  best  of   all  Counter  Collar  Case,  and 
would  not  be  without  one — have  you  used  one  ? 
Write  for  illustrated  supplement  of  new  fixtures  and  forms. 

CLATWORTHY  &  SON,  LIMITED 

"The  Actual  Manufacturers" 
161   KING  ST.  WEST  TORONTO,  ONT. 


#' 


FOR  YOUR    SHOES 

A  Novelty  in  Smart  Display 

THIS  IS  A  CLEVER  IDEA 
Expressed  in  Various  Ways 
OUR  circular  tells  you  all 

ABOUT   THEM 

WRITE  TOO,  FOR  OUR  NEW  CATALOGUES 

J.    R.    PALMENBERG'S   SONS 

Established  1852 
710  BROADWAY,  NEW  YORK 

Factory:  89  and  91  West  Third  Street,  New  York 
30  Kingston  Stieetl  10  and  12  Hopkins  Place 

110  Bedford  Street  P°**°"  Baltimore 


BRITISH  AMERICAN  DYEING  CO. 


The  Largest  and  Best 
Equipped 

DYE  WORKS 

In  the  Dominion 
SEND  FOR  PRICE  LIST 


GOLD    MEDALLIST    DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,  Cloths,  Tweeds,    Drills,  Ducks,  Cottons  and    Velveteens,    Hosiery, 
Yarns,  Gloves,  Braids,  Etc. 

DYED,  FINISHED  AND  PUT  UP 

Also 

FEATHERS,    SILKS.    VELVETS.    RIBBONS,    LACE.    ETC. 


ALL  WORK  GUARANTEED 
UNEQUALLED 


MONTREAL    TORONTO    OTTAWA    QUEBEC 


Street 

Parades  an 

d   C 

arniva 

Is 

Use  Artificial  Flowers,  the  best  and  most  effective  for  decorating  Automobiles, 

Floats,  etc. 
Get  our  new  Circular  showing  illustrations    of   different    Automobiles  and 

Floats  decorated  with  flowers.      We  are  supplying  the  largest  and  best 

stores    in    Canada    with    Flowers    and    Foliage    for   Store    and    Interior 

Decorating. 
Send  for  our  catalogue    illustrated  in  colors. 

L.  BAUMANN 

&  CO.,       -       357-359  W. 

Chicago 

Ave.,  Chicago 

111. 
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The    "Tannehill" 

or  ' '  Mermaid  ' ' 
drapery  form 
gives  the  closo, 
clinging,  graduat- 
ed skirt  effect 
with  perfect 
blouse  suggestion. 
Price,  $5.00. 


The  '-Mummy" 
form  presents  un- 
limited possibili- 
ties in  fetching 
drapery  effects.  It 
is  a  winner. 
Price,  $4.00. 


Drapery 
Forms 

The  kinds  used 
by  practical 
trimmers    ^    -^ 


The  "Empire" 

drapery  form  gives  pro- 
per lines  for  modern 
draping.  Made  in  right 
and  left.  Note  window 
illustrated. 

Price,  $3.00. 


Dale  and  Pearsall  Forms  in  Actual  Use 
in  a  displav  of  sununei'  dress  goods  by  A.  E.  Apted  for  the  T 
Eaton  Co.  " 

For  the  Draping 
of   Summer  Fabrics 


as  well  as  the  heavier  dress  goods.     The  "Dale  and  Pear- 
sall" drapery  forms  are  original  and  practical  and  are  used 
and  recommended  by  the  best  Canadian  trimmers. 
The  drapes  sell  the  goods,  so  why  not  keep  your  trims 
always  attractive  and  up-to-date  ? 

Write  to-day  for  some  of  our  new  forms  for  your  Summer 
trims  and  help  out  Summer  in  activity. 


Dale  &  Pearsall, 


106  FRONT  ST.  EAST 

TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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METAL    TUBING 

DISPLAY      ^         RACKS 


Many  Styles 


All  Special  Value 


1 


Hundreds 


COAT  HANGER  No.  678 
Price  $6.00  Per  Hundred 

No.  387  is  our  standard  model,  positively^the 
best  revolving  rack  possible  to  manufacture. 
Solid  steel  standard.  Patented  ball-bearing, 
anti-friction  castors,  base  weights  40ilbs.,  height 
5  ft.  6  ins.,  30  in.  circle,  will  revolve  ~" 

easily  with  1000  lbs,  weight. 
Price  $14.00.  Card  holder  top, 
$1.25  extra. 


Highest  Type  of 
Wax  Forms 

We  have  led  for  twenty-years 
in  wax  work  and  have  built  our 
business  on  the  idea  that  it  pays 
to  make  the  best.  We  use  only 
the  finest  quality  of  hard  German 
wax.  Our  figures  are  attractive 
and  life-like. 

Let  some  of  these  sell  your 
goods. 

Catalogue  on  request. 


COAT  HANGER  No.  515 
Price  $3.50  Per  Hundred 

'  No.  387X  is  a  recent  production  of  ours.  It 
isVa  little  plainer  than  the  No.  387  rack  here 
illustrated,  same  size  and  height,  with  solid 
steel  standard,  patented  ball-bearing,  anti-fric- 
tion castors.  Price  in  black  $9.00,  in  oxidized 
top  $11.50. 


No.  387 


No.  2— B 


No.  3— B  Filled 


No.  3~B 


No.  649— D. 

DESCRIPTION. 

Top  7  ft.  long  iK  ins.  Metal 
Standard  6  ft.  1/4  ins. 
Black  or  Steel  finish.  $9.00 
Top  Oxidized.  $2.00  extra. 
With  4  standards  at  same 
price. 

Designed      for     High      Class 

Clothing     Establishments. 

where    space    is     to    be 

economized. 


THE  SCHILLING 
ADJUSTABLE    DISPLAY    RACK 

We  have  secured  the  selling  rights  of  this  popular  display 
rack.  It  is  undoubtedly  the  best  silent  salesman  you  can 
place  on  your  counters.     Made   in   various  sizes  and  styles. 

No.  2— B.  Price  $15.00  dozen.       Nickel  and  Black 

No.  3— B.  Price   $9.00  dozen.       Nickel  and  Black. 

No.  3  Prices  on  any  other  finish 

No.  4  on  application. 

CATALOGUE  SENT  ON  REQUEST. 

A.   S.   RICHARDSON   CO. 


99  ONTARIO  STREET 


TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Policy   That  Holds   the  Staff's   Loyalty 

Store  medium  develops  not  only  patronage  of  staff  but  also  its  enthusiasm — 

Its  reflection  is  good  advertising — How  the  same  influence  may  be  exerted  in 

the  smaller  store — Plan  adopted  by  Chicago  House 


NOT  every  store  has  means,  resources  or  influ- 
ences that  make  a  house  organ  or  newspaper 
advisable  or  possible.  The  object  of  such  a 
publication  is  served  in  the  majority  of  stores  by  the 
direct  supervision  of  the  merchant  himself  or  by 
written  orders  or  announcements  posted  in  conspicu- 
ous places.  The  extent  of  the  head's  interest  in  his 
employes  is  not  often  expressed,  and  is  generally  a 
matter  that  is  taken  for  granted  in  an  indefinite 
way.  Staffs  in  many  cases  are  so  small  that  no  sub- 
ject of  general  interest  hardly  requires  second  men- 
tion to  have  complete  circulation.  The  staff  confer- 
ence or  consultation  serves  the  same  purpose  in  a 
small  coimtry  store  as  the  house  organ  does  in  a  store 
where  hundreds  of  people  are  employed.  A  few 
words  from  the  merchant  himself,  a  statement  placed 
where  all  may  see  it  will  engender  the  same  enthusi- 
asm, create  the  same  loyalty  among  the  stafiF — ^pro- 
vided it  is  not  done  so  spasmodically  as  to  become,  in 
a  sense,  discouraging. 

The  merchant  who  is  close  to  his  staff  constantly, 
who  pays  some  recognition  to  that  sense  in  human 
nature,  which  appreciates  evidences  of  confidence  and 
genuine  interest,  will  achieve  results  similar  to  that 
brought  about  by  the  "newspaper"  of  the  large  store, 
by  which  a  feeling  of  common  relationship  and  co- 
operation is  avowed.  Loyalty  and  enthusiasm  among 
the  staff  is  good  advertising.  It  will  radiate  in  many 
ways  to  the  benefit  of  the  store  and  those  employed 
there.  It  is  timed  by  no  clock  and  is  at  the  direct 
command  of  every  merchant  who  will  go  about  it  in 
the  right  way. 

The  Review  has  received  a  copy  of  Mandel 
Brothers'  Store  News,  from  Chicago.  It  contains  four 
pages,  and  its  contents  .suggest  that  "welfare"  spirit 
which  pervades  so  many  of  the  large  organizations. 
The  paper  contains  particulars  of  a  "second  fort- 
nightly sale  for  employes,"  in  which  interesting 
specials  were  arranged.  An  account  of  a  social  affair 
in  which  a  member  of  the  staff  celebrated  her  21st 
anniversary  as  an  employee;  golden  maxims  from 
Mandel  Bros.'  in.struction  book;  information  regard- 
ing physical  and  social  welfare  of  employes;  news 
about  Mandel  Bros.'  musical  organization,  and  some 
particulars  with  reference  to  the  "Economy  Base- 
ment." a  name  applied  to  the  .store's  lower  floor,  and 
under  which  attractive  advertising  features  are  an- 
nounced. A  glance  at  the  paper  suggests  that  Mandel 
Bros,  not  only  endeavor  to  hold  the  patronage  of  their 
employes  as  independent  purchasers  by  quoting  spe- 


cial (net)  prices,  but  above  all  do  not  overlook  those 
considerations  necessary  in  willing  and  most  satisfac- 
tory service.  Here  are  a  number  of  extracts  from 
the  paper,  which  may  be  of  helpful  interest  to  the 
merchant  who  is  developing  in  his  own  way  that 
same  espnt  de  corps,  which  is  one  object  of  the  house 
organ  in  the  larger  stores: — 

Pointers  for  Extra  People  and  Newcomers. — 
When  customers  desire  information,  always  refer 
them  to  the  floor  managers,  or  to  older  employes. 
Many  a  customer  is  lost  through  being  misdirected. 

Do  not  tell  customers  that  we  are  out  of  certain 
goods;  instead,  refer  them  to  an  older  employe,  who 
will  know  what  we  are  carrying  in  place  of  the  goods 
desired,  and,  in  many  cases,  will  be  able  to  effect  a 
sale. 

Your  attention  is  called  to  the  new  sales  arrange- 
ment, whereby  the  house  is  paying  a  bonus  on  all 
sales  above  your  sales  requirements,  or  your  sales  of 
a  year  ago.  If  you  are  not  acquainted  with  the  plan, 
call  at  the  superintendent's  office  for  further  infor- 
mation. 

In  addres.sing  customers  it  is  wise  to  depart  as 
much  as  possible  from  stereotyped  forms.  Here  are 
a  few  suggestions : 

"Can  I  interest  you?" 

"This  is  something  new." 

"Would  you  like  me  to  show  you  this?" 

Avoid  such  phrases  as,  "Is  there  something  you 
wish,  lady?"  The  word  "lady"  is  to  be  shunned  as  a 
mode  of  address.  "Madam"  is  the  correct  word,  but 
even  this  should  be  used  sparingly. 

It  is  necessary  that  every  employe  should  know 
where  the  hoispital  is  located — on  the  thirteenth  floor 
— ^where  an  invalid  chair  is  kept  for  emergency 
cases.  If  a  customer  or  employe  should  faint  or  be- 
come otherwise  suddenly  ill,  and  be  unable  to  go  to 
the  hospital,  a  messenger  should  be  sent  for  the  in- 
valid chair,  and  the  patient  carried  to  the  hospital  as 
quickly  as  possible,  where  the  services  of  the  house 
physician  will  be  given  without  charge. 

To  the  Boys  of  the  Store. — Do  not  lounge  on  the 
counters,  or  as.sume  unbusinesslike  attitudes  when  not 
engaged  in  regular  duties. 

To  Elevator  Men — upon  whose  courtesy  depends 
so  much  of  the  success  of  the  store — strive  constantly 
to  find  additional  courtesies  to  render.  The  floor  num- 
l)ers  should  be  called  distinctively,  and  car  always 
brought  to  the  proper  level  for  the  entrance  and  exit 
of  pa.«sengers. 


Belts  again  taking^  their  place  as  a  style  feature  —  Black  leads  but  a 
few  white  numbers  now  appear  —  Patents  selling  freely  —  Featuring^  toys 
and  games  wanted  for  Summer  —  Good  season  in  art  lines  —  Motifs  taken 
from    the    old  Bayeux  tapestries  —  Many    new   bandeaux  for  the  coiffure 


BELT  niamifacturers  report  that  there  has  been 
a  satisfactor}-  iiu-rease  in  the  sales  of  patents 
recently,  not  only  to  go  to  large  cities,  but 
also  for  the  smaller  places,  villages  and  towns.  The 
type  which  is  now  selling  is,  as  predicted  some  time 
ago  in  these  columns,  the  narrow,  plain  black. 

There  has  also  been  a  demand  for  other  leather 
lines  but  not  so  notably.  Elastics  and  certain  sorts 
of  plain  faljrics  continue  to  be  fair  selling  staples, 
but  there  now  seems  to  be  little  doubt  but  that  the 
belt  of  fabric  to  match  the  skirt  is  a  thing  of  the  past 
as  far  as  style  is  concerned.  This  will  be  an  excel- 
lent thing  for  the  belt  manufacturer,  and  will  mean 
the  increasing  sale  of  separate  belts. 

Belts  now  seen  on  coats  as  well  as  on  the  high  or 
normal  waisted  dres.ses  of  linen  or  crash.  These 
belts  are  usually  of  black  patent,  though  there  are 
a  few  of  white  leather  on  dark  faljric  dresses.  The 
Norfolk  style  of  coat  calls  for  the  belt,  and  this  may 


be  of  leather  or  fabric.  An  extremely  smart  effect 
which  was  seen  in  this  pattern  was  of  a  light  tan, 
mixture  tweed  with  leather  collar,  cuff  and  belt  of 
real  tan  color. 

AA'hite  wash  belts  are  now  shown  by  all  the  lead- 
ing stores.  The  season  for  these  shows  a  tendency 
to  open  earlier  every  year,  though  the  retailer  should 
not  abuse  this  by  pushing  belt*;  too  early  and  then 
prematurely  reducing  prices.  There  is  every  pros- 
pect for  a  good  steady  sale  this  coming  season.  White 
waists  in  semi-tailored  effects  are  named  as  leaders  in 
the  waist  department,  and  this  always  means  a  good 
season  for  wash  belts.  Not  much  that  may  be  named 
as  novel  appears  in  these  numbers,  but  it  is  notice- 
aljle  that  there  is  a  decided  preference  for  the  nar- 
row effects. 


A   Cushion   Cover   in   the   New   Tapestry   Work,    Repro- 
ducing  the   Famous   Bayeux   Tapestries.     Shown 
by  J.  B.  Henderson  &   Co.,  Toronto. 


Tapestry  Art  Covers 

New    type    of    needlework   adapted   from 

Bayeux     tapestries    appears    —    Fad    for 

rough  finishes. 

So  far,  this  is  one  of  the  best  seasons  on  record 
in  the  matter  of  sales  of  fancy  goods  in  the  art  lines, 
cushion  tops,  covers,  etc.  In  addition  to  the  unu.sual 
interest  manifested  in  lines  which  are  already  in 
stock,  there  have  been  introductions  of  novelties 
which  should  prove  excellent  sales-makers. 

First  among  these  stands  the  tapestry  work.  The 
ground  is  of  a  canvas  which  reproduces  exactly  the 
groundwork  of  the  ancient  linen  canvas.  The  de- 
signs are  in  stencil  in  colors  true  to  the  original. 
The  motifs  are  taken  from  the  famous  Bayeux  tapes- 
tries which  were  made  by  Matilda  and  her  maids  to 
commemorate  the  Conque.st.  Designs  which  are 
offered  are  those  taken  chronologically  from  the  in- 
cident of  Edward,  the  Confessor,  making  William, 
Duke  of  Normandy  his  successor,  right  up  to  the 
Battle  of  Hastings.  These  designs  are  reproduced  in 
size  but  little  reduced  from  the  original. 


Dry  Goods  Review 


FANCY  GOODS.  NOTIONS  AND  TOYS 


41 


ODORLESS 


Double  Covered 


DRESS   SHIELDS 


OMO  Dress  Shields  will  help  you  to  get  more  business  in  1912  by 
direct  sales  and  attracting  trade  generally. 

The  sales  of   the    OMO   are  steadily  increasing  with  retailers  now 
handling  this  superior  shield. 


^  And  the  long  list  of  retailers  is  growing  week  by  week 


€|  The  OMO  Dress  Shield  is  known  to  women  for  its  quality,  durability, 
and  by  reputation. 

^  When  they  ask  for  any  but  just  "di'ess  shields,"  they  are  almost  sure 
to  ask  for  the  OMO,  because  of  our  widespread  inagazine  advertising. 

^  OMO  Dress  Shields  are  double  covered,  light,  odorless — best  wear- 
ing and  most  effective.     Every  pair  is  guaranteed. 

^  OMO  Sheeting,  Infants'  Pants,  Bibs,  etc.,  are  also  great  departments 
of  this  business. 

THE  oi\^  MANUFACTURING  CO. 


MIDDLETOWN, 

MAKERS  OF 

Quality  Goods 


CONNECTICUT 
DE  GRAFF  &  PALMER 

SellioK  Asents 
222  4th  Avenue  NEW  YORK 
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Articles  wMch~are  offered  in  the  Bayeaux  tapes- 
try patterns  consist  of  cushion  covers,  friezes  for 
walls,  scarfs  for  sideboards,  dressers,  etc.,  as  well  as 
curtains  and  draperies.  These  goods  are  particular- 
ly suitable  for  decorations  in  nurseries  or  playrooms, 
as  they  are  instructive  to  a  degree,  while  they  may, 
of  course,  be  used  most  suitably  in  any  room.  Di- 
rections for  working  accompany  the  goods,  and  flos- 
ses of  a  suitable  nature  are  also  to  be  had  with  the 
pieces  to  work.  In  England,  the  fad  for  this  work  is 
already  established,  and  it  is  expected  that  the  Sum- 
mer trade  in  fancy  goods  here  and  on  the  other  side 
of  the  line  will  prove  them  equally  popular  in  this 
country.  ;     '~""'2 


Burlap  and  Crash  Fabrics 

The  fad  for  rough-finished  fabrics  as  a  founda- 
tion for  embroidery  work  continues  strong  as  ever. 
Canvas  and  burlap  are  now  strongly  rivalling  the 
popular  German  crash  and  heavy  linen  effects  which 
have  been  in  so  long.  The  natural  shade  proves  the 
best  seller  almost  everywhere,  though  there  has  been 
a  considerable  demand  for  green  and  some  inquiries 
for  brown  this  season,  beyond  the  average  sales  in 
these  staple  lines. 

For  evening  wear,  the  lines  shown  are  mostly  in 
dainty  shades  of  satin  or  metallic  tissue.  The  metal- 
lic nets  are  also  freely  used  on  these.  Made  flowers 
form  the  chief  ornament,  though  there  are  a  few 
fancy  metal  ornaments  used  on  the  more  expensive 
numbers. 

It  is  quite  impossible  to  describe  the  prettiness 
and  variety  of  these  dresings  for  the  hair.  The  use 
of  jewels,  such  as  the  rhinestones  and  even  colored 
stones  enhances  the  effect.  Many  numbers  come 
direct  from  French  houses  and  are  then  copied  in 
the  workrooms  of  the  store  which  imports  them.  The 
half  round  bandeau  is  greatly  in  the  majority  at  the 
present  time,  and  this  is  usually  supplied  with  bone 
pins  at  each  end  to  fasten  into  the  hair. 

Hair  Goods  and  Jewelry 

Fancy  bandeaux   are    big     sellers  —  Ear- 
rings and^necklaces    in    good    demand  — 
Cap  effects  for  the  coiffure 

In  hair  goods,  combs  are  improving  steadily,  es- 
pecially those  which  are  set  with  rhinestones,  which 
are  good  in  all  forms  at  the  present  time.  Large  top 
combs  are  approved  by  the  highest  authorities  in 
Paris,  as  they  are  precisely  in  keeping  with  the  new 
panier  styles  in  dress  and  with  the  flounces  and 
berthas  which  are  now  being  introduced. 

There  has  been  an  increase  in  demand  for  large 
pins,  greatly  owing  to  the  popularity  of  the  low  coif- 
fure with  knot  at  the  back  of  the  neck.    But  though 


the  shell  goods  have  improved  and  continue  so  to  do, 
there  can  be  no  blinking  the  fact  that  fancy  ban- 
deaux are  the  big  sellers  in  hair  goods  at  the  present 
time. 

Cap  Effects  for  the  Coiffure 

Some  firms  are  carrying  their  range  of  caps  for 
semi-dress  and  dress  wear  at  the  hair  goods  counter. 
These  caps  are  often  of  metallic  net  with  or  without 
a  lining  of  contrasting  net  or  tulle.  They  are  pret- 
tily trimmed  with  velvet  ribbon  and  made  flowers  in 
tiny  groups.  Such  as  are  designed  for  afternoon  and 
evening  wear  may  well  be  carried  at  the  hair  goods 
department,  but  the  matinee  and  breakfast  caps 
should  be  carried  elsewhere. 

Jewelry  which  is  selling  now  covers  a  fairly  Avide 
range,  but  interest  continues  to  centre  on  the  popular 
ear-rings  which  are  being  worn  by  people  of  all  class- 
es. These  come  in  rhinestones  and  pearls  by  prefer- 
ence, though  there  are  colored  stones  to  be  seen  in 
plenty,  and  the  number  of  these  latter  seems  to  be 
on  the  increase  all  the  time.  Hoop  ear-rings  have 
done  well  during  the  past  season,  and  the  filigree 
gold  effects  and  other  similar  novelties  in  metal  are 
also  selling. 

Belt  pins  have  had  a  good  sale  next  to  ear-rings 
in  popular  jewelry.  Strings  of  beads  and  long  lorg- 
nette chains  are  also  selling.  For  Summer,  a  great 
many  orders  have  been  placed  on  pearls,  and  these 
will  be  extra  good  this  year. 

Pendants  have  had  a  good  sale,  and  the  La  Val- 
lieres  have  been  the  favorites  both  in  expensive  and 
cheaper  lines.  Rhinestones  in  silver  continue  the 
popular  favorites  everywhere,  though  many  colored 
stones  are  also  used.  There  has  been  a  notable  de- 
mand for  filigree  in  all  its  various  forms  this  year. 


Spring  Lines  in  Toy  Section 

How   merchants    are    making    seasonable 

profit -producing    displays- — Kites,    scout 

supplies,  garden  tools,  etc. 

Large  stores  are  now  seizing  the  opportunity 
which  the  changing  season  presents  in  the  way  of 
featuring  the  toys  and  games  which  will  be  wanted 
by  small  persons  this  Summer. 

First  of  all,  the  warm  weather  calls  for  renewed 
activity  in  Boy  Scout  outfits.  One  large  store  has 
a  magnificent  display  of  these  at  the  present  time 
On  a  good  imitation  of  greensward,  a  small  tent 
priced  quite  cheaply  is  placed.  The  tripod  with 
hanging  kettle  is  arranged  over  a  pile  of  sticks  which 
conceal  red  electric  lights,  giving  a  most  realistic 
looking  fire.  Everywhere  in  the  enclosure  are  the 
various  articles  of  clothing  and  tools  needed  by  a 
scout.  These  include  wood.simen's  sets,  hatchet,  saw, 
etc.,  and  all  the  appurtenances  needed  for  camping. 
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Profitable 

HAIR  GOODS 


Hair  Switches 


18  in.,  Wavy,  $7.20  per  doz. 
20  in.,  Wavy,  $10.00  per  doz. 
22  in.,  Wavy,    $12.00  per  doz. 


PUFFS 


Samples  matched  at  these  prices. 


Hair  Switches 


_____         24in.,Wavy,$15.00;perdoz. 
at     all     prices.        26  in..  Wavy,  $19.20  per.doz. 

28  in.,  Wavy,  $24.00  per  doz. 
From  $6.00  per  doz. 

up  to  $36.00  per  doz. 


Correspondence  solicited. 


IT  AIR  goods  to  be  profitable  must  give  entire  satisfaction  to  the 
^  ^  wearer,  otherwise  you  might  better  not  handle  them.  Stores 
that  handle  "Palmer"  Hair  Goods,  and  their  are  many,  have  estab- 
lished a  most  satisfactory  profitable  business  in  this  line.  We  do 
not  take  second  place  in  the  trade  and  hold  up  our  values  for 
comparison. 

"Palmer"  Hair  Goods  give  100%  satisfaction  and  quick  turnover. 

We  Manufacture  Hair    -     We  Study  It 
We  Know  It 

Send  for  a  sample  assortment 

J.    Palmer    &    Son,   Limited 

5  and  7  DeBresoles  Street,  Montreal. 
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Cards  with  lists  of  clothing  and  prices  are  posted 
up  conspicuously,  and  there  are  also  notices  where 
the  scout  books  may  be  obtained.  Scout  mottoes  and 
rules  are  posted  up  in  the  same  way,  making  a  very 
attractive  corner  in  the  toy  and  sporting  goods  sec- 
tion, one  which  no  boy  is  going  to  pass  by  without  a 
stop  and  a  long  look. 


For  Outdoor  Sports 

Sporting  lines  for  Spring  and  especially  those 
which  are  in  the  reach  of  persons  of  all  classes  arc 
now  at  their  best.  Merchants  will  find  it  pays  to 
make  a  good  display  of  the  various  kinds  of  bats, 
balls  and  racquets. 

For  the  little  folks,  nothing  is  better  now  thai; 
skipping  ropes  and  kites.  A  good  showing  of  these 
should  not  have  to  depend  on  casual  passer.s-by,  but 
should  be  advertised  by  itself  in  a  small  enclosed 
place  in  the  store's  daily  or  occasional  advertisement. 
Encourage  the  children  in  this  way  to  come  to  the 
department,  and  they  are  sure  to  make  some  pur- 
chase or  other. 

Equally  .seasonable  are  the  small  boats  which 
will  be  wanted  for  sailing  in  brooks  and  ponds.  A 
novelty  among  these  was  a  canoe  hollowed  out  of 
wood  with  the  life-like  figure  of  an  Indian  seated  in 
it,  and  tiny  wire  oar-locks  and  paddles.  This  would 
retail  quite  cheaply,  and  might  be  used  equally  well 
for  souvenir  trade. 


Porch  Furniture  and  Perambulators 

Garden  sets  should  be  brought  forward  at  thi> 
time,  and  small  packed  pails  for  digging  in  the  sand 
are  siire  to  be  wanted  as  warm  weather  is  now  almost 
here.  Verandah  accessories  are  not  to  be  forgotten 
either,  and  the  retailer  will  do  well  to  have  a  fair 
showing  of  Japanese  lanterns,  flags,  hammocks  and 
all  kinds  of  couches  and  verandah  chairs.  It  is  usu- 
ally found  to  be  better  to  show  these  in  a  conspicu- 
ous place  by  themselves  than  to  group  them  with  the 
regular  lines  of  furniture.  Some  firms  show  them 
in  the  section  next  the  toys  and  sporting  goods. 

Baby  and  doll  carriages  and  perambulators  are 
often  renewed  after  a  hard  Winter's  wear  at  this  time 
of  the  year.  The  merchant  will  find  this  line  a  most 
reliable  one,  and  it  should  be  specially  brought  for- 
ward and  featured  at  this  time,  when  the  weather 
tempts  everyone  out  of  doors.  Even  a  few  lines  des- 
criptive of  special  attractions  in  the  advertisement  of 
the  firm  will  help  to  boom  this  department. 


Push  Fancy  Goods  Now 

Before  the  annual  flitting  the  retailer 
should  display  and  advertise  his  new  lines 
—  Breakfast  caps,  collars  and  aprons  good 

Now  is  the  time  when  the  retailer  should  strain 
every  nerve  to  get  his  fancy  goods  to  the  customer 
before  the  Spring  and  Summer  flittings  begin.  As 
soon  as  packing  has  started  in  earnest  there  will  be 
little  opportunity  to  convince  the  woman  buyer  that 
there  are  things  which  she  should  take  with  her  to 
while  away  the  vacation  hours.  Many  women  make 
a  habit  of  shopping  their  Christmas  presents  at  this 
time  so  as  to  leave  ample  time  for  tlie  making  up 
of  a  good  number.  But  the  trade  which  offers  a  new 
field  is  that  which  has  to  be  worked  up  by  judicious 
advertising  and  the  retailer's  own  ingenuity  in  dis- 
play. 

Novelties  will  help  out  the  dejTiartment,  especially 
if  they  are  represented  as  being  advance  styles  from 
lines  really  belonging  to  the  Fall  assortment.  Among 
these,  the  retailer  .should  pu.<h  the  new  darned  work, 
the  small  Pompadour  flowers  on  German  crash  and 
the  stamped  Ijurlaps  and  canvas  cloths.  New  style 
blouses  for  embroidering  are  also  excellent  where  they 
can  be  procured  in  the  latest  patterns. 

Sets  for  the  dressing  table  or  bureau  grow  more 
and  more  elaborate  year  by  year.  These  now  consist 
of  the  cover,  the  pincu.shion,  the  brush  and  comb 
bag,  the  collar  bag,  the  glove  and  hankerchief  bag, 
etc.,  etc.  In  many  cases,  the  whole  room  is  provided 
for,  with  cover  for  wa.shstand,  cushions  and  laundry 
bag  all  made  to  match  the  toilet  articles.  As  many 
of  the  best  of  these  novelties  are  offered  to  be  made 
up  with  mercerized  flosses,  very  frequently  it  pays  to 
put  a  price  on  goods  and  materials  together,  the  in- 
crease for  the  floss  being  small,  and  the  cu-stomer 
thus  induced  to  l)uy  the  complete  outlay  at  once. 

Cushion  tops  and  covers  in  crash  continue  the 
best  sellers.  Some  of  the  new  ones  show  a  much- 
needed  little  improvement.  This  consists  of  the  clos- 
ing with  a  fold  which  covers  a  row  of  buttons,  thus 
saving  ripping  and  .sewing  every  time  the  article 
must  be  washed. 

The  interest  which  is  displayed  everywhere  in  de- 
partments where  the  new  stitches  are  being  taught  is 
a  sign  of  the  general  prosperity  in  fancy  goods  lines 
this  season.  It  also  contains  a  hint  to  the  retailer. 
Many  of  the  best  novelties  .show  the  use  of  stitches 
which  are  quite  new  to  the  vast  majority  of  women. 
To  sell  these  satisfactorily,  it  will  be  necessary  to  ha\o 
the  stitches  taught,  or  at  least  to  see  that  good  direc- 
tions are  supplied. 


Dry  Goods  Review 


FANCY  GOODS,  NOTIONS  AND  TOYS 


45 


OTalbburger  $c  Einb 


r 


MANUFACTURERS    OF 


EMBROIDERIES 

^t  (gaU,  ^toitjerlaetr 

Our  line  of  embroideries  for  Spring  1913  is  much 
stronger   than   ever. 

It  will  pay  you  to  wait  and  see  our  representative, 
who  will  call  on  you  shortly,  with  the  complete  range 
including  all  the  latest  novelties. 

Should  you  not  see  our  samples  from  the  representa- 
ative,  we   would    be   glad   to   forward    samples   to   you. 

See  our  splendid  showing  of  flouncings  for  immediate  delivery. 

E.  S.  EDWARDS 


^ 


AGENT    FOR    CANADA 


y 


510  McKINNON   BUILDING,  TORONTO 


THE  OrIENTAL/SiLKC^D. 

MONTREAL 

RUREL  DYE 
SILK   THI^EAD. 


SHOE 

SILK 


For 
High 
Grade 
Shoe 
Manufac- 
turers 


Shade  Cards  and  Samples  Furnished  on  Request 


Oriental  Silk  Co.,  Limited 


52  Nazareth  St. 
Montreal 


"SHAMROCK" 

Best  6  Cords  and  Crochet  Balls 


SEWING  COTTONS 


IRISH  LACE 
THREADS 

For  Making 

Irish  Crochet, 

Limerick  and 

Carrickmacross 

Laces. 


3  CORD    Threads 

Right  or  Left  Twist 

for  MANUFACTURERS. 

Soft  or  Glace  Finish 

on  BOBBINS,  CONES  or 

TUBES. 


For  Domestic  and 
Manufacturing    Purposes 

Enquiries  invited. stating  requirements.    Samples  of  a  few  specified  numbers  free  to  Traders  or  Manufacturers  mentioningthis  paper. 

Makers:  HICKS,  BULLICK  &  CO.,  Limited,  Sackville  Thread  Works,  BELFAST,  IRELAND 

(Not  Connected  with  any  Combine)    Representative  in  Montreal :   Mr.  H.  R.  Morrison,  209  St.  Nicholas  BIdgs. 


MM. 


!i 


(i;^^ 
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High  Quality  Linens  Selling 

Large  Fall  orders  placed  —  Extensive  busi- 
ness done  in  fancy  linens  —  Dress  linens 
important  for  summer  trade. 

A  continued  upward  trend  both  in  the  size  of 
orders  and  in  the  quahty  of  the  goods  taken  is  a  fair 
and  true  rendering  of  the  linen  situation  in  Canada. 
The  continued  campaign  that  the  far-sighted  agents 
of  mills  who  sell  direct  and  linen  importers  have 
been  engaged  in  for  some  years  past  to  induce  the 
average  retailer  to  carry  better  stocks  of  high-grade 
household  and  fancy  linens  is  now  bearing  good 
fruit,  and  in  the  light  of  what  was  taken  a  few  years 
back,  diie  allowance  being  made  for  expanding  trade 
conditions,  orders  that  are  really  Avonderful  from 
standpoints  are  now  coming  in. 


Scone  or  hot  cake  cover  in  embroidered  linen — 
Shown  by  R  H.  Cosbie,  Toronto. 

The  work  that  has  been  done  in  the  linen  section 
is  recommended  for  the  consideration  of  other  depart- 
ments. Buyers  who  are  doubtful  as  to  the  salability 
of  better  grade  and  novelty  goods  .should  take  a  look 
at  the  linen  stock  and  see  the  improvement  in  the 
grade  of  goods  sold  there.  And  it  should  also  be  not- 
ed that  the  raising  of  the  standard  of  goods  carried 
has  resulted  in  largely  increased  business  as  is  proved 
by  the  size  of  character  of  the  orders  given. 

Reports  from  Belfast  are  of  a  decidedly  optimis- 
tic character,  and  all  point  to  a  steadily  expanding 
trade.  The  demand  is  an  all-round  one,  and  one 
that  is  steadily  gathering  strength.  Liberal  Fall 
orders  are  being  received,  and  all  classes  of  household 
and  staple  linens  and  handkerchiefs  are  included. 

The  return  of  dress  linens  to  favor  is  another  fac- 
tor that  is  improving  Belfast  trade.  Natural  colors 
and  white  are  the  leaders,  but  solid  colors  are  coming 
up  well.  Rough  effects,  cra.shes,  and  etaraines  are 
the  best  sellers  and  there  is  a  decided  feeling  for 
stripes.  Natural  or  dark  linens  are  much  in  demand 
for  fancy  work  purposes  and  can  be  had  in  all  widths 
from  18-in.  up  to  100-in.,  and  to  sell  from  15c  up, 
and  as  a  rule,  these  linens  are  carried  in  both  the 
linen  and  the  fancy  goods  department. 


Quite  a  large  section  in  the  linen  depaitment 
could  be  devoted  to  the  sale  of  fancy  linens  partly 
made  up,  that  is,  articles  Avith  the  edges  either  hem- 
stitched or  scalloped,  such  as  runners  by  the  yard, 
both  hemstitched  and  plain  edged,  and  in  damask 
and  plain  linen.  Also  hem.stitched  linen  squares  in 
various  sizes,  hemstitched  runners  and  cloths,  scallop- 
ed edged  center-pieces  and  various  sized  doileys  that 
only  need  the  addition  of  embroidered  sprays  to  fit 
them  for  use,  and  which  the  woman  who  buys  them 
may  make  as  elahorate  and  as  ornate  as  she  pleases. 

Each  season,  the  fancy  linen  department  seems  to 
grow  in  importance,  and  seems  to  be  better  catered 
for  by  the  manufacturers.  This  applies  both  to 
popular  and  high-priced  lines.  Retailers  are  finding 
this  a  most  attractive  department,  and  it  seems  as 
though  each  store  event  of  the  season  would  serve  as 
an  excuse  to  push  the  sale  of  fancy  linens. 

In  novelty  goods  the  first  place  is  now  given  to 
Madiera  embroideries.  These  consist  of  beautiful  eye- 
let and  spray  work  that  has  a  character  of  its  own, 
making  it  easily  distinguishable  from  the  French 
and  Irish  needle  worked  embroideries.  This  work  is 
done  by  the  peasant  women  of  the  island  of  Madeira, 
and  the  art  linens  so  embellished  is  the  last  word  in 
high-class  novelties. 

Centerpieces,  serviettes,  traycloths  and  all  sizes  of 
mats  come  in  this  lovely  embroidery  worked  on  fine 
Irish  linen,  and  prices  at  which  they  can  be  sold  are 
decidedly  reasonable  when  the  beauty  and  the  last- 
ing qualities  of  the  article  are  considered.  A  set  of 
these  linens,  given  due  care,  ought  truly  to  be  a  joy 
forever.  Besides  the  smaller  pieces,  handsome  show- 
towels  come  in  this  exquisite  work  and  larger  pieces 


Centerpiece  and    Mat  in    Madeira   embroidery- 
Shown  by  Nisbet  &  Auld,  Toronto. 


consisting  of  tea  cloths  and  table  covers  are  of  em- 
broidery and  Cluny  lace.  Cluny-trimmed  fancy  lin- 
ens are  a  staple  article  and  are  shown  in  all  the  usual 
designs  and  patterns.  In  cheaper  lines  come  the 
machine  embroideries,  and    the    Plauen    lace-edged 
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goods.  Something  new  is  seen  in  the  embroidered 
scone  or  hot  cake  covers.  These  can  be  had  in  either 
Hnen  and  hand  embroidery  or  in  the  cheaper  cotton 
machine  embroidered  article. 

Household  linens  embellished  with  embroidery  is 
also  a  very  strong  line.    Bed  sets  consisting  of  pillow- 


Reduced '  Price   Notions   and 
Dressmakers'  Supply  Sale 

Sale  Opens  Monday  Morning  and  Continues  for  Three  Days  Only 


UuaWU-   coo. 


Ufihou 


Cn 


ad 


rln«   1 


lio    II    brteiY 


ZX'-.''. 


H<roka 


He  nr>,s 


-Silk     Tfr     l.ace*. 

|iial.l>.     -(,«->«!.    .    ,«.r 
Hnlr    >trt».   AJuna 

ice      3    (or      .  .  .l(H;;qu*JL.. ,    __.    .     _. .       , 

Ra«llD«      Cotton.      yjOf      (■    ^    DnrnloK  CotlOa.  ^"'      si>«ci*J.   ti   far..      |Uc  I""    «'>«"''°     ^H 
'     —      ■  " U«lr       PI»J$klr«     Msrlti 


jardc.     toll   flmali:    apeciB 


i^\      Stocking      Fret. 


Jo;     He 


I       Holdrra. 


IronloE  ^^'mw.  wiui 
■.■dies'  HoB«  Sdoc 


ttJi     nllUi.*    duo   quiJiiy       •i>«iil.  JbyfciiJ,    dozta     ...  lOc 

6C[  av.ol       Kt>t«nU   vilD  <»ii4  Col.'      Coloritc:   djM   oUIrrDf^ 


Sp^i. 


t  sUKTtaJ     dcirn 


vial     shert  Plna. 
.S>^c       100   Cooat   rul>«   Pln«. 


Nepdiesi    odd 


.00  Vardn  Linen  Pln- 

'i»^^    oDiy       »i^vT»i  .   3Cj       Pearl  BattOBJS.  mvti«ikt|nh     Thread,     mioo^     tm 

1^1      l.lBen     ( orart      l.acea.: ''^'^^d    ilun;    i:r  on   csn).   ;;'«t/c.os;    2^e    ■    dmea        8p« 

Se'omAi  tirT"el     ^   *jnU,   •[   /clouds     fi*        10«.cj»l.   a   tiiuol . .   2Vii 

0'»llr    Main    Store — PIrat    Floor. 


Sales   calculated   to   interest   the   dressmaker   are   timely. 

Here  is  a  panel   that  recently  appeared   in   a   New   York 

advt.    It  contained  an  extensive  list  of  articles  and  featured 

it  as  a  "  Dressmakers'  Supply  Sale.  " 

slips  or  .sJiams,  embroidered  sheet  and  bed  spread  are 
shown  in  many  new  patterns  and  runners  and  mats 
can  be  had  to  match.  These  sets  can  be  had  in  heavy 
linen-finished  cotton  handsomely  embroidered,  and 
in  the  same  matching  pieces.  Five-o'clock  tea  sets 
consisting  of  cloth  and  senaettes  with  scalloped  edges 


with  Cluny  insets,  or  embroidered  sprays,  and  lunch- 
eon sets  of  damask  with  scalloped  edges  and  servi- 
ettes to  match  are  among  the  many  salable  novelties 
shown.  These  articles  are  now  on  the  market  and 
are  strong  sellers. 

Table  linens  can  almost  be  classed  with  fancy  lin- 
ens these  days  so  attractively  are  they  boxed,  and 
the  demand  for  boxed  goods  has  almost  driven  out 
the  lines  put  up  in  the  old  form.  They  are  more  at- 
tractive for  one  thing,  they  simplify  stock-keeping, 
and  the  goods  keep  fresher  and  cleaner  and  are 
easier  shown. 

A  line  that  is  finding  a  ready  sale  is  linen  cushion 
covers  embroidered  in  pretty,  yet  simple  patterns 
that  can  be  sold  with  good  profit  at  a  popular  price, 
that  is,  from  50c  up.  These  covers  are  on  natural 
linen  and  also  on  cream  casement  cloth  and  are  fin- 
ished with  a  frill,  or  w'ith  fringe  or  a  cord  edge  and 
are  provided  with  button  and  buttonhole-finished 
opening  at  the  back  so  that  they  can  be  easily  slipped 
off  for  laundering  purposes. 


"Of  course  you  will  make  mistakes,  but  there  is 
nothing  wrong  in  this;  the  only  wrong  is  in  making 
the  same  mistake  twice." 

"It  maj^  appear  to  you  that  all  the  good  jobs  are 
taken,  but  by  the  time  you  are  capable  of  filling  one 
it  will  be  vacant." 


IF 


ABEL    MORRALL'S 


NAME 


-"  "^*^ 


IS  ON  YOUR 

NEEDLE  PACKET 

YOU  HAVE  GOT  ALL  THERE  IS  TO 
BE  GOT  IN  NEEDLES 

BUT  SEE  IT  IS  ON 

Stocked   by  all    Jobbing   Houses 
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Unseen — Naiad  Protects 

The  many  excelling  features  that 
distinguish  the 

Naiad 
Dress 
Shield 

have  placed  this  shield  in  the  front 
rank  among  the  specialties  that 
find  a  ready  sale  on  every  small- 
wares  and  notion  counter. 

Light  Dainty  Invisible 

Waterproof    Odorless   Sanitary 

For  immediate  and  future  profit 
it  will  pay  you  to  know  the  whole 
story  of  the  Naiad. 

— A  shield  that  pleases  every 
user. 

— A  shield  that  makes  money 
for  every  dealer. 


Sample  book  and  all  particulars  free  on 
application. 

Wrinch,  McLaren   &   Co. 

Sole  Canadian  Manufacturers 
77  Wellington  St.  W..  Toronto 


Good  Wall  Paper  Season 

Wallpapers  this  year  are  much  as  outlined  in 
these  cohiuins  early  in  the  season.  The  cut-out 
effects  continue  to  be  excellent,  but  the  tapestries  are 
a  close  second  in  public  favor.  The  latter  appear  in 
the  Gobelin  and  in  the  Verdure  patterns.  Colorings 
range  all  the  way  from  the  very  delicate  shade.s,  de- 
signed for  use  in  drawing  rooms  and  boudoirs,  to 
the  reproductions  of  the  real  old  designs.  These 
are  chiefly  useful  for  dining  rooms,  libraries  and 
halls. 

Some  hand-some  fruit  designs  and  hunting  .-eciies 
from  old  tapestries  are  shown  for  the  dining  rooms. 
Rich  ^^erdures  in  Autumn  colorings  were  also 
noticed.  Besides  these  are  the  many  patterns  which 
are  specially  meant  for  use  with  the  chintzes  and 
cretonnes  a.s  described  under  the  head  of  the  wash 
labrics. 

Leathei'  effects  are  extra  good  for  the  coming 
season,  and  these  will  be  seen  in  plain  surfaces  with 
Ihe  prevailing  tint  in  imitation  of  some  natural 
leather.  The  chief  decoration  used  with  these  papers 
is  the  strap.  This  is  seen  equally  for  offices,  halls, 
dens,  libraries  and  living  rooms. 

Strap  effects  are  much  in  use  with  the  more  popu- 
lar papers  in  delicate  fabric  effects  such  as  the  plain 
chambrays,  the  linens,  the  cretonnes,  piques  and 
oords  of  various  sorts.  Of  these  the  most  recent  is 
the  pique  effect.  There  is  also  a  canvas  effect  which 
is  very  good  this  season. 

Florals  for  wallpapers  tend  to  be  very  delicaite  in 
color,  and  there  are  many  of  the  smaller  designs 
showing.  There  are  also  the  more  showy  massed 
effects  for  matching  with  the  wash  fabrics.  The 
drop  hanc^ngs  which  w^ere  so  good  last  season,  con- 
tinue to  run,  and  also  the  drop,  cut-out  friezes.  There 
are  many  separate  ornaments  in  the  cut-out  effects, 
which  are  featured,  and  the  amount  of  work  involved 
in  the  hanging  of  quite  a  simple  looking  paper  is  a 
surprise  to  the  uninitiated.  There  should  be  an  ex- 
cellent season  for  the  paper-hanger  on  this  account, 
as  the  new  effects  are  so  much  more  graceful  and 
adaptable  than  the  old  as  to  appeal  to  anyone  who 
can  1)6  induced  to  try  them  once. 


Now  is  the  time  par  excellence  to  push  the  various 
lines  of  mattings.  The  merchant  should  show  these 
and  advertise  their  use  in  Summer  homes  and  bed- 
rooms as  much  as  possible.  On  this  will  depend  the 
success  of  his  line.  Many  firms  are  now  bringing 
this  line  forward  and  putting  in  a  less  conspicuous 
place  those  lines  of  piece  goods  and  rugs  which  sell 
in  the  Fall.  This  change  of  front  will  be  found  to 
l)ay  well,  especially  where  a  good  stock  is  carried. 
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Robespierre  Collar. 
French  Design. 
Shadow  Lace. 
Silk   Trimmings. 
Black  Buttons. 
Bretonne  Net  Lapels. 


ROBESPIERRE  COLLAR 

Another  new  feature  in  the  Neckwear  field  is  the  Robes- 
pierre   Collar,  and    adaptation  of  an  early    Parisian    design. 

This  idea  follows  along"  the  vogue  for  elaborate  use  o{  Wide 
Frills.  Salesmen  are  now  carrying  possibly  the  largest 
and  most  approved  range  of  dress  accessories  we  have 
ever  shown. 

See  salesmen,  or  Write  us 


LADIES'  Wear  Limited 


W.  F.  GOFORTH. 

Managing  Director. 


Toronto 


New  tunic  effects  to  be  worn  as  an  overblouse  —  Neckwear  creations  which 
have  helped  make  the  season  successful  —  Oriental  laces  in  excellent  position 
though  all  varieties  are  being  freely  used — Tunics  for  Fall  —  Shetland  veil- 
ings   leading  —  Shot    veiling     novelty  —  An     excellent     ribbon     season 


Neckwear  houses  are  now  widely  exiDloiting  the 
new  tunic  effect  to  be  worn  as  an  overblouse,  made 
like  an  apron  with  high  waistline,  and  having  the 
same  shape  back  and  front.  A  very  handsome  lace 
number  in  this  style  has  already  been  shown  in 
these  columns,  but  the  type  which  is  now  most  in  de- 
mand in  all  quarters  is  more  modest  in  its  materials. 
It  is  made  of  lingerie  laces  and  fine  lawn,  net  or 
mull,  or  it  may  be  of  all-over  embroidery.  It  usually 
has  a  belt  of  narrow,  black  velvet  ribbon,  with  or 
without  sash  ends. 

This  tunic  is  slipped  on  over  the  head  and  may 
be  worn  with  a  lace  or  net  waist,  or  with  a  silk  waist 
in  color.  It  appears  to  best  advantage  on  a  taffeta 
dress,  with  which  these  tunics  were  first  featured. 
'\''arious  shapes  are  shown,  some  having  frills  in  a 
decided  fichu  effect  while  others  are  perfectly  plain. 
The  numbers  which  are  now  being  brought  out  by 
Canadian  neckwear  houses  are  mostly  washable,  and 
range  of  prices  is  most  reasonable — seeing  that  the 
piece  is  practically  a  garment — and  laces  used  are 
all  of  the  newest  types. 


Chemisettes  and  Sleeves  Sell 

An  excellent  sale  has  so  far  followed  on  the  in- 
troduction of  the  chemisette  and  sleeves  of  net  or 
lace.  At  first,  the  plain  net  effect  was  the  leader, 
the  idea  being  to  get  an  effect  which  was  not  dis- 
tinguishable from  the  decollete  at  a  short  distance. 

As  the  sea.son  opened  and  the  pretty,  new  all-over 
laces  came  in,  the  yokes  began  to  appear  in  the.«e 
materials,  and  there  was  an  increase  in  demand,  as 
the  other  type  was  a  little  extreme  for  the  trade  in 
many  places  here.  There  is  now  a  most  .satisfactory 
selling  of  these  over  the  counter,  and  the  demand 


for  the  full  ,?et  including  the  sleeves  has  increased  to 
good  proportions. 

Following  the  above  developments,  the  designers 
have  recently  introduced  separate  sleeves  or  cuff 
effects  as  they  are  sometimes  called.  These  may  be 
offered  quite  by  themselves,  or  with  a  smart,  Dutch 
collar  in  one  of  the  new  shapes  to  match.  They  are 
used  to  slip  on  under  a  wide,  short  elbow  sleeve,  and 
they  have  an  elastic  at  the  upper  edge.  Some  are 
shaped  to  adjust  themselves  to  the  turn  of  the  elbow, 
and  all  are  quite  short,  intending  to  give  the  appear- 
ance of  an  undersleeve,  and  at  the  same  time  be  re- 
movable, so  that  they  may  readily  be  taken  oft'  and 
washed. 


Tunics  for  Fall  Trade 

Description  of  some  of  the  advance  num- 
bers now  daily  arriving  through  the  Cus- 
toms—  Crystal  again  excellent. 

Some  beautiful  tunics  for  Fall  trade  were  seen 
recently.  These  had  ju.st  arrived  from  aln'oad,  be- 
ing advance  numbers  of  a  full  range  ordered  for  the 
coming  Autumn  and  Winter  trade. 

There  is  every  likelihood  of  a  good  trade  in  these 
lines  as  draped  effects  have  gained  in  favoi-,  and  the 
new,  simulated  panier  styles  call  for  the  use  of  a 
transparent  over-drapery.  On  the  other  hand,  the 
beaded  effects  are  now  by  no  means  so  exclusively 
the  vogue  as  they  were  last  year.  In  the  overdresses 
which  are  to  be  offered  next  season  there  will  be 
many  instances  of  the  substitution  of  laces  for  the 
embroidery  or  beading  of  last  year.  Combined 
effects  which  have  the  decorative  features  of  both 
are  also  much  used. 


52 


DRESS    ACCESSORIES 


Dry  Goods  Review 


New   Style   Lace   Tuuic.     Shown    by    R.    D.    Fairbairn 
Co.,  Toronto. 


By  this  it  must  not  be  understood  that  the  bead- 
ed efTects  are  out,  but  rather  that  where  they  were 
formerly  used  to  the  exclusion  of  all  other  trimming, 
laces  are  now  introduced  with  them.  Shadow  laces 
with  crystal  beading  on  net  made  up  some  of  the 
loveliest  tunics  noted.  The  crystal  bead  and  the 
rhinestone  are  everywhere  seen.  A  few  pearls  are 
used,  mostly  in  combination  with  the  others,  though 
there  are  a  few  pearl  trimmings,  usually  in  band 
form. 

The  vogue  of  the  net  flouncing,  which  may  ?how 
the  use  of  any  popular  lace  effect,  is  affecting  the 
decoration  of  the  tunics.  The  way  in  which  motifs 
of  lace,  from  the  shadow  effect  to  the  heavy  Venise, 


Cu£Es    which     may    also     be    used     in     Undersleeve    Effect. 
Shown    by    Sanderson's,    Ltd.,    Toronto. 


are  worked  into  the  beaded  pattern  of  the  tunic, 
which  has  almost  always  a  net  foundation,  is  most 
ingenious.      This   will   be   taken  as   a   hall-mark   of 


distinction  and  up-to-datene.ss  in  the  sales  next  Aut- 
umn. 

Besides  the  lines  mentioned,  there  are  some  strik- 
ing effects  got  by  using  the  crystal  beads  on  a  bright- 
ly-colored foundation.  This  may  be  of  Primrose 
pink,  light  blue,  or  the  new  pale  green.  The  last  is 
a  somewhat  clearer  shade  than  has  been  in  vogue  for 
some  time. 

— ® 

Shetland  Veilings  Lead 

White  in  good  demand  with  black  a 
close  second  —  Some  combination  effects 
noted — Shadow  meshes  continue  in  favor 

The  feature  of  the  veiling  trade  at  the  present 
time  is  the  popularity  of  the  veiling  in  Shetland 
finish  in  white,  black,  or  black  and  white,  in  order 
as  named.     The  white  Shetland  is  to  Le  a  rage  this 


Tunic   Ccillar   Effect.      Shown    by    Flett, 
Lowndes  and  Co.,  Toronto. 


Summer  if  present  indications  mean  anything.  Ihe 
retailer  who  is  well-stocked  with  this  article  should 
make  good  profits  in  his  veiling  department. 

Shadow  lace  effects  in  veilings  have  been  shown 
in  the  same  style  finish  as  the  Shetland,  and  these 
ore  also  well-taken.  Many  of  this  variety  are  offered 
made  up  just  like  the  Shetland.  White  is  again  the 
favuvite.  Piece  goods  in  this  style  are  also  selling 
excellently  over  the  counter. 

Shadow  patterns  in  black  and  white  and  vice 
versa  are  among  the  best  sellers  this  season.  The 
shadow  which  is  selling  here  is  the  moderate  pattern 
rather  than  the  extremely  large  or  small  one.     The 
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SUMMER 


Neckwear^ — Belts — Bass 


Prompt 
Delivery 


No.  657 

WHITE  OR  ECRU 

MACRAME-LACE 

$4.50  per  Doz. 


No.  8982 
FINE   WHITE  LAWN    W^ITH 
CLUNY   LACE   $2.25    per   Doz. 


No.  4672 

BLACK  PATENT  AND 
WHITE  KID  $4.50  per  Doz. 


MANUFACTURED      BY 

FLETT,  LOWNDES  &   COMPANY 

LIMITED 

142-144  West  Front  St.  -:-  Toronto 
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Novel  sh.ape  in  lace  covered  parasol.    The  hat  is  in  marquise 

effect  with  band  ivnd  fancy  mount  of  white  ostrich 

as  trimming. 

ultra  con.spicuous  pattern  never  had  an  extended 
vogue  in  this  country.  Tliere  has  been  diffidence 
expressed  in  some  quarters  as  to  the  future  of  veilings 
owing  to  the  return  to  favor  of  the  large  hat  for 
mid-summer  wear,  Ijut  it  must  be  remembered  that 
even  the  large  hat  of  this  season  is  not  so  wide  as 
those  of  preceding  years,  while  there  are  many  me- 
dium sizes  selling,  especially  in  the  popular  panamas 
and  knockabout  shapes. 


Shot  Veiling  Appears 

The  novelty  of  the  moment  consists  of  the  shot 
veiling  which  has  been  brought  out  by  Parisian  de- 
signers, really  intended  for  Fall  trade,  but  already 
purchasable  here.  Popular  color  combinations  as 
,-hovvn  in  the  shot  fabrics  are  featured. 

In  view  of  the  immense  vogue  accorded  to  the 
shot  effects  in  fabrics,  there  should  be  a  ready  ac- 
ceptance for  this  seasonable  new  veiling.  Color 
schemes  are  said  to  be  unusually  becoming. 


Grosgrain  Ribbons  Sell 

spring   millinery  trade  has  brought  forth 

ribbed    effects  —  Velvets    to    be    wanted 

for  sashes 

Trade  in  ribbons  has  been  immensely  more  brisk 
than  for  some  seasons  past.    The  wide  velvets  at  high 


Shadow   Liice   All-overs,   also     Bnnd     and     Flnunce     of    V;il. 

Shown    by   Thompson    Lace   ;uid    Veiling   Co., 

Ltd.,    Torouti). 


Smart   New  Type  Collar  Shown   by   Flett,   Lowndes  &  Co., 
Toronto. 


prices  have  sold  for  panel  girdles  to  be  used  on  Sum- 
mer dresses.  Velvets  of  all  widths  have  been  iii  good 
demand  for  use  on  millinery,  which  this  year  shows 
a  most  unusual  amount  of  this  trimming. 

Fancy  stripe  effects  have  sold  for  the  same  pur- 
pose, and  the  pin  stripes  in  contrasting  color  schemes 
have  been  excellent.  Early  in  the  season  there  was 
a  conspicuous  lack  of  browns  and  tans,  with  a  not- 
able preponderance  of  the  new  pink  shades.  While 
the  latter  continue  excellent  and  are  likely  to  re- 
main so  all  Summer,  there  now  appears  a  full  range 
of  browns  and  tans,  from  russet  to  Paris.  The  bright 
tan  is  not  a  reddish  shade  as  in  some  seasons,  but 
rather  a  clear,  golden  tint,  harmonizing  exactly  with 
the  champagne  shades  which  are  notable  this  Spring 
in  suits  and  dresses. 
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The  New  Tailored  Matinee  Bow 


SPECIAL  NO.  1.     $27.00  GROSS 
FOR     IMMEDIATE     DELIVERY 


LINES    WE    ARE     FEATURING 
THIS   MONTH 


Shado^v  Laces, 
Edgings  and 
Allovers. 

Embroidery 
Flouncings 


Sanderson's  Limited 

66-68  Wellington  Street  West,  Toronto 
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are  now  being  shown.  This  accentuation  of  the  rib- 
bed effect  is  no  doubt  due  to  the  rage  for  piques  and 
various  types  of  novelty  surfaces. 


Wide-pleated    Collar,    and    Blouse    Set    in    Net.      Shown    by 
A.   T.   Reid  Co.,   Ltd.,   Toronto. 

In  recent  sales  over  the  counter  the  strength,  as 
indicated  above,  has  been  with  the  new  tints  of  cer- 
ise, Primrose  pink  and  magenta.  Besides  these, 
there  has  been  an  unusual  feeling  for  the  bright 
reds,  considering  the  time  of  year.  This  was  un- 
doubtedly due  to  the  vogue  of  the  deep  pinks. 

Ombre  ribbons  have  been  unusual  sellers  this 
Spring.  These  are  used  freely  for  hats  and  also  for 
fancy  purposes.  The  shot  effects  are  now  being 
bought  for  made-flowers,  there  being  a  strong  feeling 
for  this  style  of  trimming  in  Paris  and  New  York. 

Grosgrain  ribbons  have  received  a  strong  impetus 
from  their  use  on  panama  and  other  tailored  types 
of  hats.  In  extra  wide  numbers,  they  are  not  cheap, 
but  fashion  has  decreed  that  they  should  be  used  and 
nothing  else  will  be  accepted  as  a  substitute.  The 
heavy,  ribbed  silk  ribbon  is  a  rage  in  some  quarters, 
and  there  is  a  strong  call  for  the  heaviest  of  the 
corded  types.  One  of  these  having  a  picot  edge  was 
most  effectively  used  on  a  New  York  model  sailor 
hat. 


Moire  Grosgrain  a  Novelty 

A  novelty  which  is  specially  suited  for  millinery 
purposes  consists  of  the  grosgrain  in  moire  effect. 
This  was  seen  as  used  on  a  model  Paris  walking  hat. 
It  had  unusual  width,  and  the  rib  was  extremely 
prominent,  two  features  of  the  new  grosgrains  which 


An   All-round  Lace   Season 

Ratine,  macrame  and  venise  represent 
the  heavier  weaves  —  Location  to  some 
extent  determines  nature  of  demand  — 
The  shadow  laces  Hkely    to    last    longer 

As  this  is  a  lace  season  in  almost  all  lines,  it  is 
impossible  to  pick  on  any  one  in  particular  as  a 
favorite.  Ratine  lace  and  also  the  heavy  macrame 
have  been  selling  excellently,  though  it  is  hardly 
likely  that  these  have  as  long  a  lease  of  life  ahead  of 
them  as  the  less  showy  numbers  which  have  been 
creeping  in  in  the  last  few  weeks. 

The  Oriental  or  net  laces  are  now  in  excellent 
l^osition.  These  were  decidedly  out  for  a  consider- 
able time,  but  have  returned  with  a  ru.sh.  The  all- 
overs  are  being  used  freely  by  the  medium  class 
trade  for  yokes  and  sleeves.  The  flouncings  are  to 
be  seen  on  Summer  dresses,  and  are  especially  suited 
for  fichus  and  fancy  collars. 

Shadow  laces  are  very  strong  here  at  the  present 
time,  and  these  are  to  be  used  freely  next  Fall  if 
present  indications  mean  anything.  The  shadow 
Vals.  and  the  washable  shadow  effects  are  selling 
very  well.  These  pleat  well,  and  in  many  cases  are 
being  used  in  that  way. 

Maline  laces  are  among  the  very  high-class  lines 
which  have  been  much  wanted  this  Spring.  The 
popular  A^enise  appears  to  be  as  strong  as  ever.  The 
Venise  repousse  has  also  had  a  very  good  demand. 

Real  and  imitation  Irish  laces  have  been  in  good 
demand  here,  though,  to  judge  by  reports  of  trade 


Hat   Fating,  or  for  Top  of  Brim.     Shown   liy   R.   D. 
Fairbairn   Co.,   Toronto. 
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From  Our  Spring  Range 
A.     T.     REID     CO.,     LTD.,     TORONTO. 
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stock    Collar    of    Turkish  Towelling, 
with  two-piece  jabot  of  fine  sha- 
dow lace  buttons  to  matcli.     11. 
D.  Falrbairu  Co.,   Toronto. 


papers  in  the  United  States,  this  does  not  seem  to  be 
the  case  all  over  the  continent.  The  talk  there  seems 
to  be  chiefly  of  the  crochet  effects,  and  that  mainly 
in  great  centres.  For  collars  and  cuffs,  besides  the 
Irish,  Plauen  laces  have  been  in  excellent  position 
since  the  opening  of  the  season,  and  sales  over  the 
counter  in  these  two  Hues  have  been  unusuallj^  satis- 
factorv. 


Possibility  of  Braid  Lace  Returning 

As  things  now  stand,  there  can  be  little  further 
introduction  of  novelty  in  the  lace  lines  unless  the 
Renacence  and  braid  lace  is  revived.  There  are  now 
on  the  market  here,  wide  "V^al.  laces  which  have  pat- 


terns strongly  reminiscent  of  the  braid  effects,  and 
imitations  of  Point  de  Paris,  a  braid  lace,  have  ap- 
peared in  the  form  of  all-overs,  flounces  and  bands. 
It  is  quite  possible  that  there  wdll  be  a  good  season 
for  the  Renacence  effects  in  the  coming  year. 

Laces  must  include  mention  of  filet,  which  has 
done  most  unexpectedly  well  this  year,  and  is  now 
being  asked  for  in  expensive  lines  of  the  hand-made 
as  well  as  the  cheaper  varieties.  A  wide  range  of 
these  laces  is  being  shown  by  all  high-class  firms,  and 
the  retailer  who  wishes  to  be  up-to-date  cannot  afford 
to  ignore  them  in  his  buying. 


Pleatings  are  Immense 

Buyers  returning  from  New  York  during  the  last 
week  have  reported  immen.se  sales  over  the  counter 


Some  of  the  New  Buttons  in   Tweed   Fabric,   bi-color  effects 
shown  by  A.   Weyerstall  &  Co.,  Turonto. 


Fine    orgiiiulie    Coat    Set    with     Dotteil     Lace 
Edge.     K.   D.    Fairbairn   Co.,    Toronto. 


of  the  popular  pleatings  of  lace  and  net  which  were 
featured  in  these  columns  early  this  season. 

Widths  from  the  narrowest  to  the  extremely  deep 
effects  are  all  selling  freely.  Women  had  been  seen 
standing  several  deep  at  the  counters  where  these 
goods  are  offered  in  New  York  department  stores 
during  the  last  ten  days.  In  many  cases  it  was  al- 
most impossible  to  keep  the  supply  up  to  the  demand. 
Lines  which  are  selling  particularly  well  here  are 
the  shadow  lace  effects  and  the  plain  nets.  A  pretty 
novelty  consists  of  a  colored,  preferably  a  black,  net 
over  a  white,  which  may  be  a  little  deeper.  This  is 
finished  with  a  narrow  black  ribbon  with  or  without 
a  tie  bow.  Both  collar  and  cuffs  are  made  up  in  this 
way.  Pleated  malines  and  tulles  are  used  in  the 
same  wav  for  collars  and  cuff's. 
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Shetland     Veilings 

ShadoM^     Veilings 

Complexion  Veilings 


White,   White    and    again   some   more   White 

We    are    to-day    passing    through    the   customs 

large  shipment  of  Shetland  Finish  Veilings, 

in  White,  White  with  Black,  Rust  with  Black, 

Pink    with    Black,    and     other     smart 

combinations,    as    well  as  some 

stunning  effects  in  all  Black. 

NOVELTIES  FOR  IMMEDIATE  DELIVERY 
SEND  YOUR  ORDERS  NOW  WHEN  ASSORTMENT  IS  GOOD 

Canada  Veiling  Co. 

84-86  Wellington  St.  W.        -        Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Kayser  Gloves 

the  kind  that  retains  and 
reclaims  business 

Whether  or  not  your  glove  business  is  what  it  should  be  you 
will  find  that  "  Kayser "  Silk,  Wool  and  Cashmere  gloves  for 
women  will  prove  a  valuable  line  to  handle.  They  will  hold 
the  trade  you  now  have  and  will  reclaim  that  that  you  may 
have  lost  by  selling  unsatisfactory  makes. 


"Kayser"   gloves   are   the  world's   favorites, 
showing  them  all  over  Canada. 


Salesmen    now 


Perrin  Freres  &  Cie. 

28  Victoria  Square    ::    MONTREAL 


J 


PEWNY'S 

KID  GLOVES 

Write  for  sample  orders  of 

GLACE  KID  SPECIALS 

at  $6.50,  $9.00,  $10.50,  $11.50,  $13.50, 
$15.00  and  $16.50. 

also  Suedes 


See  our  samples  of  the  new 
Velour  finish  Real  Mochas 
for  Fall  in  Ladies'  and  Men's. 


Greenshields    Limited 

MONTREAL 


BUTTONS 

Were  fully  prepared  to  meet  all 
demands  in  the  Button  line. 

We  fill  our  own  pearl  cabinets — is 
one  reason  w^hy  we  can  give  the 
trade  the  quantity  of  big  sizes  in 
all  our  cabinets. 

All  letter  orders  are  filled  the  same 
day  they  reach  us. 

The  Ontario  Button  Co. 

Berlin,  Ontario 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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CASH'S  "Summer  Girl' 


AS  SEEN  AT  THE 
TORONTO  EXHIBITION 

1911 


Dress.  Hat  and  Parasol  trimmed  with  CASH'S  WASH  TRIMMINGS 


Your  Embroidery 
Stock  IS  NOT  Com- 
plete w^ithout 

Cash's 
Wash  Trimmings 

The  demand  for  these  remark- 
ably pretty  trimmings  is  increas- 
ing more  and  more  each  season; 
they  are  seen  in  all  the  leading 
Drapery  Stores  in  London, 
Paris  and  New  York,  and  are 
manufactured  solely  by 

J.  &  J.  GASH,  Limited 

Coventry,  England 

To  protect  our  customers  from 
cheap  imitations  we  have  regis- 
tered in  the  United  States  all 
our  1912  designs. 

Place   your  orders  early  so  as 
CASH'S  WASH  TRIMMINGS  can  be  applied  in  the  most  fash-    to  insuTC  pTompt  End  complete 

iono6/e  manner  to  all  summer  dresses,  colors  are  guaranteed  fast;  can  be  obtained        ,     .. 

from  all  leading  Dry  Goods  Stores.  delivery. 

The  complete  line  can  be  seen  at  our  MONTREAL  OFFICE,  301  St.  James 
Street,  MONTREAL,  or  at  our  Agents  in  VICTORIA  and  VANCOUVER,  B.C. 
(J.  Howard  &  Chapman). 

Sample  cards  and  prices  will  be  sent  from  either 
of  the  above  addresses. 

J.  &  J.  CASH,  Limited 

South  Norwalk,  Conn.  -  -  U.  S.  A. 
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"The  Ribbon  House  of  Canada 
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Black  Velvet  Ribbons 

(Satin  Back) 

E  expect  a  very  large  demand  from  now  on  for   this  class  of  goods 
for  Millinery  purposes  and  also  Sashes  and  Girdles. 


Your  stock  should  be  well  assorted. 


We  keep  regularly  3  different  qualities — 

Low  price  -  Patt.  222,  in  widths  5,  7,  9,  12,  16,  30. 

Medium  quality— Patt.  400,  in  widths  Nos.  1  to  80. 
Best  quality        —Patt.  444,  in  widths  Nos.  1  to  80. 


Send  us  your  order,  we  guarantee  satisfaction. 


WALTER  H.  BARRY  &  CO., 


MONTREAL,  QUE. 


Winnipeg  Branch  :-SYLVESTRE  WILSON  BUILDING,        J.  R.  GALBRAITH,  Manager. 


PARASOLS 

AND 

UMBRELLAS 


Special  Attention 

to 
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At 


Great  Selling  Campaign 

of 

Swiss  Embroideries 

Manufactured  by 

G.  THOMA  &  CO. 

St.  Fiden,  St.  Gall,  Switzerland 

The   Canadian  Agent  of  these 

World-renowned   Makers 

of  SCHIFFLIS  is  presently  on 
his  spring  tour. 

BUYERS!  Do  not  place  your 
orders  before  seeing  his  sample 
collection  for  importation  and 
FOR  GOODS  KEPT  IN  STOCK  AT  MONTREAL 

J.  H.  Gagnon,  Agent 

Birks  Building,       MONTREAL 
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Please  mention  The  Review  to 


Advertiiers  and  Their  Travelers. 


The  Buyers'  Viewpoint 

Milliners  predicted  that  later  openings  would  see 
the  supremacy  of  the  large  hat,  and  this  has  come 
true.  Wide,  flat  shapes  have  predominated,  and  in 
many  cases  the  drooping  brim  has  appeared.  For 
the  coming  Summer,  the  large  hat  is  deeper  through 
than  it  is  wide. 


Points  for  the  milliner  regarding  the  difference  between  the  Spring  and 
Summer  types  —  Advantages  offered  by  the  double  openings  —  Lace  for 
the  summer  hat  the  milliner's  asset  —  Coarse  and  fine  in  ruffs,  tailored 
trimmings,    pleatings    and    forming    the    entire    hat  —  Large     leghorns 


IT  is  growing  more  and  more  necessary  year  by 
year  to  draw  a  distinct  line  between  the  millinery 
which  is  suitable  for  early  Spring  wear  and 
which  is  offered  at  Easter,  and  that  which  is  more 
properly  warm  weather  or  Midsummer  millinery.  In 
the  first  place,  it  is  greatly  to  the  advantage  of  the 
milliner  to  draw  this  line,  as  it  means  that  where  one 
hat  might  serve,  two  then  become  necessary.  Nor  is 
this  against  the  best  interests  of  the  customer,  for  the 
sun  invariably  fades  out  her  hat  before  the  end  of 
the  season  in  any  case,  and  it  is  better  for  her  to  have 
a  correct  Spring  hat  followed  by  a  Summer  hat  than 
two  hats  which  are  doubtful  compromises,  or  one  on 
which  she  has  spent  all  her  money  only  to  find  it 
shabby  before  the  end  of  the  season. 

As  the  milliner  makes  her  profits  on  her  work 
rather  than  on  the  raw  materials,  it  is  much  better 
for  her  to  sell  two  hats  of  fairly  good  quality  and 
first-class  workmanship  than  one  of  more  expensive 
materials.  Nor  will  the  former  method  spoil  her 
status  in  any  way,  for  the  chic  of  a  hat  is  by  no 
means  dependent  on  the  expense.  As  the  trade  gen- 
erally realizes  this  more  and  more  every  season,  there 
is  a  steadily  increasing  tendency  to  draw  a  line  of 
style  distinction  between  the  Spring  and  the  Summer 
hat. 

This  year  the  Spring  hat  was  in  many  cases  a 
close-fit  model,  and  might  be  made  of  silk,  straw, 
tulle,  etc.  The  smart  Derby  and  Tam  shapes  were 
pushed,  and  such  as  the  Gaby  bow  were  used  to 
brighten  the  shapes  which  were  no  longer  novel. 
Bonnet  effects  were  seen  in  even  smaller  head  sizes 
than  before. 


Early  Predictions  Now  Realized 

Milliners  predicted  that  later  openings  would  see 
the  supremacy  of  the  large  hat,  and  this  has  come 
true.  The  hat  which  has  predominated  in  these 
openings  has  been  the  wide,  flat  shape,  in  many  cases 
with  drooping  brim.  But  right  here  there  has  been 
a  distinction  between  the  new  models  and  those  of 
the  last  season.  The  large  hat  for  the  coming  Sum- 
mer is  deeper  through  than  it  is  wide.  The  extreme 
depth  from  back  to  front  is  striking  and  marks  the 
hat  at  once  as  a  novelty  to  the  initiated  eye. 

Not  only  is  this  feature  seen  in  the  very  large 
models,  but  it  is  also  notable  in  medium  sizes  in- 
tended for  semi-dress  and  even  for  tailored  wear. 
But,  before  proceeding  to  the  discussion  of  the  in- 
dividual fashions,  which  have  been  brought  forth, 
one  word  may  be  added  to  the  question  of  the  double 
openings. 

Whatever  the  trouble  which  these  may  be  to  the 
milliner,  the  growth  of  the  importance  of  style  over 
every  other  consideration  in  the  purchasing  of  mil- 
linery cannot  but  result  in  most  beneficial  effects  to 
the  trade  generally,  and  the  retail  milliner  should 
not  fail  to  encourage  a  tendency  which  will  put 
money  in  her  pocket  by  attending  second  openings 
and  also  by  holding  them  herself. 

By  the  latter  manoeuvre,  she  will  not  only  stimu- 
late interest  in  distinctly  Summer  styles,  but  will 
catch  that  trade  which  wears  an  old  hat  in  Spring 
and  waits  to  buy  a  fresh  one  till  bright  sunshine 
puts  the  other  to  shame.  All  tendencies  to  emphasize 
distinctions  which  make  the  Spring  hat  unsuitable 


Dry  Goods  Review 


MILLINERY 


65 


later  on  are  excellent  for  business,  and  the  smaller 
models  should  he  industriously  pushed  during  the 
early  openings. 


Late  Shapes  and  Trimmings 

Lace  the  milliner's  asset,  coarse  and  fine, 
in  ruffs,  tailored  trimmings,  pleatings,  and 
forming  the  entire  hat  —  Grosgrain  rib- 
bons on  tailored  models  —  Large  leghorns 
for  dressy  wear. 

The  featuring  of  lace  as  a  trimming  for  the  hat 
especially  offered  for  Summer  wear  is  now  universal. 
This  was  one  of  the  outstanding  style  points  brought 
forth  by  the  second  openings  held  on  the  15th  of 
April. 

Not  only  are  laces  shirred  on  wire  frames  used  as 
the  groundwork  of  dressy  hats,  but  lace  of  all  descrip- 
tions is  used  both  for  dress  and  semi-dress  models. 
This  includes  a  singularly  wide  range  of  types.  The 
string  laces  which  have  come  in  just  recently  are  the 
coarsest  of  all.  These  appear  in  the  form  of  ban- 
deaux on  tailored  hats.  Then  there  is  the  popular 
Macrame  also  used  for  bandeaux  on  both  semi- 
tailored,  plain-tailored  and  sometimes  even  on  dressy 
models. 

In  the  matter  of  bandeaux,  two  things  are  to  be 
noted.  One  is  the  popularity  of  ecru  as  a  shade,  and 
the  half  round  size.  The  all  round  bandeau  is  fast 
giving  place  to  the  semi-circular  type.  A  novelty 
which  is  now  receiving  much  notice  is  the  bandeau 
of  rough  towelling,  agaric  or  ratine  lace,  as  it  is 
variotisly  called.  There  is  but  slight  distinction  be- 
tween the  types,  so  they  are  grouped  for  convenience 
sake.  This  is  particularly  effective  when  used  on  the 
ever-popular  Panama  hat. 

Pleatings  of  lace  and  nets,  and  also  of  tulle  are 
to  be  freely  used  this  season.  The  shadow  and  maline 
laces,  and  also  the  old-fashioned  net  laces  are  parti- 
cularly suited  to  this  use.  The  entire  brim  and 
crown  are  sometimes  covered  with  the  lace,  or  the 
hat  of  large  size  may  be  faced  with  it  while  the  top 
is  plain. 

Upright  quill  effects  of  laces  are  also  to  be  noted 
among  the  season's  novelties.  A  very  special  and 
recent  type  of  lace  trimming  is  that  which  is  like  a 
Pierrot  ruff  in  neckwear,  with  velvet  ribbon  and  flat 
and  stand-up  frill.  This  is  made  of  tulle  or  lace,  and 
is  used  to  go  around  the  crown  of  the  hat. 


Large,  Flat  Hats  Selling 

Straw  hats  of  Tagal,  Milan,  leghorn  and  the 
popular  peanut  straw  are  shown  in  large,  flat  out- 
lines. The  crowns  are  low,  and.  if  correct,  accord- 
ing to  the  latest  Parisian  styles,  they  are  wide  and 
curved  rather  than  with  sharp  edge. 


A  dainty  juvenile  model  —  Shown 
by  D.  McCall  Co.,  Toronto. 


The  feature  of  the  new,  large  hat^,  whether  they 
be  for  dressy  or  semi-dress  wear,  consists  of  the  depth 
from  back  to  front,  instead  of  the  familiar  width 
across.  This  feature  accentuates  one  of  the  most 
important  changes  which  mark  this  season's  large 
shape  from  that  of  last  year.  The  origin  of  the  new 
"slant,"  if  an  apt  slang  phrase  be  permitted,  is 
French. 

Very  large  leghorns  have  had  a  most  flattering 
demand  up  to  date.  The  picturesque  sweep  of  these 
hats  is  now  assisted  by  their  being  quite  unstiffened 
in  many  cases,  while  in  others  they  have  a  slight 
roll.  Brims  generally  show  this  tendency  to  roll 
effects,  the  later  models  having  it  at  the  side  front 
rather  than  straight  in  front,  though  a  few  tailored 
effects  are  in  the  latter  stvle. 


-^ 


Popularity  of  the  Panama 

Panamas  are  better  than  ever  this  season,  and 
there  is  every  prospect  that  these  will  see  the  Sum- 
mer through  in  undiminished  demand.  The  mil- 
liner who  is  anywhere  near  a  Summer  resort  will 
reap  a  rich  reward  if  she  shows  a  fair  selection  of  the 
new  styles  in  smart  trims.  Some  of  the  effects  re- 
cently seen  at  openings,  both  wholesale  and  retail, 
may  be  mentioned. 

In  the  first  place,  there  are  many  now  showing 
with  facings  of  black  velvet  of  quite  light  weight 
Grosgrain  ribbons  in  good  widths  are  used  to  swathe 
the  crown  in  cleverly  arranged  folds. 

A  neat  finish  to  a  hat  of  this  type  consisted  of 
velvet-covered  buttons  on  a  pump  bow  of  the  white 
grosgrain.  Again,  a  spun  glass  stick-up  mount  may 
be  used  with  the  above  combination  to  good  effect. 
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One  of  the  season's  re 

presentative 

juvenile  models-  Shown 

byD. 

McCall  Co.,  Toronto 
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Feathers  which  were  noted  on  Panamas  were  few, 
though  quills  and  the  new  Numidi  mounts  were  in 
evidence,  as  also  were  the  smart,  small  feather 
mounts,  which  have  been  so  prominent  this  season, 
usually  shown  in  two  colors. 

Soft  drapes  are  also  used  to  great  advantage  on 
Panamas,  though  there  is  a  strong  tendency  this 
season  to  favor  the  strictly  tailored  effects  in  the  mat- 
ter of  trimming.  Besides  the  grosgrain  ribbons,  a 
Roman  stripe  continues  to  be  used  with  excellent 
effect,  and  there  are  special  bordered  numbers  which 
are  equally  suitable.  Some  shops  are  featuring  the 
fringed  drape,  which  is  offered  especially  for  use  on 
the  Panama. 

Use  of  Ratine  as  Trimming 

Still  newer  is  the  method  of  applying  the  ratine 
or  crash  cloth  to  the  Panama.  This  is  put  on  much 
as  a  shaped  piece  of  velvet  would  be,  encircling  the 
crown  and  finished  with  piping  and  also  with  some 
ornament  of  embroidery  or  straw  in  cabochon  effect. 
Sometimes  a  hat  is  faced  with  the  new  material, 
which  is  quite  expensive  and  much  sought  after. 


The  Roll  Edge  a  Feature 

In  the  millinery  which  is  now  showing,  the  roll 
edge  of  the  larger  .'shapes  is  quite  a  feature.  This  is 
seen  on  Panamas  and  leghorns,  as  well  as  on  shapes 
of  fancy  straw.  The  effect  is  decidedly  in  the 
tailored  class,  as  it  usually  precludes  a  facing.  The 
trimming  of  grosgrain  ribbon  was  much  seen  on  hats 
of  this  description,  as  also  were  large  white  wings, 
which  are  now  said  to  be  the  correct  thing  for  yacht- 
ing on  the  other  side  of  the  line. 


Features  of  Late  Openings 

D.  McCALL  CO.'S  DISPLAY. 

At  their  second  opening,  Monday,  April  15,  the  D. 
McCall  Co.,  Toronto,  showed  a  wide  range  of  distinctly 
summer  models.  Large  flat  hats  were  featured,  hats  of 
net,  hats  of  tulle,  and  the  summer  straws.  Leghorns  and 
Panamas  led,  the  former  in  the  realm  of  dress  and  semi- 
dress  models,  the  latter  as  plain-tailored. 

A  feature  which  was  strongly  marked  was  the  facing 
of  black  velvet  used  on  so  many  of  the  hats,  dressy  and 
plain  alike.  In  flowers,  the  small  effects  in  wreaths  and 
trails  predominated,  j^ink  in  the  new  shades  being  notable 
in  the  color  schemes.  Tagels  and  Milans  were  second 
only  to  the  straws  first  mentioned. 

A  smart  effect  which  this  house  showed  in  some  of  its 
models  consisted  of  the  Gaby  bow  in  velvet  placed  at  the 
side  back  of  a  hat  in  turban  shape,  or  at  the  back  of  the 
crown  of  the  model  of  larger  size. 

An  imported  Parisian  model  showing  the  continued 
vogue  of  the  shot  effect  consisted  of  shot  tulle  in  bonnet 
shape,  the  trimming  being  also  in  shot  effect  in  hoops 
made  of  silk,  and  tiny  flowers.  Much  lace,  both  coarse 
and  fine,  was  used,  and  some  charming  examples  of  the  all- 
lace  hat  were  seen.  Pleatings  of  tulle  were  also  to  the 
front,  both  on  crowns  and  on  brims. 

Pressed  shapes  with  pleated  tulle  facings  are  to  be 
good  all  summer,  as  also  are  the  high  mounts  of  flowers 
and  the  stick-up  effects  in  ostrich  and  Numidi  on  tailored 
hats.  Ombre  ribbons  were  featured  as  trimmings,  as 
also  were  extra  wide  velvet  bows  and  velvet  facings. 
Panamas  trimmed  with  velvet  are  to  have  unusual  de- 
mand. Models  of  black  or  cream  lace  were  quite  plain 
except  for  the  bright  colored  groups  of  flowers,  or  a 
stand-up  mount.  Trimmings  beneath  the  brim  showed  to 
especial  advantage  on  the  leghorn  flop  which  was  a  fea- 
ture of  the  French  importations. 


MILLINERY   COMMISSIONERS'    FALL   LINE. 

The  Millinery  Commissioners  are  now  in  a  position  to 
show  their  customers  a  complete  assortment  of  the  best 
and  newest  of  the  season's  offerings  in  millinery  for  the 
year  1912-13.  These  include  many  exclusive  Parisian 
and  Austrian  feather  effects.  Bird  of  Paradise  mounts 
in  choicest  varieties  and  all  the  new  types  of  heron  are 
to  be  found  among  these. 

It  is  now  finally  decided  that  the  heron  effects  are 
to  be  high  style  for  next  Fall  and  Winter.  There  are 
three  kinds  of  this  feather  which  are  considered  good 
style  this  season,  namely,  the  red,  the  natural  and  the 
white.  Heron  and  osprey  mixtures  are  also  considered 
good  style.  In  all  of  these  lines.  Millinery  Commissioners 
are  offering  a  range  which  surpasses  all  former  impor- 
tations. 

Besides  the  popular  heron  mounts,  the  novelty  par- 
ticularly noted  consisted  of  a  reproduction  in  wings  and 
mounts  of  the  shot  colorings  now  so  good  in  fabrics.  It 
is  wonderful  to  note  how  the  most  delicate  and  artistic 
combinations  may  be  reproduced  in  feathers.  Ospreys 
are  to  have  a  most  unusual  sale  during  the  approaching 
season.  Good  advance  orders  are  being  placed  on  num- 
bers which  ordinarily  are  considered  too  expensive  for 
stocking  in  any  quantity.  There  will  also  be  an  unusual 
number  of  imitation  ospreys  sold  this  season,  and  this 
house  has  a  full  selection  of  these.  In  the  matter  of 
shape,  the  high,  tulip  osprey  is  about  the  best  for  popular 
trade,  as  it  does  not  come  very  high  in  price,  while  a  good 
spread  is  wanted  by  houses  which  have  a  moneyed  patron- 
age. 

For  plain-tailored  hats,  this  season  will  see  good  sales 
of  small,  stiff  mounts,  such  as  the  Busby  and  the  Cossack. 
There  are  also  the  tiny  mounts  of  brightly  colored  or 
natural  feathers  for  small  hats,  such  as  the  immensely 
popular    velours.      A   bewildering    variety    of    these    are 
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The   Season's 
Rush   Over — 

Then  It's 

Make  Business 


Dead  stock  is  hard  to 
move  after  the  rush  of 
the  season  has  quieted 
down  unless  some  real 
live  wire  lines  are  added 
to  revive  the  interest. 

You  can  add  the  live 
wire  to  your  stock  with  a 
few  novelties  and  in  so 
doing  be  assured  of  mov- 
ing out  a  great  many  of 
the  sticking  lines,  which 
otherwise  would  prove  a 
dead  loss.  Let  us  send  a 
few  new  lines. 


THE 

D.  McCall  Co.,  Limited 


Winnipeg 
Quebec 


TORONTO 

Ottawa 


Montreal 
Vancouver 
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shown.  The  pheasant  mount  for  plain-tailored  hats  will 
be  a  favorite.  Coques  are  also  excellent  in  this  class. 
Fan  and  quill  effects  will  be  good  sellers. 

Fancy  ostrich  mounts  are  the  rule  this  year  in  that 
particular  line  of  feathers.  Both  the  willowed  and  the 
French  effects  are  shown,  and  many  of  the  new  designs 
feature  the  two-color  idea.  One  color  is  cleverly  masked 
by  another  so  that  a  whiff  of  wind  discovers  the  shaded, 
shot  or  contrasting  color  scheme.  A  thistledown  effect 
was  among  the  most  delicate  pieces  of  French  workman- 
ship ever  brought  into  the  country.  Combinations  of  os- 
trich with  marabout  form  many  of  the  most  attractive 
numbers. 

A  line  which  is  forecasted  for  favor  and  stocked  by 
this  firm  accordingly  consists  of  the  bird  of  paradise 
mount.  As  this  is  rather  a  season  for  fancies  than  for 
ostrich,  this  particular  mount  leaps  into  importance  as 
second  only  to  the  osprey. 

Among  the  striking  novelties  in  flowers  for  Fall  and 
Winter  were  the  new  trails  and  mounts  of  shot-silk  made 
flowers.  These  show  all  the  cleverness  of  the  French  de- 
signer in  the  matter  of  color  effects.  Berry  effects  and 
made  quills  and  wings  of  the  same  are  to  sell  well. 

Still  another  novelty  to  mention  in  this  unique  dis- 
play of  the  best  of  the  foreign  markets.  This  is  the  nar- 
row bandeau  of  ostrich  to  go  under  the  brim  of  the  hat. 
This  is  to  be  one  of  the  winners  among  the  Paris  cre- 
ations. The  bandeau  is  quite  small  and  flat,  but  its  ef- 
fect is  to  greatly  soften  the  line  of  the  'large,  flat  hat 
which  will  be  worn  for  dress  and  semi-dress  occasions 
next  season.  It  comes  neatly  sealed  in  transparent  paper 
case  to  prevent  uncurling  of  the  ostrich  and  injury. 


THE    ELLIOTT,    SHERRING   FALL   LINE. 

Elliott,  Sherring  and  Co.  are  now  offering  their  new 
line  for  Fall  and  Winter  1912-13.  This  consists  of  trim- 
mings for  millinery  and  includes  the  latest  in  flowers 
and  feathers  just  as  they  are  now  being  offered  in  the 
world's  largest  millinery  centres,  namely,  in  Vienna  and 
in  Paris. 

The  feature  display  is  unique  and  of  a  remarkable 
degree  of  excellence,  though  offered  at  decidedly  popular 
prices.  This  is  due  to  the  discrimination  of  experienced 
buying  and  the  keeping  in  touch  with  the  greatest  centres 
of  fashion.  The  variety  in  goods  which  are  suitable  for 
a  quite  moderate  trade  is  all-inclusive,  while  at  the  same 
time  there  is  a  good  showing  of  the  season's  high  class 
favorites  such  as  the  osprey  and  the  bird  of  Paradise. 

In  mounts  for  plain-tailored  hats,  the  stick-up  effect 
in  moderate  size  is  now  quite  authoritative.  These  come 
in  all  the  new  shades  and,  shapes,  in  the  shot  effect  in 
feather,  in  the  Busby,  in  the  reversible  color  effect,  in 
the  Cossack  mount  and  also  in  the  military  tuft.  Pheas- 
ant colorings  and  coques  are  shown  in  the  larger  feathers. 
These  are  extremely  large  and  just  as  sweeping  and  no- 
ticeable as  the  small  mounts  are  neat  and  prim-looking. 

The  popularity  of  the  coque  is  now  pretty  well  as- 
sured, as  it  has  received  favour  in  the  highest  social 
circles.  Besides  this,  the  larger  mounts  include  the  new 
wing  effects.  These  are  particularly  beautiful  this  year, 
coming  in  mercury  and  natural  shapes.  The  color  com- 
binations include  soft  blue  and  grey  approximating  a 
shot  effect  against  white  tips.  Then  the  primrose  shade 
in  the  same  combination  also  appears,  and  the  black  and 
white  is  popular  as  ever.  The  perfection  of  the  feather 
work  on  these  mounts  is  worthy  of  more  than  passing 
comment,  being  the  finest  of  its  kind  as  yet  seen. 

The  flower  of  feathers,  backed  by  a  stand-up  mount 
is  one  of  the  pretty  novelties,  as  also  is  the  wheel  effect 
in  several  shades  in  rings,  the  made-quill  of  coque  feath- 
ers, and  the  fluffy  three-ball  mount  on  tall  quills.  The 
tulip  mount  of  white  and  colored  combined  effect  is  one 
of  the  season's  features,  and  the  triple  cockade  is  seen 
in  the  form  of  fancy  quills  as  well  as  fluffy  feathers.  A 
spray  effect  in  white  and  color  was  a  high  novelty. 


Small  flowers  in  large  bunches  are  to  be  used  freely 
during  the  coming  season.  More  of  these  will  be  in 
later,  when  this  firm  will  be  in  a  position  to  give  further 
information   to   its   clientele. 


Stick-up  Feather  Mounts 

For  tailored  hats  the  preseut  favorite  trimining 
consists  of  the  stick-up  mount  of  small  feathers  usu- 
ally in  two  shades.  The  Busby,  the  Cossack  and  the 
Grenadier  styles  are  all  used.  Ther.3  is  a  wide  choice 
in  color  combinations,  but  the  black  and  white  and 
the  black  or  the  white  wi'.h  a  touch  of  the  new 
iirinT'ose  pink  continue  to  be  leader-. 

All  these  mounts  are  neat  and  small,  though  a 
few  of  larger  size  are  offered.  They  form  a  needed 
relief  to  the  ultra  plain  tailored  effect  of  the  Derby 
or  sailor. 

Bandeaux  of  ostrich  have  also  sold  well,  perhaps 
better  than  any  other  line  is  that  feather. 


Shot  Effect  Again  Featured 

In  flowers  of  silk  ribbon,  the  newest  effect  is  the 
use  of  shot  fabrics.  Two  dainty  colors  sometimes 
produce  a  quite  remarkably  real  effect,  and  the  touch 
is  Parisian  and  odd. 

Shot  quills  and  shot  trimmings  in  the  fovni  of 
drapes  of  silk  and  ribbon  have  been  in  use  all  Spring, 
but  seem  a  little  sombre  for  Summer.  It  will  be 
left  with  the  shot  flowers  to  uphold  this  fabric  t'll 
Fall,  when  a  revival  is  expected. 


Red  and  Pink  Very  Prominent 

On  entering  any  up-to-date  millinery  depart- 
ment it  is  quite  remarkable  to  note  how  much  red 
and  pink,  particularly  of  the  very  deep  shadings, 
may  be  seen.  There  is  now  no  doubt  that  this  is  to 
be  a  feature  of  the  entire  Summer,  and  that  it  will 
be  carried  over  into  the  Fall.  In  advance  samples 
of  manufacturers'  agents  in  the  millinery  line,  the 
flowers  which  are  showing  for  the  Fall  trade  show  a 
corresponding  predominance  of  this  shade. 

Primrose  pink  has  been  acknowledged  to  be  the 
leading  color  novelty  of  the  season,  and  this  remains 
popular  as  ever,  while  there  is  a  growing  feeling  for 
the  deeper  magentas,  and  for  the  various  shades  of 
red.  Hot  weather  may  give  this  a  set-back,  but  it  is 
likely  to  crop  out  again  in  the  Fall. 

Three  shades  are  now  selling  freely  over  the 
counter.  These  are  the  new  pink,  cerise  and  flame. 
There  is  also  a  good  demand  for  magenta,  or  deep 
cerise,  as  it  is  called. 
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Millinery  Commissioners 

Limited 


Toronto  ==  offices 


Paris 


Refined  Millinery,  Nothing  of  a 
merely  showy  character.  Every- 
thing we  offer  must  have  quality 
as  well  as  effect. 

We  believe  that  the  idea,  "Quality  in  millinery  does  not  count," 
has  been  proved  entirely  wrong.  Your  customers  and  our  custom- 
ers are  not  satisfied  with  mere  effect.  The  trade  demands  Milli- 
nery which  looks  good  when  the  season  is  over,  as  well  as  at 
the  time  of  purchase. 

You  can  never  satisfy  cheap  trade  because  it  demands  something 
for  nothing — expects  satisfaction  without  paying  the  price— it  is 
continually  being  disappointed  and    experimenting   elsewhere. 

Build  business  on  the  quality  foundation,  and  it  will  stay  with  you. 

With  these  principles  before  us,  our  import  range  for  Fall  191 2 
was  selected.  It  is  to  our  mutual  advantage  that  you  give  it 
your  serious  consideration  when    one    of  our  representatives  calls. 


Millinery  Commissioners  Ltd 

7    Front    St.    East.    TORONTO 
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Why  the  Lower-Priced  Silks? 

It  is  a  significant  fact  that  while  the  cut- 
ters-up  can  aflford  to  pay  the  i^rice  of  reU- 
able  silks  to  put  into  their  garments,  the 
counter  trade  is  demanding  these  cheap 
silks.  Large  city  stores  are  maintaining  the 
quality  of  their  regular  silk  stock. 


Many  novelties  in  silk  fabrics  —  Fashion  has  reinstated  chiffon  taffetas 
—  Another  good  pile  season  predicted  —  Stripes  prominent  in  all  novelty 
lines  —  Whipcords  indicated  for  the  early  Fall  season  —  Cutting  up  trade 
taking  French  serges,  Bedford  cords,  wool  taffetas  and  poplins  for 
simple-tailored     dresses  —  Higher     prices     expected     in     cotton     fabrics. 


T 


HOUGH  buyers  for  the  piece  goods  depart- 
ments outside  of  the  big  city  stores  are  at 
present  passing  up  chiffon  taffetas,  garment 
iiianufacturers  have  taken  them  up,  and  dresses  made 
of  this  fabric  are  selling  so  freely  that  it  is  difficult 
to  keep  sufficient  stock  on  hand  to  fill  orders. 

Chiffon  taffeta,  from  the  style  point  of  view,  is 
the  fashionable  silk  fabric,  and  at  the  present  mo- 
ment changeables  are  in  the  spotlight.  Undoubted- 
ly, the  present  vogue  of  changeables  will  be  followed 
by  that  of  other  novelties  in  this  silk.  Pekin  and  hair- 
line stripes  in  black  or  white,  and  changeable,  is  the 
latest  novelty.  Indications,  however,  point  to  a  revival 
of  floral  printings,  and  to  some  extent  to  the  use  of 
broche  effects  and  small  jacquard  patterns  on  a  taf- 
feta ground. 

The  most  interesting  of  the  printed  novelties  take 
the  form  of  pompadour  or  Jouy  patterns.  The 
ground  of  the  silk  in  these  effects  is  of  narrow 
Pekin  stripes  or  line  checks  in  black  or  dark  color 
on  a  light  ground,  and  white  on  a  dark  one.  The 
patterns  consist  of  small  single  blooms  or  tiny  floral 
and  fruit  bunches,  in  deep  soft  shades,  the  pattern 
being  outlined  with  black.    The  revival  in  floral  silks 


has  brought  warp  prints  to  the  front  again,  and  they 
promise  to  have  a  certain  amount  of  success. 

The  outlook  is  promising  for  ribbed  weaves,  and 
two-tones  giving  a  shot  effect  are  much  in  evidence 
for  trimming  purposes  in  both  fine  and  heavy  ribbed 
silks.  Novelty  silks  come  in  serge  and  whipcord 
effects,  and  bengalines  are  indicated  for  plain  tailored 
dresses  and  trimming  puiposes.  Soft  faille  weaves 
are  beginning  to  be  shown,  and  are  to  be  classed  with 
the  coming  novelties. 

There  is  every  indication  that  satin-finished  fab- 
rics will  be  still  good  sellers,  and  most  probably  when 
the  question  of  yardage  is  considered  satin  fabrics 
will  stand  first.  There  is,  however,  considerable  com- 
plaint about  the  putting  on  the  market  of  very  low 
qualities,  particularly  in  messalines  and  paillettes, 
and  for  this  reason  the  cutting-up  trade  is  favoring 
duchesse  satin.  It  was  this  reduction  of  the  cloth 
until  there  was  no  wearing  qualities  to  it  that  put 
taffetas  out  of  the  market,  and  should  the  same  pro- 
cedure take  place  unchecked  in  satin  finishes  the 
present  sale  of  silk  fabrics  will  receive  a  check  that 
will  be  difficult  to  overcome,  and  the  position  silks 
have  now  attained  will  be  taken  by  some  more  staple 
and  reliable  fabric. 
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Flaxon 

Summer   Fabrics 

'T'HE  Flaxon  Girl  is  now  making  her  annual 
spring  and  summer  appearances  before  an 
audience  of  millions  of  women.  Her  familiar 
face  stands  forth  from  the  pages  of  every 
prominent  woman's  publication 
which  enters  the  homes  of  your 
locality — reminding  your  customers 
{and  those  who  might  he)  of  the 
continued  supremacy  of  Flaxon 
Summer  Fabrics. 


Use  her  to 

linl^  your  store 

up  with  our 

advertising 


The 
Nationally 

Known 
Flaxon  Girl 


Use  the  Flaxon  Girl  in  your  local 
advertising,  in  your  store  win- 
dows, in  your  white  goods 
section,  to  proclaim  the  fact  that 
you  have  the  Flaxon  line.  She 
will  surely  draw  to  your  counters 
the  greatest  volume  of  business 
you  have  ever  done  in  summer 
fabrics. 

All  necessary  materials  for  linking  your  store  up 
with  our  national  advertising — newspaper  cuts 
and  advertisements,  beautiful  store  hangers,  etc.— 
are  yours  on  request.  Ask  for  them.  Use  them 
liberally — and  watch  things  hum ! 

CLARENCE  WHITMAN  &  CO. 

112  Coristine  Building,  Montreal 
New  York,  Boston,  Chicago,  Philadelphia,  St.  Louis. 
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Bordered  wash  foulards,  millinery  and  accessories  showing 

approved  drapes   suggesting  llatest  styles  of  making   and 

trimmings  for  Mid-summer  dresses.— A.  E.  Apted,  The  IT. 

Eaton  Co.  Ltd.  Wash  Goods  Opening. 


COUNTER  TRADE  DEMANDS  CHEAP  SILKS. 

This  demand  for  cheap  low-priced  silks  is  coming 
almost  entirely  from  the  counter  trade,  and  it  is  a 
significant  fact  that  while  the  cutters-up  can  afford  to 
pay  the  price  of  reliable  silks  to  put  into  their  gar- 
ments, and  are  careful  to  select  reliable  qualities,  it 
is  counter  trade  that  is  demanding  these  cheap  silks. 

Just  the  reason  why  the  ready-to-wear  depart- 
ments can  sell  garments  made  of  novelty  silks  of  good 
reliable  quality,  and  why  the  piece  goods  department 
finds  the  same  fabric  too  new  and  too  high-priced  is 
a  question  worth  asking,  and  a  problem  that  the  dress 
goods  buyer  would  find  worth  solving.  There  is 
little  doubt  but  that  the  true  answer  would  go  far  to- 
wards explaining  the  present  unsatisfactory  position 
of  the  dress  goods  department. 

Large  city  stores,  it  should  be  said,  are  maintain- 
ing the  quality  of  their  regular  silk  .'^tock.  Any  sell- 
ing of  low-grade  silks  that  may  be  done  is  strictly  as 
bargain  fabrics. 

TRANSPARENT   FABRICS. 

Drapery  and  draped  effects  are  a  leading  feature 
of  the  new  fashions,  and  both  the  modified  pannier, 
and  the  tunics  and  draped  skirts  call  for  the  free  use 
of  transparent  fabrics  such  as  ninons,  chiffons,  crepe 
chifi'ons,  ninonettes  and  marquisettes,  and  these  ma- 
terials as  well  as  tulles  and  nets  will  be  much  used 
in  the  production  of  evening  and  party  gowns.  New 
York  is  confident  that  crepe  de  chines  and  satin-fin- 
ished crepes  will  be  much  in  evidence,  but  the  vogue 
of  crepes  has  not  as  yet  reached  this  market. 

FASHION  FAVORS  PILE  FABRICS. 

Pile  fabrics  are  given  a  strong  endorsement. 
Large  orders  were  placed  months  ago  on  seal  plushes, 
and  already  many  of  the  cutting-up  houses  are  sold 
up  on  this  fabric.    One  contributing  reason  is  the  ad- 


vancing price  of  furs,  and  the  fact  that  seal  i)lush 
garments  afford  a  handsome  substitute  for  a  fur  gar- 
ment at  a  reasonable  price. 

Fashion  favors  velvets,  and  while  it  is  only  a 
limited  trade  to  which  the  sale  of  velvets  for  dress 
purposes  appeals,  velveteens,  which  form  such  an  ex- 
cellent substitute,  promise  to  repeat  their  last  year's 
success  both  in  plain  and  in  cord  effects.  Already 
the  mills  making  these  fabrics  are  over-sold,  and 
prices  have  advanced,  while  qualities  are  not  up  to 
those  of  last  year.  Plushes  and  velours  were  intro- 
duced last  season,  and  are  again  on  the  market,  and 
promise  to  have  their  share  in  the  general  success  of 
pile  fabrics.  Plushes  promise  well  for  trimming  pur- 
poses, as  they  come  very  near  to  the  short-haired  furs 
that  fashion  is  favoring  for  the  coming  Fall.  Plushes 
will  also  be  used  extensively  for  children's  coats  and 
headwear. 

There  has  been  a  great  improvement  in  the  tex- 
ture and  appearance  of  fabric  furs,  and  the  range  of 
furs  imitated  has  been  most  successfully  increased. 
Therefore,  it  is  expected  that  fabric  furs  will  be  sub- 
stituted for  such  furs  as  caracul,  baby  lamb  and  mole 
for  trimming  dresses  and  suits  during  the  coming 
Fall  season. 

Stripes  are  working  up  into  a  very  strong  posi- 
tion, and  in  novelty  silks,  as  well  as  in  velvets,  vel- 
veteens and  plushes  stripes  are  well  in  evidence. 
Black  and  a  color  promises  to  be  as  prominent  as 
Ijlack  and  white,  and  while  black  and  white  combina- 
tions are  good,  black  and  color  is  decidedly  newer. 
Two-tone  stripes  and  two-tone  cords  are  leaders  in  the 
noveltv  class. 


Whipcords  for  Early  Fall 

Interest  in    this    fabric   has    also    brought 
diagonals   to    the    front  —  Rough    finishes 
for  novelty  end  —  Scotch  effects  in  heath- 
er   mixtures. 

Up  to  date  the  Spring  season  has  been  a  good  one 
in  the  dress  goods  department,  the  only  trouble  ex- 
perienced being  to  get  delivery  on  wanted  goods. 
This  applies  more  particularly  to  whipcords  and 
serges,  and  to  tans  in  all  the  season's  fabrics. 

The  scarcity  of  whipcords  at  the  present  time  is 
bringing  these  fabrics  prominently  forward  for  the 
coming  Fall  season,  and  for  early  selling  whipcords 
will  be  good.  The  interesft.  in  whipcords  has  brought 
diagonals  to  the  front,  and  diagonals  and  wide  wales 
In  soft  clear  finishes  in  both  solid  colors  and  sub- 
dued mixtures  are  meeting  with  decided  favor. 

So  far  as  the  novelty  end  is  concerned  the  de- 
mand is  for  rough  fabrics.  High-class  fabrics  are 
made  from  soft  merino  wools  and  a  brushed  or  raised 
velour  finish.  Chinchilla  cloths  or  ratines,  or  spingo 
cloths,  as  they  are  variously  called,  are  being  taken 
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AN  ENTIRELY  NEW 
FABRIC 

with  a  beautiful  soft  nap  in  harmonious  colorings.     The   newest, 
brightest  and  most  striking  designs. 

This  is  our  great  achievement  in  Kimona  Cloths  and  is  sure  to 
be  a  big  seller. 

Our  orders  are  now^  in,  and  although  it  is  a  new^  cloth  sales  have 
been  tremendous.  Be  sure  your  jobber  show^s  you  the  range. 
You  cannot  afford  to  be  without  this  cloth. 

Made  and  guaranteed  by 

DOMINION    TEXTILE    COMPANY,    LIMITED 
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Dress  goods  display  by  H.  C.  Macdonald,  for  Murray-Kay,  Ltd."  Toronto,  showing  effective  grouping  of  bolt  and   stand    drapes. 


up  by  the  garment  manufacturers,  but  it  is  difficult 
to  interest  the  counter  trade  in  these  cloths.  The 
general  opinion  seems  to  be  that  zibelines  will  come 
to  the  front  later.  The  eft'ects  and  colorings  are  very 
handsome;  and  come  in  dark  colors,  subdued  mix- 
tures and  in  two-tone  stripe  effects,  handsome  striped 
and  conventional  patterned  borders. 

Closely  allied  to  zibelines  in  finish,  though  they 
are  in  cord  weave,  are  the  brushed  cotels.  This  fabric 
comes  in  the  popular  stripe  effects,  one  rib  being  of 
color  and  the  other  of  black,  or  light  and  dark  shades 
of  one  color  will  be  used. 

Following  the  present  vogue  of  tweeds,  Scotch 
effects  in  heather  mixtures  and  in  rough  l^rnshed 
finish  are  very  prominent.  These  cloths  are  particu- 
larly strong  in  the  deep  peasant  tans,  and  the  nut  and 
novelty  brown  shades  flecked  and  illuminated  with 
harmonizing  colors.  For  making  into  simple  tailored 
dresses  the  cutting-up  trade  is  taking  stich  fabrics  as 
French  serges,  Bedford  cords,  wool  taffetas  and  pop- 
lins, also  various  silk  and  wool  cord  and  ribbed  mix- 
ture fabrics. 


Wash   Fabric   Demand 

Leading  qualities  successful  in    Canadian 

trade  and  indications  of  increased  sales  — 

Shorter  lengths  assist  in  giving  variety. 

There  has  been  a  very  strong  demand  for  cotton 
crepes  this  season,  and  cutters  are  taking  them  up 
for  next  year.  In  coloring  the  call  seems  to  be  for 
the  lighter  shades,  pastel  effects,  such  as  pinks,  blues, 
champagne  and  white  being  the  most  popular, 
though  there  is  some  demand  for  the  darker  shades 
for  utility  purposes.     The  lighter  colors  apparently 


have  the  preference  for  blouses,  kimonas  and  drap- 
ing. In  addition  to  the  ordinary  crinkled  crepe  there 
are  a  number  of  fancy  patterns  which  are  proving 
popular.  One  of  the  main  reasons  for  the  popularity 
of  these  goods  is  the  fact  that  they  are  so  easily 
washed  and  that  ironing  is  not  only  unnecessary,  but 
injuriotis  to  the  fabric,  thus  women  purchase  tliem 
in  preference  to  other  goods  and  save  a  lot  of  ardu- 
ous work  in  "doing  tap"  during  the  Summer. 

"Soiesette''  also  has  had  a  very  heavy  demand 
this  season.  It  is  a  material  that  is  becoming  more 
popular  every  year  for  blouses,  dresses,  both  for 
women  and  children  and  for  men's  shirts,  etc.  Its 
soft  texture  and  the  wide  variety  of  patterns  and 
colorings  make  it  a  much  wanted  line  for  "  all  the 
year"  uses.  Unlike  most  other  wash  goods,  this 
fabric  comes  in  pieces  of  35  yards,  instead  of  the 
usual  50  or  60  yards,  as  a  qtiantity  of  the  warp, 
which  is  not  tip  to  standard,  is  cut  off  and  sold  as 
"seconds."  In  this  way  the  buyer  can  be  as.sured  of 
getting  only  perfect  goods  when  buying  "Soisette." 
The  colors  in  these  goods,  it  might  also  be  stated,  are 
as  "fast"  as  science  can  make  them. 

In  piques,  there  seems  to  be  an  increasing  de- 
mand in  Canada  for  the  output  of  American  mills, 
and  they  are  becoming  more  and  more  competitors 
of  the  Manchester  mills  for  these  goods.  Conserva- 
tive houses  that  have  heretofore  bought  almost  en- 
tirely in  the  old  country  have  recently  ordered 
heavily  from  the  mills  across  the  border.  Prices 
seem  to  be  about  equal  and  there  is  apparently  no 
difference  in  quality,  so  that  there  seems  no  parti- 
cular reason  for  the  change  in  buying  outside  of  the 
goods  themselves,  and  the  patterns  being  more  to  the 
buyer's  fancy. 
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The   Complete   FALL    LINE 
Is  Now  Being  Shown 

A  Few    of  the   Leading 
Fabrics  are  here    named 


^     Our  Fall  collection  maintains  the  unrivalled   name  of  PRIESTLEYS' 

for  dress  fabrics,  in  every  respect. 

SEE     OUR     REPRESENTATIVES 


Sole    Agents    for    Priestleys'    Dress    Fabrics 


GREENSHIELDS      LIMITED 

MONTREAL 
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Fabric  Section  and  the  Smaller  Merchant 

Neglecting    dress    goods    and    ready-to-wear    not    always    satisfactory  —  De- 
pending    lines     a    factor  —  Business     experience    proves     opportunities    for 
more   attention   and    development. 


THERE  is  little  room  for  doubting  the  fact  that 
the  encroachments  of  the  ready-to-wear  de- 
partment upon  that  devoted  to  piece  goods 
represents  a  permanent  condition.  This  radical 
change  means  little  to  larger  stores,  for  they  are  safe 
in  results  anyway,  as  the  losses  in  turnover  in  one 
department  are  made  up  by  increasing  returns  in 
the  other.  To  merchants  in  smaller  centres,  condi- 
tions work  out  differently,  and  the  fact  that  the  ready- 
to-wear  department  is  said  to  be  robbing  his  dress 
trade  has  a  vital  aspect.  It  is,  in  fact,  a  blow  that  is 
striking  at  the  very  heart  of  his  interests.  For  some 
it  has  meant  a  decision  to  reduce  dress  goods  stocks 
and  an  unsatisfactory  attempt  lo  handle  ready-to- 
wear  to  the  detriment  of  tlie  entire  business. 

No  profitable  ready-to-wear  department  can  be 
run  on  meager  lines,  or  with  limited  stock.  A  ready- 
to-wear  section  to  make  money  must  be  cDiciently 
run — that  is,  it  must  have  a  skilled  buyer  and  man- 
ager, and  well  paid  and  efficient  help.  Stocks  must 
be  large  enough  to  give  ample  choice,  to  carry  the 
proper  sizes,  and  more  than  all,  an  expensive  alter- 
ation department  must  be  maintained  if  the  depart- 
ment is  to  grow  and  be  successful. 

MUCH    DEPENDS    ON    DRESS    GOODS. 

There  are  many  merchants  who  have  tried  and 
found  they  cannot  run  a  department  along  these 
lines,  and  there  are  many  stores  so  situated  that  it 
would  never  pay  to  do  so.  In  many  other  centres, 
conditions  only  warrant  one  store  with  a  department 
in  this  class  as  a  paying  proposition.  Otherwise,  the 
ultimate  result  is  the  loss  of  dress  goods  trade  pre- 
viously enjoyed.  To  merchants  to  whom  the  above 
applies,  the  problem  of  holding  and  increa.sing  the 
volume  of  business  in  the  dress  goods  department  of 
late  years'  creates  a  most  serious  question — a  ques- 
tion that  is  almost  one  of  continuing  or  going  out  of 
business.  Practically  the  whole  store  centres  around 
dress  goods.  If  that  is  lost,  trimmings,  linings,  no- 
tions, findings — in  short,  all  that  makes  and  keeps 
the  store  going  goes  with  it.  By  neglecting  this  sec- 
tion contributary  departments  eventually  show 
marked  depreciation. 

It  is  not  by  letting  things  slide  that  this  condi- 
tion can  be  combated.  It  was  only  by  strenuous 
fighting,  backed  by  giving  good  style  and  values  that 
has  placed  the  ready-to-wear  department  in  the  posi- 


tion it  is  to-day.  And  as  it  looks  to  The  Review, 
there  is  plenty  of  business  to-day  that  can  be  turned 
into  the  dress  goods  department  if  the  merchant  will 
put  his  energies  into  the  conserving  and  extending 
his  fabric  trade.  He  inust,  however,  carefully  study 
conditions  and  be  ever  ready  to  take  advantage  of  all 
and  every  point  in  his  favor.  Results  are  gratifying 
in  many  stores  which  show  this  method  and  have 
held  their  trade. 

In  the  early  days  of  garment  retailing,  the  great 
appeal  of  the  ready-made  was  to  the  cheap  trade — 
to  the  trade  that  was  not  discriminating,  but  would 
buy  garments  at  a  price. 

To-day,  conditions  are  rever.sed  and  it  is  the  more 
discriminating  class  which  the  garment  manufactur- 
er now  wishes  to  attract.  With  the  growth  of  the 
business,  and  the  higher  costs  that  obtain,  there  is  no 
longer  an  attractive  rate  of  profit  on  cheap  garments, 
and  this  trade  is  no  longer  catered  to  by  the  manufac- 
turer with  large  capital,  because  there  is  more  money 
in  the  better  grade  goods.  For  this  same  reason  also 
there  is  a  demand  for  more  expensive  and  higher- 
class  materials  and  trimmings  over  the  counter. 

Another  factor  is  the  increasing  elaborateness  of 
garment  display  and  the  money  that  is  spent  upon 
giving  efficient  selling  service.  While  this  is  neces- 
sary under  modern  conditions  the  increased  cost,  of 
course,  is  added  onto  the  sale  prices  of  the  garments 
sold. 

A   TRADE   WORTH  DEVELOPING. 

These  many  advances  in  price  and  the  scarcity 
of  dressmakers  is  offset  by  the  advent  of  plain-sewing 
dressmakers.  Their  growing  efficiency  means  that  a 
greater  proportion  of  the  more  thrifty  women  are  be- 
ginning to  qualify  sufficiently  to  take  charge  of  the 
making,  in  their  own  homes,  of  the  garments  they 
wear.  And  as  women  of  this  class  are  intelligent  and 
have  money  they  are  usually  customers  worth  cater- 
ing for.  The  very  fact  that  besides  the  big  pattern 
houses,  practically  every  fashion  paper  whether  high- 
class  or  showing  medium  styles  runs  an  extensive 
pattern  department,  shows  that  there  is  a  large  and 
growing  army  of  home  dressmakers,  not  confined  to 
one  class,  and  that  their  trade  is  well  worth  looking 
after.  Therefore,  dress  goods  departments  are  an  at- 
tractive and  inviting  proposition  although  the  ad- 
vent of  reacly-to-wear  has  possibly  resulted  in  a  re- 
duction of  stock  without  loss  in  actual  turnover  and 
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"PRINCESS" 

LINING  SATIN 


Unmatched  for  quality,  color,  value  and 
finish.  It  is  because  "  PRINCESS  "  Satin  is 
made  even  better  than  the  trade  demands 
that  it  has  won  first  place  with  the 
largest  buyers.  We  are  Lining  Specialists 
and  can  be  depended  upon  to  give  the 
best  to  be  had  in  the  lines  that  we  represent. 


HAYES  &  LAILEY 

TORONTO 


Copyright. 


PATENTED 


An 


Exact   Reproduction  of 


Hand  Made   Lace 

possessing  the  same  exceptional  qualities  for 
appearance  and  durability 


iHianuTactuved 
of 


3vish  Zinen/''^"^'''' 


BIRKIN  &  CO. 


NOTTINGHAM,  ENG. 


Manufacturers  of  B.  B.  Torchons,  Finest  Quality  Valenciennes  and  Novelty  Laces 

Represented  in  Canada  by  A.  B.  FISHER,  400  Empire  Bld^.,  64  Wellington  St.  W.,  Toronto 
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although  arguments  to  the  contrary  are  heard.  Mer- 
chants Avith  this  policy  are  aware  that  if  departments 
work  in  conjunction,  other  sections  must  have  rela- 
tive advantage  in  assisting  dress  goods  selling  and 
home  dressmakers,  which  makes  a  prominent  pattern 
stock  essential. 

THE    PATTERN    DEPARTMENT. 

As  a  rule,  when  a  pattern  is  sold  it  means  corres- 
ponding sales  in  every  department.  Therefore,  it 
pays  to  give  the  greatest  possible  attention  to  the  pat- 
tern department.  In  the  first  place,  it  should  be  lo- 
cated as  close  as  possible  to  the  piece  goods  section — 
not  tucked  away  in  any  odd  corner  that  may  be  va- 
cant, or  that  is  so  inconveniently  located  that  cus- 
tomers are  allowed  to  decide  it  is  a  secondary  matter. 

A  great  deal,  too,  depends  upon  the  person  in 
charge.  It  should  be  a  saleswoman  who  displays 
taste  and  knowledge  and  she  should  be  familiar  with 
stock,  piece  goods  and  trimming  so  that  she  can  make 
suggestions  to  pattern  buyers. 

Don't  expect  to  make  too  much  profit  out  of  the 
pattern  department,  though  it  should  pay  its  way. 
The  main  profit  should  come  from  the  increased  sales 
in  other  departments. 

Always  have  the  latest  style  book  or  style  sheets 
on  the  dress  goods  counters,  so  that  customers  can  ex- 
amine them  and  choose  styles  from  them.  Tliis 
should  help  in  making  sales.  It  should  also  help  in 
fixing  required  lengths  but  care  should  be  taken  in 
this  use,  as  many  patterns  over  state  requirements  in 
this  particular  and  though  this  factor  may  help  the 
day's  takings,  it  will  not  eventually  help  the  depart- 
ment. The  girl  responsible  for  the  pattern  depart- 
ment ought  to  be  able  to  decide  this  point. 

BETTER  GRADES  AND  NOVELTIES. 

Much  can  be  done  to  build  up  the  dress  trade  by 
getting  in  touch  with  and  by  working  hand-in-hand 
with  the  local  dressmaking  trade,  as  mentioned.  In 
this  connection,  and  also  in  connection  with  patron- 
age to  hold  the  trade  of  the  woman  who  makes  up 
her  own  materials,  comes  the  question  of  the  carrying 
of  better  grade  and  novelty  goods.  This  question  is 
coming  to  the  fore,  and  will  do  so  more  strongly  be- 
fore the  dress  trade  again  comes  into  its  own. 

The  woman  who  does  her  own  dressmaking  is  a 
reader  of  fashion  literature  and  is  well  posted  as  to 
the  newest  colors  and  materials.  Also,  because  she  is 
going  to  save  the  price  of  making  up — a  big  item 
these  days — she  can  afford  to  buy  more  expensive 
materials.  A  good  dressmaker  even  in  a  small  centre 
to  hold  her  trade  and  prestige  in  these  days  of  quick 
transit  and  extensive  distribution  of  ladies'  maga- 
zines and  fashion  papers,  has  to  make  sure  that  her 
customers  get  reasonably    up-to-date    materials    and 


colors.  The  garment  manufacturer  shows  his  suits 
and  dresses  in  the  new  materials,  and  if  she  cannot 
hold  her  own  here,  both  she  and  the  dress  depart- 
ment she  is  working  for,  suffers. 

BUYING  PROBLEMS. 

As  things  now  stand,  this  means  that  there  are 
many  fabrics  that  the  merchant  never  sees,  and 
which  he  has  no  chance  whatever  of  obtaining 
through  his  present  buying  channels  as  now  consti- 
tuted. And  there  are  many  that  it  is  not  possible  for 
him  to  select  as  the  choice  is  made  for  him  elsewhere 
and  he  has  no  voice  in  accepting  or  rejecting  these 
lines.  If  he  does  see  them,  they  are  in  the  hands  of 
men  who  know  nothing  of  the  merits  or  standing  of 
the  goods,  and  the  merchant  has  not  sufficient  con- 
fidence in  the  backing  the  traveler  has,  to  buy  be- 
cause they  are  included  in  this  particular  line.  Un- 
doubtedly one  of  the  biggest  factors  in  the  whole  situ- 
ation is  the  lack  of  knowledge,  and  the  lack  of  inter- 
est displayed  in  the  fashion  end  of  the  fabric  market 
by  a  big  section  of  the  distributing  trade. 

NEED  NOT  BE  SECONDARY. 

That  the  dress  goods  trade  need  be  at  all  secondary 
to  ready-to-wear  is  not  always  borne  out  by  actual 
experiences  of  either  department  during  the  ten 
years  they  have  been  either  in  opposition  or  co-opera- 
tion. With  conditions  and  opportunities  as  they 
are  it  is  being  found  that  to  sacrifice  dress  goods  sell- 
ing in  favor  of  the  other  department  does  not  work 
out  to  satisfactory  profits  as  expected. 

Merchants  facing  the  issue  are  commended  to 
avail  themselves  of  actual  possibilities  before  deciding 
that  dress  goods  stocks  must  be  depleted  or  sacrificed 
owing  to  the  inroads  claimed  by  successful  ready-to- 
wear  departments.  Dress  goods  is  not  a  passing  de- 
partment by  any  means  and  arguments  that  it  is  are 
strongly  in  favor  of  losing  entire  interest,  enthusi- 
asm and  profit  in  both  dress  goods  and  ready-to-wear 
unless  there  is  sufficient  capital  to  ensure  handling: 
all  departments  with  assortments  necessary.  A  mer- 
chant who  cannot  make  a  success  of  his  fabric  de- 
partment under  present  conditions,  cannot  win  out 
by  sacrificing  one  to  hold  the  other.  It  is  a  question 
of  departmentizing  and  sufficient  capital,  not  one  of 
elimination. 


"There  are  two  classes  of  employes:  the  efficient 
and  the  inefficient.    To  which  class  do  you  belong?" 

"In  all  God's  creation  there  is  no  place  appointed 
for  the  idle  man.  Every  pair  of  idle  hands  is  a  tax 
against  every  pair  of  employed  hands." 

"Take  the  trouble — it  will  pay  you.  One  of  the 
secrets  of  the  success  of  this  business  is  the  general 
willingness  to  'take  the  trouble,'  to  do  each  detail  in 
the  best  possible  manner." 
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"Every    yard    stamped    EDEN    on   Selvage" 

A  Wash  Flannel  of  Woven  Patterns 

EDEN  CLOTH 


REGISTERED 


This  new  flannel  has  all  the  advantages  and  none  of  the 
objections  of  fine,  imported  French  flannel,  and  is  mod- 
erate in  price. 

EDEN  CLOTH  comes  in  140  different  fast  color,  "WOVEN 
patterns,  all  of  which  are  new^  and  attractive.  Also  15 
plain  shades  and  white. 

It  is  serviceable  and  desirable  for  Pajamas,  Men's  Shirts, 
Women's  Waists,  Night  Robes,  Children's  W^ear  and  for 
whatever  flannel  is  used. 

EDEN  CLOTH  is  soft,  firm,  does  not  shrink  or  scratch  like 
wool — is  28  in.  wide. 

Our   retail   Co-operative  helps  push 
sales  for  you.   Write  for  Ad  Bulletin. 

ASK  YOUR  JOBBER  ABOUT  EDEN   CLOTH. 

SMITH,  HOGG  &  COMPANY 


115  Worth  Street 


New  York  City 


"Every    yard    stamped    EDEN   on  Selvage" 


HOW  ABOUT  YOUR 


DRESS  GOODS  DEPARTMENT? 

IS  IT  ATTRACTIVE  AND  UP-TO-DATE? 
ARE  YOU  HANDLING  THE  RIGHT  CLASS  OF  GOODS? 
IF  NOT,  WE  CAN  HELP  YOU. 

We  have  a  very  large  range  of  the  latest  novelties 
in  Tweed  effects,  Serges,  Bedford  cords,  Whip- 
cords, Ratine,  and  Costume  cloths  in  all  the  latest 
shades.  Just  the  exclusive  and  correct  styles  your 
customers  want. 

SEE  OUR  TRAVELLERS  OR  WRITE 
FOR  AN  APPOINTMENT 

McFADYEN,  VALIQUET  &  SHEA 


59  ST.  PETER  STREET 


MONTREAL 
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Cotton  Goods  in  Demand 

Higher  prices  expected  —  Fabrics  for  Fall 
selling  —  Heavy  white  goods  are  increas- 
ing   in    popularity. 

With  the  spot  price  of  raw  cotton  Tvell  over  11 
cents  in  spite  of  the  fact  that  the  crop  of  the  current 
year  is  a  record  one,  a  steady  continuation  of  present 
conditions  is  looked  for.  The  present  demand  for 
cotton  goods  is  a  healthy  one,  and  shows  every  sign 
of  expanding.  Therefore,  all  conditions  point  to 
higher  price  levels.  Manufacturers  have  the  situation 
well  in  hand,  and  there  is  a  well-rounded  determina- 
tion to  cease  production  rather  than  sacrifice  their 
proper  margin  of  profit,  and  that  the  distributing 
trade  appreciates  these  facts  is  shown  by  the  increas- 
ing willingness  to  place  forward  orders. 

All  developments  point  to  a  white  Summer  sea- 
son. Pleavy  white  goods  are  still  increasing  in  popu- 
larity. Cords  and  piques  head  the  list,  and  poplins, 
reps  and  cotton  panamas  lead  in  popular-priced 
goods.  Sheer  fabrics  have  by  no  means  been  driven 
out,  and  cotton  voiles,  both  plain  and  printed,  are 
steady  sellers.  Novelties  come  in  crepe  weaves,  and 
the  new  agaric  or  sponge  cloths.  There  is  little  stock 
of  the  latter  in  the  market  at  the  present  time,  and 
the  chief  use  of  this  cloth  has  been  so  far  for  trim- 


KING'S 

E«UbIished  1775 

FAMOUS 

Sold  by  Ipadinc  jobbers 

SCOTCH 

Every  piece  perfect 

HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

210  St.  James  Street        -  -  Montreal 


ming  purposes.  Its  advocates,  however,  claim  that  it 
is  an  ideal  cloth  for  Summer  wear,  as  it  does  not; 
crush,    and  a  vigorous    shake    takes    the   place    of^ 


Cretonnes  Selling  Well 

Everywhere  the  demand  for  cretonnes  is  being 
felt  and  this  is  characteristic  of  the  season.  These 
goods  have  sold  as  never  before.  On  entering  the 
sections  devoted  to  house  furnishings  in  many  of  the 
leading  stores  one  is  struck  with  the  display  in  this 
line,  and  other  drapery  fal)rics  are  eclipsed  for  the 
present  by  the  popular  wash  lines. 

Floral  effects  in  large,  almost  gaudy,  patterns  are 
the  best  of  all.     There  are  many  conventional  de- 
signs as  well,  but  the  former,  along  with  the  tapestry 
effects,  are  luost  wanted  when  it  comes  to  sales.   Plain ; 
goods  with  a  fancy  border,  either  deep  or  narrow,  I 
also  sells  well.    This  border  may  be  cut  off  and  then! 
sewed  on  again  plain,  or  arranged  in  one  of  the  popu-i 
lar  cut-out  effects. 

Printed  tapestries  have  had  a  good  demand  so^ 
far,  and  this  line  now  appears  in  all  the  newest  adap- 1 
tations  from  the  verdures  and  Gobelins.    All  shades  | 
and  styles  are  included  among     these.       Many  are| 
offered  as  specially  suitable  for  dining-rooms,  while | 
the  lighter  shades  are  used  for  drawing-rooms  and  i 
there  are  also  patterns  made  for  halls.    Not  only  are 
these  fabrics  used  as  hangings,  but  they  are  put  on 
the  walls  in  exactly  the  same  way  that  the  old  tapes- 
tries were  used  at  one  time. 


The   Titanic   Diaaattr 


vU.A  Ilk  Hit  l.S.S  HEIJS-Enlirc  FACTORr  SIIRPLIJS  uf  S    il  h:iS(,l..\SS  i  lOM/M  Vr 
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This  adverti.ser  holds  that  the  circle  in  advertising 
catches  the  eye  moi-e  readily  than  any  other 
form  or  method  of  distinction.  Note  that  the 
firm  offers  one  per  cent  of  a  week's  sales  to  the 
Titanic  fund. 
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The 


"PIRLE" 


(Ree'd) 


Finish. 

''Indispensable  for  the  Open-Air  Girl." 

^':  mm     ^ 


'■^^ 


~v^.. 


^^^^^H 

^^^B 

See  what 

p»^-H 

^^^^^1 

I^H[ 

"THE  QUEEN" 

S-ylA 

^^^^H 

I^^P 

calls  the 

\i 

jj^H 

HL 

magic  words 
THE 

1 

r 

"  PIRLE  •• 

FINISH 

stamped  on  the 

selvedge. 

A 

"  PlRLE ' 

'  COSTUME 

does  not 

mark  or 

cockle 

with  rain. 

"Lady's  K*alm"  says: — "The  ontfloor  girl  whr- 
loves  to  cycle,  walk,  and  drive  will  never  wear  any- 
thing but  a  'PIRLE'  costume  when  she  has  once 
donned  one.  It  may  be  the  shower  of  May  or  the 
storm  of  November,  her  neat  cloth  dross  will  remain 
unspotted  and  unshruuk,  and,  when  dry,  will  be  as 
fresh   as  when   it  came  from  the   tailor's   hands." 

"Madge,"  in  "Truth,"  says: — "J'>very  dressmaker 
ought  to  leave  out  a  bit  of  selvedge  somewhere  with 
the  'PIRLE'  stamp  on  it,  as  this  affords  an  absolute 
guarantee  for  the  wearer.  The  Proprietors  under- 
take to  make  good  any  material  so  stamped  that  has 
been   actually   damaged   by   rain." 

"Pirle"  finished  Cloths  and  made-up  Skirts 

in  great  variety  to  be  obtained 

from  Leading  Importers. 


Copyritht 


If  any  difficulty,  please  write  to 

The  Bradford  Dyers'  Association,  Ltd. 

39  Well  Street  128-129  Cheapside 

Bradford.  '  London. 

England. 

Attractive  showcarda  iiipplied  free  rrf  charge  through 
leading  imyiorters. 


'MEN'S  WEAR"  says:    "Tailors   and   Outfitters  alj 
over   the   world   are  greatly  indebted   to   Messrs. 
Samuel  Kirk  &  Sons,  Ltd.,  for  the  perfec- 
tion to  which  they  have  brought  their 
permanent      finishes      for      Imings 
(Italians,     Mohairs,     etc.)" 


THE  BEST 
ITALIAN 
LININGS 

BEAR    THE 


KIRK 


Stamp    a*    below: 


KiRKls  Permanent  Finish  t 

THERE  ARE  TWO  FINISHES  WITH  THIS 
NAME  AS  A  GUARANTEE 
OF    EXCELLENCE    IN 

BRILLIANCY,  PERMANENCY  &  STRENGTH 

/  1  \    The  Original 

^^  "Permanent"  Finish 
(2)  "Velper," 

The  Velvety  Permanent  Finish  for 
those    who    prefer    a    soft    handle. 


Patterns      showing      either     finish 
can     he     had     on     application     to 

The  Bradford  Dyers' 
Association,  Ltd. 

39  Well  St,        Bradford,  England 
London  Offices:     128-129  Cheapside 


Showcards  or  Booklets  if  desired  may  be  had  by 
applying    through    Wholesale    Importing    Houses 


s 


(Copyright) 
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The  Buyers'  Viewpoint 

Reproductions  of  the  Bayeaux  tapestries  in  stencil 
or  ribbed  linen  are  one  of  the  latest  novelties  in  cur- 
tains and  freizes.  They  will  undoubtedly  be  highly 
favored  for  needlework. 


Summer    Home    Equipment 

Wicker  articles  for  the  verandah,  sun  room 

or  bungalow — Curtains  and  friezes  after  the 

Bayeux  tapestries — Motoring  Hampers. 

WINDOW  displays  of  wicker  furniture  have 
been  made  during  the  last  few  weeks  by 
firms  having  complete  assortments  of  house 
furnishings.  Nothing  creates  more  interest  in  this 
line  or  gives  a  better  impression  of  the  standing  of 
the  store  than  this  sort  of  specialized  showing  of  arti- 
cles which  are  not  always  carried,  under  the  false  im- 
pression that  they  are  not  a  necessary  part  of  the 
store's  equipment  in  that  department. 

Now  lines  of  wicker  goods  are  easily  sold  owing 
to  their  cheapness  and  suitability  for  Summer  homp>-. 
They  are  not  expensive  to  buy,  are  light  to  handle, 
and  in  every  way  thoroughly  desirable  goods  from 
the  merchant's  view-point.  There  is  no  loss  from 
damage  in  delivering,  and  they  may  be  recommended 
to  the  customer  who  wants  something  which  may 
easily  be  shipped  to  his  Summer  home. 

The  increasing  popularity  of  the  sun  room  as  a 
part  of  homes  both  in  the  city  and  the  country  has 
had  a  good  effect  on  the  buying  of  wicker  furniture. 
Broad  verandahs  and  piazzas  are  now  invariably 
equipped  with  it  both  from  reasons  of  economy  and- 
beauty. 

As  a  result,  articles  which  used  to  be  produced  in 
wood  only  are  now  to  be  had  in  wicker.  A  handsome 
desk  of  most  durable  construction  and  artistic  appear- 
ance was  one  of  the  articles  noted  in  a  recent  window 
-display.  This  was  offered  at  a  surprisingly  small 
price  considering  the  design  and  finish.  To  go  with 
this  was  a    complete    verandah    set,    including    the 


couch,  table,  plain  and  arm  chairs,  tabouret  for  break- 
fast or  tea,  and  various  small  articles  such  as  a  stand- 
ing tripod  workbasket,  a  book  rack,  waste  basket  and 
tray. 

Wicker  articles  of  this  sort  appear  mostly  in 
brown,  green  or  natural  colors.  The  painted  num- 
bers have  the  name  of  superior  durability,  while  the 
natural  is  sometimes  thought  to  be  better  quality  as 
it  is  impossible  to  conceal  any  defect  in  the  reed 
when  it  is  not  painted. 

Automobile  hampers  have  been  excellent  sellers 
wherever  there  is  a  good  deal  of  auto  pleasure-seek- 
ing done.  This  applies  quite  as  well  to  places  where 
a  transient  trade  is  constantly  on  the  flit  as  to  large 
cities.  Supplies  of  the  above  nature  when  displayed 
on  a  main  thoroughfare  where  automobiles  are  con- 
stantly drawn  up  are  invariably  productive  of  profit. 


Handsome  Curtain  with  Filet  Motifs  to  retail  at  popu- 
lar price.  Shown  by  J.  B.  Henderson  &  Co..  Toronto. 
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Get  Greenj 

shields   Values 

=in  — 

ousefurnishin^s 

Carpets  and  H 

Our  big  assortment  is  the  most  varied  and 
complete    in    the    trade,    and    is    ready    for 
your  inspection. 

Come    to   our   ware 
Spring    sorting    seh 
sive  showing. 

;houi 
sctio 

th] 

>c   and    make    your 
n    from    our    exten- 

Kvery 

ing  in 

Squares  in  all  Qualities 

Nottingham  and  Swiss  Curtains 

Wilton  and  Axminster  Carpets 

Tapestry  Curtains 

Tapestry  and  Brussels  Carpets 

Curtain  Nets 

Hemp  Carpets 
Oil  Cloths  and  Linoleums 

all  widths  and  qualities 

Large  Assortment  of  Mats 

Madras  Muslins 

Art  Muslins,  Cretonnes 

Chenille  Curtains  and  Covers 

Furniture  Coverings 

Chinese  and  Japanese 
Mattings 

Art  Draperies 
Pillows  and  Cushions 

Greenshields  values  save 
and  make  money 

mont 
for  yi 

iy  for  you  In  the  buying, 
7U  In  the  selling. 

Greenshields  T/imited,   Montreal 
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Filet   Motif,    Lace   Curtain,   by   J.    B.    Henderson   &   Co., 
Toronto. 

Curtain  Novelty 

A  novelty  in  curtains  lia.<  just  come  tln-ough  the 
customs  recently.  This  is  of  English  manufacture, 
and  consists  of  a  clever  reproduction  in  stencil  or 
ribbed  linen  of  the  famous  Bayeux  Tapestries.  It 
will  be  remembered  that  these  date  back  to  the  reign 
of  Queen  Matilda,  who,  with  her  maids  reproduced 
in  them  the  incidents  of  the  Conquest  of  England 
by  William  of  Normandy. 

The  same  thing  is  offered  in  the  form  of  friezes, 
suitable  for  dining  rooms,  for  a  boy's  room,  or  a  play- 
room or  nursery.  The  curtains  present  the  appear- 
ance of  any  curtain  of  linen  of  natural  tint  and  good 
weight,  with  border  decoration  as  described.  Care  has 
been  taken  to  make  the  ground  fabric  as  nearly  like 
the  original  as  possible.    The  colors  of  the  design  are 


also  faithfully  reproduced  in  stencil.  Knights  in 
armour,  battle  and  water  scenes  are  depicted,  along 
with  borders  showing  heraldic  devices,  shields  and 
emblems.  A  Latin  legend  of  descriptive  nature  is 
lettered  on  each. 

This  type  of  curtain  or  frieze  is  intended  for 
needlework,  though  it  may  be  used  as  it  is.  Direc- 
tions accompany  the  articles,  and  the  flosses  to  use 
are  also  indicated.  It  is  said  that  all  reproductions 
of  ancient  tapestries  are  eagerly  sought  after  by  the 
women  in  England  and  that  there  has  been  great 
progress  made  there  in  the  revival  of  this  long  de- 
cayed art.  It  is  also  said  that  there  will  be  an  im- 
mediate success  for  these  articles  when  shown  in 
America,  as  there  have  already  been  inquiries  in 
large  places  coming  from  women  who  had  seen  the 
new  work  abroad. 


Novelty  Hangings 

One  of  the  season's  novelties  consists  of  a  very 
sheer  and  delicate  weave  of  voile  which  is  to  be  used 
for  curtains.  This  has  printed  border  in  natural 
floral  effects,  while  the  voile  itself  is  uniformly  of  a 
soft  champagne,  cream  or  of  a  deeper  ecru  shade. 

Borders  and  strappings  cut  from  cretonnes  and 
other  printed  wash  goods  are  used  on  the  nets  for 
casement  curtains.  There  is  to  be  great  popularity 
for  the  plain  nets  and  the  Point  d'esprit  and  these 
colored  floral  strappings  make  a  border  which  gives 
a  pleasant  contrast.  At  present,  lace  curtains  are 
quite  in  abeyance  in  favor  of  the  nets,  and  Brussels 
is  the  chief  of  the.se. 


Display  of  mattings  and  accessories  for  the  summer  bungalow  and  verandah. 
Co.,  St.  Thomas,  by  Warren  Andrew.s 


For  the  Anderson 
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Siegel-Cooper  Co.  say: 


"We  have  the  'Best'  rug  rack  in  operation  and 
it  has  given  universal  satisfaction  as  regards  facility 
in  handling  and  selling  rugs.  We  are  well  pleased 
with  it." 


Send  us  pencil  sketch  of  your  department  with 
accurate  measurements  of  ceiling  height  and  we  will 
supply  information  and  prices. 

JOHN  H.  BEST 

235  South  Exchange  Street,  Galva,  111. 

Also  builders  of  Linoleum,  Comfort,  Blanket,  Lace 
Curtain,  Drapery  and  Portier  Display  Racks. 


Rugs  Well  Displayed 
are  Half  Sold 

This  is  a  point  proven  beyond  a  doubt  by  merchants 
all  over  the  country,  as  will  be  seen  by  the  hundreds 
of  letters  we  have  received. 


Merchants  say  that  : 


a 


BEST"  RUG  RACKS 


pay  for  themselves  many  times  over  in  the  first  year. 
They  are  easily  set  up.  The  rugs  are  easily  attached 
and  detached. 


THERE  IS  MONEY  IN  QUILTS 

for  the  wide-awake  merchant   who  stocks  a  good  reliable  line. 

If  you  do    not    handle   quilts,  now  is  the  time  to  begin.   If  you  do,  add  a 

few  new  designs  from  the  large  showing  of 

DEARDEN  QUILTS 

The    DEARDEN   line  pleases  the  customer    and  leaves  a  good  profit  for 
the  dealer. 

Our    representative    can    show  you  quilts  of  all   descriptions  and    prices. 
Ask  him. 

Jonathan  Dearden  &  Co.,  Limited 

11  and  13  Bridgewater  Place,   Manchester.     Mills— Bolton,  Lanes. 
Sole  Canadian  Agent:  R.  H.  COSBIE,  Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


86 


HOUSEFURNISHINGS 


Dry  Goods  Review 


Large,  Downy 
PILLOWS 


Pillows  that  are  full,  soft 
and  springy,  absolutely 
clean    and    sanitary. 

Down  and  cotton  comforters  in  many 
grades  and  coverings  ; — Beautiful  satins,  rich 
sateens,  dainty  silkolines,  bright  muslins,  and 
the  good  old  fashioned  turkey  chintz. 

You  will  find  our  downs  are  of  the  best. 
Our  cotton  fillings  are  ALL  WHITE  cotton 
batts.  Our  prices  are  RIGHT,  considering 
the  quality. 

Plump,  full  cushions  in  all  grades  from 
cotton  to  the  finest  dow^n. 

Get  our  PRICES.  They  will  interest  your 
bedding  department. 

Let  us  send  you  a  sample  selection. 
IT  WILL  PAY  YOU. 


The  Toronto  Feather 
&  Down  Co.,  Limited 

"Where  the  Reliable  Goods  come  from" 

35  Britian  St.,    Toronto,  Ont. 

Montreal    Agents  : 
Hopwood  &  Bryant,  59  St.  Peter  St. 
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©riental  Eugsi 

Wholesale   only 

Having  w^ithdra\A'n  from  the  firm  of  Courian, 
Babayan  &  Co.,  I  am  confining  my  w^ork  now^ 
entirely  and  strictly  to  w^holesale  w^ith  a  large 
stock  of  all  sorts  of  Oriental  Carpets,  Rugs  and 
ART  GOODS  on  hand  and  other  large  shipments 
arriving  every  week.  My  sixteen  years'  exper- 
ience in  Canada  as  a  wholesale  and  retail  dealer 
in  Oriental  Rugs  enables  me  to  put  before  the 
Canadian  wholesale  buyers  the  best  and  most 
saleable  productions  of  the  Oriental  looms  at 
the  lowest  prices. 

Mall  orders  givon  my  personal  attention 

Levon    Babayan 

Canadian    Headquarters 

77   Bay  Street,    Toronto 
Conslantinople,        Smyrna,        Tifiis,        London 
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The  School  o{  Experience 

is  the  best  place  to  learn  anything,  it  is  said.  You  can  study 

window  dressing,  sho^v  card  writing  and  retail  advertising 

AT     THE 

Koester  School 


and  get  actual  practise 
in  stores  in  the  City  of 
Chicago,  too.  Here's 
a  combination  o  f 
theory  and  practice, 
making  the  very  best 
kind  of  training  for  a 
future  in  a  good  pay- 
ing profession.  Write 
for  the  prospectus  to- 
day, which  tells  all 
about  it.     Address 

H.  J.  Ratberford, 

Manager, 

tile  Koester  School,  Chicago./ 
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Piece  Goods  Improved 

Spring  gales  have  brought  out  the  fact  that  there 
is  a  likelihood  of  the  long  neglected  piece  goods  being 
re\dved  this  season.  Whereas  a  short  time  ago  prac- 
tically nothing  but  rugs  sold,  now  there  is  a  fair  de- 
mand for  the  other  lines  and  the  rugs,  while  not 
affected  deleteriously,  are  not  displayed  or  shown  as 
tlie  only  possible  choice  when  it  comes  to  the  better 
class  goods. 

Among  lines  of  rugs,  those  which  have  led  in  the 
matter  of  Spring  sales  have  been  the  ever-popular 
Orientals.  These  have,  if  anything,  sold  better  than 
ever. 

In  spite  of  this  fact,  however,  there  is  now  a  pros- 
pect of  change.  In  every  other  line,  especially  in 
garments,  there  is  a  strong  and  growing  feeling  for 
the  Louis  and  the  Victorian  styles.  The  Empire 
fashions  are  reflected  in  many  of  the  best  offerings 
on  the  market.  Carpet  manufacturers  have  been 
asked  this  year  to  make  up  carpets  for  hotels  in  both 
the  imitations  of  Oriental  patterns  and  in  the  Louis 
styles.  Window  displays  of  high-class  firms  have 
persistently  reflected  this  change  during  the  present 
season.     It  looks  very  much  as  if  the  Oriental  rug 


would  have  to  share  its  popularity  in  the  near  future 
with  some  of  the  types  evolved  by  Avestern  ideas. 

There  have  been  excellent  sales  in  the  small  rug 
of  medium  price  which  is  designed  in  distinctly 
modern  patterns  including  those  of  the  art  nouveau. 
Self-colored  centres  with  the  decoration  in  the  border 
have  been  very  good  in  cities. 

Grood  sales  of  German  imported  rugs  have  been 
registered.  These  include  the  type  above  mentioned 
and  also  some  of  the  newest  designs  which  hark  back 
to  the  Louis  styles.  There  are  also  the  familiar  types 
in  floral  and  leaf  effects  which  always  sell  well  all 
over  the  country.  It  may  be  mentioned  that  these 
also  are  beginning  to  conform  to  modern  taste,  and 
that  they  now  show  most  artistic  and  soft  color  effects 
in  addition  to  their  well-known  wearing  quality. 
Axminsters  in  these  lines  have  sold  better  than  ever 
before. 

There  is  a  tendency  in  all  lines  towards  the  bet- 
ter quality,  both  in  design  and  in  material.  This  is 
most  encouraging  to  the  merchant  who  has  been 
obliged  in  some  places  to  handle  goods  which  were 
no  particular  credit  to  his  store.  This  slowness  of 
the  public  to  appreciate  the  better  goods  in  this  line 
is  passing  away. 


66, 


Py?E  DOWN  QUILTS 

Cover  the  whole 

WORLD. 


There     £ire    lower    nricecf, 
quilts  made  ,  but  tow  /trice 
invariabty  means  the  sacrifice 
of  (/uafit^.  There  is  nothinn  so  reliable, 
not/ling  QUITE  SO  GOOD    tfv   vaLcie 
as  the,  '  Woollvend  "  Pttre  Down.  Quil/r. 
'^^^^K  I^^P^       ^^    constd-ering  fir  ice  only,    there  is  a  fiocnl 

^^  __  you.  reach  where   reliability   ceases   to  exist. 

Is  if  Worth  yvhile    to   take    tfie   risk  of  losi/L^  customers  by  offercfLcf  low 
/irtced  unreliable  aoods ,  that    can  only  6 r tiny ^ou  trouble  ^^  u/iset your  clients? 

WooLlvena"  Pure  Doyvn   Quilts   sire   absolutely  reliable  and fuive  stood 
the   lest   of  /tLn&  years  fieen-  com/iel itioit .    To-day  tAey  are   the   most 
^/i^ular   doi^n    guilts    on,   the  f^arkel ,  and  are.  sold  all  oyer  the   yvorld. 
A  re  you   sAartn^   ire   the.  success  .  fT  nx>6   i/rrile  at  onc^   /or    illustrated 
catalogue      ^      HUSSELL    u.n.d.    WOOLL\^EJ^ 

28 /30    Christo/ihen  S&.  Tin.sbu^r^  So.  ec. 

u^ND      DO     IT     NOW. 


Agent  for  Canada,  Mr.  Fraser,  232  Central  Avenue,  London,  Ont. 
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Summary —  Short  Course  in  Cardwriting 

The    first    of    a    series    of    articles    summarizing    the    various   lessons    of    the 

Edwards    Short    Cut    Course    in    Cardwriting,    demonstrating    the    different 

alphabets    as    applied    to    modern    show    cardwriting 

By   J.    C.    Edwards.      Copyright,    Canada.    1911. 


AS  the  student  ad-^'ances  in  the  art  of  show 
cord  writing  and  becomes  more  efficient  in 
the  liandling  of  tlie  brush  and  pen,  his  de- 
velopnient  becomes  more  rapid,  he  begins  to  form 
ideas  of  his  own,  which  are  more  or  less  characteristic 
of  and  a  credit  to  himself.  Students  who  have  fol- 
lowed this  course  throughout,  and  who  have  prac- 
tised the  various  alphabets  as  persistently  as  they 
should,  will  by  this  time  have  become  quite  adept  in 
letter  execution. 

There  will  be  many  who  will  appreciate  and  bene- 
fit by  this  >eries  of  cards — using  the  same  alphabets 
which  they  have  already  learned. 

SOME  NEW  AND  OLD  IDEAS. 

The  six  cards  illustrated  on  the  opposite  page 
show  the  application  of  the  two  alphabets  as  taught 
in  the  first  five  lessons  of  the  course,  a  summary  of 
which  is  given  below,  leaving  out,  of  course,  the  vari- 
ous strokes  and  indication  arrows : 

Card  No.  1  shows  a  very  plain,  yet  striking  ex- 
ample, using  brush  stroke  block.  The  word  "drugs" 
being  made  with  the  heavy  stroke,  while  the  rest 
of  the  inscription  is  made  by  a  single  stroke  of  the 
brush,  the  entire  lettering  being  shaded  with  a  left 
hand  shade  of  grey.  Note. — All  shading  is  done 
with  a  sciuare  pointed  brush. 

Card  No.  2  gets  away  from  the  plain  idea  by  the 
fi''dition  of  a  single  stroke  of  the  brush  from  top  to 
I  ottom  of  the  card  on  the  left  hand  side,  and  re- 
lieved with  a  wheat  spray.  A  color  is  used  suitable 
for  the  trim,  in  which  this  card  is  used.  The  letter- 
ing is  brush  stroke  block,  with  "fall  styles"  brought 
out  more  prominently  than  the  rest  of  the  inscrip- 
tion, as  it  is  the  main  feature  of  the  card.     "Our 


price  $5,"  being  of  minor  importance,  is  made 
smaller. 

Card  No.  3  introduces  a  feature  very  uncommon 
in  show  cards,  and  while  not  really  practical  for  gen- 
eral use,  adds  that  touch  of  "the  different"  which 
lends  attractiveness.  The  idea  is  to  draw  a  couple 
of  full  stroke  lines  either  part  way  or  right  across 
the  face  of  the  card,  then  letter  between.  This  idea 
may  be  carried  out  to  good  effect  by  lettering  with  a 
nice  .*hade  of  some  striking  color,  either  having  the 
top  and  bottom  lines  in  black  or  some  contrasting 
shade. 

Card  No.  6  shows  the  single  and  double  brush 
stroke  block  used  throughout  and  introducing  a 
few  eccentric  touches  in  the  small  lettering.  This  is 
shown  in  the  shortened  R's,  S  and  T,  with  the 
elongated  tails.  In  this  card  the  decorations  are  very 
simple.  The  student  may  apply  many  little  ideas, 
which  to  his  thinking  would  improve  any  of  these 
cards;  in  fact,  we  do  not  advocate  copying  cards  line 
for  line,  as  this  does  not  create  originality.  The 
above  cards  were  all  executed  with  the  square  end 
brush,  ranging  in  sizes  6  to  12. 

Students  may  find  a  difficulty  in  carrying  out  the 
idea  a.s  shown  in  card  No.  4  from  the  fact  that  ruling 
so  many  parallel  lines  requires  some  practice  and 
considerable  skill.  A  T  square  is  almost  necessary, 
and  if  a  drawing  board  is  available  it  will  be  found 
of  great  service.  Fasten  the  card  to  the  drawing 
board  with  thumb  tacks,  being  careful  to  have  it 
attached  so  that  the  T  square  when  placed  on  it  will 
be  in  a  parallel  line  with  the  edge  of  the  card.  By 
marking  out  the  triangle  the  lines  may  be  drawn 
(Continued  on  page  152) 
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VvWwXxYyZ2?& 

I23456789$<t 

Brush  Stroke  Block    Lettering,    showing    the    capitals 

accompeinied  by  the  lower  case  letters  and  figures    as 

taught  in  the  Short-cut  Course  ,iust  completed  in  the 

last  issue  of  this  paper.    Note  cards  opposite. 


AaBJbCcDdEeFfG! 
dnhliJJKkLlmMNn 
oOPpaqRrSsTtU 

uVvWwXxYyZz? 

l23456769Ka 

Single    and    Double    Brush    Stroke     Block     Lettering, 

showing  capitals,  lower  case  and  figures  as    taught  in 

lessons  3,   4  and  o  of    the    Edwards'  short  cut    system. 

Note  the  cards  on  opposite  page. 
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Modern  Show  Cards  From  the  Edwards'  Short-Cut   System 


mm 


I 


Smar^ 


.-^i^ 


Styles 


OuLr 
Price 


^ 


^KN^P 


Real  Irish 
hand-made 
ScFinished 
Tablin6s 


Card  No.  1  —  A  modest  application  of  the 
brusii  stroke  bloclc  lettering.  shoAing  a 
good  form  of  window  card,  plain,  though 
relieved  with  a  left  hand  shade  of  grey. 


Card  No.  2  —  The  brush  stroke  block  let- 
tering making  a  plain,  readable  window 
card  and  introducing  a  slight  relief  de- 
coration in  the  shape  of  a  grey  lino 
down  left  Ride,   with  a  spray  .  f   wheat. 


Card  No.  .3  —  This  card  shows  a  slight 
innovation  show  card  lettering,  employ- 
ing the  brush  stroke  block  and  applying 
an  eccentric  form  of  decoration  in  the 
shape  or  a  conventional  spray. 


IdenOak 

DININ& 
TABLE 

+34°" 


Card  No.  i  —  The  lined  effect  peculiar 
to  the  author  of  the  short-cut  system  is 
applied  to  this  card,  giving  a  rather 
pleasing  and  altogether  different  effect. 
A  combination  of  brush  stroke  and  sin- 
gle and  double  brush  stmke  block  let- 
tering is  used. 


Card  No,  5  — Though  the  block  letter  is 
not  generally  used  for  finer  window 
cards  such  as  are  required  for  millinery 
opening  trims,  it  is  used  here  to  very 
good  effect.  The  single  and  double 
stroke  letter  is  used. 


CoiTect> 
vShapes 


Card  No.  6  —  A  simple  adaptation  of  the 
single  and  doiible  brush  stroke  block  let- 
let,  decorated  with  a  grey  left  hand 
shade  and  top  and  bottom  cross  stripes. 
Note    the  eccentricities   as   applied   here. 


Import  lines  for  Spring,  1913 — Exceptional  repeats  looked  for  on  white  silks, 
gauzy  lisles  and  lace  effects — Tans  should  be  good  property  next  year — 
Style  influences  favor  lighter  shades — Another  season  of  silks — Gauzy  lisles, 
sheer   lisles   and   lace  hosiery,   the   latter  in  many  beautiful  designs — The 

color  situation. 


IMPORTING  ranges  of  hosiery  from  the  Chemnitz 
mills  for  Spring,  1913,  are  now  complete  and 
manufacturers'  agents  are  preparing  to  present 
their  samples.  Sorting  should  be  good  and  excep- 
tional repeats  are  looked  for  on  white  silks,  gauzy 
lisles  and  lace  effects  with  fair  requests  for  tans  and 
blacks,  lighter  weight  novelties  for  June  15th. 

There  is  no  doubt  about  the  demand  and  possible 
scarcity  of  white  hosiery,  particularly  those  qualities 
most  in  request.  At  present,  it  is  still  possible  to  se- 
cure specially  boxed  lots,  %  dozen  each,  fine  gauze 
lisles,  which  have  been  overlooked  in  some  houses. 

The  remarkable  feature  of  next  Spring's  ranges 
is  the  absence  of  high  colors  and  the  prevalence  of 
self-colored  embroideries  or  lace  effects.  Any  color 
added  is  usually  in  lighter  or  darker  shade  than  the 
ground  color  or  introduced  in  slight  touches  of  color 
contrast  in  almost  staple  shades. 

Next  Spring's  business  will  feature  blacks  for  both 
staple  and  style  reasons,  but  any  comments  at  this 
early  date  must  be  descriptive  of  the  assortments. 
Tans  should  be  good  property  and  there  are  influ- 
ences of  style  which  should  tend  to  make  a  demand 
for  lighter  shades.  From  this  season's  standpoint  of 
style,  colors,  novelty  and  values,  there  are  few  chang- 
es noted,  but  samples  seen  create  speculation  as  to 
reasons  which  will  tend  to  make  for  novelty  and  pos- 
sible sales,  anticipating  prevailing  styles  at  that  time. 
Novelties  which  were  considered  suitable  and  likely 
to  prove  good  were  not  taken  as  expected  this  year 
and  the  question  is  whether  or  not  they  were  a  year 
too  .soon  or  will  continue  slow. 

NOVELTY  VERSUS  VALUE. 

It  cannot  but  be  admitted  that  hosiery  in  Can- 
ada is  sold  on  practically  a  staple  basis  and  that,  not- 
withstanding the  usual  comments  of  coming  styles, 
there  is  a  disposition  to  be  conservative  of  any  style 
innovation  and  to  sacrifice  all  advantages  to  value. 


As  an  example,  silk  hosiery  has  always  been  con- 
sidered in  the  light  of  luxury  and  merchants  were 
slow  to  take  it  up  with  consequent  loss  in  sales  but 
not  in  turnover  because  customers  have  taken  gauzy 
lisles  and  fine  silk  lisles  at  the  leading  prices. 

It  is  confidently  expected  that  Spring  will  be  an- 
other season  of  silks  for  the  reason  that  merchants 
want  them,  and  ranges  cover  all  desirable  prices  and 
cheaper,  if  necessary.  For  import,  various  weights 
in  thread  silk  are  shown  from  the  more  satisfactory 
qualities  to  the  sheerest  of  sheer  goods.  There  are 
comprehensive  ranges  of  silk  body  hose,  with  lisle 
sole  and  garter  top  and  it  has  been  proved  this  season 
that  the  increase  of  sales  can  be  expected  on  these 
numbers.  In  spun  silks,  every  quality  is  included 
which  gives  buyers  an  opportunity  to  decide  between 
them  and  silk  lisles  and  it  is  argued  that  this  season 
is  a  good  forecast  against  catering  too  cheaply  on 
silks  and  there  will  be  no  changes  likely,  sacrificing 
the  staple  lisles  except,  perhaps,  in  gauzy  grades. 
Lisles  and  cottons  are  shown  in  staple  qualities  to 
meet  the  retailer's  price  and  there  are  identical  values 
in  all  well-known  numbers. 

BETTER  LACE  SEASON. 

It  is  going  to  be  a  better  season  on  lace  hosiery 
from  the  numbers  of  samples  shown  and  the  diversity 
of  patterns  in  both  extreme  and  neat  effects.  This 
may  be  the  result  of  interests  creating  the  demand 
or  the  outcome  of  continued  splendid  sales  on  gauzy 
lisles,  and  vogue  for  sheer  silks. 

This  lace  ho.siery  is  in  beautiful  aliovers,  neat  de- 
signs in  lace  ankles,  medallion  ankle  with  lace  splic- 
ing in  different  patterns  and  extremes  show  filet,  fish- 
net and  Shetland  weaves  with  fancy  lace,  garter  tops 
as  suitable  for  later  business.  For  domestic  trade, 
there  are  indications  that  sufficient  of  these  will  be 
tried  .-tut  in  25c  and  50c  retailers  and  occasional  pat- 
terns, which  appeal  in  better  numbers  as  suitable  for 
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high-class  trade  and  the  novelty  of  the  season's  selec- 
tions of  fine  lisles  and  silks. 

The  general  treatment  of  colors  after  blacks,  tans, 
white  and  halbriggans  is  an  indication  of  the  relative 
selling  shades,  either  as  a  first  color  or  as  contrast 
used  in  emliroidery.  The  note  is  self  colors,  combin- 
ing the  novelty  effects.  Soft  shades  inchade  Tuscan, 
champagne,  gold,  pongee,  Saxe,  new  blues,  cherry, 
coral,  gray,  helio,  purple  and  greens,  pongee  with 
tan,  champagne  and  helio,  sky  and  reseda,  purple 
with  white  and  helio,  rose  with  white,  green  and  sky 
and  embroideries  in  lighter  shades. 

P-  SHOT  AND  PLAITED  LINES. 

The  reception  of  shot  and  plaited  effects  for  im- 
port has  not  been  as  satisfactory  as  anticipated  and, 
outside  of  city  stores,  the  same  enthusiasm  in  wo- 
men's, as  compared  with  men's  has  been  lacking.  In 
some  quarters,  it  is  expected  that  shot  and  two-tone 
pleated  grades  will  prove  better  sellers  when  it  is 
recognized  that  they  will  help  materially  to  add  to 
hosiery  turnover  in  maintaining  otherwise  lost  busi- 
ness through  lessening  in  sales  of  high  colors,  designs 
which  this  year  have  been  quoted  for  clearance  and 
counter  values  only. 

Buyers  who  buy  direct  have  had  greater  success 
with  plaited  fancies  than  placing  merchants  buying 


through  ranges  assembled  for  special  trips  and  the 
indications  are  that  these  qualities  will  be  given  more 
attention  another  season.  It  is  conclusive  that  gold 
and  color  combinations  in  tans,  blues,  greens  and 
other  two-tone  effects  will  interest  merchants,  not 
because  they  did  not  consider  them  a  year  ago, 
but  possibly  some  effects  in  these  qualities 
were  a  year  in  advance  of  requirements.  Styles  in- 
dicate this  and  time  onlv  will  show  whether  it  is  veri- 
fied. 

AVholesalers'  special  placing  sets  will  be  ready  by 
June  Ist-loth,  and  combined  with  domestic  ranges 
will  give  buyers  an  idea  of  the  effect  in  color,  weave 
and  value  on  next  Spring's  hosiery  situation.  In 
sizing  up  assortments  now  available,  there  is  every 
reason  to  expect  that  the  former  of  these  are  the  im- 
portant issue  on  next  year's  sales  for  novelty  alone. 
There  is  nothing  different  in  values  from  a  staple 
basis  quoted,  but  with  the  completion  of  manufac- 
turers' special  sets  for  the  retail  trade,  there  will  be 
several  leaders  besides  the  usual  concessions  for  early 
placing. 


If  you  work  for  a  man  part  of  the  time  and  against 
him  part  of  the  time,  you  are  not  loyal.  Give  un- 
divided attention  or  none. 


Fine  lisle  hosiery  for  Spring,  1913,  medallion,  ankle,  garter  and  lace  splice,  self  and  contrasting 
embroidery  designs,  fi-hnet  with  lace  garter  top,  shadow  lace  in  new  effects  and  embroidered 
anlvle  patterns  in  seasonable  colors,  pongee,  tans,  saxe,  greys,  helio,  purple,  cherry  and  new  greens. 
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^^Af^^ 


Beaver  Brand 


e  Av^ 


^ 


^f?Ar^^ 


KNIT    GOODS 

are  made  to  sell 
and  to  satisfy 


i^OEAVER"   brand    1912 


B 


range  represents  the 
headline  of  the  Canadian  knit 
goods  trade. 

TT  embodies  the  most  correct 
and  practical  staple  and 
novelty  styles,  the  best  make 
and  finish,  and  is  unquestion- 
ably the  greatest  value  of  the 
year. 

^^TDEAVER"  brand    Sweater 
Coats  sell   readily   at  a 
good    profit    and    give     entire 
satisfaction  to  the  wearer. 

Other  Beaver  lines  are:--Toques, 
Mufflers,  Sashes,  Mitts,  Gloves 
and  Hosiery. 

Extra  special  value  in  Men's 
Hosiery.  See  our  complete 
1912-13  line. 


R.  M.  Ballantyne,  Limited 


Manufacturers  of  the  well-known 
Beaver     Brand     knitted     Goods 


Stratford, 


Ontario 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


94 


KNITTED     GOODS 


Dry  Goods  Review 


We  are  now   receiving   and    putting   into  stock 
complete    ranges     o ^Qu^^nQjKllljllf^^^ 

Hosiery  and  Gloves  for  Women  and  Children. 


Men's  Half  Hose 


for  Spring  1912. 


MAIL  ORDERS  WILL  RECEIVE 
OUR    PROMPT     ATTENTION. 

Our  travellers  will  call  upon  you  shortly  with  full 
range  of  Hosiery,  Men's  Half  Hose  and  Cashmere  and 
Ringwood  gloves  for  Fall  1912. 


THE  RICHARD  L.  BAKER  CO.,  TORONTO,  ONT. 


LADIES'   UNDERWEAR 

FOR    FALL    1912 

Our  samples  for  1912  are  now  in  the  hands  of  our  travellers  and  we  beg 
to  call  your  attention  to  our  new  Combinations  in  the  well-known  brands, 


(t 


m^e^   ei/^^;^ 


RCeiiTlHtD 


The    Mode    of   Manufacture  of  these  Combinations  has  been    registered. 

MANUFACTURED     ONLY     BY 

S.   Lennard   &  Sons,    Dundas,   Ont. 

Sole     Selling     Agents 

RICHARD  L.  BAKER  &  CO.,  100  Wellington  St.  W.,  Toronto,  Ont. 
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The  superiority  of  JAY  Underwear  over  all 
other  woollen  garments,  whether  made  inCanada 
or  the  United  Kingdom,  can  be  demonstrated  by 
a  comparison.  JAY  Underwear  is  knitted  and 
fashioned  to  fit  accurately;  it  is  almost  seamless 
and  is  fully  guaranteed  against  shrinkage.  All 
wearing  parts  are  specially  strengthened,  and 
both  ladies'  and  gentlemen's  garments  possess 
exclusive  patented  features  which  materially 
add  to  the  comfort  of  the  wearer.    |         15 

WHOLESALE    AGENTS: 

I.  &  R.  MORLEY,        -       G.  BRETTLE  &  CO. 

London,    Eng.  SUele'sAd.Servici. 


LOOK  FOR  THIS  MARK 


THE  HALL-MARK  OF         ReriUred  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in  the  TOP,  it  increases  in  WEAR-RE- 
SISTING PROPERTIES  as  it  descends, 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and  TOE  FIVE.  By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 

IN  THE  FEET,  making  it  essentially 

•% 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  In  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IM 
FOOTWEAR 

To  be  had   from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


The  Reliable 


Our  sweater  coats  are 
identified  with  the  best 
knit  goods  in  the  trade 
and  have  won  their  spurs 
for  honest,  reliable 
quality. 


Dominion 
Brand 
Sweater 
Coats 


are  strictly  up-to-the-sec- 
ond  in  style,  and  perfect 
in  make  and  fit.  They 
are  the  favorite  w^ith  the 
discriminating  man  and 
w^oman. 

WRITE  FOR  SAMPLES  and  PRICES. 


A.  BURRITT  &  CO. 

DOMINION    MILLS 

MITCHELL  ONTARIO 
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Jaeger  Pure  Wool 
Holiday  Apparel 

COAT  SWEATERS  for  Men  and 

Women. 

KNITTED  SUITS  and  JERSEYS 

for  Children — in  a  great  variety  of 
Styles  and  Colourings. 

NEGLIGE  SHIRTS  AND  SHIRT- 
WAISTS in  Pure  Wool  Taffeta, 
exclusive  styles  and  designs. 

PURE  CAMEL-HAIR  TRAVELLING  and  SPORTS  COATS  for  Ladies. 


TM>       T  A  T?/^T?"[>  'C    SANITARY  CVCT^T?]!/!  COMPANY 
UJtv.  Ji\ll/^ll/rV  i3    WOOLLEN   l3  1  l3  1  rl^iVl  LIMITED 


Wholesale  Warehouse 


52  Victoria  Square,  Montreal 


TRADE  MARK 


ASK         FOR 


TRADE  MARK 


BURNLEY'S  WOOLS. 


REGISTERED 


Scotch 

Fingerings, 

Vanguard, 

15's,  12's 

Fine. 

Hosiery 

Ifarns, 

&c.,  &c. 


REGISTERED 


Soft 

Knittings, 

B.    Imperial, 

Soft  Spun 

Vanguard 

Fine. 

0^2  and  00 

V/orsteds, 

&c.,  &c. 


ESTABLISHED     1752 

THOMAS    BURNLEY    &    SONS,  LIMITED 

MANUFACTURERS  OF  SCOTCH  FINGERING  &  KNITTING  WOOLS 

GOMERSAL    MILLS,    nr.  LEEDS,    ENGLAND. 
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NOW  IS  THE  TIME  TO   PUSH    LIGHT 
WEIGHT    SPRING    AND    SUMMER 

CEETEE 

UNDERWEAR 

Display  it  in  your  windows. 
Tell  your  customers  about 
it.  You  know  you  can't 
give  them  anything  better. 

You  know  they  Can't  get 
anything  better   anywhere. 

Made  in  all  sizes  and  weights 
for  7nen,  women  and  children. 

GUARANTEED    UNSHRINKABLE 

C.  Turnbull  Co.,  of  Gait,  Ltd. 

GALT,  ONTARIO 

MANUFACTURERS 


CEETEE 

FuU-Fashioned 

Underwear 


TURNBULL'S 

Ribbed 

Underwear 


"M" 

Bands  for 

Infants 


Health  Brand 
Underwear 


Our  stock  is  now  complete  in  all 
lines  of  Spring  Weights  for  Women 
and  Children. 

W^e  have  also  a  complete  stock  of 
short  and  no  sleeve  W^omen's  Vests 
in  medium  weights  at  all  prices. 

If  you  are  not  handling  Health 
Brand  Underwear  please  see  our 
samples,  which  are  now  on  the 
road  with  our  salesmen,  as  w^e  are 
sure  you  will  place  an  order  for 
Fall  1912  after  having  seen  our 
values. 


We  have  a  complete  line 
of  Ladies'  Summer  Weight 
Combinations    in    Stock. 


Greenshields  Limited 

MONTREALlZ~~] 


^^^  :^-  T'-.i^^'m.. 


A  reputation  that  is  over  tw^enty  years  strong 
works  for  every  hosiery  department  that  fea- 
tures Hermsdorf  Dyed  Stockings — 

The 
Real 
Fast 
Blacks 

It's  a  reputation  that  means  more  sales — 
more  profits;  a  reputation  for  reliability  that 
reflects  itself  in  all  other  departments  of  the 
store. 

Every  time  you  buy  black  hosiery — look  for 
Hermsdorf's  stamp  on  the  sole — the  mark 
that  millions  of  women  know  guarantees  a 
dye  that's  fast  and  pure — perfect  in  every 
detail.     It  is 

The  Name  That  Sells  the  Stocking 


Works,  Chemnitz,  Saxony 

American  Bureau,  235  West  39th  St. 
NEW^   YORK 

Cuts,    Show  Cards,    Booklets,    etc. 
FREE 

W^rite  for  your  copy  of  "STOCKING 
SELLING  SENSE,"— a  veritable  Encyclo- 
pedia of  Stocking  Selling  and  Business 
Building  Ideas. 
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^tG»STf/?f^ 


Est'd 


1785 


TRADE  MARK 


BEEHIVE 

unitting  wools 

—BRITAIN'S  BEST^ 

J.  &  J.  BALDVN^IN'S  BEEHIVE  AND  VV^HITE  HEATHER  specialties 
form  the  finest  range  available  from  any  source. 

AGENT  :— DUNCAN  BELL,  ^?SIonto 


W 


ESTERN 


Incorporated 
1851 


MARK 

__REGlSTERg,-- 
TIGER  BRAND. 

THIS  IS  TRUE 

It  is  true  that  a  satisfied  customer  is  a  repeater 
and  that  repeaters  build  up  the  best  trade. 
The  secret,  then,  of  good  trade  is  to  sell  only 
such  goods  as  will  give  certain  satisfaction. 
The  dealer  who  stocks 

TIGER  BRAND 

UNDERWEAR 

takes  no  chances.  He  can  talk  with  assurance, 
because  he  can  be  sure  of  this  line.  He  can 
interest  his  customer,  because  there  are  excep- 
tional merits  to  point  out — and  he  can  sell  to 
him.  Then  it  is  up  to  the  goods  to  bring  the 
customer  back  to  the  store  again — and  this  they 
will  do,  because  every  purchaser  is  delighted 
with  the  softness,  durability  and  general 
excellence  of  TIGER  BRAND  UNDERWEAR. 

Gait  Knitting  Co.,  Limited 

GALT,  ONTARIO 

AGENTS:  Ontario— J.  E.  McClung,  Toronto. 
Quebec — Philip  de  Gruchy,  Montreal,  Que. 
Maritime  Provinces — Fred  S.  White,  St.  John. 
W^est — Hanley,  McKay,  Chisholm  Co.,  Winnipeg 


ASSURANCE 
COMPANY 


FIRE 

AND 

MABINE 


HEAD  OFFICE.    TORONTO,  ONT. 

Assets  over    -    -    -    -  $  3,570,000.00 

Losses  Paid  Since  Organization  aaa  aaa  aa 

of  the  Company,  over  -      -      54,000,000.00 

HON.  GEO.  A.  COX,  Prssident 

W.  R.  BROCK,  Vice-Pr«sid«at 

W.  B.  MEIKLE,  G«n«r«l  KI«Mf«r 

C.  C.  POSTER,  S«w«tW7 


British  America  Assurance  Company 

A.D.  1833 
FIRE  A.  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 
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THE  "WHY" 

of  "Hygeian"  Popularity 


Figure     d  e  - 
fining  shape. 


Patent  neck 
finish. 


Sleeves:  per- 
f  e  c  t  length, 
not  too  long, 
not  too  short. 


Large  com- 
fortable arm- 
hole. 


V. 


^ 


Here  are  the  Selling 
Points  of  "Hygeian" 

No  other  underwear  on  the  market 
to-day  is  fortified  with  such  a 
strong-hold  of  vital  selling  points 
as  is  "Hygeian." 

These  points  give  a  positive  assur- 
ance of  a  most  satisfactory  under- 
wear business  in  your  women's  and 
children's  departments  and  produce 
profits  which  are   most   gratifying. 

Note  the  nine  points  which  have 
made  "Hygeian"  the  popular  un- 
derwear of  the  day. 

Write  to  your  jobber  for  our 
Fall  range.  Get  in  line  for  bigger 
business. 


Graduated 
fitted  cuffs. 


Genuine 
shell  pearl 
buttons. 

Elasticity, 
ensuring  fit. 

All  seams 
overlocked 
t  o  prevent 
irritation. 


H  i  g  h  e  s  t 
grade  threads 
throughout. 


V. 


y 


THE  EAGLE  KNITTING  CO.,  Limited 

Controlled  by  J.  R.  MOODIE  &  SONS,  Ltd. 

Hamilton  -:-  -:-  Canada 

FRANK  M.  BARNARD,   Sole  Selling  Agent       -        Toronto,  Montreal,   St.  John,  N.B. 

ASK  YOUR  JOBBER  FOR  VANTA  VESTS,  FOR  INFANTS  AND  CHILDREN 
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FIRST  TO  GIVE  AUTHENTIC 

NEW^S 

The  Dry  Goods  Review  was  the  only  Cana- 
dian newspaper  represented  at  the  Convention 
of  the  National  Cloak,  Suit  and  Skirt  Associa- 
tion held  in  Toledo.  This  fact  is  in  keeping 
with  the  policy  of  this  paper  to  spare  neither 
expense  nor  effort  in  giving  to  the  manufac- 
turer and  retailer  important  style  and  market 
news  while  it  is  news. 


Manufacturers  Decide  Upon  32-inch  Coat 


Fall  Style  Recommendations  Adopted  by  the    National   Cloak,  Suit   and 
Skirt  Association  at  their  Toledo  Convention,  April    27, 


gUITS  —  Suit  jackets  will  show  a  gradual  rather  than  a  radical  increase  in  length, 
"finger-tip-length"  (approximately  32  inches)  predominating;   the  length  to  be 
based  on  the  varying  heights  of  women. 

The  lines  of  the  suits  to  be  slightly  more  shaped,  following  the  silhouette  of 
the  figure.     Novelty  features  to  consist  of  shirred  and  belted  effects. 


gKIRTS  —  To  continue  on  straight   lines,  a   slightly    fuller    width    being    secured 
by  the  introduction  of   straight    hanging    plaits,    the    slightly   raised    waist-line 
with  inside  belting  to  continue  in  favor. 


QOATS  —  Separate  coats  to  be    full    length    and   cut    on    .straight    lines.       Some 
materials  to  be  made  in  perfectly  loose  shapes,  with  oi-  without   belts ;  others 
to  be  made  in  more  shapely  effects. 

Features  of  separate  coats  to  consist  of  set-in    sleeves,  deep   arm-holes,  slop- 
ing shoulders  anrl  high-buttoning  effects. 


Style  Show  Brings  Out  Novelty  Touches 

Over    160   coats    and  suits  were    displayed    on    living    models   at    the    Toledo 

Convention  —  Chinchillas,  wide  wale  diagonals,  reversibles,  whipcords,  serges, 

zibelines  and  ratines  —  Browns,  blues  and  greys  the  leading  colors  —  Some 

showing    of    purple    shades  —  To    be    great    braid    and    button    season. 

Staff  Correspondence 


Toledo,  Ohio,  April  27. 

THE  style  show  in  which  more  than  one  hun- 
dred and  sixty  coats  and  suits  were  displayed 
ou  living  models,  was  the  feature  of  the  To- 
ledo convention.  These  garments,  designed  and 
manufactured  by  members  of  the  association,  repre- 
sented their  interpretation  of  Fall  styles.  It  was  on 
this  display  that  the  Style  Committee  based  their  re- 
commendations at  the  morning  (April  27)  session. 
Seats  in  the  convention  hall  of  the  Secor  Hotel  were 
arranged  so  as  to  form  two  aisles,  and  along  these 
the  models  walked  from  side  to  side  so  that  the 
assembled  members  could  view  every  detail  of  tlie 
garments.  Sketches,  drawings  and  memoranda  of 
the  suits  and  coats  were  forbidden.  The  rules  govern- 
ing the  style  show  pointed  out  that  it  was  for  the 


A   FABRIC    COMMITTEE. 

One  of  the  most  important  resolutions  adopted 
by  the  convention  was  that  which  proposed  a  com- 
mittee which  will  make  advance  recommendations 
on  fabrics  for  suits,  coats  and  skirts,  just  as  the 
style  committee  now  decides  the  question  of  coat 
lengths.  The  appointment  of  such  a  committee 
means  greater  concentration  on  factors  making  for 
standardization  on  panels  that  are  now  more  or 
less  speculative. 


oeneral  good  of  the  association  in  tlie  Ijroadest  sense 
and  for  no  purpose  of  copying. 

The  chief  features  of  the  display,  those  that  are 
of  greatest  import  to  designers,  manufacturers  and 
buyers,  are  summed  up  in  the  recommendations  of 
the  Style  Committee,  published  elsewhere  in  this  de- 
partment, and  these  in  large  measure  confirm  pre- 
dictions that  have  been  made  by  The  Review  with 
reference  to  the  Fall  season.  In  greater  detail  these 
features  will  be  here  described  under  the  headings  of 
"Fabrics  and  Colors,"  "Suits  and  Coats,"  and  "New 
Style  Tendencies." 


Leading  Colors  and  Fabrics 

Three  gioujj'^  of  colors  stood  out  most  prominent- 
ly in  the  garments  shown.  These  were  browns,  blues, 
and  greys.  The  browns  ranged  all  the  way  from 
light  tans  to  the  deeper  nut  or  seal  tones  and  in- 
cluded a  fair  showing  of  bronze.  These  shade*  were 
very  strong  in  the  Avide  wale  diagonals,  the  plain 
long-haired  coating  fabrics,  which  lend  themselves 
to  the  more  loose-fitting  garments,    and  also  in  the 


new  velour  cloths  and  chinchillas.  In  the  suitings 
they  were  also  evident  in  the  whipcords,  the  serges 
and  the  zibelines  and  ratines,  these  being  the  fabrics 
that  enjoj'ed  the  greater  showing  in  the  suit  dis- 
play. Reversible  fabrics  occui^ied  a  strong  position 
but  were  not  worked  up  as  reversibles  to  as  great  an 
extent  as  usual. 

In  the  blue  section,  the  garments  shown  placed 
unmistakable  approval  upon  dark  navy.  There  was 
very  little  dej^arture  from  it,  save  for  collar  and  cuff 
treatment,  or  for  tailored  dresses,  a  few  of  which 
were  shown.  Even  then,  the  shade  did  not  get  far 
away  from  light  navy.  Very  rich  in  appearance 
were  the  chinchilla  coats  of  deep  navy,  some  of  them 
with  very  little  relieving  touch.  Blue  and  white  was 
a  combination  noted  in  several  garments,  the  white 
being  used  as  piping  to  emphasize  belt,  collar,  lapel, 
pockets  or  buttonholes.  It  is  a  combination  which 
can  be  used  very  effectively  and  at  the  same  time  it 
is  one  that  can  l)e  easily  overdone.  Touches  of  grey 
were  also  used  for  relief  purposes  on  these  coats,  a 
number  of  garments  having  the  collars  developed 
in  this  color,  but  the  treatment  avoided  any  elabora- 
tion. The  richness  of  the  color  and  the  softness  of 
the  faljric  were  never  marred  by  too  glaring  con- 
trasts. 

The  greys  had  their  chief  position  in  heavy  two- 
tone  diagonals  on  the  velour  order.  They  were 
worked  out  both  in  separate  coats  and  suits — prob- 
ably more  acceptably  in  the  former  than  in  the  lat- 
ter— the  wales  were  in  strong  contrast,  l)ut  were  re- 
lieved by  the  brushed  finish  of  the  clntl).  jjiving  it 
that  soft,  woolly,  comfortable  appearance  so  essential 
in  Winter  outer  garments.  The  coats  in  these  grey 
diagonals  were  among  the  most  notable  of  the  dis- 
play. 

In  the  purple  class,  two  or  three  coats  were  .shown 
in  cardinal  with  collar  and  pipings  of  black  velvet. 
Another  hint  in  this  range  of  colors  was  contained 
in  a  dress  made  of  shot  fancy  in  wine  shade.     On 

(Continued  on  page   106) 


CHINCILLAS,  DIAGONALS,  ZIBELINES. 

Prominent  among  the  clothes  used  in  the  gar- 
ments were  two-toned  diagonals,  chincillas,  zibe- 
lines and  reversible  cloths,  the  latter  not  used  so 
extensive  as  reversibles.  The  wide  wale  two-tone 
diagonals  cannot  be  said  to  be  formed  of  solid 
shades,  but  rather  in  mixtures,  giving  a  very  soft 
appearance.  The  style  display  established  the  vogue 
of  bru'^hed  materials  and  deep,  rich  colorings. 
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Made  Since   1902 


Buy  the  Pullan  Garments 
for  STYLE  and 
QUALITY 


Made  Since  1902 


This  Garment  is  in  the  lead 

with  the  Canadian 

Trade. 


SMART  SUMMER  SKIRTS 

Worsteds,  Cream  Serges,  Whipcords 

$3.50  to  $6.50 


Skirts 


Coats 


SPRING  and  SUMMER  COAT 

Serges  and  Rajah  Silks 

$9.00  to  $14.00 


May,  June  and  July  will,  as 

usual,    be    big    months    for 

Separate  Skirts — send  for  an 

assortment  of  newest  design  s 

We  are  making  a  specialty 
of  Rajah  Coats  for  summer 
w^ear  in  natural  and  Black, 
from  $10.00  to  $14.00. 


Fall  Line  Announcement 


SPRING  and  SUMMER  COAT 

Serges,  Diagonals,  Whipcords, 
Rajah    Silks 

$9.50  to  $15.00 


Travellers  are  now  on  the  road  with  the  latest  designs  and  novelties  for  fall  placing  business. 
On  account  of  the  recent  labor  troubles  in  England,  and  the  probability  of  backward 
deliveries,  merchants  are  advised  to  buy  early. 


PULLAN 
BUILDING 
TORONTO 


M.  Pullan  &  Sons 

AN  EXCLUSIVE  CLOAK,  SUIT  AND  SKIRT  HOUSE 

Bay   and   Wellington  -         -  -  Toronto 


Branch    Office  : 

LINDSAY 

BUILDING 

MONTREAL 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


New  Style  Features  in  Coats  and  Suits 

Toledo  style  Show  recommends  32  inches  as  approximate  suit  jacket 
length  —  Models  ranging  from  32  to  36  inches  were  shown  —  Skirts  much 
pleated  —  Some  evidences  of  pannier  influence  —  Convertible  collars,  capes 
and  epaulettes  on  separate    coats  —  Fur  used  as  trimming  on  some  models. 

Staff   Correspondence. 


Toledo,  Ohio,  April  27; 

THE  recommendation  of  the  Style  Committee 
of  the  National  Cloak,  Suit  and  Skirt  Asso- 
ciation that  the  suit  coat  length  for  Fall  be 
iipproximately  32  inches,  or  "finger-tip"  length, 
represents  a  gradual  rather  than  a  radical  change. 
The  committee  framed  its  report  in  this  way  because 
of  the  hints  embodied  in  the  display  of  suits  at  the 
.style  show. 

While  there  were  many  thirty-two's,  there  were 
also  quite  a  number  of  thirty-fours,  and  some  thirty- 
sixes,  the  longer  coats  being  well  adapted  to  the  taller 
and  more  slender  figure.  The  recommendation 
may  therefore  be  regarded  as  giving  sufficient  mar- 
gin for  the  designer  to  build  according  to  figure,  tem- 
perament and  color. 

It  must  be  said,  however,  that  the  longer  coats 
represented  a  class  that  suggested  more  dressy  wear 
than  the  smart,  and  sometimes  very  plainly-tailored 
models  which  were  featured  in  the  style  show.  These 
longer  coats  were  sloped  away  in  front  very  gradual- 
ly almost  from  the  waistline,  and  carried  som.ewhar 
more  ornamentation  in  the  form  of  braids  and  but- 
tons. Several  of  these  suits  were  developed  in  black 
satin-finished  broadcloth. 

It  was  the  display  of  such  coats  that  probably 
suggests  that  the  time  is  approaching,  though  none 
well  dare  say  how  soon  or  to  what  extent,  when 
lengths  ranging  all  the.  way  from  thirty-six  to  forty- 
five  inches  will  make  their  appearance.  At  present 
predictions  assign  them  to  the  high-class  trade  as  a 
:s  tarter.       ; 

New  Color  Treatments 

Plain-tailored,  very  neat,  dignified  and  unobtru- 
sive in  trimming  treatment,  are  adjectives  that  might 
fittingly  be  applied  to  the  great  majority  of  suits 
shown.  Shoulders  were  smoothly  finished,  sleeves 
plain  and  mannish,  many  of  the  collars  small  with 
lapels  showing  a  decided  trend  away  from  the  very 
large,  massive  styles  that  have  recently  been  in  vogue. 
Some  of  these  collars  in  fact  suggested  a  stiff,  mili- 
tary effect,  with  lapels  small  in  comparison.  Not  that 
there  was  an  absence  of  those  styles  favoring  the  large 
soft  roll  of  contrasting  materials.  These  were  repre- 
■sented.  but  the  succession  of  very  plain  and  more 
conservative  styles  was  so  persistent  as  to  be  signifi- 
ipant. 


A  Unique  Touch 

Very  manj-  of  the  coats  were  finished  square  in 
front  and  a  new  touch  that  seemed  to  be  an  echo  of 
the  blouse  type  was  noted  in  several  models.  This 
was  the  introduction  front  and  back  of  a  slight  ful- 
ness secured  by  a  series  of  gathers  radiating  upward 
from  the  centre  of  the  waistline  front  and  back.  This 
idea  was  worked  out  most  frequently  with  a  line  of 
piping  in  contrasting  color,s — as  for  -example,  blue 
■with  tan  piping — defining  the  top  of  the  coat  shirt, 
curving  downwards  over  the  hips,  and  finishing  in  a 
straight  line  in  the  centre  where  the  gathers  or  open 
pleats  were  introduced.  A  row  of  buttons  directly 
underneath  completed  this  ornamentation.  There 
were  other  models  suggesting  the  Norfolk  type,  but 
the  outstanding  note  of  the  suit  display  was  plainness 
in  fabric  treatment,  but  with  tendency  to  elaboration 
front  and  back  by  means  of  braids  and  buttons.  In 
some  of  these  garments  the  trimming  treatment  was 
one-sided,  as  for  example,  one  row  of  buttons  on  the 
lower  right  side  of  the  back  and  a  repetition  of  the 
same  in  front.  Sleeves  were  also  much  be-buttoned 
with  braids  used  to  simulate  buttonholes. 


Pleats  and  More  Pleats 
for  Skirts 

When  the  committee  recommended  pleats  and 
then  more  pleats  for  the  skirts,  they  sized  up  this  fea- 
ture of  the  display  completely.  Skirts  are  assuredh' 
fuller  than  has  been  dictated  by  the  vogue  of  the  past 
two  seasons,  and  pleats  are  the  means  to  the  end — 
pleats  back,  front  and  at  the  sides,  straight-hanging, 
ranging  in  width  from  one  to  two  inches  and  gener- 
ally in  groups.  Some  flares  were  also  noted,  and 
quite  a  immber  of  tunic  models. 

What  of  the  pannier?  It  must  be  said  that  there 
was  little  in  the  suit  skirts  to  excuse  any  prediction 
that  would  be  very  decidedly  in  its  favor.  There  were 
traces  of  it,  however.  In  some  of  the  skirts,  the  fa- 
bric was  caught  up  to  merely  suggest  draping  and 
held  in  place  bj'  braid  motif  or  cloth-covered  button. 
This  treatment  was  introduced  slightly  above  the 
knee.  Another  pannier  idea  was  a  series  of  straps, 
three  on  each  side  extending  diagonally  upward  from 
the  side  gores  and  each  finishing  with  l)utton  near 
the  front.  All  skirts  had  the  slight] v  rai-ed  waist- 
line with  inside  heltino,'. 
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mart  Styles  in  Infants 
and  Children's  Dresses 


From  the  dainty  lingerie  for  the  new  baby  to 
the  school  dress  for  the  young  miss  our  stock 
is  most  complete,  giving  unlimited  variety,  ex- 
clusive high  grade  style  and  real  dollars  and 
cents  value. 

Our  range  of  natty  Gingham  dresses  for  the 
little  tots  and  misses  consists  of  the  most  ap- 
pealing as  well  as  practical  numbers.  The 
workmanship  in  every  garment  is  above  the 
average  and  appeals  to  the  mothers  from  this 
as  well  as  from  the  other  points  of  superiority 
found  in  the  Home  &  Watts  garments. 

A  Sanitary  Factory.  Under  the  present  sani- 
tary conditions  prevalent  throughout  our 
large,  well  lighted  and  airy  factory,  operators 
are  given  the  greatest  amount  of  encourage- 
ment to  turn  out  work  of  the  highest  quality. 
This  shows  in  the  Home  «S6  Watts  line.  Send 
for  assortment  of  dresses  at  no  expense  to  you. 

Write  to-day 


Home  &  Watts 

LIMITED 
Duncan  and  Adelaide  Streets,  Toronto 
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Features  of  the  Coat  Display 

In  the  separate  coats,  as  well  as  in  the  suits,  there 
was  noted  a  tendency  towards  conservative  collar 
treatments,  although  there  were  many  beautiful  mod- 
els featuring  the  larger  designs.  Some  of  these  were 
of  a  one-sided  order  with  the  back  simulating  the 
front  effect.  Thus,  one  coat  had  a  deep  back  collar 
of  this  irregular  shape — resembling  a  square  with 
one  side  slashed  away — and  this  effect  was  worked 
out  in  the  front  lapels.  Heavy  welts  and  pleats  run- 
ning zig-zag  and  in  curves  were  very  conspicuous  in 
the  cloth  treatment. 

In  one  or  two  coats,  piping,  such  as  green  with 
brown,  Avas  introduced  to  simulate  a  cape,  while 
in  several  models  the  cape  was  a  reality.  While  some 
of  these  shoulder  covers  were  rather  scanty,  extend- 
ing but  little  further  than  the  break  of  the  shoulder, 
others  had  greater  depth,  finished  plain  in  front.  It 
is  this  idea,  coupled  with  the  unmistakeable  vogue  of 
voluminous  sleeves  with  large  armholes,  that  is  re- 
garded by  some  authorities  as  warrant  for  the  state- 
ment that  some  features  of  the  old-fashioned  dolman 
are  returning.  Cutaway  fronts,  reduction  of  the  col- 
lars, pointed  revers  and  braids  and  tassels  are  said  to 
be  some  of  the  ear-marks,  apart  from  the  voluminous 
sleeve  and  large  armholes. 

A  number  of  semi-belted  models  were  shown.  One 
in  two-toned  grey  diagonal  had  this  treatment  with 
large  buckle  of  mother-of-pearl  in  the  centre  of  the 
belt,  while  bottom  of  the  sleeves  was  also  encircled 
and  gathered  slightly  by  a  belt  which  was  also  orna- 
mented by  a  buckle.  Epaulettes  in  simulation  of  the 
cape,  were  used  as  a  cap  for  some  sleeves,  and  several 
models  had  the  Raglan  shoulder. 

Plain  Styles  Effective 

Striking  a  somewhat  distinctive  note  were  the 
coats,  for  the  most  part  in  soft  chinchilla  cloth  which 
were  a  shade  closer  fitting  and  had  very  little  collar 
elaboration.  The  convertible  collar,  some  quite  as 
mannish-looking  as  those  used  in  men's  Winter  ul- 
sters, were  applied  to  these  coats.  While  heavy  welts 
and  wide  seams  were  the  sole  ornamentation  of  the 
backs  in  some  of  these  garments,  others  had  button, 
braid,  or  belt  treatment,  but  never  to  an  elaborate  ex- 
tent. 

Collar  Simulating  Muffler 

Two  or  three  of  these  coats  had  collars  finished  in 
simulation  of  a  throw  muft'ler.  When  buttoned  up 
close  to  the  neck  an  extended  section  of  the  collar 
fabric,  neatly  finished  with  a  tassel  was  thrown  over 
the  left  shoulder.  W^hen  the  collar  was  opened,  the 
tassel  end  extended  a  few  inches  below  or  above  the 
large  lapel. 


Imitation  Fur  Trimming 

Indicating  that  there  is  some  inclination  in  a 
direction  referred  to  recently  by  The  Review,  two 
coats  were  shown  which  had  trimming  of  imitation 
fur.  Both  were  of  brown  diagonal  weave,  one  finish- 
ed with  imitation  pony  and  the  other  in  beaver.  The 
collars  were  not  massive,  being  confined  more  par- 
ticularly to  comfortable  neck  protection,  while  the 
cufts  were  plain  and  about  eight  inches  in  depth. 


EFFECTIVE  COLOR  TREATMENTS. 

Some  effective  color  combinations  in  garments 
at  the  style  show — Blue  and  tan,  blue  and  burnt 
orange;  blue  and  grey,  blue  and  white,  brown  and 
green,  grey  and  black,  white  and  black. 


Style  Show  Brings  Out  Novelty  Touches 

(Continued  from  second  page) 

this  suit  there  was  nnich  braiding  elaboration,  and 
velvet  a  grade  lighter  in  tone  was  used  as  the  base 
of  a  braided  collar.  A  small  curved  opening  at  the 
base  of  the  skirt  in  front  revealed  an  inset  piece  of 
the  velvet. 

Several  rich-looking  dressy  suits  were  developed 
in  satin-finished  broadcloth  with  braided  ornamenta- 
tion, while  a  beautiful  evening  cloak  was  made  of 
cream-colored  broadcloth,  with  facings  of  black  vel- 
vet, and  touches  of  cerise. 


Facings  and  Trimmings 

Corded  and  shot  effects  in  velvets  were  much  used 
for  collar  facings.  In  some  garments  velvet  is  used 
as  a  collar  foundation  for  braids  which  tone  in  with 
the  shade  of  the  coat  fabrics,  motifs,  buttonhole  or- 
namentation and  outlining  purposes.  One  coat  had 
facings  of  heavy  unfinished  corded  silk  of  soft  green 
shade,  and  with  large  all-over  pattern.  Another 
novel  touch  was  the  use  of  artificial  silk  in  large 
two-tone  basket  weave  for  collar  facing. 

On  many  of  the  coats  and  suits  there  was  great 
elaboration  of  buttons.  These  for  the  most  part 
matched  the  fabric  used.  Same  were  mounted  in 
metal,  with  the  rim  or  centre  in  imitation  of  fabric. 

Button  groupings  were  frequently  employed  for 
sleeve,  skirt,  or  coat  embellishment.  In  fact,  the 
vogue  seems  to  call  for  all  sizes  of  buttons,  from  the 
very  small  to  the  very  large,  and  wherever  applied 
they  are  almost  always  accompanied  by  braid  accen- 
tuation. 
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Smart  Summer  Coats 


Superior  Quality  Linens 
Neat  Serviceable  Repps 
Fashionable  Black  Taffetas 
Exclusive    Shantung    Silks 


THE    AUTOMOBILE    COAT 
A  PRIME  FAVORITE 


When  one  thinks  of  the  rapidly  increasing  demand  for  the  motor  car- 
the  popularity  of  the  motor  trips — the  necessity  of  the  motor  coat, 
we  can  easily  understand  that  there  is  no  killing  the  strong  de- 
mand for  this  style  of  garment  even  for  the  public  who  do 
not  own  their  ow^n  cars.     There's  no  limit  to  the  busi- 
ness   which    may  be  done  this    summer   in    motor 
coats,  from    the   serviceable    linen    and    repps 
to    the    high-grade     silk     garments. 


The  "Princess"  range  of  Separate  Coats  in- 
cludes the  plain  and  crash  linens  and  repps 
at  from  $3.75  to  $8.50,  the  Black  Taffeta  at 
$11.50  to  $13.50  (made  from  the  famons 
Queen  Quality  Taffeta  Silk)  and  the  Shan- 
tung silks  at  $11.50,  $13.50,  $15.50  and  $17.50. 


EXCLUSWENESS  OF  ATTIRE 


Our  designers  have  been  right  in  touch  with  the  style  tendencies  of  the  European 
market  and  in  presenting  the  "Princess"  line  we  ofier  the  very  latest  ideas  known 
in  the  trade  and  are  introducing  many  exclusive  novelties  shown  only  in  this  line. 

There's  good  profit  in  the  "Princess"  range  for  you. 

Salesmen  now  showing  Fall  Coat  samples  in  Eastern  and  Western  Canada.  Get 
in  touch  with  us  for  your  summer  coats. 

The    Princess    Mfg.    Co.,    Limited 

Toronto  ::  Ontario 
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HOT-WEATHER 
SPECIAL 
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No.  4048 

Stylish  Peter  Pan  waist,  made  of  good  giade 
imitation    linen,  hemstitched   a  . /»   ^n    P^'^ 
collar  and  cuffs.  A  heavy  seller  «P  1  ".D"  dozen 


No.  4045 
An  attractive  allover  embroidery  blouse  with 
linen  lace  banding.     A  good 
model    for    those    who    want  )>nn  ««    per 
something    good <J«><5."U  dozen 


btar 
Value 

For  Immediate  Delivery 

The  four  numbers  here  illustrated  repre- 
sent special  inducement  lines  to  encour- 
age hot  weather  buying  and  to  keep  the 
business  ball  arolling  in  the  ready-to- 
wear    section. 

As  we  all  know,  trade  encouragement 
is  necessary  at  times,  and  the  most  popu- 
lar way  to  stimulate  business  to-day  is 
by  offering  special   values. 

That's  what  these  four  numbers  repre- 
sent— trade  stimulants. 


WRITE    FOR    SAMPLES 


The 


Star  Whitewear 

BERLIN 
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SUMMER 
WAISTS 


B 


ran 


Quartette 

Write  or  Wire  To-Day 

These  beautiful  creations  are  strictly  up- 
to-the-minute  in  style  embodying  the 
season's  latest  style  thoughts  and  the 
most  consistent  texture  quality. 

Every  one  will  make  a  splendid  leader 
for  your  department  and  will  bring  ready 
and  satisfactory  sales. 

Touch  up  your  "picked  over"  Spring 
stock  with  a  few  of  these  lines  and  make 
ready  for  the  hot  weather  merchandising. 

SAMPLES    SENT    ON   REQUEST 

Manufacturing  Co.  Ltd, 

ONTARIO 


No.  4063 

Stylish    allover  model,  low  neck  with  linen 
lace  trimmings.     Has  already  ^ni   nn    P^r 
proved  its  popularity    .     .     .   «P^t.UU  dozen 


No.  4067 

Astonishing  value  in  strictly  up-to-date  style. 


Note  the  neat  peplum.  Bound   qio   i-/\ 
to  be  a   heavy  heller      .      .      .   «pl«>.D" 


pel 
dozen 
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To    Recommend    Fabrics   and    Colors 

National  Cloak,  Suit  and  Skirt  Manufacturers'  Association  to  broaden  scope 

of  their   style  decisions  —  A    number   of  important    resolutions  —  Committee 

to    work  out  system  of  cost  accounting  —  A  salesman's  day  proposed — The 

condensation  of  sample  lines  has  worked  out  satisfactorily. 

Statt    Correspondence 


Toledo,  0.,  April  27. 

B,ESIDES  handing  out  their  recommendations 
as  to  suit  jacket  lengths,  skirt  and  separate 
coat  features  for  Fall,  the  National  Cloak, 
Suit  and  Skirt  Manufacturers'  Association  which 
held  their  semi-annual  convention  and  style  show  in 
Toledo,  April  26-27,  adopted  a  number  of  important 
resolutions  which  cannot  fail  to  be  of  interest  to 
Canadian  retailers  and  manufacturers. 

These  resolutions  will  mean  still  greater  concen- 
tration on  those  factors  making  for  standardization, 
not  only  in  lengths  and  general  style  features,  but  in 
colors  and  fabrics.  The  unprofitable  speculative  ele- 
ments are  to  be  minimized  and  a  still  more  practical 
as  well  as  practicable  working  basis,  evolved  for  the 
manufacturer  and  buyer. 

Committee  on  Colors  and  Fabrics 

Probably  the  most  important  of  these  resolutions 
calls  for  the  selection  of  a  committee  or  sub-commit- 
tee to  work  in  conjunction  with  the  Style  Committee, 
with  the  object  of  recommending  the  colors  and  fa- 
brics for  suits,  coats  and  skirts.  This  committee  will 
size  up  the  season  in  advance,  probably  go  as  far  as 
to  consult  with  fabric  manufacturers  and  will  report 
their  findings  to  the  Association.  This  plan  will 
work  in  to  advantage  with  a  preliminary  style  .show 
which  is  now  proposed  to  be  held  about  March  l-'th. 
to  which  members  of  the  Association  will  each  send 
two  or  three  garments.  This  will  enable  these  com- 
mittees to  study  the  style  tendencies  still  more  close- 
ly, and  to  bring  their  decisions  to  bear  upon  advance 
problems  at  a  time  when  they  will  be  most  helpful. 

When  the  proposal  to  have  a  committee  on  colors 
and  fabrics  wa.?  first  made,  some  members  prot&sted 
that  it  would  tend  to  curtail  individual  enterprise, 
and  that  the  As.sociation  was  "getting  in  too  deep"' 
in  the  matter  of  style  recommendation.  Sam. 
Schoenfeld,  of  the  Alexander  Black  Cloak  Co.,  To- 
ledo, who  is  chairman  of  the  Style  Committee  and 
wdio  moved  the  resolution,  pointed  out  that  it  was 
not  the  desire  to  lay  down  a  hard  and  fast  regula- 
tion, limiting  a  manufacturer's  originality  or  enter- 
prise, but  merely  to  have  the  committee  indicate  what 
fabrics  and  colors  were  best  suited  to  various  styles 
in  coats  and  suits.  It  was  well-known  that  the  cos- 
tumers  of  Paris  were  very  careful  in  selecting  the 
fabrics  best  suited  to  their  designs.  That  was  the 
work  which  he  had  in  vew  for  such  a  committee-- to 


act  merely  as  a  guide  in  the  application  of  weaves 
and  colorings  to  the  dift'erent  styles.  The  object  was 
to  overcome  the  element  of  doubt  to  as  great  an  ex- 
tent as  possible. 

After  .some  discussion,  the  A,ssociation  decided  to 
give  the  proposal  a  trial,  the  great  factor  contributing 
to  such  a  decision  being  the  success  that  has  always 
attended  the  reconmiendations  of  the  style  coiumit- 
tee. 


Cost  Accounting 

Another  resolution  took  the  form  of  a  recom- 
niendatiou  to  the  Welfare  Committee  to  take  up  (he 
question  of  cost  accounting  with  the  oliject  of  work- 
ing out  some  plan  applicable  to  the  garment  indus- 
try which  would  enable  the  members  to  form  an  ac- 
curate estimate  of  the  costs  of  production.  It  wa* 
fdmiited  by  some  of  the  uionibers  tha*.  at  the  pres- 
ent lime  they  had  no  idea  of  the  cost  per  garment 
or  what  the  production  cf  any  one  .-tyl)  meant  to 
tiieni  m  dollars  and  cer.ts. 

This  resolution  followed  an  address  on  "Effi- 
ciency." by  W.  J.  Power,  of  The  Emerson  Co.,  New 
York,  who  discussed  the  subject  under  the  head.s  of 
1.  Organization;  2.  Standardization;  3.  Realization. 
He  emphasized  the  importance  of  that  co-operation 
and  co-relation  which  makes  for  most  economic  ac- 
tion; the  desirability  of  that  system  which  enables 
the  manufacturer  to  plan  his  work  intelligently  with 
reference  to  force  materials,  customers  and  other 
definite  units.  Each  busine.ss,  he  stated,  .should  be 
divided  into   its   component  elements,   each   with   a 


TREND  TO'WARD  SMALLER  COLLARS. 

Although  the  tendency  seems  to  be  towards  more 
conservative  collars  on  separate  and  suit  coats,  the 
soft  roll  or  shawl  collar  is  still  well  represented. 
Many  of  these  formed  a  two-tone  effect,  with  the 
fabric  of  the  coat,  while  others  used  more  contrast- 
ing materials,  such  as  heavy  corded  or  large  pat- 
tern silks.  One  collar  of  the  convertible  type  was 
in  the  form  of  a  very  soft  roll,  which  could  be  ad- 
justed to  the  neck  much  after  the  idea  of  the 
sweater  collar.  It  was  in  contrasting  material,  blue 
with  grey,  or  blue  with  tan,  and  was  finished  with 
small  lapels.  Many  of  the  smaller  collars,  some 
with,  others  without  lapels,  were  trimmed  with 
braid.  Combinations  such  as  black  and  burnt  or- 
ange were  effective  for  collar  treatments. 
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No.   824 — $42.00  doz. 

Navy  Serge  trimmed  li'Uh  red  and  white 

stripe,   and  red  piping — H  to  14  years,      chandising". 


QUALITY 

THE 

HIGHEST 

POSSIBLE 

at 

THE 

LOWEST 

POSSIBLE 

PRICE 


/^UR  Children's  Gar- 
ments, from  two  to 
fourteen  years,  have  that 
distinctive  quality  which 
will  bring  trade  to  your 
juvenile  department,  and 
retain  it  when  it  does  come. 

TF  you  specialize  on  Juve- 
ile  Garments,  you  should 
see  our  Fall  Line.  If  you 
do  not  specialize,  you  are 
overlooking-  an  important 
item    in    Dry    Goods  Mer- 


No.  62"/ — $jo.oo  doz. 

Sailor  Suit  of  Navy  Serge,  trimmed 
with  red  braid  and  tie  ;  also  white 
braid  and  tie — 2  to  6  years. 


MANUFACTURED    BY 


\ 


FLETT,  LOWNDES  &  CO. 

LIMITED 

142-144  West  Front  Street,  TORONTO 
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competent  head,  and  over  all  a  strong  chief  executive 
or  manager.  Above  all,  it  was  essential  that  the 
manufacturer  know  in  the  most  practical  way  pos- 
sible the  cost  involved  in  order  to  arrive  at  a  proper 
appreciation  of  his  investment. 

Salesman's  Day 

A  third  resolution  provides  for  a  salesman's  day. 
This  has  in  view  a  conference  between  manufactur- 
ers and  their  traveling  representatives  when  prob- 
lems affecting  the  garment  trade  will  be  discussed, 
new  stjde  tendencies  considered,  and  the  retailers' 
point  of  view  obtained  from  the  men  who  sell  the 
goods.     This  will  necessitate  a  three-day  convention. 

CoxDENSiNG  Sample  Lines. 

The  question  of  condensation  or  reduction  of 
sample  lines  was  the  subject  of  an  interesting  discus- 
sion. It  followed  the  report  of  the  Welfare  Commit- 
tee upon  the  effect  of  several  resolutions  adopted  at 
the  April,  1911,  convention — resolutions  which  have 
an  important  bearing  on  the  retail  situation  as  well 
as  on  that  of  production. 

One  of  these  resolutions  stamped  the  practice  of 
carryijig  made-up  stocks  to  anticipate  the  wants  of 
retailers,  was  detrimental  to  interests  of  retailers  and 
manufacturers,  and  it  was  resolved  that  the  members 
of  the  association  would  not  cut  stock  for  Spring 
after  March  1st  and  for  Fall  not  after  September  1st. 

The  second  resolution  was  that  complete  lines  of 
samples  of  ladies'  and  misses'  garments  to  be  shown 
on  the  road  in  Spring  or  Fall  season  should  not  ex- 
ceed 40  suits  and  60  coats;  while  the  third  resolu- 
tion was  that  sample  lines  shall  be  sold  in  their  q\\- 
tirety  onlj',  and  that  the  discount  shall  in  no  case 
vary  from  the  following :  suits,  25  per  cent. ;  coats, 
20  per  cent. 

That  an  increasing  number  of  houses  were  adopt- 
ing the  policy  laid  down  in  these  resolutions  was  the 
report  of  the  chairman,  Morris  H.  Black,  of  the 
Alexander  Black  Cloak  Co. 

H.  Sterne,  of  Bischof,  Sterne  &  Stein,  Cincinnati, 
emphasized  the  advantages  both  to  retailer  and  man- 
ufacturer of  the  condensation  of  sample  lines.  Many 
of  the  houses  had  placed  smaller  lines  on  the  road 
for  Spring  than  in  previous  seasons.  Speaking  for 
his  own  firm,  he  stated  that  they  had  even  gone  l)e- 
low  the  recommendation  of  the  committee.  Sales 
had  been  in  every  sense  as  satisfactory.  They  had 
constructed  40  lines  of  suits,  which  included  15 
lines  after  the  first  lines  were  prepared,  and  as 
samples  were  sent  out,  certain  lines  were  recalled  in 
order  to  keep  the  range  down  to  25  suits,  and  they 
constructed  42  lines  of  coats.  It  was  possible  there- 
by to  show  a  line  that  was  well-balanced  as  to  price 
in  w^hich  grading  was  complete  and  duplication  re- 
duced to  a  minimum. 


A  great  mistake  was  often  made  in  duplicating 
styles  in  certain  materials.  Thus,  if  serges  and  che- 
viots were  both  good,  it  was  a  mistake  to  show  the 
identical  style  in  both  materials.  Through  conden- 
sation of  the  line,  the  salesman  found  it  cheaper  to 
travel  and  could  cover  the  ground  more  quickly.  It 
also  had  the  effect  of  cutting  down  factory  expense 
and  made  for  satisfaction  among  the  workmen  in 
that  they  did  not  have  so  many  varieties  to  work 
with.  By  concentration  they  did  better  work  and 
more  of  it  and  with  greater  profit  to  themselves.  Not 
only  did  it  give  the  manufacturer  an  earlier  start 
with  his  lines,  but  there  was  much  less  accumulation 
of  stock. 

The  benefit  to  the  I'etailer  was  obvious.  Whether 
large  or  small,  he  did  not  want  to  see  a  big  line  of 
goods.  The  buyer  could  look  over  a  small  line  and 
make  his  .selections  more  intelligently,  and  there 
were  fewer  jobs  to  compete  with  lines  sold  in  the 
regular  way.  Moreover,  his  stock  would  be  better 
assorted  where  he  selected  from  25  lines  than  from 
75  lines,  because  then  he  would  not  fall  into  the 
mistake  of  buying  one  of  every  kind. 

As  the  result  of  conden.sation,  while  orders  came 
in  as  usual,  they  were  better  taken  and  it  was  pos- 
sible to  give  better  delivery. 

Mr.  Black  pointed  out  that  the  American  manu- 
facturer was  just  beginning  to  repay  some  of  the 
debt  to  European  style  centres.  An  enterprising 
manufacturer  from  Berlin  had  recently  vi.sited  sever- 
al factories  in  the  United  States  with  the  idea  of 
adopting  some  of  the  methods  employed.  He  had 
stated,  however,  that  in  getting  up  the  lines  here 
each  season  there  was  not  enough  forethought.  In 
Berlin  they  worked  from  sketches,  largely.  These 
designs  took  weeks  and  moiitlis  to  prepare  in  the 
first  place,  and  latterly  the  manufacturers  spent 
about  eight  days  in  considering  them  and  in  making 
selections.  The  idea  was  to  make  production  as 
economical  as  possible. 

D.  C.  Palmer,  of  Percival  B.  Palmer  &  Co.,  Chi- 
cago, stated  that  by  a  process  of  elimination  they  had 
reduced  their  line  to  30  suits  and  30  coats,  and  that 
there  was  practically  no  stock  left  over. 

Sam.  Schoenfield  pointed  to  a  difficulty  in  the 
waj'  of  any  extensive  condensation,  namely  the  lack 
of  proper  information  as  to  materials  and  styles  be 
fore  the  season  was  under  way.  The  keynote  of 
styles  changed  in  Paris  every  six  months,  but  the 
information  was  not  available  soon  enough  to  work 
in  with  this  policy.  There  was  now  too  much  experi- 
menting; a  style  show  should  be  held  even  earlier 
than  at  present  in  order  to  settle  certain  fundament- 
al problems. 

Mr.  Sterne  replied  that  this  was  the  object  of  the 
style  committee  and  that  they  had  already  done  ex- 
cellent work. 
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F  1451  $13.75 


MAKE  THIS 
YOUR  LEADER 


This  stylish  Messaline  silk  dress 
made  in  the  Latest  Fall  Style, 
waist  finished  with  peplum,  silk 
ruffling  around  yoke  and  cuff  of 
sleeves,  double  row  down  centre 
of  skirts,  comes  in  all  plain 
shades. 

$13.75  Each 

Travellers  now  out  with  com- 
plete range  for  Fall, 


R.  D.  FAIRBAIRN  CO. 

LIMITED 

107  SIMCOE  STREET 

TORONTO 

BRANCH   OFFICES: 

MONTREAL  WINNIPEG 

VANCOUVER 


President:  Rhys  D.  Fairbairn 

Vice-Presidents:   F.  .1.  Knight, 

W.  C.  Cliff 
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Lay  Your  Plans  for 
With  Martin  &  Smith 


No.  360— Emb.  Dress,  $16.50 

Embroidery  Dress  trimmed  with 
fine  French  Val.  and  Baby  Irish 
insertion,  waist  surplice  effect; 
skirt  of  Baby  Irish  Embroidery, 
trimmed  with  lace  frill  around 
bottom.  Excellent  value  at  $16.50. 


The  Fall  Showing 
of  Waists  and 
Kimonas  Far 
Surpass  theUsual 


The  "  Martin  &  Smith " 
line  comprises  the  cream 
of  the  season's  style 
creations,  the  most  prac- 
tical models,  the  best  of 
workmanship  and  Al 
values.  Every  number 
is  a  winner  and  will 
brighten  up  your  stock  to 
a  surprising  degree. 

Our  representatives  are 
now  on  the  road  with  the 
complete  Fall  range.  Let 
them  show  you  the  new 
"  Martin  &  Smith  "  line 
and  you  will  be  convinced 
of  the  possibilites  that  it 
holds  for  every  merchant 
in  Canada. 

Write  for  samples  if  our 
representatives  fail  to  call. 


A  504—Linene  Waist,  $9.00  doz. 

White  Linene  Waist,  French  collar 
and  cufts,  in  plain  shirt  style,  guar- 
an\eed  fit  and  workmanship.  Price, 
per  dozen,  $9.00. 


Martin   &   Smith 

350  Sorauren  Ave., 
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A  Grooving  Business 
Dresses  and   Waists 


Big    Sellers    in 
Dresses    for 
Present     Delivery 
— New   Models 


No  doubt  your  stock  is 
broken  up  now  and  would 
be  the  better  for  a  few  real 
business  getters  which  would 
help  w^ork  off  to  advantage 
some  of  the  slow  sellers. 


These  two  dresses  represent 
the  tone  of  the  "  Martin  & 
Smith  "  summer  line.  The 
range  is  large  and  the  variety 
is  most  pronounced.  There 
is  no  sameness,  every 
number  has  an  individuality 
of  its  own  and  which  en- 
sures quick  sales. 


Brighten  up  your  stock  now 
and  turn  it  into  good  profits. 
A  502— Linene  Waist,  $9.00  doz.  Drop  a  card  to-day.      Order 


Sailor  Waist  of  good  heavy  quality 
linene,  with  sailor  collar  of  allover 
embroidery,  trimmed  with  blue 
duck.     Price  per  dozen   $9.00. 


by    number. 


No.  340— Voile  Dress,  $10.00 

Fine  Voile  Dress  trimmed  with 
beautiful  linen  Cluny  Insertion 
drapery  and  one  sided  effect. 
A  very  striking  mcdel.  A  leader 
at  $10.00. 


Company,  Limited 


Toronto,    Ontario 
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Promising  Ready-to- Wear  Outlook 


Extended  Spring  Season  preposes  the  way  for  an   exceptionally  busy  Fall — 

Conditions  excellent  in  the  ready-to-wear  business — Trouble  likely  owing  to 

late  delivery  of  materials — Influence  of  the  West  on   ready-to-wear  trade — 

Standardization  of  important  style  features. 


THE  question  of  the  general  business  outlook 
for  the  coming  months  is  interesting,  both 
the  manufacturers  of  ready-to-wear  garments, 
who  are  going  to  the  trade  with  sample  lines  for  the 
Fall  season  of  1912-13,  and  to  the  merchants  with 
whom  the  final  distribution  rests.  Style  is  of  first  im- 
portance, but  the  general  prosperity,  and  the  extent 
of  the  country's  capacity  to  buy  is  vital. 

Providentially,  there  is  no  questioning  of  this 
continued  ability  during  the  coming  months,  and 
particularly  is  this  true  of  the  great  and  growing 
west,  where,  during  the  past  few  years  expansion  in 
sales  has  been  so  large,  and  from  which  has  come 
so  much  of  the  business  which  has  placed  the  Cana- 
dian ready-to-wear  manufacturing  on  its  present 
sound  basis. 

Certainly  the  ready-to-wear  manufacturers  have 
no  quarrel  with  the  present  Spring  season,  cool,  back- 
ward, and  generally  unpleasant,  though  it  may  be, 
for  it  has  prolonged  Spring  business,  and  promises 
to  leave  them  with  stocks  clean,  and  in  the  best  of 
positions  for  the  beginning  of  another  season. 

All  Canadian  trade,  but  peculiarly  the  garment 
trade,  depends  greatly  upon  the  business  done  in  the 
value  enormously,  but  the  continued  cold  weather  has 
been  of  benefit.  Much  anxiety  has  been  felt  about 
the  question  of  marketing  the  immense  quantity  of 
moist  grain,  the  balance  of  last  year's  crop,  that  was 
known  to  be  still  in  the  hands  of  the  farmer.  A 
period  of  warm  weather  would  have  depreciated  its 
value  enormously,  but  the  continuel  cold  weather  has 
allowed  tliis  grain  to  be  threshed  and  marketed  in 
good  condition.  Therefore,  the  value  of  last  year's 
crop  will  exceed  materially  the  estimates  made  at  the 
opening  of  the  present  year,  and  the  spending  power 
of  the  west  will  be  that  much  increased,  and  manu- 
facturers in  the  east  will  benefit  proportionally. 

Farmers  are  now  preparing  for  the  new  crop 
under  exceptionally  good  conditions,  and  though 
there  will  be  no  phenonienal  increase  in  the  acreage 


brought  under  cultivation  like  that  of  last  year,  the 
outlook  ahead  in  the  west  is  particularly  promising. 

Happily  much  of  the  unrest  that  marked  the 
early  part  of  the  year  among  the  cloak  and  suit 
operators  has  quieted  down,  and  in  England  the  coal 
strike  is  ended.  Its  effects,  however,  have  not  passed, 
and  it  is  feared  that  they  will  make  themselves  un- 
pleasantly felt  later,  when  Fall  cloths  and  materials 
are  due  to  hand,  placing  the  bulk  of  deliveries  from 
six  weeks  to  two  months  late.  Buyers  can  appreciate 
the  difficulties  this  will  create  in  the  getting  out  of 
Fall  garment  orders,  and  should  certainly  give  this 
condition  consideration,  and  make  due  allowance 
when  placing  Fall  orders,  and  orders  should  be 
placed  early  enough  to  protect  their  stocks  during 
the  early  part  of  the  season.  This  will  mean  that 
shipments  will  be  assured,  and  garments  on  hand  at 
the  period  when  the  best  profits  are  made  in  the  gar- 
ment department. 

A  feature  that  makes  for  confidence  in  buying 
this  season  is  the  progress  made  bj^  manufacturers 
and  designers'  associations,  whereby  important  style 
features  such  as  lengths  are  standardized.  So  strong 
are  these  associations  becoming  that  manufacturers 
who  do  not  belong  to  their  ranks  are  lending  a  will- 
ing adherence,  as  they  are  supremely  conscious  of 
the  benefit  received  when  all  go  to  the  trade  with  the 
one  length  coat  and  the  same  salient  style  features. 

It  can  scarcely  be  said  that  a  definite  understand- 
ing has  yet  been  reached,  but  tlie  coming  week  will 
see  this  important  point  of  coat  lengths  about  settled. 
Buyers  who  in  the  meantime  place  orders  are  assured 
that  the  garments  they  Avill  receive  will  conform  to 
the  accepted  general  .standard. 


IMITATION    FUR     THIMMINGS     AT     TOLEDO 
STYLE  SHOW. 

Imitation  fur  as  a  coat  trimming  was  sufficiently 
in  evidence  to  indicate  tliat  it  is  being  considered. 
One  two-toned  brown  diagonal  had  medium  collar 
and  deep  cuffs  of  imitation  pony,  while  another  coat 
of  zibeline  cloth  was  trimmed  with  imitation  beaver. 
was  trimmed  with  imitation  beaver. 


DRY     G  O  O  D  S     Fk  1^:  V  I  E  W 


n: 


LONG    SLEEVES 


Navy   Chiffon  Waist. 
Long  Sleeves. 
Shadow  Drape  Fichu. 
Frefich   Vest  Effect. 
Tailored  Bow. 
Cerise  Velvet. 


The  Waist  illustrated  is  a  Navy  Chiffon    over    Net,    and   features    long'    sleeves,    which  are 

absolutely  correct  for  Fall. 

Our  Waist  designers  spent  considerable  time  this  spring  in   Paris  and   London,    studying  the 

waist  situation,  and  in  common  with  some  of  the  larger  houses  on  this  side  of  the  water  have 

adopted  for  Canadian  trade  the  models  being  shown  in  our  fall  range,  ready  May  15th. 

This  range  comprises  Plain,  Fancy  and  Changeable  Silks,  Nets  in  all  varieties  from  $24,00  per 

dozen  up,  and  Chiffons  in  almost  unlimited  varieties  of  designs.      We  have  waited  till  the  last 

possible  date  in  getting  the  "Last  Word"  so  we  advise  merchants  seeing  salesmen  at  earliest 

opportunity. 


LADIES'  Wear  Limited 


W.  F.  GOFORTH. 

Managing  Director. 


Toronto 
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BRODY  &  FUNT 
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TRADE       MARK       REGISTERED 


SEPARATE  SKIRTS 


13-21   East  22ncl  Street,    -     New  York. 

Between  Broadway  and  Fourth  Avenue, 
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Messaline  silk  dress,  waist  in  silli  mar- 
quisetta  embroidered,  lined  with  gold 
cloth  and  jet  silk.  Skirt  trimmed  with  two 
rows  of  rufflings:  sleeve  and  yoke  of  fine 
shadow  lace.  —  Courtesy  R.  D.  Fairbairn 
Co.,  Toronto. 


Pannier  Cleverly  Modified 

In  some  dresses  the    drapery  is  not  much 

more  than  indicated  —  Buyers  asking  for 

party  and  dinner  gowns  —  Dresses    cover 

wide  range  —  Novelties  for  Summer. 

Suits  have  experienced  an  exceptionally  good 
Spring  season,  but  their  sale  has  not  encroached  per- 
ceptibly upon  the  immense  business  done  in  dresses. 
This  is  because  the  suit  is  now  recognized  as  be- 
ing just  as  much  an  out-door  garment  as  the  coat, 
thus  leaving  to  the  dress  almost  undividedly  the  field 
of  indoor  wear.  This  view  is  encouraged  by  modern 
habits  of  living,  and,  moreover,  the  woman  of  mod- 
orate  means  recognizes  the  real  economy  of  this  view 


as  nothing  so  soon  takes  the  freshness  away  from  an 
out-door  garment  as  a  course  of  house  wear. 

Since  the  garment  manufacturer  took  up  the 
dress  problem,  the  gown  for  different  occasions  has 
become  an  every-day  factor  and  this  is  one  reason 
why  this  section  of  the  dress  department  has  grown 
so  rapidly  and  the  trade  done  there  has  assumed  such 
large  proportions. 

The  wrapper  has  given  way  to  the  smartly  cut, 
trimly  fitting  and  neat  house  dress,  and  this  business 
is  now  an  all-the-year-round  one  in  nearly  every 
store.  Then,  there  are  street  dresses,  smart  house 
gowns,  reception,  party  and  dinner  gowns,  while 
lingerie  'models  now  sell  for  the  greater  part  of  the 
year. 

Though  preparations  for  Fall  are  under  way,  the 
production  of  new  models  for  the  present  season  is 
by  no  means  over  and  many  lines  show  models  both 
for  present  and  for  the  coming  season.  For  present 
selling,  models  in  shot  chiffon  taffeta,  and  shot  pail- 
lettes are  showing.  There  are  one-piece  dresses  in 
peplum  or  coat  effect  with  trimmings  of  ruches,  cord- 
ings  or  pleatings  of  the  same  material.  Skirts  are 
four-gored  with  a  trimming  placed  above  the  hem 
and  repeated  round  the  peplum  and  collar.  There 
are  collars,  as  well,  of  heavy  lace  defining  the  V  neck 
and  trimming  the  %  sleeves,  while  up  the  front  from 
the  trimming  to  the  neck  runs  a  ladder  of  smart  Lit- 
tle bows.  Where  buttons  are  used,  they  are  of  glass 
and  a  smart  little  touch  is  the  using  of  a  satin  but- 
ton as  a  centre  to  give  the  same  color  note  as  the 
gown.  The  waist  line  is  only  slightly  shortened  and 
skirt  and  waist  is  put  together  with  a  heavy  piping. 

Models  of  this  kind  are  developed  both  in  shot 
taffetas  and  in  shot  paillette. 

The  combining  of  white  with  laces  in  natural 
shade  was  introduced  some  time  ago,  but  is  only  now 
being  developed.  Heavy  Cluny  combines  well  with 
the  finer  weaves  in  the  new  ratine  cloth.  A  distinct- 
ive model  for  present  selling  has  the  collarless  V 
neck,  with  the  lace  sewn  on  to  simulate  a  sailor- 
shaped  collar.  The  dress  buttons  from  hem  to  neck 
with  ratine  covered  buttons  and  there  is  a  shaped 
postilion  and  divided  peplums  put  on  with  the  heavy 
piping  that  joins  waists  and  skirts.  New  numbers  in 
lingeries  show  suggestions  of  a  double  skirt,  and  the 
trimming  is  applied  so  as  to  give  the  pannier  sug- 
gestion. Two  or  more  laces  are  combined  and  one 
of  them  is  always  the  shadow  lace.  This  lace  invar- 
iably composes  the  tucker  or  yoke  effect  at  the  neck. 
Filet  is  much  used  and  imitation  crochet  is  another 
much-favored  lace. 

Lines  of  dresses  out  on  the  road  are  chiefly  street 
dresses  developed  in  serge,  poplin,  wool  taffeta  and 
fine  worsteds.  These  models  are  in  continuation  of 
present  styles  and  are  plain  tailored.  They  have  the 
front  fastening  and  show   one-sided   and   simulated 
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THE  EGYPTINE 
UNDERSKIRT 
IS  FINE  VALUE 


Egyptine  Underskirts  represent  the 
BEST  VALUE  of  any  silk  mixture 
skirts  on  the  market. 

The  material  is  GUARANTEED 
to  us — we  guarantee  every  garment  to 
you  with  this  guarantee  label : 


The  value  is  in  the  MATERIAL, 
in  the  wearing  quality  of  the  goods. 
Egyptine  has  all  the  rich  rustle  of 
pure  silk,  but  wears  three  times  as  long. 

Egyptines  look  well,  wear  well,  hold 
their  shape  and  are  guaranteed  satis- 
factory. 

Value  for  Value,  Egyptmes  are  beyond 
comparison.  Be  sure  of  this  label  on 
the  band. 


^crUlca^ 


^^^nukd. 
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Fall  Model.  —  Dress  in  bi'own  duchesse 
satin,  with  new  macrame  lace  inset  yoke 
and  collar.  Skirt  in  simulated  tunic 
style,  finished  in  back  with  full-length 
panel.  Invisible  front  closing,  trimmed 
with  full  ball  buttons.  Made  also  in 
black.— Courtesy  Dalton  Mfg'.  Co.,  Toronto 


tunic  effects.  Collars  of  lace  or  narrow  turn-back 
collars  of  satin  form  the  neck  finish  and  the  majority 
of  models  have  the  full-length  sleeve  though  some 
are  %  and  intended  to  be  worn  over  a  separate 
guimpe  of  lace.  Pipings,  braid,  touches  of  plain 
and  striped  velvet  and  lines  of  buttons  form  the 
trimmings.  Some  models  have  added  peplums  and 
some  have  a  trimming  applied  to  give  a  peplum  effect. 
Waists  have  the  blouse  effect  but  do  not  hang  over, 
and  the  waist  line  is  only  slightly  raised.  The  waist 
and  skirt  is  usually  joined  with  a  piping,  but  some 
models  have  this  join  concealed  under  a  patent  leath- 
er belt. 

THE   NEW    FALL   DRESSES. 

Turning  to  new  styles,  the  Fall  fashions  give 
promise  of  great  beauty,  for  materials,  trimmings, 
colors  and  general  outlines  are  exceptional,  and  what 


makes  them  more  than  ever  desirable,  though  there 
is  much  that  is  new  rightly  managed,  there  is  noth- 
ing spectacular  in  the  new  styles.  Pannier  modifica- 
tions and  the  new  pannier  skirt  are  cleverly  devel- 
oped so  that  it  does  not  become  extreme  and  with  the 
drapery  effect  not  much  more  than  indicated  and 
so  used  that  it  does  not  take  from  the  slender  figure 
line.  There  is  some  indecision  about  the  part  taffe- 
tas will  play  in  the  making  of  these  gowns  at  present 
but  none  about  the  use  of  soft  souple-finished  satin 
fabrics  such  as  duchesse,  satin  mousseline  and  pail- 
lette. Also  laces,  soft  and  shadowy,  and  nets,  nin- 
ons,  the  new  ninonette,  fine  marquisettes,  and  chif- 
fons, both  plain  and  .shot  will  be  much  used.  Tunics 
of  crystal  net,  crystal  trimmings,  buttons,  bows  and 
artificial  flowers  will  be  used.  For  evening  wear, 
soft  brocades  are  to  be  used  and  gold  laces  and  gold 
trimmings. 

Afternoon  gowns  of  taffeta  or  satin  have  apron 
tunics  of  lace  and  net.  Pipings  and  trimming  touch- 
es of  cerise,  cherry  or  burnt  orange  will  be  piuch 
used,  particularly  on  white  and  ivory.  Cerise \and 
cherry  with  navy  and  burnt  orange  on  tan  and 
brown,  or  grey  will  be  other  good  combinations.     ^, 

Taking  the  Fall  color  scheme  broadly,  navy^ 
Copenhagen  and  the  new  Persian  blues  certainly 
lead,  followed  by  tans  and  brown.  Grey  is  also  in 
evidence  and  there  is  an  expectation  that  reds  will  be 
good.  White,  ivory,  and  apricot  or  flesh  are  the 
leading  evening  shades  and  pink  and  sky  are  good'j 
while  black  promises  to  come  on  later. 


Interesting    Sleeve    Problem 

Majority  of  models  show  the  long  sleeve  —      ' 
Three-quarter  sleeves  also  shown  — •  Indica- 
tions point  to  the  %.  sleeve   for  summer  1913 

Sleeves  always  present  an  interesting  problem, 
for  it  is  often  by  means  of  the  sleeve  style  that  the 
vintage  of  the  gown  is  determined,  and  all  the  trade 
is  fully  acquainted  with  the  impossibility  of  selling 
a  garment  that  has  got  the  wrong  sleeve.  There  the 
question  of  sleeves  is  always  important.  As  a  general 
rule,  sleeves  have  a  tendency  to  crystalize  into  one 
particular  style  and  length  each  season.  Fashion, 
however,  is  always  springing  surprises,  and  the  sea- 
son we  are  entering  upon  promises  to  prove  no  ex- 
ception. It  is  the  Fall  season  and,  therefore,  the 
longer  sleeve  is  the  most  practical  for  general  wear, 
and  undoubtedly  the  full  length  sleeve  will  be  most 
in  evidence,  but  it  will  not  rule  absolutely,  not  even 
in  gowns  of  cloth  and  silk  for  day  wear,  though  the 
opinion  is  expressed  that  many  of  these  short-sleeved 
models  will  be  worn  with  a  guimpe.  Nor  will  dressy 
gowns  be  all  developed  with  the  short  sleeve — that  is, 
with  the  %  or  sleeve  that  comes  just  above  the  elbow, 
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D ALTON"  VALUES 


This  Beautiful 

VOILE 
DRESS 

$4  00 


No.  478 

Fine  Cotton  Voile  Dress,  prettily  trimmed 
with  Barmen  lace  insertion,  new  postil- 
lion waist  edect.  with  or  without  postil- 
lion, a  big  value  at $4.00. 


For  Immediate 
Delivery 


No.  588 

Fine  French  lawn,  beautifully  trimmed 
with  embroidery  and  Nottingham  lace, 
square  yoke  effect.  One  of  our  extra  spec- 
ials at  $9.00  a  dozen. 


7-O^OA/7-0 

Every  Garment  bears  this  "Dalton"  Label. 

SUCH    values   as    these    are    rarely 
found  through  the  press,  yet  they 
are  only  three  of  many  such  values 
as  are  offered  in  the  "Dalton"  range. 

F^^Illustrations  cannot  do  them  justice. 
Write  for  a  trial  order.  The  garments 
speak  for  themselves.  Special  range 
of  dresses  in  stock  at  $2.50  up  to  $9.00. 
To  see  is  to  appreciate.  Prompt]  at- 
tention to  open  orders. 

Out  for  Fall.  Our  representatives  are 
now  on  the  road  with  Fall  line.  See  the 
complete    line  before  buying  for  Fall. 

THIS  WAIST,  $9.00  dozen. 


This  Exclusive 

VOILE 
DRESS 

5.25 


No.  480 


Fine  Cotton  Voile  Dress  trimmed 
with  Cluny  lace,  embroidered  voile 
and  fine  tuckinff.  a  big  special  for 
immediate  delivery.      Price   .     $5.25. 


DALTON  MFG.  CO. 


400  RICHMOND  ST.  WEST, 


TORONTO 


Representatives: — Hanley,  MacKay,  Chisholm  Co.,  139  Albert  St.,  Winnipeg;  J.  T.  Chisholm,  B.C.;  J.  J.  MacKay,  Man.; 
C.  Doberer,  Alta.;  R.  J.  Henselwood,  Sask.;  A.  F.  Myerson,  Montreal  ;  N.  W.  Kittson,  Ontario;  F.  Dalton,  Ontario. 
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Dress  of  white  ratine  trimmed  with 

cUiny ;    waist   in    peplum   eftect.  — 

Courtesy  of  Martin-Smith  Co.  Ltd  , 

Toronto. 


but  there  -will 
sleeve. 


be  models  shown  with  a  loi:ig  fancy 


This  is  strictly  in  accordance  with  Parisian  ideas 
as  expressed  at  the  last  Paris  opening  and  since  de- 
veloped and  emphasized  in  the  many  models  produc- 
ed since  that  opening  was  held.  All  the  leading 
model  houses  are  careless  of  any  settled  type,  but  are 
producing  the  length  and  style  of  sleeve  that  is  best 
fitted  to  their  conception  of  what  is  needed  to  com- 
plete artistically  the  lines  of  the  garment. 

Thus,  with  Parisian  makers,  there  has  been  no 
settled  length  or  particular  style  advocated  though 
it  may  be  said  that  more  long  sleeves  than  short,  are 


seen.  This,  however,  is  purely  because  the  periods 
copied  showed  the  long  plain  sleeve.  This  is  all  in 
line  for  designers'  work  for  the  Fall  season,  and  the 
influence  is  so  obviou.sly  appropriate  and  reasonable 
that  it  is  safe  to  be  copied  and  though  the  long  sleeve 
will  not  be  absolute  it  will  be  paramount  for  the  com- 
ing Fall  and  Winter  season.  Dressy  gowns  and 
w^aists  intended  for  reception  and  party  wear  will 
continue  to  show  the  %  and  the  shorter  sleeve. 

Moreover,  the  style  conditions  above  outlined 
promise  to  exert  a  marked  influence  over  sleeve  fash- 
ions for  the  Summer  of  1913,  for  with  the  choice  of 
sleeve  practically  left  open,  both  the  manufacturer 
and  the  buying  public  will  favor  the  %  sleeve.  Dur- 
ing the  last  decade,  whenever  a  long  sleeve  has  been 
put  out  for  Summer  wear  it  has  only  been  received 
under  protest  and  has  .suffered  a  sudden  and  total 
eclipse  as  soon  as  a  pretty  and  practical  model  has 
appeared  above  the  fashion  horizon.  Personal  com- 
fort, economy  and  hygienic  considerations  all  favor 
the  Summer  waist  wdth  the  %  sleeve. 

MODIFIED    PANNIEK    MODELS. 

It  looks  as  though  the  next  big  fashion  move- 
ment was  going  to  bring  the  pannier  period,  modi- 


S ale  of  Exclusive  Suits  &Dresses 


Superior  Suit  &  Dress  Styles  at  an 
Average  of  %  Price! 

O'NVill's  have  no  liesitation  in  dediuing  these  beautiful  new  DRKSSES  and 
SUITS  to  lie  fiiliy  50  percent,  cheaper  Iban  ^mall  specialty  shops  can  sell  them.  As 
the  sketch  indicates,  the  styles  are  very  new  and  exclusive,  at  the  same  time  being 
wearable  by  women  who  like  to  look  "different"  ^vithout  being  conspicuous. 

liuvini;  lilready  demoDSlrated  our  superiority  in  lower  priced  lines,  we  have  prepared  to  surpnse 
to-moirow  Ihc  wrnnan  who  wants  a  rich  adaptation  of  an  individual  Parisian  style! 

Of  cour'ie,  the  ^\\  sketches  above  are  mere  ex.imple's  of  the  great  rajige  of  stvtcs  in  botb  SriTS 
and  DRESSES  The  Dresses  come  m"  Changcabl.-  Two-Toned  Taflcta.  Plain  and  Striped  Taffeta, 
\'nile.  Crepe  Meteor,  Flowered  Chiffon.  Net.  Brocjidcd  Siilin  and  Charmeuse.  Semi-Tailored  Suit* 
in  Two-Toned  Tatl'ela,  Satin,  Eponge,  Basket  W.  ;ive5.  Voile,  Whipcords.  French  Serge.  WoRteds 
and  Siriped  Novelties. 

Worth  $49  to  $125.      Demonstration  Sale  Prices  $29.75  to  $59 


t,0(X)  Classy  SUITS  and  Spring  rf  f  q  yr 
COATS,  $35  Values  at   .   .    .    .^lyJD 


This  advt.  of  the  O'Neill  Adams  Co.,' New  York,   is  of 

parLiculai-  interest  to  Canadian  ready-to-wear  merchants 

and    buyers,    since   it   illustrates   the    influence    of   the 

pannier,  a  number  of  modified  types  being  shown. 
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HERE  is  one  Gar- 
ment House  in 
Toronto  concern- 
ing whose  line  and 
manufacturing  re- 
sources no  buyer 
of  Ladies'  or 
Children's  Coats, 
Suits  and  Dresses 
can  afford  to  be 
ignorant. 

Fall  samples  can 
now  be  seen  in  our 
new  Showrooms,  or 
with  our  salesmen 
on  the  road. 


The  Laurel  Manufacturing  Co. 


60-68  Bay  Street 
TORONTO 
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New  York  model  of  white  ratine,  showing 
stylo  features  that  will  be  prominent  in 
Fall  models.  The  lace  is  heavy  Cluny  in 
natural  shade,  and  the  buttons  are  covered 
with  burnt  orange  satin. 


Smart  Xuw  Yoi-k  inculel,  develoinMl  in  Ian 
and  black  cliillbn  lalt'ula.  The  apron  ellcct 
is  developed  in  black  and  apricot  chiffon, 
with  tiny  black  buttons  at  stated  intervals. 
The  sleeve  is  a  new  one  and  shows  the 
pleated  frill  at  the  wrist.  The  skirt  is  in 
overskirt  effect,  with  a  pleated  underskirt 
extending  into  a  panel  at  the  back. 
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Get  the  bare  facts 
before  buyin; 

THEN  YOU'LL  BUY  RIGHT 


® 
® 

I 

® 

I 

® 
® 
® 

I 

® 

i 

® 
® 
® 
®  ® 
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Wilson-Waldman  Suits  and 
Coats  for  Fall  and  Winter 


IGHT  buying  has  been  the  subject  of  discussion  ® 

very  often,,  but  when  the  bare  facts  prove  that  a 
line   is   right   there   is  no   room    for  discussion.  ® 

The  Wilson-Waldman  line  of  coats  and  suits  have 
been  so  well  proven  that  we  do  not  hesitate  in  say- 
ing that  "  no  better  garments  are  made  "  for  value,  ® 
quality  and  style.  ^ 

® 
® 

®  iAr.i__      lAr    11  c     .x_    .1  I 

® 

® 


are  a  credit  to  our  New  York  designer  who  has 

been  in  Paris  to  see  the  newest  novelties  and  latest 

designs  of  garments  which  are  to  be  produced  this 

Fall.     They  are  in  every  way  superior  in  style,  fit, 

finish  and  quality  to  any  of  our  previous  showings. 

Real  values  will  make   them  most    interesting  to  ® 

you  and   your   customers,  insuring  a   successful  ® 

season. 


Before  you  decide  on  your  Fall  stock,  we  would 

like  to  present  our  entire  range.     Our  line  is  open  ® 

for    comparison    and   we   are   willing   to   let   the 

merchants  be  the  judges. 

Wait  for  our  representative. 


Wilson-Waldman  Costume  Co. 

161  SPADINA  AVENUE,  TORONTO 


®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®®( 
Please  mention  The  Review  to  A  dvertisers  and  Their  TraveUra. 


® 


® 


128 


READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


Fall  coat  model  in  zibellne  cloth,  with 
large  collar  of  reverse,  giving  two- 
tone  eftect ;  extended  collar  and  semi- 
belt.  —  Courtesy  Ontario  Cloak  Co., 
Toronto. 


fied  and  modernized,  of  course,  to  the  front.  With 
gowns  of  this  type,  an  exceptionally  dainty  %  sleeve 
was  worn — one  that  shows  a  flattering  flounce  finish 
at  the  elbow.  The  trade  has,  as  yet,  seen  no  models 
of  this  type  and  the  season  will  be  well  advanced  be- 
fore they  have  any  general  vogue,  but  that  will  come 
just  at  the  right  moment  to  influence  Summer  sleeve 
styles  and  though  it  is  impossible  to  predict  absolute- 
ly so  far  in  advance.  The  Review  anticipates  that  the 
short  sleeve  will  rule  for  the  Summer  of  1913.  This 
view  is  borne  out  by  the  sample  lines  of  gloves  for 
the  Spring  and  Summer  of  1913.  These  lines  are 
now  being  placed  before  the  distributing  houses  and 
all  emphasize  the  long  glove.     There  is  no  need  to 


point  out  the  intimate  connection  between  the  length 
of  the  glove  and  sleeve  lengths,  as  they  are  inter-de- 
pendent. 


Serge  for  Juvenile  Wear 

Blue  the    popular   color — Junior  Misses  a 

new   line  that    is    found    to     fill   want  — 

Straight  cut  the  new  feature. 

The  majority  of  lines  of  misses'  and  children's 
dresses  are  now  on  the  road,  though  where  misses' 
are  made  a  particular  feature  there  will  be  later  and 
newer  models  added.  This  is  because  misses'  sizes 
now  take  the  place  of  women's  up  to  36  and  38,  as  it 
is  found  that  they  fit  small  women  more  perfectly 
and  with  less  alteration.  Therefore,  there  is  more 
necessity  of  a  wider  choice  and  for  keeping  more 
strictly  abreast  of  the  fashions  in  misses'  than  in 
children's  lines.  Rendered  necessary  by  this  condi- 
tion, junior  misses  have  been  put  out.  These  models 
are  intended  for  the  12  to  18  year  old  girl  that  is 
small  for  her  age,  and  for  whom  a  child's  dress  would 
be  out  of  place. 

Navy  serge  is  by  far  away  the  most  popular  ma- 
terial for  the  making  of  both  misses  and  children's 
dresses  for  Fall  wear.  Tan  serge  is  beginning  to  be 
asked  for,  but  black  and  white  checks,  save  in  the 
cheapest  of  models  have  not  sold  well.  Smart,  plain- 
ly-tailored, smartly  trimmed  with  pipings  of  con- 
trasting color  such  as  cherry.  Delft  and  light  tan  are 
those  .showing.  The  newest  model  shows  the  apron 
tunic  piped  and  smartly  trimmed  with  covered  but- 
tons. Lace  collars  and  narrow  black  satin  collars  fin- 
ish the  slightly  cut-away  neck,  and  many  models 
have  the  %  length  sleeves  and  can  be  worn  with  or 
v>ithout  a  separate  guimpe  of  lace  or  net. 

The  new  cut  for  children's  dresses,  that  is  up  to 
12  or  14,  is  perfectly  straight  from  the  arm  to  the 
feet,  and  there  is  practically  no  curve  to  the  waist 
line.  Large  collars  to  match  the  pipings,  panel 
fronts,  and  side  effect  much  used.  Children's  dress- 
es, as  a  rule,  have  the  long  sleeve  set  in  at  the  shoul- 
der and  drawn  into  a  narrow  band  cuff.  Many  chil- 
dren's models  are  developed  in  bordered  serge  and 
they  are  selling  well  and  are  well  liked. 

The  line  of  misses'  models  developed  in  shot  chif- 
fon taffeta,  shot  paillette  and  duchesse,  includes  many 
peplum  and  apron  tunic  models.  These  dresses  are 
trimmed  with  shirrings,  pleatings,  puffings  and  cord- 
ings  of  the  same  silk  and  have  rows  of  buttons  or 
tiny  flat  bows  from  the  trimming  line  to  the  throat. 
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GALE  MANUFACTURING 
COMPANY  LIMITED 
TORONTO   ONTARIO 

PRODUaS  THAT  EXEMPLIFY 

THE  HIGHEST  IDEALS  OF  aUALITY 
AND  VALUE.  SHOWING  NOW 
BEING  MADE  FOR  FALL  1912 

WRITE   FOR  BOOKLET 


^^-.Z 


Waist — Silk  and  Wool  French 
Dress  Goods,  trimmed  side 
rever,  Messaline  Silk,  Buttons 
and  Silk  Rraid. 


Child's  Dress- — Black  and 
White  Shepherd's  Check 
Dress  Goods,  trimmed  con- 
trasting shade,  bias  folds 
and  velvet  buttons.  ' 
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straight  cut  semi-belted  model  developed  in 

gi-ey  chinchilla  cloth.— Shown  by  Tacka- 

berry,  Stone  &  Co.,  Toronto. 


Novelty  in  Cut  and  Cloth 

Features  of  Fall  suits  —  Coats  32  and  34 
inches  —  No  change  from  slender  outline 
and  skirts  no  wider  —  Many  velvet  suits 
—  Chinchillas  and  rough  finished  fabrics 
lead. 

The  question  of  the  proper  coat  length  for  the 
Fall  suit  coat  is  being  much  discussed  at  the  present 
time,  but  the  general  opinion  seems  to  be  that  its 
solution  lies  between  32  and  34  inches.  It  is  only  a 
matter  of  a  short  time  before  this  point  will  be  defin- 
itely settled  and,  in  the  meantime,  buyers  are  safe  in 
placing  orders  as  the  assurance  is  definitely  given 
that  the  proper  length  coat  is  the  one  that  will  go  out 
when  deliveries  are  made. 


There  are  some  indications  that  misses'  coats  will 
be  cut  32  in.  while  the  34  length  will  be  accepted  for 
women's  garments.  This  would  mean  practically 
the  same  length  of  coat  as  misses'  garments  are  now 
universally  sold  for  small  women's  wear. 

MODIFIED    CUTAWAY    EFFECT. 

There  is  no  change  in  the  figure  line  and  coats 
are  more  or  less  straight  cut,  and  many  models  ex- 
hibit the  modified  cut-away  effect,  though  some  very 
attractive  suits  are  more  extreme  than  last  year. 
Broken  lines  in  both  coat  and  skirt  cutting  are  a  big 
feature.  The  big  collars  are  modified  down  material- 
ly and  and  revers  are  not  so  prominent.  Many  mod- 
els have  the  notched  coat  collar,  and  some  are  collar- 
less,  a  wide  band  finish  taking  the  place  of  collar  and 
revers.  The  high  novelty  is  the  Directoire  or  Robes- 
pierre collar  high  at  the  back  and  turning  over  into 
narrow  revers.  These  collars  are  such  as  were  worn 
a  century  ago  and  can  be  seen  in  pictures  of  that  day. 
This  is  the  extreme  mode  and  will  only  be  developed 
in  fancy  models. 

TRIMMING  FEATURES. 

Braid,  l^uttons,  and  collar  facings,  are  the  trim- 
ming features,  and  some  use  is  made  of  pipings. 
Two-tone  velvets,  and  cord  silks  in  two-tone  and  shot 
effects  are  other  leading  novelties  in  facing  materials, 
while  plain  black  satin  is  never  out  of  use  for  this 
purpose.  This  is  used  chiefly  for  the  facings  on  vel- 
vet suits.  Cord  velvets  have  often  the  facings  made 
of  white  corduroy  particularly  so  when  the  suit  is 
blue. 

There  is  every  promise  of  a  big  velvet  suit  season 
and  manufacturers  of  better  grade  suits  have  made 
preparations  to  meet  the  demand.  Blue,  black,  brown 
and  grey  are  the  expected  selling  colors  and  both 
plain  and  cord  weaves  are  being  taken. 

NOVELTY   FEATURES. 

This  is  to  be  a  big  novelty  season  and  novelty 
weaves  in  cloths  as  well  as  novelty  cut  within  certain 
modified  lines,  will  be  the  big  selling  features.  Many 
weaves  have  the  velour  or  velvet  finish,  and  brushed 
or  zibeline  finishes  are  strong.  Much  interest  is  tak- 
en in  chinchillas  or  to  give  them  their  new  names,  ra- 
tines or  sponge  cloths.  Where  advance  models  have 
been  shown  and  are  selling,  buyers  have  been  inter- 
ested and  have  placed  orders 'freely  for  this  cloth. 

Serges  are  still  a  fabric  to  conjure  with,  and  in 
cheviot  and  diagonal  weaves  are  decidedly  in  a  lead- 
ing position,  big  orders  are  being  placed  on  whip- 
cords and  for  early  selling  will  be  a  leading  suit  fa- 
bric, with  zibelines,  brushed  coteles  and  Scotch  mix- 
tures to  come  on  for  the  later  season. 

Blue  is  the  leading  color  with  mid  and  lighter 
shades  in  navy,  perhaps  better  than  the  very  dark 
shades,  while  there  is  no  question  of  the  standing  of 


Dry  Goods  Revieu 


READY-TO-WEAR    GARMENTS 


131 


The  Kind  That  Sells 


Travellers  are  now  out 
with  the  "  Princess  "  line 
of  children's  dresses. 

The  snappy,  catchy 
style  features  of  the 
"Princess"  dresses  appeal 


to  the  mothers  as  well  as 
the  children. 

The  complete  range 
will  be  presented  to  you 
in  a  short  time  if  you  have 
not  already  seen  it. 


Our  Fall  range  is  a  sure  business 
getter.  See    our    samples. 

^rincEgS  (Garment  Co. 

70  B^icfjmonti  Street  Cast    .:.    ?Eoronto 


f7nfants'  and 

Ji  Children's  Wear 


Dresses 

Aprons 

Rompers 

Buster 

Brown 

Suits 


'HE  "Weaver"  line  consists 
of  the  most  complete  range 
of  Gingham,  Serge,  Cham- 
bray,  Cashmere  and  Silkel- 
ene  Dresses  for  Children, 
Lingerie  dresses  for  infants 
and  the  most  serviceable 
Buster  Brown  suits  and 
rompers  in  all  the  best  ma- 
terials and  well  made  and 
finished. 

SAMPLES  WILL  PROVE  IT 
WRITE  TO-DAY 


The  Weaver  Mfg.  Co. 


Limited 


313H  College  Street 
TORONTO 


FOR  FALL 


Our  range  of  Suits  and 

Cloaks  are  now  ready 

for  your  inspection. 


"They  Stay  Tailored 


» 


This    is    one    of     the 

" Tackaberry- 

Stone  "  features  which 

should  not  be 

overlooked,      as         ^, 
immense  value  is     0^"' 

11^ 

placed   in    the 

'^ 

^s^ 

staying  qualities          ^ 

^ 

^^ 

of    garments. 

gmi 

^^^ 

This  point  alone         A 

r. 

^H 

will  win  you  con-         i 

M^ 

tinued   patron-       ^k 

\ 
I 

jM^A 

age.       Don't           y4H 

B^r 

buy     until         /     ^ 

Bv     ifff} 

you   see   the    j^^-~' 

"  Tackaberry- 

Stone"  Fall  showing. 

^B\ 

Let  us  send  you  at 
our  expense  half 
dozen  samples 
coats  and  suits  on 
approval. 

We  specialize  on 
Furrier  Shells. 


Tackaberry-Stone,  Ltd, 

555-557  Bloor  Street  "West,  at  Bathurst 
TORONTO 
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Fall  suit  model  — 3'2-inch  coat,  shawl 
lapel  and  finished  with  wide  velvet 
collar  trimmed  with  large  pearl  but- 
tons ;  fancy  velvet  culls,  also  trimmed 
with  buttons ;  back  one-sided  effect 
with  just  a  suggestion  of  the  Russian 
jacket.  Skirt  is  four-gore,  one-sided 
effects  back  and  front.— Courtesy  M. 
Pullan  &  Sons,  Toronto. 


tans  and  brown.s.  Greys  show  up  strong  in  sample 
lines,  but  further  selling  will  have  to  take  place  to 
determine  the  standing  of  novelty  colors. 

Contrary  to  expectations,  suit  skirts  are  very  little 
wider,  if  any,  than  those  now  worn,  from  2  to  21/2 
yards  being  the  general  width  of  the  Fall  skirt.  Pleats 
are  introduced  but  they  are  little  more  than  wide 
tucks.  A  new  idea  that  impresses  most  designers  is 
a  pleated  panel  at  the  back.  Pleated  panels  from  the 
waistline  to  the  hem  are  introduced  on  the  right 
side.  Skirts  are  four-gored,  though  from  the  broken 
nature  of  the  cutting,  it  is  often  a  matter  of  some 
trouble  to  make  out  the  gores. 


Interest  in   New  Fall   Coats 

The   straight   cut  wrap-coat  featured — New 
points  are  the  roomy  arm  hole  and  convert- 
ible   revers — Manufacturers   have  done  well 
with  seal-plush  coats. 

The  interest  in  Fall  suits  is  somewhat  over-shad- 
owed by  the  advent  of  the  longer  coat  suit,  as  it  is 
felt  that  this  model  will  interfere  to  some  extent  with 
the  sale  of  popular-priced  coats,  as  the  majority  of 
women  will  buy  the  fashionable  suit  rather  than  the 
long  coat.  This  condition  is  off-set  somewhat  by  the 
continued  strong  vogue  of  dresses  as  a  wrap  coat  is 
a  necessity  to  fit  a  dress  for  street  wear.  Having  this 
idea  in  view,  designers  have  paid  particular  attention 
to  the  production  of  comfortable  wrap  coats  cut  on 
smart  lines.  One  point  is  that  a  coat  of  this  class 
shall  be  easily  slipped  on  and  off  and  that  the  arm- 
hole  and  sleeves  shall  be  roomy  so  that  they  do  not 
crush  the  sleeves  of  the  gown  underneath.  The  point 
with  most  designers  has  been  to  smartly  obtain  this 
effect.  Very  few  large  collars  are  seen  and  the  revers 
are  convertible — that  is,  they  can  be  worn  as  a  rever 
or  buttoned  up  to  the  neck  to  give  extra  warmth. 
Cape  effects  are  in  the  air  and  this  idea  is  expressed 
by  epaulettes  or  Gibson  cape  effects  over  the  shoul- 
der. Coats  are  cut  in  straight  enveloping  lines,  and 
fit  close  ai'ound  the  hips  and  are  full  length.  Big 
buttons  are  the  accepted  trimming.  Fur  collars  and 
trimmings  are  u.sed  on  some  of  the  more  expensive 
models. 

Chinchillas  are  the  leading  cloth  for  the  more  ex- 
pensive wrap  coat,  but  reversibles  are  used  for  the 
popular-priced  coat.  The  reverse  face,  however,  does 
not  appear  outside  and  to  all  intents  and  purposes 
the  coat  is  of  plain  cloth,  the  reverse  giving  the  effect 
of  a  colored  lining.  Reversibles  come  in  mixture 
tweeds  in  tan,  brown,  and  grey  mixture  effects  in 
chinchillas  are  very  subdued,  and  for  the  better  coat, 
chinchillas  come  in  solid  colors.  Navy  leads,  browns 
are  good,  and  leather  and  ruby  are  novelty  colors. 

A  fur  coat  is  almost  a  necessity  as  a  Winter  gar- 
ment, but  now  that  furs  are  so  high-priced  their 
place  is  being  taken  by  the  fur  fabric  coat.  Manu- 
facturers of  fur  fabrics  each  year  send  out  closer  imi- 
tations of  such  pelts  as  pony  and  lamb,  mole  and 
others,  so  that  they  are  now  in  a  class  by  themselves. 
This,  also,  applies  to  seal-plush.  Coats  of  this  latter 
material  have  sold  extremely  well,  and  in  some  cases, 
manufacturers  have  placed  all  the  material  bought. 
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Waists 


AND 


Dresses 


Garments   for   the 
best  dressed    3S    3S 
Canadian    Women 


The   increasing   number   of  women  who  are 
particular   about  their  wardrobe  are  fast  making  it 
impossible  for    a  merchant  to  carry  on  a  ready-to- 
wear  business  unless  he    gives  value  for  the  money 
in  both  style  and  quality. 

Style  constitutes  value  to-day  almost  as  much 
as  quality  did  years   ago   when    style    was    only    a 
minor  consideration,  however,  the  line  that  makes 
good    with    the    public    to-day    is    the    line   which 
embodies  both  style  and  quality. 

These   two   are   found   to   a   marked    degree 
in  the  "  Fashion "    brand    waists    and    dresses    and 
if  last    season's   sales   may   be    taken   as     a     gauge 
of  their   popularity  —  they    are    popular    with    the 
women.     Try  them  this  season. 


Fashion  Waist  &  Whitewear 

Company 

H.  A.  Hornell,  Man. -Director.  A.  D.  Hornell,  Sec.-Treas. 

DARLING  BLDG.,  TORONTO 
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Lingerie  waist  trimmed  with  Cluny  and  embroid- 
ery medallions,  the  lace  put  on  to  give  a  bolero 
effect.  The  sleeve  is  -}i  and  finished  with  a  pleated 
frill  of  lawn  and  lace.  —  Shown  by  The  Gerhardt 
Manufacturing   Co.,  Toronto. 


Advance   Waists    for   Fall 

Tailored  waists  in  soft  satins,  outing  flan- 
nels and  silk  and  wool  mixtures  indicated 
— Indications  are  that  lingeries  will  have 
a  good  season — Chiffons  show^ing  in  col- 
ors  to  tone  in  with  the  Fall  suitings. 

Mannish,  plain-tailored  waists  develoi:>ed  in  tub 
silks,  pongee,  sponge-cloth  and  other  fabrics,  are 
meeting  with  decided  approval  for  present  selling 
and  waists  of  this  class  made  of  Ceylon  and  outing 
flannels  in  wool  and  cotton  and  wool  and  silk  mix- 
tures, delaines,  wool  taffetas  and  kindred  washable 
weaves  are  being  put  out  for  Fall.  Many  little  touch- 
es are  added  that  make  a  change  and  give  distinction 
to  the  new  models.  At  the  same  time,  these  touches 
in  no  wise  interfere  with  the  usefulness  nor  the  tail- 
ored character  of  the  garment.  Great  use  is  made  of 
buttons  and  novelties  in  crystal  buttons  are  a  big  fea- 
ture. Handsome  carved  pearl  buttons  are  always 
liked  by  the  woman  who  knows  and  are  seen  on 
many  of  the  high-grade  waists. 

Waists  of  this  kind  were  put  out  last  Fall  and  the 
result  was  so  encouraging  that  lines  are  more  extens- 
ive for  the  the  coming  season.  One  thing  that  recom- 
mends them  is  the  fact  that  they  launder  almost  as 
well  as  a  lingerie  waist.    Neither  do  they  crush  when 


worn  under  the  coat,  and  they  are  smart  and  com- 
fortable. 

Though  many  of  these  models  are  finished  with 
the  soft  tnrn-down  collar  and  turnback  cuffs,  models 
are  shown  with  the  straight-cut  sleeve  finished  with  a 
stitched-on  cuff  and  with  a  high  detached  collar,  and 
on  some  a  little  tucking  is  used  just  to  relieve  the 
plainness. 

Tailored  waists  in  linen  and  in  linen  finished 
cloths  are  showing.  These  waists  are  not  so  severely 
plain  as  the  silk  and  flannel  ones.  Embroidered  pan- 
els, scalloped  edges  and  Cluny  laces  are  the  most  used 
trimmings. 

More  lingerie  waists  were  sold  last  Fall  and  Win- 
ter than  for  many  seasons,  and  as  suits  are  indicated 
for  Fall  selling  manufacturers  are  expecting  an  extra 
good  Ijusiness  in  lingerie  waists.  Models  shown  so 
far  while  decidedly  attractive,  are  showing  little  in 
the  way  of  change  save  that  the  neck  is  high,  and 
there  is  a  little  fullness  introduced  into  the  top  of 
the  sleeA-es. 

Turning  to  more  elaborate  waists  there  is  no 
doubt  a.s  to  the  position  of  lace  and  net  waists.  Many 
laces  are  used  but  the  tendency  favors  the  lighter 
laces  and  the  lovely  .shadow  laces  appeal  to  designers 
and  will  be  much  used.  Another  lace  much  in  evi- 
dence is  fllet,  and  where  combinations  are  made,  imi- 
tation crochet  is  the  favored  heavy  lace.  Cluny  is 
also  used  but  it  is  probable  that  it  will  be  more  used 
on  the  clieaper  waists. 

In  spite  of  its  long  run,  chiflFons  are  still  to  the 
fore,  and  new  models  are  in  course  of  preparation. 
Smart  little  vest  effects  are  showing  in  net  and  white 
satin.  Colors  tone  in  with  those  used  for  the  Fall 
suits  and  amber  tan  shades  and  Saxe  will  be  particu- 
larly good  shades.  White  and  black,  and  white 
touched  with  illuminating  colors  such  as  cerise,  cher- 
ry and  burnt  orange,  are  to  be  much  used. 


New  Tngerie  skirt  model  showing  embroidery  flounce 

with  cvelft  holes  thruvigh   which  »   wide  ribbon  is  run. 

A  large  medallion  is  placed  on  each  side  to  make  the 

frill  more  scant. 
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up  a  "Peerless"  Sign 
in  Your  Department 

"Peerless"  attached  to  any  under- 
wear—Men's Women's  or  Children's  is  an 
assurance  of  "satisfaction  to  your  under- 
wear customers." 

Let  the  public  know  you  handle  the  widely-known 
"Peerless"  line.  Publicity  of  this  underwear  brings 
back  quick  sure  returns  in  dollars  and  cents  and 
promotes  the  livest  kind  of  interest  in  your  store. 

WRITE  FOR  THE  FALL  SAMPLES  TO-DAY 

HANG    UP   THE  SIGN,    WE'LL   BACK    IT    UP! 
AND  "WE  GIVE  DELIVERY  AS  YOU  LIKE  IT." 

PEERLESS  UNDERWEAR  CO. 

Hamilton         -         Canada 

WE    ARE     REPRESENTED    BY 

ONTARIO— C.  &  A.  G.  CLARKE,  Empire  Building,  Wellington  Street  West,  Toronto.  BRITISH  COLUMBIA— GEORGE  A. 
CAMPBELL  &  CO.,  Mercantile  iBlock,  Vancouver,  B.C.  QUEBEC-J.  CARSON,  112  St.  Peter  St.,  Montreal;  ERNEST 
HAMEL  115  St  Joseph  St  Quebec,  Que.  MARITIME  PROVINCES— G.  A.  WOODILL,  20  and  21  Roy  Building,  Halifax,  N.S. 
MANITOBA  SASKATCHEWAN, ALBERTA-HANLEY.MACKAY,  CHISHOLM  CO.,  Limited,  129  Albert  St.,  Winnipeg,  Man. 
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Merit  where  Merit 
is  Due 


THAT  wonderful  little  one-syl- 
lable word  "best"  has  become 
so  common  in  advertising  that 
it  means  practically  nothing-  to  the 
ready-to-wear  buyer  to-day.  It  is  mis- 
leading, as  all  lines  cannot  be  the  "best." 
Though  the  popularity  of  "  Wintex  " 
has  been  assured,  we  do  not  advance 
this  as  proof  of  the  merits  of  our  gar- 
ments, nor  do  we  claim  them  to  be  the 
best. 

We  simply  place  our  line  of  "W^intex" 
suits,  coats  and  dresses  before  you  for 
you  to  judge  them  on  their  real  worth; 
Judge  them  from  the  standpoint  of 
style  exclusiveness,  style  correctness, 
cloth  quality  and  quality  of  workman- 
ship. We  leave  our  complete  Fall 
range  with  you  —  wait  and  see  it 
before  buying. 


J.  H.  Winters  &  Co. 

King  and  Spadina,       TORONTO 
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We  Are  In  Line 

WITH  EXCLUSIVE  STYLE 


v_ 


No.  523 — Best  quality  Black  Velvet,  a  Paris 
model  of  exceptional  class.  Corded  silk  col- 
lar and  braid  trimming.  Price,  see  our  tra- 
veller, or   write  the  house. 


"Culture" 
Garments 
For  Fall 
S  e  1 1  i  ng 


Ever  since  their  in- 
troduction"Culture" 
suits,  coats  and 
skirts  for  women 
and  misses  have 
proved  to  be  heavy 
sellers  and  have 
been  the  means  of 
laying  a  solid  foun- 
dation for  a  steadily 
growing  ready-to- 
wear  business  i  n 
hundreds  of  Cana- 
dian stores. 

The  styles  are  ex- 
clusive  and  the 
values  are  unequal- 
led in  the  trade. 

We  employ  only  the 
most  expert  design- 
ers and  operators. 

See  our  Fall  samples. 


No.  373  —  A  GUARANTEED  SEALETTE 
COAT,  liatest  model,  with  heavy  braid  trim- 
ming and  frogs-  Brocaded  satin  lining.  Price, 
see   our   travellers,   or   write   the    house. 


Th e    Ontario 

Ul    Designers  and  Makers 


v^ 
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For  First  Place 

AND  UNEQUALLED  VALUE 
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No.  910  —  Dress  of  Bordered 
Dochess  Satin,  in  grey  and  sub- 
dued casts.  A  specially  nice  gar- 
ment for  fine  wear  and  service. 
Price,  Bee  our  travellers,  or  write 
the  hoa»e. 


The  New 
Cloths 
In  New 
Mo  dels 


The  Fall  range  embodies 
the  newest  cloths  perfectly 
made  and][finished  in  the 
latest  styles  for  Fall  and 
Winter  1912-13. 

The  new  cloths  comprise 
such  weaves  as  Zibeline, 
Ratine,  V  e  1  o  u  r  cloths, 
Whipcords,  etc.,  in  all  the 
latest  colorings  and  finish- 
ed in  the  most  correct 
styles. 

W^hile  "Culture"  garments 
are  not  extreme  and  freak- 
ish, yet  there  are  found  the 
best  selling  novelties  of  the 
season,  in  the  range. 

Don't  buy  until  you  have 
seen  ''Culture"  garments. 


No.  330 — Coat  of  heavy  reversible  Zibeline, 
one  of  the  new  and  handsome  models  for  fall, 
1912.  LiOw  armhole  a  big  feature.  Note  the 
lines  of  the  back.  Price,  see  our  travellers, 
or  write  the  house. 


^ 


Cloak  Co-,  Limited 

Darling  Bldg.,  Toronto 
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Fall  suit  model  in  mixture  tweed  efl'ecl 
two-tone  brown,  lapels  faced  with  corded 
velvet  to  match  ;  lining  of  duchess  satin  ; 
skirt  in  one-sided  or  semi-tunic  effect ; 
coat  34  inches.  Also  made  in  mixtures, 
greens  and  fawns.  —  Courtesy  Gordon, 
Mackay  &  Co.,  Toronto. 


Smart  Petticoat  Models 

Paillette,  messaline  and  chiffon  taffeta 
garments  selling  in  a  wide  range  of  colors 
—  White   and  color  new  feature  in  shots 

Now  that  the  late  and  unlamented  hobble  has 
disappeared  and  dress  skirts,  though  still  narrow,  are 
taking  on  a  more  reasonable  width,  petticoat  manu- 
facturers are  feeling  the  effects  of  the  change.  Ultra 
smart  models  are  straight  gored  and  slashed  at  the 
side,  or  are  trimmed  with  flatly  pressed  pleatings. 
These  models,  however,  do  not  give  very  satisfactory 
wear,  and  the  popular  trade  is  only  taking  such  skirts 
in  limited  numbers,  Messalines  and  pnillettes  are 
the  leading  petticoat  .silks,  though  soft  taffetas  are 


well  taken.  Shots  are  in  considerable  demand,  and 
for  general  .<elling  petticoats  measure  2')4  yards, 
wliile  some  run  as  wide  as  three  yards.  Pleatings 
that,  while  giving  width,  continue  the  straight  line 
effect  of  the  skirt,  are  the  best-liked  finish,  but  what- 
ever trimming  effect  is  used  no  trimming  that  will 
give  the  dress  skirt  a  flare  is  tolerated. 

Attractive  pricing  has  increased  the  sale  of  silk 
petticoats,  and  a  new  feature  is  that  a  very  large  pro- 
portion of  the  sales  are  made  in  colored  silks.  Though 
in  some  colors,  such  as  tans,  the  idea  is  to  have  the 
petticoat  tone  in  with  the  dress,  more  often  a  con- 
trast of  color  is  the  rule.  Thus,  Paddy  green  is  sel- 
ling, as  the  green  petticoat  is  much  worn  with  the 
popular  navy  dres,s  or  suit.  Cerise  is  also  a  color 
that  is  difficult  to  keep  in  stock.  Leading  colors  are 
ivory,  pink,  champagne,  apricot,  wisteria,  gold,  coral, 
grey,  bois  de  rose,  wine,  national,  Copenhagen, 
brown,  navy  and  black.  The  new  feature  in  shots  is 
white  and  colors  .such  as  white  and  gold,  white  and 
Copenhagen,  white  and  cerise,  or  black  and  color  in 
such  combinations  as  black  and  cherry,  black  and 
national,  black  and  pheasant  tan,  black  and  purple, 
and  a  long  list  of  two-tone  effects. 


Whitewear  for  June  Sales 

Wide  use  of  cluny  and   torchon  laces  in- 
dicated —  Combination  of  natural  creamy 
laces  and    white  a  strong  feature. 

June  sales  and  the  needs  of  the  June  brides  are 
the  next  items  on  the  year's  programme  in  the  white- 
wear  department.  As  trousseaux  are  in  the  process 
of  active  building,  it  is  not  too  early  to  draw  attention 
to  choice  whitewear  and  exclu.sive  bridal  sets.  This, 
of  course,  means  window  and  department  displays 
and  some  special  advertising.  Whitewear  manufac- 
turers always  put  out  matching  lines  that  can  be  sold 
in  sets,  thus  allowing  of  any  variation  that  may  be 
desired,  or  of  any  number  of  pieces  to  the  set.  It 
should  be  noted  that  a  cap  to  match  goes  with  nearly 
every  set. 

There  have  been  few  seasons  when  it  was  po.ssible 
to  make  a  more  attractive  showing  for  this  purpose, 
for  there  have  been  few  seasons  when  even  moderate 
priced  whitewear  was  so  daint}'.  Much  of  this  dainti- 
ness is  due  to  the  use  of  .sheer  cottons  and  nainsooks, 
and  to  the  many  fancy  laces  now  used.  There  was  a 
time  when  the  only  trimming  lace  considered  suit- 
able Avas  Valenciennes,  and  while  Val.  will  always 
])e  in  evidence,  it  is  now  only  one  among  the  many 
laces  used,  and,  furthermore,  at  present  the  tendency 
is  to  use  other  laces  more  than  Val.  Lace  buying  is 
going  forward  for  another  season,  and  selections  run 
largely  to  Torchons  and  Clunys,  for  the  combining 
of  creamy  linen  laces  with  pure  white  of  the  material 
is  one  of  the  most  prominent  of  the  new  features  in 
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Our  Autumn 
and  Winter 
Showing  of 

Suits  and 
Coats 

Is  the  Cleverest  Yet 


THE 

"INDEPENDENT" 

LINE 

Stands  second  to  none  in  the  ready- 
to-wear  trade  to-day.  It  is  repre- 
sentative of  the  latest  style  indi- 
cations and  for  real  live  selling 
value,  it  is  a  winner. 

We're  looking  for  a  big  Fall  and 
Winter  business  from  our  immense 
range.     You  should  see  it. 

WRITE  FOR  SAMPLES 

The  Independent 
Cloak  Company 

551-553  Queen  Street  West 

TORONTO 


r 
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This  Skirt 
Will  Put 
Snap  Into 
Your  Stock 


No.  925  —  Pailette  and 
Messaline  Silk  with  lining 
of  flounce  pleated  with 
goods.  Comes  in  24  diff- 
erent shades,  including ;  — 
White,  Ivory,  Pink,  Tur- 
quoise, Mauve,  Cham- 
pagne, Apricot,  Wisteria, 
Old  Gold,  Coral,  Grey, 
Bois  de  Rose,  Cerise,  Em- 
erald, Empire,  Wine, 
King's  Blue,  Copenhagen, 
Brown  1,  Brown  2,  Myrtle. 
Navy  1,  Navy  2,  Black. 

"Form  Fitte"  petticoats 
conform  to  the  lines  of  the 
latest  fashions  in  outer 
clothing.  They  have  stood 
the  wear  test  and  give 
absolute  satisfaction  in 
every    way. 


v._ 


F»EXTICOAT 


WRITE  FOR  SAMPLES  TO-DAY 

McKay  Bros.,  Ltd. 

182  Spadina  Avenue 
TORONTO 


REPRESENTATIVES  : 


^A^este^n  Ontario. 

L.  L.  Rawson 


Western  Canada. 

R.  H.  Adams 


Eabtuni  Ontario, 

K.  E.  Rosser 


—J 
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Princess   slip    siiowing   the    straiglit   cut   now   in 

vogue.    The  trimming  is  a  matched  set  consisting 

of  a  wide  and  narrow  banding  flounce  and  edge 

of  narrow  fllet  lace. 


whitewear.  Not  only  is  the  effect  striking,  but  these 
laces  perfectly  stand  the  test  of  wearing  and  washing, 
and  give  a  service  that  will  outlast  the  material  of 
the  gown  or  other  whitewear  piece. 

MACHINE-MADE    CROCHETS. 

Other  new  laces  are  shadows,  filets,  Maltese,  and 
last,  but  by  no  means  least,  imitation  crochets.  These 
machine-made  crochets  are  very  close  in  effect  to  the 
real  lace  and  combine  wonderfully  with  almost  any 
other  make  of  lace.  Though  lace  will  be  much  used, 
embroideries  are  by  no  means  neglected.  Indeed, 
the  new  patterns  are  so  handsome  that  they  could 
not  be  overlooked.  The  new  feature  is  the  free  use 
of  lacy  effects,  not  only  as  part  of  the  pattern,  but 
also  put  in  in  band  effect  and  in  the  form  of  motifs. 


Also,  there  are  embroideries  with  lace  edges  woven 
in  as  part  of  the  pattern,  and  these  are  all  ideas  that 
save  labor  in  the  making.  Eyelet  and  blind  work 
complete  the  majority  of  patterns.  Madeira  work  is 
high  style  in  novelty  handwork,  and  this  work  is 
now  very  closely  imitated.  The  imitation  work  is 
very  perfect  and  is  done  in  fine  nainsook,  and  even 
the  blue  tinge  given  to  the  real  work  by  the  stamping 
of  the  pattern  is  reproduced. 

SHEER  COTTON  CREPES. 

High-class  whitewear  is  being  developed  in  crepe 
de  chine,  as  this  material  has  the  close,  clinging 
qualities  much  wanted  in  undergarments.  More- 
over, it  is  claimed  that  this  silk  both  wears  and 
washes  exceedinglj-  well.  During  the  last  two  or 
three  Summer  seasons,  garments  made  of  sheer  cot- 
ton crepes  have  sold  well  in  the  States,  and  the  Cana- 
dian houses  are  now  taking  this  material  up.  Crepe 
garments  are  ideal  when  traveling,  as  they  are  so 
easily  laundered.  Crepe  is  put  out  in  gowns,  com- 
binations and  drawers,  the  trimming  used  being 
Cluny  and  machine-worked  sprays,  and  the  open 
pattern  laces  are  run  with  washable  ribbon. 

Princess  slips  and  combinations  keep  up  their 
sales,  but  now  that  the  extreme  hobble  skirt  effect  has 
departed,  the  manufacturers  are  once  again  after  the 
petticoat  business  with  smart  garments  designed  on 
new  lines  to  fit  in  with  the  prevailing  fashions.  No 
frills  or  underlays  are  permitted;  the  models  are 
straight  cut  so  that  there  is  only  the  needed  fullness, 
while  the  finish  is  accomplished  by  the  use  of  a  nar- 
row flouncing  embroidery  with  a  ruffle  of  lace,  and 
slashed  up  at  each  side  to  give  freedom.  The  lace 
frills  continue  up  the  slashes,  and  they  are  loosely 

(Concluded  on  page  150) 


A  SHOWCASE  IN  THE  GOWN  SECTION.— 
Background  of  paneled  mirror  against  which  was  a 
gilt  hanging  basket  filled  with  orchids  in  pastel 
colors,  while  draped  to  each  side  was  garland  of 
green  foliage,  using  small  bouquet  of  orchids  when 
same  was  fastened.  The  floor  was  green  silk  ve- 
lour.  One  handsome  gown  in  natural  pose  to  show ' 
back  and  front;  another  draped  over  fixture;  ac- 
cessories on  small  stand. 

AN  ATTRACTIVE  DISPLAY  OF  CHILD- 
REN'S GARMENTS.— Background  built  as  in  large 
showcase,  so  that  display  may  be  seen  from  street 
and  entrance.  In  rear  a  large  oval  hand-painted 
painting  after  Watteau,  surrounded  by  a  French 
rose  garland  with  a  trailing  drape  on  each  side  of 
the  garland  reaching  to  the  floor.  The  whole  crown- 
ed by  French  bow-knot  in  pompadour  colors.  .In- 
fants' wear  was  shown  on  dolls,  grouped  attractively 
about  window.  Appropriate  accessories  and  toys 
were  shown.  Floor  puffed  with  light  blue  silk  ve- 
lour. 
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No.  702 — Allover  Lace,  Snadow 
Effect  with  Peplum,  trimmed 
with  Cluny  Lace,  four  Tucks 
in  back. 


Profit-Producing 
GERHARDT 

WAISTS 

For  Fall 


They're  the  waists  that 
attract  attention  and  sell 
every  time  because  the 
styles  are  always  novel 
and  new. 

"Gerhardt"  waists  are 
appealing  to  the  women 
who  are  in  touch  with 
"what's  what"  in  fashion 
circles.  Quality  and  fin- 
ish are  strone:  points  in 
our  waists. 

Our  travelers  are  now  out  with  our  Fall 
range,  also  special  lines  for  immediate 
delivery.  They  will  call  on  you  shortly 
and  it  will  be  to  your  interests  to  see  the 
"Gerhardt"  Line.  If  you  fail  to  see  our 
representatives  drop  us  a  card  and  we 
will  forward  samples. 

in    touch    with    our     Fall     range — then 
you'll  keep  in  touch  with 

GERHARDT  MFG.  CO. 

Limited  77  York  St.,  Toronto 


No.  703 — Fancy  Marqui 
with  Cluny  Lace 
Tucks  down  back 


sette,  trimmed 
and    Buttons 


It  is  the  line  that  has  built  many  a  profitable  children's 
coat  business  in  both  large  and  small  towns  and  cities  all 
over  Canada. 

a  Infants',  Children's  and  Misses' 

COATS 

comprise  the  line,  and  are  shown  in  a  very  large  range,  including  Chin- 
chillas and  Brushed  Effects  in  Scotch  Tweeds,  as  well  as  Friezes  and 
Serges.  We  are  specialists  in  above  lines  for  nearly  a  quarter  of  a  cen- 
tury. If  our  representative  has  not  called  on  you  let  us  know  and  we 
will  have  him  do  so. 


--  -.i:.>i^«««i?«a'3?assiafi!fl^aff53as 
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HUTNER  CLOAli   CO. 

,.  ,  formerly  of  New  York 

Specialists  in  Infants ,  -n   r- n  c        j-  *  T"  i. 

Misses'and  Children's  Coals      5Z-5b  bpadina  Avc,  1  oroiito 


(D 
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Effective  displays  by  Jerome  A.  Koerber,  foi"  Strawbridge   &   Clothier,  Philadelphia. 
For  detailed  descriptions  see  page  142. 
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OUR  FALL  LINE 


•••••••••••••••••• 


GARMENTS 


EVERY  manufacturer  of  Ready-to-Wear  garments 
talks  style,  fit,  finish  and  quality  and  undoubtedly 
everyone  to  a  man  is  sincere.     What  more  could 
they    talk    and    yet  there  is  a   point  even  above   these 
which  really  embodies   all   four    and    goes    one    better 
This  is  selling  power. 

"  Northway "  Garments  have  that  peculiar  selling 
power,  which  though  unspoken  seems  to  be  so  evident 
that  long  arguments  are  needless  in  making  sales. 
They  speak  more  effectively  than  words.  They  have 
a  character  all  their  own. 

Our  Fall  range  is  now  on  the  road  and  will  be  offered 
for  your  inspection  very  soon.     Wait  for  it. 

John  Northway  &  Son,  Ltd. 

Toronto 


••..•-S..S.. 


Inspection  Solicited 


Flease  mention  The  Review  to    /Idvertisers  and  Their  Travelers. 


Problems  of  Corset  Buying  and  Selling 

Buyer    makes    some    suggestions    calculated    to    increase    profits  —  Merch- 
ant's solution  lies  in  working  out  a  competitive    basis  —  How    it   is   applied 

in  every  day  business. 


Editor  Dry  Goods  Review, — Under  the  heading 
"Questions  and  AnsT\'^ers,"  you  dealt  with  the  ques- 
tion of  profits  on  corsets  in  your  issue  of  November 
last,  and  published  a  letter  from  us. 

We  regret  that  you  evidently  misunderstood  our 
letter.  We  did  not  mean  to  advocate  the  selling  of 
American  corsets  to  the  detriment  of  Canadian  cor- 
sets. The  table  of  prices  we  serit  you  was  the  cast 
atid  retail  of  American  corsets  in  the  U.  S.  A.,  show- 
ing that  the  American  merchant  makes  a  profit  on 
corsets  of  about  58  per  cent.,  whereas  the  Canadian 
merchant  makes  a  profit  of  33  1-3  per  cent,  on  Cana- 
dian corsets. 

In  your  article  dealing  with  this,  you  advocate 
stocking  17  lines  of  Canadian  corsets.  Buy  some  at 
$4  and  $4.50,  and  sell  at  50c;  $8  and  $9,  and  sell 
at  $1;  one  line  at  $9,  and  sell  at  $1.25,  etc.  This 
looks  fine  on  paper,  but  see  how  it  works  out.  We 
are  selling  what  we  consider  the  best  Canadian  make 
of  corsets,  and  carry  13  difi^erent  numbers:  One  at 
$4.50,  retail  50c;  one  at  $6.50,  retail  at  75c;  two  at 
$9,  retail  $1;  three  at  $11.50,  retail  $1.25;  three  at 
$13.50,  to  retail  $1.50;  one  at  $16.50,  retail  $2,  and 
one  at  $21.50,  to  retail  $2.50.  It  will,  therefore,  be 
seen  that  with  the  exception  of  the  two  highest-priced 
lines  we  make  only  33  1-3  per  cent,  on  cost,  and  we 
have  to  pay  these  prices  in  order  to  get  the  desired 
lines.  As  to  selling  a  $9  corset  for  $1.25,  as  you 
suggest,  you  must  remember  the  number  is  stamped 
on  every  corset  and  a  numbered  corset  is  as  marked 
as  a  cake  of  Cuticura  soap.  Would  you  advocate  sell- 
ing a  corset  at  $1.25  that  your  neighbor  sells  for 
$1.00.  Now  we  do  not  suggest  that  the  manufac- 
turer should  cut  down  his  prices.  On  the  contrary, 
we  believe  it  is  possible  for  the  different  makers 
(there  are  not  many  of  them)  to  get  together  and 
bring  out  their  prices  .so  that  the  retailer  could  make 
50  per  cent,  profit,  and  they  would  make  more  than 
they  are  making  now. 

Canadian  corsets  are  excellent  value  but  they  are 
being  sold  to  the  retailer  so  that  he  cannot  make  any 
better  profit  than  he  did  30  years  ago,  when  his  ex- 
penses (as  a  percentage)  were  one  half  to  two-thirds 
of  what  they  are  to-day. 

We  suggest,  cutting  out  such  prices  as  $9.00, 
$11.50,  and  $13.50  and  bringing  out  lines  at  $3.00, 
$10.00  and  $12.00,  etc.,  to  retail  at  $1.00,  $1.25  and 
$1.50  respectively.    At  these  prices  the  vah:es  would 


still  be  good  and  the  retailer  would  make  a  good 
profit. 

Might  say  that  this  applies  also  to  makers  of  neck- 
wear, waists  and  many  other  lines.  The  difference 
is  that  occasionally  you  can  get  35c  for  a  $2.25  line 
of  neckwear,  and  $1.25  for  a  $9.00  waist,  but  oor.sets 
are  all  numbered  and  it  is  not  wise  to  mark  them 
above  the  regular  recognized  retail  price. 


IT  is  still  maintained  that  merchants  can  obtain  a 
greater  profit  than  33  1-3  per  cent  on  Oanadian- 
made  corsets  and  that  many  of  them  are  at 
pre.<ent  doing  so  on  the  straight  turn-over.  Other- 
wise, they  are  to  blame  or  they  can  charge  it  direct- 
ly to  their  buying  and  merchandising  policy  through 
not  taking  advantage  of  manufacturers'  competition. 
More  directly,  it  is  claimed  that  Canadian  corset 
manufacturers  are  at  present  doing  what  is  suggest- 
ed they  should  consider. 

Travelers,  when  they  go  on  the  road  in  introduc- 
ing new  lines  or  selling  accounts,  practically  have 
their  respective  values  judged  on  the  basis  of  50  per 
cent,  advance  and  are  satisfied  to  meet  the  trade  with 
this  understanding.  That  is,  unless  an  account  ad- 
heres to  one  maker  and  to  the  prices  complained 
al)out,  because  of  the  marked  numbers  or  styles  of 
corsets  Iiandled  and  because  the  merchant  does  not 
take  advantage  of  the  competitive  offerings  in  values 
and  insists  on  confined  numbers  to  secure  his  legitim- 
ate sliare  of  profit.  Such  an  account  may  be  des- 
cril)ed  as  one  where  foresight,  advertising  and  vol- 
iiine  of  sales  make  it  one  to  be  cultivated  and  im- 
porta);t  enough  for  the  manufacturer  to  advise  his 
traveler  to  give  first  selection — a  department  on  a 
competitive  basis. 

Increased  Cost   of  Doing  Business. 

The  strongest  argument  in  favor  of  featuring 
lines  at  $8,  $10  and  $12,  nece.ssarily  net,  is  growing 
cost  of  doing  business  and  advances  during  the  past 
30  years  and  in  the  last  5  years  particularly. 

To  ofl^set  this  are  three  good  reasons  why  manu- 
facturers are  not  likely  to  bring  out  newer  numbers 
at  prices  suggested.  First,  the  advances  in  costs  of 
production  are  as  great  in  proportion  for  manufac- 
turers, as  are  the  increased  costs  in  retailing  during 
the  periods  mentioned.  Secondly,  corsets  to-day  and 
corsets  as  they  were,  are  a  vastly  different  proposi- 
tion in  quality  and  amount  of  materials,  styles  and 
workmanship  and  therefore  values  are  not  to  be  com- 
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Arc  You 

or  in  other  words 
are  you  tied-up  to 
one  line  and 
afraid    to    break 


away 


Married  ? 

or  have  you  a  free 
hand  when  it 
comes  to  buying 
more  profitable 
goods  ? 


GET  A  DIVORCE  FROM  YOURSELF 

and  your  old  time  notion  that  you  can  do  better  by  sticking  to  one  line.  Let  us 
prove  to  you  that  values  in 

"DOROTHY"  BRAND  WHITEWEAR 

are  values  you  never  dreamed  of.  We  specialize  on  only  a  few  lines  of  Corset  Covers, 
Skirts,  Gowns  and  Drawers  and  buy  for  these  lines  in  large  quantities,  getting  price 
concessions  others  cannot  get.     Our  expenses  are  low. 

We  sell  to  the  largest  firms  in  Canada  for  catalogue  and  sale  specials.  Write 
for  a  few  sample  dozens  of  any  special,  which  can  be  returned  if  not  as  we  claim. 
We  do  not  want  large  orders  just  now,  but  are  paving  the  way  for  next  season's 
business. 


The  F.  G.  HAYWARD  CO., 


37-41  RICHMOND  STREET  EAST 
TORONTO,  ONT. 


D — A  very  ueat  waist  with  low  iieik. 
Made  of  fine  merreiizod  imiU  with 
embroidered  panel;  tufl<ed  back, 
front  and  sleeves.  Trimmed  with 
imitation  baby  Irish  lace.  Put  up  in 
half  dozens  of  assorted  sizes  32  to 
38,  @        -        -        -        .p.OO  per  doz. 


B — A  very  handsome  waist  made  of  a 
fine  batiste.  Allover  lac-e  yoke: 
Cluny  trimmed  back,  front  and 
set-in  sleeve.  Put  up  in  half  doz- 
ens, 32  to  40.     @      $12.00  per  dozen 


E — An  .Tttractive  blouse  that  sells  on 
sight.  Made  of  a  very  flue  mull 
with  medallion  set-in  front;  trim- 
med with  fine  Cluny  lace;  tucked 
back,  front  and  sleeve.  Assorted 
sizes  32  to  38.  Put  up  in  half 
dozens.     @         -      $12.00    per   dozen 


BLOUSES   FOR    SUMMER    SALE 

Perfect  in  fit  and  up  to  the  minute  in  style,  they  are  just  what  your  customer  w^ants. 

WE  CAN  SHIP  NOW. 

THE  W.  R.  BROCK  COMPANY  (LIMITED) 

MONTREAL 
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pared  at  corresponding  prices.  This  will  be  admitted 
by  any  candid  buyer.  In  the  third  place,  it  is  prac- 
tically impossible,  if  it  were  necessary,  to  offer  these 
lesser  values,  because  of  retailing  competition  al- 
ready existing  and,  under  the  sentimental  education 
of  corset  merchandising,  that  it  is  impossible  to  se- 
cure a  greater  margin  of  profit  on  some  lines  and  be- 
cause merchants  would  not  consider  them  in  com- 
parison with  lines  on  which  up  to  the  present,  they 
have  had  to  be  satisfied,  as  claimed  with  33  1-3  per 
cent,  advance. 

From  the  manufacturer's  viewpoint  it  is  hard  to 
see  that  merchants  are  willing  to  forego  $9,  $11.50 
and  $13.50  prices  and  they  would  consider  it  a  hard- 
ship if  a  stipulated  cost  and  selling  price  were  quoted. 
It  all  hinges  on  the  manufacturers  impossibility  to 
coerce  merchants  to  sell  outputs  at  a  contracted  fixed 
price  and  the  knowledge  that  merchants  would  be 
the  first  to  break  it  in  their  merchandising  schemes, 
whether  their  departments  made  50  per  cent,  ad- 
vance, if  it  were  tried  out. 

Canadian  Prices. 

Taking  up  the  matter  of  corsets  generally  to  show 
that  Canadian  prices  now  meet  the  required  provi- 
sion, the  average  Canadian  woman  is  influenced  by 
the  name  and  advertising  which  is  given  to  a  manu- 
facturer's line  or  individual  number.  For  instance, 
in  a  great,  many  cases,  all  that  salesladies  have  to  do 
is  to  quote  a  Parisian  or  American  name  and  the 
sale  is  made.  Tliis  sentiment  accounts  to  a  great  ex- 
tent for  the  quantities  of  imported  corsets  sold  in 
larger  stores.  It  must  be  remembered  that  all  larger 
style  books  and  larger  magazines  devoted  to  fasliions 
emanate  from  the  other  side  and  that  this  factor 
alone  is  responsible  for  much  of  the  success  of  bet- 
ter numbers  in  this  market. 

True,  Canadian  manufacturers  look  to  larger 
fields  for  their  inspiration  for  styles  to  adopt  to  do- 
mestic demands  and  keep  their  lines  before  consum- 
ers and  trade  through  the  best  advertising  mediums 
at  their  disposal  althougli  they  are  handicapped  by 
that  feature  of  style  influence  which  is  instilled 
through  style  journals. 

This  education  of  customers  shows  exactly  the 
predominating  outlines,  drapery,  materials  and  fit- 
ting perfection  wdiich  can  be  demonstrated  to  Cana- 
adian  women  although  it  is  not  along  lines  of  least 
effort.  Merchants  admit  that  manufacturers  have 
values  without  comparison,  as  far  as  values  they  find 
feasible  and  profitable  to  compete  with.  They  find 
that  over  a  stated  price  their  demand  is  not  sufficient 
to  warrant  their  making  higher-priced  numbers. 

During  the  present  season  a  splendid  domestic 
corset,  said  to  be  superior  to  anything  on  the  Cana- 
dian market  at  $24  dozen  was  placed  before  buyers 
at  that  price.  What  is  the  result?  This  corset  will 
sell  over  any  merchant's  counter  at  $3.50  pair  and  is 
being  sold  and  sells  in  preference  to  imported  lines 


at  that  price.  If  this  corset  was  successful  in  large 
departments  at  $3.50  it  should  be  a  winner  for  any 
merchant,  but  it  is  pointed  out,  that  although  the  de- 
mand is  growing  for  better  grades  it  was  not  consid- 
ered or  sold  with  marked  enthusiasm  on  the  road. 
Those  merchants,  who  did  stock  an  assortment,  sold 
them  at  $3  a  pair  as  the  limit  of  their  selling  price 
for  it. 

Travelers  and  manufacturers  claim  that  their 
values  are  and  would  be  merchandised  on  this  stan- 
dard no  matter  what  the  cost  of  production,  style, 
materials,  fit  and  workmanship  embodied,  or  the 
price  quoted  for  same. 

Question  of  Competitive  Makes. 

To  make  a  plain  statement,  merchants  are  guided 
by  cost  price  in  marking  their  corset  stocks  and  the 
whole  success  of  better  profits  is  contained  in  the 
buyers'  and  salespeoples'  standard  and  confidence  in 
the  matter  of  desired  lines  handled  irrespective  of 
profits,  cost  price  and  possible  selling  price. 
A  solution  of  the  problem  is  not  a  question  of  best 
lines  in  one  make,  but  of  best  values  and  styles  in 
coanpetitive  makes  to  give  50  per  cent,  profit  through 
the  merchandi-sing  end. 

It  certainly  is  not  advisable  to  sell  the  same  $9 
corset  at  $1.25  as  the  opposition  sells  at  $1.00  and  it 
is  not  necessary  to  have  the  same  numljers  at  corres- 
ponding prices.  Take,  for  instance,  in  buying  regu- 
lar $9  lines,  any  merchant  knows  that  they  can  buy 
quantities  of  these  lines,  .'^ay  10  dozen  at  $8  dozen, 
which  is  a  special  quotation  to  any  store,  willing  to 
take  advantage  of  it  and,  furthermore,  this  corset  is 
exactly  the  same  as  is  sold  regular  at  $9  and  consid- 
ered a  best  seller  at  $1.00.  One  thing  sure,  any  man- 
ufacturer cannot  offer  better  or  the  opposition  either 
at  the  money.  Again,  it  is  possible  to  buy  a  corset 
with  all  the  style  essentials,  materials,  steels,  length 
and  accessories,  at  $8.50  dozen,  less  6  per  cent.,  10 
days,  which  is  a  recognized  leader  in  value  and  is 
practically  an  $8  corset. 

Merchants  Have  Upper  Hand. 
To  get  $1.25  for  a  $9  quality  having  lines  con- 
fined, permits  merchants  to  overcome  any  trouble. 
Most  manufacturers  are  willing  and  understand  the 
necessity  of  confining  chosen  styles  and  numbers 
above  $6.50  dozen.  If  they  do  not  do  so  it  is  an  easy 
matter  to  throw  out  the  line  and  replace  it  with  an^ 
other.  This  is  general  buying  procedure,  although 
it  is  disparaged  by  manufacturers,  but  merchants 
still  have  the  upper  hand  in  view  of  the  number  of 
manufacturers.  While  they  are  not  many,  they  have 
no  understanding  regarding  values  except  that  guid- 
ed by  costs  of  production,  which  is  the  merchants'" 
opportunity  for  getting  50  per  cent,  advance.  Simi- 
lar terms  prevail,  6  per  cent. — 10  days ;  5  per  cent. — 
30  days,  with  a  bonus  from  some  manufacturers,  if 
business  exceeds  a  fixed  amount.  There  may  be  spe- 
cial discounts    for    larger    accounts    which    is  only 
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FAIRE  BROS.       4l~ 
&  CO.,  Ltd-     ^ 

LEICESTER.  ENG. 
'The  grip  thai  grips  ana  never  ilips  '* 


Goes  a-shopping 

When  she  arrives  at  your  store, 

Mr    Dealer  see  that    she   is  not 

disappointed. 

This  smart  little  lady  is  but  one  of 

a  long  series  of  fashionable 

SPHERE  GIRLS 

which  we  are  featuring  in  our  ad- 
vertisii  g  this  season. 
Ladies  everywhere  appreciate  the 
a  'vantagefc  of  these  Suspenders  as 
they  gripsecurely  without  injuring 
tlie  hoBe.  and  ensiurethe  necessary 
straight  fronted  effect. 

DON'T  TURN  MONEY  AWAY 

See  that   your  stock  includes  the 
wor  d  famed 

Sphere    Suspenders. 


^ 


ESTABLISHED  1849 

BRADSTREETS 

Offices  ThrouKhout  th«  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.  Ottawa,  Ont.  Montreal,  Que. 

Edmonton.  Alta.      St.  John.  N.B.        Quebec,  Que. 
Halifax,  N.S.  Vancouver,  B.C.    Toronto,  Ont, 

London,  Ont.  Hamilton.  Ont.       Winnipeg,  Man. 

Reputation  eained  by  lone  years  of  vigorous, 
conscientious  and  successful  work. 

THOMAS  C.  IRVING.  ^-'i^k^^^'I 

TORONTO,  CANADA 


Every  Ambitious  Merchant 

SHOULD 
READ 

SALES 
PL4NS 


A  collection  of 
three  hundred 
and  thirty-three 
successful  ways 
of  getting;  busi- 
ness, includinga 
great  variety  of 
practical  plans 
that  have  been 
used  by  retail 
merchants  to 
advertise  and 
sell  goods. 


PRICE  $2.50 

All  Orders  Payable  in  Advance. 
TECHNICAL     BOOK     DEPARTMENT 

MacLEAN   PUBLISHING    CO. 

143-149  UNIVERSITY  AVENUE    ::  TORONTO 


Crescent 
Manufacturing  Co. 


Limited 


FALL    SAMPLES 
Now  on  the  Road 


Lace    Waists 

That    Are    Money  Makers 

Silk     Waists 

That  Are  Trade  Winners 

Tailored  Waists 

in  Fancy  Weaves,  Cash- 
merettes,  Flannels,  Poplins, 
etc.,  etc. 


SPECIAL 

We  Make 

Children's  Serge 
Dresses 

that  cannot  be  equalled  for 
the  price. 


IMMEDIATE  DELIVERY 

Ladies'  Shirts, 
complete  with 
Collar  and  Tie 

to  retail  from  $1.00  up— all 
grades. 


Crescent  Manufacturing  Co., 

Limited 
Montreal 


['lease  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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READY-TO-WEAR    GARMENTS 


Dry  Goods  Review 


known  by  the  parties  interested.  The  trade  at  large 
know  how  manufacturers  conformed  with  their  last 
agreement  to  have  a  fixed  standard  of  quahty  and 
price.  With  corset?,  manufacturers  and  lines  as  they 
exist,  meeting  competition  from  import  lines,  forces 
makers  to  produce  style,  fit,  finish  and  value  at  each 
price. 

It  cannot  be  otherwise  expected  but  that  each 
manufacturer  is  anxious  to  do  all  the  business  pos- 
sible in  every  town  and  does  not  expect  a  merchant 
to  confine  his  buying  if  he  can  do  better  and  the 
point  is  tliat  he  can  do  better  than  33  1-3  per  cent,  if 
he  compares  values  and  thereby  secures  the  merchan- 
dising advantage  due  to  competition. 

Granted  that  best  qualities  procurable  are  sold 
$4.50 — oOc;  $6.50 — 75c,  there  are  many  opportuni- 
ties to  feature  a  leader  at  69c.,  costing  $5.75,  which 
gives  44  per  cent,  advance.  There  are  several  such 
values  selling  at  odd  prices.  Taking  all  in  all,  the 
proposition  of  17  lines,  not  one  make,  but  best  values 
in  different  makes,  will  work  out  and  is  being  suc- 
ces.sfully  done  showing  45  per  cent,  advance  plus 
office  discount. 

This  list  includes  the  best  selling  corsets  of  pres- 
ent manufacture  and  is  an  approximate  estimate  of 
possible  percentage,  on  15  lines  showing  50  per  cent., 
wtiich  is  actual  business,  irrespective  of  local  oppo- 
sition.  . 
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This  is  practically  a  45  per  cent,  showing  with 
ofiice  profits  to  be  added. 

Up  to  $9.00  dozen,  one  line  extra  is  added  and 
disposes  of  the  problem  so  far.  Any  manufacturer 
will  admit  that  out  of  three  lines  at  $11.50,  one  is 
better  than  the  other  two  and  will  bring  25c.  more. 
If  this  is  not  considered  good  business.  Buyers  are 
commended  to  $10.50  lines  and  use  his  judgment  in 
picking  the  best  one.  Similarly  at  $13.50  and  $12.- 
50,  a  merchant's  buying  knowledge  is  his  only  neces- 
sary adjunct  to  force  his  department  to  a  50  per  cent, 
basis. 


The  Manufacturer's  Position. 

Another  feature  whidh  will  commend  itself  to 
merchants  is  to  have  their  departments  exclusive, 
advertising,  demonstration  and  stock-keeping,  mak- 
ing their  own  firm  name  paramount  to  the  manufac- 
turer's. In  regard  to  the  increase  of  business  for 
manufacturers,  they  would  only  be  too  pleased  to 
have  such  energetic  tactics  applied  to  make  depart- 
ments throughout  the  country  equally  worthy  of 
meeting  on  a  competitive  basis,  satisfied  that  best 
values  and  merchandising  win  out.  They  are  just 
as  anxious  as  the  merchant  to  afford  50  per  cent,  ad- 
vance and  feel  that  they  are  doing  so  and  ask  for  an 
equal  unbiased  consideration  of  their  lines  to  demon- 
strate the  claim  that  merchants  can  and  are  making 
50  per  cent,  advance  on  Canadian  corsets. 

It  is  in  culling  out  lines  and  cost  prices  with 
values  that  will  not  bring  50  per  cent,  advance  that 
merchants  must  look  for  their  own  redress  and  per- 
sonal profit  satisfaction.  The  answer  rests  in  the 
explanation  of  how  some  merchants  get  larger  profits 
than  those  .suggested  and  customers  are  more  than 
satisfied.     Merchants  have  their  own  solution. 


Whitewear  for  June  Sales 

(Concluded  from  page  142) 
tied  together  with  ribbons,  giving  an  extra  decorative 
note.  Another  trimming  effect  is  a  wide  band  or 
galloon  of  lace  or  embroidery  set  on  at  the  bottom  of 
a  plainly  gored  to  fit  skirt.  Less  extreme  skirts  and 
skirts  designed  for  wearing  under  transparent  lin- 
gerie gowns  have  scant  frills,  and  flouncing  em- 
broideries put  on  the  market  for  this  purpose  have 
eyelet  holes  at  stated  intervals  so  as  to  permit  wide 
ribbons  to  be  drawn  through  to  confine  the  scant 
fullness  and  to  prevent  the  skirt  flaring  and  breaking 
the  straight  line  of  the  dress  skirt. 

KNICKER    EFFECTS. 

In  corset  covers  and  drawer  combinations  the 
knicker  effect  is  growing  in  favor.  While  all  full- 
ness is  eliminated  from  the  drawer  part,  and  the  hip 
effect  is  exceedingly  close-fitting,  designers  are  allow- 
ing for  extra  waist  size,  making  a  very  straight  cut 
model.  Trimmings  are  kept  flat,  and  lines  of  one  or 
two  kinds  of  lace,  touches  of  Swiss  embroideries,  and 
hand  effect  medallions  are  freely  used. 

Gowns  are  exceedingly  dainty.  The  slip-on 
model  leads.  Many  are  kimono  cut,  but  something 
new  in  cut  in  late  models  is  raglan  shoulder  effect. 
This  cut  is  new,  practical  and  comfortable.  All 
sleeves  are  short  and  wide,  and  many  are  prettily 
sla.?hed.  The  sides  of  the  openings  are  trimmed 
and  are  tied  together  with  ribbons.  All  the  trimming 
is  clustered  on  to  the  sleeves,  and  the  yoke  effect  on 
the  front  of  the  gown.  Cluny  is  immensely  used  for 
gown  trimming. 


Modified  Pannier  Styles  Gaining  Ground 

Pannier  effects  rather  than  pannier  styles  taken  up  —  Favored  models 
conform  to  the  present  slender,  large-waisted  figure  type  —  Very  little 
extra  width  in  the  new  skirts  —  Scant  pleats  in  evidence  —  Taffeta  fav- 
ored fabric  —  Crystal  and  pearl  buttons  —  Tricornes  the  latest  millinery  model 

Staff   Correspondence 


Paris,  April  29. 

IN  a  general  way,  there  is  always  some  good  and 
sufficient  reason  behind  the  so-called  unreason- 
ableness of  fashion.  Nor  do  the  changes  come 
about  so  suddenly  as  would  appear,  for  before  a  new- 
style  is  launched  there  is  always  a  more  or  less  pro- 
longed period  devoted  to  preparing  the  way  and  try- 
ing out.  It  is  true  that  freak  fashions  are  often 
shown,  but  they  have  their  place  and  uses.  As  a 
rule,  even  their  creators  do  not  quite  take  them  seri- 
ously, but  put  them  out  to  emphasize  some  particular 
point  in  costuming,  or  to  help  to  bring  about  some 
desired  change  in  the  mode. 

MORE  MATERIAL SLENDER  FIGURE. 

Modes  for  the  past  three  years  have  been  on  the 
slender  figure-revealing  lines,  intense  in  color  and 
simple  as  to  style.  In  their  not  too  extreme  concep- 
tion, present  styles  are  particularly  well  liked  by  both 
costumers  and  wearers,  but  they  are  looked  upon  with 
disfavor  by  the  manufacturers  of  materials,  as  they 
can  be  made  from  a  very  few  yards  of  cloth.  Some 
style  to  bring  about  a  change  in  this  particular  has 
been  the  demand,  and  this  is  the  whole  story  of  the 
draped  effects  and  the  pannier  gown.  How  to  put 
more  material  into  a  gown  and  still  retain  the  slender 
figure  line  so  much  favored  seems  to  be  the  present 
problem,  and  one  that  is  on  the  high  road  to  a  satis- 
factory solution. 

It  was  just  about  a  year  ago  that  the  first  sug- 
gestion of  the  present  Louis  XV.  modes  appeared 
in  a  Callot  gown — a  broad  panel  of  material  hung 
from  the  shoulder  that  somewhat  remotely  suggested 
a  Watteau  plait.  This  model  attracted  so  much  at- 
tention that  it  was  used  as  the  basis  for  numerous 
Louis  XV.  models.  Several  true  Watteau  gowns  were 
shown  by  other  houses  and,  little  by  little,  a  favoring 
feeling  for  Louis  XV.  period  effects  was  created. 

PANNIER    MATERIALS   AND   COLORS. 

There  has  been  a  revival  also  in  what  may  be 
termed  pannier  materials  and  colors.  Printed  silks 
on  striped  or  checked  grounds  in  soft  delicate  colors, 
and  brooches  and  flowered  brocades  are  appearing. 
Laces  are  in  high  favor,  and  picot  and  fringed  rib- 
bons in  quantity  are  showing.  So  that  whether  the 
pannier  idea  is  really  adopted  or  not,  the  influence 
of  the  pannier  period  is  sure  to  be  felt. 

But  pannier  gowns,  whether  modified  or  extreme, 
are  not  all  Paris  has  to  show.    Callot  is  offering  deep 


pleated  skirts  and  flounces  headed  with  a  drapery 
tied  behind  with  looped-in  cashes  and  short  sacques 
borrowed  from  the  late  seventies  and  early  eighties. 
Poiret  is  retaining  the  straight  line  gowns  that  first 
brought  him  into  notice,  and  this  house  and  Paquin's 
are  the  great  advocates  of  high  colors. 

There  are  many  evening  models  that  suggest 
Greek  simplicity  in  drapery  and  line,  and  simple 
little  dresses  that  are  decidedly  directoire  in  effect. 
The  new  Robespierre  collars  belong  to  this  period. 

LOUIS  XIV.   STYLE  TOUCHES. 

Lucille  has  brought  out  a  most  distinguished 
model  based  on  the  Louis  XIV.  period,  and  repro- 
ducing all  the  leading  style  touches.  The  coat  is 
straight  line  and  collarless  and  is  trimmed  with  in- 
numerable buttons.  The  first  three  buttons  fasten, 
and  though  there  is  a  line  of  close  set  buttons  and 
buttonholes  to  the  hem  the  front  opens  to  show  a  vest 
of  flowered  silk  slightly  cut  away  and  fastening  with 
a  close  row  of  buttons.  The  sleeves  are  straight, 
loose  and  wider  at  the  cuff  than  at  the  top,  and  have 
deep  turn-back  cuffs  finished  with  a  lace  frill.  The 
skirt  is  narrow  and  shapes  in  at  the  feet  as  in  the 
present  mode,  while  rows  of  buttons  on  each  side 
suggest  the  buttoning  of  knee  breeches.  This  suit  is 
made  of  dove  grey  corded  silk,  and  the  vest  is  of  white 
satin  bound  with  claret  velvet. 

There  is  no  doubt  about  the  return  of  taffeta;  it 
is  the  leading  fabric  here,  and  all  the  great  dress- 
makers are  using  it.  This  silk  comes  in  plain  and 
changeable  effects  and  in  many  fancies — striped, 
printed  and  in  broohe  patterns, 
finding  great  favor  is  called  faille  taffeta,  and  as  the 
name  indicates,  has  a  decidedly  ribbed  effect.  Covert 
cloths  are  being  used  again,  and  a  silk  covert  is  meet- 
ing with  high  favor.  Model  houses  are  using  it  for 
auto  coats  and  for  collar  and  cuff  facings.  Another 
new  material  is  crepon,  and  an  attempt  is  being  made 
to  bring  tussah  and  crepe  shantungs  to  the  front 
again. 

A  wonderful  lace  season  is  in  progress,  Venise 
and  Bohemian  being  first  favorites,  but  quantities 
of  Maline,  filet,  Cluny,  Chantilly  and  Valenciennes 
laces  are  used.  Crystal  buttons  are  used  on  every- 
thing, and  crystal  headings,  fringes  and  trimmings 
are  in  strong  vogue.  Quantities  of  pearls  are  used  in 
the  form  of  headings,  bands  and  in  long  ropes.  Louis 
XIV.  tricornes,  bicornes  and  Marquise  shapes  the  the 
last  word  in  millinery  here. 


Smart  Suits  in  New  York  Fashion  Parade 


W^eather   against   elaborate   style   show  —  Serge   and    whipcord    the  favored 

fabrics  —  Coat   lengths    run    from    26    to    32    inches  and   models  are   sharply 

cut    aw^ay  —  Many    bound    with   braid  —  Suits   of  charmeuse    in  high    favor 

—  Tailored    millinery    most    worn  —  Lace  collar   and    cuff    finishes. 


New  York,  May  1. 

THE  Easter  parade  in  New  York  brought  out  a 
large  crowd,  but  the  unfavorable  weather  was 
against  any  elaborate  fashion  show.  The 
majority  of  women  were  dressed  in  tailor-made  suits, 
and,  therefore,  a  good  opportunity  was  presented  for 
studying  the  latest  modes  in  tailored  styles.  By  far 
the  larger  number  of  suits  worn  were  either  of  serge 
or  whipcord,  and  there  was  no  question  about  navy 
being  the  leading  color.  A  feature  that  was  much 
remarked  was  the  number  of  white  suits  worn  in 
spite  of  the  decidedly  unseasonable  nature  of  the 
weather,  and  this  was  taken  to  show  how  strong  a 
hold  the  vogue  of  white  has  obtained,  and  as  a  fore- 
cast of  its  supremacy  during  the  Summer  season. 

Chiffon  taffeta  was  hardly  so  much  in  evidence  as 
was  expected,  though  some  very  smart  suits  were 
seen  made  of  this  fabric.  Decidedly  the  best  taffeta 
suits  were  in  striped  changeables,  and  many  of  them 
showed  the  new  low  drapery  giving  the  pannier 
effect,  but  so  managed  as  not  to  break  the  slender 
outline.  Many  handsome  suits  of  charmeuse  were 
worn.  They  were  really  three-piece  costumes,  con- 
sisting of  a  dress  and  coat  to  match. 

The  newest  and  most  striking  feature  noted  in 
suits  was  the  new  Louis  XVI.  collars  modeled  on 
those  completing  men's  coats  in  the  closing  days  of 
that  reign.  Many  of  these  collars  are  quite  high  and 
touch  the  tip  of  the  ear.  Another  feature  is  the  re- 
appearance of  vest  effects.  The  smartest  coats  are 
sharply  cut-away,  and  many  of  them  are  bound  with 
braid.  Skirts  are  bound  to  match  and,  though  pleats 
are  used,  there  is  no  change  from  the  straight  cut 
effect,  nor  is  there  any  real  addition  to  the  width  of 
the  skirt.  A  new  back  effect  frequently  seen  con- 
sists of  three  pleats.  These  pleats  are  little  more  than 
tucks  well  stitched  down  to  about  the  knee,  and  well 
pressed  below  to  keep  them  in  place,  and  do  not  add 
many  inches  of  extra  width  to  the  skirt. 

NOKFOLKS  AND   BELTED   MODELS. 

Misses  and  younger  women  of  slim  figure  are 
favoring  Norfolks  and  semi-belted  models.  Belts,  as 
a  rule,  do  not  extend  all  the  way  round,  but  are 
either  under  the  arm  or  across  the  back  and  front. 
Coats  average  from  26  in.  to  32  in.  long.  Many 
suits  are  both  lined  and  faced  with  changeable  taf- 
fetas or  two-tone  cord  silks. 

RAGLAN   OR   SET-IN   SLEEVES. 

Women  in  automobiles  wore  comfortable  envelop- 
ing wrap  coats  made  of  wide  wale  serges,  ratines,  or 


soft,  rough  velour  cloths,  decidedly  heavy-looking, 
but  in  reality  very  light  in  weight.  New  models 
show  raglan  or  set-in  sleeves  with  wide,  roomy  arm- 
holes,  and  so  cut  that  they  can  be  worn  either  but- 
toned up  to  the  neck  or  with  open  revers.  Collars 
are  medium  in  size,  and  are  cape-like  in  cut,  and  the 
cuffs  turn  back.  Many  models  sire  belted  or  half- 
belted  and  simulated  buttonholes,  big,  handsome  but- 
tons and  wrapped  seams  are  the  only  trimmings  used 
or  needed. 

TAILORED   MILLINERY. 

There  is  a  more  intimate  connection  than  usual 
between  dress  and  millinery  this  year,  and  it  is  out 
of  the  ordinary  to  see  a  dress  hat  worn  with  a  tailored 
suit  or  dress.  Therefore,  the  millinery  display  was 
confined  almost  entirely  to  tailored  models.  This 
means  that  small  and  medium^sized  shapes  were 
worn.  Many  smart  women  wore  the  new  tricorne, 
but  perhaps  the  best  represented  model  was  the  Tain 
or  beret  shape.  There  were  many  smart  turbans,  and 
numerous  pretty  bonnet-like  models.  Paradise  has 
apparently  taken  the  place  of  osprey,  and  ostrich  was 
represented  by  quill  effects  and  the  single  up-stand- 
ing mount.  Fancy  feather  effects  and  cockades  of 
pleated  ribbon  and  maline  were  the  other  trimmings 
noted.  Black  and  navy  were  the  predominating 
colors,  but  burnt,  tan,  mustard,  cerise  and  green  were 
also  much  worn,  and  many  models  were  developed  in 
black  and  white  combinations. 


Short  Course  in  Card  Writing 

(Concluded  from  page  86) 
with  either  a  ruling  pen  or  a  No.  6  Sonnechen  pen, 
using  the  edge  of  the  T  square  as  a  guide,  holding  it 
up  with  the  left  hand  about  one-quarter  inch  from 
the  face  of  the  card  to  keep  the  pen  from  blotting. 
A  combination  of  sin^.;ie  and  single  and  double  brush 
stroke  block  lettering  is  used  on  this  card. 

A  PLAIN  LETTER  FOR  FANCY  CARD. 

Not  often  is  the  brush  stroke  block  letter  used 
for  fancy  cards  suitable  for  opening  displays.  Card 
No.  5  gives  a  simple,  though  effective  example  of 
fancy  card  lettered  with  the  single  and  double  brush 
stroke  block,  the  decorative  scheme  is  a  simple  spray 
scroll  with  the  letter  S  outlined  in  grey,  forming  an 
illuminated  capital.  Many  very  effective  ideas  may 
be  carried  out  along  this  order  with  very  little  work 
attached. 


DRY     GOODS     REVIEW 


1.j3 


Parasol  window,  with  a  coronation  fsetting,  flags,  monograms  and  crowns — a  color  grouping  which  showed  the  beauty  of  the 
(lisplnyed.     Dressed   liy  D.  A.  Holt  for  Robinson  &   Co.,"  Limited,  Winnipeg. 


'oods 


Condensed    Advertisements 

An  advertisement  under  this  heading  will  cost  you  two  (2)  cents    a    word    for    first    insertion    and    one    (l) 
cent  a  word  for  subsequent   insertions,    and    your   advertisement   will    go    to    5,000    merchants   each    month 


FOR  SALE 


GENERAL  STORE— UNEQUALLED  OPrOR- 
tunitv  for  bright  man ;  stocli  and  fixtures 
(about  §10,000)  at  cost:  e.irning  .f-^.OOO  net 
yearly.  Court  fullest  investigation.  No  tritlers 
answered.  Health  requires  change.  Address 
Nova  Scotia,  care  of  Dry  Goods  Review,  To- 
ronto. (2) 

GENERAL  STORE.  SMALLEST  TURNOVER 
in  last  six  years  $40,251.  Present  year  will  go 
over  li;45,000.  Stocli  at  present  about  $12,000, 
reduced  if  purchaser  wishes.  Premises  solid 
stone  store.  Can  be  rented  reasonably.  $3,500 
cash  will  handle.  GEO.  WHYTE,  Wapella. 
Sask.  (tf) 


SITUATIONS    VACANT 

EXPERIENCED  SPECIALTY  SALESMAN 
wanted,  advertising  experience  desirable.  This 
is  good  position  and  offers  splendid  opportun- 
ity for  advancement.  State  fully  age,  experi- 
piice  and  salary  expected.  MACLEAN  PUB- 
LISHING CO.,  LTD.,  143  University  Ave., 
'I'cnonto. 

DRESS  MAKER  WANTED  —  TO  TAKE 
charge.  State  where  formerly  employed,  and 
wages  required,  also  references.  Hobbs  ix  Co., 
Burk's   Falls,   Ont.  (1) 

FIRST  CLASS  SALESMAN  WANTED  'FOR 
dry  goods  department — state  where  formerly 
employed  and  references,  also  wages  required. 
Hobbs  &   Co..   Burk's   Falls.   Ont.  (1) 


SITUATIONS  WANTED 

A  GOOD.  RELIABLE,  EXPERIENCED 
gents'  furnishing  man  requires  positi'>n  as 
manager  and  buyer  for  that  department; 
holding  same  position  at  present,  l)ul  wis!i- 
ing  a  more  remunerative  position;  excellent 
references,  .\pply  in  first  instance,  Box  S5, 
Dry   Goods   Review.  (2) 

WINDOW  TRIMMER  AND  CARD  WRITER, 
with  experience  in  advertising,  wishes  posi- 
tion in  good-sized  live  town;  several  years' 
experience  in  best  New  York  department 
stores;  age  .34.  (Relial)le),  Dry  Goods  Re- 
view. 


AGENCIES  WANTED 

AGENCIES  WANTED  —  FOR  MANITOBA, 
Saskatchewan  and  Alberta.  Specialty  lines  to 
the  retail  dry  goods  trade.  Address  J.  R. 
GALBRAITH,   P.O.   Box   765,  Winnipeg.        (tf) 

BUSINESS  OPPORTUNITY 

TOWN  IN  WESTERN  ONTAltUi  OF  i.-JOO 
offers  great  opportunity  for  new  clothing  and 
frents'  furnishing  store.  For  particulars  write 
Iionald  F.  .Tohuston.  5.50  Yonge  St.,  Toronto, 
•  •ntario.  (1) 

PRINTING 


BOOKLETS,  CATALOGUES,  PRICE  LISTS. 
Handbills  and  any  other  fine  printing  for  the 
dry  goods  trade,  at  fiercely  competitive  prices. 
Russell  Smart  Advertising  Agency,  40U,  Chan- 
cery   Lane,    London,    England.  (tf) 

PRICE  TICKETS  FOR  WINDOW  SHOW 
goods.  Black  lettering  on  white  cards  marked 
25c,  50c,  75c,  $1.  $1.25,  $1.50,  $1.75,  $2.  $2.50, 
.fS,  $3.50,  $5.  Dozen  in  set,  i)er  set,  15  cents 
postpaid,  or  two  sets  for  25  cents  wliile  they 
last.  Teclinical  Book  Dept..  MacLean  Pub- 
lishing  Co..   143   University   Ave..    Tnronto. 


STORE  TO  RENT 

A  LARGE  STORE  TO  RENT  IN  THE  CITY 
of  Moose  ,Jaw.  Size  of  store  .jO  x  110  feet,  4 
stories  witii  basement  9  foot  C  inches.  I'as- 
senger  and  merchandise  elevators.  Grand 
chance  to  get  in  location  Al.  Population  21,- 
000;  construction  of  building  reinforced  <on- 
crete.  For  furtlier  information  write  .Tolm 
W.    Callinjr.   P.ox    112,    Moose   .T.iw.  (I) 


MISCELLANEOUS 


COPELAND-CHATTERSON  SYSTEMS— 
Sliort,  simple.  Adapted  to  all  classes  of  busi- 
ness. Copeland-Chatterson-Co.,  Limited,  Tor- 
onto and  Ottawa.  (tf) 
FIRE  BUCKET  TANKS  AND  OILY  WASTE 
Cans  cost  little  and  soon  pay  for  their  cost  in 
reduced  insur.mce  rates.  Large  reductions 
result  from  the  installation  of  Fireproof  Win- 
dows, Doors  and  Skylights.  We  are  special- 
ists in  these  lines  and  can  quote  you  a  close 
priie  consistent  with  really  fireproof  goods. 
,\.  B.   ORMSBY,   Ltd.,   Toronto   and   Winnipeg. 

novl2 


DOUBLE  YOUR  FLOOR  SPACE.  AN  OTIS- 
Fensom  hand-power  elevator  will  double  your 

floor  space,  enable  .von  to  use  that  upper  floor 
either  as  stock  room  or  as  extra  selling  space, 
at  the  same  time  incre.ising  space  on  your 
ground  floor.  Costs  onl.v  $70.  Write  for  cata- 
logue "B."  The  Otis-Fensom  Elevator  Co., 
Traders  Bank  Building,  Toronto  itfi 

ELLIOTT-FISHER  STANDARD  WRITING- 
Adding  Machines  make  toil  easier.  Elliott- 
Fisher,  Limited.  513  No.  83  Craig  St.  W., 
Montreal.,  and  Room  314,  Stair  Building,  Tor- 
onto. 

FIRE  INSURANCE.  INSURE  IN  THE 
Hartford.     Agencies  everywhere  in  Canada. 

COUNTER  CHECK  BOOKS— WRITE  US  TO- 
day  for  samples.  We  are  manufacturers  of  the 
famous  SURETY  NON-SMUT  duplicating  & 
Triplicating  Counter  Check  Books,  and  Single 
Carbon  Pads  in  all  varieties.  Dominion  Reg- 
ister  Co.,   Ltd.,   Toronto. 

COUNTER  CHECK  BOOKS— ESPECIALLY 
made  for  the  dry  goods  trade.  Not  made  by  a 
trust.  Send  us  samples  of  what  you  are  us- 
ing— we'll  send  you  right  prices.  Our  holder 
with  patent  carl)on  attachment  has  no  equal 
on  the  market.  Supplies  for  binders  and 
monthly  account  systems.  Business  Systems, 
Limited,   Manufacturing   Stationers,   Toronto. 

MOORE'S  NON  LEAKABLE  FOUNTAIN 
Pens.  If  you  have  Fountain  Pen  troubles  of 
your  own,  the  best  remedy  is  to  go  to  your 
stationer  and  purchase  from  hira  a  Moore's 
Non-Leakable  Fountain  Pen.  This  is  the  one 
pen  that  gives  universal  satisfaction  and  it 
costs  no  more  than  you  pay  for  one  not  as 
good.  Price  $2.50  and  upwards.  W.  J.  Gage 
&  Co.,  Limited,  Toronto,  Sole  Agents  for  Can- 
ada. 

WAREHOUSE  AND  FACTORY  HEATING 
Systems.  Taylor-Forbes  Company,  Ltd.  Sup- 
plied by  the  trade  throughout  Canada. 
THE  MONEY  YOU  ARE  NOW  LOSING 
througli  not  having  a  National  Cash  Register 
would  pay  its  cost  in  a  short  time.  Write 
us  for  pi-oof.  The  National  Cash  Register 
Co..  285  Yonge  Street,  Toronto. 
YOU  CAN  BUY  A  REBUILT  TYPEWRITER 
from  us.  We  have  about  seventy-five  type- 
writers of  various  makes,  which  we  have  re- 
built and  which  we  will  sell  at  $10.00,  $15.00' 
and  $20.00  e.'ich.  We  have  also  a  large  stock 
of  better  robuilts  at  slightly  higher  figures. 
Write  for  details.  The  Monarch  Typewriter 
C,  Ltd.,  46  Adelaide  St.  W.,  Toronto,  Canada. 
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HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "  Review"  do 
not  necessarily  hold  themselves  responsible 


EMBROIDERY     FIRM     IN     NEW 
SALESROOM. 

Leumann  Boesch  &  Co.,  St.  Gall, 
Switzerland,  who  are  represented  in 
Canada  through  A.  B.  Fisher,  Tor- 
onto, have  removed  from  Melinda 
St.,  to  64  Wellington  St.  West. 
Buyers  will  find  the  new  location 
more  accessible  and  convenient,  as  it 
is  rig'ht  in  the  heart  of  Toronto's 
wholesale  dry  goods  district. 

Leumann  Boesch  &  Co.  are  now 
settled  in  their  new  salesroom  and 
are  carrying  an  extensive  stock  of 
embroideries  including  all  waiittd 
patterns  and  lines,  as  well  as  the  m^st 
exclusive  novelties.  Through  an  over- 
sight in  a  recent  issue  of  The  Review, 
a  statement  was  made  that  the  carry- 
ing of  an  exclusive  embroidery  stock 
was  a  new  feature  on  the  Canadian 
market.  As  many  of  our  readers  an- 
doubtless  well  aware  Leumann 
Boesch  &  Co.,  through  their  Toronto 
house,  have  carried  a  comprehensive 
stock  to  meet  the  convenience  of  their 
Canadian  customers  for  the  i)ast  two 

years. 

*-     *     * 

NEW  LINE  1912  MODELS. 

Practically  every  up-to-date  mer- 
chant recognizes  tlie  advantage  of 
having  wax  figure  models  for  window 
trimming  and  artistic  display  in  t)ie 
garment  department.  There  will, 
therefore,  be  considerable  interest  in 
the  announcement  of  Delfosse  &  Cie., 
Montreal,  manufacturers  of  display 
figures,  that  they  have  just  added  to 
their  stock  a  new  line  of  wax  figures. 
These  figures  are  not  only  life-like  in 
facial  expression,and  entirely  correct 
as  to  bust  form,  but  they  are  offered 
at  prices  that  are  considerably  lower 
than  such  high-class  goods  have  here- 
tofore commanded.  They  are  strictly 
1912  models,  and  at  the  price  asked 
should  meet  with  brisk  demand. 

That  the  demand  for  display  fix- 
tures of  every  description  is  steadily 
increasing  is  indicated  by  the  fact 
that  Delfosse  &  Cie.  are  now  working 
their    factorv    overtime     to    try   and 


PROFITABLE  LINES 

for  your  Notion  Department— Collar  Pins.  Beauty  Pins, 
Ladies'  Cuflf  Linkp,  Bead  Necklaces  and  Ear-rings  to 
retail  at  popidar  prices.    Write  to-day  for  samples. 

R.  A.  PHILLIPS 

The  Notion  and  Jewelry  House 
77  YORK  STREET,        TORONTO 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
loKue.    It's  free  for  the  asking. 

The  Botanical   Decorating  (  ompany 

(Incorpuratt'd) 
310  Fifth  Avenue.  Chicago,  111. 


Counter  Check  Books 

F.  N.  BURT  COMPANY,  Limited 


Toronto  and  Montreal 

Write  for  samples. 


L.  BAUMAN  &  CO. 

The  largest  Importers  and  Manufacturers  of 
Artificial  Flowers.  Vines.  Sprays,  Palms. 
Bouquets,  and  Window  and  Interior  Decora- 
tions. 

359  W.  Chicago  Ave  ,  CHICAGO,  ILL. 


Write  for  Information, 
about  any  line  of  goods   you  do  not 
see  advertised    in    The  Review.      We 
will    gladly    procure    the    information 
and  supply  it  free. 
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The  Wholesale  Millinery  and  Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL  HOBBY 


This  space  will  cost  you  onLj 
$25.00  a  year,  and  your  ad.  will  no 
to  5,000  merchants  each  month. 


keep   pace   with    the   orders   that   are 

pouring'  in. 

■«■     *     » 

CHANGES  AND  IMPROVEMENTS. 

Tlie    Toronto   Feather   &    Down    ("o 
lias  seen  chatijies  duriuii'  the  last  few 


months,  owing  to  the  death  of  their 
manager,  Mr.  Jas.  Bulk,  in  the  month 
of  October.  Mr.  Charles  Keddie  is 
now  occupying  the  post  of  manager, 
and  has  inaugurated  an  aggressive 
policy  which  is  already  bearing  fruit 
in  increased  facilities  for  dealing  with 
outside  customers. 

In  addition  to  this,  the  firm  has 
put  in  new  machinery  and  improve- 
ments for  carrying  stock,  which  is 
being  increased  in  variety  and  quali- 
ty. Extensive  alterations  which  have 
been  in  the  making  for  some  little 
time  are  not  yet  quite  finished.  There 
has  been  a  steady  upward  trend  in 
the  demand  for  better  class  goods, 
and  this  firm  is  now  prepared  to  offer 
its  patrons  the  best  which  is  obtain- 
able in  the  Canadian  market  to-day, 
while  its  stock  of  popular  lines  is  also 
( onstautly  growing  in  variety. 

In  going  through  the  plant  of  the 
Toronto  Feather  &  Down  Co.,  it  was 
interesting  to  note  how  the  feathers 
are  steamed  and  separated,  precluding 
anything  but  the  highest  degree  of 
cleanliness  and  quality.  Merchants 
who  are  interested  may  like  to  know 
that  Mr.  D.  K.  Mcintosh  is  now  tour- 
inu'  Ontario  for  this  firm,  and  that 
Messrs.  Hopwood  and  Bryant  are  in 
charge  of  the  Montreal  office  at  59 
St.  Peter  Street.  These  gentlemen 
will  look  after  the  Maritime  Pro- 
vinces., 

*     *     • 

A  NEW  DESIGN  OF  CASE. 

The  silent  salesman  case  illustrated 
is  that  used  in  the  new  department 
store  of  Jas.  Ogilvy  &  Son,  Montreal. 
They  were  designed  and  built  by 
Jones  Bros.  &  Co.,  Toronto,  and  con- 
tain several  new  features  that  are 
worthy  of  notice. 

These  cases  are  40  inches  high,  the 
new  standard  height  for  dry  goods 
cases,  and  are  raised  off  the  floor  six 
inches  on  strong  iron  legs,  wliich  have 
an  ingenious  appliance  for  adjusting 
the  height  of  case  so  as  to  bring  it 
to  an  exact  level  where  the  floor  slants 
as  is  usual  to  the  front  of  store.  At 
the  back  of  case  between  the  legs  is 
a  hinged  wjaod  flap  extending  to  floor 
that  prevents  waste  paper  coming 
from  behind  case  and  vet  that  can  be 
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A  display  case   used  in  new  Ogllvy  store,  which  contains  several  new  features. 


raised  in  a  second  to  permit  of  sweep- 
ing. 

The  doors  are  sliding  gravity  doors 
that  can  be  lifted  out  in  a  second,  and 
are  fitted  with  frosted  glass,  instead 
of  mirror,  admitting  a  soft  light  on 
the  goods  and  avoiding  the  distortion 
caused  by  mirrors. 

The  shelves  are  plate  glass  support- 
ed on  nickel  adjustable  brackets  that 
can  be  tightened  by  an  ingenious  de- 
vice so  as  to  bear  a  greater  weight 
than   is  usual. 

The  illuminating  is  done  from  the 
back  of  case,  a  space  being  prepared 
for  wiring  within  the  woodwork  by 
the  makers,  the  wires  being  carried 
down  through  the  woodwork  to  metal 
conduits  beneath  the  case,  and  thence 
through  the  marble  floor.  The  lights 
are  carried  in  special  swinging  fix- 
tures that  can  be  swung  against  the 
back  of  case  when  not  in  use. 

The  construction  of  the  case  is  all 
plate  glass  on  solid  mahogany  base, 
and  were  made  under  the  Kade 
patent,  ■which  is  controlled  for  Cana- 
da h\-  Jones  Bros.  &  Co.,  Toronto. 
This  is  the  only  all-glass  construc- 
tion that  is  perfect,  and  Jones  Bros. 
&  Co.  are  the  only  manufacturers  in 
Canada  that  use  the  genuine  Kade 
cover. 


PRINCESS  SATINS  FOR  LININGS 

Fashion  is  favoring  suits  for  Fall, 
and  suit  coats  will  be  longer.  This 
means  that  lining  fabrics  will  be 
asked  for  in  increased  lengths,  as  a 
handsome  lining  alwaVs  gives  added 
style  to  the  suit.  Satin  is  firmly  es- 
tablished as  a  lining  fabric,  and 
manufacturers  have   turned  their  at- 


tention   to    the    production    of   satins 
specially  for  this  purpose. 

American  cloths  have  been  exten- 
sively advertised,  and  there  is  no 
question  that  they  have  all  the  merits 
of  wear,  finish  and  appearance  that 
is  claimed  for  them. 

Princess  satins  imported  and  stock- 
ed in  all  the  leading  lining  shades 
are  fully  equal  to,  if  not  superior  to 
the  American  cloth,  and  in  the  im- 
portant point  of  price  are  decidedly 
cheaper.  This  is  because  it  is  a  pro- 
duct of  European  factories,  where 
labor  has  the  important  advantage  of 
inherited,  as  well  as  special  training, 
and  where  the  workman  does  not  de- 
mand the  high  rate  of  wages  that  ob- 
tains in  the  highly  protected  American 
market.  Hayes  &  Lailey  have  pre- 
pared a  handsome  card  showing  all 
the  new  shades,  and  any  merchant 
wishing  to  have  the  same  should  ap- 
ply to  Hayes  &  Lailey,  Melinda  St.. 
Toronto. 


BARLOW'S     FORMS     AND     FIX- 
TURES. 

The  Barlow  Co.,  Holyoke,  Mass., 
manufacturers  of  store  display  equip- 
ment have  issued  two  folders  illus- 
trating a  variety,  of  their  new  fix- 
tures, wax  figures  and  form  models. 
These  include  cloak,  and  suit  racks, 
card  holders,  flower  and  feather 
stands,  forms  designed  on  most  ap- 
proved style  lines,  and  with  arms, 
legs  and  wax  heads,  waist  and  neck- 
wear display  forms,  mirrors,  hat  and 
unit  fixtures,  etc.  Write  for  copies; 
you  will  find  it  useful  when  requiring 
a  form  or  fixture  that  is  "just  the 
thing." 


A  PROGRESSIVE  FIRM. 

A.  J.  Sollows  &  Co.,  manufacturers 
of  neckwear,  St.  John,  N.B.,  are  show- 
ing an  excellent  range  of  novelties  in 
aeessories  for  the  present  season.  The 
success  of  a  firm  suggests  in  a  strik- 
ing way  the  extent  of  the  demand  for 
the  goods  which  they  produce.  A.  J. 
Sollows  has  had  the  management  of 
this  business  for  the  last  four  years. 
While  at  the  first  the  firm  only  em- 
ployed two  hands  they  have  to-day  a 
staff  of  from  50  to  75.  They  special- 
ize in  ladies'  neckwear,  ruchings  and 
aprons.  They  have  also  made  some 
side  line  of  children's  dresses  and 
rubber  bibs. 


MOVE  TO  LARGER  QUARTERS. 

Increased  business  in  the  sale  of 
J-M  Asbestos,  Magnesia  and  Electri- 
cal Supplies  throughout  the  territory 
covered  by  the  Canadian  H.  W. 
Johns-Manville  Co.,  Limited,  at  Win- 
nipeg, has  necessitated  a  move  from 
their  old  quarters  at  320  Main  Street 
to  89  Princess  Street,  Winnipeg. 

The  new  building,  shown  in  the  ac- 
companying illustration,  will  enable 
a  much  larger  stock  of  goods  to  be 
carried  on  hand  than  heretofore. 
M.  C.  Burgess,  who  has  been  a  resi- 
dent of  Winnipeg  for  many  years  and 
is  well  and  favorably  known  in  that 


11. 


The  new  Winnipeg  home  of  the  Cana- 
dian H.  W.  .Jolms-Manville  Co.,   I.til. 


section,  has  charge  of  this  offlee,  and 
under  his  supervision  is  a  force  of 
nineteen  men 
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NOTICE! 

We  wish  to  announce  that  we  are  present- 
ing for  the  approval  or  criticism  of  the 
Canadian  trade,  what  we  believe  to  be  the 
best  range  of  Laces,  Veilings  and  Dress 
Trimmings    that   has   ever    been  offered. 

All  Kinds  of  Novelty  Laces 

Besides  the  staple  lines,  we  offer  the  most 
exclusive  novelties  in  all  the  popular  effects 
of  the  season  and  for  the  fall  business. 
They  include  the  newest  all  linen  Cluny 
Lace  in  allovers,  fiouncings  and  bandings, 
also  Renaissance  and  Macrame  Laces  in 
various  styles  and  widths. 

White  Shetland  Veilings 

VV^e  have  a  splendid  stock  of  the  popular 
priced    White    Shetland    Veilings    also 
Shadow  and  Shot  Veiings  in  latest  color- 
ings. 

The  New  Dress  Trimmings 

Among  the  new  dress  trimmings  we  are 
showing  the  season's  best  novelty,  Par- 
isian shot  effect  in  Metallic  dot  on  dress 
nets. 

WRITE  FOR  SAMPLES  OF  THE  LINES 
WHICH  MAY  INTEREST  YOU 

ZCfje 

t1)omp$on  tacc  d  Veiling 
Companp,  ZimiteC> 

specialists  in  Fancy  Nets,  Laces,  Veilings 
Dress  Trimmings,  Etc. 

76  Wellington  St.  West,  TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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This     Trade     Mark    is     found    on   all     Best     Wash     Fabrics. 

Mr.  Retailer: 

Your  Jobber  is  now  ready 
to  show  you  a  full  line  of 

Robe-LandFleece 


for  Fall,  1912.  The  new 
patterns,  colorings  and  fin- 
ish easily  make  these  the 
finest  goods  of  their  class. 

PACIFIC  MILLS,  BOSTON 


This     Trade     Mark     is     found    on    all    Best     Wash     Fabrics. 
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No.  2077 


Send  a  Postal 
To-day 

for  a  sample  dozen  of  our 
best  selling  lines.  Good 
selection  guaranteed. 

No.  2074 

Seal,  Goat,  Alligator,  Calf 
and  Real  Seal,  highly  polish- 
ed German  frame.  Gun 
Metal  and  Polished  Silver. 
To  retail  from  $7.50  to 
$10.00. 


No.  2074 


No.  2077 

6-in.  and  7-in.  Gun 
Metal,  Silver  and  Gilt 
frames.  To  retail  at 
$1.00  and  $1.25. 


No.  231 


No.  231 

Girl's  Coat  Belt, 
stripes  of  various  colors 
on  white  background 
with  covered  buckle  to 
match.  Stripes  made 
in  1-in.,  U-in.  and  2-in., 
to  ratail  at  15,  20,  25cts. 


No.  898 


Inside  purse  with  frame 
with  deep  opening,  also 
small  mirror,  made  in  vari- 
ous leathers,  to  retail  from 
$3.00  to  $5.00. 


No.  2084 

7-inch,  Black  Seal  Leath- 
er. Also  in  Colored  Deathers. 
Leather  lined.  Cord  or 
leather  handle.  To  retail 
at  $1.50. 


No.  898 


No.  2084 


The  Western  Leather  Goods   Company,  Limited 

1191   Bathurst  Street,  Toronto 


Issued  1st  and  3rd 
Wednesday  of  each  month. 
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The  Retailer  — Court  of  Last  Resort 

THE  decision  of  the  National  Suit,  Cloak  and 
Skirt  As.sociation  to  appoint  a  fabric  committee 
is  but  another  step  towards  the  elimination  of  the 
speculative  element  in  garment  manufacture  and 
retailing. 

Unwilling  as  he  may  sometimes  be  to  concede 
that  the  manufacturer  has  any  very  deep-rooted  con- 


cern for  his  best  interests,  the  retailer  who  will  not 
admit  that  the  work  of  such  an  association  as  this 
does  not  throw  many  safeguards  around  his  position 
as  a  retailer,  is  short-sighted  indeed.  Although  it 
has  not  many  Canadian  members,  the  influence  of 
its  decisions  on 'this  side  of  the  line  is  unmistakeable. 
Owing  to  comparatively  small  population,  Canadian 
garment  manufacturers  are  not  in  a  position  to  adopt 
some  of  the  advanced  policies  of  this  organization, 
l)ut  in  it  they  haA'e  an  excellent  guide.  There  is 
available  to  them  the  experiences  of  men  who  are 
solving  problems  and  who  are  concentrating  more 
and  more  to  serve  their  market  on  the  most  economic 
and  satisfactory  lines  possible. 

In  their  meetings,  it  was  evident  that  manufac- 
turers were  as  seriously  concerned  about  the  elements 
of  the  retailers'  success  as  they  were  about  their  own. 
The  Ijig  features  of  the  meeting  proved  this.  Behind 
it  all  the  retailer  loomed  up  as  the  court  of  last  resort. 

The  condensation  of  sample  lines  so  that  the  re- 
tailer may  select  more  quickly  and  more  intelligent- 
ly, is  an  idea  that  is  now  being  worked  out  in  a 
practical  way.  It  was  pointed  out  that  extensive 
ranges  prol^aljly  contained  many  duplicate  styles  in 
different  fabrics  which  were  only  bewildering  to  the 
buyer,  and  that,  as  a  result,  many  stickers  later  made 
their  appearance  to  compete,  at  slaughter  prices,  with 
regular  lines.  Here  the  fundamental  thought  was 
the  retailer. 

Then,  by  deciding  to  hold  a  salesman's  day,  the 
manufacturers  hope  to  obtain  from  their  traveling 
representatives  the  views  of  the  i*etailers  with  refer- 
ence to  merchandising  and  style  problems. 

The  selection  of  a  committee  on  fabrics  will  re- 
sult in  having  a  more  definite  vei'dict  with  reference 
to  a  question  whicli  is  now  more  or  less  of  a  poser. 
A  clearer  outlook  on   a  i)roblem  of  this  kind  will 


DRY     GOODS     REVIEW 


assist  the  retailer,  not  only  in  his  garment,  hut  also 
in  his  fabric  section.  He  will  be  able  to  discriminate 
between  certain  and  micertain  elements. 

Behind  all  this,  however,  the  reader  will  see  two 
factors  which  must  be  applied  to  any  business  in 
order  to  achieve  the  highest  degree  of  success.  Thev 
are  organization  and  concentration.  Organization  is 
necessary  if  the  greatest  good  is  to  be  applied  to  the 
greatest  number;  concentration  is  required  in  order 
that  principles  may  have  most  practical  and  effective 
expression.  All  enterprise  tends  in  this  direction  to- 
day. There  can  be  no  confidence  in  an  indifferent 
attitude  either  by  manufacturers,  wholesaler  or  re- 
tailer. All  problems  must  be  worked  out  in  a  spirit 
of  co-operation. 


Psychology  and  Tailored  Suits 

HOW  do  you  explain  the  psychological  ouigiua 
that  women  in  California,  Mexico,  New  York 
and  Canada  all  demand  practically  the  self-same 
styles?  was  a  question  asked  at  a  recent  meeting  of 
garment  manufacturers,  and  an  explanation  offered 
by  an  authority  placed  the  blame  upon  the  men. 
Women  had  not  been  encouraged  to  reveal  this  in- 
dividuality in  dress  as  those  of  Europe;  neither,  for 
that  matter,  were  they  consulted  to  the  same  extent 
in  everyday  business  affairs.  The  average  American 
woman  hesitated  to  become  a  leader  in  a  new  vogue, 
preferring  rather  to  await  its  general  development. 
This  fact  explained  the  popularity  of  the  strictly- 
tailored  suit.  It  was  one  costume  that  seemed  to  ex- 
press an  unanimity  of  opinion.  It  was  becoming  an. 
established  adjunct  in  every  woman's  wardrobe. 

It  is  to  this  fact  that  style  authorities  often  point, 
in  advising  against  a  procession  of  novelty  in  a  season 
as  being  detrimental  to  business.  It  is  argued  that 
no  sooner  does  one  range  of  models  appear  and  be- 
come well  advertised  to  the  consumer  than  something 
new  appears  and  unsettles  half-formed  decisions. 
Thus  women's  minds  are  very  often  in  a  muddle  on 
the  style  proposition  at  a  time  when  their  selection 
was  most  desired.  The  manufacturers  were,  there- 
fore, urged  to  place  still  greater  application  upon 
style  essentials  of  garments  that  have  an  established 
patronage  in  order  to  make  finality  a  more  certain 
quantity  in  suit  merchandising. 

At  the  same  time  it  was  suggested  that  in  this 
country,  as  in  France,  garment  patterns  or  designs 
should  be  protected  by  law.  At  the  present  time  no 
sooner  does  a  promising  garment  make  its  appear- 
ance than  its  good  points  are  immediately  copied, 
and  many  others  of  practically  the  same  design  ap- 
pear. In  Paris,  designs  of  this  character  are  pro- 
tected, and  several  recent  law  suits  have  resulted  in 
damages  being  awarded  for  infringement. 


Hold  Half  Holiday  on  Same  Week  Day 

THE  weekly  half -holiday  season  is  now  approach- 
ing, and  with  it  comes  the  suggestion,  "Why 
not  all  observe  it  on  the  same  day  of  the  week?"  At 
the  present  time  there  are  certain  districts  where 
merchants  of  towns  and  villages  within  10  or  20 
miles  of  each  other  hold  their  half  holidays  on  dif- 
ferent days  of  the  week  during  July  and  August. 
Three  or  four  towns  will  observe  Wednesday ;  an- 
other three  or  four  will  choose  Thursday,  and  others 
will  prefer  Friday. 

The  Review  has  no  desire  to  intrude  upon  with 
personal  privilege  in  the  matter,  nor  has  it  special 
knowledge  of  circumstances  which  may  make  one 
day  in  any  town  preferable  to  another,  but  it  sub- 
mits that,  in  the  general  interests  of  business,  the 
selection  of  one  and  the  same  day  by  merchants 
throughout  the  country  is  desirable. 

How  would  it  work  out?  Traveling  salesmen 
would  then  be  enabled  to  arrange  their  interviews 
with  buyers  to  better  advantage,  by  making  allow- 
ance in  advance  for  the  half -holiday.  If  time  had  to 
be  lost  they  could  assure  themselves  that  it  would  not 
be  more  than  one-half  day.  There  would  then  be  no 
occasion  for  discrimination  either  by  buyer  or  sales- 
men. The  people  of  the  various  districts  could  be 
educated  to  make  that  one  day  a  fixture  in  their 
minds,  and  merchants  could  associate  with  it  some 
profitable  morning  event.  They  would  also  feel  that 
the  enterprising  merchant  in  a  town  ten  miles  away 
was  not  putting  on  a  special  feature  for  the  half- 
holiday  with  the  object  of  attracting  business  from 
the  other  fellow's  bailiwick.  It  would  also  enable 
salespeople  to  enjoy  a  wider  association  for  recreative 
purposes  than  where  one  or  two  stores  only  recog- 
nized the  same  day. 

These  are  some  of  the  reasons  that  seem  to  make 
unanimity  in  the  matter  advisable,  and  the  same 
arguments  will  apply  to  Civic  Holiday,  which  is 
now  observed  in  different  days  by  many  pbr-es 
throughout  the  country.  Merchants  should  get  to- 
gether on  the  proposal  and  seriously  consider  the 
more  advantageous  course  to  pressure. 


On  Getting  More  Customers 

TO  the  merchant  who,  on  starting  business  in  a 
small  country  town,  asks  the  question,  "What 
can  we  do  to  attract  more  customers?"  the  following 
suggestions  are  given: 

Prepare  now  for  the  June  whitewear  sales,  and 
for  that  class  of  business  which  always  marks  the 
bridal  mouth.  If  you  do  not  feature  garments,  there 
are  accessories,  fancy  goods,  articles  of  home  adorn- 
ment, which  will  sell  during  that  month. 

Make  your  advertising  and  your  display  win- 
dows suggest  a  progressive    merchandising    policy. 
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Let  them  reflect  your  confidence  in  the  goods  you 
are  selling,  as  well  as  your  appreciation  of  the 
people's  intelligence.  Your  windows  should  be  a 
credit  to  the  town. 

Show  your  determination  to  get  as  close  to  the 
home  life  of  your  community  as  possible.  This  is 
being  done  by  personal  letters  of  welcome  to  new- 
comers, letters  of  sympathy  and  congratulation  when 
occasion  suggests,  special  letters  describing  some 
feature  that  you  think  people  may  be  interested  in. 
You  cannot  make  a  mistake  in  employing  the  per- 
sonal letter,  provided  it  is  done  in  a  tactful  way.  Let 
the  people  see  that  your  interest  in  them  is  larger 
than  a  dollar  bill.    It  pays  and  it  doesn't  cost  much. 

Elect  yourself  the  press  agent  of  your  store.  Co- 
operate with  yoar  local  newspaper.  Don't  try  to  sup- 
press legitimate  news  which  may  bring  the  name  of 
your  store  before  the  public. 

Have  the  farmers  of  your  district  the  conveni- 
ences they  are  entitled  to  in  your  town?  If  is  seems 
necessary,  exert  yourself  actively  in  their  behalf.  The 
more  farmers  you  bring  to  town  the  better  it  is  for 
business. 

Don't  forget  the  little  folks.  Why  not  adopt  the 
plan  of  sending  a  birthday  card  or  other  favor  each 
year  to  children  whose  names  jon  may  enter  in  a 
register.  Merchants  who  have  adopted  this  plan  say 
it  is  a  winner. 

Avoid  a  reputation  for  slaughter  events.  Adopt 
a  standard,  work  up  to  it,  and  educate  the  people  in 
that  direction  by  your  advertising,  your  service  and 
your  goods. 

Study  the  market  closely.  Visit  it  as  often  as 
possible,  and  plan,  plan,  plan.  Therein  is  often  great 
advantage. 

When  you  can  spare  the  time,  take  a  look  around 
and  see  how  other  fellows  are  doing  things.  Visit  the 
large  departmental  stores  and  ascertain  if  they  are 
employing  any  methods  that  you  might  apply. 

In  advertising  '''specials"  don't  overlook  lines  on 
which  yoa  may  make  a  fair  margin  of  profit.  Prom 
some  ads.  it  would  appear  that  if  the  merchants  sold 
the  entire  "special  lots"  advertised,  they  would  not 
make  the  day's  operating  expenses.  The  peculiar 
part  of  it  is  they  neglect  to  give  regular  lines  a  fair 
show,  thereby  losing  the  advertising  value  of  the 
"special." 

Remember  that  the  welfare  and  loyalty  of  your 
staff  are  most  desirable  at  all  times. 

Co-operate  with  other  merchants  in  making  your 
town  a  progressive  business  centre,  and  to  the  end 
that  its  advantages  may  be  converted  into  value. 
Any  attitude  that  will  benefit  the  whole  is  sure  to 
benefit  your  business.  Endeavor  to  give  your  town  a 
distinctive  place  on  the  map. 


The  Passing  View 

TT  is  not  very  often  that  a  merchant  is  candid 
■*■  enough  to  say  that  one  fault  of  present  day  busi- 
ness is  that  the  methods  of  25  years  ago  are  being 
applied  to  modern  merchandising  in  the  smaller 
towns. 


EXPRESSING  his  opinion  on  the  proposed  dat- 
ing changes,  one  merchant  states  that  whole- 
salers have  been  easy  to  allow  Spring  dating  on  goods 
bought  for  Christmas  business.  Others  taking  a  dif- 
ferent view  will  not  admit  that  wholesalers  have  been 
sleeping. 


NO  merchant  can  prepare  for  a  busy  June  on  a 
week's  notice.  It  is  a  month  that  calls  for  care- 
ful preparation  and  planning,  a  close  scrutiny  of  the 
inarket,  bright  advertising  and  effective  display. 
The  month  of  roses  also  introduces  much  of  the 
Summer's  novelty  and,  viewed  from  every  point, 
spells  opportunity. 


ARE  you  one  of  those  merchants  who  believe  in 
confining  a  season's  leaders  to  certain  custo- 
mers as  a  means  of  holding  their  patronage?  Read 
the  article  in  the  "Ready-to-Wear"  section  of  this 
number,  discussing  this  subject. 


THE  joke  was  on  the  floor-walker  who,  when 
asked  if  the  "Campbell  kids"  were  to  be  found 
in  the  toy  department,  replied  in  the  negative,  and 
stated  that  he  thought  one  was  in  ribbons  and  the 
other  in  hosiery. 


Features  of  This  Number 

Merchants  Express  Their  Views  on  Im- 
portant Topics. 

Merchandising  to  Advantage  During 
Month  of  June. — See  Art  of  Display  Depart- 
vient. 

Management  of  a  Retail  Business. 

Store  and  Windoiv  Illumination. 

Summary  of  EdivarcW  Short  Cut  System 
of  Card  Writing. 

Exclusive  Customers  a  Costly  Practice  in 
Ready-to-wear  Garments. 

The  Approbation  Problem  in  Garment  Re- 
tailing. 

Points  to  Remember  in  Trimming  Men'.^ 
Wear  Windows. 

Overcoming  the  Yardage  Problem  in 
Dress  Fabrics. 


Merchants  Give  Vie^vs  on  Live  Problems 

One    claims    that    storekeeping   in   towns   and    villages  is   underdone  —  Same 
methods    as    25    years   ago  —  How    jealousies   handicap    local   business  — Sug- 
gests    merger     of     small     concerns  —  Formation     of    Merchants'     Protective 
Association    urged  —  Taxing    the    mail    order   concern 


Editor  Dry  Goods  Review. — The  storekeepers  in  the 
towns  and  villages  in  Canada  are  to-day  doing  business 
on  practically  the  same  lines  as  a  quarter  of  a  century 
ago. 

With  the  exception  of  the  use  of  modern  improve- 
ments in  the  shape  of  plate  glass  fronts,  silent  salesmen, 
etc.,  no  advance  has  been  made.  Method  advance  is  at 
a  standstill,  so  far  as  trade  or  business  is  concerned,  and 
as  a  result  custom  is  growing  fickle,  making  use  of  local 
storekeeping  when  it  is  convenient,  and  making  iise  of  the 
mail  order  houses  in  the  large  cities  when  demands  cannot 
be  satisfied  in  the  smaller  stores  at  home. 

Is  custom  to  be  blamed  for  going  to  the  large  depart- 
mental stores  for  wants  that  cannot  be  procured  at  home? 
We  think  not,  and  we  certainly  have  no  fault  to  find  with 
the  large  departmental  stores,  whose  methods  are  modern, 
moulded  to  fit  the  demands  of  a  trade  that  has  grown 
up  and  kept  Dace  with  the  increased  wealth  of  the  coun- 
try. 

It  is  true  enough  that  merchants  in  the  towns  and  vil- 
lages feel  the  loss  of  business  caused  by  the  invasion  of 
departmental  houses  through  the  mail  order  system,  and 
are  crying  out  for  legislation  as  a  method  of  relief. 

We  are  of  the  opinion  that  outside  business  such  as 
is  represented  by  the  departmental  stores  should  be  made 
to  bear  their  proportion  of  municipal  taxation,  wherever 
business  is  done  by  them.  This  we  think  only  fair  to  local 
merchants  who,  under  jaresent  conditions,  are  heavy  tax 
bearers  in  the  different  municipalities  in  which  their 
places  of  business  are  established. 

But  would  such  a  tax  stamp  out  the  mail  order  busi- 
ness? Not  unless  such  tax  were  made  so  high  as  to  be 
inoperative.  Owing  to  being  of  a  prohibitive  standara, 
such  a  tax  would  be  unfair  to  departmental  stores  and 
also  to  custom.  A  tax  fairly  imposed  would  somewhat 
relieve  the  strain  on  local  conditions,  whence  at  present 
it  comes  quite  heavy  on  the  busines  men  in  the  smaller 
places. 

We  do  not  think  the  remedy  needed  to  counteract  the 
effects  of  the  inroads  made  by  departmental  stores  is  to 
be  found  in  a  tax.  Far  from  it.  A  tax  on  departmental 
stores  based  on  the  amount  of  business  transacted  in  a 
municipality,  or  any  other  feasible  plan,  although  de- 
sirable for  more  reasons  than  one,  would  become  a  stand- 
ing advertisement  for  departmental  stores,  and  in  all 
probability  these  large  and  wonderfully  alert  concerns 
would  make  use  of  the  tax  system  to  further  their  own 
interests,  by  utilizing  such  in  their  progressive  methods 
of  advertising. 

We  believe  the  remedy  to  counteract  the  evils  thrust 
on  the  storekeepers  of  the  smaller  places  by  these  mam- 
moth departmental  stores,  is  largely  in  the  hands  of  the 
storekeeper's  themselves.  Let  us  look  at  a  few  of  the 
existent  conditions.  Take  as  an  example,  "which  may 
apply  to  almost  any  rural  part  of  older  Canada,"  a  vil- 
lage of  a  thousand  population  surrounded  by  a  prosperous 
community  of  progressive  farmers.  This  village  may  have 
every  branch  of  the  mercantile  business  represented  in 
ten  or  fifteen  stores  or  shops  of  from  fifteen  to  twenty- 
five  thousand  dollars,  others  on  a  smaller  scale,  collect- 
ively aggregating  a  hundred  and  fifty  or  two  hundred 
thousand  dollars;  all  striving  for  business.  In  all  prob- 
ability, the  larger  stocks  are  similar  in  their  general 
make-up,  and,  while  they  each  may  be  representative,  as 
is   possible   in   their  individual   capacity,   combined   they 


would  not  be  any  more  representative  because  of  their 
similarity.  Local  jealousies  are  sure  to  grow  and  foster 
under  such  conditions,  resulting  in  the  general  disturb- 
ance of  trade  which  always  works  against  the  interests 
of  those  involved,  and  prejudices  patronage  to  a  serious 
extent.  These  are  a  few  of  existing  conditions  that  are 
in  force  to-day.  Are  they  in  any  way  different  from  what 
they  were  twenty-five  years  ago?     None  whatever. 

Owing  to  the  increased  wealth  of  the  country,  there 
has  developed  a  marvelous  growth  in  the  desires  of  the 
people,  and  they  are  not  to  be  blamed  when  those  de- 
sires cannot  be  gratified  at  home  in  the  local  stores,  if 
they  use  the  mails  to  supply  those  desires. 

The  local  storekeejjers  have  not  kept  pace  with  the 
changing  conditions.  Nor  can  they  do  so  to  an  apf)reci- 
able  extent,  unless  modern  ways  and  means  are  applied. 
What  are  they?  Simply,  unity,  co-operation,  consoli- 
dation of  interests  instead  of  many  small  concerns,  mer- 
ger into  one  large  concern  on  the  departmental  plan, 
secure  premises,  in  which  one  place  of  business  can  be 
assembled  the  best  business  men  of  a  community,  whose 
interests  would  be  one  in  endeavor,  to  give  the  people 
the  best  possible  service,  with  the  result  of  increase  of 
business,  improved  profits  and  a  large  decrease  in  the 
exj^ense  of  storekeeping. 

Such  a  store  in  such  a  community  as  described,  with 
a  stock  of  seventy-five  to  a  hundred  thousand  dollars, 
would  be  as  fully  rejjresentative  to  that  community  as 
the  stock  carried  by  the  large  departmental  stores  are 
to  Canada,  which  is  really  their  field  of  operations. 

I  would  further  point  out  that  a  business  based  on 
this  scale  would  be  in  a  position  to  control  all  or  nearly 
all  local  business  affairs  to  the  advantage  of  the  whole 
community.  Outside  competition  from  the  mail  order 
houses  would  then  act  as  a  correcting  force  that  the 
people  could  make  use  of  when  not  satisfied  with  home 
treatment. 

Such  a  store  could  give  the  people  better  goods  "at 
no  greater  cost ' '  than  are  now  available,  because  they 
could  produce  at  home  to  a  very  large  extent  what  is 
now  made  in  a  very  inferior  manner  in  the  sweatshops 
of  our  larger  cities,  thus  fostering  industry  at  home  that 
now  seeks  engagement  in  these  large  cities  at  the  ex- 
pense of  the  population  of  every  hamlet,  village  and 
town  in  Canada.  Such  a  store  would  be  largely  proof 
against  the  inroads  of  the  large  departmental  stores.  Its 
stock  would  prove  attractive  to  trade,  because  of  its 
fullness. 

Storekeeping  in  towns  and  villages  is  underdone,  not 
overdone,  as  is  claimed  by  many.  There  are  too  many 
small  places  of  business,  all  with  inferior  stocks,  giving 
the  public  poor  and  discouraging  service,  with  the  natural 
result  of  the  people  seeking  the  service  they  desire 
tlirough  the  mails. 

JAMES  M.  ROSS. 

of  Stanley  Ross  &  Co., 
Lucan,  Ont. 


Folly  to  Tax  Mail  Order  Houses 

Editor  Dry  Goods  Review. — I  read  with  great  interest 
your  recent  articles  on  taxing  the  mail  order  house.  Will 
you  permit  me   a  few  opinions  on  the   subject. 

Now,  taxing  the  mail  order  houses  would,  I  think, 
be  the  utmost  folly  on  either  a  1  per  cent,  or  5  per 
cent,  basis.     Because  of  its  great  advertising  value  to  the 
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mail  order  liouses,  they  would  claim  their  just  right  to 
a  share  of  the  business  on  the  ground  of  being  taxpayers, 
same  as  resident  merchants.  And  1  per  cent,  or  5  per 
cent,  would  scarcely  be  noticeable  added  to  their  present 
catalogue  prices. 

Years  ago,  country  merchants  always  talked  freight 
rates  against  the  mail  order  houses.  To-day,  the  mail 
order  houses  pay  freight  charges.  The  only  tax  that 
in  my  opinion  would  hurt  the  mail  order  house  would  be 
a  tariif  of  20  to  25  per  cent,  on  all  goods  brought  in 
from  one  county  to  another,  and  sold  at  retail,  and  this 
is   practically    impossible. 

However,  one  good  that  this  discussion  may  have, 
will  be  to  form  the  retail  merchants  into  a  protective 
association  to  deal  with  the  manufacturer  and  wholesale 
jobber.  They  are  the  men  who  send  out  their  travelers 
to  sell  country  merchants  goods  at  a  great  profit  to 
themselves,  and  then  turn  right  around  and  slaughter 
at  cost  or  below  to  the  mail  order  houses.  Those  are 
the  very  men  whom  the  retail  merchants  can  blame  to- 
day for  the  flourishing  business  done  by  the  mail  order 
houses. 

Let  the  retail  merchants  form  a  society  whose  busi- 
ness will  be  to  deal  with  the  manufacturer,  and  whole- 
sale dealer,  and  who  will  see  that  the  mail  order  house 
don't  buy  goods  for  less  money  than  country  merchants, 
then  we  won't  need  any  legislation.  The  mail  order 
houses  are  under  terrific  expenses. 

Give  us  goods  at  or  nearly  as  cheap  and  we  will  not 
care  a  snap  for  their  competition.  Even  to-day,  handi- 
capped by  manufacturers  who  have  no  settled  price,  or 
one  price  for  one  man,  and  another  for  the  other;  even 
now  we  sell  many  articles  just  as  cheap.  But  we  must 
go  one  better;  we  must  sell  cheaper.  There  seems  to  be 
something  in  human  nature  that  so  long  as  they  can  do 
just  as  well  with  the  mail  order  house,  they  would  rather 
buy  there  than  see  some  fellowtownsman  making  money 
from  their  trade. 

In  closing  I  will  say  I  hope  to  see  a  powerful  retail 
organization  formed  to  deal  with  the  matter.  Men  with 
a  set  purpose  who  will  accomplish  what  they  set  out 
to  do,  and  not  play  at  doing  it. 

With  kindest  regards  to  The  Dry  Goods  Review, 
the  best  ally  the  retail  merchant  has — long  may  it  con- 
tinue its  good  work.  I  prefer  at  present  to  keep  my 
name  out  of  the  discussion,  so  will  sign  myself, 

INTERESTED. 


were  to  be  found,  as  well  as  a  brief  description  of  tbe 
goods. 

In  addition,  the  advertisement  contained  a  brief 
reference  to  "Not  Advertised  Bargains,"  a  list  of 
items  from  the  lour-Day  Basement  Sale,  and  a  final 
reference  to  a  special  sale  of  Winter  clothing. 


Montreal    Firms  Move 

The  Canadian  Underwear  Co.,  Montreal,  owing 
to  the  steady  increase  in  their  business,  have  been 
compelled  to  seek  larger  quarters.  They  have  moved 
to  the  ground  floor  and  basement  of  the  building, 
809  Notre  Dame  Street,  and  in  future  will  be  able  to 
more  efliciently  cater  to  the  wants  of  their  customers. 

The  Standard  Clothing  Manufacturing  Co., 
Montreal,  have  moved  from  314  Notre  Dame  Street, 
to  309  Notre  Dame  Street  West,  almost  directly  op- 
posite the  former  factory. 

The  Eclipse  Cloak  Co.,  Montreal,  have  moved 
from  323  St.  James  Street  to  10  Ontario  Street  West. 

S.  Klein,  Limited,  manufacturers  of  ladies'  un- 
derwear, Montreal,  have  moved  from  10  Ontario 
Street  West  to  20  Clark  Street. 

Farrell,  Belisle  &  Co.,  wholesale  dealers  in  mil- 
linery and  fancy  drj^  goods,  Montreal,  have  moved 
from  257  Notre  Dame  Street  West  to  larger  quarters, 
at  22  St.  Helen  Street,  corner  of  Recollet  Street. 

The  Regent  Shirt  Co.,  Montreal,  have  moved  to 
larger  quarters  in  the  Carsley  Building,  Notre  Dame 
Street  West. 


"  Guaranteed  Bargains  " 

A  new  idea  in  sales  was  recently  evolved  by  the 
Crowley-Milner  dry  goods  store  at  Detroit.  For  lack 
of  a  better  term,  it  might  be  called  a  "guaranteed 
bargains"  or  "certified  savings"  sale.  In  the  adver- 
tising, outside  a  few  lines  of  general  information,  the 
entire  full  page  of  the  newspaper  is  taken  up  with 
certificates  stating  that  the  bargains  advertised  a'o 
worth  the  full,  specified  regular  retail  price.  Fifty- 
four  such  certificates,  identically  arranged,  and  each 
occupying  the  same  amount  of  space,  appeared  in  the 
advertisement.  A  sample  certificate  reads  as  fol- 
lows: This  is  to  certify  that  the  Women's  Union 
Suits.  lOc,  which  we  shall  sell  on  Friday,  are  guar- 
anteed 2oc.  value.  Fine  ribbed  white  cotton,  low 
neck,  sleeveless,  with  tight  knee.  Regular  sizes. 
Main  floor. 

Besides  the  specific  guarantee,  each  certificate 
contained  information  as  to  the  place  where  the  goods 


Mandel  Bros.,  Chicago,  are  giving  an  impetus  to 
the  spirit  of  co-operation  in  their  store,  by  intimating 
that  application  from  relatives  of  employes  are  de- 
sirable. A  recent  statement  relative  to  the  matter 
follows:  "A  Family  Afi^air. — We  like  to  employ  the 
sons  and  daughters  of  our  old  employes,  and  take 
pleasure  in  suggesting  to  employes  or  former  em- 
ployes, who  wish  to  have  their  children  attached  to 
our  organization,  to  bring  the  matter  to  the  atten- 
tion of  the  superintendent.  There  are  a  number  of 
young  men  and  women  in  our  employ  whose  fathers 
and  mothers  were  employed  by  us,  and  we  are  always 
pleased  when  former  employes  think  well  enough  of 
us  to  bring  one  of  their  children  to  our  ranks.  It 
speaks  well  for  a  house  to  employ  more  than  one  gen- 
eration of  the  same  family.  To  carry  the  princif.le 
a  little  further,  the  house  appreciates  having  the  ser- 
vices of  other  relatives  of  responsible  employes- - 
when  they  can  be  conscientiously  recommended.  ' 


The  Management  of  a  Retail  Business 


Nowadays,  when  every  nation,  great 
and  small,  is  engaged  in  the  struggle  of 
commerce,  the  lack  of  knowledge  in  the 
matter  of  languages  and  customs  is  be- 
ing recognized  as  one  of  the  chief  draw- 
backs to  development  and  progress.  The 
time  may  come  when  a  universal  com- 
mercial language  will  be  adopted,  and 
business  customs  will  harmonize,  one 
nation  with  another,  but  until  such  time, 
the  ability  to  translate  readily  and  cor- 
rectly will  be  found  to  be  a  money-mak- 
ing asset  in  any  commercial  or  financial 
house.  Many  mistakes,  sometimes  mere- 
ly humorous,  but  quite  frequently  very 
costly,  have  been  committed  in  the  past 
by  firms  content  to  leave  the  translation 
of  a  business  letter  in  a  foreign  langu- 
age to  the  capacity  of  the  ledger  clerk 
or  someone  else  in  the  office  professing 
a  knowledge  of  the  language  in  question. 

Unfortunately  for  the  amateur  trans- 
lator, there  is  a  considerable  difference 
between,  say.  the  French  of  the  evening 
classes  and  the  French  spoken  and  writ- 
ten by  the  commercial  men  of  that  coun- 
try. This  is  why  the  casual  translator, 
who  is  quite  capable  of  an  intelligent 
reading  of  a  French  novel,  sometimes 
makes  errors  in  the  translation  of  a  busi- 


By  H.  C.  Carson,  F.S.S. 

ness  epistle  which  cause  more  than  an- 
noyance. 

The  wide  development  of  business  has 
brought  into  the  commercial  arena  coun- 
tries whose  tongues  are  absolutely  un- 
familiar to  the  ordinary  man.  For  in- 
stance, a  good  deal  of  business,  in  Cana- 
dian goods  most  likely,  is  being  transact- 
ed between  England  and  nations  and 
races  speaking  such  languages  as  the 
Frisian,  the  Slavonian,  the  Lithuanian, 
the  Sesotho,  the  Maj-a,  the  Pangasinan, 
the  Tagalog,  and  many  others,  and  it 
must  be  realized  that  there  is  real  need 
for  competent  translators.  This  brief 
list  of  tongues  excludes  those  spoken 
and  written  by  the  peoples  of  the  Far 
East,  the  Chinese,  the  Japanese,  the  Per- 
sian, the  Armenian,  etc.,  all  of  whom 
do  a  tremendous  business  with  Great 
Britain,  and  a  growing  business  with 
Canada  and  other  countries. 

The  translation  bureau,  when  ade- 
quately equipped,  saves  the  business 
house  all  trouble  in  the  translation  of 
foreign  correspondence.  There  are  in 
London  several  bureaus  which  make  it 
a  boast  that  their  translators  can  cor- 
rectly render  into  English'  any  language 
of  any  country  which   is,   so   to   speak. 


within  the  pale  of  civilization.  The 
translators  are  highly  accomplished  men, 
each  specializing  in  a  particular  branch 
of  the  languages  spoken  by  the  races  of 
the  commercial  world.  Some  deal  with 
the  Latin  tongues,  other  the  Slavonic, 
others  the  Eastern,  and  so  on.  Thi 
translators  in  the  first-class  bureaus  are, 
moreover,  men  who  have  mastered  the 
principles  underlying  the  commercial 
practices  and  regulations  of  the  coun- 
tries with  whose  language  they  have  such 
intimate  acquaintance.  They  are,  there- 
fore, competent  to  not  merely  translate, 
but  to  make  perfectly  clear  any  points 
which  might  baffle  a  university  professor 
who  2^ossessed  their  linguistic  ability, 
but  who  lacked  their  knowledge  of  in- 
ternational business  procedure. 

The  time  is  coming  when  Canada  will 
be  in  the  vortex  of  international  trade, 
and  if  the  business  is  to  be  done  direct, 
without  the  intervention  of  other  coun- 
tries better  equipped,  Canadians  must 
give  heed  to  this  very  important  ques- 
tion. The  establishment  of  bureaus  now 
probably  woiild  not  pay  in  dollars  and 
cents,  but  their  inauguration  and  main- 
tenance might  well  he  undertaken,  even 
with  Government  assistance,  preparatory 
to  Canada's  assumption  of  her  place 
anions'  the  commercial  nations  of  the 
world. 


A  display  of  ready-to-wear  garments,  millinery  and  furs,  artistically  grouped  by  H.  C.  Macdonald,  for  Murray-Kay 

Co.,  Toronto,     This  display  was  made  at  the  Canadian  National  Exhibition.      A  rich  satin-finished  paper  was  used 

for  background,  divided  in  sections  by  pilasters.     Xote  introduction  of  pieces  of  furniture  to  assist  the  efTect, 


DRY     GOODS     REVIEW 


From  Shack  to  Department  Store  in  Twenty-one  Years 


T  \EPARTMENTAL  sttue  oi'  (i.  R.  Ashwell  &  Son,  Chillivvack,  B.C.  This  business  was  established  in 
-*-^  1871  in  a  shack  20  x  30  feet  by  G.  R.  Ashwell.  In  1898  the  main  building  was  40  x  40  feet ;  in  1904, 
40  X  70  feet,  and  in  1911  the  size  of  the  store  was  122  front,  by  90  feet  deep.  This  is  a  record  of 
vigorous  growth.  A  new  glass  front  has  been  installed.  The  store  is  heated  with  hot  water,  and  it 
has  an  up-to-date  cash  carrier  system.  The  departments  are  :  Dry  goods,  ready-to-wear,  men's  wear, 
boots  and  shoes,  crockery,  stationery  and  groceries. 


A  RECENT  advertise- 
ment  by  Ashwell  & 
Son,  which  sug- 
gests bright,  clean-cut, 
merchandising  meth- 
ods. From  the  manner 
in  which  this  advertise- 
ment is  laid  out,  it  is 
evident  that  in  each 
issue  one  column  is  de- 
voted to  an  important 
department.  The  two 
headlines,  "If  in  doubt 
where   to  buy,   remem- 


If   in  Doubt  "Where  to  Buy"  Remember 

The  Ashwell  Stores  cannot  afford  to  have  dissatisfied  Customers 


ber  the  Ashwell  stores 
cannot  afford  to  have 
dissatisfied  customers," 
contains  a  message  to 
which  in  some  adver- 
tisements merchants 
devote  line  upon  line 
of  small  type  matter. 
Here  the  whole  story  is 
told  in  the  headlines, 
with  news  features 
played  up  in  an  attrac- 
tive wav. 


|v\BRl(S 


The  Buyer's  Viewpoint 

For  evening  wear,  silks  in  soft  pastel  effects  in 
white  shot  with  color  will  be  strong.  These  are  show- 
ing in  plain  and  jacqiiard  patterns. 

There  is  a  decided  feeling  for  brocades  and  also 
for   flowered   silks. 

Trend  of  fashion  exceedingl}^  important  to  the 
bnyer  of  fabrics  at  the  present  time. 


Novelties  in  dress  fabrics  show  deep  ribbings,  velvet  finishes  in  two-tone  colors 
— The  short  yardag^e  problem  —  Meet  it  by  pushing  better-priced  materials 
—  Pile  fabrics  gaining:  in  strength  —  Cord   weaves   the   coming   novelties 


TllOUGTI  the  coming  winter  promises  to  be 
largely  a  fancy  season,  pieces  dyed  and  solid 
color  fabrics  are  being  well  taken,  particular- 
ly by  the  better  trade.  While  the  color  is  solid,  the 
weaves  are  in  fancy  effect  such  as  Ottomans,  Bed- 
fords,  coteles,  diagonals,  reps  and  Avhipcords,  and  the 
novelty  feature  consists  in  the  deep  ribbing  and  soft 
velvety  finish.  Toweling  and  sponge  cloths  in  .suitable 
weights  are  also  showing  for  the  Fall  season.  Fabrics 
of  this  class  in  solid  colors  and  in  hairline  stripes  are 
now  inchided  in  the  list  of  best  sellers  in  city  stores. 

Besides  piece  dyes  another  developing  novelty 
feature  is  the  vogue  of  changeable  effects.  Whip- 
cords, ribs,  diagonals  and  tweeds  all  show  this  char- 
acter, the  effect  being  gained  by  the  ribs  being  of 
one  coloi'  with  the  ground  in  contrast.  Tweeds  are 
given  this  character  l)y  the  use  of  boucle  and  nub 
yarns. 

Sell  Better  Grade  Goods 

One    way    to    combat    the    short   yardage 

problem — Must  be  some  desirable  element 

of  novelty  in  the  material. 

Though  the  manufacturing  and  distributing  in- 
terests certainly  feel  the  lo.ss  of  yardage  occasioned 
by  the  short  length  cloth    now    selling  for  suit  or 


gown,  there  is  for  the  distril)uting  trade,  both  whole- 
sale and  retail,  another  side  to  the  question.  This 
side  is  worthy  of  most  serious  consideration,  even 
though,  as  is  confidently  assured,  skirts  are  to  be 
wider,  and  panniers  and  pleats  are  to  be  successfully 
reintroduced. 

It  is  perfectly  plain  that  no  style  will  meet  with 
general  acceptance  that  will  mean  a  break  in  the 
straight,  slender  figure  effect,  and,  therefore,  these 
features,  if  adopted,  will  not  add  much  to  the  length 
of  cloth  required  for  a  suit.  Moreover,  the  directoire 
influence  is  showing  signs  of  again  asserting  itself, 
and  this  would  mean  that  the  length  of  material  re- 
quired for  converting  into  women's  garments  would 
be  JList  about  the  same. 

The  only  settled  influence  that  points  definitely 
to  the  selling  of  more  cloth  is  the  longer  suit  coat. 
This  means  that  more  cloth  will  be  required,  Ijut  not 
enough  to  make  any  material  change.  Therefore, 
tlie  solving  of  the  problem  of  increasing  sales  must 
be  met  in  some  other  way. 

HINT   FROM    SILK    DErARTMENT. 

A  hint  might  be  taken  from  the  silk  department. 
Silks  are  now  selling  in  unusual  quantities,  and  there 
is  little  doubt  that  there  is  an  intimate  connection  be- 
tween this  fact  and  the  number  of  yards  that  now 
goes  into  a  gown.     Women  can  afford  to  buy  an  ex- 
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pensive  silk  fabric  because  of  the  short  length  of 
material  they  have  to  buy. 

This  feature  also  works  out  in  another  way  for  a 
woman  can  buy  two  dresses  now  for  a  little  over  the 
price  of  one,  and  it  is  a  comparatively  easy  matter  to 
interest  her  in  new  fabrics  or  in  bargain  lines,  and 
indu  ce  her  to  do  so  because  the  initial  cost  is  smaller. 
But  it  is  safe  to  state  that  she  will  not  buy  two  dresses 
.at  once  of  staple  fabrics,  and  that  there  must  be  some 
•desirable  element  of  novelty  in  the  material  to  in- 
duce the  doubling  of  the  purchase. 

BETTER  GRADE  GOODS. 

Under  existing  conditions  it  ought  to  be  easy  to 
sell  better  grade  goods  all  along  the  line.  Women, 
as  a  rule,  have  some  definite  figure  in  mind  when 
buying  material  for  a  dress,  and  it  is  not  the  price 
per  yard  that  governs  her  selection,  but  the  amount 
of  purchase.  Last,  but  not  least,  there  is  the  general 
prosperity  of  the  country  and  the  fact  that  the  ability 
to  buv  is  vastlv  extended. 


Pile   Fabrics   Increase  Lead 

Fancies  and  cards  strong  in   velvets  and 

velveteens  —  Fur    fabrics    such    as    pony, 

baby  lamb,  beaver,   and  mole  show  high 

degree  of  perfection. 

Every  indication  points  to  a  good  pile  fabric 
season,  and  as  the  selling  for  Fall  advances  more 
interest  is  taken  in  this  class  of  fabric.  Velvets,  both 
plain  and  fancy,  will  be  wanted  for  trimming  and 
millinery  purposes,  the  velvet  selling  being  the  old 
style  straight  pile  finish.  Novelty  velvets  in  various 
two-tone  cord  and  crepe  effects  are  being  extensively 
used  for  collar  and  facings  and  for  trimmings.  The 
millinery  trade  is  taking  velvet  and  hatters'  plush, 
and  plushes  are  being  extensively  used  for  children's 
coats,  and  are  expected  to  be  good  for  trimming  pur- 
poses, as  they  so  closely  approach  fur. 

Cloak  manufacturers  are  well  sold  up  on  their 
advance  orders  for  seal  plush.  Seal  plush  coats  are 
hardly  regarded  as  imitation  now,  and  are  selling 
freely,  as  they  take  the  place  of  the  cheaper  fur  coats. 
Coats  of  this  class  have  become  so  expensive  of  late 
years  as  to  remove  them  out  of  popular  selling  lines. 

Manufacturers  of  fur  fabrics  have  greatly  per- 
fected their  product,  and  such  furs  as  pony,  baby 
lamb,  beaver,  mole,  Persian  lamb  are  very  closely 
imitated.  Not  only  will  these  fabric  furs  be  used  for 
coats,  but  they  are  also  expected  to  be  employed  for 
the  trimming  of  suits  and  separate  coats. 

Suits  of  velvet  and  serge  were  worn  trimmed  with 
long-haired  furs  such  as  skunk  and  fox.  This  year 
the  indications  are  that  short-haired  furs  will  be  used 
for  this  purpose,  and  that  fur  fabrics  will  often  take 
the  place  of  the  true  ])elt. 


With  velvets  active,  velveteens  are  to  the  fore,  in 
plain  cloth  and  in  cords  and  fancys. 

• 


Cord  Weave  Silk   Novelties 

Shots  and  two-tones  strong  —  Confidence 
in  soft-finished  satins  —  Glace  and  two- 
tone  effects  strong — Indispensable  Chiffons 

Fashion  influence  on  selling  is  most  marked  at 
the  present  time  and  buyers,  to  be  successful,  must 
study  the  trend  of  fashion,  and  the  influences  that 
are  determining  the  sale  of  certain  fabrics.  This 
kind  of  study  applied  with  reasonable  accuracy  will 
enable  the  buyer  to  stock  the  kind  of  fabrics  adapted 
to  current  modes. 

The  new  note  in  silk  weaves  is  struck  by  cord 
fabrics,  and  there  is  a  reasonable  assumption  that 
should  taffetas  drop  out  their  place  will  be  taken  by 
faille  for  dress  purposes,  while  the  heavier  cords  will 
be  adopted  for  suits  and  wrap  purposes.  For  the  pres- 
ent season  changeal^le  and  two-tone  Ottomans  with 
the  cords  in  different  spacings  are  being  featured  for 
facings  and  trimmings. 

In  the  cord  weaves  showing  the  ground  is  of  the 
color  and  the  cord  is  in  black.  Novelties  in  faille  are 
crepe  and  light  chiffon  and  changeable  weaves. 

Taffeta,  both  changeable  and  plain,  is  selling  at 
the  present  time.  Opinions,  however,  are  divided  as 
to  whether  this  silk  will  have  any  extensive  sale  dur- 
ing the  Fall  and  Winter  season. 

Soft-finished  satins  are  put  out  with  very  much 
more  confidence,  and  promise  to  add  another  good 
season  to  their  credit.  Glace  and  two-tone  effects  will 
be  strong  in  all  satin  fabrics.  For  evening  wear,  ex- 
ceedingly soft  pastel  effects  in  white  shot  with  color 
will  be  strong.  These  silks  are  showing  in  both  plain 
and  jacquard  patterns.  Leading  evening  colors  are 
ivory,  champagne,  flesh,  coral,  primrose,  cherry, 
Nile,  rose,  helio  and  light,  dark  and  mid  Persian. 
Crepes  are  selling  in  New  York,  but  there  is  little  do- 
ing in  crepe  weaves  on  the  Canadian  market. 

Chiffons  have  been  found  indispensable,  and  chif- 
fons in  all  the  leading  colors  are  being  taken  by  the 
waist  and  dress  houses.  For  evening  wear,  ninons, 
ninonettes,  silk  voiles  and  sheer  Marquisettes  in  both 
plain  colors  in  changeable  effects  are  selling. 

There  is  a  decided  feeling  for  brocades,  and  de- 
signs range  from  handsome  flowered  effects  and  vel- 
vet patterns  through  rich  satin  brocades  to  monotones 
in  damask  patterns.  Brocades  for  fur  linings  are 
very  rich,  and  rich  brocades  will  be  wanted  for  even- 
ing wraps  and  linings.  Considerable  interest  is  taken 
in  flowered  silks,  and  in  this  connection  mention  may 
be  made  of  fleur  de  sole.  This  silk  is  really  .Japanese 
Habutai.  French  designers  are  making  great  use  of 
this  under  the  above  name. 
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An  Advance  of  Ten  Per  Cent 

White    and   cream  serges  affected  —  Dia- 
gonals and  whipcords  selling  for  early  Fall 
—  Rough-surfaced  fabrics,  such  as  velours 
and  zibelines  are  favorites. 

New  York,  May  15. 

Serges  are  still  the  leading  dress  fabric,  and  give 
no  sign  of  abdicating  their  present  position,  a  position 
which  at  present  they  share  with  whipcords  alone. 
Both  these  faljrics  are  scarce,  and  buyers  are  finding 
that  repeat  orders,  where  deliveries  are  possible  to 
obtain,  are  carrying  advanced  prices,  due  to  dearer 
raw  material  and  higher  wages.  AVhites  and  creams 
are  particularly  desirable  and  have  advanced  fully 
10  per  cent.  This  is  because  of  short  supply.  Fol- 
lowing the  tendency  for  present  season  selling,  serges 
and  whipcords  are  doing  well  for  Fall.  The  serges, 
however,  run  to  diagonal  weaves,  and  rough,  soft 
finishes  and  the  whipcords  come  in  heavier  weights. 
Cheviots  and  mixtures  are  receiving  attention,  and 
velour  and  zibelines  are  down  in  the  list  of  successful 
sellers.  Suiting  weights  in  chinchillas  and  in  cloths 
of  like  weave  having  a  nubby  or  looped  surface,  and 
classed  as  ratines,  sponge  cloths  or  agarics  are  down 
in  the  novelty  list.  There  is  a  good  deal  of  contro- 
versy about  this  cloth,  and  there  are  conservative 
buyers  who  will  not  touch  it. 

At  the  present  time  it  is  receiving  much  atten- 
tion from  the  retail  trade,  and  has  sold  fairly  well 
as  a  novelty  cotton  cloth.  Cotton  ratines  come  dyed 
in  all  the  leading  colors,  but  white,  cream  and  tan 
are  the  best  sellers.  Ratine  borders  are  effectively 
worked  up  with  plain  and  printed  voiles  and  crepes, 
and  some  beautiful  effects  are  shown  in  high-priced 
lines.  Colored  crepes,  fancy  embroidered  voiles,  silk 
stripe  and  bordered  printed  voiles  are  in  fair  request. 
Ginghams  are  selling  chiefly  for  house  dresses  and 
for  children's  wear,  and  printed  lawns  are  better  than 
batistes. 

Piques,  poplin,  reps  and  cords  are  selling  for 
skirts  and  simple  tailored  dresses,  and  there  is  a  big 
outlet  for  heavy  linens  and  crashes  both  in  natural, 
oyster  white,  tan  and  the  leading  colors. 

In  spite  of  all  the  attempts  made  to  introduce 
styles  that  call  for  the  use  of  more  fabric  in  their 
development,  progress  made  in  this  direction  is  very 
slow,  and  though  there  will  be  some  increase  doubt- 
less for  Fall  selling,  it  will  only  mean  the  selling  of 
another  half  yard  or  so. 

For  fancy  suits  and  for  walking  dresses,  taffetas 
certainly  stand  first  on  the  list  of  Spring  and  early 
Summer  fabrics.  The  latest  novelty  for  this  purpose 
are  silks  with  a  granite  ground  and  shot  in  one  or 
more  colors  with  a  wide  border,  giving  the  effect  of  a 
lace  flounce  printed  on.  The  colors  are  dark,  such 
combinations  as  deep  blue  shot  with  gold,  or  ruby 


and  nut  brown,  being  most  popular. 

In  discussing  the  color  situation  for  Fall,  no 
difficulty  is  met  with  in  placing  the  leading  colors. 
Blue  stands  first  because  of  the  strong  staple  position 
of  navy.  From  the  novelty  standpoint  brown  is 
just  as  strong.  Browns  and  allied  yellow  shades 
running  from  deep  chestnut  through  nut  shades  and 
fawns  to  golden  brown  nasturtium  shades  and  lemon 
yellows  have  a  high  standing  both  in  staple  and  in 
novelty  colors. 

After  these  colors  are  placed  there  is  less  certain- 
ty, some  buyers  ranking  ruby  and  wine  shades  next, 
while  others  have  many  partizans  there  are  whole 
collections  that  do  not  include  these  colors.  Every- 
one places  white  and  ivory  shades  first  for  evening 
wear,  and  black  and  white  particularly  when  the 
white  predominates,  is  a  much  fancied  combination. 
White  with  a  relieving  color  is  newer,  and  the  colors 
selected  for  this  purpose  are  cerise,  cherry  and  burnt 
orange. 

A  feature  that  must  not  be  overlooked  is  that  so 
many  gowns  are  self-trimmed.  This  applies  parti- 
cularly to  tailor-made  and  taffeta  and  satin  dresses, 
and  also  to  thin  fabrics  having  woven  or  printed  bor- 
ders. Piece  goods  for  trimming  purposes  are  promi- 
nent, among  which  may  be  ranked  eyelet  embroi- 
dered taffetas,  craqiielle  tulles,  cotton  nets  and  lace 
and  embroidered  allovers. 


KING'S 


Establithed  1775 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 

210  St.  James  Street         -  -  Montreal 
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Mr.  Merchant:-- 

YOU  ARE  CORDIALLY  INVITED  TO  VISIT 

CAR  No.  7 

of  the  ''Made  in  Canada" 
Exhibition  Train 


The  Dominion  Textile  Co.,  Limited,  will  have  a 
very   comprehensive  exhibit  of   their  pro- 
ducts  consisting   of    White   and   Grey 
Cotton    Goods,   Printed  Goods    of 
every     description.     Blankets, 
Towelings,  Grain  Bags,  etc. 


A  SK  for  Mr.  G.  J.  Dodd  and  Mr.  J.  H.  McBride  who  will  be  in  charge 
of  the  exhibit,  and  who  will  be  pleased  to  show  you  the  various 
products  manufactured.     Please  register  with  them. 

This  is  not  a  selling  campaign  but  an  exhibition  of  the  products  of  the 
Dominion  Textile  Co.,  Limited,  not  only  to  assist  the  merchant  in  his 
buying  from  the  wholesaler  but  to  show  the  marvelous  progress  they 
have  made  in  Cotton  Manufacture  during  the  past  few  years. 


Dominion  Textile  Co. 

Limited 

TftKlII^  Makers  of  the  famous 

"STEELCLAD  GALATEA" 

"Artie  Fleece"  and  "Sunrise" 
Longcloth 

I'leaae  mention  The  Review  to    Ad crrtisers  and  Their  Travelers. 
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The  Made-in-Canada  Special 

Train  containing  displays  of  goods  pro- 
duced in  Canadian  manufactories  will  be 
on  view   in    important    Western    centres 

With  the  object  of  drawing  still  greater  interest 
in  made-in-Canada  goods,  the  Canadian  Home 
Market  Association  has  arranged  a  transcontinental 
trip  for  a  special  train  which  will  contain  interesting 
displays  by  Canadian  manufacturers.  This  means  of 
emphasizing  the  variety  and  the  high  standards  of 
Canadian  products  is  adopted  especially  for  the  bene- 
fit of  the  West,  or  that  part  of  the  country  farthest 
from  manufacturing  or  market  centres.  It  will  do 
much  to  establish  the  importance  of  the  East  in  the 
estimation  of  the  West,  in  the  matter  of  industrial 
production  and  development.  The  train  left  Mont- 
real, May  16,  arrived  in  Toronto  May  18;  Port 
Arthur,  May  20;  Fort  William,  May  21;  Kenora, 
May  22  and  Winnipeg,  May  22.  The  time-table 
thence  westward  is  as  follows : 

May  24 — Morden,  Cartwright,  Killarney  and  Bois- 
sevain. 

"     25 — Deloraine,  Napinka,  Hartney  and  Souris. 

"     26  &  27— Brandon. 

"     28 — Virden,  Elkhorn  and  Moosomin. 

"     29 — Broadview,  Grenfell  and  Woolseley. 

"     30 — Sintaluta,   Indian  Head   and   Qu'Appelle. 

"     31— Regina. 
June  1  and  2 — Moose  Jaw. 

"     3— Tuxford,  Eyebrow,  Elbow  and  Outlook. 

"     4 — Milestone,  Yellow  Grass,  Weyburn  and  Es- 
tevan. 

"     5 — Caron,  Mortlach,  Morse  and  Swift  Current. 

"     6 — Maple  Creek  and  Medicine  Hat. 

"     7 — Taber  and  Macleod. 

"     8  &  9— Lethbridge. 

"     10 — Claresholme,  Stavely,  Nanton,  High  River 
and  Okotoks. 

"     11 — Langdon,    Strathmore,    Gleichen,   Bassano 
and  Brooks. 

"     12— Calgary. 

"     13 — Carstairs,  Didsbury  and  Olds. 

"     14 — Innisfail,  Red  Deer  and  Lacombe. 

"     15 — Coronation,  Castor,  Stettler  and  Ponoka. 

"     16  &  17— Edmonton. 

"     18 — Leduc,  Wetaskiwin  and  Camrose. 

"     19 — Bawlf,  Daysland,  Sedgwick  and  Hardisty. 

"     20— Provost,  Macklin  and  Wilkie. 

"     21 — Biggar,  Asquith  and  Saskatoon. 

"     22  &  23— Saskatoon. 

"     24 — Colonsay,  Viscount,    Lanigan    and    Wyn- 
yard. 

"     25— Sheho,  Yorkton  and  Saltcoats. 

"     26 — Bredenbury,  Langenbury,    Binscarth    and 
Russell. 


"     27 — Solsgirth,  Strathclair,  Newdale  and  Minne- 

dosa. 
"     28 — Franklin,  Neepawa  and  Gladstone. 
"     29 — Carberry  and  Portage  La  Prairie. 
"     30 — Return  to  Winnipeg. 


Views  on  Dating  Changes 

Merchants  express  themselves  re  the  pro- 
posed terms — People's  increased  purchas- 
ing power  will  offset  hardship,  states  one 

Since  the  publication  of  the  editorial  discussing 
the  changes  in  dating,  which  wholesalers  purpose 
introducing  in  Ontario  next  Fall,  The  Review  has 
received  a  number  of  letters  from  merchants  expres- 
sing their  views  on  the  matter.  By  this  change, 
goods  on  order  for  delivery  on  and  after  December 
15  (formerly  November  25)  will  have  April  dating, 
while  goods  on  order  for  delivery  on  and  after  June 
15  (formerly  May  25)  will  have  November  or  Fall 
dating — a  difference  in  each  case  of  about  20  days. 
The  object,  as  pointed  out  previously,  is  to  confine 
April  and  November  dating  to  legitimate  Spring 
and  Fall  purchases.  At  present  it  is  asserted  that 
accommodations  on  Fall  and  Christmas  purchases, 
which  are  turned  into  money  rapidly  are  unfair  to 
November  25  delivery  and  April  dating,  and  so  with 
Spring  goods. 

Those  merchants  who  have  expressed  themselves 
take  a  broad  view  of  the  matter.  The  opinion  was 
expressed  that  the  change  might  affect  Christmas 
and  Summer  merchandising  purposes,  but  this  is  not 
altogether  sustained.  It  is  pointed  out  rather  that 
the  progressive  business  man  will  sacrifice  no  op- 
portunity at  these  seasons. 


May  Curtail    Buying 

"All  radical  changes  have  a  tendency  to  put  the 
business  machinery,  for  a  time  at  least,  out  of  gear," 
writes  one  merchant,  "and  it  always  takes  the  trade 
a  certain  time  to  grasp  the  immediate  results,  and 
adapt  themselves  to  the  new  order  of  things. 

"We  think  it  may  have  a  tendency  to  curtail 
buying  from  November  25  to  December  15,  or  at 
any  rate,  the  shipping  of  goods  already  bought,  mer- 
chants naturally  feeling  that  April  1  terms  would 
overcome  a  slight  loss  in  profits  on  goods  at  shorter 
dating  sold  between  these  dates. 

"Merchants  in  the  ordinary  course  of  events  have 
to  keep  stocks  well  assorted  to  hold  their  business, 
and  they  will  say,  if  in  that  position,  'let  the  whole- 
sale carry  it  a  few  days  longer.' 
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"We  cannot  see  that  it  will  greatly  affect  goods 
for  immediate  Christmas  business,  because  we  think, 
as  a  rule,  they  are  in  before  November  25." 


Will  Tend  to  Improve  Conditions 

Another  merchant  writes: — 

"I  believe  the  change  will  tend  to  improve  busi- 
ness conditions  all  round.  The  country  is  growing 
in  wealth,  and  I  cannot  see  that  there  is  any  real 
hardship  imposed  on  the  retailers  that  the  greatly 
improved  purchasing  power  of  the  people  will  not 
comfortably  offset. 

Will  the  retailers  sacrifice  a  certain  amount  of 
Christmas  business?  The  alert  business  men  will 
sacrifice  little  or  no  business  during  the  Christmas 
or  holiday  seasons  on  account  of  these  changes.  The 
timid  will  curtail  somewhat  for  a  season  of  two  until 
sure  of  their  ground,  eventually  adapting  themselves 
to  the  new  conditions.  I  am  also  of  the  opinion  that 
some  of  the  plungers  or  reckless  buyers  will  be  in- 
fluenced to  exercise  greater  caution  for  a  time  at 
least." 


No   Difference  in   Buying 

"Personally  we  would  not  sacrifice  any  Christmas 
business  on  account  of  shortening  dating.  Whilst 
we  are  anxious  for  all  possible  interest  on  our  in- 
voices, we  have  often  been  surprised  that  wholesalers 
were  easy  enough  to  sell  Fall  goods  on  Spring  dat- 
ing."   Thus  writes  a  third  merchant. 

"While  we  shall  regTet  the  shortening  of  dating, 
as  it  means  less  interest  to  us,  it  will  not  make  any 
difference  in  our  method  of  buying." 

The  RcA-iew  invites  further  discussion  of  the  mat- 
ter by  retailers  or  wholesalers. 


-♦- 


Merchant  is  His  Best  Friend 

THE  nunUter  of  articles  now  being  published  on 
the  subject  of  cost  accounting  and  how  to  figure 
profits  would  indicate  that  there  are  lax  methods 
somewhere,  and  that  there  are  concerns  who  are  not 
entitled  to  their  full  measure  of  self-confidence.  It 
is  a  question  about  which  the  retailer  need  not  solely 
be  concerned.  There  are  manufacturers  who  will 
admit  that  they  have  but  a  hazy  idea  of  what  this, 
that  or  the  other  department  of  this  enterprise  is 
costing  them.  In  fact,  a  large  manufacturer  of 
ready-to-wear  garments  confesses  that  he  only  knew 
in  the  most  general  way  what  his  business  was  cost- 
ing him.  He  was  taking  a  great  deal  for  granted, 
but  while  general  knowledge  led  him  to  believe  that 
he  was  making  money,  he  had  nothing  to  assure  him 


that  his  business  was  being  conducted  along  the 
most  economic  lines.  He  had  no  system  that  would 
reveal  to  him  every  detail  in  black  and  white. 

In  these  days  of  rapid  change,  strenuous  mer- 
chandising and  aggressive  competition,  no  business 
man  can  afford  to  take  assurances  from  methods  in 
Avhich  he  has  not  the  most  absolute  confidence.  A 
system  that  will  tell  the  merchant  the  amount  of 
sales  each  day  is  not  enough.  It  is  equally  impor- 
tant that  he  watch  the  cost  entailed  in  making  these 
sales.  The  merchant  who  finds  that  his  last  year's 
turnover  was  larger  than  the  year  preceding,  but 
that  profits  were  less,  cannot  view  matters  with  com- 
placeny.  He  has  got  to  that  point  where  he  must 
decide  between  an  aggressive  policy  to  bring  him 
more  biisiness,  with  probably  no  great  increase  in 
profit  for  a  time,  and  a  policy  of  conservatism  aiming 
at  old  standards  and  plodding  along  the  beaten  path. 
In  the  latter,  he  undoubtedly  has  everything  well  in 
hand,  knows  exactly  what  his  next  step  is  going  to 
be,  but  may  be  more  or  less  indifferent  of  influences 
which  threaten  his  supposed  security.  In  the  former 
he  has  an  organization  that  suggests  progressiveness. 
is  a  living,  vigorous,  insistent  force,  which  requires 
a  shrewd,  capable  captain,  a  co-operation  which 
recognizes  to  the  full  the  relation  of  one  department 
to  another,  and  a  system  which  takes  care  of  every 
detail. 

In  cost  accounting  or  in  figuring  profits,  nothing 
should  be  taken  for  granted.  Nothing  is  more  de- 
plorable than  a  business  forced  to  close  because  the 
merchant  was  not  true  to  himself — did  not,  for  ex- 
ample, figure  his  profits  on  the  right  basis,  the  sell- 
ing price  rather  than  the  cost  price,  and  failed  to 
apply  a  practical  record  of  charges,  until  it  was  too 
late,  until  he  was  confronted  by  the  cold  fact  that  he 
had  been  applying  incorrect  principles. 

Then,  again,  by  granting  unreasonable  price  con- 
cessions in  a  way  or  at  a  time  when  they  are  un- 
warranted, many  a  man  has  done  himself  an  in- 
justice, and  received  no  lasting  appreciation  from 
customers.  He  has  sacrificed  unduly  upon  goods 
which,  with  a  little  thought,  might  have  yielded 
him  a  larger  profit.  No  competitive  condition  re- 
quires a  man  to  be  unfair  to  himself  or  to  his  busi- 
ness; if  such  there  be,  they  cannot  last.  The  mer- 
chant has  nothing  to  fear  from  them,  and  the  men 
who  have  watched  these  things  come  and  go  with 
but  little  effect,  arc  those  who  have  applied  their 
own  thought  and  enterprise  along  right  principles- 
and  in  a  way  calculated  to  hold  the  respect  and  the 
good-will  of  their  people. 

— ♦ 


Alfred  Lanctot  et  Fils,  Sherbrooke,  Que.,  have 
recently  been  incorporated  with  $50,000  capital,  to 
carry  on  a  wholesale  and  retail  general  and  depart- 
mental store. 


The  Review  is  the  Official  Organ  of  the  Window  Trimmers'  Association 


June  a  busy  month  —  Hot  weather  merchandise,  white  goods  sales,  weddings, 

special  purchases  and  exceptional   offerings   to  make  business  —  Adjusting 

stocks    through    foresight    by    using    prices  and   buying  concessions  —  The 

store  program  for  the  early  part  of  the  month. 


JUNE  is  a  busy  month  for  window  trimmers. 
Seasonal)le  goods  and  special  values  secured  at 
wholesalers'  clearance  sales  and  the  growing  op- 
portunity to  feature  many  lines,  hitherto  neglected 
for  midsummer  selling  ensures  a  successful  month's 
merchandising.  Much  business  is  done  this  month 
at  a  profit  and  stocks  adjusted  to  reach  normal  con- 
ditions in  July,  as  a  result. 

The  whole  success  of  the  month  consists  of  ever- 
changing  and  airy  displays.  Besides  showing  sea- 
sonable lines,  attention  in  those  departments  inter- 
ested, means  not  only  profits  but  brings  stocks  to  a 
condition  requiring  no  further  attention  or  publicity. 

The  event  which  is  largely  associated  with  this 
time  is  the  semi-annual  white  goods  sale,  more  close- 
ly adhering  to  whitewear  and  Summer  underwear 
than  in  January.  However,  ready-to-wear,  dresses 
and  blouses,  are  not  neglected  for  this  reason.  Dress 
goods,  silks  and  remnant  sales  are  necessary,  as  an 
extra  effort  to  leave  these  departments  ready  to  re- 
ceive J''all  stocks.  June  weddings,  although  some- 
times prepared  for  earlier,  are  catered  to,  and  offer- 
ings of  interest  in  suggested  apparel  for  the  bride, 
gifts,  and  outfitting  for  the  home  shown. 

Combined  with  this  usually  are  immense  quan- 
tities of  wash  goods,  cottons,  hosiery  and  factory 
clearances,  shipments  of  which  will  have  just  a>r- 
rived.  Of  course,  buyers  are  directed  by  stocks  on 
hand  just  how  much  it  will  be  necessary  to  buy  to 
make  a  noise  but  some  snaps,  averaged  with  slow 
sellers  or  clean-up  lines,  culled  from  stock  should 
mean  special  inducements,  unusual  and  one-price 
windows  much  below  regular. 


MANY   DEPARTMENTS   TO  REPRESENT. 

The  problem  of  trimmers  is  rather  to  allot  their 
windows  and  lines  to  advantage,  there  are  so  many 
departments  to  represent.  Windows  are  depended 
upon  to  arouse  interest  more  than  in  earlier  months. 

One  comment  is  sometimes  made  by  window  men 
that,  if  they  are  successful  in  obtaining  the  clearance 
object,  and  a  fair  profit,  some  less  seasonable  goods 
will  be  bought  which  will  have  to  be  pounded  out 
and  perhaps  mean  plunder  in  July.  This  is  a  ques- 
tion of  business  policy. 

It  is  often  suggested  that,  because  there  are  so 
many  extra  and  new  lines  now  available  for  mid- 
summer selling,  once  a  fair  clearance  is  effected  bet- 
ter results  would  follow  if  merchants  adopted  high- 
class  midsummer  lines,  instead  of  bargains. 

It  depends  greatly  on  stock  assortments,  locality 
and  tourist  trade  just  what  the  merchant's  possibil- 
ities may  be  along  this  line,  but  a  little  ginger,  en- 
hanced by  specially  procured  offerings  to  keep  de- 
partments and  staffs  busy  during  the  holiday  months 
is  an  assurance  of  sales,  if  the  weather  is  right.  With 
the  more  general  recognition  of  half-holidays,  mer- 
chants have  found  a  little  more  latitude  can  be  taken 
in  the  matter  of  (quantities  if  values  are  right,  as  lines 
bought  for  June  are  mostly  seasonable  for  half-day 
sales  and  simply  a  matter  of  preparation,  and  main- 
taining interest  is  the  only  chance. 

It  is  not  necessary  to  lose  a  certain  amount  of 
higher  class  business  Imt  if  any  is  to  be  done  it  will 
come  of  itself  or  as  a  result  of  the  leaders  offered  to 
invite  business.  While  a  number  of  the  sale  lines 
may  be  sold  remarkably  close  there  is  some  satisfac- 
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Artistic  Posing*    of  Garments,  Fabrics,  Millinery 

and  Accessories 


Spring  Opening  Windows  by  J.  A.  Atcheson  for  Smallmau  &  Ingram,  London.  — Back- 
ground of  highly-polished  mahogany  ;  materials  in  light  shades.  Lattice  brackets  and 
a  profusion  of  rambler  vines  and  roses  were  used.  Small  stands  with  floral  baskets 
were  introduced. 
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tion  in  cleaned-out  slow  sellers  with  a  measure  of 
profit  instead  of  having  to  go  below  cost,  which  is 
sometimes  necessary  in  July. 

SALES-BRINGING  PLANS. 

Deciding,  therefore,  to  go  out  after  business  and 
make  sales  after  June  1st,  it  is  usual  to  have  some  of 
the  recognized  price  and  sales-bringing  plans  and 
whether  this  takes  the  form  of  hour  sales,  half-day 
sales  or  Wednesday  or  Thursday  events  is  entirely 
store  i^ractice.     The  offerings  will  be  selected  from 


Window   of   Children's   liats   witli   inexpensive   but  effective    l)aek- 

ground   of  spot   muslin   in   panels   with   flowers   and   foliage 

applied.     By  R.  A.  Smith,  Kagawong,  Manitouliu. 


the  strongest  price  attractions  and  consist  of  timely 
lines,  not  necessarily  very  low-priced,  such  as  waists, 
dresses  and  kimonos,  whitewear,  sunshades,  wash 
fabrics,  muslins,  ginghams  and  as  many  as  15  to  20 
leaders  can  be  handled  in  a  ten  days'  sale  or  for  the 
events  each  day,  alternately  in  the  windows.  Hot 
weather  merchandise  confined  to  specified  sale  times 
is  used  to  keep  business  humming  or  to  direct  cus- 
tomers to  offerings  or  displays  in  each  section. 

DISPLAYING  WHITEVTEAR. 

As  whitewear  is  more  prominent  in  June  as  a 
section  than  any  other  department,  it  is  necessary  to 
combine  broad  displays  of  the  whole  line  with  win- 
dow price-leaders  at  98c,  $1.29,  $1.49  and  $1.98. 
Groups  will  include  average-priced  corset  covers, 
drawers,  petticoats,  night  dresses  and  better  numbers 
in  princess  slips.  There  is  more  reason  for  decor- 
ators to  remember  to  show  the  daintiness  and  finish 
of  the  garments  by  bringing  out  these  points  as  care- 
fully as  in  January  or  February,  although  the  in- 
clination is  otherwise  owing  to  limited  time.  It  is 
often  advisable  to  give  the  whole  front  for  this  week 
to  whitewear,  and  store  interiors  again  receive  their 
white  dress  and  present  an  airy  appearance. 

The  dress  fabric  section  and  wash  goods  depart- 
ments will  have  more  white  goods  to  show  this  year 
than  usual  because  this  is  a  style  feature,  as  well  as 
seasonable  window  displays  will  be  given  more  atten- 
tion than  usual.  There  are  many  accessories,  trim- 
mings, allovers  and  buttons,  with  parasols  and  Sum- 


mer millinery,  which  make  these  settings  extremely 
pleasing.  There  will  likely  be  more  indirect  results 
from  such  displays  than  from  anything  else  that 
could  be  brought  forward  at  this  time  which  means 
later  business. 

CORSETS,    LACES    AND    EMBROIDERY    DISPLAYS. 

There  are  many  other  demands  for  window  space 
if  it  can  be  arranged,  and  among  these  is  corsets,  all- 
over  laces,  embroideries,  edgings,  insertions  and 
corset  cover  embroideries.  More  than  likely  it  will  bo 
possible  to  make  one  price  trims,  job  laces  at  a  price 
or  carton  embroideries  at  which  the  quantity  goes 
for  an  unusual  price.  With  some  home-furnishings, 
lace  curtains,  metal  beds  and  white  draperies,  the 
balance  of  June  business  will  be  satisfactory  enough 
both  in  white  goods  sections  and  in  the  oflSce. 

There  are  also  two  other  features,  which  come 
al:)out  this  time,  as  part  of  good  business  and  which 
will  keep  departments  interested  and  busy  until  the 
holidays  commence.  The  first  of  these  is  culling  the 
dress  goods  stock  and  the  second,  measuring  all  short 
lengths,  under  ten  yards,  cutting  into  selling  lengths 
and  folding  into  uniform  remnants.  It  may  be 
claimed  that  ends  are  alwaj^s  kept  marked  up  and  if 
such  is  the  case,  why  a  few  fresh  new  tickets  will 
make  them  look  better  anyway.  It  is  queer  how 
many  ends  are  found,  when  the  trouble  is  taken  to 
throw  them  up  and  fag  ends  are  freshened  by  cut- 
ting off  the  remnant  length  which  sells  best. 

In  reducing  the  dress  goods  stocks  it  should  be 
comparatively  easy.  With  the  knowledge  of  Fall 
fabrics  bought  and  likely  demand  is  considered,  the 
lines  to  throw  out  for  clearance  are  put  on  at  two 
quick  clearing  prices.  They  fit  with  remnant  sales 
and  make  three  days  extra,  if  not  profitable  business. 
It  is  eliminating  the  chance  of  a  loss  and  making 
room  for  merchandise  that  will  be  in  demand  and 
sell  at  a  profit,  if  anything,  a  little  longer  for  the  rea- 
son that  some  lines  will  have  to  be  sold  less  than 
hoped  for  next  year  just  the  same  as  this  and  other 
seasons. 

These  two  windows  and  displays  of  silks  of  which 
the  stock  will  contain  a  range  of  fabrics  and  values 
replete  in  all  the  wanted  qualities,  shades  or  pat- 
terns, give  the  section  heads  no  excuse  for  complaint 
or  poor  sales. 

LEADERS  IN  BLOUSES. 

The  ready-to-wear  departments  will  have  the 
yearly  assortments  of  blouses  to  show,  which  will 
have  resolved  themselves  into  about  6  or  7  tables  of 
leaders,  any  of  which  will  make  a  one-price  window, 
rf  necessary,  at  39c,  98c,  $1.48  up  to  $4.98  each.  As 
dresses  are  a  growing  department  and  now  carried 
in  broad  selection,  the  approved  method  is  to  con- 
trast silks,  laces,  allovers,  muslins,  crepes,  and  novel- 
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ty  wash  fabrics  with  ready-made  dresses  in  similar 
cloths  and  patterns.  A  decided  effort  is  made  to  be 
nd  of  any  heavier  dresses  and  all  suits  which  may 
have  been  caried  over  Victoria  Day. 

NOT   MUCH   CHANCE  FOR  MISTAKE. 

The  offerings  of  the  jobbers  are  always  a  goo'l 
indication  and  when  visiting  the  stock  clearance 
sales,  it  is  possible  to  tell  or  find  a  reason  why  it  is 
advisable  to  clear  and  so  anticipate  any  lines  apt  to 
prove  unseasonable  later.  It  is  common  sense  and 
application  to  home  stocks.  This  is  practically  the 
last  buying  trip  of  the  season  and  if  snaps  secured 
are  cheap  enough  there  is  plenty  of  time  to  handle 
a  qu  antity  and  not  much  chance  of  making  any  mis- 
take if  display  and  advertising  are  efficiently  handled. 
It  may  be  good  policy  to  discourage  any  further  buy- 
ing for  the  season  about  June  15th,  unless  goods  are 
absolutely  necessary.  Some  departments,  however, 
make  a  rule  impracticable,  but  Fall  goods  beginning 
to  arrive  will  again  crowd  coTinters,  shelving  and  re- 
serve room.  Time  will  have  to  be  devoted  to  prepar- 
ing for  half-day  events  and  looking  forward  to  im- 
provements in  policy  for  the  Fall.  Extra  holidays 
and  less  business  days  are  an  excellent  excuse  for 
making  business  and  attaining  new  records.  It  can 
be  done. 


WINDOW 
TRIMMERS ! 


See  Men's  Wear  Sec- 
tion of  this  paper  for 
program  of  C.W.T.A. 
Convention,  to  be  held 
in  Toronto,  August 
21,  22,  23. 


The  best  decorators  and  card 
writers  in  America  are 
scheduled  to  take  part  —  it 
will  interest  you. 
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Sales  Made 
Every  Day 

that  would  never 
have    been   made 

This  is  the  experience  of  merchants  who  use  "Rich- 
ardson 's ' '  wax  figures — merchants  who  watch  results 
and  know  what  brings  the  best  profits. 

RICHARDSON'S 

WAX 
FIGURES 

Our  forms  are  from 
New  York  models, 
and  conform  to  the 
latest  fashions,  giv- 
ing the  proper  drape 
to  the  gown,  showing 
it  off  to  the  best  ad- 
vantage in  the  most 
lifelike  poses. 

Our  wax  work  is  a 
marvel.  The  poise  of 
the  head,  the  deli- 
cately refined  face 
and  beautiful  coif- 
fure enhances  the 
appearance  of  any 
gown,  and  is  irresist- 
ible. 


No.  47A — Evening 
Costume  Figures,  ex- 
tra low  bust.  Special 
hard  wax.  The  very 
best  in  every  par- 
ticular, $40.00. 

No.  47B^Same  as 
47A,  with  jointed 
arms,  and  wax  half- 
arms  and  hands, 
$35.00. 

No.  47 — Same  as 
47A,  ordinary  bust, 
jointed  arms  and  wax 
hands,  $27.00. 

Indestructible  hands, 
or  half  arms,  furnish- 
ed at  the  same  price  if 
desired. 

We  have  led  for 
twenty  years  in  these 
lines.  It  certainly 
pays  to  buy  the  best. 


Catalogue  on  request 

A.  S.  Richardson  &  Co. 


99  Ontario  Street 


TORONTO 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 


s 


C.W.T. A.  MEN  WHO  ARE  DOING  THINGS 


a: 


I  TAKE  as  much  pains  in  displaying:  barg^ain  or  sale  windows  as  I  do  in  a 
*■  trim  of  better  grade  goods,  as  I  believe  merchandise  well  shown  is  half 
sold.  I  never  overcrowd  my  windows.  A  moderate  quantity  of  merchan- 
dise, well  displayed,  has  proved  itself  over  and  over  again  by  bringing  better 
results  than  an  overcrowded  showing." 

—  E.    G.  Meadows,    Window  Trimmer  and  Ad-man  for  McLaren  &  Co.,   St.    Catharines. 


E 


G.  MEADOWS,  window  trimmer  for  Mc- 
Laren &  Co.,  St.  Catharines,  came  to 
Canada  from  Windsor,  Eng.,  by  way  of 
Australia,  South  Africa,  Jamaica  and  New  York.  It 
was  in  Windsor  where  as  an  apprentice  assistant,  he 
had  his  first  introduction  to  the  art  of  displaying 
goods,  and  his  subsequent  experience  has  been  such 
as  to  constitute  him  an  authority  on  the  display  and 
advertising  methods  of  three  continents.  Not  many 
trimmers  can  speak  from  the  same  range  of  practical 
activity  or  have  the  same  viewpoint  in  discussing  pro- 
cesses of  elimination,  adaptation  and  development  in 
producing  the  modern  display  window  as  it  is  known 
on  this  side  of  the  Atlantic. 

Mr.  Meadows  is  one  of  the  charter  members  of 
the  Canadian  Window  Trimmers'  Association,  and 
is  an  out-and-oat  enthusiast.  He  has  charge  of  tlie 
window  and  newspaper  advertising  for  McLaren  c^' 
Co., 

In  the  following  interesting  article,  Mr.  Meadows 
narrates  his  experiences  as  a  window  trimmer : 

"It  was  as  an  apprentice  assistant  in  Windsor. 
Eng.,  to  the  heads  of  the  different  departments  when 
dressing  their  respective  windows  that  I  learned 
what  is  so  valuable  to  every  trimmer,  namely,  the 
ideas  of  correct  blending  of  colors,  effective  spacing 
and  balancing  of  a  window. 

"After  several  years'  experience  as  a  salesman 
and  decorator  in  some  of  the  best  stores  in  the  largest 
cities  of  Australia  and  South  Africa,  I  returned  to 
England  and  secured  a  position  as  dress  goods  sales- 
man and  trimmer  for  that  department  in  a  Lobdon 
house.  The  window  I  had  to  dress  was  about  35  feet 
long  by  9  feet  deep,  and  was  dressed  in  the  prevailing, 
style  in  vogue  all  over  that  country  with  piles  of 
goods  from  floor  to  ceiling,  rods  and  brackets  hung 
with  skirts  or  laces,  and  gloves,  neckwear,  belts  and 
small  wares  plastered  on  the  front  of  the  panes  of 
glass. 


"It  used  to  take  a  helper  and  myself  the  entire 
day  to  dress  that  window.  I  remained  in  England 
only  three  months,  proceeding  to  Jamaica,  in  the 
West  Indies,  where  I  first  made  the  acquaintance  of 


the  American  style  of  windows  without  rod,  bracket 
and  ceiling  trimming,  and  saw  that  an  entirely  new 
field  for  decorating  was  open  to  me,  I  was  more  than 
interested,  and  decided  to  come  to  New  York  and 
improve  myself.     Soon  after  my  arrival  in  that  city 


Dry  Goods  Review 


THE     ART    OF    DISPLAY 


21 


I  received  a  try-out  in  the  windows  of  the  smart 
store  of  Le  Boutillier  Bros.,  Twenty-third  Street.  I 
evidently  made  good,  for  they  gave  me  the  position 
of  head  decorator,  and  I  remained  with  them  for  two 
years. 

"Whilst  in  this  position  my  attention  was  at- 
tracted to  the  advantage  of  knowing  how  to  write  a 
good  ticket,  and  also  to  the  enormous  space  devoted 
to  advertising  dry  goods,  and  the  results  in  crowd- 
drawing  through  the  medium  of  the  daily  papers. 
I  determined  to  learn  what  was  most  evident  to  me  I 
was  still  lacking  in,  the  art  of  silent  salesmanship.  T 
attended  a  training  school,  and  got  busy  with  the 
ticket  and  advertising  courses.  There  I  gathered 
much  very  useful  information,  and  having  mastered 
sign  writing  and  the  theory  of  advertising  I  deter- 
mined to  secure  practical  experience,  and  to  that  end 
resigned  my  position  and  joined  an  advertising  and 
sales  conducting  agency,  where  I  found  what  I  had 
been  taught  at  the  school  most  valuable. 

"Through  the  school  I  received  the  offer  of  the 
position  with  ^IcLaren  &  Co.  Altliough  con\])ara- 
tively  a  small  city,  the  managing  director  is  very 
keen  and  up  to  date  in  his  ideas  and  thoroughly 
realizes  the  value  of  his  silent  salesmen.  He  appre- 
ciates the  fact  that  only  by  supplying  the  newest 
kinds  of  fixtures  can  he  expect  the  best  results  and 
displays. 

"The  windows  1  have  charge  of  here  in  the  gen- 
eral section  of  the  store,  measure  22  by  6  feet.  The 
one  devoted  to  the  showing  of  men's  wear  is  22  feet 
by  10  feet.  These  windows  are  trimmed,  according 
to  the  demand  of  the  season,  every  second  day,  with 
the  exception  of  opening  times,  when  they  lun  three 
days.  Thxis,  Monday  and  Tuesday,  ready-to-wear, 
yard  goods  or  furnitiire,  carpets  and  housefurnish- 
ings  are  shown  ;  Wednesday  and  Thursday,  bargain 
goods,  somotitnes   dividino;  each  window  into  three 


All-over  embroklery   waist   suggestion,   draped   in 
one  piece  ou   model  blouse  form,  demonstrat- 
ing completed  garment.     An  approved 
method  of  display  and  one  in  which 
Mr.   Meadows   is   expert. 


sections,  thereby  showing  six  ditTerent  lines  of  mer- 
chandise, and  taking  advantage  of  every  inch  of 
window  space.  Friday  and  Saturday,  goods  suitable 
for  the  week-end  trade  are  shown.  The  men's  win- 
dow is  conducted  on  similar  lines. 

"1  write  all  tickets  used  in  the  store,  using  both 
brushes  and  pen,  viz.,  salile  riggers  in  two  sizes  and 
the  soennecken  pen,  making  a  good,  Ijold  sign  with 
white  cards,  and  black  lettering  for  general  purposes. 
During  sales,  I  use  red  lettering  for  the  top  letters  of 
my  cards,  and  a  fancy  ticket  made  with  dry  colors  is 
used  for  any  special  occasion.  I  supervise  the  adver- 
tising in  three  daily  and  four  weekly  country  edi- 
tions, and  find  that  by  taking  and  studying  papers 
and    magazines   from    Canada   and    Cnited    State;>   T 


A  well-balanced  display  of  bordered  silks,  which  demonstrates  Mr.    Meadows'    ability    as    a    draper.      This    window    sold    several 
dress  lengths.     The  permanent  background  of  pleated  velonr,    with    mirror   at   side,    throws   out   the   goods   to   advantage. 
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am  always  able  to  put  into  my  work  something  new 
and  interestingly  valuable. 

"I  am  pleased  to  note  the  interest  taken  by  at 
least  one  firm  in  the  C.  W.  T.  A.,  the  formation  and 
object  of  which  is  for  members  to  exchange  ideas 
and  generally  raise  the  tone  of  this  profession.  I 
hope  they  will  soon  be  well  repaid  for  the  encourage- 
ment given  to  their  trimmers.  Le  Boutillier  Bros, 
appreciated  my  endeavors  to  improve  myself  in  a 
royal  manner,  and  allowed  me  to  use  all  my  spare 
time  in  studying  the  windows  and  displays  in  those 
fine  New  York  stores,  so  that  with  the  advantage  of 
seeing  something  new  almost  every  day,  and  constant 
practice  in  their  windows  I  very  quickly  disposed  of 
the  handicap  I  had  when  I  first  entered  their  employ. 

"Anyone  that  has  made  a  study  of  decorating 
will  agree,  I  think,  with  me,  that  it  is  impossible  to 
turn  out  good  work  without  up-to-date  fixtures,  which 
comprise  full  form  figures,  papier  mache  draping 
forms  in  several  shapes,  waist  forms,  metal  stands  in 
many  useful  designs  and  sizes,  velour  drapes,  pedes- 
tals and  glass  shelves. 

"I  am  a  strong  believer  in  paying  visits  to  the 
larger  cities,  as  one  can  always  pick  up  some  new 
ideas  in  those  busy  centres. 

"I  take  as  much  pains  in  displaying  bargain  or 


sale  windows  as  I  do  in  a  trim  of  better  grade  goods, 
as  I  consider  merchandise  well  shown  is  half  sold. 
Another  point  most  essential  to  the  attractiveness  of 
a  window  is  the  judicious  quantity  of  materials 
shown.  I  never  overcrowd  my  windows.  A  moder- 
ate quantity  of  merchandise  well  displayed  has 
proved  itself  over  and  over  again  to  bring  much  bet- 
ter results  than  an  overcrowded  showing;." 


Several  men  actively  engaged  in  the  men's  and 
women's  wear  trade  in  the  United  States  were  among 
the  1,600  who  lost  their  lives  in  the  Titanic  disaster. 
Of  these,  the  bodies  so  far  recovered  are:  Isidor 
Straus,  of  R.  H.  Macy  &  Co.  and  Abraham  &  Straus, 
Brooklyn ;  Tyrell  W.  Cavendish,  son-in-law  of  Henry 
Siegel;  J.  Hutchinson,  furnishings.  New  York;  G. 
Rosenshine,  Rosenshine  Bros.,  manufacturers  of 
ostrich  feathers,  New  York;  Wyckoff  Vanderhoeff, 
director  of  Vanderhoelf  Company,  manufacturers  of 
hats;  A.  0.  Holverson,  of  Cluett,  Peabody  &  Co.,  and 
Emil  Brandeis,  of  the  Brandeis  department  stores, 
Omaha.  The  body  of  George  Graham,  a  buyer  for 
the  T.  Eaton  Co.,  Toronto  and  Winnipeg,  was  also 
recovered. 


Window  of  Suggestions  for  the  "Gre:it  White  Seusou    lOli;,"'    by   W.   H.   Mills,   fur  the   Northway   Co.,   Orillia, 

The   background   is   in   pergola   effect.      Bolt   and    T  drapes  are  used  to  show  penril  stripe  and  fancy 

cream   dress  goods  with   Millinery   and   accessories.     A  splendid   display   considering   size 

of  window. 


The  Buyer's  Viewpoint 

As  this  season  develops  The  Review's  con- 
tention that  waist  sleeve  styles  will  varj'  is  being 
confirmed.  Though  many  models  show  long 
sleeves,  many  are  three-quarter  length.  This  is  par- 
ticularly true  of  lace  and  net  garments,  and,  as  a 
rule,  buyers  are  given  choice  Ijetween  full  length 
and  three-qaarter. 


Modified  pannier  effects  accepted  in  New  York — New    models    consist    of 
softly  falling:  hip  drapery  that  does  not  break  the  slender    figure   outline 
—  Fuller  skirts  and  much  drapery  are  in  line  with  present   fashion   indi- 
cations —  Fichu   wraps   and   short  fancy  jackets  showing. 
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New  York,  May  15. 

PANNIERS  are  accepted,  but  when  this  is  said 
it  must  be  borne  in  mind  that  the  present 
panniers  are  not  panniers  at  all,  but  softly 
falling  hip  drapery.  Possibly  we  may  go  a  step 
further  for  evening  wear,  and  the  true  pannier  de- 
veloped in  the  rich  silks  of  its  day  may  become  a 
reality.  The  big  difficulty  that  lies  in  the  way  is  the 
liking  for  the  slender  hip  line  and  the  comfortable 
waist  line.  These  two  features  are  so  well  established 
that  is  is  difficult  to  conceive  that  any  style  change 
will  be  strong  enough  to  oust  them.  Whether  the 
pannier  in  its  true  form  comes  back  or  not  it  is  cer- 
tain that  drapery  effects  are  due,  and  advance  gowns 
are  fuller  with  flounce  trimmings  or  heavy  draperies. 
Evening  gowns  are  made  of  soft,  rich  materials, 
and  trains  are  no  longer  scant,  but  like  the  low 
hung  draperies,  the  silkouotte  is  as  slender  as  ever. 
Much  lace  is  used  and  short  lace  tunics,  wide  sleeves 
hanging  in  points,  and  skirts  that  are  frilled  from 
waist  to  hem  witli  clinging  scant  flounces  are  the 
latest. 

FOR   SUMMER   EVENING   WEAR. 

Charming  lingerie  gowns  showing  touches  of 
color  are  being  made  up  for  Summer  evening  wear. 
These  are  developed  from  fine  muslin  or  voile  em- 
broideries, and  one  or  two  kinds  of  lace.  These 
gowns  always  have  a  toucli  of  color  achieved  in  some 
clever  way.     Often  it  is  l)y  means  of  the  girdle  or 


sash,  or  by  means  of  buttons  and  loops,  or  rows  of 
ribbon  are  put  on  the  underdress.  A  new  neck  finish 
is  the  ruche  of  fine  tulle,  which  is  laid  in  fine  pleats 
and  reaches  to  the  edge  of  the  shoulders.  Very 
often  there  is  a  band  of  colored  chiffon  laid  under 
the  pleating  and  showing  through,  and  the  same 
colored  chiffon  is  used  as  the  girdle  at  the  waist. 

Old  blue  and  coral  is  a  combination  that  is  to  be 
much  used  during  the  coming  mouths.  Coral  and 
old  blue  taffeta  is  combined  with  ivory  or  ecru  net 
or  light  lace  into  very  effective  gowns.  Net  dresses 
with  toiiches  of  color  introduced  in  the  shape  of 
folds,  groups  of  buttons,  or  in  the  shape  of  a  girdle 
or  sash  are  new  and  effective. 

FALL  SUITS  AND  COATS. 

Not  a  great  deal  can  be  said  as  yet  on  the  ques- 
tion of  Fall  suit  and  coat  models.  Though  many 
manufacturers  have  partial  lines  on  the  road,  these 
are  more  in  the  nature  of  a  try-out  on  materials  and 
styles,  or  else  they  are  strictl}'  staple.  Practically 
every  firm  is  busy  with  prepartions  for  getting  out 
the  Fall  line,  and  the  majority  have  not  as  yet  bought 
a  complete  range  of  materials  and  trimmings. 

For  the  early  Fall  season,  serges  and  whipcords 
in  suitable  weights  are  showing,  and  for  the  trade 
that  wants  something  different,  leading  firms  are 
.showing  Bedford  cords.  There  is  some  showing  of 
broadcloths,  and  velour  dv  laiiie  is  another  fabric 
that  is  interesting  the  inakcr>  of  liiuh-class  suits. 
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FEATURES   OF   NEW   SUITS. 

The  majority  of  manufacturers  do  not  favor  an 
extreme  length  for  the  suit  coat,  and  are  working  on 
32  and  34  inches.  Styles  with  the  back  and  front 
trimmed  are  plentiful,  and  many  belted  and  semi- 
blouse  models  are  numerous.  Neither  collars  nor 
revers  are  so  large  as  last  year,  and  many  models 
either  have  no  revers  or  are  convertible.  A  good 
deal  of  braid  is  used  in  conjunction  with  large  but- 
tons for  trimming,  and  manj^  modified  cut-aways,  as 
well  as  square-fronted  models,  are  shown. 

Skirts  will  be  a  little  wider  because  of  the  intro- 
duction of  scant  pleats,  and  a  few  models  are  being 
put  out  that  are  pleated  all  round,  the  pleats  being 
stitched  well  down  to  preserve  the  accepted  outline. 


Short  Fancy  Jackets  Shown 

These  are  to  wear  with  lingerie  gowns  — 

Pleated  ruffs  as  a  new  neck  finish  —  New 

ideas  in  belts  and   girdles  —  Deep  berthas 

and  capes  in  evening  gowns. 

New  York,  May  15. 

Quite  a  number  of  the  smart  linen-tailored 
dresses  are  worn  with  a  fancy  belt.  The  majority 
are  of  leather  either  patent  or  in  colored  suede  to 
tone  in  with  or  to  match  the  dress.  Grey  suede  and 
steel  is  a  smart  combination,  and  belts  of  this  class 
are  trimmed  with  stitchings  and  narrow  straps, 
Avhich  slip  through  rings  of  steel.  Buckles,  buttons 
and  eyelets  of  steel  are  also  used.  Another  smart 
belt  in  this  collection  was  of  black  patent  leather  cut 
in  two  sections,  each  having  a  buckle  and  strap  with 
three  eyelet  holes,  one  buckle  being  at  the  centre  of 
the  back  and  the  other  in  front.  Five  small  tabs  of 
scarlet  leather  fastened  down  by  a  gilt  button,  deco- 
rated each  half  section  of  the  belt,  the  tabs  being  put 
on  with  the  stitching  along  the  top  edge  and  ending 
in  the  centre.    Buckles  and  eyelets  were  gilt. 

Very  new  and  much  more  elaborate  was  an  im- 
ported belt  or  girdle  made  of  changeable  taffeta  cord- 
ings  edged  with  a  shirring  of  the  same  and  trimmed 
with  silver  balls.  The  girdle  part  is  formed  of  loops 
of  the  corded  and  shirred  taffeta  fastened  together 
and  to  the  other  loops  by  the  silver  balls.  The  oval 
ornament  that  fastens  the  belt  is  made  of  talfota 
braided  in  filigree  design  with  silver  cord  enriched 
with  silver  balls  and  finished  round  the  edges  with  a 
shirring  of  taffeta.  A  similar  ornament  hangs  from 
a  shirred  piece  of  taffeta,  and  the  belt  is  worn  so  that 
this  ornament  hangs  at  one  side  of  the  back. 


Sashes  on  Dressy  Gowns 

Sashes  come  in  big  variety,  and  almost  every 
dressy  gown  has  a  more  or  less  imposing  folded  belt 
or  sash.     There  is  a  developing  feeling  for  pompa- 


dour and  flowered  silks  and  ribbons  due  to  the  ad- 
vent of  pannier  modes.  Some  sashes  are  of  pompa- 
dour ribljon,  others  of  changeable  taffeta  and  some 
of  the  same  material  as  the  gown.  Some  are  tied  in 
full  butterfly  bows  in  the  middle  of  the  back  and 
have  long  ends.  Others  show  large  bows  and  no 
ends,  while  other  sashes  consist  of  masses  of  loops 
with  hanging  ends  placed  so  far  to  one  side  as  to 
be  almost  under  the  arm.  The  newest  sash  consists 
in  a  combination  of  sash  and  back  panel  finished  at 
the  top  with  a  single  double  loop  at  the  waist. 

Little  wreaths  and  small  knots  of  small  flowers 
such  as  moss  rose  buds,  forget-me-nots,  periwinkle 
and  other  tiny  blooms  are  replacing  the  single  large 
flower  as  a  corsage  finish.  Many  dainty  evening 
gowns  are  trimmed  with  these  trails  of  tiny  blos- 
soms, and  an  exceptionally  pretty  evening  gown  had 
the  chiffon  overskirt  outlined  with  different  colored 
roses  and  the  belt  formed  of  a  single  row. 

W^raps  for  Lingerie  Gowns 

Imported  novelties  display  fascinating  little 
wraps  to  wear  with  lingerie  gowns.  These  are  made 
of  pompadour  patterned,  bright  colored  taffetas,  or 
soft  charmeuse  and  failles,  many  of  which  show 
large  flaring  patterns  on  white  backgrounds.  Many 
of  these  wraps  are  tunics  of  sleeveless  peplum  coats, 
while  others  are  cut  in  fichu  fashion. 

Quite  typical  was  a  model  made  of  canary  vellow 
taffeta  falling  in  a  deep  point  to  below  the  waistline, 
and  finished  with  a  heavy  tassel  of  the  same  bright 
hue.  The  front  had  two  long  scarf  ends,  which 
crossed  surplice  fashion,  and  fastened  under  a  knot 
of  roses  and  forget-me-nots  in  front.  This  wrap  was 
intended  to  be  worn  over  a  lingerie  gown  that  was 
a  mass  of  embroidery  frills  and  ruffles. 

High  Standing  Ruches 

There  is  a  very  marked  tendency  towards  high 
standing  ruches  to  wear  with  street,  house  or  evening 
gowns.  These  ruffs  are  made  of  many  fabrics — such 
as  pleated  silk  or  chiffon,  embroidered  batiste  or 
Chantilly  lace.  Many  of  the  new  taffeta  coats  have 
a  V-shaped  opening  outlined  with  a  pleated  silk  ruff 
with  the  pleats  caught  and  stiffened  at  the  back  so  as 
to  stand  erect. 

On  the  same  order  was  a  high  standing  ruche 
with  a  waterfall  jabot  made  of  black  Chantilly  lace, 
with  the  top  wired  and  laid  in  small  pleats  at  the 
neck  line  from  whence  it  fell  in  pleats  shaping  a 
small  cape. 

Deep  Berthas  or  capes  are  much  used  on  evening 
gowns.  These  are  made  of  applique  lace  gathered 
into  shape  the  neck,  falling  low  over  the  shouMers 
and  caught  at  the  bottom  by  a  band  of  lace-edged 
insertion. 


Drif   (roods  Revleiv 
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On  the  left  —  Negli- 
gee of  allover  lace, 
trimmed  with  ruffles 
of  narrow  Valencien- 
nes. The  petticoat  ie 
of  Crepe  de  Chine, 
with  frill  of  chiffon. 


On  the  right  —  Sum- 
mer iwrap  coat  of 
black  and  white  fig- 
ured ratine,  striped 
with  white  .silk 
braid.  Note  the  vol- 
uminous cut  of  the 
sleeves. 


Style  at  the  Horse  Show 

Brilliant  affair  at  Montreal  attended  by 
Royalty  —  Rose  the  most  dominant  color 
—  Draped  skirts  and  pannier  effects  —  Taf- 
feta   coats   much   trimmed   with   ruchings 

Staff  Correspondence 

The  thirteenth  ainuuil  horse  show  held  at  the 
Arena,  Montreal,  May  7th  to  May  11th.  was  an  affair 
of  unwonted  brilliancy,  the  Aveek  proving  a  delight- 
ful one  for  the  children,  the  debutante,  the  fashion- 
able maid  and  matron,  the  visitor  from  other  cities, 
the  tradesman  and  last,  but  not  least,  the  horse  lover. 
Naturally,  a  hor.se  show  appeals  to  every  section  of 
society,  from  the  man  who  exhibits  his  own  equino 
possessions  to  the  man  who  must  be  content  with 
simply  looking  at  them. 

The  time-honored  decorations  of  purple  and 
white  gave  place  to  a  soft  glowing  yellow  and  white 
color  scheme,  which  proved  a  very  effective  setting 
for  the  many  beautiful  costumes  worn. 

Added  eclat  has  been  given  on  several  previous  oc- 
casions by  the  presence  of  vice-regal  parties  from  the 


(Tovernnieut  House,  This  year  the  event  was  honored 
by  the  presence  of  royalty.  The  Duke  of  Connaught, 
Governor-General  of  Canala,  attended  several  of  the 
performances  witli  their  Royal  Highnesses  the 
Duche?.'^.  of  Connaught  and  the  Princess  Patricia,  ac- 
companied by  suite. 

At  the  opening  performance,  Tuesday  evening, 
the  Duchess  of  Connaught  wore  an  embroidered 
wistaria  tinted  wrap  over  a  gown  of  golden  brown 
satin  with  garnitures  of  Chantilly  lace  and  a  black 
hat  with  golden  brown  and  white  shaded  plumes. 
Princess  Patricia  was  gowned  in  rose-tinted  chiffon 
over  white  satin,  and  wore  a  large  white  hat  trimmed 
with  a  quantity  of  speciosum  lilies. 

The  horses  this  year  comprised  many  more 
classes  than  formerly,  and  a  much  larger  field  of 
entries,  though  the  fair  sex  proved  a  keen  rival  and 
were,  if  possible,  even  more  splendidly  arrayed  than 
usual,  many  extremely  handsome  costumes  being 
worn,  and  everywhere  rose,  in  all  .shades,  seemed  to 
be  the  most  dominant  color.  Black  and  white,  too, 
was  much  favored,  which  in  almost  every  case  was 
relieved  bv  a  touch  of  color. 
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Typical  taffeta  gown  seen  at  Longcliamps. 

The  dress  is  in  piinnicr  effect  of  black 

taffeta  ovei-  a  skirt  of   fine    black 

broadcloth.     The   hat   is  a  new 

model,  with  lurg-e  osprey 

at  the  side. 


Very  large  hats  of  extremely  picturesque  shapes 
and  designs  were  in  evidence  with  wide  rims  and 
flat  crowns.  Black  hats  with  white  feathery  ospreys, 
or  white  with  black  binding  or  black  velvet  facing, 
with  small  Ininch  of  pink  roses,  were  particularly 
becoming,  giving  a  soft  youthful  effect  to  the  face. 

Many  beautiful  wraps  were  worn,  mostly  of  the 
dolman  style,  satin  seeming  to  be  the  favorite  ma- 
terial. These  coats  were  made  of  dull  color  with 
bright  lining,  or  vice  versa,  and  were  nearly  all  re- 
versible style,  the  large  collar  and  cuffs  making  a 
striking  contrast. 

The  gowns  were  unique  and  quite  a  change  from 
former  styles,  the  draped  skirt  and  pannier  effect 
giving  an  air  of  quaintness  to  the  figure.  The  skirts 
are  still  very  tight  at  the  bottom,  some,  in  fact,  seemed 
almost  dangerously  so,  but  are  altogether  charming 
to  the  slim  appearance.  Then  sashes  of  all  descrip- 
tions were  arranged  in  every  conceivable  way,  some 
coming   it   seemed   from   nowhere   and   tied   at   the 


ankles,  others  loosely  knotted  and  many  forming 
panels  or  the  Japanese  bow  and  end. 

The  sleeves  were  quite  fancy,  many  made  of  dif- 
ferent material,  the  same  being  introduced  in  the 
skirts,  or  perhaps  the  very  sheer  yoke  and  high 
choker  collar  would  match  the  sleeve,  on  which  are 
used  many  ruffles  and  small  pleatings. 

The  waists  all  had  the  large  armholes,  and  sleeves 
were  put  in,  very  little  trimming  being  used,  but 
dainty  little  touches  were  worked  in  everywhere,  the 
whole  effect  of  the  gown  being  simplicity  and  quiet 
elegance. 

Never  have  the  gowns  been  so  varied  in  design, 
material  and  colors,  even  the  most  bizarre  arrange- 
ments having  an  air  of  distinction  that  is  irresistible. 

In  gloves,  with  very  few  exceptions,  the  long 
white  kifls  were  the  favorites. 

The  taffeta  coats,  much  trimmed  with  mchings, 
and  worn  over  the  lingerie  dresses,  are  a  new  mode 
and  are  certainly  one  of  the  niDst  attractive  features 
of  the  season. 

Stockings  were  worn  in  many  cases  to  match  the 
costumes,  though  the  plain  black  silk  were  very 
popular.  The  shoes  were  low  cut,  pumps  being  pre- 
ferred in  soft  kid,  or  when  black,  in  dull  kid  or 
patent  leather  with  polished  biickles.  The  heels  are 
high  as  comfort  will  allow,  or  even  a  trifle  higher. 

At  the  morning  and  afternoon  performances 
suits  were  almost  universally  worn,  and  here  the 
tailor's  capacity  for  designing  is  as  much  in  demand 
as  the  dressmaker's,  for  very  few,  except  the  strictly 
mannish  suits,  are  being  worn  plain.  All  are  fancy 
and  handsomely  trimmed,  some  braided  and  the 
skirt  done  to  match  the  coat.  Here,  too,  the  fancy 
skirt  is  in  request  and  the  plain  one  is  no  longer 
seen . 

The  total  aliser.ce  of  the  sailor  collar  effect,  either 
on  the  dresses  or  coats,  was  a  noted  feature. 


Net  Corsets  For  Summer 

Natural  figure  models  showing — Net  bath- 
ing corsets  featured  —  New  styles  correct 
defects  in  difficult  figures. 

The  corset  models  favored  are  those  that  bring 
out  the  natural  lines  of  the  figure,  and  the  demand 
continues  for  models  that  give  what  is  known  as  the 
uncorseted  figure.  Models  of  this  class  are  the  high- 
est test  of  the  designer's  art,  as  the  construction  and 
fit  is  so  perfect  that  the  presence  of  the  corset  is 
almost  unrealized,  and  yet  there  is  enough  stability 
to  give  the  figure  proper  support  and  perfect,  sweep- 
ing and  unbroken  lines. 

The  corset  of  to-day  not  only  produces  a  good 
figure,  but  it  permanently  corrects  defects — that  is. 
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when  the  proper  models  are  chosen.  This  applies 
even  to  the  difficult  figures  that  have  fleshy  hips  and 
abdomen.  Models  to  fit  stout  figures  when  properly 
adjusted  will  gradually  tend  to  longer  and  more 
slender  figure  lines,  and  this  is  without  the  necessity 
of  pulling  up  the  abdomen  above  the  waist  line. 
This  treatment  is  no  longer  a  necessity  when  the 
latest  improved  corset  models  are  worn.  Medium 
low-top  corsets  and  corsets  that  are  quite  low  cut  are 
gaining  in  favor.  If  the  top  is  shortened  the  manu- 
facturer does  not  benefit,  for  the  tendency  is  to  put 
additional  length  to  the  skirt.  Ultra  models  are  cut 
so  as  to  encase  the  thigh,  and  numerous  devices  are 
resorted  to,  to  obtain  the  necessary  play  of  material 
when  the  sitting  posture  is  assumed. 

Now  that  corsets  are  so  flexible,  and  the  extreme 
strain  due  to  close  lacing  is  relaxed,  net  models  arc 
coming  into  favor  for  Summer  wear.  Models  are 
made  from  plain  and  fancy  nets  and,  to  prevent 
stretching,  the  material  is  cut  double.  The  bone 
casings  are  firmed  by  being  produced  in  wide  strips  of 
coutil,  and  the  steels  used  are  of  the  non-rustable 
variety.  Corsets  of  this  kind  are  sold  for  wearing 
under  a  bathing  suit.  There  are,  however,  special 
models  made  for  this  purpose  with  short  skirt  and 
low  bust. 


Style  Tendency  in  Suits 

Question  of  length  has  been  decided  — 
Braid  used  on  more  expensive  models 
—  Preparations  indicate  excellent  season. 

With  every  indication  pointing  to  a  good  suit 
season,  style  tendencies  are  beginning  to  take  shape. 
The  length  of  the  suit  coat  for  popular  selling  is  fixed 
at  32  for  misses  and  small  women,  while  full  women's 
sizes,  that  is,  the  sizes  designed  for  tall,  fully-de- 
veloped figures,  will  be  cut  34  inches,  giving  approxi- 
mately the  same  length  coat.  With  the  longer  coat 
length,  the  extremely  straight  cut  is  departed  from, 
and  to  get  the  proper  effect  more  shaping  is  resorted 
to.  There  is  a  strong  tendency  in  the  Canadian  trade 
in  favor  of  plain  tailored  models  with  the  fancy  cut- 
ting of  the  seams  as  the  leading  elaboration.  But- 
tons are  used,  but  very  little  braid  on  models  of  this 
kind. 

Braid  is  used  on  more  expensive  models,  and 
liandsome  facings  are  in  evidence  though,  as  a  gen- 
eral rule,  the  collars  and  revers  are  not  so  large. 
Modified  cut-away  styles  are  included  in  all  lines, 
Ijut  later  models  are  straight  cut  and  a  new  tendency 
is  as  far  as  possible  to  match  front  and  back  effects. 
Semi-belted  and  semi-l)loused  models  are  showing. 
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COATS 

Our  range  of  coats  for  Fall  and  Winter 
1912-13,  now  being  shown,  is  well  worth 
your  inspection. 

We  are  offering  coats  in  Naps,  Chinchil- 
las, Sealettes  and  imitation  Lambskin  in 
all  the  latest  and  most  approved  designs. 

In  rainproof  coats,  we  have  as  usual  a 
very  wide  variety  of  weights,  colorings 
and  designs. 


//  our  salesmen  have  not  called  on  you — write  to  us. 


The  National   Rubber  Co.  of  Canada 

Montreal  and  Toronto 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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The  new  >-uits  are  very  iiiiicli  Iriiniiieil  and  ad- 
vance models  show  touclies  of  fur.  Nute  the  bhape 
of  the  ermine  collar  anil  also  the  pannicilike  drap- 
ery on  the  skirt.  The  coat  is  bound  with  braid 
and  cord  ornaments  close  the  front  and  hold  the 
drapery  of  the  skirt  in   place. 


Materials,  tliougli  rough  and  heavy-looking,  are  not 
so  in  reality,  and  readily  lend  themselves  to  this  class 
of  development. 

Skirt  styles  are  better  settled  tlian  that  of  the 
coat.  Pleats  are  the  newest  and  combined  pleated 
and  tanic  models  are  the  new  feature.  Pleats,  how- 
ever, add  very  little  to  the  width,  and  skirts  are  only 
slightly  ^^■ider  than  those  of  the  present  season.  From 
2  yards  to  2i/4  are  the  general  width,  and  where 
pleats  are  used  they  are  well  stitched  down  and 
pressed,  and  make  only  a  few  inches  difference  to  the 
measurement.  The  raised  waistline  is  again  featured, 
though  a  few  models  have  a  stitched  belt  of  the  fab- 
ric. Separate  skirt  models  do  not  differ  in  any  essen- 
tial from  suit  skirts. 


Good  Orders  for  Fall  Waists 

Many  lines  not  yet  complete,  but  travelers 
are  sending  in  orders  of  encouraging  size 
— Tailored  styles  developed  in  many  fabrics 

AVaist  manufacturers  are  decidedly  optimistic 
about  the  prospects  for  Fall  business,  and  the  outlook 
is  reported  to  be  brighter  than  for  many  seasons  past. 
Though  travelers  are  out  in  the  west  and  in  a  few 
Ontario  sections,  many  lines  are  not  yet  complete,  but 
in  spite  of  this  fact,  good  orders  are  coming  in.  Lack 
of  suitable  help,  and  the  fear  of  delayed  deliveries  are 
the  only  drawbacks  to  be  feared. 

Tailored  styles  are  sure  to  be  popular,  and  are  be- 
ing developed  in  many  fabrics.  In  cotton  materials, 
piques  and  welts  both  in  white  and  in  two-tone  stripes 
are  in  high  favor,  and  there  are  linens,  linen-finished 
fabrics,  and  mercerized  jacquards  and  Madrases.  As 
a  rule,  waists  of  this  kind  are  strictly  tailored,  but 
some  models  have  touches  of  eml)roidery  and,  newer 
still,  scalloping  is  used  or  a  little  Cluny  lace.  Buy- 
ers are  displaying  considerable  interest  in  tailored 
waists  developed  in  Ceylon,  and  in  wool  and  cotton 
and  in  silk  and  cotton  outing  flannels.  Also  in  de- 
laine waists,  and  tailored  models  made  of  duchesse, 
messaline.  paillette  and  other  soft  makes  of  satin,  as 
well  as  in  chift'on  taffeta.  Delaines,  satins  and  taffetas 
are  made  up  into  semi-tailored  and  fancy  models. 
Opinions  are  divided  as  to  the  standing  of  taffeta,  and 
some  manufacturers  have  not  put  them  into  their 
lines,  as  they  have  little  faith  in  the  future  of  this 
silk. 

Waists  made  of  allover  laces  and  fancy  nets  are 
strong,  and  are  showing  in  a  big  variety  of  models. 
Models  of  this  class  are  all  lace-trimmed,  the  best 
liked  laces  being  shadows,    filet,    crochet  and  linen 


On  the  left  is  a  pepluni  waist  of  white  voile  trinuned   with 
baby   U-ish  lace  and   small  crystal  buttons.     On   the 
right,  a  New  York  waist  of  lawn  and  lace  show- 
ing   Robespierre    collar    and    Directoire    cuffs. 
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Cluny,  with  cotton  Cluny  and  Macrame  extensively 
used  to  trim  the  lower-priced  models. 

Judging  from  the  encouraging  sale  of  lingeries 
during  the  past  Fall  and  AVinter,  the  coming  season 
will  see  a  bigger  sale  of  this  class  of  waists.  Some 
models  are  showing,  bat  more  extensive  lines  will  be 
shown  when  samples  are  put  out  later  for  .January 
delivery.  Cotton  voile  waists  are  certain  to  sell,  and 
the  latest  idea  is  to  trim  with  black  velvet  loops  and 
buttons. 

As  the  season  develops,  The  Review's  contention 
that  sleeve  styles  will  vary  is  receiving  confirmation. 
Though  the  majority  of  models  show  long  sleeves, 
many  are  %.  length.  This  is  particularly  true  of  the 
lace  and  net  waists,  and,  as  a  rule,  buyers  are  given 
■choice  between  the  full  length  and  the  %  sleeve. 

Shoulders  are  long  and  sloping,  and  the  deep, 
dropped  shoulder  is  well  thought  of.  As  a  rule,  the 
sleeves  are  set  in  perfectly  plain,  though  some  de- 
signers claim  that  a  little  fullness  is  creeping  in.  This 
tendency  is  more  clearly  seen  about  the  elbow  than 
iit  the  shoulder. 

Chiffons  are  being  enquired  for,  and  promise  to 
be  as  strong  as  ever,  as  there  is  no  waist  to  take  Us 
place.  Some  few  models  are  showing  in  every  line, 
but  the  high-grade  numbers  are  in  course  of  produc- 
tion, and  have  not  been  shown  as  vet. 


Coats  on  ithe  Wrap  Order 

Models'are  straight  cut  with   wide  sleeves 

and   roomy    armholes  —  Fur  fabrics  used 

as    trimmings — ^Many  coats  have  collars 

with  no  revers. 

The  coats  which  are  now  being  offered  for  Fall 
trade  have  some  interesting  peculiarities  which  mark 
them  out  as  quite  different  from  the  styles  of  the  pre- 
ceding or  any  other  season.  The  art  of  cutting 
which  has  grown  so  daring  the  last  few  years  is  well 
exemplified  in  these  coats.  They  are  complicaled 
without  appearing  so  to  be,  and  there  will  be  many 
pitfalls  for  any  but  the  most  expert  cutters  in  trying 
to  reproduce  them. 

The  raglan  sleeve  is  frequently  seen.  But  the 
most  important  difference  of  all  is  in  the  cutting  of 
the  back  and  front  below  the  waistline.  The  effect 
which  is  the  last  word  of  fashion  consists  of  lines 
which  run  diagonally  from  front  to  1)ack,  presenting 
a  complete  contrast  to  the  old  straight  lines  which 
ran  up  and  down  in  the  form  of  underarm  seams, 
side  back  and  side  front  seams.  The  new  way  of 
cutting  offers  all  sorts  of  opportunities  to  the  cutter 
to  show  his  skill  in  getting  contrasts  from  placing 
his  furs  so  that  they  run  in  different  ways.  Besides 
this,  the  new  way  can  be  made  to  produce  the  slender 


silhouette  to  perfection  while  giving  a  fair  degree  of 
freedom  at  the  hips. 

Coats  which  illustrate  the  above  style  feature  at 
its  best  asually  have  collars  in  lines  which  harmonize 
with  the  conspicuously  novel  line  in  the  back  of  the 
coat.  But  there  is  a  tendency  in  coats  to  the  rather 
smaller  collar,  and  especially  to  all  styles  which  tend 
to  give  a  cape  effect  at  the  shoulder  line.  The  round- 
ed collar  of  medium  depth  at  the  back  in  shawl  effect 
is  often  seen.  There  are  not  many  coUarless  effects 
this  season.  Lapels  on  coats  as  above  described  are 
somewhat  abbreviated  as  compared  with  last  season. 

All  Seal  Effects  in  Demand 

Never  has  there  l)een  such  a  general  vogue  for 
seal  effects  of  all  grades.  This  is  partially  due  to  the 
fact  that  these  are  now  obtainable  in  good  wearing 
quality  and  excellent  appearance  in  the  various  sub- 
stitutes for  and  imitations  of  seal.  There  are  a  num- 
ber of  these,  including  the  Hudson  Bay,  and  the 
muskrat  is  a  good  wearing  article,   and  is  proving 


Reading  from  top  — 1.  Two-tone  ribbed  velvet  for 
trimmings  and  facings,  2;  Novelty  velveteen.  Mix- 
ture grey  and  black  stripe.  3.  Novelty  velvet ; 
two-tone  rib  in  plain  navy  cord  in  grey.  —  Shown 
bv   Hayes  &   Lailcy,  Toronto. 
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reasonable  in  price  and  most  satisfactory  for  the  mer- 
chant in  practically  any  district. 

Seal  coats  will  be  mostlj'^  in  full  length,  and  in- 
deed the  long  coats  are  to  be  the  rule  this  year  in  all 
lines.  Ornaments  will  be  in  the  form  of  large  frogs 
and  bottoms  of  ornamental  character. 


A  Few  Shorter  Lengths 

French  catalogues  will  show  a  fair  number  of 
coats  of  shorter  lengths,  but  these  are  not  the  ultra 
short  effects  which  designers  tried  to  get  the  public 
to  take  during  the  past  season.  It  will  be  remember- 
ed how  the  appearance  of  the  short  coat  in  suits  led 
at  first  to  the  putting  out  of  a  short,  hip-length  fur 
coat.  These  never  had  any  particular  grip,  and  the 
few  that  were  shown  more  than  filled  the  demand. 
Makers  of  furs  wisely  returned  to  the  safe  full  length 
sort. 

The  short  coat  which  appears  this  season  will  be 
much  longer  than  the  one  recalled  above.  It  reaches 
to  the  knees  at  least,  and  is  in  the  conventional  two- 


thirds  length.  It  is  made  in  seal,  lamb  and  mink. 
It  has  the  advantage  of  being  cheaper  than  the  full 
length  coat,  but  on  the  other  hand,  it  is  not  avail- 
able for  evening  wear,  and  when  the  retailer  carries 
the  longer  coat  and  wishes  to  sell  it  in  preference  to 
the  shorter,  this  point  may  well  be  emphasized. 

The  shorter  lengths  which  are  now  being  shown 
show  the  fancy  cutting  as  to  seams  above  described 
as  being  used  for  the  full  lengths.  These  two  var- 
ieties of  coat  are  supplemented  by  a  third  which  jast 
misses  being  full  length,  but  is  not  so  short  as  ihe 
old  seven-eighths  coat.  It  has  the  advantage  of  not 
wearing  out  at  the  lower  edge. 

The  new  coats  are  mostly  on  the  wrap  order. 
They  are  straight  cut,  enveloping  and  have  wide 
arm-holes  and  loose,  straight  cut  sleeves.  Materials 
are  beautifully  soft,  warm,  and  much  lighter  in 
weight  than  their  appearance  would  indicate.  Chin- 
chillas in  solid  colors  and  subdued  mixtures  have 
first  call  with  dark  navy,  tans  and  browns,  and  mix- 
ture greys  as  the  leading  colors.  Reversible  cloths 
are  being  used  for  the  cheaper  models,  and  coats  up 
to  $12  will  come  in  reversible  cloths.  Coats  with 
touches  of  the  reverse  face  as  trimming  will  sell 
where  reversibles  did  not  penetrate  last  Fall  and 
Winter,  but  in  centres  where  the  reversible  idea  was 
such  a  big  seller,  no  color  will  appear  on  the  outside. 
The  reversible  cloth  will  be  treated  as  a  plain  cloth, 
the  colored  or  plaid  back  forming  a  colored  lining. 

Collars  are  often  convertible,  and  many  coats  have 
collars  alone  and  no  revers,  while  on  the  other  hand, 
big  collars  are  by  no  means  dropped.  Buttons  and 
wide  welt  seams  and  large  patch  pockets  are  the  trim- 
ming features,  and  quite  a  few  raglan  sleeves  are 
showing.  There  is  a  tendency  to  use  fur  fabrics  for 
trimming.  A  coat  of  cherry  red  chinchilla  cloth  was 
trimmed  in  this  manner  with  imitation  Persian  lamb. 
All  coats  are  full  length,  and  a  few  are  slightly  cut 
away  in  front. 

♦ 


Children's  Coats  for  Winter  Wear 

Fall  coat  models  for  misses'  and  children's  wear 
come  in  diagonals,  whipcords,  chinchillas,  tweeds  and 
reversible  cloths.  As  in  women's  lines,  the  greater 
number  of  models  in  this  cloth  are  made  up  as  a 
plain  cloth,  the  colored  back  only  showing  when  the 
inner  side  of  the  coat  is  seen.  Children's  coats  retain 
the  use  of  the  large  collar,  for  it  not  only  is  becoming, 
but  it  gives  added  warmth  as  well.  Collars  and  revers 
are,  as  a  rule,  faced  wth  velvety  though  satin  facings 
are  also  used.  Fancy  buttons  and  simulated  button- 
holes are  very  much  used. 

For  the  younger  children,  straight-cut  box  coats 
of  plush  are  must  in  evidence,  and  models  on  similar 
lines  of  corduroy  velvet  are  being  put  out.  Blue  and 
brown  are  the  leading  colors  in  pile  fabrics. 
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Dresses  for  Mid-season 

Sample  lines  now   going  out  —  The    new 

Fall  models  —  Modified  pannier  effects  — 

Peplum  models  are  highly  favored. 

Dresses  are  a  wonderfully  varied  line,  due  to  the 
fact  that  both  Fall  and  new  models  for  Summer 
wear  are  shown  together  in  the  one  line.  Though 
there  are  the  usual  Spring  and  Fall  lines  shown, 
novelties  are  constantly  being  produced  by  the  ma- 
jority of  manufacturers,  and  as  soon  as  a  new  fashion 
feature  becomes  established,  models  are  produced  and 
passed  on  to  the  trade.    Then  the  demand  for  dresses 


On  the  left  is  a  New  York  wnist  of  white  Habutai-trimmed 

striped  tub  silk  and  with  the  new  Robespierre  collar. 

The  other  is  a  waist  of  white  voile  with  hairline 

stripe   of   black,    showing   new    bib    collar 

and  turned-back  cuff  decorated  with 

black  silk  buttons. 


is  so  comprehensive,  and  dresses  for  so  many  occa- 
sions are  carried  that  there  is  always  something  new 
to  add  to  the  line. 

Extreme  novelty  lines  now  going  out  feature 
modified  pannier  effects.  Models  of  this  class  are 
really  receiving  a  try-out,  and  their  success  is  specu- 
lative at  the  present  time.  Toronto  stores  have  fea- 
tured dresses  of  this  kind,  and  pannier  models  would 
seem  to  have  possibilities  for  dressy  wear.  One  model 
shown  by  the  T,  Eaton  Co,  had  a  cross-over  waist, 
leaving  a  deep  V  both  back  and  front,  as  well  as  the 
pannier  overskirt  of  black  taffeta  posed  over  an 
underskirt  of  white  satin  veiled  with  a  deep  scant 
flounce  of  Chantilly  lace.  The  V  was  filled  in  with 
a  yoke  of  white  Brussels  net  lined  with  flesh-colored 
chiff'on. 


Another  model  had  the  waist  finished  with 
slightly  draped  peplum  of  national  blue  satin 
duchesse  over  a  skirt  of  ecru  embroidered  net, 
hemmed  with  a  deep  band  of  the  blue  satin. 

Peplum  models  are  strong  for  Summer  selling, 
and  are  developed  in  a  wide  range  of  materials. 
Lingeries  and  cotton  voiles  have  added  peplums  and 
peplums  simulated  by  lace  or  embroidery  trimming. 
Smart  glace  and  changeable  taffetas  have  Robespierre 
collars  or  round  collars  of  lace.  Collars,  peplums 
and  skirts  are  trimmed  with  ruches  and  pleatings  of 
the  same  fabric. 

Plain-tailored  straight-lined  dresses  are  showing 
in  pique,  welts,  linens  and  fancy  cottons  chiefly  in 
white,  but  also  in  solid  colors  and  two-tone  stripes. 


Hold   Regular  Staff   Conferences 

James  Stark  &  Sons,  Vancouver,  have  regular 
meetings  at  which  store  matters  are  discussed  by  the 
members  of  the  firm  and  the  employees.  The  dis- 
cussions are  preceded  by  a  banquet,  and  very  enjoy- 
able and  profitable  evenings  are  spent.  The  last 
might  be  said  to  have  been  the  celebration  of  the 
twentieth  anniversary  of  the  establishment  of  the 
store.  It  is  just  a  score  of  years  since  the  Stark  store 
was  modestly  started  on  Carrall  Street,  Mr.  Stark  be- 
ing assisted  by  one  son  and  a  clerk.  Later,  a  move 
was  made  to  Cordova  Street,  then  up  a  couple  of 
blocks  on  the  same  street.  Even  these  later  quarters 
soon  proved  too  small,  and  a  long  lease  was  taken  of 
the  whole  of  a  six  storey  building  on  Hastings  Street. 
This  is  none  too  large  to  take  care  of  the  large 
amount  of  business  that  the  firm  of  James  Stark  & 
Sons  now  does  with  125  clerks.  „^' 

At  this  last  meeting,  R.  A.  Playfair,  manager  of 
the  store,  spoke  briefly  on  the  matter  of  general  con- 
duct towards  each  other  and  urged  each  one  to  put 
forth  every  effort  that  nothing  should  mar  the  repu- 
tation of  the  house  for  courtesy  and  fair  dealing. 

The  importance  of  clerks  getting  the  names  and 
addresses  of  customers  correctly  was  emphasized  by 
Mr.  Betts,  manager  of  the  office.  Mistakes  were  an- 
noying not  only  to  the  delivery  department  but  also 
to  customers,  and  could  be  avoided  if  a  little  care  is 
taken. 

The  manager  of  the  deliver}'-  department  also 
gave  a  short  address.  These  meetings  not  only  allow 
the  dissemination  of  ideas  among  the  employees  of 
the  store,  but  bring  them  together  and  assure  that 
co-operation  and  interchange  of  suggestions  absolute- 
ly necessary  to  the  success  of  any  modern  business. 


Exclusive  Customers  a  Costly  Problem 

Where  merchants  do  not  conduct  their  own  business  —  Allow  patrons 
to  handicap  the  selling  point  in  the  season's  possible  leaders  —  Experi- 
ence    shows     that     ready-to-wear     has     outgrown     this     arbitrary     practice 


IN  ready-to-wear  business  there  is  uo  greater 
handicap  than  that  which  conies  from  the  mis- 
take of  allowing  customers  to  dictate  the  mer- 
chant's field  of  selling  by  insisting  on  individual 
preference  in  consideration  of  parchase. 

Each  merchant  works  with  the  conviction  that 
he  is  conducting  his  own  business  and  carefully 
guards  this  advantage  by  an  independent  attitude. 

ADMITS   OF   KO   REDRESS   TO   MERCHANT. 

Buyers  know  the  trend  of  the  selling  in  most 
communities  is  on  tw^o  or  three  successful  Bumbers 
in  each  section.  These  embody  all  the  essential  style 
features  of  the  season.  AVhile  merchants  in  some  lo- 
calities, on  account  of  population  and  social  connec- 
tions, make  it  seemingly  imperative  to  avoid  dis- 
pleasing a  customer,  there  is  no  redress  when 
complaints  are  heard  of  duplicates  for  which  the 
merchant  blamed  is  not  responsible. 

Why  should  the  merchant  confine  his  selling  and 
leave  his  integrity  as  a  merchant  open  to  conditions 
over  which  he  has  no  control?  For  instance,  in  the 
manufacturing  end  there  is  an  exceptionally  stylish 
or  notably  good  selling  blouse  or  dress  from  the  value 
standpoint,  which  is  supposedly  confined  to  one  mer- 
chant in  a  town.  There  is  no  redress  if  an  opposi- 
tion firm  copies  it  and  sells  it  to  a  competitor. 

Again,  if  a  manufacturer  agrees  to  confine  his  ac- 
count to  one  merchant  in  a  centre  of  population,  he 
is  secured  in  a  guaranteed  annual  buying  amount, 
which  is  acceptable  to  all  concerned.  Nine  times  out 
of  ten,  when  a  merchant  confines  his  efforts  on  a 
seller  he  has  no  guarantee  of  estimated  patronage  or 
assurance  of  continued  favor  or,  for  that  matter,  the 
next  purchase  of  that  customer. 

No  merchant  need  be  told  of  the  independence 
with  which  customers  consider  his  stocks.  There  is 
no  question  of  social  influence  reasons  for  firm  pre- 
ferences or  any  other  consideration,  unless  the  gar- 
ment pleases.  True,  there  are  customers  who  will 
allow  themselves  to  be  persuaded,  and  where  the 
element  of  salesmanship  is  pradtical  in  all  its  forces, 
but  the  argument  of  confining  a  garment  or  style 
does  not  necessarily  determine  or  aid  decision  if  the 
garment  itself  does  not  suit. 

SENTIMENT  PLAYS  NO  PART. 

No  woman  buyer  gives  it  secondary  consideration 
if  the  garment  in  question  is  not  altogether  satis- 
factory; therefore,  if  the  decision  to  buy  is  made  be- 
fore the  proviso  confining  is  asked,  what  is  gain- 


ed by  condoning  a  favor    for    which    there  is  no 
visible  return  except  completing  the  sale? 

To  merchants  it  is  not  so  much  the  loss  of  profit 
already  assured,  but  the  superstition  that  the  refusal 
of  a  possible  turn  is  sometimes  referred  to  "as  a 
hoodoo"  later  in  the  season,  in  case  the  garment 
"hangs  fire,"  and  has  to  be  sacrificed  at  cost,  or  a 
lesser  profit  accepted  than  that  already  in  hand. 

The  prevalance  of  salespeople  and  merchants  us- 
ing this  lever  indiscriminately  and  unnecessarily 
though  lacking  confidence  both  in  the  goods  them- 
selves, their  OAvn  ability  and  the  policy  of  the  firm  is 
open  to  criticism.  It  is  an  acknowledgment  of  fear 
and  an  admi.'^sion  that  both  salespeople  and  customers 
are  aware  of  the  weakness.  All  the  time  the  people 
of  the  town  buy  when,  where  and  what  they  like, 
and  it  is  better  that  it  is  so.  In  case  the  garment 
confined  proves  to  be  a  season  seller,  merchants  who 
confine  are  handicapped  at  once,  because  they  do  not 
develop  the  leader,  and  also  because  customers  are 
going  to  have  them  whether  as  a  merchant  he  stocks 
or  confines  or  not. 

CONFINING  TOO  EXPENSIVE. 

To  consider  the  matter  in  all  its  standpoints,  re- 
sults are  similar  in  average  towns,  although  there  are 
conditions  which  cannot  be  understood  arising  from 
different  versions  on  leading  styles  and  numbers  in 
different  localities.  But  it  is  almost  certain  that  mer- 
chants have  available  information  to  pick  these  lead- 
ers. It  might  often  be  claimed  that  customers  know 
first,  the  sources  of  information  are  so  numerous.  It 
is  a  matter  of  pa,?t  experience  and  style  education 
coupled  with  extra  profits  within  the  ready-to-wear 
department,  which  make  it  impossible  for  merchants 
to  still  follow  the  practice  of  confirming.  This  is 
proved  by  the  advance  in  ready-to-wear  business  dur- 
ing the  la.st  five  years.  There  may  have  been  a  limit 
justifying  one  of  a  kind,  but  the  possibilities  of  the 
merchant's  advantage  in  supplying  the  trade  and  be- 
ing first  with  the  new  things  over-rules  this.  It  is  a 
policy  of  reputation  for  numerous  reasons. 

Beginning  each  season,  there  has  been  a  general 
understanding  that  the  buyer  select  and  have  his 
first  shipments  come  early.  From  one  or  two  ranges 
o-arments  are  chosen.  1 — 18,  16,  1 — 34,  a  36  here 
and  38  there,  say,  for  illustration,  making  a  total  of 
50  garments.  Granting  that  the  first  sold  are  most 
approved  because  better,  more  appealing  and  styli.'^h. 
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as  customers  know,   success    attends    approximately 
one-half  the  shipment. 

If  buj'ers  know  these  leaders  it  would  be  serene 
and  plain  sailing.  However,  there  are  still  25  gar- 
ment-s  left,  on  which  the  lessening  of  prices  to  clear 
reduces  the  ratio  of  profits  on  those  already  sold,  and 
the  law  of  average  shows  a  fair  profit.  Each  sales- 
man knows  the  conditions,  and  that  it  is  uphill  work, 
and  those  styles  which  nobody  wants  confined  have 
to  be  pounded,  whereas  any  of  the  25  numbers  pre- 
ferred would  sell  without  question. 

WHERE  THE  PRACTICE  REACTS. 

Another  consideration  is  cited.  In  a  store  where 
a  merchant  has  a  creditable  trade,  he  succeeds  re- 
markably well  at  opening  time  and  first  half  of  the 
season,  owing  to  the  rule  that  prosperous  people  buy 
first  and  that  the  demand  for  later  is  from  customers 
who  are  directed  by  value  rather  than  style,  but  who 
insist  on  the  features  at  the  price.  Naturally,  these 
lines  constitute  the  leaders  for  the  last  half  of  the 
season  and  are  as  important  to  the  success  of  any 
department  as  early  selling  novelties.  To  find  these 
garments,  it  is  important  that  novelty  sales  are 
watched  for  the  cue,  and  that  orders  are  placed  suffi- 
ciently in  advance  to  ensure  deliveries  at  the  proper 
time.  On  this  one  point  the  system  of  confining 
reacts  most  forcibly,  because  garments  in  which  con- 
fidence is  exemplified  are  lost  to  future  use  in  devel- 
opment. There  is  no  manufacturer  who  can  place 
this  coat  directly  into  a  merchant's  hands  but, 
through  the  guidance  and  the  earlier  buying  in  gen- 
eral, he  deduces  his  value  garments  for  the  comple- 
tion of  the  season.  Localities,  therefore,  which  have 
been  limited  along  the  style  line  of  the  garments  in 
question  are  going  to  have  the  season  features 
whether  or  not  the  merchant  supplies  them.  Custo- 
mers buy  in  the  city,  neighborhood  town,  or  send  by 
mail  direct. 

SELL  PEOPLE  ALL  THEY  WANT. 

This  same  reason  can  be  applied  in  that  the  mail 
order  hou.?es  always  have  the  essential  garments; 
further,  they  do  not  tie  them  up  and,  more  to  the 
argument,  they  sell  people  all  they  want  of  them  no 
matter  what  the  locality.  Changes  from  season  to 
season  and  the  consequent  demand  through  the 
vagaries  of  style,  the  ability  of  people  to  buy  and 
want  of  something  different  each  .«ix  months  or  an- 
nually, has  exerted  an  influence  that  customers,  who 
in.sist  on  exclusiveness,  are  growing  less  arbitrary  and, 
therefore,  easier  refused.  , 

MEETING  CATALOGUE  PRICES. 

On  the  other  liand,  it  is  claimed  that  values 
quoted  in  mail  order  catalogues  are  best  met  by  at- 
tempting to  offer  identical  prices,  a  $5  coat  or  $10 
suit  or  coat.  It  cannot  but  be  admitted  that  these  are 
value  leaders.      But  for  the  average  merchant  the 


percentage  of  profit  is  not  so  great  as  is  desired,  and, 
again,  does  not  conform  to  the  growing  trade  with 
novelties  as  the  basis.  It  certainly  is  not  along  the 
plan  of  confining  or  conducive  to  it. 

While  this  same  argument  is  used  in  present 
merchandising  to  sell  better  goods,  it  is  more  often 
to  the  customer  who  buys  later  in  the  season,  and  it 
is  a  merchant's  option  if  he  plans  to  meet  such  values 
according  to  the  trade  catered  to  and  in  giving  cus- 
tomers all  they  demand. 

Indeed,  it  is  often  found  that  merchants  can 
secure  better  values  at  this  time,  job  or  clearance  lots 
which  are  only  limited  in  quantity  by  the  territory 
served.  Novelties,  something  different,  having  the 
style  is  offsetting  this  as  well,  and  last  season's  rever- 
sible coats  were  a  striking  example.  Values  quoted 
mail  order  at  popular  prices  were  not  attractive  from 
the  standpoint  of  style,  and  that  customers  wanted 
and  secured  reversibles. 

The  gist  of  the  matter  is  here  and  the  buyer's 
opportunity  to  have  reversiljles  and  meet  the  demand 
was  identical  with  the  interests  of  mail  order  houses 
to  fill  the  season's  supply  and  sell  all  they  could. 

AVERAGE  FIELD  WILL  NOT  ADMIT  OF  IT. 

Reputation  and  sentiment  do  not  seem  to  have 
a  great  deal  to  do  with  it,  except  after  the  agreement 
is  made.  Therefore,  it  is  not  an  argument  in  favor 
of  catering  to  higher-class  trade  or  of  holding  an 
exclusive  clientele  and,  if  it  were,  the  average  mer- 
chant's field  is  not  large  enough  to  entertain  the  pro- 
ject to  make  his  department  successful. 

The  advertising  merit  is  more  to  be  considered, 
and  if  an  influential  customer  is  seen  wearing  the 
garment  it  is  admired  and  creates  a  demand,  which, 
in  anxiety  to  make  the  sale,  the  merchant  now  find.'? 
himself  unable  to  meet.  Because  a  particularly 
stylish  whipcord  suit  or  shot  taffeta  gown  was  selected 
is  no  reason  why  no  more  whipcord  suit.>!  be  sold,  or 
dresses  stocked,  to  the  exclu.sion  of  a  territory  or  re- 
cognized demand. 

Sentiment  is  costly  when  it  is  found  that  some- 
one else  supplies  the  goods.  That  a  merchant  can 
afford  to  hamper  his  field  in  ready-to-wear  selling  in 
a  prevalent  idea  of  exclusiveness  is  not  up-to-date 
merchandising,  and  hits  wide  of  the  mark.  Reputa- 
tion and  sentiment  are  alike  to  the  customer  in  her 
attitude  to  merchants  wdio  can  supply  the  goods. 

Profits  and  the  territories  served  do  not  admit  of 
the  costs  of  exclusiveness  to  the  detriment  of  the 
ready-to-wear  advances,  and  hold  on  the  community. 
Merchants  can  conduct  their  own  business  who  con- 
serve and  make  the  demand  and  supply  it  both  from 
the  buying  and  retailing  ends.  No  buyer  or  depart- 
ment need  be  handicapped  by  so-called  exclusiveness. 
The  time  is  past  in  the  assured  progress  of  ready-to- 
wear,  and  it  costs  too  much.  It  is  for  the  merchant 
to  define  the  limit  of  exclusiveness. 


Spring  outdoor    festivities    call    forth    displays   of   white   leather   bags  — 

Shown  in  ample  size  for  carrying  with  the  white  suit  —  Patent  belts  received 

with  favor  —  Sharp  distinction  between  Spring  and  Fall  types  of  buttons 

—  Ear-rings,   necklaces  and   brooches  fashionable 


NOVELTIES  in  bags  are  now  appearing  eveiy- 
where.  Among  the  most  striking  of  these 
are  the  pouch  bags  with  running  rings  which 
may  be  slipped  up  or  down,  giving  a  double  pouch,  as 
desired.  These  are  produced  in  shot  taffeta  to  match 
those  which  are  offering  now  for  dresses  and  suits. 

Besides  the  pouches  of  silk  and  other  fabrics, 
there  are  a  few  leather  pouches  which  look  like  good 
wearing  articles  and  are  extremely  stylish  and  up  to 
date.  But  the  leather  bag  which,  owing  to  the  ap- 
proaching races  and  other  Spring  affairs,  is  now  oc- 
cupying the  principal  place  in  bag  displays  consist  of 
the  white  leather,  which  i?  to  be  carried  with  the 
fashionable  suit  of  white  serge  or  broadcloth.  It  will 
also  be  fancied  for  the  Bedford  cords  and  piques, 
which  are  equally  prominent  this  season. 

White  leather  bags  are  of  medium  to  fairly  large 
size,  none  under  the  eight-inch  having  been  noted, 
with  mount  of  oxidized  silver  or  leather-covered 
preferred.  These  bags  are  shown  having  either  a 
double  strap  or  cordeliere,  but  the  strap  is  decidedly 
the  newer  effect  at  the  present  time.  The  finish  of 
the  leather  may  be  perfectly  smooth  or  grained. 

Besides  the  novelty  pouches,  bags  in  ordinary 
frames  and  sizes  made  of  the  popular  shot  taffeta 
seem  to  be  selling  particularly  well  this  month. 
These  bags  usualh;  have  cordelieres  to  match. 

Beaded  Bags  Selling  Freely 

There  are  a  great  many  beaded  bags  in  the 
market  at  the  present  time.  These  come  in  smaller 
sizes  than  the  leather,  and  have  fancy  metal  mounts, 
most  of  them  being  in  gilt  finish.  The  colors  are 
uniformly  light  and  dainty,  and  mark  the  bag  as 
chiefly  suitable  for  dressy  or  evening  wear.  These 
bags  came  back  into  fashion  last  Fall,  and  now  their 
vogue  seems  assured  for  some  time  to  come.  All  have 
cord  handle,  short  or  long. 

Besides  the  types  above  mentioned,  the  bag  of  the 
season  which  now  leads  them  all  remains.  This  is 
the  now  universal  favorite  in  white  lace,  crochet,  or 
plain  linen  with  or  without  braiding  or  embroidery. 


Style    Features    in    Buttons 

Sharp  distinction  between  Spring  and  Fall 

types  —   Pearls    and    crystals   have   sold 

well,  but  Fall  lines  show  composition  and 

metal  effects 

The  buttons  which  are  being  shown  this  Spring 
are  simply  bewildering  in  variety  and  color.  The 
leaders  at  the  present  time  are  acknowledged  to  be 
the  crystals  which  appeared  just  in  time  for  the  early 
rush  and  are  now  to  be  seen  on  the  street,  invariably 
on  some  suit  of  dark  goods,  giving  a  decidedly  con- 
trasting effect. 

The  decidedly  convex  shapes  have  given  place  to 
concaves  and  to  flat  effects  for  Spring  wear,  but  the 
types  which  are  now  being  shown  for  Fall  are  again 
quite  convex,  though  on  the  whole  lass  so  than  last 
Winter.  There  are  many  buttons  of  composition, 
gallolith,  celluloid  over  a  rough  fabric,  etc.  A  very 
prominent  type  for  Fall  coats  consists  of  a  metal  rim, 
which  may  be  of  dull  gold,  silver  or  gun  (the  latter 
is  very  good  indeed)  enclosing  a  centre  which  is  in 
fabric  effect,  usually  imitating  a  rough  tweed. 

Then  there  are  the  buttons,  which  are  made  in 
the  new  golden  brown  shades,  which  are  said  to  be 
the  coming  colorings  for  Fall.  These  will  be  used  on 
very  dark  browns,  and  all  the  way  up  to  the  medium 
tints.  A  soi't  of  marbled  effect  is  notable  in  the  type 
named,  and  the  coloring  i=  really  beautiful,  running 
from  gold  dust  to  rich  brown. 


Crochet  for  Summer  W^ear 

Among  buttons  which  are  selling  now  the  small 
crochet  ranks  high.  There  are  a  great  many  cos- 
tumes showing  with  roAvs  and  rows  of  these  globular, 
tiny  buttons.  There  are  also  flat  crochet  effects,  in- 
tended for  more  practical  dresses  or  for  suits  of  wash 
materials. 

A  novelty  which  excited  considerable  attention 
in  a  large  store  here  consisted  of  large  scarlet  buttons 
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Established  1»50 


Ir.   366  Safety  Toilet  Case 
Razor  Back  Brushes 


Incorporated  1904 


C.  F.  RUMPP  &  SONS 

MANUFACTURERS  AND  EXPORTERS  OF 

FINE  LEATHER  GOODS 

PHILADELPHIA,    PA.,    U.S.A. 

New  York  Salesrooms:  683  and  685  Broadway 

Western    Canada  Representatives:  WILLIAMS  &  MILLER,  Calgary,  Alberta. 
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Pullman 
Toilet  Apron 


8348  Hand  Bag 


8535-6  Auto  Luncheon   Outfit,  the  most  compact   made  for  5  persons 


Please  mention   The  Review  to   Advertisers  and  Their  Travelers. 


36 


FANCY  GOODS,  NOTIONS  AND  TOYS 


Dry  Goods  Review 


of  bone-like  materials  with  a  cream  rim.     Bone  but- 
tons have  sold  well  all  season. 

On  the  whole,  besides  the  crystals  as  a  high  style 
feature,  and  in  despite  of  a  good  demand  for  the  vari- 
ous composition  buttons,  the  bulk  of  the  trade  this 
Spring  has  fallen  on  the  pearl,  especially  the  dark 
shade.  Buttons  which  used  to  be  used  exclusively 
for  utility  purposes,  plain,  flat  four-perforated  pearls 
have  been  freely  used  on  the  smartest  suits  which 
have  been  on  the  market  this  year.  This  has  been 
in  part  due  to  the  rise  in  price  of  raw  materials, 
which  has  made  all  pearl  buttons  more  scarce  and 
valuable,  but  it  is  also  due  to  the  mannish  plainness 
of  the  suits,  which  have  been  considered  the  best 
style  this  season.  Their  only  decoration  in  most 
cases  has  been  their  buttons,  and  these  to  match  the 
rest  of  the  suit  must  also  be  tailored  looking. 


Novelty  belts,  the  bottom  one  being  in  tan  and   white 

kid    with  gold  ball   oi-nainents.   and   the  other   two  in 

patent  leather  and  white  kid— Shown  by  Flett,  Lowndes 

and  Co.,  Toronto. 


Buckles  at  Button  Counter 

As  small  trimmings  in  the  nature  of  tiny  steel 
ornaments  and  buckles  are  usually  kept  at  the  button 
counter,  one  large  store  also  carries  a  line  of  pretty 
steel  and  other  effects  in  buckles  which  may  be  used 
for  evening  slippers.  This  is  a  suggestion  which 
should  be  very  seasonable  at  the  present  time,  as 
there  has  come  in  a  strong  preference  for  buckles  on 
slippers  and  pumps  for  dress  occasions. 

Little  accessories  of  this  sort  will  be  appreciated 
by  the  Summer  girl  who  wants  to  make  her  slippers 
of  the  past  season  see  her  through  her  Summer 
dances,  and  at  the  same  time  freshen  them  up  to  look 
well. 

* 


Patent  Belts  Well  Received 

Avoid  substituting  children's  sizes  where 

loose    belt    is    required  —  Narrow,    plain 

suedes  also  selling 

Belts  are  doing  especially  well  this  month.  The 
Norfolk  coat  and  especially  the  middy  styles  have 
been  the  sponsors  for  the  new  patents  which  are  now 
appearing  in  quantity.  Merchants  are  a  little  shy 
of  accepting  these  too  readily,  but  this  wears  off  as 
the  people  begin  to  ask  for  the  new  effects  more  and 
more  every  day.  Many  old  dresses  with  raised  waist- 
line will  be  remodelled  in  style  by  the  addition  of  a 
narrow  patent  passing  through  loops  of  the  dress  ma- 
terial, and  thus  accentuating  the  raised  outline. 

The  smartest  offerings  are  in  black  patent  with 
set-in  pieces  of  suede  in  the  fashionable  colors.  These 
include  deep  green,  primrose  pink  and  Saxe  blue. 
There  are  also  belts  which  are  too  narrow  to  admit 
even  of  the  set-in  pieces  which  decorate  the  others, 
and  these  are  plain  and  made  of  black  or  red  patent, 
or  of  suede  in  full  ransre  of  shades. 


Jet  Jewelry  Displays 

Ear-rings,    necklaces    and    brooches    now 

fashionable  in  this  substance  —  Old  styles 

reproduced 

In  large  centres  at  least  there  seems  to  be  a  run 
on  lines  of  jet  jewelry.  This  began  with  the  demand 
for  jet  ear-rings,  which  followed  the  introduction  of 
ear-rings  for  unpierced  ears.  The  jet  appears  par- 
ticularly well  against  a  white  skin,  and  was  always 
fashionable  for  wear  when  the  ear-rings  were  in  gen- 
eral use  many  years  ago.  This  is  an  instance  of  how 
an  old  fashion  will  come  to  life  again  when  no  one 
thought  it  possible  that  it  could  ever  again  be 
introduced. 

Women  who  possessed  ancient  ear-rings  brought 
them  out,  sometimes  having  them  reset  for  the  un- 
pierced ears.  This  led  to  a  demand  for  reproductions 
of  the  handsome  antique-looking  types  in  popular 
prices,  and  there  is  now  hardly  a  jewelry  store  or  a 
large  department  which  has  not  been  actively  dis- 
playing these  for  some  time  past.  Immediately,  the 
demand  extended  to  other  articles  of  jewelry  in  jet, 
and  there  are  now  being  sliowu  necklaces,  brooches, 
l^endants  and  bracelets,  as  well  as  hair  ornaments  in 
great  variety. 

A  pretty  design  in  brooches  has  its  origin  in  the 
recent  coronation,  and  consists  of  a  tiara.  A  favorite 
which  is  shown  in  many  variations  is  in  butterfly 
form,  size  being  quite  large  and  some  specimens  hav- 
ing dainty  little  drops  attached.  Long  bead  chains 
and  pendants  conclude  the  list.  Dull  jet  for  mourn- 
ing is  featured  quite  prominently  in  all  lines,  and  it 
is  notable  that  the  ear-rings  in  jet  are  of  larger  size 
than  those  in  rhinestone  or  pearl.  The  tendency 
has  been  to  follow  the  old-fashioned  models  which 
were  of  ample  size. 
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::  Hot  Weather  Lines  :: 

You  should  take  advantage  of  every  oppor- 
tunity from  now  till  the  quiet  summer  season 
arrives,  and  as  we  still  have  good  stocks  in 
many  lines  for  which  the  demand  will  be 
strong  for  some  little  time  yet,  we  want  you 
to  see  them  or  samples  of  them. 

Bordered  Batiste 

40  in.  wide,  in  floral  and  scroll  designs  in  all  best 
shades.     Good  profit  retailing  at  20c.  yard. 

Job  Taffeta  Silk 

19  in.  wide,  heavy  and  proved  wearing  qualities 
in  good  range  of  best  shades.  Can  be  retailed 
with  extra  good  profit  at  39c.  yard 

White  Lawns 

40  in.  wide,  in  all  finishes  and  qualities.  Our  repu- 
tation for  Lawns  is  of  the  best  and 
we  have  now  several  "special 
value"  lines  that  we  would  like  to 
sample  for  you. 


John  M.  Garland, 
Son  &  Co. 


Otta-wa, 


Canada 
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Buckles  Show  New  Features 

Because  the  middy  waists  are  only  semi-fitting, 
there  are  quite  a  number  of  belts  which  are  in  extra 
large  sizes,  and  these  sell  out  very  quickly  in  large 
places.  On  this  account,  many  women  would  pur- 
chase the  children's  belts,  which  are  cheaper.  Ixit  it 
should  be  pointed  out  that  the  buckles  are  very 
differently  finished,  the  new  effects  being  quite  dis- 
tinctive. There  are  oxidized  silver  mounts,  mounts 
partly  or  wholly  covered  with  leather,  and  others 
which  have  an  invisible  fastening  decorated  with  a 
leather  pump  bow  instead  of  the  regular  buckle. 
Combinations  of  gun  metal  with  leather  covered 
pieces  are  extremely  chic-looking. 


Progressive   Parasol   Policy 

How  high-class  and  costly  numbers  may 
be  made  to  take  the  place  of  the  less 
profitable  —  A  practical  view  of  the  parasol 
trade  in  relation  to  the  woman  who  buys 

Seasonable  displays  of  parasols  are  now  attracting 
the  notice  of  the  busy  shopper  in  department  and 
specialty  stores.  It  seems  rather  a  pity  that  this  line, 
which  is  essentially  in  the  luxury  class,  should  have 
been  reduced  to  a  matter  of  price  in  so  many  places. 
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Twenty-five  years  behind  the  motto  "Honest 
Goods  at  Honest  Prices"  has  served  to  give  the 
"Moulton"  line  a  standing  which  merchants  ap- 
preciate. 

Our  values  in  Fringes,  Frillings,  Braids,  Cords, 
Tassels,  Girdles  and  Silk  Ornaments  for  Dress 
and  Cloak  Trimming  are  honest  and  our  styles  are 
correct.    Our  own  manufacture.    Write  for  samples. 

THE  MOULTON 

;manufacturing'co. 

t^  LIMITED   ,i.B!  I 
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Two  or  three  considerations  may  not  seem  out  of 
place  here.  A  woman  who  can  afford  to  buy  a  para- 
sol at  all  should  be  willing  to  pay  a  fairly  good  price 
for  one.  She  buys  it  as  a  finishing  touch  to  her 
Summer  outfit,  for  in  a  climate  like  this  one  very 
few  women  find  it  a  positive  necessity.  Furthermore, 
it  is  not  usually  the  young  miss  who  is  interested  in 
this  line  so  much  as  her  older  sister,  whose  com- 
plexion is  needing  protection  or  who  can  afford  the 
extra  luxury  of  a  becoming  parasol. 

Now,  the  class  of  trade  mentioned  can  usually 
afford  a  bigger  outlay  than  any  other.  Also,  it  is 
just  as  essential  that  the  parasol  should  be  becoming 
as  that  the  hat  should.  Salespersons  who  do  not  un- 
derstand this  fact  need  reminding.  For  instance,  a 
woman  may  ea.sily  be  induced  to  purchase  a  some- 
what expensive  parasol  lined  or  trimmed  with  the 
new  shade  of  primrose  pink  in  preference  to  a  cheap 
green  sunshade  by  having  called  to  her  attention  the 
difference  which  it  makes  in  a  none-too-perfect  com- 
plexion, a  thing  which  is  only  too  common  in  this 
climate,  and  has  more  effect  on  color  fashions  than 
many  people  recognize.  Wherever  possible,  there 
should  be  a  convenient  mirror  in  the  parasol  depart- 
ment, which  may  well  be  placed  so  that  the  person 
in  front  of  the  miri'or  is  not  exposed  to  general  view. 
Specialty  shops  in  New  York  and  Paris  constantly 
practise  all  these  little  tricks  of  the  trade,  which  ac- 
counts for  the  fascination  which  they  have  for 
women,  though  their  stocks  are  often  actually  quite 
inferior  and  very  high  priced. 

A  way  of  securing  the  above  advantages  has  been 
arrived  at  by  one  retail  house  in  Canada,  which  places 
its  parasols  at  the  same  aisle  as  the  marabout  and 
other  feather  stoles  and  ruff's.  The  mirror,  not  neces- 
sarily a  large  one,  is  also  there  as  a  matter  of  course, 
and  may  be  used  in  the  sale  of  the  parasols. 

The  above  suggestions  are  meant  to  apply  to  the 
selling  of  high-class  goods  which  is  not  receiving  as 
much  attention  in  the  Canadian  dry  goods  trade  as 
it  should.  T'here  has  been  great  improvement  this 
last  year,  and  the  outlook  is  bright,  l)ut  the  proper 
merchandising  methods  would  make  it  brighter  than 
the  average  merchant  has  anv  idea  of. 


New  Styles  in  Parasols 

At  present  the  lines  which  show  the  use  of  extra 
sheer  materials,  including  nets,  seem  to  be  in  the 
lead,  though  some  sets  with  trimming  of  Turkish 
towelling  lace  are  to  be  noted  on  exclusive  costumes 
seen  at  the  Horse  Show  in  Toronto  recently. 

There  will  also  be  great  demand  all  Summer  for 
the  dainty  fichus,  which  are  now  offered  in  bewilder- 
ing variety  for  wear  with  Summer  frocks. 
(Continued  on  page  45) 


^n 


dreS^^k 


THE  BUYERS'  VIEWPOINT 

There  is  a  prospect  that  Fall  will  see  a  fair  number 
of  sales  of  suede  gloves. 

In  parasols  there  is  a  growing  favor  for  trimmings 
worked  in  under  the  cover  rather  than  on  top. 

Dainty  madeira  bands  and  flounces  in  hand-embroid- 
ered effects  are  now  interesting  the  merchant. 

The  Robespierre  collar  and  jabot  —  Style  of  Parisian  origin  is  now  shown  in 

adaptations  for  practical  use — Narrower  widths  in  lace  flounces  —  Wide 

range  of  laces  —  New  styles  in  parasols  —  Extremes  of  flat  and  dome  frames 

—  Long  white  glace  gloves  in  demand  —  Favor  for  suedes. 


A  NOTABLE  neckwear  novelty  which  has  ap- 
peared during  the  last  few  days  consists  of 
the  RoFespierre  collar  in  the  various  adapta- 
tions which  local  designers  are  giving  it.  It  will  be 
recalled  how  this  distinctly  Parisian  touch  was  ex- 
ploited early  in  the  season;  in  fact,  during  the  first 
few  days  of  April.  The  styles  now  showing  are  a 
little  different  from  the  original  type  which  appeared 
as  part  of  a  waist. 

Detachable  collars,  which  come  decidedly  low  in 
front,  in  deep  V  shape,  have  a  lower  section  which 
imitates  the  little  vest  shown  on  the  Robespierre 
model.  These  may  be  made  of  net  or  lingerie  ma- 
terials. A  very  pretty  specimen  was  in  net  with  small 
black  satin  buttons,  and  gave  the  effect  of  collar  and 
vest  as  described,  with  a  cascade  jabot  depended  from 
the  latter. 

This  is  only  one  of  the  many  styles  which  have 
recently  appeared  in  this  article,  and  nearly  e\ery 
one  of  the  chic  net  waists  which  are  being  offered 
for  Summer  wear  shows  some  touch  of  the  striking 
Robespierre  effect.  Robespierre  collars  in  detached 
form  should  prove  one  of  the  best  novelties  of  the 
season. 


Use  of  Net  Very  General 

A  great  many  of  the  prettiest  neckwear  novelties 
which  are  shown  for  Summer  selling  are  made  of 
net,  with  or  without  lace  in  combination.  From 
the  first  there  has  been  a  well-marked  tendency  to- 
wards this  sheer  material. 

It  is  made  up  in  a  variety  of  ways.  Flat  collar." 
of  various  wic^ths,  pleated  and  finished  with  a  velvet 
ribbon  at  the  throat,  are  shown  in  two  shades  of 
net,  ecru  and  black  being  very  good.    One  shade  will 


be  placed  over  the  other,  while  the  ribbon  may  match 
or  may  be  in  contrasting  shade.  Net  is  also  used 
for  the  transparent  j^okes  or  chemisettes  and  sleeves 
which  have  proved  such  good  sellers  this  sctii^tii. 
Flesh  colored  chiffon  is  sometimes  used  under  n^t  or 
shadow  lace  to  give  an  unveiled  or  decollete  effect. 

Besides  the  plain  Brussels,  there  will  be  a  goodly 
number  of  fancy  nets  used  in  the  making  up  of  Sum- 
mer neckwear.  An  example  of  this  was  seen  in  the 
motifs  of  craze  net  of  unusual  fineness  which  were 
worked  into  a  fichu  of  lingerie  materials.  The  apron 
tunics  which  are  now  exciting  such  interest  among 
manufacturers  also  show  the  free  use  of  nets  of  vari- 
ous sorts  and  also  of  the  shadow  laces. 


Coat  and  Blouse  Sets 

There  is  no  falling  off  in  the  early  popularity  of 
the  useful  coat  and  blouse  sets,  which  have  proved 
such  general  sellers  this  season.  From  the  handsome 
imported  number  of  Venise  or  Macrame  lace  for  wear 
on  the  velvet  coat  or  dressy  suit  of  Summer  weight  to 
the  simple  little  set  of  lawn  or  organdy,  lace  trimmed 
or  plain,  there  has  been  no  hitch  all  along  the  line 
in  the  ready  acceptance  which  these  accessories  have 
met. 


Apron  Tunic  Effects  Popular 

The  apron  tunic  which  appeared  such  a  short 
time  ago  is  now  in  a  verj^  good  position  as  regards 
the  Summer  trade.  This  novelty  was  introduced 
most  seasonably,  as  the  trade  at  the  time  of  its  ap- 
pearance was  in  the  position  of  having  many  inno- 
vations on  old  styles,  but  no  absolutely  new  creation 
to  feature. 
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Lace  Flounces  Narrovver 

This  is  due  to  the  new  mode  for  dresses  — 

A  Victorian  influence  wide  range  of  laces 

in  all  weights  from  sheer  to  heavy. 

In  laces  the  demand  continues  steady,  a 
wider  range  being  asked  for  than  in  many  seasons 
previously.  At  present  the  only  changing  feature 
to  be  recorded  seems  to  be  the  growing  tendency  to- 
wards the  braid  patterns,  real  or  simulated,  and  the 
prospect  that  the  Renaissance  laces  will  again  be  in 
request  in  a  short  time. 

Flounces  of  net  in  lace  and  embroidery  effects 
are  now  selling  very  freely  over  the  counter,  and 
there  is  every  prospect  that  this  material  will  be  used, 
not  only  for  Summer  dresses,  but  for  evening  wear, 
when  the  Fall  and  AVinter  festivities  shall  have  again 
begun.  In  some  places  and  for  some  purposes,  the 
net  fiouncings  are  taking  the  place  of  the  embroi- 
deries of  Swiss  make.  The  former  have  the  advan- 
tage of  being  newer,  but  the  latter  have  a  good  hold 
on  the  public,  and  will  continue  to  sell  well  all  the 
season. 

Lace  flounces  in  narrower  widths  than  have  been 
taken  for  some  time  in  any  quantity  are  now  being 
asked  for.  This  is  due  to  the  new  mode  for  dresses 
which  show  the  narrow  frills  to  the  depth  of  a  foot 
or  more  at  the  hem  of  the  .'^kirt.  This  has  resulted 
from  the  Victorian  modes  which  have  recently  been 
influencing  the  style  creations  of  Paris  and  New 
York. 


there  will  lie  a  good  demand  for  heavier  types  of 
laces  for  use  on  Summer  dresses.  The  latter  will  in- 
clude tliose  wliich  are  not  too  flimsy  to  wash  well, 
l>ut  also  are  sheer  enough  to    admit  of  being  slightly 


-♦- 


Novelty  -ti-iii.  mull  ttouucings.     Lace 

stilcli   and    Hinhriiider.v    patterns. 

Shown    liy    J.    H.    Gagnon, 

Montreal. 


Allovers  for  Chemisettes  and  Sleeves  gathered.     The  Vul.  laces  in  shadow  patterns  fill 

Narrow  or  medium  flounces  of  shadow  laces  and  these  requirements  to  perfection,  and  they  are  being 

of  Malines  lace  or  Point  de  Paris  are  among  the  types  much  used  this  season  both  for  the  wash  dresses  of 

which  appear  as  above    described.      Besides    these,  nuill  and  muslin,  and  also  for  all  lingerie  purposes. 


Colored  embroidered  batistes  —  8hown  by  a  manufactiir  r's  :  gent. 
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A  Large  Range  of  Ruff  lings 


Rufflings  in  all  widths,  patterns  and  qualities  are  the  vogue 
this  season  and,  therefore,  in  great  demand. 
Our   range  is  really   very  large  and  well  assorted,  styles 
right  and  values  everything  one  could  wish  for.     Let  us 
send  samples. 


Sanderson's  Limited 


66-68  Wellington  St.  West, 


Toronto 
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Illustrating  the  extremes  in  laces 
— a  shadow   and   an   outline 
effect.     Shown  l).v  A.   R. 
Greene  &  Co..   Toronto. 


For  evening  dresses,  especially  for  misses  and  young 
women,  there  will  l)e  nothing  preferred  as  a  high- 
class  article  to  the  Malines  lace. 

Allover  laces  in  shadow  patterns  have  been  much 
used  for  yokes  and  chemisettes  this  season.  The 
demand  in  this  regard  has  been  a  great  agent  in  the 
selling  of  the  allovers,  which  otherwise  would  have 
had  to  take  a  distinctly  second  place  to  the  very 
popular  flounces  and  bandings. 


Coarse  Laces  Which  are  Selling 

There  has  been  a  steady  demand  all  season  for 
the  Macrame  laces.  Instead  of  showing  any  modifi- 
cation owing  to  the  popularity  of  shadow  effects,  the 
heavy  laces  on  the  contrary  have  become  even 
coarser  than  before.  Their  use  has  been  universal, 
on  costumes,  afternoon  and  evening,  on  tailored  suits 
for  collars,  cuffs  and  trimming  and,  especially  lat- 
terly, for  millinery  of  all  grades. 

Rope-like  effects  in  Macrame  are  to  be  noted 
among  the  best  sellers,  and  these  are  now  manufac- 
tured on  this  continent.  Their  popularity  with  the 
American  trade  has  been  immense.  All  heavy  cord 
effects  are  good  this  year  as  a  result  of  the  above 
style  tendency. 

Besides  the  Macrame  laces,  the  other  heavy  style 
which  sells  everywhere  at  the  present  time  consists 
of  the  new  agaric  or,  more  general  name,  the 
Turkish  towelling  laces.     These  are  made  in  crude 


patterns  and  rough  surfaces,  but  they  are  much 
prized  as  giving  a  peculiar  touch  of  contrast  in  use 
on  fabrics  with  highly-finished  surfaces. 


New  Type  of  Embroidery 

There  has  been  such  a  constant  run  of  sales  in 
the  white  Swiss  embroideries  lately  that  merchants 
who  have  to  cater  to  an  exclusive  type  of  trade,  or 
who  are  on  the  outlook  for  new  features,  are  now 
taking  up  the  dainty  Madeira  bands  and  flounces  in 
hand  embroidered  effects.  These  come  in  quite  nar- 
row widths  on  extra  sheer  materials,  and  they  are 
equally  suital^le  for  trimming  blouses,  or  lingerie 
dresses,  or  for  underwear. 

These  embroideries  are  much  less  ostentatious 
than  those  which  are  now  the  popular  article,  but 
they  appeal  as  being  more  elegant.  The  pattern  is 
first  stamped  on  the  goods,  and  they  are  then  made 
up  on  a  hand  machine,  giving  an  exact  imitation  of 
the  blue  stamped  Irish  work  on  fine  linen. 

Some  charming  novelties  in  embroidery  on 
colored  malls  and  extra  fine  marquisettes  are  now 
offered.  These  goods  are  also  in  the  first-class  as  to 
quality,  and  shades  show  a  full  range  of  the  season's 
favorites. 


Demand  for  White  Glaces 

At  present  there  seem  to  be  more  white  gloves 
being  worn  than  ever  before  noted,  even  at  this  time 
of  the  year.  Nearly  every  woman  who  is  wearing  a 
distinctly  Spring  type  of  suit  is  also  wearing  the 
white  gloves  either  in  the  glace  or  doeskin.  White 
chamois  has  been  taken  in  cities  and  towns,  though 
the  demand  rests  chiefly  with  the  glaces. 

This  points  surely  to  what  the  merchant  already 
knows  is  imminent,  namely,  a  rush  for  white  glaces 
just  as  soon  as  coats  are  laid  off  and  Summer  dresses 
donned.  The  lengths  will  be  twelve  and  sixteen  but- 
ton, and  there  is  little  doubt  that  even  the  most  provi- 
dent dealers  will  find  their  stock  low  before  the  season 
has  advanced  very  far. 

Summer  heats  will  bring  in  the  silk  gloves,  and 
these  may  well  be  offered  early  this  year,  as  their 
comparative  cheapness  will  do  little  to  stem  the  rush 
for  white  glaces.  Silk  gloves  in  colors  are  said  to  be 
better  than  for  some  seasons  past.  Black  silk  is  also 
said  to  be  in  excellent  position,  though  white,  of 
course,  leads. 


Prospects  for  Fall  Trade 

There  has  been  considerable  improvement  in  the 
position  held  by  suedes  this  Spring,  and  there  is,  in 
con.sequence,  a  prospect  that  Fall  will  see  a  fair  num- 


Dru  Goods  Review 


DRESS    ACCESSORIES 


43 


Leumann,  Boesch  ®>  Co. 

Embroideries  and  Laces 

400  Empire  Building,  64  Wellington  Street  West 

TORONTO 

A.  B.  FISHER,  FOR.  agent  canada 


New  designs  in  allovers  and  galloons  in  stock  in  Tor- 
onto. Complete  stock  of  Embroideries  of  every  des- 
cription. Write  for  samples,  or  we  will  send  you  a 
selection  of  goods  on  memo.  Travellers  now  on  the 
road  showing  the  import  line  for  next  season. 
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Patt.  647,  Taffeta 
Widths— No.  3,  5,  9,  16,  30  and  42 


The 
House 

that 

Carries 

Stock 


Mail  Orders 
Solicited 


Patt.  505,  Taffeta,  is  one  of 

our  leaders. 
Widths— Nos.  48,  60  and  80 


Walter  H.  Barry  &  Co.,  "'"'"irt.- '.tt'.?;" '"'  Montreal,  Que. 
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ROBES,  TUNICS,  PETTICOATS,  SCARVES,  Etc. 

Mr.  A.  H.  Wheeler,  of  Montreal,  has  been  appointed  sole  representative  for  Messrs.  SCHMIDT 
&  LORENZEN,  Berlin,  Paris  and  London,  one  of  the  largest  manufacturers  of  these  goods 
in  Europe;  first  time  shown  in  Canada. 

I  will  be  out  on  the  road  with  a  full  range  of  the  newest  exclusive  designs,  in  a  few  days. 
Make  a  point  of  seeing  this  line.  (Toronto,  "  Prince  George"  Hotel;  Winnipeg,  "The  Grange;" 
Calgary,  "The  Alberta,"  Vancouver,  "The  Vancouver.") 

AH     AUUFCT  FD     409-4io  kings  hall  bldg,.  st.  Catherine  st.  west 
.    n.    WnCC.LC.K,  MONTREAL 

Also  sole  representative  for  MAISON,  GAILLOT-GUINOT,  Paris,  showing  exclusive  novelties  in  Dress  Goods,  Silks, 

Trimmings,  Laces,  Embroideries,  Ribbons,  etc. 


The  Review  ^^  ^^^  giving  a  service 
^=^=  ==^=^=^^  with  its  two  issues  each 
month  that  is  impossible  with  a  monthly  paper. 
You  will  always  find  the  news  first  in  "The 
Review/'     The  paper  that  does  things. 


Please  'mention  The  Review  to   Advertisers  and  Their  Travelers. 
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ber  of  sales  of  these  gloves,  which  have  always  been 
curiously  neglected  by  the  trade  on  this  continent. 


Tans  to  be  Wanted 

There  is  now  little  doubt  that  the  demand  next 
Fall  will  lie  with  staples  and  tan.  Tan  has  shown 
signs  of  moving  forward  towards  first  place  for  some 
time,  and  the  prevalence  of  browns  among  the  tints 
of  Avitumn  suitings  now  showing  is  a  significant 
fact.  Besides  this  shade,  there  will,  of  course,  be 
blacks,  greys  and  short  whites. 


New  Styles   in   Parasols 

(Concluded  from  page  38) 

Parasols,  which  are  now  being  shown  as  warm 
weather  brings  out  the  dainty  Summer  girl  in  all  her 
glory,  exhibit  a  greater  variety  of  shapes  than  for 
many  seasons. 

The  introduction  of  the  East  Indian  shape  last 
Summer  has  not  only  supplied  one  new  form,  but 
has  led  to  the  invention  of  others.  The  greatest 
extremes  are  to  be  seen  at  fashion  centres,  especially 
at  the  Summer  resorts,  which  are  just  opening  up 
for  the  season.  There  is  the  dome-shaped  top  of 
unusual  depth  and  rotundity,  and,    on    the    other 


hand,  there  is  the  ultra  flat  frame,  with  its  sharp 
drop  at  the  edge  for  the  space  of  a  few  inches. 

Stripes  are  proving  good  for  the  early  season,  as 
also  are  chenille  fringes.  There  will  be  a  greater 
number  of  lace  and  lace-trimmed  styles  than  for 
many  years  past.  Models  which  show  the  vise  of 
Macrame  and  towelling  laces  are  quite  common. 

Parasols  with  borders  of  towelling  are  said  to  be 
the  next  in  line  for  popularity.  At  present,  however, 
a  good  selling  number  consists  of  the  dainty  shades 
of  taffeta  with  rows  and  rows  of  tinj',  scalloped 
frills.  These  parasols  are  in  exact  harmony  with  the 
style  tendency  in  dresses,  and  will  look  their  best 
with  Summer  costumes  a  la  mode. 

There  is  a  growing  favor  for  trimmings  worked 
in  under  tha  cover  rather  than  on  top,  and  this  is 
especially  sensible  in  the  case  of  the  East  Indian 
models  which,  when  spread,  show  far  more  of  the 
under  than  of  the  upper  side.  The  use  of  cerise 
velvet  bows  or  bows  of  the  lighter  shade  of  primrose 
pink  is  to  be  noted.  A  very  becoming  parasol  was 
completely  lined  with  this  shade,  and  slightly  re- 
lieved at  the  edge  with  shadow  lace. 

Another  trimming  to  be  observed  on  parasols 
this  season  consists  of  the  made  flower  or  of  a  small 
knot  of  tiny  buds.  This  may  be  placed  on  the  handle 
or  at  the  end  of  the  stick.  In  some  cases  the  handle 
was  completely  hidden  under  the  knot,  and  the  para- 
sol carried  by  a  loop  of  ribl)on  lower  down. 
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HEAVY  LACES 


We  Have  Them 

The  novelties  of  the  season  are 
our  specialty.  If  there  is  anything 
new  in  laces,  veilings,  dress  trim- 
mings, ball  fringes,  etc.,  we  have 
it,     Call  or  write. 

The 

Thompson  Lace  &  Veiling 

Company,  Limited 

Specialists  in  Fancy  Nets,   Laces,  Veilings,  Trimmings,  etc. 

76   WELLINGTON   ST.   W.,   TORONTO 

BALL  FRINGES 
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CANADIAN 


FUa TRADE  NEWS 


Cape  novelty  in  fur  sets  —  Some  striking  new  effects  in  the  shoulder  out- 
lines both  in  sets  and  coats  —  Neckpiece  in  collar  and  lapel   form  —  Hint 
of  the  epaulette  in  the   shaping  — Novelty    in    cutting   of   the   new   coats 
—  Style  feature  which  will  effect  many  sales. 


SOME  striking  new  styles  in  furs  were  recently 
seen  among  the  offerings  of  a  firm  which 
stands  high  in  the  matter  of  quality  and 
novelty.  These  were  from  models  which  had  been 
designed  originally  in  Paris,  and  will  be  in  great 
demand  with  the  better  class  trade  as  soon  as  the 
season  opens. 

The  luiique  feature  of  the  neckpieces  was  the 
shaping  back  and  fi'imt  resembling  the  lapels  auvl 
collar  which  are  now  to  be  seen  on  large  coats. 
When  this  neckpiece  is  worn  with  a  coat,  especially 
when  it  contrasts  in  color,  it  gives  the  effect  of  a 
large  collar  with  front  lapels.  These  may  be  in 
pointed  shape,  squared  off,  or  even  sailor  fashion. 
Many  of  the  smartest  were  in  one-sided  form  in  fron  l 
and  very  deep  at  the  back,  either  in  pointed  or 
square  outline.  This  type  of  collar  appears  to  ad- 
vantage in  Persian  lamb,  in  mink,  seal  or  other 
short  hair  furs.  A  few  specimens  are  trimmed,  usu- 
ally with  a  border  of  long  hair,  fox  or  sable  being 
about  the  most  suitable. 

It  must  not  be  supposed  that  the  new  designs 
exactly  resemble  the  collar  and  lapel  effects,  which 
have  been  fashionable  diu-ing  the  past  season.  On 
the  contrary-,  the  furs  in  many  cases  show  the  more 
recent  Bertha  outline.  This  tends  to  be  rounuod  off 
rather  than  sc|uare  or  pointed,  and  is  of  shallow 
depth  in  front,  with  the  same  or  similar  shaping  at 
the  back,  or  perhaps  a  deep  stole  throw-over  effect, 
with  great  length  at  the  back.  The  shallow,  rounded 
shaping  in  Bertha  style  in  many  cases  has  shoulder 
outline  in  such  a  shape  as  to  suggest  the  epaulette. 
In  some  of  the  pieces  the  latter  style  is  actuallv  to  be 
seen,  but  this  is  not  likely  to  concern  any  but  the 
houses  which  make  a  specialty  of  high-class 
novelties. 


Blues  Versus  Natural 

Reports  which  came  in  from  New  York  as  to  the 
prospective  run  on  blue  effects  in  long  hair  furs  in 
sets  are  now  being  somewhat  disparaged  by  fur  deal- 
ers here,  the  latter  claiming  tliat  the  natural  effects 
in  wolf  and  fox  will  be  the  leaders.  At  the  same 
time,  the  New  York  market  continue'^  to  point, 
strongly  in  the  direction  of  the  blue  effects.  These 
will  be  wanted  in  fox  cliiefiy,  though  there  will  also 
lie  a  very  good  sale  for  imitations,  whi(-h  are  i;ow  ap- 
pearing in  great  numbers,  and  grow  morv3  and  more 
cle\er  in  reproducing  the  real  thing. 

Natural  fox  will  Ije  wanted  here,  and  dealers  are 
making  provision  for  a  fine  demand.  Black  fox  is 
always  good,  and  this  will  have  an  exceptional  sale. 
Besides  these,  the  skunk  is  the  long  hair  which  stands 
liigh  in  qiiality.  Prices  of  this  article  are  increasing 
from  year  to  year,  and  it  has  long  since  been  re- 
moved from  the  catalogue  of  popular  furs  where  it 
originally  Ijelonged.  The  make-up  of  the  long- 
haired furs  shows  a  preference  for  the  natural  skin 
effect  where  feasible. 

Shoi't-haired  fiu-s  in  sets  will  show  the  neck- 
piece with  distinct  shaping  at  the  neck,  while  the 
front  pieces  continue  flat,  wide  and  long.  The  in- 
novation consists  of  the  neck  shaping,  and  other- 
wise the  stoles  appear  much  as  they  did  last  year. 
In  some  cases  the  curve  at  the  neck  is  very  slight, 
while  in  others  there  is  a  Avidening  on  the  shoulder 
and  back,  making  a  cape-like  appearance. 

Seal  and  its  imitations  will  be  first  among  the 
short  hairs  in  sets,  as  in  coats.  There  is  to  be  a 
strong  nni  on  this  fur.  New  York  will  see  sales  of 
rat  skins  dressed  like  the  mole  of  last  season,  and 
some  dealers  maintain  that  mole  will  also  sell  again 
\"ery  freely. 
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Large  Size  the  Rule  for  Muffs 

Muflfs,  whether  of  long  or  short  hairs,  are  uni- 
formally  just  as  large  as  the  purchaser  can  possibly 
afford  to  have  them.  They  are  certainly  larger  than 
last  year,  and  some  seem  to  almost  cover  the  whole 
of  the  front  of  the  skirt  when  worn  by  a  medium 
sized  woman.  Shapes  are  flat,  and  there  is  much 
use  of  the  crossing  diagonally  of  the  skins,  as  de- 
scribed in  sets  and  coats.  This  applies  to  the  short 
hairs,  which  are  shown  in  stripes.  Long  hairs  show 
natural  skin  effects,  and  there  will  be  the  usual  num- 
ber with  chiffon  and  satin  combinations.  Combina- 
tion of  long  and  short  hairs  in  the  same  set  will  also 
be  seen. 

® 

Attractive    Novelty    Pieces 

Great  showing  of  heads  and  tails  —  Pluck- 
ed  beaver  sets  returning  —  Diamond    cut 
skins  in  men's  and  women's  coats. 

Montreal,  May  15,  1912. 

Manufacturers  are  now  showing  some  very  at- 
tractive novelties  in  piece  furs,  mainly  in  the  icjiig- 
haired  variety,  consisting  of  blue  Australian  opos- 
sum, blue  coon,  brown  and  black  bear,  naiural  rc'l 
fox  (Reynard)  and  blue  and  black  wolf. 

The  natural  or  "snake"  scarf,  composed  of  cue 
skin,  with  head,  tail  and  paws  attached,  shaped  to 
fit  neatly  around  the  neck  seems  to  hold  the  prefer- 
ence among  the  neckpieces  shown.  The  "twin" 
scarf,  composed  of  two  skins,  head  and  tail  reversed, 
one  at  the  front  and  the  other  at  the  back,  are  also 
being  taken  with  favor. 

The  feature  of  the  furs  this  year  is  the  great 
showing  of  heads  and  tails,  practically  every  scarf 
and  muff  being  decorated  in  some  manner  to  show 
heads,  tails  and  paws.  Few  plain  furs  appear  in  the 
showing  of  next  Fall's  models. 

Muffs,  the  majority  of  them  of  the  bolster  type, 
have  heads,  tails  and  paws  worked  in  in  an  infinite 
variety  of  forms.  One  mink  muff  had,  as  a  feature, 
two  complete  skins  in  a  sort  of  V  form,  with  other 
skins  running  diagonally  from  the  centre  and  sides, 
and  edged  with  a  band  of  skins  running  straight 
around.  Others  in  mink  showed  pretty  designs 
worked  out  in  diagonal  and  straight  designs. 

Wolf  is  said  to  be  taking  the  place  of  fox  very 
largely  on  account  of  its  cheaper  price,  a  saving  of 
about  one-half  to  a  third  being  effected.  Blacks  and 
blues,  it  is  predicted,  will  sell  well  next  season  along 
with  the  natural  skins.     ■ 

Plucked  beaver  sets  are  coming  back  again,  and 
many  pieces  of  this  old-time  favorite  are  being  pre- 
pared. An  imitation  of  beaver  may  be  had  at  a 
moderate  price  in  natural  Nutria,  a  fur  contributed 
bv  South  America.     The  brown  and  black  bear  are 


reported  to  be  selling  well  for  city  trade.  While 
opossum  is  selling  well  on  account  of  its  low  price, 
there  is  also  a  good  demand  for  goat  in  blue  and 
brown,  and  a  lot  of  cheaper  sets  are  being  made  of 
goat  skins. 

DI.4MOND-CUT  SKI^'S. 

One  of  the  novelties  in  both  men's  and  women's 
coats  is  the  use  of  diamond-cut  skins.  Cut  in  this 
shape  the  skins  present  a  very  pretty  appearance  with 
their  combination  of  light  flanks  and  dark  backs.  By 
cutting  the  skins  in  this  shape  a  considerable  saving 
is  effected.  For  instance,  a  man's  coat  lining  was 
shown  containing  34  skins,  whereas  45  would  have 
been  used  if  the  skins  had  been  cut  square.  It  has, 
therefore,  been  possible  by  cutting  the  skins  in  this 
way  to  keep  the  price  down,  despite  the  increase  for 
rat,  as  less  skins  are  used.  Not  only  are  the  linings 
cut  diamond  shape,  but  many  of  the  outer  shells  for 
ladies'  coats  are  made  in  this  fashion. 

Practically  every  coat  being  made  is  full  length, 
or  52  inches  long.  A  natural  muskrat  jacket,  com- 
posed of  dropped  skins,  and  of  very  attractive  design 
illustrates  the  general  trend  in  these  garments.  It 
had  a  rolling  collar  with  stripes  running  across,  in 
contrast  to  the  stripes  running  lengthwise  on  the 
coat  itself.  Large  cuffs  graced  the  sleeves,  and  there 
were  no  vents  at  the  sides  of  the  coat,  it  being  finished 
in  straight  effect.  Garments  of  this  style  would  sell 
from  about  $160  upwards. 

PRICES  ADVANCE  25  PER  CENT. 

Mink  is  as  popular  as  ever,  but  on  account  of  its 
ever  increasing  price  is  not  likely  to  be  sold  except  to 
the  higher  class  trade.  Prices  will  be  about  25  per 
cent,  in  advance  of  last  year.  Persian  lamb  is  in  the 
same  class.  It  is  because  of  the  steady  advance  in  the 
price  of  the  short-haired  furs  that  the  long-haired 
varieties  are  being  pushed  more  to  the  front,  and  are 
being  taken  for  trade  that  demands  a  moderate- 
priced  line.  Such  furs  as  wolf,  opossum  and  goat, 
mainly  in  dyed  form,  meet  this  want. 

There  seems  to  be  a  good  demand  for  the  Hudson 
or  Baltic  seal  (dyed  muskrat) .  As  the  South  Sea  seal 
soars  in  value  every  year,  this  good  appearing  sub- 
stitute is  becoming  increasingly  popular.  Many 
coats  of  this  fur  are  being  made  up  for  next  season. 

In  men's  coats  there  is  a  big  demand  for  beaver, 
both  natural  and  plucked,  ^^'estcrners  are  ordering 
(luite  liberally,  and  the  prices  range  about  $275  to 
$300  for  high-class  garments.  Coon  coats  contiiuie 
high,  and  the  majority  of  sales  made  have  been  for 
coats  that  would  sell  at  $100  to  $200. 

For  linings  the  diamond  cut  rat  is  being  largely 
used,  as  well  as  the  square  cut  skin.  Roll  collars  are 
the  vogue  rather  than  the  collars  and  lapels.  It  is 
also  noticeable  that  the  trend  is  more  favorable  to 
otter  for  collars  in  place  of  Persian  lamb. 


^lUMKAl 


Importance  of  novelty  in  sweater  coat  business  —  What  present  trend  indi- 
cates —  Middy  coats  promise  well  —  White,  cardinal  and  grey,  leaders  in 
colors  —  Browns  likely  to  figure  prominently  in  next  year's  placing  — 
Attractive  lines  for  tourist  trade  —  Attention  to  children's  lines  warranted 


IT  is  between  seasons  in  sweater  coat  business,  and 
otherwise  quiet,  except  that  manufacturers  are 
busy  filling  up  quantities  for  Fall  orders,  which 
will  commence  to  go  forward  about  July  1,  or  as 
specified. 

Later  novelties  are  being  prepared  for  tourist  and 
Fall  selling.  The  novelties  of  the  moment  are  shown 
in  misses'  and  women's  middy  sweaters  and  new 
colors,  which  have  developed  with  the  season,  and, 
based  on  the  color  cards  for  Fall  dress  goods,  promise 
to  prove  profitable. 

Owing  to  the  extreme  variety  of  different  ranges 
and  volume  of  sweater  coats  now  being  made,  it  is 
practically  impossible  to  designate  values  or  decide 
between  the  selling  merit  of  manufacturers'  staple 
numbers  in  as  far  as  style,  fit,  finish  and  color  arc 
affected.  It  is  stated  that  first  results  of  this  are  felt 
in  the  west,  and  especially  on  better-priced  numbers. 
There  is  a  disposition  to  buy  sweater  coats  as  they  are 
required,  feeling  secure  that  deliveries  can  now  be 
had  at  any  time.  This  is  possibly  true,  and  it  is 
certain  that  orders  will  be  placed  later  in  many  cases 
for  this  reason. 

STANDARD  AFFECTS  DEMAND. 

It  is  claimed  that  in  some  cases  stocks  have  not 
been  entirely  cleaned  up,  and,  again,  as  the  market 
is  well  supplied  with  garments  properly  made,  which, 
in  any  event,  should  last  from  two  to  three  years  on 
account  of  weight,  superiority  of  yarns,  manufac- 
ture and  dyes  there  is  not  going  to  be  as  great  a  de- 
mand. Some  buyers  are  conservative,  and  are  satis- 
fied to  depend  on  deliveries.  Owing  to  the  experience 
of  last  season,  when  no  scarcity  was  found,  it  is  taken 
for  granted  that  this  year's  output  will  be  sufficient 
to  fill  the  season's  demands.  With  the  staple  nature 
of  sweater  coats  this  is  a  decision  promising  to  be  both 
safe  and  profitable. 


It  seems  like  a  good  argument,  but  there  are 
three  reasons  Avhy  it  is  not  likely  to  be  as  successful 
as  expected  from  the  turnover  standpoint.  Last 
season  Iniyers,  who  asked  for  deliveries  in  July,  had 
by  October  sold  more  coats  than  those  firms  bought 
altogether  who  w-ere  satisfied  with  October  shipments. 

In  carrying  a  staple  stock  for  later  selling,  judging 
by  the  re.-^pective  samples,  now  either  placed  or  before 
the  trade,  the  success  which  can  be  attributed  to 
novelties  for  early  selling  in  colors,  weaves  and  styles 


Misses'  sweater  coat  in  middy  pull- 
over style,  with  sailor  collar,  pocket 
and  ribbon  bow.  Made  in  white,  with 
sky  or  cardinal  or  in  plain  shades; 
for  luidsummer  outing  wear- Court- 
esy Gordon   Mackay   &   Co.,   Toronto. 
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We  are  now    receiving    and    putting    into  stock 
complete    ranges     of    "QiieenQua/ltl/'' 

md  Gloves  for  W^om< 

lngQualiiu^_ 


Hosiery  and  Gloves  for  W^omen  and  Children. 

Also     -^   ,^^,, 

Men's  Half  Hose 


for  Spring  1912. 


MAIL  ORDERS  WILL  RECEIVE 
OUR    PROMPT     ATTENTION. 


THE  RICHARD  L.  BAKER  CO.,  TORONTO,  ONT. 


THE  HALL-MARK  OF  Registered  No.  262.005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in  the  TOP,  it  increases  in  WEAR-RE- 
SISTING PROPERTIES  as  it  descends, 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and  TOE  FIVE.  By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most  needed 

IN  THE  FEET,  making  it  essentially 

> 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IM 
FOOTWEAR 

To  be  had    from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


A  Business  Builder 

By  selling  the  boys  of  to-day  reliable  goods,  you 
are  laying  the  foundation  for  the  business  of  the 
men  of  to-morrow. 

"DOMINION"  BRAND  HOSIERY 

is  very  popular.  It  pleases  the  boy  and  its  su- 
perior qualities  are  recognized  by  the  parents. 

WRITE  FOR  SAMPLES 


A.  Burritt 
&  Co. 


DOMINION  MILLS 


Please  nientlon   The  Review   to   Advertisers  and   Their   Travelers. 
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Knitted    Coat    witiJ    detachable    pointed 
hood.     Prom  the  Pall  range  of  The 
Harvey   Knitting   Co.,   Wood- 
stoclj. 


is  being  handicapped.  In  the  third  place,  the  de- 
mand following  the  early  campaign  of  advertising 
and  introduction  with  consequent  sales  is  lost.  This 
in  itself  is  often  greater  in  volume  than  orders  for 
standard  numbers  from  a  staple  stock  or  the  addition 
of  replacing  numbers  for  repeats. 

SUCCESS   IN   NOVELTIES. 

It  seems  more  than  likely  that  the  future  success 
of  sweater  coat  selling  lies  therefore  in  novelties. 
Whether  the  trend  of  colors  in  this  regard  will  reach 
the  local  trade  this  reason  remains  to  be  seen,  and  it 
;xiay  be  premature  to  consider  showing  anything  dif- 
ferent for  the  general  trade.  Better  to  depend  on 
leading  numbers  already  sold  for  this  season's  repeats 
at  least.  It  is  always  the  best  selling  numbers  or 
novelties,  which  sell  out  first  with  no  guarantee  of 
satisfactory  repeats,  and  this  must  always  be  remem- 
bered, more  especially  this  season. 

MIDDY    SWEATERS. 

In  another  month  it  will  be  possible  to  state  what 
the  high  novelties  are  that  may  be  added,  and  with 
all  the  volume  of  sweater  coats  manufactured  it  is 
felt  by  some  designers  that  something  different  is 
necessary.  As  mentioned,  middy  sweaters  are  pro- 
mising well,  and  are  shown  by  different  firms  in  vari- 
ous styles.  The  cheaper  of  these  are  made  with  shawl 
collar,  pocket  and  in  fancy  racks  trimmed  with  fancy 
colors  or  in  self  shades    and    finished    with  ribbon. 


White  with  sky  or  cardinal  bar  or  in  plain  cardinal 
have  proved  the  best  sellers.  This  line  is  quoted  at 
$28  dozen  in  larger  sizes.  Better  numbers  are  in  solid 
shades  (or  fancies,  if  desired)  Cardigan  1-1  rib  with 
ribbon-laced  front  with  bow  and  pointed  hood  laced 
to  match,  a  sightly  garment  at  $36  dozen  for  a  $5 
retailer. 

THE  SELLING  COLORS. 

Regarding  the  general  color  situation  it  is  found 
that  early  forecasts  have  been  verified  in  placing 
orders  with  white,  cardinal  and  grey  covering  three- 
quarters  of  the  ranges  and  about  equal  totals  on 
noveltj^  colors  to  make  up  the  balance.  It  has  been 
found  that  tans  and  greys  in  lighter  tones  have  taken 
better  than  usual,  although  it  is  evident  that  while 
buyers  in  larger  centres  are  adhering  to  plain  colors 
in  smaller  places,  contrasted  shades  have  met  with 
more  success. 

MATCHING    DRESS    GOODS    COLORS. 

It  is  in  this  connection,  for  women's  and  misses' 
wear,  that  the  larger  buyers  are  anticipating  the  com- 
ing demand.  They  are  looking  for  their  inspiration 
to  the  Fall  dress  goods  showings  as  indicating  custo- 
mers' wants.  It  is  simply  the  idea  of  matching  the 
prominent  tones  to  be  worn,  which  naturally  leads 
to  this  development  of  softer  tones,  and  necessarily 
new  shades  in  yarns.  Each  buj^er  will  have  to  dis- 
cern just  how  far  this  demand  will  affect  his  depart- 
ment and  although  some  of  the  shades  have  never 
been  other  than  novelty,  it  seems  a  logical  conclu- 
sion that  this  season  they  will  be  more  in  line  for 
attention. 

It  is  claimed  the  customers  are  tired  of  or  sup- 
plied with  the  staple  colors  to  such  an  extent  as  to 


Selected  designs,  lace  lisle  hosiery  in  black,  tans,  and  pre- 
vailing colors  for  midsummer  trade.  Courtesy  Richard 
Li.  Boker  &,  Co.,  Toronto. 
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TAKE  THE  SURE  WAY 

Radium"  Hosiery 

ensures  big  business 

The  "  Radium "  label  on  your  hosiery,  whether  men's  or  women's,  is 
an  absolute  guarantee  of  perfect  satisfaction  and  a  big  season's  business. 

"  Radium "  hosiery  is  not  hosiery  of  to-day  only,  it  is  the  hosiery  of 
the  future — the  kind  to  build  your  trade  on  assuring  you  that  your 
customers  will  come  back  again,  satisfied  that  they  are  getting  full 
value  for  your  money. 

PERRIN  FRERES  &  CIE. 


28  Victoria  Square  -:- 

WRITE  FOR  SAMPLES 


Montreal 


If   You    Want   The 

Best  Underwear  You  Must  Buy  From 

TURNBULL 

MANUFACTURERS  OF 

CEETEE  Pure  Wool 

Underwear — Every  garment  full  fashion- 
ed   and  of    the  finest   quality  obtainable. 

RIBBED     UNDERWEAR    for 
ladies  and  children. 
CHILDREN'S    VESTS. 
"M"  BANDS  for  infants. 
SWEATER   COATS    SHAKER 
KNIT. 

Our  underwear    is    made  in  all   sizes — in 
summer  and  winter  weights. 

Write  for  Prices 

C.  Turnbull  Co.,  of  Gait  Ltd., 

GALT  -         -  -  ONTARIO 

4'JS 


There  is  satisfaction 
in    every    stitch    of 
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ITALIAN 

SILK" 
PARAGON" 
"ECLIPSE 

RIB" 


H 
O 

s 
I 

E 
R 
Y 


Your    customers    will  ask  for    these    brands 
again     for     THE    WEAR     IS    THERE. 

Your    Wholesale    House    can    supply    you. 


Thomson  Knitting  Co. 


Manfacturers 


LONDON,  ONT. 


SELLING   AGENTS: 

W    R.  Begg,  20  Wellington  Street  West.  Toronto,  Ontario 

Stuart  M.  Campbell,  400  Hammond  Bldg..    Winnipeg,    Manitoba 

A.   R.    McFarlane,    506    Mercantile    Bldg..    Vancouver,    B.C. 


Please  mmtian  The  fi^yiew  to  Advertmn  and  Their  Travelers, 
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warrant  attempts  at  sales  through  the  medium  of 
colors  suggested.  Manufacturers  on  one  hand,  say 
they  intend  to  show  nothing  newer,  and  on  the  other 
the  appeal  of  color  indicates  that  coming  ranges  will 
emljody  this  feature.  It  cannot  be  said  that  styles  or 
weaves  of  the  garments  are  being  changed,  and  it 
may  be  only  a  diti'erence  of  opinion  between  buyers, 
as  to  colors  likely  to  be  wanted,  but  to  have  shades 
to  match  the  superior  tones  of  the  Fall  color  card 
means  good  business.  It  is  not  such  a  long  shot  that 
the  range  of  shades  will  be  added  either  for  next  Fall 
repeats  or  for  next  year's  placing,  and  it  remains  to 
be  seen  if  such  is  not  the  case. 

I\EW   AND  EXTREME  SHADES. 

l^rowns  will  be  forward.  Pheasant  tan  and  new 
soft  shades  in  this  range  will  be  good.  Outside  of 
navy  and  royal  for  athletic  wear  blues,  Saxe  and 
Alice  will  be  given  more  consideration.  There  are 
several  new  tones  in  grej's  and  different  greens  in 
olive  shades  and  possibly  for  extreme  cherry,  wines 
and  some  purple  with  newer  combinations  will  be 
tried  out  with  a  view  to  having  seasonable  and  dif- 
ferent colors. 

This  is  a  radical  departure  in  sweater  coat  busi- 
ness, and  while  it  is  not  asserted  that  it  will  be  en- 
tirely snccessfal,  it  is  likel}'  to  have  the  effect  of  in- 
creasing the  percentage  of  orders  on  novelty  color- 
ings to  the  detriment  of  staple  or  associated  shades. 


If  it  does  not  affect  this  year's  business,  there  is  every 
indication  that  buyers  will  be  influenced  on  next 
year's  purchases,  and  most  likely  will  be  given  an  op- 
portunity to  decide  for  themselves. 

LINES  FOR  TOURIST  TRADE. 

Most  important  this  year  is  an  early  showing  for 
tourist  trade  of  those  lines  w'hich  are  attractive  for 
boating,  motoring,  camping  and  Summer  numbers 
are  being  seen  on  the  streets,  and  it  will  not  be  long 
before  the  holiday  season  starts. 

THE  season's   opportunities. 

In  view  of  the  greater  attention  given  to  misses', 
children's  and  infantile  lines  there  is  also  every  op- 
portunity to  increase  sales  by  rounding  out  depart- 
ments with  improved  and  novelty  garments  along 
this  line.  There  is  a  great  season  ahead  with  present 
assurances  that  merchants  will  get  deliveries  and  re- 
peats and  will  not  have  the  department  excuse  of 
sold  out  leaders  to  contend  with. 

For  this  Fall  a  properly  handled  knitted  goods 
department  surpasses  any  previous  year's  showings 
or  values.  With  enthusiasm,  proper  location  and 
care  in  repeats  there  is  no  excuse  whatever  for  a  poor 
season.  With  an  early  start,  co-operation  in  adver- 
tising and  display,  merchants  have  every  cause  to  be 
as  enthusiastic  as  manufacturers,  who  have  their  out- 
put sold  up  to  December  1. 


TRADE  MARK 


REGISTERED 


Scotch 

Fingerings, 

Vanguard, 

I5's,  12's 

Fine. 

Hosiery 

Yarns, 

&c.,  &c. 


ASK      FOR 


TRADE  MARK 


BURNLEY'S  WOOLS. 


REGISTERED 


1*  lil::^ 


Soft 

Knittings, 

B.    Imperial, 

Soft  Spun 

iVanguard 

Fine. 

OVi  and  00 

Worsteds, 

&c.,  &c. 


ESTABLISHED     1752 

THOMAS    BURNLEY    &    SONS.  LIMITED 

MANUFACTURERS  OF  SCOTCH  FINGERING  &  KNITTING  WOOLS 

GOMERSAL    MILLS,    nr.  LEEDS,    ENGLAND. 
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THE  BUYERS'  VIEWPOINT 

In  New  York  millinery  circles  it  is  evident  that 
while  there  are  many  close-fitting  hats,  the  mid- 
summer preference  is  for  large  hats. 

Panamas  in  the  finer  grades  are  faced  and 
trimmed    quite    elaborately. 

A  new^  sailor  is  oval  in  outline,  being  longer 
from    front    to    back    than    from    side    to    side. 


Colored    felts  the  latest   in   outing  hats  —  New  sailor  has  decided   dip  front 

and     back  —  Underbrim     trims     returning  —  Smart     flower     combinations 

—  Cherry     cockades  —  Good     fancy    feather    season  —  White     satin,    white 

grosgrain    and    colored    velvet   ribbons    extensively    used. 

Staff  Correspondence 


New  York,  May  15. 

TTTE  time  for  Panamas  and  Summer  felts  is 
liere,  and  wholesalers  report  good  orders  on 
this  class  of  goods,  particularly  Panamas 
which,  in  the  finer  grades,  are  faced  and  trimmed 
quite  elahorately.  T^eghorns  are  used  for  outing  hats, 
and  are  bound  with  grosgrain  ribbon  in  l)lack,  white 
or  colors,  or  draped  with  gay  scarfs  such  as  Panamas 
and  peanut  shapes  are  draped  with. 

COLORED  FELTS  THE  LATEST. 

Colored  felts  are  the  latest  in  outing  hats.  Blues, 
pinks,  beige,  champagne  and  mustard  relieve  the 
usual  pearls  and  whites  and  are  very  smart  this  year. 

Derbys  made  of  felt  and  bound  in  self  or  con- 
trasting color  grosgrain  riV)bon  are  also  being  worn, 
for  Derbys  have  had  an  enormous  vogue  for  a  season 
and  over. 

The  new  sailor  has  a  decided  dip  front  and  back, 
and  is  rather  low  and  made  of  rough,  black  Jap 
braid.  A  novel  sailor  is  oval  in  outline,  the  crown 
being  shaped  the  same,  and  being  longer  from  front 
to  back  than  from  side  to  side.  This  shape  is 
trimmed  with  a  pair  of  small  flat  wings,  one  lying 
on  the  upper  and  one  applied  to  the  under  brim. 
A  box  pleating  of  grosgrain  ribbon  around  the  base 
of  the  crown  and  around  the  edge  of  the  brim  is  an 
effective  addition.  One  sees  this  sailor  tilted  over  so 
slightly  forward  by  a  small  bandeau,  which  is 
trimmed  with  cherries  or  light  flowers. 

Slowly  but  surely  the  underbrim  trim  is  return- 


ing. Up  to  date  such  trimming  as  is  used  does  not 
rest  on  the  hair,  nor  is  it  often  on  a  bandeau,  it  being 
applied  flat  to  the  upper  brim,  usually  at  its  extreme 
edge.  Wreaths  of  flowers  are  seen  under  the  brim, 
and  ribbon  is  used  around  the  brim  and  finished  at 
the  side  with  a  flat  bow.  Lace  may  be  used  the  same 
way. 

The  majority  of  hats  are  trimmed  with  "stick- 
ups"  of  small  or  large  flowers  or  of  fancy  feathers. 
This  idea  has  prevailed  for  some  time,  and  now  that 
the  masses  have  adopted  it,  the  better  class  of  trade 
are  being  shown  more  or  less  flat  hats,  or  else  hats 
that  have  their  trimming  sweeping  backward  in- 
stead of  straight  up. 

STILL  SCANTILY  TRIMMED. 

It  must  be  admitted  that,  despite  very  persistent 
efi^orts,  hats  are  still  scantily  trimmed.  It  is  not  at 
all  smart  to  trim  profusely,  but,  of  course,  once 
flowers  are  used  for  cockades,  a  great  many  are  neces- 
sary to  get  a  good  effect  so  that,  while  apparently 
there  is  not  much  on  the  hat,  a  quantity  of  flowers  is 
used. 

MUCH    FLOWER   VARIETY. 

Flower  combinations  are  decidedly  smarter  than 
just  one  variety  of  flower,  and  all  sorts  of  unconven- 
tional combinations  of  colors  and  kind  are  used. 
A  flower  cockade  will  sometimes  spring  from  a 
cluster  of  cherries  or  small  crab  apples.  Cherry 
cockades  are  very  smart,  but  arc  rather  impracticable 
on  account  of  their  weight. 
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It  is  not  at  all  unusual  to  have  a  cockade  attain 
the  height  of  ten  or  twelve  inches,  not  from  the  base, 
but  the  top  of  the  crown.  The  milliner  is  giving 
great  scope  for  designing  in  these  effects,  for  they 
can  be  of  various  shapes  and  color  schemes,  the  only 
requisite  being  a  rather  tight  and  severely  military 
effect. 

These  cockades  made  of  a  dozen  or  more  small 
ostrich  tips  are  very  good  looking.  A  smart  hemp 
hat  in  a  lovely  blue  was  faced  with  black  satin  and 
trimmed  with  a  dozen  black  ostrich  tips  arranged  a  la 
cockade  at  the  right  side. 

FANCY   FEATHERS   USED. 

Few  Spring  seasons  are  as  kindly  to  the  fancy 
feather  trade  as  this  one.  Many  more  hats  trimmed 
with  fancies  are  worn  than  trimmed  with  flowers. 
From  the  rather  stubby  pasted  fancy,  often  in  very 
gay  colorings,  to  rather  elaborate  ostrich  fancies,  all 
are  good.  Neumadi  is  very  strong  in  iridescent  color- 
ings, as  well  as  in  solid  colors. 

White  vulture  with  black  neumadi  is  a  good  com- 
bination, for  black  and  white  is  unusually  strong  at 
the  time  of  writing.  The  most  approved  black  and 
white  hats  or  trimmings  have  black  decidedly  the 
dominant  note.  Black  hats  trimmed  with  white  are 
far  smarter  than  white  hats  trimmed  with  black. 
Black  and  white  ostrich  fancies  are  very  strong  in 
military  pompons  and  in  elongated  feathers.  A 
novel  ostrich  fancy  is  in  two  contrasting  colors;  a 
band  of  closely  curled  ostrich,  say,  in  white  covered 
the  quill  from  end  to  end,  the  feather  proper  being, 
shall  we  say,  of  black?  Uncurled  ostrich  takes  the 
lead.  Willows,  which  are  decidedly  passe,  are  being 
converted  into  bands  and  pompons. 

Hats  that  are  rolled  off  the  face,  or  that  turn  up 
all  around  often  have  a  band  of  feathers  at  the  edge 
of  the  brim. 

season's  best  turban. 

The  season's  best  turban  has  a  high  coronet 
which  has  a  decided  point  at  front,  back  and  sides. 
This  has  either  a  narrow  band  of  ostrich  or  paradise 
curling  over  its  edge,  or  else  is  bound  with  satin. 
AVhite  satin  on  black  is  decidedly  smart  and  much 
favored. 

Natural  ostrich  is  in  demand,  as  are  also  small 
tips  and  two-tone  effects  in  French  feathers  and  some 
Amazons. 

It  is  decidedly  a  fancy  feather  season.  Stick-ups 
and  tail  feathers  are  strong,  and  wings  are  coming 
into  favor  again.  The  "Gaby"  wing,  a  pair  of  wings 
sprouting  from  the  top  of  the  crown  or  extreme  edge 
of  brim,  and  making  a  hat  look  as  if  it  were  about 
to  fly  away,  are  still  being  worn.  White,  cerise  and 
mustard  are  the  colors  most  popular  for  wings. 
White  wings  on  black  hats  are  very  good. 

Satin,  particularly  white  and  black,  is  being  used 

tQ  feiod  ^rim?  mi  trim  in  preference  to  taffetas  ancl 


velvets  by  the  better  trade.  Bengaline  is  being  also 
introduced.  White  bengaline  on  black  hemp  or 
Milan  is  a  present  day  feature. 

THE    FAVORED    STRAW. 

Milan  is,  by  the  way,  the  most  popular  straw  of 
the  season  with  the  possible  exception  of  hemp, 
which  is  also  very  strong.  The  softer  and  more 
flexible  the  straw  the  smarter  this  season,  for  hats 
that  can  be  almost  crumpled  in  the  hand  are  in  the 
market.  One  sees  blocked  hats  made  with  the  crown 
an  entirely  different  color  from  the  brim,  and  more 
frequently  with  the  under  brim  a  different  color  or 
shade  from  the  upper  part  of  the  hat.  Narrow 
pleatings  of  grosgrain  ribbon  are  often  inserted  be- 
tween the  straws  at  the  brim  edge,  and  this  arrange- 
ment is  often  found  at  the  base  of  a  crown,  the  rib- 
bon lying  flat  on  the  brim.  Dressy  hats  have  satin 
or  maline  put  on  in  this  way. 

Speaking  of  ribbon,  the  latest  choice  is  for  white 
satin,  white  grosgrain  with  or  withovit  a  picot  edge 
and  for  colored  velvets,  French  blue,  mustard  and 
cerise,  or  prime  rose,  as  it  is  now  called,  being  the 
favorite  in  velvets. 

While  there  are  many  close  fitting  hats  the  pre- 
ference for  Midsummer  is  for  large  hats. 


Quaint   Juvenile  Millinery 

Bonnet  and    mushroom    models    in    high 

favor  —  Suede   trimmings   on    many  hats 

— The  straws  most  in  evidence  are  Milans 

and  rough  effects. 

Millinery  for  the  small  girls  is  especially  pretty 
this  season.  Milliners  have  made  good  use  of  the  fact 
that  fashions  are  now  drawn  from  picturesque 
periods,  and  are  adapting  with  telling  effect  the  ideas 
first  produced  for  their  elders.  Nothing  can  be  more 
quaint  and  fetching  than  the  bonnet  and  mushroom 
shapes  now  in  vogue  for  children's  wear.  Small 
girls'  bonnets  are  developed  in  taffeta  and  chiffon ; 
the  soft  mob  crowns  are  of  silk  and  soft  pleatings 
of  chiffon  from  the  brim,  while  a  lining  of  pleated 
lace  forms  a  soft  frill  around  the  face  and  for  orna- 
mentation there  are  flat  roses  made  of  folds  of  chiffon 
or  chiffon-veiled  satin. 

Pink  and  blue  combined  make  an  exceptionally 
pretty  bonnet ;  that  is,  the  crown  of  old  blue  silk  and 
the  brim  of  pale  pink  taffeta,  while  a  double  row  of 
pink  and  blue  chiffon  roses  encircle  the  brim  and 
hold  the  pleatings  of  chiffon  in  place. 

Cretonne  covered  hats  are  a  new  feature  in  chil- 
dren's millinery.  Mushroom  shapes  are,  as  a  rule, 
covered  with  this  fabric,  and  the  trimming  usuallj^ 
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The  Line  To  Wait  For 


The  "McCall"  line  for  Fall  191 2  is  a  winner. 
Wait  and  see  it. 

We  have  exceeded  all  our  previous  efforts  in 
procuring  and  creating  a  line  for  the  coming 
season — a  showing  which  far  excels  anything 
yet  attempted  in  the  millinery  trade  of  Canada 
and  we  believe  it  to  be  beyond  approach. 

Twenty-two  "McCall"  representatives  will 
serve  the  trade  from  coast  to  coast  keeping 
the  latest  ideas  always  before  the  merchants. 

Wait  for  the  McCall  man  with  the  livest  of 
live   Fall  lines. 


The  D.  McCall  Co.,  Limited 

Toronto 

Winnipeg     Montreal     Ottawa    Quebec    Vancouver 
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a  contrasting  color,  the  same  color  being  used  to  face 
the  hat. 

Linen  hats  are  often  trimmed  with  cretonne. 
Linen  hats  are  made  in  various  colors  to  match  the 
little  dresses  intended  to  be  worn  with  them.  The 
new  sponge  cloth  or  ratine  is  pressed  into  service,  and 
either  the  whole  hat  or  the  crown  alone  is  of  this 
fabric.  Rolled  brim  sailors  with  low,  rounded 
crowns,  or  smaller  models  with  round  crowns  and 
rolling  brims  are  the  shapes  seen  in  this  fabric. 

Many  straw  models  come  in  rough  burnt  straw 
or  in  white,  pink  or  sky  Milan,  and  a  very  favored 
shape  has  a  bee-hive  crown  with  irregular  brim 
drooping  at  the  back  and  side,  and  rolling  moderate- 
ly high  off  the  face.  Many  straw  hats  are  all  crown, 
and  fit  the  head  closely.  A  smart  little  Milan  shape 
of  fine  cream  colored  straw  had  folds  of  velvet  in 
coral  shade,  with  a  white  marabout  cockade  at  the 
side.  Wide  bands  of  suede  buttoning  over  and  hold- 
ing in  place  pleatings  of  silk  are  a  much  used 
trimming:. 


The  store  delivers  free  all  mail,  express  or  freight 
shipments  to  any  section  in  the  Maritime  Provinces 
on  orders  of  $10  and  over.  When  the  customer  al- 
lows an  extra  2  cents,  the  safe  delivery  of  each  order 
of  50  cents  or  over,  sent  by  mail,  is  guaranteed,  and 
unless  instructions  are  given  to  the  contrary,  2  cents 
is  deducted  from  the  remittance  for  that  purpose. 
The  store  has  a  Customer's  Deposit  Account  Depart- 
ment, in  which  5  per  cent,  interest  is  allowed  on 
daily  balances  on  all  deposits  up  to  $500. 

The  dress  goods  department  occupies  the  first  21 
pages  of  the  book,  and  following  out  a  recognized  co- 
relation  of  departments,  the  suggestion  is  made  that 
it  might  better  have  been  followed  by  ready-to-wear, 
which  is  placed  near  the  back  of  the  book.  This  is 
a  matter  which  depends  largely,  however,  upon  the 
direction  of  the  firm's  specializing. 

The  catalogue  is  a  most  complete  index  to  the 
store's  activities.  It  was  compiled  by  J.  II.  de  Roche, 
manager  of  the  dress  goods  department,  to  whom,  as 
a  first  attempt  at  advertising,  it  must  be  very  gratify- 


Two  Bright  Catalogues 

R.  R.  Williams  &  Sons,  Regina,  and  The 

Peter     McSweeney    Co.,    Moncton,    N.B., 

issue     their     Spring     and    Summer    mail 

order  advertising. 

The  )Spring  and  Summer  catalogue  (No.  5)  of 
the  Peter  McSweeney  Co.,  Moncton,  N.  B.,  has  just 
been  received.  It  contains  154  pages  in  which  goods 
are  described  and  illustrated  in  a  manner  that  is 
highly  creditable  to  the  organization  which  it  repre- 
sents. The  pages  are  9  x  11  inches.  The  catalogue 
makes  a  strong  appeal  to  the  loyalty  of  the  Maritime 
Provinces.  "We  are  in  the  catalogue  business  to 
stay,"  so  runs  the  foreword,  "so  you  can  expect  an 
honest  deal  every  time.  We  keep  no  goods  that  we 
cannot  recommend  to  you  in  good  faith.  Llelp 
build  up  the  East.  If  your  dollar  brings  as  good 
value  East,  why  not  keep  it  East.  Boom  the  Mari- 
time Provinces." 


MANU- 
FACTURERS 
OF 

OSTRICH 
PARADISE 
OSPREYS 

MARABOU 
DOMINION  OSTRICH   FEATHER   COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 
Montreal  Agents :    S.  E.  PORTER  &  CO.,  Birk's  Building 


R.  H.  Williams  &  Sons,  The  Glasgow  House, 
Regina,  have  issued  their  Spring  and  Summer  cata- 
logue No.  2,  and  in  arrangement,  illustrations  and 
descriptions,  it  suggests  a  progressive  merchandising 
policy.  The  jDrominence  of  first  place  is  given  to  the 
ready-to-wear,  millinery  and  dress  goods  depart- 
ments, in  each  of  which  it  is  evident  that  careful 
discrimination  was  used  in  the  selection  of  style  cuts. 
In  the  introduction  appears  a  cut  of  the  new  store 
and  the  following  paragraph  refers  to  the  firm's 
growth:  "From  small  beginnings  over  a  quarter  of 
a  century  ago,  this  business  has  grown  to  be  the 
largest  in  Canada  west  of  Winnipeg.  Our  new  store 
building — four  flats,  100  x  125  feet — is  a  model  of 
modern  store  designing  and  every  latest  device  to 
add  to  the  comfort  and  convenience  of  shoppers  has 
been  adopted.     A  visit  will  be  a  natural  pleasure." 


"The  great  secret  of  success  in  life  is  to  be  ready 
when  your  ojiportunity  comes." 

"It  is  the  way  in  which  your  hours  of  freedom 
are  spent,  as  well  as  your  hours  of  labor,  which  in- 
creases or  decreases  your  efficiency." 

"If  a  genius  requires  training  to  bring  out  the 
best  that  is  in  him,  then  the  ordinary  man  simply 
can't  get  along  without  it." 

"The  reason  some  men  do  not  succeed  is  because 
their  wishbone  is  where  their  backbone  ought  to  be." 

"Don't  merely  scratch  the  surface,  but  dig  deep 
into  every  problem  that  confronts  you  in  your  line 
of  work." 
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Millinery  Commissioners 
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Toronto  —OFFICES 


Paris 


If  you  are  a  party  to  the  belief  that  better 
class  millinery  builds  business  and  insures 
profits,  make  a  special  point  of  seeing  our 
superior  range  for  Fall  delivery. 

All  our  attention  is  given  to  the  purchase 
and  sale  of  high  class  feathers,  flowers  and 
untrimmed  shapes.  That  is  why  in  better 
millinery,  ours  is  most  interesting  range 
and  the  largest  range  of  its  class. 

Even  if  you  intend  placing  your  millinery 
order  elsewhere  it  will  pay  you  to  have  a 
look  when  one  of  our  representatives  inter- 
views you. 


Millinery  Commissioners  Ltd. 

7    Front    St.    East,    TORONTO 
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Display  of  rcarly-lo-wear  garments  for  Ihc  new  Vineberg  sUire,  Montreal. 


Seasonable  Hints  to  Dry  Goods  Buyers 

From  information  supplied  by  sellers,  but  for  which  the  editors  of  The  Review 
do  not  necessarily  hold  themselves  responsible. 


MOVE    TO    LARGER    QUARTERS. 

The  executive  offices  and  New  York 
show  rooms  of  the  H.  W.  Johns-Man- 
ville  Co.,  manufacturers  of  Asbestos, 
Magnesia  and  Electrical  Supplies, 
have  been  moved  to  the  new  twelve 
story  "H.  W.  Johus-Manville  Build- 
ing," Madison  Avenue  and  41st 
Street,  New  York,  from  their  old 
quarters  at  100  William  St.,  where 
they  have  been  located  for  the  past 
15  years. 

This  move  marks  the  54tli  aimiver- 
sary  of  the  company.  Under  the  name 
of  H.  W.  Johns  Manufacturing  Co., 
the  business  was  conducted  at  87 
Maiden  Lane,  pi-evious  to  May  1st, 
1897,  when  it  was  moved  to  100  Wil- 
liam Street.  In  1901  the  firm  name 
was  changed  to  H.  W.  Johns-Man- 
ville  Company,  a  consolidation  being 
effected  between  the  Manville  Cov- 
ering Co.,  of  Milwaukee,  Wis.,  and 
H.  W.  Johns  Mfg.  Co.  This  last  com- 
bination brought  together  two  of  the 
largest  manufacturers  of  pipe  and 
boiler  coverings,  ijackings,  roofings, 
etc.,  in  the  world,  and  the  growth  of 
the  company  since  that  time  has  been 
almost  phenomenal. 

They  now  have  factories  located 
in  Brooklyn,  N.Y.,  Milwaukee,  Wis., 
West  Milwaukee,  Wis.,  Hartford, 
Conn.,  Nashua,  N.H.,  Lockport,  N.Y., 


and  Newark,  N.J.,  with  an  asphalt  re- 
finery at  South  Amboy,  N.J. ;  and  ex- 
tensive asbestos  mines  at  Danville  in 
the  Province  of  Quebec,  Canada, 
wliich  are  the  largest  in  existence 
and  produce  an  exceptionally  fine 
grade  of  asbestos.  Tliey  also  have  a 
branch  house  in  every  city  of  any 
size  in  the  United  States  and  Canada, 
as  well  as  representatives  in  about  all 
foreign  countries. 

In  the  new  quarters,  the  company 
will  Iiave  the  distinction  of  being  one 
of  the  few  maniffacturing  concerns 
which  occupy  an  entire  twelve-story 
office  building.  In  its  entirety,  tlie 
company  now  occupies  over  2,657,160 
square  feet  of  floor  space  or  about  61 
acres.  The  employees  number  ap- 
proximately 5,000  and  tliere  are  about 
425  salesmen. 

L.    BABAYAN    ENTERS    WHOLE- 
SALE FIELD. 

Having  withdrawn  from  the  old 
firm  of  Courian,  Babayan  and  Co.,  L. 
Babayan  has  established  a  wholesale 
warehouse  at  77  Bay  St.,  Toronto,  and 
is  offering  to  the  trade  a  most  inclus- 
ive collection  of  Turkish,  Persian  and 
Indian  rugs. 

Sixteen  years  of  retail  experience 
in  Canada  will  enable  this  house  to 


offer  its  patrons  a  service  which  will 
include  a  unique  stock  and  thorough 
knowledge  of  retail  conditions  here. 
Among  other  special  lines,  this  firm 
will  carry  a  higli-class  line  of  art 
goods,  Egyptian  inlaid  and  carved 
cabinets,  tabourets  and  tea-tables,  and 
Damascus  and  Russian  brass  ware. 
L.  Babayan  has  secured  the  exclusiv^e 
agency  for  Canada  of  Indian  rugs  of 
a  type  which  will  prove  interesting 
to  the  trade  here.  Buying  agencies 
of  the  firm  are  situated  in  the  heart 
of  the  rug  districts  of  the  East,  at 
Constantinoiile,  Tifiis  and  Smyrna 
and  in  Asia  Minor. 

Customers  will  have  the  benefit  of 
a  special  service  in  this  way.  In  case 
a  retail  house  desired  a  display  of 
rugs  not  usually  carried  in  stock,  for 
a  customer  who  wishes  a  good  selec- 
tion, these  will  be  sent  on  request 
cheerfully  and  promptly.  Mr.  Babay- 
an will  leave  for  the  Orient  at  the 
end  of  June  to  make  personal  selec- 
tions for  Fall  trade.  New  goods  are 
coming  in  every  week,  and  buyers 
visiting  Toronto  will  find  that  it  will 
pay  them  to  inspect  this  stock  thor- 
oughly before  placing  orders,  as  the 
direct  method  of  importing  gives  the 
buyer  the  benefit  of  the  lowest  possi- 
ble prices,  while  at  the  same  time  the 
goods  are  chosen  by  an  expert. 
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_       A  NEW  AGENCY. 

A.  H.  Wheeler,  Kings  Hall  Build- 
ing, Montreal,  has  been  appointed 
sole  Canadian  representative  of 
Schmidt  &  Lorenzen,  of  Berlin,  Paris 
and  London,  manufacturers  of  robes, 
tunics,  petticoats,  scarves,  ladies' 
knickers,  etc.  The  range  of  samples 
just  received  would  indicate  that 
these  goods  will  meet  with  a  ready 
sale  in  Canada.  Some  very  handsome 
tunics  and  overdresses  in  silk,  net  and 
chiffon,  with  beaded  trimmings  are 
included  in  the  showing,  also  some 
novelties  in  silk,  cotton  and  wool 
"tricot."'  Mr.  Wheeler  is  leaving 
shortly  for  a  trip  to  the  Pacific  coast 
and  will  show  the  range  in  all  the 
large  cities.  An  announcement  con- 
cerning these  goods  appears  in  an- 
otlier  part  of  tliis  issue. 


POPULAR  EMBROIDERIES. 

The  embroideries  manufactured  by 
G.  Thoma  &  Co.,  the  famous  "Shif- 
flis"  specialists  of  St.  Gall,  Switzer- 
land, are  rapidly  winning  the  Can- 
adian market,  as  they  have  won  others. 

Flouncings,  insertions,  edgings,  ga- 
loons  in  guipure,  Venetian  and  Irish 
points  in  a  limitless  variety  of  pat- 
terns and  sold  at  prices  that  chal- 
len-ere  competition,   are  bound   to  en- 


joy widespread  popularity.  And  so 
it  is.  There  can  be  no  cause  for 
surprise  at  the  proof  being  made 
once  more  that  expert  .knowledge, 
good  taste,  artistic  skill  and  modera- 
tion in  prices  are  factors  which  work 
invariably  for  complete  and  lasting 
success.  It  is  obvious,  in  fact,  that 
there  is  no  other  feature  which  will 
make  so  strong  an  appeal  to  the 
general  buying  public. 

Wholesale  houses,  manufacturing 
firms  and  department  stores  will  cer- 
tainly serve  their  own  and  best  in- 
terests in  making  no  purchases  before 
seeing  J.  H.  Gagnon,  the  Canadian 
agent  of  G.  Thoma  &  Co.,  who  is 
presently  on  his  Spring  tour.  He 
will  be  only  too  glad  to  submit  to 
them  his  collection  of  samples,  re- 
ceive their  importation  orders  and 
attend  to  their  immediate  needs  with 
embroideries  he  keeps  in  stock  at  his 
office  in  the  Birks  Building,  Mont- 
real. 


SWEATER  COATS  TAILORED  TO 
FIT. 

The  Outing  Knitted  Wear,  Ltd., 
formerly  Frank  W.  Robinson,  Tor- 
onto, specializing  in  sweater  coats 
■'tailored  to  fit,"  will  continue  under 
the  same  management.    The  officers  of 


the  company  are,  Pres.,  W.  J.  Rob- 
inson, Chatham;  Vice-Pres.,  Irving 
W.  Smith,  Toronto;  Sec.  and  Man.- 
Dir.,  Frank  W.  Robinson,  Toronto. 

The  factory  space  has  been  doubled 
and  extra  winders  and  knitting  ma- 
chines installed.  The  growing  de- 
mand for  men's  better  class  sweater 
coats  and  the  reception  by  the  trade 
of  their  samples  already  submitted  is 
very  gratifying  to  this  firm.  With 
larger  sales  for  next  Fall  and  the  fa- 
cilities for  increased  output,  the  out- 
look of  the  Outing  Knitted  Wear. 
Ltd.,  is  decidedly  optimistic.  Fall 
orders  are  now  being  rushed  through. 


SITUATION  WANTED 


A  GOOD,  RELIABLE,  EXPERIENCED 
gents'  furnishing  man  requires  position  as 
manager  and  l.)uyer  for  that  department; 
holding  same  position  at  present,  but  wish- 
ing a  more  remunerative  position;  excellent 
references.  Apply  in  first  instance,  Box  35, 
Dry  Goods  Review.  (2) 


DRY   GOODS   BUSINESS   FOR   SALE 

ON  ACCOUNT  OP  ILL-HEALTH  THE  OWN- 
er  of  one  of  the  best  Dry  Goods  and  Clothing 
businesses  in  Ontario  is  compelled  to  sell. 
The  stock  is  all  new  and  up-to-date.  Situated 
in  a  thriving  manufacturing  town  of  4,000 
population.  Stock  runs  about  $14,000;  last 
year's  cash  sales  $27,000.  This  a  good  chance 
for  a  live  man  to  make  some  money.  For 
full  information  address  Box  36,  Dry  Goods 
Review. 


Every  Ambitious  Merchant 

SHOULD 
READ 

SALES 
PL4NS 


A  collection  of 
three  hundred 
and  thirty-three 
successful  ways 
of  getting  busi- 
ness, including  a 
great  variety  of 
practical  plans 
that  have  been 
used  by  retail 
merchants  to 
advertise  and 
sell  goods. 


PRICE  $2.50 


All  Orders  Payable  in  Advance. 
TECHNICAL     BOOK     DEPARTMENT 

MacLEAN   PUBLISHING    CO. 

143-149  UNIVERSITY  AVENUE    ::   TORONTO 


«l«lMl«l«l«ll.liilliimi.|. 


i|K|Ml»|«[«T«l«l«lMl»^ 


(Oriental  EugsJ 


Wholesale   only 

Having  withdrawn  from  the  firm  of  Courian, 
Babayan  &  Co.,  I  am  confining  my  work  now 
entirely  and  strictly  to  wholesale  vs^ith  a  large 
stock  of  all  sorts  of  Oriental  Carpets,  Rugs  and 
ART  GOODS  on  hand  and  other  large  shipments 
arriving  every  week.  My  sixteen  years'  exper- 
ience in  Canada  as  a  wholesale  and  retail  dealer 
in  Oriental  Rugs  enables  me  to  put  before  the 
Canadian  wholesale  buyers  the  best  and  most 
saleable  productions  of  the  Oriental  looms  at 
the  lowest  prices. 

Mall  orders  givon  my  personal  attention 

Levon    Babayan| 

Canadian    Headquarters 

77   Bay   Street,    Toronto 

Gonstaatinople,        Smyrna,         Tiflis,         London 

l|»|»|K|HimK|«|«TlIii1»I«[Hl 


□□□□□□□anaaDDnDnan 


i 


60 


DRY     GOODS     REVIEW 


We  Pay  from  $10.00  to  $50.00  Per  Week 

to  our  Salesmen.     To  some  of  our  best  men  we  pay  more. 

Are  you  a  $10.00  or  a  $50.00  man  ? 

If  you  are  a  $50.00  man  we  want  you. 

If  you  are  a  $10.00  man,  with  an  ambition  to  be  a  $50.00 
man,  we  want  you. 

You  can  devote  your  spare  hours  to  our  work,  and  make 
more  money  than  you  can  make  from  any  other 
commercial  position  in  the  same  time. 

Here  is  an  occasion  to  reveal  your  capacity.  You  are 
not  satisfied  to  be  earning  the  same  salary  next  year 
as  now. 

You  want  to  know  your  own  strength.  After  you  have 
discovered  it,  you  will  be  far  better  satisfied  with  yourself 
and  will  be  more  confident  in  your  ability,  which  means 
steady  progress  on  the  ladder  of  success. 


WRITE  AT  ONCE  FOR  FULL  PARTICULARS  TO 


The  MacLean  Publishing   Company,   Limited 

143-149  UNIVERSITY  AVENUE  TORONTO,  ONT. 
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MEN'S    WEAR    SECTION! 


EDITORIAL  FEATURES 


Men,  methods  and  clothes. 

Display  window  as  witty   commentary. 

How  they're  introducing  combinations. 

Display  must  be  full  of  suggestion. 

When  a  wife  helps  her  husband  buy  a  suit- 
Salesmanship. 

Competition. 

Good  advertising  and  its  essentials. 

Men's  wear  store  &  window  illumination. 

Edwards  short  cut  system  in  card  writing. 

Review  of  the  men's  wear  markets. 

Desirable  novelties  illustrated. 
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Art  Clothes  Agency 

for  Fall 


IF  ART  CLOTHES  are  not  rep- 
resented in  your  town — if  your 
name  is  not  one  of  the  sixty- 
three  already  on  our  w^aiting  list 
for  fall  samples — Send  us  a  postal 
and  we  w^ill  tell  you  about  our 
proposition,  and  explain  our  adver- 
tising plans  for  fall. 

"ART  clothes"  and  advertising  will 
get  and  keep  the  cream  of  the 
good   clothes  trade  in  your   tov^n. 

Send  a  postal  now^ 


The  Art  Tailoring  Co. 

Limited 
TORONTO 


Please  'mention  The  Revietv  to    Advertisers  and  Their  Travelers. 
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When  a  Man's  Wife 
Helps  Him  Buy  a  Suit 


LOOKING  backward  over  their  experiences,  salesmen  will  say 
that  one  of  the  hardest  problems  in  selling  clothing  is  to 
satisfy  the  man  and  wife  when  they  both  come  to  select  some- 
thing for  him. 

Each  may  have  an  entirely  different  taste  to  deal  with.  She 
likes  to  see  him  in  a  certain  color  and  he  abominates  it.  He  pre- 
fers another  color  or  pattern  and  she  abhors  it.  The  woman  may 
become  peeved  and  wish  to  look  elsewhere.  The  man  appears 
half-willing  to  remain  where  he  is. 

The  salesman  has  his  work  cut  out  for  him.  Consummate  tact 
and  patience  are  required. 

The  Review  wants  salesmen  to  tell  in  their  own  words  how 
they  have  handled  cases  of  this  kind  with  success. 

For   articles    available   for    publication,    dealing   in  a   helpful 
practical  way   with    the    subject,  the   Review  will  pay    from  $1.00 
to  $5  00  each. 

All  articles  must  be  received  not  later  than  June  10th,  address, 
Editor,  Dry  Goods  Review,  143  University  Avenue,  Toronto. 


FUR^8HINGS 


Clothes,  Methods  and  Men 


Grey  derbies,  trimmed  with  black  bands,  are  now 
being  shown  in  Paris  and  quite  a  number  of  soft  grey 
hats,  also  with  black  bands  are  seen.  Narrow  brim 
styles  are  still  the  vogue  on  the  boulevards. 


A  report  from  London  states  that  .'^pats  of  a  color 
to  match  the  vest  are  being  worn  by  young  men. 
Their  vogue  was  probably  inspired  by  the  popularity 
of  permanent  trouser  "turn-ups."' 


English  clothing  houses  have  recently  introduced 
an  idea  which  does  away  with  buttons,  belts  and  brac- 
es in  trousers.  The  trousers  have  an  opening  at  the 
side,  which  is  closed  by  means  of  dome  fasteners,  so 
arranged  that  the  top  can  be  loosened  or  tightened  as 

desired. 

*     *     * 

Black  silk  vests  of  dull  silk  stuffs  are  now  consid- 
ered smart  for  ceremonious  dress.  As  the  richest  and 
most  distinguished  of  colors,  it  is  now  stated  that 
black  is  pushing  its  way  into  favor  as  a  rival  of  white 
in  the  waistcoat  for  evening  wear. 


Overcoats  with  the  Raglan  shoulder  are  gradually 
returning  to  favor  in  Canada.  Many  of  these  gar- 
ments are  made  with  large  patch  side  pockets,  raised 
seams  and  turned  back  cuffs.  The  report  comes  from 
London  that  Raglans  are  very  much  the  vogiie,  usu- 
ally in  tweeds  and  light  homespuns,  for  knockabout 
or  country  wear. 

Especially  designed  for  motorists  and  airmen  is 
a  soft  flannel  shirt  which  fastens  at  the  side,  at  the 
front  of  the  arm  and  downward  and  upon  the  top  of 
the  s^houlder.    It  Ixas  .a  false  box  pleat  running  vdown 


the  centre  and  also  a  row  of  dummy  buttons  in  but- 
tonholes. 

*     *     * 

An  idea  adopted  by  a  Toronto  merchant  consists 
of  the  introduction  of  real  money  to  emphasize  a 
message  in  his  display  windows.  For  instance,  on 
a  small  platform  in  the  centre  of  the  window,  but  be- 
low the  level  of  the  eye,  he  has  a  card  with  the  words 

"This  is  where talks."     Instead  of  the  word 

money  he  has  placed  two  or  three  dollar  bills  and 
some  silver  and  in  other  places  throughout  the  win- 
dows in.etead  of  quoting  actual  prices  on  cards,  he 
has  introduced  the  exact  amount  in  cash.  It  is  a 
scheme  which  has  aroused  cariositv. 


Reports  now  come  from  New  York  that  the  braid- 
rimmed  frock  coat  as  introdiiced  in  London  has  made 
its  appearance  there.  The  waistline  of  this  coat  is 
set  high,  with  consequent  full  sweep  of  skirt,  shoul- 
ders close-fitting,  hips  arched  and  lapels  rolling  soft- 


MY  SPECIALS  FOR  MEN  i 

English  Shirts 

$1.00 

Cape  Gloves     -    - 

1.00 

Umbrellas   .... 

1.00 

"        Gaps 

1.00 

Gollars     .   .  10  for 

1.00 

Ties   ....   2  lor 

1.00 

American  Ties  ...   2  for 

1.00 

ALSO    DEPARTMENT 

FOR 

English  Waterproof  Coats 

Motor  Cloves 

Evening  Dress  Cloves 

Shirts,  Ties,  Etc. 

This  is  a  panel  which 
Frank  Colwell,  Van- 
couver, B.C.,  uses  in 
his  letter  heads.  It  will 
1)6  noterl  that  he 
specializes  very  large- 
ly in  English  lines. 
Such  a  panel  on  a 
letter  addressed  to  a 
regular  or  prospective 
customer  should  serve 
a  good  purpose.  It 
immediately  estab- 

lishes the  distinctive 
identity  of  the  store 
and  gives  Information 
with  reference  to  an 
attr.ictive  feature. 
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A  Victim  of  the  Titanic  Disaster 


ALEXANDER  O.  HOLVERSON 
Special  s^alesman  for  Cluett,  Peabody  &  Co. 


socks;  the  wool  is  so  beautifully  fine  that  it  is  practi- 
cally elastic.  The  "glove"  socks  are  neither  very 
thick  nor  very  thin,  and  therefore  will  do  equally 
well  for  the  summer  as  for  the  winter.  In  order  that 
the  toes  and  heels  shall  not  easily  be  worn  out  they 

are  made  of  merino. 

*     *     * 

An  automatic  guard  for  straw  hats  has  been  re- 
cently placed  upon  the  English  market.  It  embodies 
the  principle  of  the  pocket  measuring  tape  and  when 
not  in  use  rolls  up  automatically.  The  flat  side  of 
this  case  is  furnished  with  two  pins  of  soft  metal;  the 
case  is  pressed  against  the  inside  side  of  the  crown  of 
the  hat  and  the  pins  come  through  the  straw  and  are 
bent  down  underneath  the  band  to  securely  hold  the 
case.  The  end  of  the  cord  is  furnished  with  a  neat 
little  crosspiece  which  is  inserted  in  the  top  button- 
hole of  the  coat  and  thus  prevents  the  hat  flying 
away  on  a  windy  day.  When  not  in  use  the  guard 
coils  itself  up  in  its  little  case  inside  the  hat  and  is 
entirely  out  of  sight. 


ly;  waistcoat  braid-trimmed  and  with  collar;  coat 
usually  fastens  with  one  button.  It  is  made  of  the 
same  materials  as  the  braided  cutaway. 


Truly  Warner,  the  New  York  hatter,  who  has 
originated  several  unique  and  highly  effective  adver- 
tising schemes,  has  introduced  one  which  fits  in  ex- 
ceptionally well  with  the  opening  of  the  baseball  sea- 
son. This  takes  the  form  of  window  cards,  resemb- 
ling baseball  score  boards,  only  instead  of  names  of 
players  and  scores  there  is  well-turned  comment  on 
the  store's  specialties  or  its  activities.  For  instance, 
one  card  is  headed,  "To-day's  Games."  The  twelve 
spaces  for  player's  names  is  filled  in  wdth  the  mer- 
chant's name.  At  and  directly  opposite  each  is  the 
name  of  a  city  in  which  there  is  a  Truly  Warner 
store.  In  the  total  columns  is  a  succession  of  $2  price 
marks  and  in  the  .summary  spaces  are  the  words, 
"AVorn  bv  Mr.  Gooddresser  Evervwhere." 


Among  the  latest  novelties  in  London  are  the  new 
"glove"  socks.  They  are  so  called  because  they  fit 
the  feet  and  legs  as  gloves  should  fit  the  hands.  This 
effect  is  produced  by  having  the  socks  made  in  a 
"ribbed"  fa.shion,  of  the  finest  quality  of  lamb's  wool 
yarn.  They  are  shaped  in  .such  a  w'ay  that  they  fii 
without  a  crease;  there  is  no  unneces.sarv  amount  of 
stuff  in  them ;  you  do  not  find  that  any  part  of  the 
sock  is  bigger  than  it  need  be.  Therefore,  the  man 
who  does  not  care  about  wearing  rubber  garters  will 
find  that  he  need  not  have  them  if  he  wears  these 


The  trend  of  fashion  in  trousers  is  away  from 
narrow  lines  and  to  have  them  cut  fairly  wide  at 
thighs  and  knees,  tapering  nicely  to  the  bottoms, 
something  after  the  style  of  peg-tops,  only  not  to  such 
an  extreme  degree,  19  inches  knee,  16  inches  bottom 
being  a  fashionalJe  width. 


SiKipsliot  Inkci)  at  llic  ic«Mit  Longcliamps  race  lueetlng.  It  is 
luTc  that  raiisian  style  finds  a  uiost  distinct  expression. 
Thii  pictnrp  will  be  particularly  interesting  to  the  student 
of  men's  wear. 


Neckvrear  and  Accessories 


Some  feeling  in  the  trade  in  favor  of  brig^hter  coloring^s  although  nothing 

faddish  —  Backward  season  prolongs  vogue  for  silks  in  preference  to  wash 

lines  —  Browns,   tans,  purples  and  greens  are  colors   spoken   of  for  next 

season  —  Exclusive  stores  showing  batwings 


NECKWEAR  for  Midsummer  and  negligee 
wear  is  now  being  featured.  Merchants  are 
always  sorting  up  in  something  new  for  the 
holiday  trade  and  adding  novelty  to  their  displays. 
Weather  has  been  backward,  and  it  is  expected  that, 
as  soon  as  men  lay  aside  their  waistcoats,  sales  will 
receive  the  impetus  usually  expected  at  this  time. 

The  later  novelties  include  neat  effects  in  silk  and 
wash  ties — straight,  1,  1%,  and  IVs-inch  widths,  the 
former  both  plain  and  fancy  with  bordered  ends  or 
bar  effects  in  Derbys,  and  the  latter  in  line  stripe  ef- 
fects in  up-to-date  patterns  and  liberal  assortments. 

It  is  just  between  seasons,  as  manufacturers  are 
preparing  and  buyers  are  now  in  the  markets  choos- 
ing materials  for  Fall  selling.  Tt  will  be  possible, 
very  shortly,  to  state  what  novelties  the  full  ranges 
comprise  in  silks,  weaves,  patterns,  shapes  and  color- 


Three  of  the  latest  designs  inisummer  ties  with  unique 

borders.  —  Courtesy   Niagara   Neckwear    Co.,    Niagara 

Falls,  Ont. 


ings.  Part  of  some  Fall  ranges  are  already  forward, 
but  not  sufficient  to  warrant  authentic  information 
of  domestic  showings.  It  is  somewhat  premature  to 
talk  Fall  buying  with  the  holiday  trade  and  Mid- 
summer business  to  be  done. 

Neat  effects  seem  to  embody  most  of  the  neck- 
wear seen  in  silks  or  "knits,"  and  with  Midsummer 
months,  business  on  the  latter  is  naturally  expected 
to  fall  off.  The  revival  for  early  Fall  will  be  special- 
ly on  better  numbers,  and  it  is  expected  that  colorings 
will  be  brighter. 

Most  of  the  manufacturers  have  been  showing- 
silk  fabrics  that  simulate  in  effect  the  crochet  tie,  and 
numl)ers  of  patterns  now  showing  are  in  line  stripe 
effects  with  bars  in  identical  colorings.  There  is  an 
a  ndecided  feeling  in  the  trade  for  brighter  colorings, 
although  nothing  is  seen  so  far  except  some  striking 
patterns,  cloths  which  have  been  advanced  for  the 
Fall  season  to  be  made  in  either  straight  or  gradu- 
ated four-in-hands.  Whether  this  feeling  is  actuated 
by  the  possible  demand  for  more  "flashing"  effects, 
when  the  tie  is  more  conspicuously  worn  is  yet  to  be 
decided. 

In  the  ranges  of  failles,  reps,  bengalines,  poplins 
and  cords  the  colors  chosen  by  buyers  remain  the 
same  in  these  staple  makes.  Some  reps  are  shown  in 
diagonal  and  cross  bar  patterns,  and  one  among  the 
neatest  is  a  line  stripe  in  seasonable  contrasting 
shades.  Line  and  shot  effects  in  many  new  patterns 
include  the  usual  range  of  colorings,  some  later  silks 
showing  veiled  effects  made  up  in  prevailing  styles, 
and  a  good  book  of  shade  combinations. 

There  is  nothing  "faddish,"  and  in  regard  to 
colors  it  can  hardly  be  said  that  the  salesmen  are 
as  yet  assured  of  the  leading  color  themselves. 
Browns  and  tans  still  lead,  and  it  is  thought  that 
purples  and  greens  will  also  be  in  greater  demand,  as 
they  are  in  jileasing  contrast  with  Fall  styles  and 
colorings  in  clothing.  Scarlet,  and  other  colors  with 
this  shade  prominent,  is  a  fancy  both  in  crochets  and 
silks,  which  should  take  for  later  wear.  Soft  greys 
and  black  and  white  effects  are  strong. 


J)ry  Goods  Review 


MEN'S     WEAR     REVIEW 


An  Entirely  New  Tie 


(NOT  A  FAD) 


TN  a  later 
issue  we 
will  show 
in  this  space 
an  entirely 
new  idea  in 
neckwear. 


W^    are 

^  ^  n  o  t 
going  to 
say  here 
anything 
about  the 
style  or 
material  of 
which  this 
tie  is  made. 


\  LL  we  want  is  our  customers  to 
^  ^  watch  this  space  and  await  the 
arrival  of  our  representative  for 
early  fall  delivery,  as  this  will  not  be  put 
on  the  market  until  that  time. 

Sword  Neckwear  Co. 


LIMITED 


Toronto 


Ontario 
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bers  of  fancies  to  be  made  up  in  quantities,  and  these 
include  entirely  new  patterns  mostly  self  designs  on 
plain  grounds.  There  is  always  a  demand  for  these 
goods  by  the  average  merchant  for  his  50c  leaders. 
These  are  usually  in  wider  effects  and  naturally  of 
more  marked  design  than  can  be  effected  in  nar- 
rower widths. 

If  it  is,  therefore,  to  l)e  a  season  of  Ijrighter  colors 
for  Fall  this  will  fit  in  with  the  usual  showing  of 
wider  widths,  although  the  close  or  neat  knot  will 
not  be  sacrificed.  While  the  present  double  collar  lS 
worn,  there  is  both  the  style  tendency  of  the  "wing" 
collar  and  lower  cut  vents  in  vest  styles  as  a  present 
indication  in  this  direction. 

Some  of  the  exclusive  stores  are  showing  the  Ijat- 
wing  tie  in  conjunction  with  their  Midsummer  wash 
goods  assortments,  bat  this  confined  largely  to  novel- 
ty trade.    Bows  are  more  or  less  good  in  the  holiday     with  double  cuff  and  double  separate  collar.    Plain 


Dry  Goods  Review 

Montreal  View  of  Market 

Decided  feeling  for  light  flannel   shirts  in 
neat  stripes  —  Enormous  demand  for  soft 
collars  and  ties  to  match  —  Improved  de- 
mand for  batwing  ties. 

Montreal,  May  15. 

Shirt  manufacturers  report  that  one  of  the  most 
successful  lines  for  Fall,  is  pleated  front  shirts  in 
fine  percale.  iV  big  range  of  these  is  shown,  practi- 
cally everything  being  on  the  clean  stripe  effect. 
Fine  stripes  with  varying  intervals  of  white  back- 
ground, seem  to  be  the  most  popular. 

There  is  a  decided  feeling  for  the  coming  Fall 
for  certain  trades  for  light  flannels  in  the  cleanest 
effects  in  stripes.    These  goods  have  been  sold  mostly 


and  coming  Fall  season. 


-♦- 


Don't  say  in  a  letter  or  otherwise  anything  on 
which  you  can't  make  good. 

Don't  ever  get  a  man  into  your  store  on  false 
pretences.     Always  make  good. 


and  mixed  light  greys  have  been  the  best  sellers. 
There  has  been  an  enormous  demand  for  this  par- 
ticular line  in  the  western  provinces,  where  they 
seem  to  be  .sold  very  largely  for  surveyors  and  others 
who  work  much  in  the  open. 

For  the  outside  trade,   there  are  unusual  niim- 


Newest  effects  in  panel  and  border-end.  silk  and  cotton  wash  ties. 
Batwing  tie,  one  of  eight  different  varieties  in  border  and  fancy  effects. 
Soft  collar,  showing  buttonhole  placed  midway  in  collar  to    give  a   neater   closer- 
fitting  appearance.  _  Courtesy  Tooke  Bros.,  Montreal. 
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Re^al  ^'' Coaf"   Shirts 


FOR    SMART     DRESSERS 


MADE    BY 


The  Regal  Shirt  Co.,  Limited 


HAMILTON 


ONTARIO 
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Soft  Collars  a   Staple   Line 

The  demand  this  season  for  soft  collars  and  ties 
to  match,  has  been  enormous,  and  it  is  confidently 
predicted  that  soft  collars  will  be  a  staple  line  again 
next  year.  It  seems  to  be  pretty  well  established  that 
these  are  not  to  be  included  in  the  "fad"  class.  A 
new  feature  of  the  soft  collars  is  the  button-hole  plac- 
ed about  half  way  in  the  collar,  and  in  this  way  the 
edges  are  held  more  closely  together,  and  a  neater 
appearance  is  obtained.  Plain  shades  have  been 
strong  sellers,  both  in  separate  collars  and  with  ties 
to  match.  The  stripe  effects  have  also  sold  well.  One 
of  the  ranges  selling  at  $1.10  has  been  the  most  in 
demand,  while  collars  and  ties  to  match  at  $2.25  have 
been  the  most  popular.  Despite  the  very  large  sale 
of  soft  collars,  manufacturers  say  that  the  stiff  collars 
are  being  sold  as  largely  as  ever,  and  the  close-fitting 
collar  continues  to  lead  in  popularity. 

One  house  has  adopted  a  new  form  of  display 
card,  which  the  dealers  will  no  doubt  appreciate. 
This  card,  enclosed  in  a  neat  frame,  contains  five  soft 
collars  buttoned  into  the  card,  and  showing  the  dif- 
ferent shades  in  which  they  may  be  obtained.  Many 
of  these  have  been  sent  out  already,  and  other  dealers 
who  order  in  sufficient  qaantity  will  be  supplied. 


Summer  ties  in   new  designs  black  and   white 

corded   silli   and   veiled   shot   taffeta   in   all 

shades.      Courtes.v    Fowke,    Singer    Co. 

Toronto. 


A   BATWIXG   SEASON. 

The  indications  are,  that  this  is  to  some  extent  to 
be  a  batwing  season,  and  those  who  have  arranged 
for  a  stock  of  these  goods  will  likely  get  the  business. 
Bordered  ends  are  following  up  the  bordered  end 
style  in  Derbys  and  will  be  one  of  the  best  sellers. 

In  wash  neckwear,  the  newest  effects  are  in  panel 
wash  ties,  and  bordered  ends.     These  are  made  of 


absolutely  washable  silk  and  cotton  effects — a  French 
cloth. 

One  of  the  really  newest  effects  in  plain  shades 
for  Spring  is  a  crepe  faille,  that  is  an  enlargement 
on  the  plain  fabric.  It  has  a  small  raised  cord,  spac- 
ed about  one  and  a  half  inches  apart,  giving  a  very 
neat  appearance.    It  may  be  had  in  all  shades. 


Boot  and  shoe,  hat  and  shirt  display   by   F.   C.   Petrie  for   Begg    &    Shannon.    Hamilton.     This    was    an    effective   arrangement    of 

Nevp  Spring  Goods  against  an  appropriate  Easter  background. 
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Men's  Wear  Advertising 

A  book  in  which  is  g-iven  in  easy-to- 
get-at  form  a  complete  collection  of 
selling"  phrases  and  descriptive  adver- 
tising matter  covering-  every  article 
sold  in  Men's  Wear. 


The  best  advertising  writers 
in  the  United  States  and 
Canada — the  men  who  have 
made  money  through  these 
ads. — have  contributed  all 
of  the  trade-winning  adver- 
tisements which  they  have 
used  in  the  past    ig  years. 

Men's  Wear  Advertising 
should  be  on  the  desk  of 
every  business  man  who 
wishes  to  make  a  success  of 
Men's  Wear. 


I 


MENS-WEAR 
ADVERTISING 

■WILLIAM  BORSODI 


Pages  8x11  inches 
Bound  in    Boards 


SENT  POSTPAID  TO  ANY  ADDRESS  FOR  $2.00 

TECHNICAL  BOOK  DEPARTMENT 

MACLEAN  PUBLISHING  CO.,  LIMITED 

143-149  UNIVERSITY  AVENUE.  TORONTO 


KINGEDWARD" 

SUSPENDERS 
Retail  30'^"^^ 


Easily  the  best  value  in  suspenders  The  comfort- 
promoting  construction  and  excellent  finish  of  "  King 
Edward"  Suspenders  inake  them  very  rapid  sellers 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 
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SHIRTS,    COLLARS    AND    CUFFS 
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MEN'S  Fall  shirt  samples  have  been  selling 
well  and  both  city  travelers  and  outside 
representatives  report  satisfactory  business 
for  August  25th  delivery.  This  gives  merchants  an 
opportunity  to  cater  to  demands  for  the  holiday  and 
exhibition  season  by  having  fall  assortments  to  show. 
Both  domestic  and  imported  ranges  are  exceptionally 
broad.  Many  high  novelties  are  being  offered  for 
exclusive  trade  and  in  more  staple  ranges  an  exten- 
sive assortment  of  choice  patterns  in  Hannels,  cey- 
lons,  madrasses,  zephyrs  and  a  host  of  new  and  neat 
designs  in  percales  and  prints  are  seen. 

PLEATED   FRONTS   STRONG   SELLERS. 

Pleated  fronts  are  assuredly  foremost  and  there 
is  every  reason  for  another  sti'ong  selling  season  in 
different  width  pleats.  Manufacturers  are  showing 
more  of  them  and  the  trade  wants  them.  Side  pleats 
in  1/4  to  1/2  inch  width  Avith  one  or  two  line  stripes 
are  preferred  and  buyers  have  made  a  point  of  se- 
lecting patterns,  which  lend  themselves  to  right 
spacing.  Some  box  })leat  fronts  are  effective  but  are 
not  so  well  thought  of  as  side  pleat  styles.  Short 
bosom  shirts  are  included  in  some  ranges  and  are 
said  to  be  meeting  with  approval  by  the  trade  gener- 
ally. 

NOVELTY  FEATURES. 

The  range  of  novelty  covers  many  new  materials, 
patterns,  color  effects  and  styles.  Negligee  effects 
with  French  cuffs  are  stronger  than  ever  and  this 
fact  explains  to  a  great  extent  the  attention  devoted 
to  new  materials  and  development  along  new  lines. 
Comfort  for  every  day  wear  has  made  them  appeal  to 
most  men  and  this  is  a  good  talking  point  in  present- 
ing them  to  customers. 

For  early  showings,  there  is  an  amount  of  dis- 
tinction in  a  soft  crepe,  an  entirely  new  fabric,  which 
can  be  laundered  perfectly.  It  will  tend  to  take  the 
place  of  madras  and  is  made  with  starched  band,  de- 
tachable collar  to  be  worn  with  a  separate  tie  of  silk, 
rep,  bengaline  or  crepe,  and  has  French  cuffs.  The 
color  card  includes  plain  and  printed  patterns  in 
black  and  white,  soft  greys,  purples,  helios,  tans  and 
shell  or  coral  pink,  which  latter  will  be  seen  in  some 
very  exclusive  shops.     A  splendid  Summer  selling 


season  on  tul)  silks,  pongees,  crepe  de  chines  and 
silk  mercerised  soiesettes  is  likely  to  continue,  and 
have  its  effect  on  the  Fall  trend  and  demand. 

Flannels  with  French  cuffs,  starched  band  and 
soft  detachable  collar  with  links  are  shown  in  neat 
line  stripes  and  soft  shades  of  light  and  medium 
oxford.  A  fine  whipcord  in  grey  and  white  is  good. 
Greys  relieved  with  stripes  and  fine  twill  cream. 
Fancies  with  different  width  line  stripes,  blue,  black, 
green  and  helio.  have  all  sold  fairly  well  at  from 
$18  to  $30  dozen  while  Ceylons  have  taken  at  $12, 
$15  and  $18  in  approved  patterns.  There  is  every 
confidence  that  specializing  on  negligees  of  this 
order  is  to  be  followed  by  extra  business.  As  only 
the  finest  cloths  are  included  such  as  silk  and  mix- 


Fine  stripe  .ill-wool  fl.iniiel  shirt  with 
detachable  eollar,  shown  in  a  range 
of  good  colorings.  Courtesy  of  Cres- 
cent   Mannfacturing   Co..    Montreal. 
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Pat.  Feb.  20.  1906 

"       May    S,  1908 

Oct.  27,  1908 

"       Oct.  27.  1908 


From  Coast  to  Coast 


in 


the  "KANTKRACK"  coated  linen  collar  has  become  the  men's  one  best  collar  friend.     (It    /•    matiB 
one    grattm   only  and  that's  the  best.) 

It  overcomes  the  great  and  small  difficulties  that  have  been  experienced  by  users  of  waterproof  collars.  It 
fits  perfectly  and  does  not  hurt  the  back  of  the  neck  by  pressing  the  collar  button  into  it— that's  comfort.  It 
wears  long,  because  the  usually  weak  part — the  lip — in  other  collars,  in  "f^ANTKRACK"  is  flexible,  giving  bet- 
ter service — that's  economy.  It  requires  no  laundering,  simply  a  rub  off  with  a  wet  sponge — that's  more  economy. 

Fill  in  your  sold  out  sizes  to-day.   "|^ANT  J^RACK"  pays.        Made  in  Canada. 

The  Parsons  and  Parsons  Canadian  Co. 

HAMILTON  -:-  ONTARIO 
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Do  You  Get  The  Men's 
Washable  Clothing  Trade? 


IT'S  WORTH  WHILE 

worth  while  in  more  ways  than  one.  It  means  the  im- 
mediate profit  on  the  washable  clothing  and  it  means  the 
profit  on  the  other  trade  you  are  sure  to  get  from  bringing 
the  men  to  your  store. 

We  make  a  specialty  of: — 

Wash  Coats,  Gowns,  Caps,  Operating  Accessories  for  professional  men ;  Coats, 
Aprons  and  Dusters  for  Grocers;  Coats  and  Vests  for  Barbers;  Coats,  Frocks 
and  Aprons  for  Butchers;  Coats  for  Cooks,  Porters  and  Waiters;  Also  Boy 
Scout  Suits,  Bloomers,  Indian  and  Cowboy  Suits,  Khaki  and  White  Duck  Trousers. 

Our  New  Catalogue  is  ready — Send  jor  one — We  Give  Prompt  Service 

Defiance  Manufacturing  Co.,  Limited 


College  and   Bathurst  Streets 


TORONTO 
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Pleated  front  shirt, 
cuffs  attached,  in 
fancy  stripe  eflfect. 
One  of  the  new  Fall 
lines  shown  by  Tooke 
Bros. ,  Montreal. 


Flannel  shirt,  with 
detachable  soft  collar 
and  soft  cuffs,  in  light 
grey  mixtures.  From 
Tooke  Bros."  Fall 
line. 


tures  and  fine  all-wool  fabrics,  judging  from  patterns 
and  values  there  should  be  extensive  sales  both  for 
early  Fall  and  mid-winter. 

MANY  GUARANTEED   CLOTHS. 

Guaranteed  colors  practically  include  everything 
in  prints,  percales  and  zephyrs.  Many  cloths  are 
guaranteed  absolutely  fast,  indentrene  dyes,  ensur- 
ing customer's  satisfaction.  Colors  stand  in  perfect 
contrast,  showing  line  and  fancy  stripes  to  advan- 
tage. Some  designs  are  particularly  new.  In  the 
books  of  vestings  up  to  $18,  outside  of  white  and 
plain  shades,  it  is  found  that  a  plain  groand  with 
contrasting  stripe  always  has  a  self  design,  small  and 
neat  in  effect.  One  range  of  percales  is  attractive, 
being  a  marked  black  line  with  3  hair  line  stripes 
intervening  in  helio,  green,  tan,  blue  or  navy. 

All  the  ranges  are  strong  on  black  and  white  and 
blue  and  white,  designs  being  effective  enough  to 
ensure  a  splendid  showing  for  the  merchant  of  these 
staple  patterns.  One  assortment  shows  fully  50 
books  to  be  made  up  in  plain  front  at  $9  or  sido 
pleats  at  $10.50  and  there  is  hardly  a  pattern  in  the 
lot  which  coxild  not  be  chosen.  In  commenting  on 
blue  and  white  there  is  a  decided  preference  for 
deeper  or  national  and  marine  blues. 

TAN  SHADES  GROW  IN  FAVOR. 

There  is  practically  no  decided  third  color  as  yet. 
Buyers  have  confined  to  black  and  white  and  blue 
and  white,  being  better  satisfied  where  they  can  add 


an  extra  stripe  on  these  colors,  than  they  are  dis- 
posed to  buy  other  shades.  Tans,  so  far  as  they  have 
been  taken,  verify  an  estimate  that  this  shade  would 
come  with  midsummer  selling  and  be  in  demand  for 
Fall.  There  are  soft  champagnes  and  swatches  run 
to  more  striking  grounds  with  the  usual  color  com- 
binations especially  light  brown.  It  is  remarked 
also  as  a  seasonable  comment  that  helios,  purples 
and  combinations  of  this  shade  with  black  on  white 
will  be  given  more  than  usual  attention  in  quality 
ratios  of  colors  in  Fall  repeats. 

Most  important  of  all  in  Fall  ranges  are  the  as- 
sortments. Values  are  included  at  every  price  and 
the  numerous  cloths  in  which  an  order  can  be  given 
on  one  number  makes  selection  all  the  more  satis- 
factory if  it  does  tend  to  quantity  orders. 

ENTHUSIASM  IN  EVIDENCE. 

In  completing  ranges,  usual  qualities  of  white 
dress,  plain  and  pleated  shirts  including  reps, 
piques  and  new  fancies  are  seen.  The  matter  of  se- 
lection is  more  a  question  of  seasonable  selection  to 
include  the  features  and  keep  within  the  limits  of 
the  average  buyer.  Buyers  need  not  be  excused  for 
enthusing  and  concluding  that  a  few  dozen  shirts 
extra  can  be  sold  this  Fall  if  they  are  to  hand. 
Ranges  are  :=o  comprehensive  that  buyer  cannot  do 
his  department  justice  unless  he  adopts  this  attitude. 
The  samples  themselves  warrant  it  and  the  increase 
of  Fall  orders  already  placed  over  last  year  are  an  in- 
dication that  such  enthusiasm  is  evident. 
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Men  Who    Know 
Want  "Star  Brand" 

You  know  the  class  of  trade  that  demands 
the  shirt  that  looks  well  when  the  coat  and 
vest  have  been  discarded.  This  is  the  paying" 
trade  and  vou  should  cater  to  it. 


afiiap 

Are  Made^r  Partteular  Peopla 


"Star"  brand  neck- 
wear finds  a  place  in 
the  best  stores  in  the 
•country.  It  appeals 
to  men  of  the  class 
who  know  what's 
what.  Do  you  want 
this  trade  ? 
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STAR  BRAND"  SHIRTS 


satisfy  the  coat  and  vestless  man  every  time — 
the  fit  and  make  are  perfect,  the  patterns  are 
just  what  he  wants. 

Tone  up  your  Summer  stock.  Get  samples 
of  our  neckwear  and  underwear. 

Van  Allen  Co.,  Limited 

HAMILTON,  ONT. 
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Displays   Must    be    Full    of    Suggestion 

They    must    give    the    store    a   position    of    confidence   in    the  minds  of    cus- 
tomers —  Study     stock     and     watch     new     arrivals  —  Display     nothing    but 

latest    things    in    vogue  —  Combinations    and    correct    suggestions. 

For  the  Review  by  Jerome  A.  Koerber,  with  Strawbridge  &  Clothier,   Philadelphia. 
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HE  i^eeret  of  up-to-date  windows  that  sell  the 
goods  is  the  concern  of  the  wideawake  decor- 
ator and  we  want  to  ride  right  into  the  heart 
of  this  paramount  thought  "how  to  get  hest  results" 
without  stopping  to  theorize  on  the  subject.  I  fear 
men  often  write  who  have  never  met  with  the  real 
issue  and  noted  from  experience  and  observation 
what  really  counts  when  it  comes  to  handling  a  line 
of  merchandise  such  as  we  now  speak  of  where  cor- 
rect style,  the  new  thing  is  properly  combined  and 
attractively  shown. 

When  but  a  lad  and  with  all  the  youthful  zeal  of 
an  apprentice,  longing  to  study  his  chosen  vocation, 
I  foand  myself  in  one  of  the  best  haberdashery  es- 
tablishments in  Vienna  where  they  carried  the  best 
and  catered  much  to  the  aristocracy.  Here,  if  any 
place,  may  a  young  man  learn  from  experience  and 
observation  what  to  handle. 

DISPLAYS   FULL  OF  SUGGESTIONS. 

But,  leaving  this  we  want  to  say  that  the  window, 
for  men's  goods  that  are  going  to  tell  are  the  displays 
full  of  suggestions  to  customers  as  to  what  is  correct 
to  wear  for  formal  and  informal  occasions.  When  a 
house  wins  a  place  of  confidence  in  the  mind  of  men 
as  to  the  correctness  of  attire,  they  have  fairly  march- 
ed into  the  confidence  of  the  people  and  a  big  por- 
tion of  the  trade  of  the  locality.  Here  the  decorator 
immediately  sees' how  essential  it  is  for  him  to  con- 
stantly study,  select,  combine  and  show  always  the 
correct  and  newest  things  available. 

It  became  proverbial  of  a  certain  house,  whose 
decorator  took  great  pride  and  joy  in  his  work,  that 
they  are  displaying  that  kind  of  goods  and  it  must 
be  correct.  So,  to  get  better  at  the  points  we  consider 
essential,  we  will  take  up  the  question  under  follow- 
ing headings : 

1.  Study  of  your  stock  and  ivatch  neiv  arrival. 

2.  Display  nothing  hut  latest  things  in  vogue  and 
merchandise  that  are  seasonable,  snappy  and  up  to 
the  minute. 

3.  Your  combinations  and  correct  suggestions  as 
to  what  a  man  should  wear. 

4.  Your  vjindow  lay-out. 

KNOW    THE    STOCK    THOROUGHLY. 

1.  Study  your  stock  is  the  first  essential  move,  s't 
that  the  fertile  mind  of  the  decorator  can  always 


draw  from  any  line  in  haberdashery  stock  that  will 
aid  him  in  getting  the  desired  effect.  The  man  who 
only  spends  part  of  his  time  at  decorating  and  the 
balance  back  of  the  counter  should  naturally  know 
the  stock  better  than  the  man  who  keeps  to  display 
work  constantly,  but  the  man  who  keeps  to  the  decor- 
ating constantly    gets  best  results. 

To  illustrate:  When  first  taking  up  the  manage- 
ment of  the  decorating  in  the  large  department  store 
I  am  now  with,  I  found  a  young  man  who  was  a 
salesman  in  men's  hosiery,  having  advanced  from 
stock  boy,  and  dressing  the  men's  furnishing  win- 
dows. Watching  his  work  for  a  brief  time  and  see- 
ing his  weakness  in  some  parts  of  his  work,  I  took 
him  in  hand  and  gradualy  pointed  out  where  im- 
provements could  be  made  and  suggested  things  to 
combine  with  his  display.  To  my  surprise  I  found 
he  did  not  know  such  articles  could  be  had  in  stock. 
While  a  little  set  in  his  ways  for  want  of  advice, 
he  soon  fell  into  my  ways  and  fairly  rose  by  leaps 
and  bounds  as  he  has  a  natural  aptness  in  this  line 
himself.  With  his  ability  directed  in  proper  chan- 
nels he  became  an  authority  on  this  line  of  goods  and 
a  man  much  sought  for.  I  chose  from  my  under- 
studies a  yoimg  man  with  similar  aptness  in  line  of 
men's  wear  as  his  assistant  and  after  a  year  sent  an- 
other one  to  take  a  turn  with  him,  and  as  I  feared, 
soon  he  accepted  a  place  with  another  house  and  to- 
day his  two  former  assistants,  with  my  coaching,  look 
after  this  part  of  the  work,  meeting  with  much  suc- 
cess. 

So,  with  the  proper  knowledge  of  one's  stocks, 
we  can  make  our  window  showing  the  best  possible 
with  the  merchandise  available,  and  surely,  with 
such  close  interest  in  the  stock,  in  order  to  obtain 
results,  there  can  be  nothing  new  arrive  before  the 
decorator  is  acquainted  with  the  fact.  The  new 
style  scarf,  the  new  shirts  or  shirtings,  collars  or 
whatever  it  may  be,  is  ushered  out  to  public  inspec- 
tion at  the  earliest  possible  moment  and  not  after 
every  shop  in  town  has  it  in  stock  and  making  dis- 
plays of  it. 

NOTHING  BUT  L.\TEST  THINGS. 

We  have  said,  display  nothing  but  latest  things 
invariably.  The  window  space  is  not  in  abundance 
and  the  best  possible  use  should  be  made  of  them. 
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Shirt  Windows  in  Which  Colors  Were  Effectively  Blended 


Custom  Shirting  Window.  On  the  left  in  shown,  in  a  line  of  custom  slurting.  the  material  by  the  yard  pleated  as 
a  shirt  front,  while  the  rest  of  the  material  is  dropped  in  folds  below  the  stand.  One  of  the  styles  was  selected 
and  a  finished  shirt  made.  This  is  shown  on  a  yest  form  in  the  centre  of  window,  with  collar  and  scarf.  On  the 
other  side  is  a  display  of  Windsor  scarfs.  This  setting  proved  to  be  an  attractive  one.  The  colors  were  so  clustered 
that  the  bright  shades  blended  well.    Showing  the  three  shirts,  with  collar  and    scarf,   brightened    the   display. 


Twin  Shirt  Windows.  Reading  from  left  to  right  —  Pleated  shirts  at  ?2.00,  white  with  red  stripes.  The  scarf  was  in 
red  and  black,  while  hosiery  was  red  and  gloves  gray.  Two  canes  were  disphiyed  and  a  plaid  handkerchief  was 
puffed  in  ut  tlie  collar.  On  the  right  w.is  a  showing  of  soft  negligee  shirts  in  flannelette  colors,  grey  colored  shirts, 
green  knit  scarfs,  green  hosiery,  green  rumchunda  handkerchief  on  top  of  each  shirt.     The    ticket   read,    shirts   $2.00. 

—By  Jerome  A.  Koerber.  for  Strawbridge  &  Clothier,  Philadelphia. 
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Those  things  worn  for  months  everybody  knows  we 
have  in  stock,  but  the  new  shape,  new  style,  new 
colors,  much  that  the  public  have  not  gazed  upon, 
should  be  shown.  This  is  one  reason  the  display  is 
snappy  because  of  the  newness  and  then  the  combin- 
ation, the  setting  makes  it  so  attractive  that  the  man 
passing  with  no  thought,  no  need  of  a  new  scarf,  is 
captured,  seized  with  a  longing,  and  nine  times  out 
of  ten  it  ends  in  a  purchase,  only  to  add  to  those  he 
has  already  bought. 

Invariably,  the  question  of  buying  neckwear, 
collars,  etc.,  is  not  because  it  is  needed,  but  attracted 
by  its  color,  pattern  or  newness,  the  desire  to  possess 
reaches  fever  height.  Then  the  window  is  the  index 
to  the  store.  All  newness  on  the  front  will  never 
cause  the  viewer  to  be  disappointed  as  he  inspects  the 
stock.  This  does  not  necessitate  the  finest  made,  for 
the  decorator  may  be  connected  with  a  house  where 
the  call  is  for  medium  prices,  but  if  it  is  15c,  or  25c 
trade,  say  in  neckwear,  he  is  catering  to  let  it  be  the 
newest^  the  best  he  can  lay  his  hand  on  from  stock 
and  then  show  it  so  that  the  neckwear  looks  its  best. 
If  the  grade  of  goods  runs  from  50c  to  $1.00,  the  op- 
portunities to  combine  them  with  other  merchandise 
or  to  make  good,  attractive  unit  settings  of  the  new- 
est lines  in  stock  are  always  bound  to  bring  success 
and  snappy  displays  can  be  made.  When  we  pass 
in  to  the  better  lines,  of,  say  scarfs  from  $1.50  to 
$3.00,  the  thought  of  anything  like  a  stocky  show 
ought  to  be  dismissed  from  the  mind. 

The  old  way  may  have  been  to  display  goods  re- 
gardless of  price,  made  into  stocky  shows  and  those 
often  left  for  a  fortnight  before  changed  or  readjust- 
ed. To-day,  things  are  quite  different.  The  color, 
class,  price  and  the  needed  things  that  combine  with 
these  goods  are  used  and  shown  to  best  advantage, 
and  so  merchandise  in  style,  seasonable  and  popular 
in  price,  quicker  and  more  frequent  changes  are 
needed.  So  a  house  will  get  an  established  reputa- 
tion and  no  matter  how  small  the  beginning,  may 
rise  and  spread  and  the  same  name  may  serve  more 
than  one  generation  because  it  strives  to  cater  to  the 
young  man  who  habitually  looks  to  that  shop  for 
new  things,  buys  his  needs  and  opens  his  account 
and  with  care  and  study,  holds  that  trade  from  father 
to  son.  Here  the  decorator  grasps  a  glimpse  of  his 
responsibilities  when  he  remembers  that  he  plays 
such  a  prominent  part  in  building  iip  or  maintain- 
ing an  established  reputation  of  the  house. 

COMBINATION  AND  CORRECT  SUGGESTIONS. 

It  is  interesting  to  know  that  a  suggestion,  pos- 
sibly a  decided  departure  from  the  ordinary,  but 
absolutely  correct,  will  influence  a  man  or  woman  in 
women's  wear,  we  have  frequently  seen  women  stand 
in  front  of  an  attractively  draped  form  of  cottons  or 


dress  goods  or  silks  where  the  combination  trim- 
mings or  the  folds  or  drapes  made  such  a  stylish 
form  they  have  noted,  studied,  and  finally  resolved 
their  new  garment  should  be  as  the  one  they  were 
viewing.  But  combination  must  be  correct.  No  less 
is  this  true  of  men's  wear.  After  inspecting  stock, 
getting  hands  on  the  newest  seasonable  and  snappy 
goods,  make  them  show  to  their  best  and  summon 
any  accessories  to  make  this  display  attractive  and 
correct. 

For  the  informal  displays,  where  the  one  line  of 
goods  is  to  play  a  prominent  part,  those  goods  usu- 
ally v/orn  and  combined  may  be  used.  Where  a 
snappy,  fine  combination  window  is  made,  the  colors, 
setting  and  completeness  of  the  show  is  to  be  worked 
out,  and  the  usual  acceptable  parts  of  man's  attire 
for  formal  and  full  dress  occasions  would  be  out  of 
place  and  i)ossibly  open  to  criticism.  When  it  comes 
to  a  full  dress  window,  if  the  house  carries  clothing, 
the  display  will  be  more  complete,  but  where  no 
clothing  is  available,  then  the  full  dress  shirt,  collar, 
scarf,  studs  and  other  jewelry  with  the  shoes,  socks 
and  all  the  other  things  that  are  found  in  haber- 
dashery line,  are  carefully  combined  and  kept  per- 
fectly clean.  It  is  unpardonable  to  see  this  line  with 
the  least  spot  or  stain.  Here  is  where  the  decorator 
wants  to  be  fi:lly  informed  of  the  correct  thing  to 
wear.  AVhen  at  certain  periods  such  displays  are 
carried,  every  detail  must  1)6  correct,  for  there  will  be 
some  stiff  criticism.  Where  no  error  is  detected  it 
helps  to  set  a  pace  for  that  house  and  win  a  place  of 
confidence. 

COLOR  COMBINATIONS. 

Further,  under  the  heading  of  combinations,  let 
me  briefly  state  that  color  combinations  properly 
worked  out  always  make  an  excellent  showing.  The 
new  scarf  comes  in  and  the  colors  run  in  3  lines.  If 
one  color  is  selected  combined  with  shirts  and  a  few 
canes  or  handkerchiefs,  you  immediately  have  a  bas- 
is for  snapp}''  show.  If  all  the  three  colors  must  be 
shown  and  your  window  is  large  enough  the  units 
can  be  treated  each  in  another  color  but  as  a  whole 
must  combine  and  not  clash.  AVhat  a  pity  to  see  a 
good  stylish  scarf  "murdered"  by  persistently  com- 
bining it  with  a  shirt  or  other  clashing  color  of 
scarfs,  when  alone  or  holding  a  separate  place  in  the 
display  it  has  a  chance  to  show  its  richness  and  in- 
dividuality. On  the  other  hand,  faulty  and  incor- 
rect combinations,  Avhether  it  be  in  colors,  or  in  com- 
bining goods,  all  reflect  on  the  taste  of  the  decorator 
and  surely  hurts  the  house. 

YOUR  "WINDOW  LAY-OUT. 

With  your  goods  selected,   your  color  combin- 
ations made,  your  lay-out  ought  to  be  such  as  will 
not  crowd  the  display.     You  have  few  windows  or 
(Continued  on  page  82) 
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Two   Seasonable    Men's   Wear   Displays. 


Men's  Hat  Display  by  Jerome  A.  Koerber,  for  Strawbridge  &  Clothier,  Philadelphia.      Here  two  old  English  chairs 

and  a  table  were  used,  brush  brass  fixtures  and  the  floor  was  puffed  in  old  gold  velour.     The  line  of  new  spring 

Derbies  and  soft   hats  were  posed  in   order  to  show  style,  color,  finish  to  best  advantage.    A  few  grips  and  other 

accessories  were  included.     The  painting  in  the  rear  was  one  of  a  series  for  the  Spring  Opening. 


Men's  Summer  Clothing,  by  J.  A.  Koerber,  for  Strawbridge  &  Clothier,  Philadelphia.  The  background  was  a  cream 
colored  .satin  with  embroidered  monogram,  while  the  frieze  above  was  green  silk  valour  with  gold  braid  trimming.  The 
trim  was  in  blue  and  white  — blue  serge  suits  on  forms,  while  a  number  of  striped  flannel  were  combined  in  the  display. 
On  each  side  was  a  4.5in.  glass  disc  (m  which  was  grouped  a  flannel  s\iil  in  white  ami  blue  flower  in  buttonhole,  also  silk 
shirt  with  blue  tie.  white  Oxfords,  blue  socks,  a  cane,  gloves,  a  panania  hat  with  blue  band.  This  formed  an  attractive 
grouping.  On  the  floor  were  grips,  traveling  sets,  canes,  gloves,  etc.,  such  as  a  man  would  caiyy  for  a  brief  outing.  The 
rnerchandi.=e  was  by  no  means  crowded  as  can  be  readily  seen  in  photo. 


Summary  ™  Short  Course  in  Cardwriting 

The    second  of  the    series  of    articles    summarizing    the    various  lessons    and 

dealing    with    their    application    to    practical,  modern    cardwriting    as   taught 

by  the  "  Edwards'  Short-cut  System." 

(By  J.   C.  Edwards.       Copyright,  Canada,   1911.) 


GETTING  down  to  brass  tacks  in  card  writing 
demands  the  same  hard  shelled  methods  and 
rigid  practice  that  anything  else  does.  The 
first  thing  to  do  is  to  become  acquainted  with  the 
different  stj'les  of  alphabets  and  acquire  a  thorough 
knowledge  of  the  various  strokes  embodied  in  each 
letter. 

The  accompanying  illustrations  show  a  summary 
of  lessons  6,  7,  8,  9  and  10,  including  the  capitals, 
lower  case  and  numerals  of  "brush  stroke  roman" 
and  "speedy  slant  Roman,"  and  the  accompanying 
cards  demonstrate  them  put  into  actual  use. 

Card  No.  3,  as  shown  on  the  opposite  page,  is  a 
half  size  panel  style  lettered  with  "single  and  double 
brush  stroke  block"  and  "brush  stroke  Roman,"  with 
side  panel  decoration  in  the  silhouette  effect.  The 
main  word  is  lettered  in  black  with  a  grey  outline, 
the  reader  is  lettered  in  white  with  a  square  red  sable 
brush. 

THE    POPULAR    CUT-OUT    DESIGN. 

A  great  many  show  card  writers  to-day  use  the 
cut-out  design  in  show  card  work.  These,  while  not 
practical  for  every  day  window  cards,  add  a  pleasing 
variety  for  special  trims,  and  are  used  to  a  great  ex- 
tent by  professional  card  writers  who  go  on  novelty 
to  create  a  demand  for  their  work. 

Card  No.  4  illustrates  one  of  these  cards,  and  the 
design  immediately  below  shows  the  pattern  used  in 
laying  out  the  design.  In  the  first  place,  a  piece  of 
manila  paper  the  exact  size  of  the  card  is  folded  in 
half,  either  lengthwise  or  crosswise,  depending  en- 
tirely on  the  formation  of  the  design.  In  the  case 
of  the  design  above  mentioned  and  illustrated  on  the 


opposite  page,  the  paper  was  folded  lengthwise.  The 
design  is  then  pencilled  out  on  the  one  half,  and 
while  the  paper  is  still  folded  it  is  cut  out,  cutting 
the  blank  half  as  well.  This  gives  the  results  as 
shown  in  the  illustration.  This  design  is  laid  on 
the  card  which  is  marked  with  a  lead  pencil  around 
the  edge  of  the  design  and,  after  being  lettered,  is 
cut  out  with  a  sharp  pointed  penknife. 


No.  8 — The  fauc-y  cut-out  idea  applied  to  the  landscape 
style  of  a  half-size  card,  using  variations  of  the  Straight 
Brush  Stroke   Roman.     See   p.ittern   Bl  and   Bl'. 

Card  No.  8  shows  the  ait-out  idea  applied  in 
landscape  style,  using  two  designs,  Bl  and  B2,  as 
illustrated.  The  illustration  shows  how  to  make  an 
oval,  using  two  pins,  a  piece  of  string  and  a  lead 
pencil.  It  is  not  necessary  to  cut  out  an  oval,  for  it 
may  be  applied  to  the  card  itself  in  the  manner  here 
described.  Two  pins  are  stuck  through  the  card 
about  an  inch  or  so  from  each  end  exactly  in  the 
middle,  the  string  is  then  placed  around  both  pins  so 
that  when  held  by  the  pencil  it  will  reach  iha  out- 


AaBbCcDdEePfXJib 
HhliJjKkLIMmNno 
OPpaqRrS^riUu^ 
WWwXxYuZxartf 
1 2345678  O**^ 

No.  1  shows  the  summary  of  the  plates  on  Brush  Strolse 
Roman,  upper  case  or  capitals,  lower  case  or  small  let- 
ters, and  the  numerals.  Note  this  lettering  in  actual 
use  on   opposite   page. 


AaBbCcDdB^FfO 
dHhlUJKkUMmN 
nOoPpQqkrSsTtU 

No.  2— Summarizing  the  speedy  Slant  Roman  as  taught  in 
lessons  8.  9  and  10  of  the  Edwards  Short  Cut  System. 
This  lettering  makes  legible  cards  which  can  be  exe- 
cuted quite  rapidly. 
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lallmark 
bfj^oocL 


Sotne  neiy-^ 
uitdexc/iLStve 


SjC.Sgstem 


No.  3 — Half-size  card  in  panel 
style,  lettered  with  single  and 
double  Brush  Stroke  Block  and 
Brush  Stroke  Roman,  with 
side  panel  decoration.  Neat 
and    not   over   fancy. 


No.  4 — Shows  the  fancy  cut-out 
style  of  window  card  lettered 
with  white  and  black  on  green, 
using  a  combination  of  Brush 
Stroke  Block  and  Straight  and 
Slant  Roman  lettering.  Note 
the  design   below. 


No.  5— An  easily-lettered  and 
decorated  card,  illustrating  the 
condensed  form  of  Brush 
Stroke  Roman  with  slight  vari- 
ations as  to  spurs,  etc.  The 
lettering  is  black,  with  grey 
shading  on   grey  cardboard. 


^i^es,pracUce«* 
is  the  onl^sui^* 
road  lo  success 
fnleamin^  tx)- 
write  show-cards 


Pal  torn  (or 
»  cul-oul 


Furnihire 
Sale'- 


'^  ^cialCut 
'ices  on. 
Anilines 


No.  6 — This  card  illustrates  the 
conversational  reader  idea, 
which  makes  effective  advertis- 
ing. It  is  a  plain,  grey  <ai-d 
with  white  Brush  Stroke  Ro- 
man lettering  and  no  decora- 
tion. 


A  design  cut  out  of  paper  and 
used  as  a  pattern  in  laying  out 
the  above  i-nt-out  fancy  card, 
.■^ee  write  up  for  instructions 
li(,\v    to    make    it. 


No.  7 — An  appropriate  window 
card  for  a  furniture  display. 
The  cardboard  is  a  representa- 
tion of  natural  grained  woud 
and  in  the  mission  wood  colors. 
Straight  and  slant  Roman 
used. 
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side  of  the  oval  desired.  Letting  the  pencil  held 
firmly  in  the  hand  move  around  at  the  full  tension 
of  the  string  making  a  true  oval.  By  experimenting 
you  will  be  able  to  get  any  shape  of  oval  desired  in 
this  way.  The  inner  design  as  shown  in  this  cut 
when  applied  to  the  four  corners  of  the  oval,  if  you 
can  term  them  so,  the  design  in  No.  8  is  obtained 
The  lettering  used  in  card  No.  4  is  a  combination  of 
"brush  stroke  block,  straight  and  slant  Roman."  The 
lettering  in  No.  8  is  a  variation  of  the  "straight 
brush  stroke  Roman." 

Card  No.  5,  as  illustrated,  shows-:  a  half-s'zo  panel 
card  of  grey  lettered  with  black  with  grey  shading 
in  the  "brush  stroke  Roman"  with  slight  variation 


A  design  showing  how  the  oval 
used  in  malting  card  No.  8  is 
made.  The  inner  design  Is  ap- 
plied to  the  outer  corners  of 
the  oval,  completing  a  well- 
balanced  design. 


as  to  spurs,  etc.     The  capital  A  is  illuminated  with 
a  brush  stroke  floral  conventional  design. 

CONVERSATIONAI,   EEADER   IDEA. 

Card  No.  6  shows  a  very  plain,  yet  novel  idea, 
which  makes  rather  effective  advertising.  The  idea 
gives  the  effect  of  a  broken  or  one-sided  conversation 
such  as  you  often  hear  over  a  phone.  No  decoration 
is  necessary  with  this  card,  as  it  would  detract  rather 
than  attract. 

A  very  appropriate  card  is  illustrated  in  No.  7, 
for  a  furniture  display.  The  cardboard  used  is  a 
representation  of  natural  grained  wood  in  the  mis- 


sion finish.  A  combination  of  "straight  and  slant 
Roman"  is  used.  This  card  is  lettered  in  white 
shaded  with  black. 

Students  may  find  it  difficult  to  secure  really  de- 
sirable colored  cardboard  without  paying  exhorbi- 
tant  prices.  Any  information  regarding  this  may 
be  had  by  sending  a  stamped  and  addressed  envelope 
to  J.  C.  Edwards,  care  of  Dry  Goods  Review,  143 
University  Ave.,  Toronto. 


Windows   Must   be  Full  of  Suggestion 

(Concluded  from  page  78) 

small  places,  then  change  them  the  more  frequently 
and  get  away  from  the  idea  that  every  line  and  color 
must  be  represented  in  your  one  or  two  small  win- 
dows. Make  an  effort  with  one  thing  predominating, 
work  that  one  thing  up  well,  give  it  all  the  assistance 
you  can.  If  it  is  going  to  be  $1.00  shirt,  you  know 
colors  are  good,  style  good,  in  fact,  it  is  good  value. 
Now  you  can  show  three  dozen  in  a  small  window 
and  put  a  placard  on  as  big  as  the  shirt.  It  is  possible 
that  the  only  passerby  who  will  be  attracted  is  the 
man  who  needs  a  shirt.  But  in  same  space  show 
fewer  of  these  shirts.  Put  collar  and  scarf  on  one  or 
two,  with  the  style,  color  and  make  all  brought  out, 
the  window  is  sure  to  win  out.  Even  with  a  shirt 
window,  it  can  be  made  attractive,  snappy,  and  sup- 
pose it  has  to  come  out  because  of  the  sale  it  has  cre- 
ated, what  a  satisfaction.  In  we  go  with  another  just 
as  good  and  possibly  better. 

The  man  who  makes  the  snappy,  attractive  dis^ 
plays  with  these  lines  is  the  man  who  studies 
what  has  already  been  briefly  referred  to  and  the 
man  who  has  not  got  his  haberdashery  windows  just 
where  he  wants  them  need  not  despair  for,  observ- 
ing these  trifling  things,  as  some  may  call  them, 
means  much  in  reaching  the  goal  to  success. 

As  one  says,  "Perfection  is  made  up  of  trifles,  but 
perfection  is  no  trifle."  Those  who  fail  are  invar- 
iably those  who  do  not  keep  posted,  who  close  their 
eyes  to  every  source  of  information  and  do  not  study 
faithfully  to  get  the  best  results  or  keep  in  touch 
with  best  available  sources.  Remember,  there  are  in 
every  walk  of  life,  men  who  know  and  who  have 
succeeded. 


The  Acme  Glove  Works,  Montreal,  has  been  in- 
corporated with  capital  stock  of  one  million  dollars, 
to  make  gloves  and  mitts,  moccasins,  boots,  shoes, 
etc.  The  directors  are  J.  D.  Ouelette,  C.  G.  de  Ton- 
nancourt,  J.  A.  Ouelette,  A.  Lefevre  and  A.  Lepine, 
Montreal. 


Display  Window  as  Witty  Commentary 

Plan    adopted    by    Trudell   &   Tobey,  Hamilton,    creates    additional    interest 

in   his  store  —  Comments  on  current   events,  typewritten    on  slips  of  paper, 

are    distributed    throughout    their    window  —  Men    go    out    of    their     way     to 

read    them  —  Another    example    of    cheerful    advertising. 


THE  display  window  as  a  witty  commentary 
on  local  or  current  affairs  is  an  idea  that  Las 
been  tried  out  with  success  by  Trudel'  & 
Tobey,  Hamilton.  It  is  a  plan  that  goes  one  better 
than  an  artistic  grouping  of  clothing  and  accessories 
with  neat  show  card.  It  has  been  known  to  cause 
men  to  cluster  about  the  windows  in  greater  numbers 
than  they  might  have  done  under  ordinary  circum- 
stances, and  it  probably  keeps  them  there  longer. 
Throughout  the  window  are  placed  slips  of  paper — 
ordinary  envelopes  will  do — on  each  of  which  is 
written  some  bright  observation,  generally  hinging 
on  an  unusual  newspaper  item.  These  skits,  if  such 
they  might  be  called,  are  typewritten  in  capitals,  and 
can  be  placed  so  as  to  be  read  from  the  sidewalk. 

Mr.  Tobey  states  that  the  witticisms  do  not  de- 
tract from  goods  shown.  As  an  apostle  of  cheerful- 
ness in  advertising,  he  states  that  they  have  often  put 
a  man  in  good  humor  who  may  not  have  left  home 
that  way,  and  a  man  in  cheerful  frame  of  mind  will 
never  pass  up  a  striking  display  of  goods.  The  com- 
ments in  the  window  help  make  the  impression  more 
lasting.  What's  more,  men  have  gone  out  of  their 
way  to  read  them,  and  that  sounds  like  good  adver- 
tising. The  slips  may  be  fastened  to  a  garment, 
placed  on  the  rim  of  a  hat,  one  corner  shoved  into  a 
pocket,  or  otherwise  distributed  so  that  they  may 
be  seen  and  read.  Here  are  several  that  recently 
appeared  in  the  windows  of  the  Two  T's : 

SEASONABLE  HINTS.— Sharpen  up  the  lawn 
mower.  Keep  off  the  grass.  Wear  your  chest  pro- 
tector. Keep  'em  on.  Borrow  a  few  umbrelllas. 
Bank  your  fires.  Save  your  taxes.  Keep  your  feet 
dry. 


OH,  VERY  WELL.— And  I  might  say  to  a  few 
of  the  Jeanette  Lewis  hammer  throwers,  "Why  not 
regulate  your  own  gait  before  fitting  hobbles  on 
others?" 


THAT'S  RIGHT.— The  office  cycnic  says: 
"Seems  to  me  that  some  folks  call  their  home  a 
bungalow  because  the  architect  was  a  bungler. 


AT  SHAW'S  ART  GALLERY.— A  lady  and 
gentleman  entered  Shaw's  photographic  studio  the 
other  day  and  ordered  some  pictures  to  be  taken. 
They  told  the  operator  they  wanted  to  look  natural. 


He  placed  them  in  proper  positon,  the  lady  placing 
her  hand  on  her  husband's  shoulder  The  husband 
declared  they  could  look  more  natural  than  that. 
"How?"  asked  his  wife.  "Well,"  said  her  husband, 
"we  could  look  more  natural  if  you  had  your  hands 
in  my  pocket." 


A  FISH  STORY.— Lady  purchaser :  "Is  this  fish 
fresh?"  Fish  dealer  (on  Hamilton  market) : 
"Fresh?  Why  the  unfortunate  fish  breathed  its  last 
just  as  it  saw  you  coming." 


SOME  GOOSE.— An  old  Memphis  woman  has  a 
goose  that  was  given  to  her  when  she  was  21  years 
old.  That's  nothing.  Lots  of  Hamilton  women  still 
have  the  goose  they  got  on  their  wedding  day. 


CERTAINLY  NOT.— The  pen  may  be  mightier 
than  the  sword,  but  it  doesn't  necessarily  follow  that 
the  pensive  are  mightier  than  the  sordid. 


AN  ERROR. — The  arrest  and  conviction  for 
bigamy  seems  to  indicate  that  the  cost  of  living  has 
been  exaggerated.  Times  must  be  good  with  any 
man  who  can  afford  two  wives. 


CERTAINLY. — A  dinner  given  in  Wa.shington 
the  other  night  is  said  to  have  cost  $600  a  plate.  All 
the  guests  must  have  had  a  second  helping  of  eggs. 


NOT  YET.— Crossing  the  red  willow  with  the 
white  birch  to  grow  natural  barbers  poles  has  not 
proved  a  commercial  success,  says  lumberman 
Brennen. 


SURE  THING— The  slender  man  is  to  be  the 
fashion  model  for  1912,  and  the  cost  of  living  will 
make  it  easy  for  most  of  us  to  keep  in  style. 


GOT  HIS. — A  Missouri  man  has  been  sent  to 
jail  for  hitting  his  wife  with  a  sack  of  eggs.  Thus 
one  male-factor  of  great  wealth  gets  his  desserts. 

NO  COIN  IN  COYNE.— I  was  reading  in  The 
Chatham  News  where  a  young  lad  named  Coyne  was 
held  up.  I  suppose  the  would-be  thief  knew  the  boy 
and  said  to  himself:  "Here  comes  some  ready  coin, 
I'll  help  myself,"  and  then  when  he  found  out  there 
wasn't  any  coin  in  this  Coyne  that  he  could  pass,  he 
passed  Coyne  up. 


Develop  an  indi- 
viduality in  your 
advertising  and 
see  that  thelprint- 
er  respects  it. 


GOOD 


■ADVERTISING 


T) 


Lack  lof^lspecific    instructions   in    much    of    the    advertising   copy    that     goes 
to    the    printer  —  Merchants    too    easily    satisfied     with     the     appearance    of 
their    advts.  —  Some     examples     reconstructed     with     a     view    to    improve- 
ment —  Pressing    home    the    style    merit   of    ready-mades. 


TWO  conclueions  seem  to  be  warranted  from 
the  appearance  of  many  men's  wear  ads. 
One  is  that  printing  offices  are  badly  in  need 
of  neat  type  faces  and  the  other  is  that,  having  the 
type,  they  do  not  use  it  to  advantage  or  are  given 
no  special  instructions  in  the  layout  and  setting  up 
of  an  advertisement.  The  Review  knows  for  a  fact 
that  there  are  scores  of  merchants  who  study  effects 
no  further  in  their  advertisement  than  is  required  by 
the  few  minutes  which  it  takes  them  to  scribble  olf 
their  store  new.s — if  such  it  can  be  called — and  rusii 
it  over  to  the  printing  office.  In  eight  cases  out  of 
ten,  it  is  accompanied  bv  no  special  instructions, 
and  if  pi'oof  is  submitted,  the  merchant's  scrutiny 
only  applies  to  prices  and  names  of  articles.  These 
must  be  right,  no  matter  what  the  general  appear- 
ance of  the  advertisement  may  be. 

It  might  be  said  that  the  understanding  which 
goes  with  much  of  the  advertising  copy  nowadays  is 
summed  up  in  three  words,  "make  it  strong."  In  the 
resulting  mechanical  process  the  most  effective  typo- 
graphical arrangement  is  overlooked. 

Two  ads.  are  here  reproduced  which  illustrate 
the  point — those  of  H.  Le  Brun  and  Peter  Farrel  & 
Co.  Both  have  black  border  and  are  set  in  bold  face 
type.  They  are  too  heavy  in  appearance  and  con- 
tain little  that  suggests  art  in  clothes,  or  that  conveys 
the  merchant's  idea  of  a  man  correctly  attired  in  the 
clothes  he  has  to  sell.  This  is  the  point  that  he 
should  never  overlook  in  his  advertising — that  there 
is  a  typographical  effect  which  assists  the  character 
of  the  goods  discussed  and  helps  establish  their  in- 
dividuality in  the  mind  of  the  reader. 

One  of  these  ads.  has  a  decidedly  funeral  appear- 
ance. Both  set  in  a  type  such  as  Bookman,  using 
only  two  series,  sa}'  24-point  and  12-point,  with  more 
white  space  on  each  side  of  the  body,  and  with 
neater  border  would  have  presented  a  better  appear- 
ance. Where  the  merchant  has  no  regular  position 
in  his  local  paper,  he  should  endeavor  to  give  his 
ads.  a  more  distinctive  appearance.  The  ads.  here 
illustrated  were  massed  with  others,  all  having  more 


or  less  the  same  typographical  style.     Space,  thus 
used,  is  practically  thrown  away. 

This  subject  of  type,  arrangement  and  location  is 
one  upon  which  every  men's  wear  merchant  or  his 
ad.  writer  should  have  an  understanding  with  his 
printer. 

*  *     * 

One  marked  improvement  possible  in  the  Archie 
McGillis  advertisement  is  the  balance  that  could  be 
secured  by  rearrangement  of  the  cuts.  They  are 
now  all  placed  on  one  side  and  each  paragraph  has  a 
heavy  heading.  This  arrangement  followed  from 
top  to  bottom,  depri\es  the  advertisement  of  that 
neat  appearance  so  desirable  in  a  men's  wear  adver- 
tisement. The  introduction  of  a  more  pleasing  type, 
such  as  Caslon,  and  the  condensation  of  sections  so 
that  paragraphs  would  be  played  up  by  white  spac- 
ing, should  have  a  more  striking  effect.  The  cuts 
could,  with  advantage,  be  arranged  alternately  on  op- 
posite sides  of  the  space.  The  advertisement  has  a 
disjointed,  irregular  appearance  with  little  indica- 
tion that  good  typographical  effect  was  very  seriously 

considered. 

*  *     * 

J.  II.  Blumenthal  &  Sons  have  adopted  a  Tom 
Murray  style  of  advertisement.  The  two  heads  and 
the  irregular  type  are  Murrayesque.  Naturally, 
much  of  the  individuality  of  a  distinctive  Murray 
advertisement  is  lost  in  this  example  in  which  the 
idea  has  a  more  general  application.  Moreover,  the 
peculiar  shape  of  Tom  Murray's  head  gave  a  unique 
effect  to  his  advertisement.  In  this  case  two  zinc  cuts 
are  used,  which  represent  nobody's  top-piece  in  par- 
ticular. To  have  given  thi"  feature  of  the  advertise- 
ment beter  effect,  a  trifle  more  white  space  should 
have  been  introduced  top  and  bottom.  As  it  is,  the 
advertisement  is  very  poorly  arranged,  and  ten  dif- 
ferent type  faces  are  used  where  three  of  the  same 
series  could  have  been  used  to  much  better  advan- 
tage. While  Tom  Murray's  advertisements  were  al- 
ways out  of  the  ordinary,  he  never  lost  sight  of  bal- 
ance.    The  present  e.xamplo  is  an  incorporation  of 
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two  ideas  in  advertisement  writing,  and  consequently 
looks  patchy. 


doe,<n't  know  that  the  best  tailor  in  town  would  find 

it  hard  to  duplicate  them?    Who  pays  $40  and  $50 

for  a  suit  that  is  outclassed  bv  our  suit  at  $25?    Who 
*     *     * 

doesn't  even  now  believe  it?    Well,  if  you  are,  you 

Goodwins,  Limited,  Montreal,  press  home  their  are  the  very  man  we  want  to  meet.     The  greater  the 

faith  in  the  style  merit  of  their  men's  clothing  by  a  mental  resistance,  the  greater  victory  for  these  new 

series  of  questions  directed  at  the  man  who  has  pre-  clothes."     Descriptions  and  prices  follow.     The  ad- 

judices  against  ready-mades.     Thus  runs  an  extract  vertisement  is  in  a  space  one  column  wide,  6  inches 

from  their  advertisement :     "Are  you  the  man  who  deep,  in  their  general  advertisement,  and  each  ques- 

never  wore  a  ready-made  suit?    Who  calls  it  a  hand-  tion  is  a  paragraph  in  italic,  while  the  line,  "Are  you 


me-down?  Who  is  all  wrapped  up  in  progress  made 
by  our  line  of  endeavor?  Who  never  thinks  that 
ready-made  clothes  could  be  anything  else  than 
w^hat  they  were  five  years  ago?  Who  doesn't  know- 
any  thing  about  our  new  'I.'  system  clothes?     Who 


the  man?"  is  in  Cheltenham  bold  condensed. 
Prices  and  descriptions  are  in  10-point.  As  an  ex- 
clusive advertisement  the  questions  would  probably 
look  better  if  confined  to  narrower  measure,  thus 
making  the  head  line  more  prominent. 


n 


^ 


Anniversary  Sale 


Men's  Hats 

Fin  Fur  Ftlt   IIais   In  Hit 

*Cit    v.ruslifr   and   Fcdori 

.li.ipes.     Colored   slid   bhcV. 

\'aluc,  tip  to  $  :, 
Sal«    fnce  .    .  . 


TWO  SPECIAlj  IN  HEWS  HNE 

smnies,  24<  and  ssc 


$1.00 

AND  38 
'.  Hen's'  Shirts 


s.:tr,us,.'.  65c 

KEN'S  ENQUSH  FLANNELETTE 

NIGHT  GOWNS,  OSc. 

Hen's  Neckwear 

S>la  Prlc«  1  9C 

Noo  on  tiU    II    .  .  .  38c 

HEN'S  FINE  BALBRIGGAN 

DNDERWEAJt,  EACH  32< 


Pajamas 


PURE  IRISB  LINEN  HANDKERCHIEFS 
REG.  25  AND  3Sc,  SALE  PRICE  13c 


I 


Nen's  Hose 


tfttle  Price 


19c 


38c 


MEN'S  PURE  WOOL  UNDERWEAR, 

SUHMER  WEIGHT,  EACH  $1.00 

Archie  McGillis 


THE 

PROPER  CLOTHES 


for  every  man  in  every  walk  of  lile  are  to 
be  found  here. 

In  gathering  together  our  immense 
stock  of  CLOTHING  and  MEN'S  FURNISH- 
INGS we  have  considered  the  needs  and 
tastes  of  all  classes  of  men. 

Here  the  man  of  conservative  tastes 
will  find  thoroughly  genteel  styles  of  em- 
inent good  taste  and  full  of  character. 

If  you  are  young  in  heart  or  years-- 
with  an  eye  for  the  unusual— you  aiso  will 
find  here  the  styles  that  appeal  to  you. 

It  is  our  aim  and  endeavour  to  serve 
all  men  well  and  satisfactory. 

Come  and  see  whac  we  can  do  tor  you. 


H.  LeBRUN  &  GO. 


IN  OUR 


Clothing   Department 


We  offer  for  the  present  season 
an  immense  stock  to  select  from 

Our  Children's  Suits  at  SI. 95, 
.$2.50  and  $2.75  are  very  special 

Youths'  Suits  $3.25,  $3.75,  $4.50 
and  $5.00  are  worth  1-3  more 

Men's    Suits  at   $7.50,    $9.00, 
$10.50  and  $12.00 

We  have  had  a  big  sale  for  them 


PETER  FARRELL 

&  COMPANY 


CAN  ADAS  Greatest  CLOTHIERS 


'"^\siffi[«i^^ 


ONS 
imRed 


MEET  us  EACE  TO  EAGE 

thiU  n«  Ml)  ^^^^^^k 

— Bedrr  Quallllr>  ^^^^^^^ 

for   I.M.   inonr,    lh,n  .a)  P-— Jl 

<  lolhlne  Hlorp  III  rtilK  ^^^^^^^^ 

f^WmeirtliaU  sell  the  be^ 
hi^h  clftss  band  tailored  suig 
df  (]n|>orTed  6iu)lisb  urorsleds 
aT\d  tttifeds  —  Itttt:^  models 
-some  class  at  \5^ 

Latest  1912  Models      English  i  American  Models 


18.00  ^-^  20.00 

lilcu.I  K  h.iiiJ.  ol  JniporlcJ  L'nKliih 
diu  >  Worsitfd.  in  tirowtt.  grey,  OxforJ 


Reg.  20.00  SuitTomorrow 


15.00 


22.00  ™  35.00 

ijuililiC)  ol  English  acitj  hri-titrh  inipo'i 
cd  Wofsicds.  Cj5Jmef>  mil  Tweed?. 
and  nude  ki>  tilghly  pjid  Ullor^.  in  tln- 
Lilcsl  Knj:li»h  and  AniCf'iJn  mrtdcl 


Men's  Handsome  Suits 
^aoo  A""  12.00 

M^Je  t.f  f.iii-  linc'i'l'  T-ic-d^  in  ,ill 


You  II  neiier  be  jn  i  he  <=^ 

DARK-BuYiNG!!i2- Store 


,  [i/erMin^  MaD^o  ,71  P/a/n  figures. 


A  group  of  four  ads.  in    which  iraprovenieiit   in   type  face  and   in  arrangement  is  easily   possible. 


0 


^^ 


CLOTHING  FOR  MEN  AND  BOYS 


-r^ 
S 


It 


s 


Manufacturers  sizing  up  the  Fall  outlook  —  Individuality  in  the   Western 

demand — Natural  figure  preferred— Some  overcoating  changes  predicted — 

Brighter  colors  in  the  new  Spring  fabrics  —  Tweedy  mixtures  combining 

several  different  shades  and  in  neat  though  rich  effect. 


CI^OTHING  manufacturers  are  now  concen- 
trating upon  the  production  of  their  Fall 
lines,  and  have  arrived  at  that  stage  where  a 
reliable  estimate  of  likely  demand  for  next  season  is 
all  important.  Reports  from  the  west  indicate  favor- 
able conditions,  but  in  the  older  provinces,  where 
Spring  business  has  been  slow,  and  where,  iu  any 
event,  manufacturers  are  within  easy  reach,  there  is 
not  the  same  disposition  towards  next  season's  re- 
quirements. Once  the  Summer  business  has  acquired 
its  proper  swing,  however,  it  is  felt  that  an  increas- 
ing confidence  will  be  shown  in  the  year-end 
prospect. 

THE    COMPLIMENTARY    FIGURE. 

Apart  from  those  style  changes  described  in  thi? 
paper  for  next  season,  little  that  is  new  is  being 
shown.  Suits  will  follow  the  natural  line  of  the 
figure.  In  the  eastern  provinces  a  more  pronouncod 
English  type  has  been  accepted,  and  the  London  and 
New  York  influence  is  thus  more  clearly  evident  than 
in  the  west,  where  the  demand  is  for  a  complimentary 
figure  rather  than  style  extreme.  When  novelty 
features  were  introduced  a  few  years  ago,  in  the  form 
of  oddly-cut  pockets  and  much  be-buttoned  cuffs  and 
flaps,  the  general  trade  in  the  west  took  to  them 
kindly  enough,  but  when  it  comes  to  a  question  of 
figure  the  west  will  tolerate  no  experiment.  Clothes 
must  fit  well  and  the  line  must  be  favorable.  Thus, 
it  may  be  said,  the  clothing  demand  from  the  west 
is  developing  a  certain  individuality. 

The  time  has  gone  by  when  a  manufacturer  can 
take  cloths  required  for  order  from  the  west,  and 
those  selected  by  a  customer  in  the  east,  and  cut 
them  at  one  and  the  same  time.  There  are  different 
tastes  to  consider,  and  this  is  one  of  the  changes  that 
has  developed  in  clothing  manufacture  within  the 
past  five  years.  Merchants  are  studying  their  de- 
mand more  closely,  and  are  more  particular  in  their 
specifications. 

Some  change  in  overcoats  for  the  Fall  season  is 


predicted.  While  those  of  the  Ulster  type  in  rough- 
finished  fabrics  and  with  convertible  collars  will  still 
be  a  strong  feature,  the  opinion  is  expressed  that 
there  is  a  feeling  for  fabrics  of  the  melton  and  beaver 
class,  and  the  velvet  collar.  This  may  be  only  a  very 
remote  development,  and  should  have  no  marked 
effect  upon  the  demand  for  the  class  of  overcoat 
which  has  been  favored  for  the  past  three  years, 
which  is  in  every  way  suitable  for  the  Canadian 
climate,  and  which  is  almost  indispensable  for  cer- 
tain purposes. 

BRIGHT  COLORS  FOR  SPRING. 

Fabrics  for  Spring  are  now  being  considered  by 
manufacturing  houses,  and  while  from  many  of 
those  seen  it  may  be  concluded  that  brighter  colors 
are  coming,  their  application  will  still  be  along  con- 
servative lines.  Many  of  the  new  cloths  are  of  a 
tweedy  mixture  on  the  heather  order,  but  with  a 
richer  showing  of  color.  Some  samples  show  such 
colors  as  brown,  gold,  purple  and  green  in  very 
dainty  mixture  treatment  and  with  narrow  stripe, 
resembling  a  boucle,  but  not  so  pronounced.  These 
stripes  are  not  of  a  solid  color,  but  rather  emphasize 
the  different  tones  of  the  fabrics.  The  cloths  are 
mostly  14  and  15-ounce,  and  in  pattern  some  of 
them  might  be  mistaken  for  dress  fabrics.  Browns 
and  greys  are  the  predominating  colors,  although  in 
many  samples  colors  are  so  introduced  as  to  suggest 
a  changeable  or  uncertain  effect  to  the  basic  shade. 
On  the  other  hand,  there  are  many  less  extreme  pat- 
terns in  fine  two-tone  effects,  brown  and  grey  pre- 
dominating. 

Authorities  state  that,  owing  to  the  vogue  of  high- 
buttoned  vests.  Ascot  ties  will  be  a  feature  of  the 
Fall  reason.  In  fact,  they  are  being  asked  for  al- 
ready in  the  high-class  trade,  and  will  undoubtedly 
come  into  general  use  later.  The  predicted  change 
in  the  style  of  overcoat  collars  will  also,  it  is  claimed, 
create  an  increased  demand  for  knitted  mufflers. 
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Clothing  Windows  that  Command   Attention 


Spring  display  of  boys'  and  men's  clothing,  by  Fred  C.  Petrie  for  Begg 
and  Shannon,  Hamilton.  Foliage  twined  lattice  and  bracket  work  was  the 
background  feature  in  each.  Each  window  may  be  said  to  have  been  a  series 
of  units,  arranged  so  as  to  avoid  severity  of  grouping.  Shirts,  neckwear 
and  other  accessories  wei-e   introduced.     Every   garment   had  a  price   ticket. 


How  They're  Introducing  Combinations 

Salesmen  report  that  the  demand  for  one-piece  garments  is  growing  steadily 

— Some  customers  are  skeptical  but  arguments  presented  are  in  the  majority 

of  cases  sufficient  to  make  a  convert — Overcoming  an  unreasonable  prejudice 

by  familiarity  with  improvements  in  manufacture. 


HOW  to  introduce  and  sell  combination  under- 
wear to  a  customer  who  had  never  worn  it 
before  was  the  problem  which  The  Review 
gave  to  salesmen  last  month.  The  answers  received 
indicate  that  the  problem  is  a  live  one  in  men's  wear 
shops  and  that  it  is  being  very  successfully  met.  In 
dealing  with  a  case  such  as  described,  once  the  un- 
reasonable prejudice  against  combinations  is  broken 
down  the  rest  is  plain  sailing. 

A  salesman  must  be  thoroughly  posted  in  the 
merits  of  his  stock  and  be  able  to  talk  about  them. 
He  must  remove  the  skepticism  from  the  mind  of 
the  customer.  This  may  be  done  in  different  ways. 
One  writer  converted  his  man  when  he  took  his 
measure  and  compared  it  with  the  size  of  the  gar- 
ment shown.  Another  man  states  that,  if  he  can 
mention  the  name  of  one  prominent  business  man 
who  is  wearing  combinations  and  is  satisfied  with 
them,  it  can  be  used  as  a  great  lever  with  a  doubting 
customer. 

In  combination  underwear,  the  degree  of  per- 
fection obtained  by  manufacturers  is  such  that  the 
former  causes  for  objection,  which  a  salesman  often 
met  with,  have  been  almost  entirely  eliminated.  The 
point  has  been  reached  where  it  is  safe  to  guarantee 
perfect  fit  to  the  customer.  This  fact  is  the  explana- 
tion of  the  growing  popularity  of  combinations.  In 
the  great  majority  of  cases  they  are  lines  which 
men's  wear  dealers  can  handle  with  confidence. 

Three  replies  have  been  selected  for  reproduction 
from  those  that  were  received.  One  is  by  Reg. 
Brown,  with  Cressmans,  Peterboro;  one  of  F.  C.  S. 
Packman,  D.  E.  Macdonald  &  Bros.,  Guelph,  and  a 
third  by  a  salesman  in  one  of  the  King  Street  shops 
in  Toronto,  who  asks  that  his  name  be  eliminated. 
Mr.  Brown's  reply  follows: 

Customer  enters. 

Clerk:     "Good  morning,  sir." 

Customer:  "Good  morning.  I  would  like  to 
look  at  some  underwear. 

Clerk,  after  sizing  up  the  customer,  proceeds  to 
show  different  lines.  After  stating  their  good  quali- 
ties, and  while  the  customer  is  inspecting  them,  he 
inquires:     "Did  you  ever  try  combinations?" 

Customer:  "No,  I  have  always  worn  two-piece 
garments." 

Clerk:  "Probably  you  have  never  considered 
the  advantages  which  the  combination  has  over  two- 
piece  underwear?" 


Customer:     "No,  I  have  not." 

Clerk:  "There  is  no  reason  why  combinations 
should  not  fit  you  perfectly,  and  you  would  overcome 
all  the  disadvantages  of  two-piece  underwear.  No 
doubt  you  have  found  that  your  shirt,  particularly  in 
warm  weathei'.  has  a  tendency  to  creep  up  around 
your  waist,  making  you  very  uncomfortable.  Your 
drawers  have  also  to  be  fastened  to  your  trousers, 
and  this  interferes  with  the  hang  of  your  trousers. 
Often,  after  receiving  drawers  from  the  laundry,  they 
are  minus  the  supporters,  thus  making  it  rather 
awkward  to  keep  the  drawers  in  position.  On  the 
whole,  our  combinations  fit  so  well  they  are  like  a 
second  skin,  and  make  you  feel  as  if  you  were  alto- 
gether instead  of  coming  apart,  as  is  the  case  when 
you  wear  two-piece  underwear." 

Clerk  proceeds  to  show  a  suit  of  underwear. 

Clerk:  "I  am  sure  if  you  ever  started  wearing 
combinations  you  would  find  what  I  say  is  right,  and 
I  do  not  think  you  would  return  to  two-piece  under- 
wear again." 

Customer:  "I  had  never  considered  combina- 
tions, but  now  you  have  explained  their  advantages, 
I  think  I  would  probably  learn  to  like  them." 

While  customer  is  looking  at  the  first  suit  shown 
the  clerk  proceeds  to  show  a  better  grade. 

Clerk:  "Here  is  a  better  quality,  sir,  which  I 
feel  would  give  you  better  satisfaction.  It  is  a  line 
we  have  handled  for  some  time,  and  can  fully  recom- 
mend the  quality,  also  the  fit." 

Customer:  "I  think  I  shall  try  the  better  gar- 
ment on  your  recommendation,  and  if  I  like  them 
will  call  again  next  week  for  a  better  suit." 


Mr.  Packman's  reply : — "We  find  the  combination 
underwear  trade  growing  rapidly.  When  a  custo- 
mer asks  for  a  suit  of  underwear,  the  first  thing  to 
do  is  to  find  out  what  kind  of  underwear  he  has  been 
wearing.  He  will  in  nearly  every  case  say,  'Oh,  I 
don't  know.  Just  show  me  something  about  7oc.  or 
$1  a  piece.'  That  is  where  the  salesman  has  him. 
He  can  show  him  the  combination  lines  and  explain 
how  much  better  are  the  fit  and  comfort,  and  without 
increased  cost  on  the  two-piece  garment. 

"A  few  days  ago  I  had  a  man  in  for  underwear. 
He  was  very  particular  and  hard  to  fit.  In  fact,  he 
could  never  get  anything  to  fit  him,  and  as  soon  as 
I  mentioned  the  combination  he  laughed  at  me.     I 
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Interior  of  the  Lyons  Tailoring  Co.'s   Store.   St.   Cath.irines.     This  view  is  of  particular  interest  by  reason  of  methods 
employed   in   display   furnishings.     Note   eases,   stands,   tables  and  counter  fixtures. 


did  not  take  him  seriously,  and  for  a  while  talked 
about  something  else.  Then  1  sprang  the  combina- 
tion at  him  again.  I  explained  to  him  how  well  it 
would  tit.  I  measured  him,  then  measured  the  un- 
derwear and  showed  him  that  it  was  impossible  for 
him  to  get  a  misfit.  He  decided  to  buy  the  combina- 
tion suit.  I  said  to  him,  'Now,  if  this  does  not  suit 
you  when  you  try  it  on,  just  bring  it  back  and  we 
will  be  glad  to  refund  your  money.' 

■'He  was  back  the  next  week,  and  wanted  another 
suit.  He  thanked  me  for  taking  the  time  to  suit  him 
so  well." 

How  the  Toronto  salesman  deals  with  the  under- 
wear customer: — "In  selling  combination  garments. 
or,  in  fact,  anything  else  of  which  the  customer  is  not 
certain,  1  have  found  it  to  particular  advantage  to 
refer  to  some  well-known  business  man  who  has 
adopted  the  article  and  whom  we  know  to  be  satisfied 
with  it— and  the  bigger  the  man  the  better.  Some 
very  pi'ominent  men  buy  their  furnishings  here,  and 
when  a  voung  fellow  has  half  a  notion  to  ween  him- 


self from  two-piece  to  combination  underwear,  I  have 
clinched  the  proposition  by  saying  that  Mr.  So-and-so 
is  wearing  them  and  is  highly  pleased  with  them.  If 
T  know  the  young  man  to  lie  an  athlete,  I  mention 
the  name  of  some  man  well  up  in  sporting  circles, 
and  it  has  a  telling  effect.  Never  do  I  make  a  refer- 
ence, however,  that  is  not  absolutely  truthful.  Of 
course,  you  must  convince  the  customer  that  he  can 
have  combinations  in  the  correct  size,  and  that  there 
are  features  about  them  which  cannot  be  claimed 
for  the  two-piece — only  one  layer  about  the  waist, 
none  of  the  discomforts  of  a  creeping  shirt  or  of  bag- 
gy drawers,  comfort  in  the  crotch  and  under  the 
arms,  and  a  general  sense  of  smoothness,  assuring 
him  also  that,  if  the  garment  is  unsatisfactory  his 
money  will  be  refunded. 

"We  have  developed  a  good  business  in  combina- 
tion garments,  and  as  the  result  of  the  attention 
which  the  manufacturer  has  given  them,  we  seldom 
meet  with  trouble  in  fitting  every  figure  that  comes 
along." 


Season's   Vogue    in    Hats    and    Caps 


EXTREMES  in  Derbies  are  gaining  in  favor, 
new  numbers  being  added  to  ranges.  Manu- 
facturers are  confident  that  extremes  in  low 
crowns  and  wider  brims  will  continue  to  lead  as  the 
season  advances.  Three-inch  brims  are  spoken  of. 
One  of  the  latest  blocks  has  4-inch  crown  and  2i/o- 
inch  brim.    This  hat  is  selling  in  exclusive  stores. 

Will  customers  wear  these  extreme  styles?  They 
were  worn  in  1880,  and  fashion  cuts  of  that  period 
show  that  men  wore  much  wider  brims  and  lower 
crowns  than  at  present  tdopted.  Manufacturers, 
therefore,  claim  that  men  will  not  hesitate  to  again 
favor  this  style.  There  is  good  precedent  at  any  rate. 
One  peculiarity  of  the  extreme  widths  is  that  no 
stiff  hat  will  rest  on  its  side  without  support. 

The  new  styles  are  essentially  for  young  men, 
but  older  men  will  adopt  them  as  the  accepted  vogue, 
resulting  in  increased  demand.  Those  models  al- 
ready sold  and  later  blocks  now  reaching  the  trade 
are  banked  on  for  large  sales. 

In  these  blocks,  black  is  ordered  in  usual  size 
ratios,  and  brown  is  well  thought  of  in  sable  and 
Cuba  shades.  Some  rough  felt  stiff  hats  in  dark 
grey  and  soft  brown  have  been  tried  out  in  larger 
stores,  bat  these  numbers  are  never  expected  to  be 
other  than  novelties.  Silk  or  Ottoman  cord  bands 
and  bindings  are  put  on,  as  preferred. 

Soft  hats — scratch  up,  rough  felts,  tweeds  and 
wool  mixtures  are  in  greater  demand  than  ever. 
Shapely  fedoras  of  fine,  fur  overtop  wool  felt  in 
browns,  tans  and  greys  (black  and  white  hair  finish) 
lead.  Stitched  tweed  hats  are  shown  in  a  variety  of 
patterns,  mostly  small.  Neat  effects  in  these  have 
been  accepted  by  the  trade  with  more  than  usual 
confidence. 

Buyers  are  choosing  more  dressy  blocks  with 
turban  brims.  It  is  felt  that  customers  want  more 
genteel  styles  and  are  giving  more  attention  to  ap- 
pearance. Snap  brims  are  not  selling  as  well  for  this 
reason.  Owing  to  values  and  styles,  there  is  a  falling 
off  in  sales  of  ribbed  top  hats.    This  is  to  be  expected, 


as  they  have  been  selling  for  some  time.  Novelties, 
especially  in  rougher-finished  hats,  easily  offset  this 
depreciation. 

Extremely  rough  and  lightweight  soft  wool  fab- 
rics, appear  in  plainer  greys  and  browns.  Sales  have 
been  as  good  as  expected  in  imported  velours  in 
nutria  and  brown  shades.  Creased  crown,  turban 
brimmed  shapes  are  favorite  styles  for  the  better  class 
trade.  They  are  quoted  at  prices  from  $30  to  $60 
dozen,  and  most  buyers  are  selecting  a  few  to  tone  up 
stocks. 

Fall  orders  on  cloth  and  knitted  caps  have  been 
fair  with  ensured  delivery  on  "aviators' "  and 
patented  makes.  Caps  made  of  soft,  heavy  fabrics, 
browns  and  grey  mixtures  and  staple  black  and  blue 
materials  have  sold  fully  up  to  last  season.  Fancy 
patterns  in  overcoatings  are  exclusive  with  some 
houses,  but  the  different  ranges  give  good  selection. 
Lightweight,  broad  peak,  full  top  caps  for  Midsum- 
mer are  always  wanted  and  some  effective  designs  are 
carried  at  usual  prices. 

Merchants  are  buying  better  goods  and  paying 
more  attention  to  quality  and  finer  makes.  The 
average  price  of  hats  sold  this  year  is  fully  $2  dozen 
higher  than  last  year.  This  is  an  indication  of  how 
merchants  intend  to  or  should  increase  sales  this 
Fall. 

Manufacturers  are  busy  preparing  for  1st  to  15th 
August  delivery.  Spring,  1913,  samples  will  be  ready 
about  July  1st,  although  western  sets  are  usually 
forwarded  a  few  days  earlier. 


"When  a  woman  buys  seven  $5  siiirts  for  a  man, 
that  would  prove  something.  That  she  has  a  hus- 
band worth  while,  and  that  the  shirts  are  worth 
while."  In  this  attractive  way  the  ad.  man  for  a 
large  store  introduced  the  subject  of  shil^t^s  in  a  gen- 
eral dry  goods  ad. 
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Don't  Waste  Time 

figuring  out  why  a  BLACK 
hen  lays  a  WHITE  egg ;  but 

GET    THE   EGG 


The 


H^ 


It's    the    man    that    DOES    things    that    gets    there 


"C^  NOUGH  said  !  We  offer  you  a  square  deal,  and  let 
""-^  our  goods  win  or  loose  your  account  by  the 
showing    they    make. 

Tear  Out  This  Page 

Mail  it  to  us  with  your  name  and  address  below;  and  we 
will  send,  all  charges  prepaid,  freight  and  packing  in- 
cluded, samples  of  our  three  or  four  leading  lines  of  over- 
hauls. You  can  keep  them,  look  at  them  at  your  pleasure, 
and  if  they  are  better  than  the  line  you  now  sell,  we  win. 
If  they  are  not,  we  lose,  and  back  the  samples  come,  at 
no  cost  to  you. 

"Advertising  Matter  Free."      '*  One  Ag^ent  in  a  Town." 

Leather  Label 
OVER-HAULS 

"Good  as  the  Wheat" 

(Not  the  largest  factory  on  earth,  but  big  enough, 
and  growing.) 


Put  Your  Firms  Name  and  Address  Here 

I  will  examine  and  look  over  your  samples,  but  I  am  not 
obligating  myself  to  keep  them  unless  I  see  fit  to  do  so. 


NAME 


TOWN 

PROVINCE. 


The  Leather  Label  Over-haul  Co.,  Limited 

Manufacturers  of  High  Grade  American  Overhauls 

Walkerville,  Ontario 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


High  Standards  in  Over-haul  Production 

New    factory    of    Leather    Label    Over-haul    Co.,    Walkerville,   equipped     for 
smooth-running   co-operation   of    all   departments  —  Building  is  80   per  cent, 
glass   and    increases   production    500    per    cent. —  Every    provision    for    wel- 
fare of  employees  —  Automatic  conveyors  for  handling  goods. 

A  FACTORY  building  which  gets 
as  near  to  the  last  word  in  those 
features  which  have  to  do  with 
economic  operation  and  all-round  effi- 
ciency in  production  as  would  seem  to  bo 
possible,  has  just  l)een  completed  by  The 
Leather  Label  Overhaul  Co,,  Walkerville, 
Out.  The  building  which  is  60  feet  wide 
by  150  feet  long,  is  of  concrete  and  steel, 
three  ;-toreys  high  and  absolutely  firepro  )f . 
Light  is  a  great  essential  in  the  modern 
factory,  and  it  will  be  seen  how  well  this 
has  been  provided  for  from  the  fact  that 
the  building  is  80  per  cent,  glass,  includ- 
ing a  skylight  roof.  The  plant  is  capable 
of  an  increased  production  of  500  per 
cent. 


SANITARY  FOUNTAINS. 

Relieving  that  satisfied  employees  do  better  woik 
and  more  work  than  dissatisfied  ones,  everything  pos- 
sible has  been  done  for  their  welfare.  No  drinking 
cups  are  u.<ed  in  the  Uiilding.  Instead,  sanitary 
fountains  similar  to  those  adopted  by  many  of  the 
large  cities  in  their  parks  and  buildings  have  been 
installed.  The  plum1)ing  is  of  the  most  modern  and 
up  to  the  present     time,     owing     to  the     enormous 


new    liiiiuf  (iT   tlif   Lentlier   Label   aiiil   Overhaul   Co.,   WalUerville.      It   is   of 
roiierete  and  steel,  alisolutely  fireproof.     The  building  is  praetically 
SU   |)er  cent,   glass   including  a    skylight   roof. 


UELT    CONVEYORS. 

All  of  the  material  in  the  factory  is  handled  by 
aiitomatif  cbain  belt  conveyors.  This  modern  meth- 
od does  away  with  the  dangers  of  an  elevator.  It 
takes  the  goods  up  automatically  and  carries  them  to 
the  proper  fioor,  dropping  them  again  in  wire  ba.sk- 
ets.  All  baling  is  done  by  a  hydraulic  press.  In  the 
stockroom  it  is  unneces.sarv  to  use  electric  lights  as 


of  glass,  it  has  been  found  unnecessary  to  even  instal     the  rows  of  shelves  are  so  constructed  that  there  is 

electric   lights,    altbnugh    the   building   is   wired    foi-      dayliglit  on  every  side. 

electricity.  no  dangerous  shafting. 

Probably  most  important  of  any 
provision  for  the  safety  of  employ- 
ees is  the  absence  of  overhead  or 
underfoot  shafts,  electric  wires 
or  anything  of  the  sort.  Machines 
are  run  by  electric  motors  and  the 
wires  are  carried  in  conduits  in  the 
floors.  In  the  accompanying  il- 
lustration, showing  a  corner  of  the 
top  floor,  with  its  excellent  light, 
and  well-arranged  equipment,  it 
will  lie  noted  that  there  is  hardly 
a  i)i|>e  or  a  wire  discernible. 

Not  only  the  machines,  but  the 
baling  press,  the  conveyors  taking 
tlie  place  of  elevators  and  even  the 
apjiaratus  in  the  cutting  depart- 
ment, are  run  by  electricity. 

ALL-ROITND  efficiency. 

There  are  those  who  think  that 
the  pleasant    workroom    and   the 


A  coi-aei-  in    tlie  tnp   tliicir   of  tlie   Leatliev   L 'lie)    (lverli:i"l    I'"' 
view    illustrates   very   strosigly    the   dayliglit   advanta 


l.niidi--     \Vi',..-., 
:es   iif   tlie   linildiuf 


Tl,e 


(Concluded  on  page  OS) 
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**  If  we'd  had  our 
\    \        *  Craveneltes '  we 
should  have  been 
\  all  right." 


BUYERS  OF  SHOWERPROOFS  SHOULD  ASK  FOR  THOSE  PROOFEDfBY 


Uhe 


Co.,  Ltd. 


DUST-PROOF  as  well  as  SHOWER-PROOF. 


Rec"  Trade  Mark 
The  "CRAVENETTE"  Co.,  Ltd.,  affix  their     Vf  ^ufi/ji^lte] 

stamp  only  to  such  goods  as  are  suitable     itOl^J^ -^ 

i„  .quality  for  SHOWER-PROOF  purpose,.     LSSrXa- 


Therefore  this  stamp  is  a  guarantee,  not 
only_of  SHOWER-PROOF  properties,  but 
also  of  the  QUALITY  of  the  inateVial." 

IN  CASE  OF  ANY  DIFFICULTY.  PLEASE  WRITE  TO 


TO  BE  OBTAINED  FROM  THE  PRINCIPAL  IMPORTERS.  raaimiiu.fsump. 

The  CRAVENETTE  CO.,  LTD.,  BRADFORD,  YORKSHIRE,  'l7°4V.T, 

Shuwcards  or  Booklets  if  desired  may  be  had  hy  iiiiplyin^  throiigli  the  Wholesale  Importing  Houses. 


r 


THE  LASTING 
ADVERTISEMENT 

is  the  one  attached  to  a  satisfac- 
tory article  a  handsome  woven  silk 
label.  It  talks  for  you  as  long  as 
the   article   is   worn    and   after. 


Advertise 

with  Artistic 

Woven  Labels 

If  Your  Goods 

Are  Honest 

Value 


WRITE    FOR    SAMPLES 

In  buying  a  label,  buy  one  that  lasts : 
Colonial  Weaving  labels  are  artistic- 
ally woven  in  first  quality  materials. 

Write  to-day  for  our  samples 


The  Colonial  Weaving  Co. 

LIMITED 
PETERBORO  -:-  ONTARIO 


Please  mention  The  Recieic  to   Advertisers  and  Thcw  Travelers. 


Feature  Leaders  in  Sweater  Coats 

Great  opportunities  in  this  line  for  the  men's  wear  store  or  department  — 
Concentrate  on  those  lines  whicn  have  proved  their  selling:  merit  —  Placing: 
a  limit  on  sample  lines,  a  point  that  is  being  considered  by  manufacturers 


THE  general  experience  in  selling  men's 
sweater  coats  is  that  staple  garments  are 
wanted,  and  it  is  also  worthy  of  note  that  V 
neck  styles  have  been  almost  eclipsed  by  the  demand 
for  high,  tri-collars  and  roll  neck  effects.  Except  in 
the  case  of  shorter  length  garments  for  both  athletic 
and  outdoor  wear  high  neck  styles  have  been  de- 
manded altogether  by  departments  or  exclusive 
men's  wear  stores.  One  manufacturer  makes  the  as- 
sertion that  throughout  his  entire  season's  orders  to 
date,  there  is  not  a  single  V  neck  style  included. 

It  is  still  evident  that  sweater  coats  for  men  are 
made  too  long.  While  28  and  30-inch  garments 
have  sold  well,  it  is  argued  by  some  manufacturers 
that  the  average  man  wants  a  garment  24  to  26 
inches  long,  a  coat  that  can  be  worn  under  a  sack 
coat  and  as  a  secondary  garment  for  wear  on  cool 
evenings,  when  an  overcoat  is  too  heavy,  or  again, 
when  severe  weather  makes  the  use  of  a  sweater  coat 
a  precaution  a  dressy  man  wants  to  wear  his  sweater 
coat  as  an  extra  vest  and  except  for  working  men, 
who  wear  a  knitted  coat  instead  of  a  suit  coat  any- 
thing longer  than  26  inches  is  unnecessary. 

It  is  claimed  that  salesmen  can  educate  customers 
to  their  advantage  along  this  line  by  drawing  atten- 
tion to  the  matter  of  length  including  neatness,  bet- 
ter style  and  equal  warmth. 

For  both  athletic  wear  and  as  a  wrap,  sweater 
coats  for  men  are  bought  to  a  standard  of  value. 
This  fact  is  possibly  the  reverse  of  what  is  evident  in 
selecting  garments  for  the  opposite  sex.  In  com- 
paring this  season's  orders  with  last  season's  samples, 
buyers  are  taking  almost  identical  lines  and,  except 
that  greater  assortments  are  available,  the  success  of 
these  different  garments  is  based  on  values  alone. 

With  all  the  selections  there  is  only  occasionally 
some  leader  which  can  be  picked  out  of  a  range,  but 
for  selling  merit  it  is  possible  to  choose  a  satisfactory 
showing  from  almost  any  comprehensive  sample  lot. 

COUNTING  ON  THE  LEADERS. 

Many  buyers  are  taking  quantity  lots  at  prices 
to  retail  at  special  advertised  prices  and,  wdiether  it 
is  import  or  domestic,  are  counting  on  these  leaders 
to  effect  a  good  season's  sales. 

Larger  buyers  are  putting  in  garments  as  low  as 
69  cents  to  retail,  both  men's  and  boys',  and  while 
the  ranges  cover  values  up  to  $4.95  retail,  they  are 
counting  on  obtaining  quantity  prices  to  finish  the 
season.     As  they  are  depending  on  values  they  are 


also  looking  to  quantities  to  make  the  season's  turn- 
over a  success. 

REGULATION   ARMY   COAT. 

Taking  selections  as  a  whole,  there  are  a  number 
of  fancy  racks  added,  but  it  is  the  cardigan  rib  gar- 
ments which  are  leading.  One  of  the  very  newest  coats 
to  be  shown  to  the  trade  is  to  be  carried  out  in  dif- 
ferent colors,  but  identical  in  style  with  the  regula- 
tion sweaters  adopted  by  the  United  States  Govern- 
ment for  the  army.  Whether  the  actual  quality 
would  appeal  to  Canadian  buyers  or  not  is  a  matter 
of  conjecture  as  some  merchants  have  a  preference 
for  a  lofty  finished  garment,  but  there  is  no  question 
of  the  service  contained  in  the  clean,  hard-finished 
yarn  and  weave.  The  style  of  this  sweater  is  between 
a  pull-over  and  open  front  coat  style,  with  V  neck 
opening  fastening  closely  at  the  neck  in  military 
fashion.  The  first  sample  shown  in  this  market  is 
made  in  khaki  shade  and  finished  with  pockets. 

THE  LEADING  COLORS. 

Colors  selling  are  about  in  proportion  to  last 
year's  ratios.  The  leading  shades,  grey,  tan,  royal, 
navy,  green  and  Burgundy,  and  combinations  of 
these  colors  are  being  taken  according  to  locality. 


Regulation   Army   Swe.iter   Coal,   adupted    by   the 

U.   S.   government.     Courtesy   Reliance 

Knitting  Co.,  Toronto. 
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With   Spring   Come 
Boy  Scout  Activities 

and   a    large    demand    for    new    suits  and 
equipments. 

"Are  You  Prepared" 

to  handle  this  growing  business  or  are  you  letting  the  other  fellow  become  the 

"official  outfitter"  of  your  tow^n  ? 
"Miller's  Official"  Outfits  are  recognized  everywhere  as  the  first  in  America,  and  we  are  authori- 
ties on  Boy  Scout  and  Girl  Guide  Uniforms. 

We  also  specialize  in  Militia  and  Cadet  Uniforms,  and  all  duck  and  service  clothing  for  Barbers, 
Waiters,  Cooks,  Butchers,  Doctors,  Bartenders,  Porters,  etc. 

Write  Dept.  No.  1  for  illustrated  catalogue,  mentioning  what  you  particularly  are  interested  in 

The  Miller  Manufacturing  Co.,  Limited 


251-253  Mutual  Street 


TORONTO 


Every  Glove  Buyer  Should 
Know  These  "Danger  Signals 


ff 


/~\DDS  and  ends  and  unsalable  numbers — occasional  loss 

a  ofjsales — lack  of  interest  among  salespeople.     These 

are  the' forerunners  of  an  unprofitable  glove  department. 

■  '  Dealers  who  handle  "Asbestol,"  Eisendrath's  Celebrat- 
edlHorse  Hide  Gloves  and  Mittens  have  no  such  worries. 
Forfthe  "Asbestol"  linelis  made  up  of  practical  numbers 
whichj'are  [in  demand  by  all  classes  of  men  who  have 
learned  to  select  a  dependable  glove  to  fit  their  particular 
requirements.  And  the  line  can  be  depended  upon  for 
service,  sales  and'profits.  "Asbestol"  Gloves  and  Mittens 
stand  the  tests  of  steam,'^^heat'  and  water. 

YOUR  JOBBER  CARRIES  THE  STOCK 
AND^CAN    SUPPLY     YOUR     NEEDS. 

EISENDRATH    GLOVE    CO. 


CHICAGO 


ILLINOIS 


The  "ASBESTOL"  trade  mark  is  registered  in  Canada. 
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Trim  by  Taylor  Mfg.  Co.  on  Fixtures  shown  on 

the  opposite  page 

This  trim  shows  how  easily  the  most  attractive  effects  can  be  quickly  and  easily 
obtained  by  the  use  of  inexpensive  Taylor  Fixtures.  Get  our  complete  cata- 
logue.    It  shows  many  trims  of  equal  effectiveness. 


Copyiight  1912 
By  POLAY 

FIXTURE 

SERVICE 


No.  74B. 

Combination     Suit 

Hanger,  Rounded 

Shoulders. 


Double  Bar  Oxidized  Copper  and  Polished  Steel  Tube  Racks 

SHIPPED  K.D.     No  tools  required  to  set  them  up — perfectly  rigid. 


Suit  Rack,  5  feet  high 

PRICES  OF  POLISHED   STEEL  TUBE   RACKS. 

6  feet  long,   6  posts    $10.50 

8  feet  long,   6  posts    11.50 

10   feet  long,   6  posts    12.50 


Overcoat  Rack,  5  feet  high 

PRICES    OF    OXIDIZED    COPPER   TUBE    RACKS. 

6  feet  long,   6  posts    $13.00 

8   feet  long,   6  posts    14.00 

10   feet   long    6   posts    15.00 


SIDE  RODS  FOR  DOUBLE  DECK  RACKS,  6  and  8   feet  long,  $1.25;   10  feet  long,  $1.50. 

The  Taylor  Manufacturing  Company, 


I'hosr    hiciilinii    Tin    }!<  I'l'ii    fa    .[  ( I  lU' rt  ISC  I'K   iiit'J    Thi  II'    T  nn'clrrs. 
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Prices  of   Fixtures   used  in  trim  shown  on  the 

opposite  page 


INIT    No.   41. 

Adjustable  aud  Tilting  Kite  Shaped 

8hirt    Stands,   each    $1.75 $3.50 

Oval  Slab  1.50 

No.  300  Pedestal,  12  in 1.30 

24  in.   Collar  Stand     85 

12  in.  Collar  Stand     85 

Total    *8.'i0 


IMT    No.    4-;. 

2     Adjustable     and     Tilting     Kite- 
shaped    Shirt    Stands,   ¥1.75   ea..S!;{.50 

1     Oval    Slab    1.5o 

1     Xo.  300  Pedestal.  24  in 2.00 

1     24   in.    Collar   .Stand    85 

Total    !|;7.85 

COMPLETE    SET,    ¥22.50. 


INIT    No.   43. 

1     Adjustable     and     Tilting     Kite- 

sha  ped  Shirt  Stand   

]     Oval    Slab    

1     18  in.  Collar  Stand    

1     12   in.   Collar   Stand    

1     No.   300   Pedestal,   18   in.   high... 


Tidal 


.  1.50 

.  .85 

.  .85 

.  1.75 

.$6.70 


Copyright  1912 
POLAY 

FIXTURE 

SERVICE 


fBBSxmm 


wmmmu 


No.  33  I.B.  Combination  Hanger  In-  No.    64.    Combination    Suit    Hanger         No.  321.  Combination  Hanger 

serted  Trouser  Bar   .  .S7.50  per  100  with  wire  attachment.$9.00  per  100                                                      $5.00  per  100 

Same  in  Boys,  15  in.  wide  Boys,  15  in.  wide   9.00  per  100 

7.50  per  100 


Our  new  complete  catalague  now  ready 
Write    us    t o-d ay    for    your    copy 


82  Queen  Street  North,  Hamilton,  Canada 


Please   riiendon    The   ]l<  mir   fn    Ad ;■,  rlis,  r^  an, I   Tlieir   Trcrelers. 
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A  clean,  light  Oxford  shade  in  better  numbers, 
and  mid  and  dark  Oxford  continue  to  be  the  quan- 
tity colors.  A  new  slate  grey  has  done  well.  Tans, 
champagne  and  soft  tones  in  browns  are  going  better 
than  formerly,  which  is  an  indication  of  possible 
business.  Athletic  shades  and  college  combinations 
are  taken  to  some  ex'tent,  anticipating  the  demand, 
and  are  mostly  white  with  contrasting  color  or 
especially  royal  and  cardinal  or  the  opposite  com- 
binations. Special  orders  of  this  nature  are  not  ex- 
pected until  later  in  the  season. 

SUCCESS  OF  SHAKER  KNITS. 

Shaker-knit  sweater  coats  are  selling  fairly  well 
and,  since  the  beginning  of  the  year,  other  manufac- 
turers have  commenced  making  them.  There  ai'e 
now  four  mills  with  machines,  and  values  are  quite 
similar  at  from  $24  to  $36  dozen,  any  advantage  be- 
ing in  the  finish  and  workmanship,  which  is  only 
apparent  through  comparison. 

It  is  mostly  to  the  sporting  trade  supply  stores 
and  exclusive  men's  wear  shops  that  these  heavy 
garments  appeal,  but  although  they  appear  clumsy 
there  is  an  indefinable  attractiveness  besides  warmth 
and  comfort,  which  are  the  main  features.  Service 
is  another  consideration,  and  it  is  practically  impos- 
sible to  wear  out  a  garment  of  which  reasonable  care 
is  taken.  Early  Fall  will  see  these  garments  selling 
successfully. 

DEFINING  SAMPLE   HINTS. 

Owing  to  the  increased  numbers  of  samples  which 
were  carried  this  year  for  placing  and  the  necessity 
to  define  a  limit,  it  is  felt  by  manufacturers 
that  assortments  could  be  cut  down  if  value  and 
quantity  were  placed  before  diversity,  and  if  selling 
energies  were  applied  to  fewer  numbers  with  more 
force.  It  is  pointed  out  that  experience  along  these 
lines  means  growing  success,  and  greater  sales  and 
that  those  buyers  who  take  a  quantity  (say,  for  in- 
stance 5,  10  or  20  dozen)  of  one  number,  and  are 
sure  of  values,  colors,  etc.,  and  apply  advertising, 
salesmanship  and  display  space  show  better  profits 
than  those,  who  buy  equally  as  much  and  spread 
selections  over  more  numbers. 

It  is  only  a  matter  of  concentration  for  mutual 
advantage  for  both  manufacturer  and  retailer.  While 
there  will  always  be  competition  tending  to  warrant 
more  samples,  the  standard  of  sweater  coats  makes 
it  possible  to  eliminate  several  numbers  originally 
shown.  Some  manufacturers  intend  doing  this  both 
in  styles  and  shades,  and  will  reduce  their  ranges 
to  minimum  assortments  embodying  the  fullest 
values  they  make.  This  will  invite  safe  quantity 
orders  and  ensure  right  deliveries.  Many  buyers  are 
already  co-operating,  believing  this  step  to  be  in  the 
right  direction. 


Travelers  are  going  out  about  August  1,  and  out- 
side of  a  few  numbers  which  may  be  considered 
worthy  of  representation,  the  balance  of  ranges  will 
be  confined  to  leading  numbers  as  best  value  at  re- 
spective prices.  Although  advances  are  predicted 
and  have  been  advised  on  import  ranges,  it  is  not 
on  lines  that  compete  in  Canada.  As  far  as  present 
prices  are  considered,  there  is  not  expected  to  be  any 
change.  For  repeat  business  buyers  will  know  their 
best  sellers,  and  will  be  guided  accordingly. 


High  Standards  in  Over-haul  Production 

(Concluded  from  page  92.). 

employes'  welfare  idea  can  be  carried  to  extremes. 
The  Leather  Label  Overhaul  Co.  beHeve  that  the 
more  you  do  for  your  employes  and  the  more  pleas- 
ant you  make  their  surroundings  the  better  work 
they  will  turn  out.  That  this  is  no  mere  fiction  is 
evident  not  only  from  the  high  standards  of  work- 
manship represented  in  the  product  of  this  concern, 
but  from  the  thorough  organization  and  co-operation 
of  all  departments.  In  no  other  way  can  a  concern 
concentrate  perfectly  upon  production  and  delivery. 


Your  Opportunity! 

Take  Advantage  Of  It! 


THE  MacLean  Publishing  Company  are  continually 
offering  their  local  representatives  better  and  more 
substantial  opportunities. 
Have  you  ever  stopped  to  consider  these?    They  offer : 
I    An  excellent  training  in  Salesmanship. 

2.  To  live  men,   one  dollar  per   hour   for  every 

hour  of  their  spare  time. 

3.  Promotion  to  the  regular  circulation    staff  of 

the  MacLean  Publishing  Company. 

The  MacLean  circulation  organization  is  the  largest 
organization  of  its  kind  in  Canada.  It  is  composed  of  the 
highest  priced  circulation  men  in  Canada — the  best  sales- 
men of  the  country,  many  of  whom  got  their  first  training 
while  acting  as  local  representatives. 

Persons  acting  in  this  capacity  come  in  contact  with 
the  best  men  in  Canada.  A  greater  experience  could 
not   be   wished   for. 

If  you  want  to  be  a  loo  point  salesman,  if  you  want 
to  train  so  as  to  be  qualified  for  bigger  positions  later, 
write  us  to-day  1 


MacLean  Publishing  Co.,  Ltd. 

143-149  University  Ave.        -        Toronto 
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A  Summary  of 


Knit 


^^^^>^ 


Goods 


S®  STYLE  backed  by  QUALITY 


fifAVEP    Poa.'^O 


Our  Fall  range  is  now  com- 
plete and  consists  of 

Sweater  Coats  for  Men, 
Women  and  Children, 
Toques,  Sashes,  Muff- 
lers, Mitts,  Gloves  and 
Hosiery. 


and  Quality  Re-inforced 
by  Workmanship 

In  summarizing  the  qualification  of  Beaver 
Brand  Knit  Goods  you  will  come  to  the 
conclusion  that  the  above  combination  is 
self  evident  throughout  the  entire  line. 

Before  placing  your  fall  orders  it  will  pay 
you  to  look  over  our  entire  line. 

For  Summer  sorting  our  Sweater  Coats   are   unequalled  for  style,  fit  and 
quality,  and  will  appeal  to  the  tourist  trade. 

WRITE  FOR  SAMPLE 

R.  M.  Ballantyne,  Limited 

STRATFORD  :  :  ONTARIO 


HAVE  YOU  ENOUGH 


a 


Chester"  Ne^li^ee  Suspenders 
and  Leather  Belts? 


You  have  probably  unpacked  our  first  shipment  of  "  Chester  "  Summer  Spec- 
ialties— and  know  now  just  how  far  it  will  go. 

Are  you  sure  you  have  enough  to  carry  you  through  the  hot  weather  ? 

Our  reserve  stock  of  "Chester"  Negligee  Suspenders  and  Belts  is  complete  in 
every  style — but  repeat  orders  are  coming  in  very  rapidly. 

To  be  on  the  safe  side,  why  not  send  in  your  repeat  orders  now,  and  thus  in- 
sure prompt  delivery  and  complete  stocks? 

HALLS  LIMITED 

BROCKVILLE,  ONT, 

Complete  Stocks  Carried  at  our  Winnipeg  Warehouse,  148  Princess  Street. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Men's  Wear  Store  and  Window  Lighting 

How  to  get  best  results    from  both  daylight    and  artificial   lighting  —  Points 

every    dealer    should    consider  —  Arranging    the  lamps   so  that   light    will  be 

uniformly  distributed  over  area  to  be   illuminated 

(By  J.   G.   Henninger.) 


Q1;ITIC  a  problem  presents  itself  to  the  average 
men's  wear  dealer  when  he  is  confronted 
with  the  necessity  of  providing  a  good  system 
of  illumination  for  his  place  of  business.  There  are 
many  lamps  and  reflectors  on  the  market,  and  they 
all  look  more  or  less  alike  to  him.  The  lamps  vary 
a  little  bit  in  size,  and  he  has  some  indistinct  idea 
that  one  will  give  more  light  than  the  other.  Re- 
iiectors  differ  in  color,  size  and  shape,  but  what  it  all 
means  he  does  not  know.  As  a  rule,  the  merchant 
leaves  the  problem  of  lighting  his  store  in  the  hands 
of  a  local  contractor  or  fixture  dealer,  who  in  most 
cases  puts  in  what  looks  right  according  to  his  judg- 
ment and  experience.  Now,  as  a  matter  of  fact,  a 
system  of  illumination  can  be  made  right  or  wrong, 
just  as  well  as  a  suit  of  clothes,  and  the  merchant 
should  spare  no  pains  to  see  that  he  gets  an  illumina- 
tion system  which  is  made  correctly.  Conditions  to 
be  met  with  are  so  many  and  varied  that  it  will  be 
impossible  in  the  short  space  of  this  article  to  deal 
with  them  all.  However,  the  writer  will  take  up  a 
few  general  principles  which,  if  observed,  will  aid  the 
merchant  in  getting  a  satisfactory  system  of 
illumination. 

DAYLIGHT  ILLU^riNATIGN. 

First  of  all,  the  daylight  illumination  of  the 
store  should  receive  careful  consideration.  If  this 
is  not  done,  the  store  will  either  look  dark  and 
gloomy,  or  it  will  be  necessary  to  provide  some  artifi- 
cial light  in  part  of  the  store  at  least.  The  average 
store  will  be  between  20  and  30  feet  in  width,  and 
possibly  60  feet  in  length  with  a  12  to  14-foot  ceiling. 
Usually  the  only  natural  light  available  is  received 
from  the  front  and  rear  of  the  store.     It  is  common 


practice  to  have  a  stock  room  or  office  at  the  rear  of 
a  store ;  hence  daylight  is  cut  off  from  this  direction, 
and  all  that  is  received  must  come  through  the  front 
windows.  Wherever  skylights  are  used,  they  are  of 
great  \a\ue  in  brightening  up  the  store.  In  order, 
however,  to  get  the  full  benefit  of  daylight,  the  light 
which  comes  through  the  windows  and  skylights 
must  be  controlled  and  directed  in  some  fashion.  If 
ordinary  ground  glass  or  clear  glass  is  used  in  the 
skylights  and  windows,  there  will  be  a  brightly 
lighted  area  near  the  front  windows,  and  another  one 
underneath  the  skylight,  while  the  intervening  space 
will  be  comparatively  dark.  By  means  of  prismatic 
glass  it  is  possible  to  so  direct  the  light  that  conies 
through  the  skylights  and  through  the  front  win- 
dows that  fairly  uniform  illumination  can  be  ob- 
tained over  the  entire  store.  The  first  cost  of  pur- 
chasing prismatic  glass  and  of  having  it  set  is  com- 
paratively small,  while  its  advantage  in  the  saving 
of  light  bills  and  providing  good  daylight  illumina- 
tion will  by  far  outweigh  the  first  cost. 

Figure  1  illustrates  how  prismatic  glass  distri- 
butes the  light  received  from  the  skylight,  whih 
Figure  2  shows  how  the  light  passes  through  an 
ordinary  skylight  fitted  with  ground  or  ripple  glass, 
Figiu'e  3  shows  how  prismatic  glass  is  used  above  a 
show  window  to  direct  the  light  into  a  store,  while 
Figure  4  shows  what  happens  in  an  ordinary 
window. 

DECORATIONS  SHOULD  BE  LIGHT  IN  COLOR. 

As  a  further  aid  to  both  natural  and  artificial 
illumination,  the  interior  decorations  of  the  store 
should  be  light  in  color.  It  is  folly  to  have  walls,, 
ceiling  and  woodwork  dark  in  color,  for  dark  colors 
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Fig.  1.— Sky-light  with  PriBin  glass. 


Fig.  2.— Sky-light  without  Prism  glass. 
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of  your  town  and 
you  will  be  laying 
the  foundation  for 
their  business  when 
they  are  men. 

"LION" 
BRAND 

Bloomers 

make  friends  for  the 
dealer.  They  please 
the  boy  and  win  the 
parents  approval. 

We  make  bloom- 
ers, suits,  knickers 
and  overalls. 

Write  for  Samples. 


The  Jackson  Mfg.  Co. 

CLINTON 

Factories:     Clinton,   Goderich,  Exeter 


—Flat  Brushes— 

FOR  CARD-WRITING 

RED  SABLE  IN  ALBATA,  approved  and 
used  exclusively  by  the  author  of  the  "Edwards 
Short  Cut  System  of  Card-writing,"  and  other 
prominent  card  writers  of  C»nada.  Best 
French  make,     all  sizes.     We  also  handle 

CARD-WRITERS'  SUPPLIES 

consisting-  of  Thaddeus  Davids'  letterine, 
Soenneken  pens,  T  squares,  cardboard,  etc. 

Write  for  prices. 

E.  HARRIS   CO.,  LIMITED 

73  King  St.  Eaat,  -  -  Toronto 
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BUYERS 


W >'itc  for  Special  Clubbing  Rates 


IMMEDIATE   DELIVERY 


"KING  COATLESS" 

Summer  Suspenders 

2.  3  or  4  points. 

1.  Made  from  sweat  proof  elastic  webbing. 

2.  Self-adjusting,  sliding  back. 

3.  Rustless,  adjustable  buckles. 

4.  Patent  goose-neck  button-loops — can't  slip  off. 

5.  Advertised  in  leading  newspaper  and  magazies. 

$3.80  the  dozen. 
for  eitlier  2.  3  or  4  point 

"MORRIS"  PAD  GARTERS 

For  Particular  Men 

1.  No  metal  parts  touch  flesh. 

2.  Light,  yet  strong  elastic  keeps  them  snug  fitting 

3.  Simple  swivel  attachment  sewn  right  through  into  pad — can't 

tear  or  pull  out. 

4.  Flexible  rubber  grip  tips,  can't  tear  socks. 

5.  Adjustable,  rustless  buckles. 

Assorted  colors.     Each  pair  in  box. 

FOUR  GRADES  OF  QUALITY 

"Morris  "    B   garte.-s  $2.00  the  dozen 
BB         "        $2  IS 
A  ■■       $3.50 

AA         "        $4  00 

WIRE  RUSH  ORDERS  AT  OUR  EXPENSE 

THE  KING  SUSPENDER  CO. 

TORONTO,  ONT. 


This  hand- 
some Garter 
Case  as  photo, 
given  FREE 
with  order  for 
six  dozen  (3 
do2.  assorted 
and  3  doz.  ol 
any  one  qual- 
ity) "  Morris  " 
Garters.  Get 
one  at  once. 
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absorb  light  and  in  order  to  get  anywhere  near  the 
same  effect,  the  lamps  must  either  be  increased  in 
size  or  number. 

In  order  to  be  well  illuminated,  a  store  must  have 
sufficient  light;  the  light  sources  must  be  properly- 
placed  and  they  must  be  equipped  with  the  proper 
reflectors. 


Fig.  3.— Store  front  with 
Prism  glass. 


Fig.  4.— Store  front  with- 
out Prism  glass. 


By  sufficient  light  we  mean  that  illumination  of 
sufRciently  high  intensity  must  be  provided  so  that 
labels  and  size  marks  may  be  easily  read,  and  that  the 
store  may  have  a  bright  and  cheerful  appearance. 

By  well  placed  units  we  mean  that  the  light 
sources  should  be  placed  so  that  they  look  well;  so 


that  the  maximum  amount  of  light  is  uniformly  dis- 
tributed over  the  area  to  be  illuminated;  and  so 
placed  that  customers  will  not  be  in  their  own 
shadows  when  inspecting  the  goods. 

As  stated  in  the  opening  paragraph  of  this  article, 
there  are  hundreds  of  reflectors  which  can  be  bought 
on  the  open  market.  Each  different  type  of  reflector 
produces  different  results.  Some  are  suited  for  use 
where  the  ceilings  are  high ;  others  where  the  ceilings 
are  low.  Some,  by  virtue  of  their  color  and  shape, 
are  suited  to  one  need,  where  others  would  not  do 
at  all. 

As  a  usual  thing  several  reflectors  can  be  found 
which  will  meet  a  given  set  of  requirements,  that  is 
to  say,  that  for  a  store  of  certain  size  and  arrange- 
ment, several  reflectors  can,  as  a  rule,  be  found 
which  will  give  very  satisfactory  results,  but  for 
every  suitable  reflector,  there  are  a  score  which  can- 
not be  considered.  For  the  above  reason,  the  mer- 
chant should  take  care  that  the  lamps,  when  placed 
in  his  store,  are  properly  equipped  with  reflectors. 

In  order  to  perhaps  fix  more  clearly  in  the  minds 
of  the  readers  of  this  article  the  manner  in  which  an 
average  size  store  can  be  illuminated,  there  are  shown 
herewith  a  number  of  sketches  of  a  store  room  18 
feet  wide  by  71  feet  in  length  with  a  12-foot  ceiling. 
The  sales  room  proper  is  56  feet  in  length,  while  the 
stock  room  at  the  rear  of  the  store  is  14  feet  in  length. 
Down  the  centre  of  this  store  are  a  number  of  tables, 
while  just  inside  the  main  entrance  is  a  display  case, 
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Figs.  12  and  13.— Types  of  reflectors  that  are  available  for  use  in  show  window    lighting. 


Dry  Goods  Review 


MEN'S    WEAR    SECTION. 


103 


X 

^ 


-^^-i- 


7    -► 


14' 


/ 


*-s'    ^ 


TA^BLC    I 


TABLE 


TA- 


1 


'heater 


*-*- 


56' 


t 


^^^^^^A^^f^^^^^^^^^^^.-^^^^^^^^^^^^^7^^^;^.'.'^^^^^^y.^^^^^^^^^^^^.'.>^^^^^^.'^X:.^>»^^^^^JI)^^^^^^^^^^^^^/ 


(=:: 


J-  2S0  WATT  MAZDA  LAMP 


4-60 WATT  MAZDA  iAMRS  4- lOOWAfr  MAZDA LAMP^ 


1    ^r 

U  I  I  ea 


Fig.  6. 


Fig.  7. 


while  around  the  sides  and  end  are  the  regulation 
wall  cases.  In  the  accompanying  sketches,  we  are 
showing  three  possible  ways  of  lighting  this  store. 
Each  one  will  produce  practically  the  same  intensity 
of  illumination,  the  differences  being  in  the  expense 
of  installation  and  the  class  or  appearance  of  the  fix- 
tures and  glassware  used.  1 
Scheme  No.  1,  Figure  5,  is  at  once  the  simplest 
and  cheapest.  Down  the  centre  of  the  store  we  have 
suggested  the  installation  of  four  250-watt  bowl 
frosted  Mazda  lamps  fitted  with  a  good  type  of  ex- 
tensive reflector  and  hung  at  a  height  of  10  feet  above 
the  floor :  These  units  may  be  supported  by  a  small 
canopy  chain  drop  fixture  which  is  at  once  neat  in 
appearance  and  low  in  cost. 

WHERE  TO  PLACE  THE  LAMPS. 

In  the  stock  room  at  the  rear  of  the  store  we 
would  suggest  the  installation  of  one  100-watt  bowl 
frosted  Mazda  lamp  fitted  with  a  good  type  extensive 
reflector  himg  10  feet  above  floor.  Inasmuch  as  this 
room  is  used  mainly  as  a  stock  room,  it  is  not  neces- 
sary to  illuminate  the  entire  space  all  of  the  time. 

In  scheme  No.  2,  Figure  6,  we  have  used  a  neat 
four-light  fixture,  each  fixture  fitted  with  four  60- 
watt  bowl  frosted  Mazda  lamps  fitted  with  extensive 
type  reflectors  and  hung  at  a  height  of  10  feet  above 
the  floor.  With  this  scheme,  almost  the  same  inten- 
sity of  illumination  will  be  produced  as  in  the  first 
case,  and  the  store  will  have  a  much  more  complete 
and  finished  appearance.  The  illumination  of  stock 
and  workrooms  remains  the  same. 


In  scheme  No.  3,  Figure  7,  we  have  carried  the 
development  a  little  further ;  assuming  that  the  shop- 
keeper desires  to  have  an  installation  which  is  dif- 
ferent from  what  everybody  else  has:  something  or- 
nate as  well  as  useful.  In  this  case  we  have  recom- 
mended the  installation  of  four  Alabaster  glass  dishes 
similar  to  the  one  shown  in  the  accompanying 
illustration.  Figure  8.  This  unit  should  be  equipped 
with  four  100-watt  clear  Mazda  lamps,  and  should  be 
hung  about  30  inches  from  the  ceiling.  The  illumi- 
nation of  the  workroom  and  stockroom  in  the  rear 
is  the  same  as  in  the  previous  cases.  This  scheme  of 
decorative  lighting  can  be  carried  on  in  a  great  many 
different  directions.  One  merchant  of  whom  the 
writer  knows  has  made  use  of  hammered  brass  fix- 
tures equipped  with  a  large  number  of  round  bulb 
all-frosted  Mazda  lamps.  The  result  is  very  pleasing. 
Another  dealer  has  illuminated  his  store  by  means 
of  large  translucent  glass  spheres,  with  splendid 
results. 

An  improvement  over  scheme  No.  1  would  be  the 
use  of  two  rows  of  light  sources  instead  of  one,  the 
lamps  being  about  half  the  size  of  those  used  in  the 
centre  unit  and  being  uniformly  spaced  along  the 
length  of  the  store. 

THE   INDIRECT  SYSTEM. 

In  addition  to  the  above,  we  might  mention  the 
ej'^e-comfort  or  indirect  system  of  illumination.  In 
this  system  the  lights  are  completely  hidden  from 
view,  the  room  being  illuminated  by  reflected  light 
from  the  ceiling.  AVith  this  system  tliere  is  a  large 
range  of  choice  in  fixtures  so  that  almost  any  purse 
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Fig.  8  —  Something  ornate  as  well 
as  useful.  An  alabaster  glass 
dish  equipped  with  lamps  and 
hung  about  30  Inches  from  the 
ceiling. 


may  be  snited.  These  suggestions  are,  of  course, 
general,  but  indicate  the  numerous  ways  in  which  a 
store  may  be  illuminated  effectively  and  well. 

WINDOW  LIGHTING. 

The  illumination  of  show  windows  needs  quite  as 
much  careful  attention,  if  not  more,  than  the  illumi- 
nation of  the  store  itself.  It  is  the  show  windows 
which  clearly  reflect  the  character  of  the  merchant. 
If  he  is  a  "live  wire,"  always  on  the  lookout  for  new 
business,  his  windows  will  be  dressed  in  such  a 
fashion  as  to  attract  the  buying  public;  while  if  he 
is  prone  to  "lay  by"  and  rake  up  that  which  comes  to 
him,  his  windows  are  apt  to  be  rather  indifferently 
dressed.  The  purpose  of  a  show  window  is  clearly 
to  display  goods  which  are  on  sale  within  ths  store, 
and  certainh^  not  to  advertise  the  local  lighting  com- 
pany. It  is  never  go  )d  practice  to  outline  a  window 
with  incandescent  lamps  of  any  size.  It  is  sometimes 
effective  during  the  holiday  season  to  use  a  number 
of  miniature  lamps  in  a  window^  but  the  illumina- 
tion of  the  window  proper  should  never  be  done  by 
outline  lighting.  The  effect  of  such  a  system  of  il- 
lumination on  a  passer-by  is  always  a  glare,  and  in- 
stead of  seeing  the  wares  on  display  in  the  window, 
he  will  look  at  the  lamps  and  pass  on.  The  lighting 
of  a  window  should  be  done  in  such  a  way  that  the 
attention  of  passers-by  is  attracted  to  the  goods  on 
display  without  calling  attention  to  the  lamps  them- 
selves in  any  way. 

About  the  cheapest  and  at  the  same  time  effective 
way  to  light  a  window  of  the  size  shown  on  the  ac- 
companying sketch  would  be  to  instal  a  150-watt 
bowl  frosted  Mazda  lamp  fitted  with  a  concentrating 
reflector  and  hung  just  above  the  top  of  the  plate 
glass.     This  plan  may  be  improved  upon  somewhat 


by  using  smaller  lamps.  In  this  case,  five  40-watt 
lamps  spaced  as  shown  around  the  edge  of  the  win- 
dow and  equipped  with  a  good  type  window  lighting 
reflector,  similar  to  those  shown  on  the  accompany- 
ing illustrations.  Figures  12  and  13,  were  used.  The 
advantage  of  a  number  of  smaller  lamps  over  the 
large  one  is  that  the  shadows  cast  by  a  "built  up  dis- 
play" will  not  be  nearly  so  dense  as  with  a  single 
unit.  Furthermore,  if  one  light  goes  out,  the  entire 
window  will  not  be  in  darki^iess.  The  accompanying 
sketches.  Figures  9  and  10,  show  the  manner  in 
which  these  units  should  be  installed.  The  light 
sources  may  be  concealed  from  the  street  by  means 
(if  a  translucent  sign  at  the  top  of  the  window,  or  by 
means  of  French  curtains,  grill  work,  etc.  In  the 
illustratioji  shown.  Figure  11,  the  windows  are 
backed  with  clear  glass  so  that  the  light  sources  are 
visible  from  the  interior  of  the  store.  However, 
through  the  use  of  concentrating  prismatic  glass  re- 
flectors and  a  number  of  small  lamps  spaced  uni- 
formly along  the  upper  front  edge  of  the  window, 
the  wares  arc  beautifully  illuminated  and  the  trans- 
lucent sign  stands  out  distinctly,  and  even  though 
the  units  are  visible  from  the  interior  of  the  store, 
there  is  no  glare  to  speak  of. 

Where    the    windows    are  larger  the  scheme  of 
spacing  the  units  uniformly  along  the  upper  front 

(Concluded  on  page  106.) 


Sizing  up  the  Customer's  Mental  Attitude 

Certain  peculiarities  which  may  be  easily  read  by  the  wide-awake  salesman 

—  Certain    physical    defects    have    their    corresponding    mental    infirmities  — 

Significance  of  stooping  and  erect   figures 


TO  what  extent  is  it  possiljle  for  the  men's  wear 
salesman  or  the  tailor  to  size  up  the  character 
of  a  customer  from  his  appearance?  Author- 
ities declare  that  there  are  physical  peculiarities  in 
many  people  which  serve  as  a  reliable  index  to  their 
mental  outlook  or  temperament,  and  that  the  apt 
merchant  who  has  made  some  study  of  these,  can, 
with  something  like  intuition  adjust  his  own  mental 
attitude  so  as  to  meet  the  customer  most  satisfactor- 
ily to  all  concerned.  Discussing  this  question,  a 
writer  in  an  English  fashion  journal  has  this  to  say: 

"The  question  has  been  revived  in  my  mind  as 
to  how  far  any  physical  abnormality  can  l^e  shown  to 
have  a  corresponding  mental  or  moral  deficiency,  or 
peculiarity ;  or,  to  be  more  concise,  whether  there  ex- 
ists any  connection  between  physical  disproportion 
and  mental  inharmony. 

"I  remember  a  former  employer  of  the  writer's 
seriously  informing  him  that  persons  with  a  squint 
invariably  had  a  corresponding  moral  squint  or  ob- 
liqueness in  their  nature,  and  for  that  reason,  with 
such  persons,  cash  transactions  only  should  be  the 
rule. 

"Whether  this  is  true  or  not,  it  is  a  recognized 
fact  that  most  persons,  consciously  or  unconsciously, 
associate  certain  physical  defects  with  corresponding 
mental  inth-mities.  Indeed,  our  literature  teems 
with  examples  of  this,  and  before  the  novelist  deline- 
ates the  mental  peculiarities  of  his  characters,  he 
carefully  describes  their  external  appearance,  colour 
of  hair  and  eyes,  type  of  face,  and  so  on,  so  that  the 
reader  may  infer  their  disposition,  or  moral  bias — 
or  innnoral,  as  the  case  may  be — and  thus  in  a  de- 
gree anticipate  what  follows. 

"That  mental  and  moral  states  affect  bodily  con- 
ditions cannot  be  gainsaid;  therefore  it  is  by  no 
means  so  ludicrous  as  may  appear  at  first,  for  the 
tailor  to  be  able  to  estimate  the  character  of  many  of 
his  customers  by  their  physical  peculiarities,  and 
then  deal  with  them  accordingly. 

"For,  after  all,  most  physical  nl»nornialitics  are 
primarily  and  solely  mental,  and  really  only  expres- 
sions of  varying  individual  characteristics. 

"The  training  and  daily  practice  of  a  tailor  or 
cutter  stimulates  and  develops  the  faculty  of  obser- 
vation, for  every  physical  defect  or  peculiarity  of  his 
clientele  Tiiust  bo  perceived  and  noted,  or  trouble  will 
assuredlv  follow  at  a  later  staj^e. 


"Without  entering  into  the  ramifications  of  the 
subject,  or  at  all  attempting  to  go  into  detail,  a  few 
of  the  more  common  and  distinct  types  of  dispro- 
portion the  tailor  meets  with  in  the  course  of  his 
duties  may  be  noticed,  and  any  deductions  there- 
from, "when  found,"  jotted  down  and  "made  a  note 
of. 

SOME  COMMON    TYPES. 

"One  of  the  most  common  types  of  disproportion 
the  tailor  has  to  deal  with  is  the  customer  with  a  de- 
cided rotundity  of  outline,  supposed  to  be  becoming 
to  city  aldermen,  and  known  technically  as  corpvilen- 
cy.  With  such  a  person  one  usually  associates  a  love 
of  ease  and  enjoyment,  a  fondness  for  things  gastron- 
omical — pleasure  loving — and  of  the  good  things  of 
life  generally.  While  his  antithesis,  the  spare,  lean 
man  of  sharp  outline,  and  many  angularities,  may 
be  regarded  as  over-anxious,  highly-strung,  of  a  wor- 
rying disposition  or  temperament,  and  liable  to  ex- 
tremes of  depression  or  elation. 

Who  ever  knew  the  erect  figxire  to  be  anything 
but  dignified,  self-confident,  proud,  and  ofttimes  vain 
and  haughty  in  bearing;  excepting,  of  course,  the 
military  type,  which  is  really  artificial  and  acquired, 
and  the  result  of  training  and  repression?  And  the 
ne'er-do-well  is  represented  in  the  round-shouldered, 
stooping,  head-forward,  narrow-chested  type.  For 
the  humble,  diffident,  shy  man,  the  man  lacking  in 
confidence,  and  unwilling,  or  imable  to  assert  him- 
self, always  leans  forward  in  a  self-depreciatory  man- 
ner, as  though  wishful  to  escape  observations,  as  he 
really  is.  Hence  the  mental  characteristics  of  the 
head-forward  figure  are  the  reverse  of  the  erect  type, 
in  agreement  with  the  physical  formation. 

SIGXIFICAXCE   or   XECKS. 

"The  long-necked  person  is  generally  considered 
to  be  of  an  aspiring  and  devotional  turn  of  mind; 
while  the  short-necked  square-shouldered  individual 
may  be  judged  to  be  pertinacious  and  pugnacious, 
with  a  love  of  sport  and  physical  exercise. 

"The  lop-sided  phy.sique  would  be  sufficient 
ground  for  inferring  an  odd,  eccentric,  unbalanced 
character;  but  whether  the  physically  hump-backed 
l)crson  possesses  the  unenviable  predisposition  for 
taking  the  "hump"  on  the  least  provocation  or  is 
given  to  taking  offence  on  any  and  every  occasion, 
inv  readers  must  decide  for  themselves. 
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"Expert  character  readers  tell  us  that  toes  turn- 
ed inwards  denote  the  unobservant  person,  one  of 
those  who  have  eyes  yet  see  not;  toes  turned  out- 
wards, I  suppose,  would  point  to  the  converse  of  this, 
the  inquisitive  curious  creature,  the  quidnunc. 

"Knock  knees  are  supposed  to  indicate  physical 
weakness,  and  a  corresponding  mental  feebleness  and 
vigor,  and  instability  of  character;  while  concave, 
arched,  or  bow  legs  might  denote  a  frank,  free  and 
open  disposition. 

"Whether  'openness'  and  'closeness'  of  legs  show 
a  like  openness  and  closeness  of  disposition,  I  will 
not  venture  to  say,  but,  reasoning  from  analogy, 
such  a  thing  is  quite  within  the  realms  of  possibility. 

"But  not  only  is  it  possible  to  deduce  general 
characteristics  from  the  physical  formation,  but  the 
degree  of  physical  disproportion  appears  to  be  in  ex- 
act ratio  to  the  mental  departure  from  the  normal. 

"Thus  the  very  corpulent  would  be  inactive, 
slothful,  indolent,  lethargic  and  careful  of  'number 
one.'  While  the  less  corpulent  would  exhibit  a  love 
of  ease  and  pleasure,  and  the  things  of  the  table. 

ERECT  AND  STOOPING  FIGURES. 

"The  very  erect  would  certainly  be  haughty,  ar- 
rogant, contemptuous  and  overbearing;  while  the 
person  only  slightly  erect  would  be  found  to  be  dig- 
nified, and  upright  in  character,  and  honorable  and 
just  in  all  his  dealings. 

The  very  stooping  figure,  unambitious,  devoid  of 
self-respect,  lacking  initiative  and  enterprise.  The 
less  stooping  merely  modest,  humble  and  deferen- 
tial; and  so  on  through  the  whole  gamut  of  physical 
peculiarities  and  mental  idiosyncracies. 

"Another  important  aspect  of  this  subject,  and 
one  which  the  tailor  cannot  afford  to  altogether  ig- 
nore, albeit  somewhat  sordid  and  mercenary,  is  the 
pecuniary  phase.  For  to  be  able  to  distinguish  at  a 
glance  the  honest  from  the  dishonest,  the  prompt 
payer  from  the  'long-winded,'  would  be  a  decided 
advantage,  and  a  distinct  acquisition  to  his  stock  of 
knowledge,  and  an  accomplishment  to  be  envied." 


■4>- 


Store  and  Window  Illuminations 

(Concluded  from  page  104) 

edge  of  the  windows  will  nearly  always  work  well. 
As  the  windows  change  in  size,  the  type  of  reflector 
required  will  change.  For  instance,  with  a  very 
high,  narrow  window,  the  light  must  be  thrown  al- 
most vertically  downward,  while  with  a  deep  window, 
the  light  must  be  thrown  downward  and  backward 
away  from  the  glass. 


There  are  sometimes  windows  which  are  too  deep 
to  be  illuminated  from  the  front.  This  is,  however, 
not  often  the  case  with  display  windows. 

Entrance  display  cases  should  be  treated  some- 
what as  show  windows.  When  the  cases  are  open  at 
one  side  only,  light  sources  may  be  placed  at  the  up- 
per front  edge  of  the  case.  Sometimes  where  the 
case  is  quite  narrow,  tubular  lamps  must  be  placed 
at  the  front  edge  under  each  shelf.  Glass  shelves 
always  aid  when  one  is  illuminating  a  case.    Where 


Fie.  11  —  Windows  backed  with  clear  glass  so  that  light 
sources  are  visible  from  interior    of  J  istore. 


a  case  is  set  in  tlie  middle  of  an  entry  way,  small 
lamps  fitted  with  concentrating  reflectors  placed 
along  tbe  upper  edge  of  the  case  are  effective.  The 
light  sources  should  always  be  hidden  from  view  if 
possible. 

Figures  12  and  13  show  a  few  of  the  many  ex- 
cellent reflectors  available  for  use  in  show  window 
lighting. 

The  merchant  will  find  in  the  long  run  that  it 
will  pay  to  give  the  most  careful  consideration  to  the 
illumination  of  his  store  and  windows.  If  he  is 
uncertain  as  to  what  to  do,  he  should  consult  some 
reliable  engineer  or  write  to  the  various  lamp  and 
reflector  companies,  who  have  competent  engineers 
in  their  service  who  are  willing  to  give  advice  as  to 
the  best  way  in  which  to  illuminate  the  store  in 
question. 


Did    You    Ever    Meet 
This    Customer? 

See  Salesmanship   Competition,  page  63. 


THE  "REVIEW'S"  INFORMATION  BUREAU 


COMMUNICATIONS    for    this   department  should  be  addressed  to  "The 

Dry  Goods  Review"  or  "Men's    Wear   Review,"    143  University    Avenue, 

Toronto,  for  prompt  attention. 


Editor  Men's  Wear  Review,— Kindly  send  me 
addresses  of  several  reliable  dealers  in  second-hand 
Canadian  military  uniforms,  accoutrements  and 
stores. 

Try  Austen  &  Workman,  military  tailors,  451 
Yonge  Street,  Toronto.  They  frequently  have 
second-hand  uniforms  for  sale.  It  is  not  known  that 
there  are  any  dealers  handling  articles  of  this  kind 
extensively.  Would  suggest  that  you  write  to  the 
Department  of  Militia  and  Defence,  Ottawa,  describ- 
ing exactly  what  you  want  and  for  what  purpose. 


Editor  Men's  Wear  Review, — Please  advise  us 
where  we  can  get  stockinette  toe  and  heel  protectors ; 
also  leather  heel  protectors. 

Denton,  Mitchell  &  Duncan,  Toronto,  have  an 
imported  protector,  and  we  understand  that  Chip- 
man-Halton  Knitting  Co.,  Hamilton,  make  them. 
F.  H.  Cragg,  manufacturers'  agent,  52  Bay  Street, 
Toronto,  has  an  imported  patented  line  in  cotton. 
Leather  heel  protectors  can  be  obtained  from  the 
General  Leather  Goods  Co.,  Toronto. 


Editor  Men's  Wear  Review, — Please  inform  me 
where  "Little  Citizen"  shoes  are  made. 

By  the  J.  -J.  Hewetson  Co.,  Ltd.,  88  Teraulay 
Street,  Toronto. 


Editor  Men's  Wear  Review, —  Please  give  us  the 
address  of  a  Canadian  manufacturer  of  men's  and 
boys'  leather  belts. 

The  Julian  Sale  Leather  Goods  Co.,  the  Western 
Leather  Goods  Co.,  Toronto,  and  the  Canadian 
Leather  Goods  Co.,  Montreal. 


Editor  Men's  Wear  Review, — Please  advise  us 
where  we  can  purchase  rubber  printing  sets  for  store 
tickets.  We  have  a  card  writer,  but  would  like  to 
assist  him  by  using  an  up-to-date  press. 

From  B.  Cairns,  77  Queen  Street  East,  Toronto; 
Canada  Stamp  &  Stencil  Co.,  Toronto;  Hamilton 
Stamp  &  Stencil  Co.,  Toronto. 


Editor  Men's  Wear  Review, — Where  can  we  buy 
aluminum  or  trade  money?  What  is  youv  opinion 
of  trade  money? 

From  Canada  Stamp  &  Stencil  Co.,  Toronto; 
Hamilton  Stamp  &  Stencil  Works,  Toronto;  B. 
Cairns,  77  Queen  East,  Toronto. 


Editor  Men's  Wear  Review, — Where  can  we  buy 
placards  for  suspending  over  departments,  such  as 
men's  clothing,  men's  furnishings,  etc.? 

Boards  or  cards  from  P.  Thompson  Co.,  130 
Victoria  Street,  Toronto.  Electric  signs.  Death  & 
Watson,  Toronto;  G.  Booth  &  Son,  Toronto. 


Editor  Men's  Wear  Review, — You  would  greatly 
oblige  by  letting  me  know  where  to  buy  shirts  named 
"Regent." 

From  the  Regent  Shirt  Co.,  Montreal. 


Editor  Men's  Wear  Review, — We  wish  to  make  a 
tender  on  band  uniforms,  and  would  appreciate  it  if 
you  gave  us  the  names  of  two  or  three  firms  making 
them. 

Crown  Tailoring  Co.,  Toronto ;  Art  Tailoring  Co., 
Toronto;  Austen  &  Workman,  military  tailors, 
Toronto. 


Editor  Men's  Wear  Review, — We  have  been  try- 
ing to  get  a  collar  size  17%  for  a  customer.  Can  you 
tell  us  who  makes  quarter  sizes  either  in  Canada  or 
United  States? 

The  size  is  abnormal,  and  you  may  have  some 
difficulty  in  finding  them  in  stock.  Would  suggest 
that  you  communicate  with  Tooke  Bros.,  Montreal; 
Williams,  Greene  &  Rome  Co.,  Berlin,  Ont. ;  The 
Corliss,  Coon  Co.,  Troy,  N.  Y.;  Cluett,  Peabody  <k 
Co.,  Troy,  N.  Y.;  Earl  &  Wilson,  through  A.  E. 
Altmeyer,  Union  Square,  N.  Y. ;  M.  Jos^  ''  Lowen- 
stein,  agency,  Carlaw  Bldg.,  Toronto. 


Editor  Men's  Wear  Review,— Who  is  the  maker 
of  the  Fit-All  shirt,  which  was  described  in  a  recent 
number  of  your  paper? 

This  shirt  is  made  by  J.  Blair  King,  7  Wood 
Street  Square,  London,  E.  C. 
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Canadian     Window     Trimmers'     Association 


First  Annual 


Convention  Program 

to  be  held  in  Assembly  Hall, 


Addresses 

Demonstrations  JEROME  a.  KOERBER,  Strawbridge  &  Clothier, 

Stereopticon  Talks  H.  HOLLINSWORTH,  Robt.  Simpson  Co.,  Limited, 

DisnlaVS  ^"^^'  ^^^^'  ^^^^^^^  Specialist, 

^     ^  AND  OTHERS 


Philadelphia 
Toronto 
Toronto 


Wednesday,  Aug.  21st.,  1912 

MORNING 

9.00  a.m. — Assembling'  of  members  and  welcome  by  en- 
tertaining committee. 

10.00  a.m. — Address  of  welcome  by  President  H.  C. 
MacDonald.  Reports  by  officers  and  committees ;  ap- 
plications for  membership;  general  business;  nom- 
inations; appointment  of  contest  judges;  election  of 
honorary  members;  new  business. 

AFTERNOON 

1.30  p.m. — Report  of  National  Association  of  Win- 
dow Trimmers  of  America  convention,  held  in 
Chicago,  by  Vice-President  H.  Robinson. 

2.30  p.m. — Hints    to     Window     Trimmers.       How     to 

ask  for  an  increase  in  salary;  attitude  toward  heads 
of  departments;  trimmer's  ambitions  and  oppor- 
tunities; truthfulness  and  honesty;  jealousies  and 
standing.     H.  Hollinsworth. 

Applications  of  Wall  Papers  in  Modern  Window 
Backgrounds.  Demonstrated  by  practical  panels, 
with  suggestions  to  work  out  many  inexpensive  set- 


tings showing  the  possibilities  open  to  trimmers  in 
this  direction.     H.  Hollinsworth. 

4.30  p.m. — Entire  convention  assembles  for  photo. 

Thursday,  Aug.  22nd. 

MORNING 


9.00    a.m. — Election     of     officei's; 
awards  of  contest  judges. 


announcement     of 


10.00  a.m. — Window  trimming  from  the  merchant's 
viewpoint.  Discussion  opened  by  prominent  mer- 
chant. 

11.00  a.m. — Introductory  Address.  A  heart-to-heart 
talk  with  the  boys,  touching  their  relations  with  their 
department.  Hints  how  to  push  ahead  and  win  out. 
Personal  experiences  touching  on  formal  and  in- 
formal displays.     Jerome  A.  Koerber. 

AFTERNOON 

1.30  p.m. — Air  brush  and  show  card  demonstration. 

2.30  p.m. — Comprehensive  talk  on  windows,  which  will 
cover  the  proper  handling  and  selecting  of  merchan- 
dise for  disjilay  purposes.  Pannier  and  period  drapes 
and   their  derivation,  including    demonstrations    on 


Pnf  ai»f  Qininanf      "^^^  Reception  Committee  have  in  view  a  program  which  will  combine  plea- 

sure  and  business  to  the  extent  that  the  first  annual  convention  may  set  a 
high  record  for  those  that  are  to  follow.  Every  window  trimmer,  whether  a  member  or  not,  will  find  it 
to  his  advantage  to  attend.  Merchants  and  buyers  in  the  city  at  the  time  are  invited  to  be  present  at 
the  meetings. 


Plem 


se  'int 


ittion    The  Review   to    Ad rerfi--<ers  and   Their  Travelers. 
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Canadian     Window     Trimmers'     Association 


Three  Profitable  Days 


Aug.  21,  22,  23,  1912 


"Prince  George"  Hotel,  Toronto 

GEO.  J.  COWAN,  Window  Trim'g  Expert,  Dry  Goods  Reporter,   Chicago 
H.  C.  MacDONALD,  Murray-Kay  Co.,  Limited,         -  Toronto 

H.  ROBINSON,  R.  McKay  &  Co.,         -         -  -  Hamilton 

AND  PROMINENT  MERCHANTS 


Elections 
Discussions 
Reports,  Awards 
Entertainment 


^lide    illustrations. 


new  fall  d.'apes,    with    lantern 
Jerome  A.  Koerber. 

EVENING 


7.45  p.m. — Stereopticon  Lecture.  Talks  on  window  trim- 
ming, illustrated  by  over  100  slides  showing  the  fin- 
est stores  and  window-trimmers'  work  in  America 
and  Europe,  discussing  their  strong  and  weak  points, 
proper  effects  of  colors,  up-to-date  backgrounds,  dis- 
play ai-rangement,  including  trims  for  all  seasons  of 
the  year.     Geo.  J.  Cowan. 

9.00  p.m. — Awards  of  Prizes. 

Special  attractions  of  the  convention  every 
day.  Displays  of  window  photographs,  high- 
class  show  cards,  contest  prizes,  manufac- 
turers' latest  improvements,  new  fixtures,  draping 
trimming  requirements  of  all  descriptions. 

Friday,  Aug.  23rd. 

MORNING 

9.00  a.m. — Report  of  nomination  committee;  selection 
of  city  for  next  convention:  completing  unfinislicd 
business. 


10.00  a.m. — The  manufacture  of  wax  figures;  proper 
care  and  instructions  in  cleaning  and  repairing. 
Demonstrated.     Thomas  Dale. 

The  educational  features  of  this  address  will  be  appar- 
ent to  every  window  trimmer,  who  has  to  experi- 
ment in  keeping  his  wax  figures  in  shape.  It  will  be 
an  interesting  demonstration  of  the  work  from  the 
manufacturer 's  standpoint. 

AFTERNOON 

Open. — The  last  afternoon  will  be  free  to  trimmers 
who  want  to  visit  the  many  manufacturers  or  the 
departmental  stores.  This  will  enable  those  to  get 
away  who  have  to  be  at  business  Saturday. 

Extra  Demonstrations 

The  committee  have  under  consideration  several  other 
attractive  features,  which  will  be  announced  later. 
The  program  is  being  arranged  with  a  view  to  touch- 
ing on  the  newest  things.  Everything  points  to  suc- 
cessfully obtaining  proposed  or  added  demonstra- 
tions which  will  be  held  on  Friday  afternoon,  or  in- 
terspersed among  the  other  days. 


Merchants 


See  that  your  window  trimmer  attends  this  event.  It  will  be  rich  in  ideas,  and 
place  him  in  touch  with  some  of  the  best  men  in  the  business.  He  will  return 
with  enthusiasm  and  ready  to  apply  himself  to  the  demand  of  the  fall  openings.  Stores  large  and  small 
are  equally  interested.  Co-operation  for  better  advertising  and  merchandising  means  more  business. 
Send  your  men  along.     If  possible,  come  yourself. 


Please   mention    TJte   Ih 


fii     .  I  il rr rt isf  rs    a ii  <l    Th 
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HINTS     TO    BUYERS 


Everybody's   Wearing   Them 

With  the  best  linen  inner  lining  for  the  purpose 
that  money  can  buy,  the  Linolo  waterproof  collar, 
made  by  the  Smith-D'Entremont  Company,  Ltd., 
Toronto,  measures  up  to  every  requirement  that  ap- 
pearance, wear  and  comfort  can  demand.  To  use 
the  words  of  the  manufacturer,  it  is  a  collar  that 
"looks  like  linen  and  wears  like  iron."  That  this  is 
being  demonstrated  in  a  practical  way,  is  evident 
from  the  increasing  demand  for  the  collar,  not  only 
for  general  wear,  but  under  conditions  where  it  has 
the  test  of  hard  usage.  It  retains  the  pliability  of 
the  best  linen  collar,  is  odorless  and  can  be  easily 
cleaned  with  a  damp  sponge.  The  Linolo  is  made 
in  half  sizes,  as  low  as  11  and  as  high  as  19,  in 
variety  of  design  to  conform  with  up-to-date  styles. 
There  is  a  fine  range  of  juvenile  styles.  One  of 
these,  the  Eton  collar,  has  had  a  strong  demand  for 
boys  and  misses. 

In  order  to  facilitate  buttoning  in  the  double 
band  collar  a  small,  half-circular  piece  is  taken  out 
at  the  back.  Thus,  the  collar  button  is  easily  ad- 
justed. When  so  specified,  a  non-corrosive  metal 
buttonhole  is  introduced.  This  feature  is  particular- 
ly desirable  in  mechanics'  collars,  or  when  worn  by 
any  person  in  strenuous  employment  where  the  wear 
is  exacting. 


The  increasing  favor  shown  for  waterproofed 
linen  collars  has  been-~  recognized  by  merchants 
everywhere.  Men  in  every  walk  of  life  are  wearing 
them  as  the  result  of  the  high  standards  of  quality, 
finish  and  style  that  have  ben  attained  by  the  manu- 
facturers. The  Smith-D'Entremont  Co.  have  a  most 
complete  equipment  for  the  production  of  these  col- 
lars. Linolo  has  already  taken  a  prominent  place  in 
men's  wear  trade. 


Introducing  a  New  Tie. 

The  Sword  Neckwear  Co.,  Toronto,  are  intro- 
ducing an  entirely  new  idea  in  men's  neckties.  Noth- 
ing can  be  said  as  yet  with  reference  to  the  form 
which  this  will  take,  nor  the  materials  that  are  to  be 
employed.  It  can  be  said,  however,  that  with  the 
decided  change  that  is  predicted  in  neckwear  vogue 
the  new  tie  should  meet  with  an  exceptional  demand. 


An   artistic   display   of   waists   and  accessories,   in   which  Onkeii 
intercliangeable  fixtures  are  effectively  used. 
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Ill 


Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get  ? 


EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  the  market  for  certain  goods,  but  that 
they  do  not  know  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

W^e  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 
not  usually  sold  in  dry  goods  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 
are  at  the  service  of  our  readers. 

"We  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 

and  use  it  when  you  would   like    us   to   give 
you  information. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


THE  DRY  GOODS  REVIEW 

143  UNIVERSITY  AVENUE 
TORONTO 


For  Subscribers 


INFORMATION  WANTED 


DATE 


191 


PLEASE   TELL   ME  WHERE   I  CAN   BUY 


NAME 

ADDRESS 
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REGISTERED 

The  Largest  Selling  Fabric 
of  Its   Kind  in    the   World 

The  vogue  of  SOIESETTE  is  still  on  the  increase.  Men  and 
women  everywhere  are  learning  more  and  more  of  the  possibil- 
ities of  this  remarkable  silk-like  fabric. 

SOIESETTE  has  become  the  favorite  material  with  men.  They 
demand  Pajamas,  Negligee  and  Outing  Shirts,  Athletic  Under- 
wear, Office  Coats,  etc.,  etc.,  of  SOIESETTE.  Made  in  all 
shades.  When  you  place  your  next  order  with  your  manufac- 
turer demand  SOIESETTE  and  don't  accept  the  garments 
unless  they  bear  the  label. 


Clarence  Whitman  &  Company 

112  Coristine  Building,   Montreal 


SOIESETTE 


St.    Louis 


This  label  prolecis   dealer 
and  customer  alike 

We  furnish  labels  free  of  charge 
lo  manufaclurers 


DRY     GOODS     REVIEW 


WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  W^indow  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


to 

paid 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming,  Interior  Decorating,  Window  Advertis- 
ing, Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
the  modern,  up-to-date  merchant  and  decorator.  Price,  post 
$3.50 

Window^T  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    < $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Aaver.3."«: 


Card  Writers'  Chart 


Retail  Advertising 
Complete 

This  book  covers 
every  known  miHhod  of 
advertising  .-i  relail 
business  :  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them    $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
pertaining  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
postpaid    for    $2.50 


A  complete  course  m 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice,  Punctua- 
tion, Composition,  Price 
Cards,  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price   post   paid   ....$1.50 

ICCO  Ways  and  Schemes  to  Attract  Trade 

A  book  th;it  swells  sales  and  increases  profits.  There  lias  never  before  been  published  n 
hook  like  tliis.  It  gives  brief  descriptions  of  over  1,000  ideas  .-ind  schemes  tliat  li.ive  I)een  trie<l  liv 
the  most  successful  retail  merchants  to  bring  people  to  their  stores  and  to  sell  goods.  If  you  try 
.1  scheme  every  day,  there  will  be  in  it  enough  separ.nte  and  numbered  suggestions  to  last  yoii 
nearly  three  years  without  repeating  a  single  one.  A  few  of  the  ideas  in  one  chapter:  An  Anniver- 
sary Scheme  with  Excellent  Points— A  Sign  That  Made  Money  for  its  Maker— .\dvertising  Dodge 
and  a  Clever  Salesman— A  Contest  that  Boomed  Trade— Giving  Unique  Publicity  to  a  New  Depart- 
ment—A Baby  Day  that  Drew  a  Crowd— Money  Makers  in  Many  Different  Lines- Plan  for  Intro- 
ducing n  New  Brand  of  Goods  that  Proved  a  Winner— Artistic  Ways  of  Displaying  Goods— Dav.s 
Devoted  to  a  Particular  Class  of  Customers— Many  Window  Trims  Out  of  the  Ordinary— In  tliis 
chapter  are  seventy-four  separate  and  distinct  ideas  that  have  been  successfully  carried  out  bv 
as  many  different  merchants.  There  are  IS  more  cliapters  ami  9.S4  more  Kcliemes  just  as  good  a'>. 
tliPKP.  208  Pages  n!/.x7,  and  I8n  IlliistraMons.  Printed  on  (lie  best  white  paper  and  bound  in  a 
handsomely    ornamented    cover.       Price    postpaid.    $1.00. 

All  books  sent  postpafr*  on  receipt  of  prfcf 

MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 

143-149  University  Ave.  TORONTO 
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DRY    GOODS    REVIEW 


No  Dead  Stock 
To  Lessen  Profits 


Established  over 
36  Years 


It's  the  losses  that  turn  the  scale  when  the  day  of  balancing 
comes.  The  merchant  has  paid  good  money  for  stocks  that 
won't  sell.  Placing  them  in  his  stock  sheets  at  a  valuation 
does  not  turn  them  into  money. 

— Our  work  is  to  transform  unsaleable  lines 
into  good  sellers.  Fabrics  that  are  off-color 
are  dyed  and  finished  to  a  saleable  color. 
Soiled  and  faded  goods  are  made  new  by 
same  process.  We're  particularly  successful 
in  the  cleaning  and  re-dyeing  of  plumes  and 
feathers.  Hundreds  of  merchants  all  over 
Canada  are  our  customers. 

R.  Parker  &  Co.,      Merchant  Dyers,      Toroiito,  Can. 


Rooster  Brand 


When  you  travel 
on  the 


Canadian  Railways 


did  you  ever  think  of  the  army  of  men 
in  their  employ  who  wear 

WHITE  COATS? 

Do  you  know  that  nearly  all  those 
coats  are 

ROOSTER  BRAND? 


Robert  C.  Wilkins  Co.,  Ltd. 

MANUFACTURERS 

Business  Office  and  Factory  :    FARNHAM,  QUE. 

Montreal:  23  Dowd  St.,  R.  C.  Wilkins,  Jr. 
Winnipeg:    63  Albert  St.,  T.  Whitehead 


Australian  Trade 

Are  You  Interested? 

If  so,  The  Draper  of  jiuslralasia  (published 
monthly)  can  provide  you  with  much  valuable 
trade  mformation.  It  is  the  organ  of  the  drapery 
and  kindred  trades  of  the  Antipodes,  and  is 
subscribed  for  by  all  the  leading  firms  in  Australia 
and  New  Zealand. 

Subscription     «j>^.5C)     Mailed  Free 

Specimen  Copy  will  be  supplied  on  application. 

Advertising  rates  may  be  obtabed  and  space 
secured  by  communicating  with  our  New  York 
Office,  29  Broadway. 

Publishing  Offices  : 

Melbourne,  Fink's  Buildings 

Sydney,  Post  Office  Chambers 

London,  71  Queen  St.,  E.C. 
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Headquarters  for 

General  Merchandise 


When    providing  for  your    Summer 

Sales,  remember   we   can   furnish  all 

your  requirements  in   any  or  every 

department. 


FOR  FALL  TRADE 

An  inspection  of  our  samples  will  solve 
the  question  of  fashion's  demands.  It  will 
be  an  education  for  you  to  see  the  latest 
novelties.  Every  department  of  our  large 
warehouse  can  be  relied  on  to  show  the  best. 

Note  Particularly  the   Showing  of 
These  Departments : 

Cottons — Carpets  and  House  Furnishings 
— Smallwares  and  notions — Dress  Goods 
— Men's  Furnishings — Hosiery  and 
Underwear  —  Silks  — W  oolens  —  Laces  and 
Embroideries — G loves  — W ash    Goods. 


Greenshields  Limited 

Montreal 
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FLANNELETTE. 

IF  purchasers  of  this  useful  material  for 
Underwear  all  the  year  round  would 
buy  the  best  English  make  they  would 
avoid  the  risks  they  undoubtedly  run 
with  the  inferior  qualities  of  Flannelette. 

HORROCKSES 

Flannelettes 

(made  by  the  manufacturers  of  the  celebrated 
Longcloths,  Twills,  and  Sheetings) 

are  the  best. 


See  the  stamp  "HORROCKSES"  on  the  selvedge. 


Horrockses,  Crewdson  &  Co.,  Ltd. 

Manchester  and   London,   England. 
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Don't   Restrict   Your    Choice! 


SEE     OUR     RANGE     OF 

Curtains  and  House  Draperies, 
Laces,  Flouncings  and  Embroideries 

We  have  a  very  comprehensive  showing  of  the  very  latest 
product  of  European  manufacturers.  See  the  entire 
range — then  make  your  choice.  We  can  help  you  to 
buy   right. 


1 


k«/»^»'V 


CURTAINS     and     HOUSE     DRAPERIES 

The  very  latest   designs  in    Lace  Curtains   and  figured  Madras — the   latter  in  delicate 
colored  effects.     Fancy  house  draperies  of  every  description. 


FLOUNCINGS 

We  have  a  splendid  range,  including  all 
the  newest  designs  in  27  and  45  inch 
widths.  The  cream  of  the  European 
markets. 


EMBROIDERIES 

The  new  showing  of  Embroideries  for 
next  season  must  be  seen  to  be  properly 
appreciated.  Let  us  show  you  the 
range.  i-^' 


LACES  \ 


In  every   conceivable    pattern,    design    and    width.       At    all    prices 
for   all    kinds   of   trade. 


t 


> 


Our     Salesmen    will   be    out    this     month    with    a    complete    range    o£ 
samples.     See    them    before    placing    orders. 


Fitzgibbon,    Limited,  mon'treTl     | 
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STIFEL'S    INDIGOS 


ESTABLISHED      1835 


The  standard  for  over  75 
years  for  making  Overalls, 
Uniforms,  Shirts  and  Coats 


Stifel's  Indieos  received  the  Gold 
Medal  Award  at  the  Louisiana  Pur- 
chase Exposition  at  St.  Louis,  for 
the  best  Indigos  made. 


YOUR  BRAND  is  the  biggest  asset  of  your 
business,  and  if  you  use  unestablished 
goods  and  they  turn  out  badly,  as  they  invari- 
ably do,  your  label  and  brand  will  be  blamed. 

When  you  put  your  brand  on  an  Overall  the 
consumer  looks  to  you  for  a  guarantee  not  alone 
of  the  make  and  of  the  fit,  but  of  the  fabric, 
and  if  the  goods  do  not  wear  well  your  label 
will  be  blamed. 

If  your  established  brand  is  backed  up  by  the 
use  of  Stifel's  Indigos  in  the  garments,  your 
brand  will  last  forever,  because  the  goods 
have  merit  and  are  better  than  any  other. 


J.  L.  Stifel  &  Sons 

Manufacturers 

Franklin  Mfg.  Company 

Sole  Selling  Agents 

260   Church   St.,  NEW   YORK 


Sales  Offices; 


You  can  be  proud  to  place  your  label  on  garments  made  from 
Stifel's  Indigos,  because  they  are  a  constant  recommendation  for 
your  brand,  and  the  trade  who  use  overalls  know  they  are  the  best. 


TORONTO: 
14  Manchester  BIdg. 

ST.  LOUIS  : 
426  Victoria  BIdg. 

BALTIMORE: 
IH  VV.  Fayette  St. 

PHILADELPHIA; 

839  Market  St. 


MONTREAL: 
10  Hospital  St. 

NEW  YORK: 
260  Church  St. 

BOSTON  : 

68  Chauncy  St. 

CHICAGO: 

?37  Fifth  Ave. 
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SPECIALS  IN  SILKS 


WE  know  we  have  them.     Having  them 
increased    our  business    in   these  lines 
many  times  and  could  increase  yours. 

Have  you  tried  any,  such  as  : 

Colored  Taffetas 

20  inches  wide,  guaranteed  good,  that  regularly 
retail  at  from  50c.  to  $1.00  per  yard,  we  offer  in 
any  quantities  at  a  price  which  allows  a  good 
profit,  retailing  at  30c.  per  yard. 

Foulard  Silks 

27  inches  wide,  in  good  shades  and  designs,  to 
retail  at  50c.  per  yard. 

DRESS  GOODS  FOR  FALL 

We  have  adopted  new  ideas  for  both  the  buying 
and  selling  of  these  goods,  which  have  resulted 
in  our  having  sold  already  more  dress  goods 
for  Fall  than  during  all  of  last 
season.  We  would  like  YOU  to 
see  our  samples. 

A  POST-CARD  WILL  BRING  ANY 
INFORMATION   BY  RETURN. 


all  John  M.  Garland, 
Son  &  Co. 

OttaAva,  Canada 


HI 
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GRAND 
PRIX 

FRANCO-BRITISH 
EXHIBITION.  1908 


GRT^D 
^PRIX 

^         TURIN 

EXHIBITI0N.I9I1. 


IT  IS  ESSENTIAL 


When    buying    for    Costume    purposes,    that  you   should    make 
sure  that  your 

VELVETEENS 

are  in  fast-to-rubbing  dyes. 

Ask    for — and    see    that  you    get — Cloths    guaranteed    to    be    in 

WORRALL'S 

FAST  DYES 

It    was    for    the    Excellence    of    these 
Velveteens  for  Costume  purposes  that  the 

GRAND    PRIX    WAS    AWARDED 

to  J.  &  J.   M.  Worrall,   Ltd.,    both  at 

the  Franco -British  Exhibition  in    1908, 

and   at   Turin    last   year. 


Always  insist  on  a  guarantee  that  you 
are    getting    "Worrall's    Fast    Dyes." 


NT 


GRAND 
PRIX 

FRANCO-BRITISH 
EXHIBITION.  1908 


GRAND 
PRIX 

TURIN 
EXHIBiTION.1911. 
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No  Advertising  Plan 
To  Boost  Your  Sales 

among   tne   dry  goods  mercnants   or   Canada   is   complete   unless 

THE  DRY  GOODS  REVIEW  is  included. 

IT   IS   a   practical   and   influential  trade   paper,    edited   by 
men  -wno  know  tne  dry   goods  business. 

IT  is  read  by  progressive   mercnants   from   coast  to   coast, 
]ust  because   it  tells   or   practical   tnmgs    in   a   practical   -w^ay. 

IT  makes   itself  useful  to  its  readers — tnerefore,  useful  to 
its  advertisers. 

IT   is   al-ways  first  witn  tne  news — tne  kind  of  news  tnat 
aids  buying  and  selling. 

IT   is  getting  results  for  its  advertisers  and  helping  travel- 
lers make  sales. 

IT    is    patronized     by     the     leading     manufacturers     and 
•wnolesalers  of   Canada. 

IT   IS   read   by   tbe    tbe    men     w^Ko    Kave    tne     final    say 
about  "what  and  where  to  buy. 

IT    IS    the    only    trade    paper    in    Canada    tnat    covers 
tnorougnly  every  department  in  tne  dry  goods  store. 

Dry  Gooas  Revie\v 

Canada's  Only  Semi-monthly  uJry  Goods  Pa;^er 
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Copyright  1911  by  John  Bing 

BING  BROS.,  A.  G.  NUREMBERG,  the  largest  manufacturers  of  TOYS  and  HOUSE 

FURNISHINGS  in  the  world,  beg  to  invite  you  to  see  their  exhibition 

of  goods  at  381  Fourth  Avenue,  New  York  City. 


6e(;trMM0^:;O0O0e 


ARE   POPULAR 


I J       30 


not  because  of  the  popularity  of  antiques  nor 
because  they  are  the  product  of  the  most  noted 
linen  manufacturing  country  in  the  World,  but 
because  of  the  method  employed  in  bleaching. 
"Old  Bleach"  linens  are  sun-bleached  which  pre- 
serves rather  than  injures,  leaving  them  beauti- 
fully   soft    and    white. 

"Old  Bleach"  styles  are  right  abreast  with  the 
times.      See  the   1912  range. 

!)•"    Send  for  Illustrated  Booklet. 


R.  H.  COSBIE 

IRISH  LINEN  AGENCY 
WELLINGTON  ST.  WEST 
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RevicAv's"    Information    Bureau 


COMMUNICATIONS    for    this   department  should  be  addressed  to  "The 

Dry  Goods  Review"  or  "Men's   Wear   Review,"    143  University    Avenue, 

Toronto,  for  prompt  attention. 


Editor  Dry  Goods  Review. — AVhere  can  we  buy 
a  Claude  Frere  color  card? 


From  Alexander  Barclay,  Silk  Exchange  Bldg., 

Broadway  and  Broome  Street.,  New  York. 
»    *    » 

Editor  Dry  Goods  Review. — Where  can  we  buy 
bamboo  shades  for  verandah  or  balcony? 


From  G.  R.  Gregg  &  Co.,  44  York  St.,  Toronto; 
and  from  Geo.  H.  Hees,  Son  &  Co.,  52  Bay  Street, 
Toronto. 

*     *     * 

Editor  Dry  Goods  Review. — Where  can  we  buy 
a  sign  writer's  airbrush  outfit? 


From  0.  C.  Wold  Co.,  716  W.  Madison  Ave., 
Chicago  (Chas.  A.  Sandham,  10  Johnson  St.,  Tor- 
onto, Canadian  agent)  ;  Pashe  Airbrush  Co.,  New 
Era  Bldg.,  Chicago  (P.  Thompson  Co.,  136  Victoria 
St.,  Toronto,  Canadian  agent)  ;  Thayer  &  Chandler, 
Toronto. 

Editor  Dry  Goods  Review. — Where  can  we  obtain 
picture  mouldings,  pictures,  etc.,  also  stage  make-up 
materials? 


Pictures,  mouldings,  etc.,  from  the  Phillips 
Mfg.  Co.,  Toronto,  Matthews  Bros.  &  Co.,  788  Dun- 
das  St.,  Toronto;  Reliance  Moulding  Co.,  Toronto. 

Stage   make-up   materials     from     The    National 
Drug  Co.,   Toronto;   Lyman   Bros  &  Co.,   Toronto; 
Lyman  Knox  &  Co.,  Toronto. 
*     *     * 

Editor  Dry  Goods  Review. — Where  can  be  buy 
long  silk  gloves  with  double  tips? 


From  Perrin   Freres  &  Cie.,    Montreal;    Green- 
shield's,  Limited,  Montreal;  W.  R.  Brock  Co.,  Ltd., 

Montreal  and  Toronto,  Richard  L.  Boker,  Toronto. 
*     *     * 

Editor  Dry   Goods  Review. — Where  can   I  buy 
artificial  flowers  for  window  trimmino;? 


Gastahoff  Co.,  Chicago;  J.  H.  Baumann  &  Co.,  Chi- 
cago. 

*     *     * 

Editor  Dry  Goods  Review. — ^Where  can  I  buy 
muslin  bonnets  for  babies ;  hats  or  tams  for  children ; 
hats  for  school  children,  both  sexes? 


From  The  Knox  Mfg.  Co.,  Toronto;  Canadian 
Headwear  Co.,  Toronto;  The  Beattie  Mfg.  Co.,  Tor- 
onto.    Any  of  the  larger  millinery  houses  can  sup- 
ply hats  for  older  children. 
*     *     * 

Editor  Dry  Goods  Review. — Can  you  give  me 
any  information  re  the  following:  I  signed  a  con- 
tract in  August,  1911,  and  paid  an  agent,  E.  J.  Viv- 
ian, $4.80  ca.sh.  Since  then  I  have  heard  nothing 
of  patterns  or  publication.  I  have  written  repeated- 
ly to  New  York  and  Montreal,  addressing  the  Na- 
tional News  Supply  Co.,  but  letters  are  always  re- 
turned "not  known."  AVe  shall  appreciate  your  ad- 
vice in  the  matter. 


From  the  Canadian  Artificial  Flower  Co.,  Mont- 
real; Schack  Artificial  Flower  Co.,  Chicago;  J.  H. 


This  is  only  one  of  several  letters  that  The  Re- 
view has  received  referring  to  the  same  matter. 
Representatives  of  this  paper  in  Montreal  and  New 
York  were  asked  to  look  up  the  National  News  Sup- 
ply Co.,  but  report  that  they  can  find  no  information 
pointing  to  the  existence  of  such  a  concern. 

The  agreement  in  question  is  one  that  relates  to 
the  sale,  on  commission,  of  "The  Pictorial  Review 
Patterns."  The  agent,  E.  J.  A^ivian  collected  the 
sum  of  $4.80  in  cash  from  each  prospective  agent, 
and  the  only  guarantee  of  good  faith  that  he  left  be- 
hind was  the  typewritten  agreement  filled  out  and 
signed  in  lead  pencil.  In  the  absence  of  any  trace  of 
this  agent,  or  of  any  equivalent  from  the  so-called 
National  News  Supply  Co.,  the  only  thing  that  sug- 
gests itself  is  a  word  of  advice  as  to  future  transac- 
tions on  a  cash  basis  with  representatives  of  other 
than  reputable  houses.  Merchants  cannot  be  too 
cautious,  more  particularly  when  the  proposition  is 
one  on  which  they  cannot  secure  immediate  inform- 
ation. It  is  evident  that  E.  J.  Vivian  cleaned  up 
quite  a  tidy  little  sum  through  the  AA^est  last  Sum- 
mer. 
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John  A    Hrrrlnjf. 
ThoiiiKS  J.  Joiikins 
Lee 


HERRING.  JENKINS  &  GO.. 


FOREIGN  AND  DOMESTIC 


mF"- 


^iSfe^. 


i:.ii'i>ets',  Oil-<:ioths 
\Vim1o\v-Slm<les.  VAc^ 


SeofotroNtit.    -y/y.   Apr. 4th.         /^/     2 


The  Butterick  Publishing  Co., 

NewYork  City  NY. 
Centlemen:- 

In  renewing  our  contract  with  you  for 
another  term  of  three  years, we  take  pleasure  in 
expressing  the  satisfaction  we  have  had  in  handling 
your  goods  and  in  our  business  relations  with  you. 

We  have  sold  Butterick  patterns  in  Georgetown 
for  twenty  five  years.  Our  experience  convinces  us 
beyond  a  doubt  that  we  have  the  best  pattern  on  the 
market  and  that  your  treatment  of  your  agents  is  all 
the  most  exacting  business  courtesy  demands. 

We  know  we  are  selling  more  patterns  than  ever  be 
fore  and  that  we  are  in  so  doing  pleasing  the  greatest 
number  of  our  customers  possible. 

Our  pattern  department, we  figure, pays  us  a  good 
direct  profit.  We  consider  it  an  advertising  medium 
that  is  without  an  equal  and  a  very  valuable  one. 

We  believe  our  success  lies  in  having  the  best 
line, to  adopting  suggestions  made  by  you  and  also 
to  a  reasonable  degree  of  attention  and  care  the  same 
as  we  try  to  give  each  and  every  one  of  our  depart- 
ments. 

We  cheerfully  and  heartily  recommend  Butterick 
patterns  to  any  dry  goods  merchant.  We  think  a  pattern 
department  is  virtual  necessity  to  any  store  catering 
to  ladies  trade. 

Assuring  you  of  our  kindest  regards  and  trusting 
Ave  shall  have  many  more  years  of  pleasant  business 
intercourse, we  remain. 

Yours  very  truly. 

The  Butterick  Publishing  Company 

33  Richmond  Street  West,  Toronto,  Ont.,  Canada 
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DRESS  FABRICS 

For  Immediate  Demand  and  Now  in  Stock 
Victorian  French  Cashmere  Coating  Serges 

V  S     13     38  inches  ......  $  .371^ 

TAN,  BROWN,  MYRTLE,  CARDINAL,  NAVY  AND  BLACK 

T  H  1 1 7  43/44  inches  --....  .60 

NAVY  AND  BLACK  ONLY 
T  H  118  50  inches  ......  .75 

NAVY  AND  BLACK  ONLY 

TH  119  50  inches  ......  1.10 

NAVY  AND  BLACK  ONLY 

Victorian  English  Coating  Serges 

K  G  206  40  inches  ......  .371^ 

NAVY  AND  BLACK  ONLY 

K  G  216  50  inches  -.-....  .75 

TAN,  COPENHAGEN,  BROWN,  GREY,  ELECTRIC,  NAVY  AND  BLACK 

Twotone  Whipcords 

DC     19  50  inches  ......  i.io 

TAN    AND    WHITE,    GREY    AND    WHITE,    BROWN    AND    WHITE,    NAVY    AND 

WHITE,  BLACK  AND  WHITE 
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HER  LADYSHIP" 


WHITE  LAWN  WAISTS  AT  JOB  PRICES 

Lot  1.  Our  regular  $7.50,  $9.00  and  $10.50  White 
Lawn  Waists  at  $5.75  a  dozen ;  new 
styles  and  all  in  the  regular  assortment 
of  sizes. 

Lot  2.  Our  regular  $9.00,  $10.50  and  $12.00 
White  Lawn  Waists  at  $7.75  a  dozen ; 
new  styles  and  all  in  the  regular  as- 
sortment of  sizes- 


Write    for  a    sample    dozen    of   the    above 
two  lots :  they  shojild  help  your  June  sales. 


The  W.  R.  Brock  Company  (Limited) 

TORONTO 


PleofiC  meiilion   The  Rcvieio  to  Advertisers  and  Their  Travelen 
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Cash  Coupons  and  Trade  Checks 

THE  REVIEW  has  been  asked  for  an  opinion  a? 
to  the  u?e  of  coupons  for  ca.sh  and  trade  checks 
or  trade  money,  as  it  is  sometimes  called. 

With  regard  to  cash  coupons,  The  Review  has 
always  disapproved  of  the  merchant  .Riving  !i 
premium  for  something  that  rightly  Ijelongs  to  him. 
Cash  coupons  are  only  another  method  of  handing 


out  discounts.  The}"  may  induce  customers  to  pay 
cash,  but  if  they  can  produce  the  money  in  expecta- 
tion of  a  discount  they  can  also  be  educated  to  pay 
it  where  the  merchant's  policy  is  cash  without  a 
string  of  any  kind  attached.  When  he  conducts  his 
business  rigidly  on  that  principle,  he  can  apply  the 
discount  to  his  prices  and  thus  save  himself  the 
bother  of  the  other  system,  and  be  just  as  confident 
that  his  competitors  cannot  go  him  one  better.  Thero 
are  places  where  the  cash  coupon  and  discount  idea 
has  been  worked  so  strenuously,  and  the  struggle  for 
supremac}'  such  that  prices  and  profits  have  been 
completelj^  demoralized. 

Of  course.  The  Review  cannot  deny  that  there 
are  places  where  coupons  appear  to  be  a  solution  of 
local  problems,  where,  for  example,  industrial  con- 
ditions are  such  that  cash  is  more  plentiful  at  certain 
seasons  than  others,  and  where  the  merchant  must 
do  a  certain  amount  of  carrying.  Under  such  cir- 
cumstances, it  would  seem  that  coupons  might  be 
used  in  an  educative  way  as  a  means  of  demonstrat- 
ing to  customers  their  ability  to  pay  or  as  the  initial 
step  of  a  campaign  leading  up  to  the  adoption  of  a 
strictly  cash  policj',  but  they  should  never  be  flaunted 
as  a  challenge  to  competitive  discount  warfare. 

In  communities  such  as  above  described,  it  is  a 
fact  that  the  majority  of  the  credit  problems  come 
from  quarters  where  extravagant,  hand-to-mouth 
living  leaves  families  penniless  for  part  of  the  month 
preceding  the  next  pay  day,  and  that  the  loeal  mer- 
chant is  expected  to  meet-the-emergency.  Cases  are 
known  where,  once  the  purse  is  replenished,  such 
]»eople  overlook  the  local  merchairftt  entirely. 

Where  merchants  get  together  to  safeguard  their 
own  interests,  there  should  be  no  possil)le  excuse  for 
cash   coupons,   and  a   little  denionslrntion   of  Itack- 
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bone  sometimes  teaches  certain  customers  a  lesson  in 
thrift  which  they  do  not  soon  forget.  Abuses  can 
creep  in  so  easily  and  with  results  so  undesirable  to 
local  conditions,  that  The  Review's  advice  to  mer- 
chants is,  where  the  cash  principle  can  be  worked 
out,  it  is  far  better  to  leave  coupons,  or  any  plan  edu- 
cating the  people  to  expect  discounts,  severely  alone. 
*    *    * 

With  regard  to  trade  money  or  checks  given  in 
place  of  cash  for  produce,  The  Review  takes  the  stand 
that,  where  a  merchant  expects  his  customers  to  do 
a  cash  business,  he  should  set  the  example.  The 
checks,  however,  are  often  so  quickly  returned  to  the 
merchants  for  goods  that  they  may  carry  with  them 
a  certain  amount  of  convenience.  Their  acceptance 
and  use,  however,  should  be  entirely  optional  with 
the  customer. 

The  big  argument  in  favor  of  trade  checks  bear- 
ing the  merchant's  name  is,  of  course,  that  they  con- 
fine patronage  to  that  store,  and  where  their  use  is 
general,  it  helps  keep  a  certain  amount  of  trade 
within  the  locality.  This  is  always  desirable,  but 
one  great  abuse  should  be  guarded  against,  namely, 
the  widespread  use  of  the  checks  for  every  conceiv- 
able purpose  in  the  community.  This  was  the  prob- 
lem which  confronted  an  Ontario  town  a  few  days 
ago.  Checks  given  by  one  merchant  could  be  ten- 
dered in  another  store,  could  be  paid  to  the  barber, 
the  blacksmith,  the  hotel-keeper,  and  would  be  pre 
sented  in  transactions  between  parties  other  than  the 
original  merchants.  To  those  business  houses  who 
did  not  issue  checks,  but  who  were  nevertheless,  asked 
to  take  them,  they  became  a  nuisance,  the  bankers 
protested,  and  at  a  meeting  of  merchants  it  was  de- 
cided to  confine  the  checks  rigidly  to  the  stores  issu- 
ing them.    This  brought  about  the  necessary  remedy. 

Some  problems  in  connection  with  the  use  of 
trade  checks  are  due  to  the  fact  that  people  do  not 
attach  the  same  importance  to  aluminum  money  as 
to  the  geimine.  Cases  are  known  where  checks  have 
been  lost  and  people  have  immediately  asked  the 
merchant  to  make  good.  It  has  been  very  difficult 
to  explain,  at  times,  that  these  cheques  were  in  every 
way  the  equivalent  of  money.  Merchants  who  have 
not  adopted  them  have  also  used  the  sign  "We  pay 
you  spot  cash"  to  good  advertising  value  in  competi- 
tion with  those  who  issue  checks.  Whether  the 
people  left  that  money  in  the  store  depended  upon 
the  merchant,  his  salesforce,  his  service  and  his  ad- 
vertising. 


The  Cover  Illustration 

The  growing  vogue  of  linens  and  kindred 
fabrics  is  bringing  back  the  linen  suit  for 
Summer  wear.  The  cover  cut  of  this  num,- 
ber  illustrates  a  late  New  York  model,  which 
has  many  new  features.  It  shows  that 
fashion  still  adheres  to  the  slender  straight 
line  figure  and  narrow  skirt.  The  cooA  is 
built  upon  entirely  neiv,  yet  practical  lines, 
and  is  belted  in  with  a  belt  of  patent  leather, 
while  the  feminine  touch  is  given  by  the 
large  collar  of  net  and  lace.  The  leghorn 
lint  has  matching  paradise  plumes. 


Best  Service,  Best  Goods,  Best  Profits 

IS  the  dry  goods  merchant,  in  his  efforts  to  de- 
velop local  trade,  paying  too  great  attention  to 
those  lines  upon  which  there  is  little  or  no  profit? 


In  another  section  of  this  paper  there  appears  an 
article  discussing  this  subject  from  the  viewpoint 
of  the  practical  retailer.  The  article  was  suggested 
by  the  matter  contained  in  advertisements  that  have 
recently  come  under  The  Review's  observation.  The 
fact  that  many  local  newspapers  are  received  at  this 
office  makes  it  possible  to  study  the  situation  to  ad- 
vantage, and  to  arrive  at  a  pretty  fair  idea  as  to  the 
merchandising  policy  of  retailers  throughout  the 
country.  The  article  may  be  regarded  as  a  summing 
up  of  these  observations. 

That  the  dry  goods  trade  is  fast  approaching  a 
time  of  serious  self-examination  and  readjustment  is 
evident  from  signs  on  every  hand.  Merchants  to-day 
will  not  hesitate  to  declare  that  their  prices  and  their 
profits  have  remained  at  the  same  level  in  spite  of  the 
increased  cost  of  doing  business  and  the  general  trend 
upward  in  prices  of  raw  materials.  Manufacturers 
likewise  assert  that  they  are  expending  much  effort 
on  lines  that  are  profitless  and  that  in  no  country, 
natural  resources  and  advantages  of  relative  position 
considered,  are  there  to  be  found  values  on  domestic 
lines  equal  to  those  in  Canada. 

It  is  a  misguided  business  which  fails  to  concen- 
trate upon  the  means  whereby  it  may  obtain  the 
highest  possible  return  on  its  investment.  One  of 
the  most  progressive  merchants  in  Western  Ontario 
recently  visited  the  office  of  The  Review,  and  in  dis- 
cussing this  question,  remarked:  "I  lose  patience 
with  these  men  who  are  continually  talking  of  com- 
petition. If  they  will  attend  closely — probably  I 
should  say  scientifically — to  their  own  affairs,  they 
would  be  surprised  at  the  results.  I  was  one  of  them, 
and  I  saw  my  mistake  just  in  time.  We  were  losing 
money  simply  because  we  were  not  concentrating  on 
the  profit-making  end  of  the  business.  There  is  a 
time  and  place  for  specials,  for  that  kind  of  mer- 
chandising which  offers  goods  at  a  sacrifice,  but  no 
merchant  should  lose  sight  of  the  fact  that  the  time 
for  profits  is  all  the  time.  That  idea  should  be  rooted 
deeply  in  the  minds  of  his  sales  force." 
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The  value  of  a  standard  cannot  be  overestimated. 
It  is  by  this  that  the  people  will  measure  the  store's, 
the  merchant's,  the  buyer's  and  the  salesman's  pos- 
sibilities. The  standard  represented  by  the  display 
windows,  the  general  advertising,  the  interior  of  the 
store,  the  service  and  the  intelligence  of  the  mer- 
chant and  his  staff  are  educative  to  the  customer,  and 
according  to  them  he  or  she  directs  that  process  of 
discrimination  which  explains  why  one  mercha'it 
will  obtain  her  patronage  and  another  will  not. 

The  opportunity  in  the  dry  goods  business  to- 
day is  for  the  best  effort,  the  best  goods  and  the  l)est 
profit. 


THE  letters  which  have  been  recently  published 
by  The  Review,  giving  different  views  as  to  the 
solution  of  the  mail  order  problem,  have  contained 
some  interesting  statements.  For  example,  in  this 
number  is  a  letter  by  A.  H.  Terris,  Springhill,  N.  S., 
in  reply  to  one  previously  published  commenting 
upon  his  efforts  to  develop  local  trade.  Mr.  Terris 
states  that  his  campaign  was  preceded  by  an  investi- 
gation, in  which  he  found  that  60  per  cent,  of  the 
people  had  the  idea  that  they  could  obtain  better 
values  by  shopping  out  of  town.  He  decided  that,  by 
getting  after  the  larger  proportion  he  would  educate 
the  others.  The  Review  has  already  described  his 
success.  Pie  has  had  to  build  a  new  store  to  meet  the 
growth  of  his  business.  A  somewhat  remarkable 
thing  about  this  letter  is  that  Mr.  Terris  is  inclined 
to  blame  no  person  more  than  himself,  if  he 
loses  good  business.  He  finds  no  fault  with  mail  order 
houses,  but  rather  commends  their  enterprise,  and 
studies  their  methods.  He  visited  them  and  found 
them  most  willing  to  give  him  helpful  information. 
He  does  not  knock  the  wholesale  houses,  pointing 
out  that,  while  they  have  done  little  to  relieve  the 
situation,  he  has  always  found  them  an  "open  book" 
when  looking  for  feature  or  leader  lines,  or  when- 
ever he  visited  the  market. 

The  past  and  present  policy  suggested  by  this 
letter  would  indicate  that  there  is  an  indifferent  and 
a  profitable  attitude  to  assume  towards  the  wholesale 
buying  centre.  One  is  that  of  a  man  who  is  content- 
to  let  bad  enough  alone,  while  the  other  is  that  of 
the  merchant  who  is  so  familiar  with  it  that  he  knows 
when,  where  and  how  to  approach  it  with  advantage 
to  his  business. 

Knowledge  is  power  to  the  progressive  merchant, 
and  the  best  way  to  convert  it  to  the  benefit  of  the 
Canadian  dry  goods  trade  is  summed  up  in  Mr. 
Terris'  one-word  message,  "organization."  Mucli 
good  work  that  is  now  being  done  by  merchants  does 
not  carry  far  enough  because  of  the  lack  of  co-opera- 
tion. More  meetings,  such  as  that  recently  held  in 
Sarnia,  are  needed.     There  the  merchants  discussed 


advertising,  agreed  upon  a  definite  policy.  It  was 
pointed  out  that  while  the  mail  order  concern  is  a 
unit,  the  retailers  were  divided  and  antagonistic,  that 
while  some  merchants  did  the  heavy  advertising, 
others  sat  back  and  conducted  business  on  the  spider 
and  fly  principle.  Sarnia  merchants  are  getting  to- 
aether. 


The  Passing  View 

The  merchant  who  makes  early  displays  of  his 
sweater  coats  for  Fall  is  going  to  get  the  benefit  of 
the  novelty  features  embodied  in  the  different  rang- 
es. 

*     *     * 

The  one  great  consolation  about  the  disagreeable 
weather  of  the  past  few  weeks  is  that  it  shows  neither 
fear,  favor  or  affection  for  the  man  up  the  street. 


The  tendency  of  the  Canadian  market  is  setting 
strongly  in  the  direction  of  better  materials.  Are 
you  planning  to  take  advantage  of  it? 


Are  your  display  cases  so  well  lighted  as  to  con- 
vince you  that  your  investment  in  these  fixtures  is 
paying?  The  illumination  of  silent  salesmen  is  as 
important  as  the  intelligence  of  the  talkative  kind. 


A  temporary  departure  from  the  business  grind 
in  order  to  permit  of  a  delightful  sociability  in  the 
store  should  be  as  welcome  to  the  merchant  as  to  the 
customer.  The  idea  was  worked  out  with  gratifying 
results  by  the  Robinson  Co.,  Napanee,  in  the  recent 
celebration  of  their  25th  birthday. 


Features  of  this  Number 

Review's  Information  Bureau. 

Cash  coupons  and  trade  checks. 

Must  throw  sprats  to  catch  herring. 

Why  feature  profitless  lines  f 

Merchandising   underwear   during  June. 

Approbation  problem  in  Ready-to-Wear 
Garments. 

Holiday  season  m^erchandising  and  dis- 
phiy,s~Art  of  Display  Department. 

Fashion  display  at  Woodbine  races. 

Proper  lighting  of  display  cases. 

Linen  displays  suitable  for  June  sales. — 
Art  of  Display  Department. 

Short  course  in  card-writing. 
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BUSINESS  PULLERS! 
PLANS  WHICH  HAVE  PAID ! 

Have  you  an  original  suggestion  in  the 
interests  of  the  trade? 

SALES  are  sales,  no  matter  how  named,  but  some  are  more 
successful  than  others.  Every  season  merchants,  advertisers 
and  salesmen  adopt  different  methods  to  make  business, 
but  the  problem  is  to  launch  something  that  is  original  to  the 
locality.  Some  plans  are  merely  theories,  others  are  practical 
and  successful,  but  everybody  is  eager  for  a  novel  stunt  or  to 
know  how  the  other  fellow  does  it. 

Departments  have  different  sales  schemes  especially  effective  in 
creating  an  impression  upon  customers,  so  that  they  become 
interested  and  buy.  If  they  do  not  respond  at  once,  they  will 
remember  and  buy  later. 

What  is  your  best  trade  puller  ?     Did  it  pay  ? 
How  did  you  carry  it  out? 

Everybody  in  the  store  has  ideas  which  he  or  she  thinks  can 
be  applied  to  make  business,  either  for  his  or  her  department 
or  the  store. 

THE  REVIEW  wants  original  plans  for  selling  goods  in 
different  departments — ready-to-wear,  carpets  and  home-furnish- 
ings, dress  goods  and  silks,  or  any  of  the  other  numerous  lines — 
ideas  for  attracting  customers  to  different  floors  or  methods  put 
into  operation  to  concentrate  selling  in  particular  sections, 
advertising  schemes  for  special  sales  and  how  they  were  conducted, 
and  preparation  necessary  to  carry  out  the  event. 

For  the  best  examples  THE  REVIEW  will  pay  the  following: 

First,  $5.00        Second,  $3.00        Third,  $2.00 

Other  answers  reserved  for  publication  will  be  paid  for  at  the 
regular  correspondence  rates. 

Prize  replies  will  be  published  in  July  Special  Fall  Number  of 
DRY  GOODS  REVIEW.  All  must  be  in  the  hands  of  the 
Editor  of  DRY  GOODS  REVIEW^,  143  University  Ave.,  Toronto, 
not  later  than  June  24th. 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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How   About  your 

BROKEN     STOCK  ? 


When  your  customer 
asks  for  goods  that  are 
not  in  stock — don't  let 
her  send  away  for  them. 
Get  what  she  asks  for — 
make  another  friend  for 
your  store  and  an  ad- 
dition to  your  sales. 

You  can  get  anything 

in  dry  goods  if  it  is  to  be 

had  in  Montreal  and  (in 

the  case  of  mail  order) 

get  it    by  return. 

Our  stock  of  light 
summer  goods  is  in 
splendid  shape,  and  we 
can  ship     right  axA^ay. 

Order  through  our 
traveller  or  write  us 
direct.  I 


The  w.  r.  Brock  Company  (limited) 

MONTREAL 


Please   mention   The  Review  to  Advertisers  aiid    'I'l'dr   Travelers. 


Amber  buttons  are  a  high  novelty  —  A  Paris  fashion  is  reflected  in  recent 

importations  —  Bag^s  of  white  leather,  both  grained  and  smooth,  and  with 

belt   to   match   will    be    strong    summer    feature  —  Fishing    and    bathing 

supplies  in  demand  —  Favors  for  the  wedding  month 


AMONG  the  buttons  which  are  now  coming  in 
every  day,  particularly  the  import  lines  for 
Fall  selling,  there  is  no  more  prominent 
number  than  the  amber  button.  This  is  well  spoken 
of  in  New  York  and  Paris,  following  a  strong  de- 
mand for  amber  in  all  jewelery  lines,  and  also  in  the 
form  of  beaded  trimmings  on  overdresses  and  tunics 
of  net  or  tulle. 

The  crystal  vogue  continues,  but  with  a  prospect 
of  good  Fall  demand  for  browns  and  yellows,  and 
the  certainty  that  yellow  in  fabrics  is  to  be  one  of 
the  new  season's  particular  favorites,  there  is  little 
doubt  that  the  amber  lines  will  be  the  high  style 
feature.  These  are  shown  in  a  variety  of  shapes  and 
sizes,  and  the  tints  include  the  cut,  brilliant  amber, 
the  clouded  or  milkj'  amber,  the  plain,  smooth  effect, 
and  the  dull  finish. 

Shapes  of  buttons  remain  much  the  same,  the 
flat  form  with  four  holes  being  staple  in  all  lines, 
both  plain  and  novelty.  There  are  quite  a  few 
globular  buttons,  and  also  some  torpedo  shapes. 
The  newest  effect  consists  of  a  button  which  has  a 
concave  shape.  It  is  flattish  otherwise,  and  not  very 
thick. 

The  crystals  which  are  being  shown  for  Fall 
selling  have  some  new  features  which  are  worth 
noting.  There  are  many  of  these  in  the  slightly 
concave  shape;  in  fact,  the  majority  are  so  formed. 
Another  point  is  the  coloring  of  the  holes.  This  is 
reflected  very  prettily  in  the  facets  of  the  button,  and 
gives  just  a  suggestion  of  a  shade  which  matches 
the  cloth  on  which  the  button  is  used  and  makes  the 
crystal  seem  a  little  less  crude  a  contrast  to  a  dark 
fabric. 

A  few  beaded  buttons  are  among  the  newest  of- 
ferings. A  charming  effect  is  seen  where  braid  and 
beads  are  combined  to  make  a  dressy  number  suit- 
able for  wear  on  evening  cloaks  and  dressy  suits. 


A  good  many  frogs  and  cloak  and  fur  ornaments 
are  now  coming  in  for  Fall  trade,  and  there  seems  to 
be  unusual  interest  in  these  lines.  There  has  been  a 
great  increase  in  the  demand  for  fancies  to  trim  furs 
and  cloaks  during  the  last  two  years,  and  whereas 
these  articles  were  formerly  practically  dead,  they 
now  show  increasing  activity  each  season. 


Handkerchief    Novelties 

Neat    effects   and    narrow   edges   in   best 
demand  —  Armenian  lace  edges  and  one- 
side  embroideries  the  newest  effects. 

Though  handkerchiefs  are  all-the-year-round 
sellers,  and  care  should  be  taken  to  keep  the  stock 
well  assorted,  and  to  show  novelties  as  they  appear, 
the  handkerchief  department  expects  its  chief  harv- 
est during  the  holiday  selling  season.  This  is  be- 
cause the}'  are  highly  favored  as  a  gift  line,  and  there 
is  an  innnense  sale  in  the  cheaper  grades. 

There  is  also  a  demand  for  expensive  real  lace 
handkerchiefs,  and  many  stores  that  do  not  carry 
stock  of  this  class  at  other  seasons  show  a  range  of 
real  lace  handkerchiefs  for  Christmas  selling. 

More  and  more,  business  is  being  done  each  year 
in  handkerchiefs  that,  while  not  so  expensive  as  the 
real  lace  article,  are  yet  fairly  high-priced  when  com- 
pared with  the  usual  run  of  cheap  lines — that  is,  in 
handkerchiefs  selling  from  oOc  up  to  $2.00  and 
over.  Buyers  who  are  wide  awake  are  putting  in 
these  lines  and  are  paying  more  attention  to  the 
selection  and  stocking  of  this  grade. 

The  whole  tendency  in  this  class  of  handker- 
chief is  toward  neat  and  dainty  designs  that  are 
either  hand-worked,  or  in  hand-worked  effect,  and 
there  is  a  decided  effort  being  made  to  show  some- 
thing different  to   the  splashy   designs   favored  in 
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ODORLESS 


Double  Covered 


DRESS  SHIELDS 


^  OMO  Dress  Shields  will  help  you  to  get  more  bvisiness  in  1912  by 
direct  sales  and  attracting  trade  generally. 

^  The  sales  of   the   OMO   are  steadily  increasing  with  retailers  now 
handling  this  superior  shield. 

^  And  the  long  list  of  retailers  is  growing  week  by  week. 

^  The  OMO  Dress  Shield  is  known  to  women  for  its  quality,  durability, 
and  by  reputation. 

Q  When  they  ask  for  any  but  just  "dress  shields,"  they  are  almost  sure 
to  ask  for  the  OMO,  because  of  our  widespread  magazine  advertising. 

^  OMO  Dress  Shields  are  double  covered,  light,  odorless — best  wear- 
ing and  most  effective.     Every  pair  is  guaranteed. 

^  OMO  Sheeting,  Infants'  Pants,  Bibs,  etc.,  are  also  great  departments 
of  this  business. 

THE  cA<i  MANUFACTURING  CO. 

CONNECTICUT 
DE  GRAFF  &  PALMER 


MIDDLETOWN, 

MAKERS  OF 

Quality  Goods 


Selling  Agents 
222  4th  Avenue  NEW  YORK 
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Linen    handkerchief    with  scalloped   border  in    Armenian 
lace.    Shown  by  Toronto  Manufacturers'  Agent. 

popular-priced  goods.  Narrow  borders  are  better 
than  wide,  and  small  scalloped,  eyelet,  or  narrow 
hemstitched  borders  with  a  line  of  fine  embroidery 
are  what  buyers  are  looking  for. 

The  high  novelty  in  the  new  lines  consists  of  an 
edge  of  Armenian  lace — the  real  lace  in  the  better 
priced  lines,  and  the  imitation  woven  onto  the  linen 
or  lawn  body  in  the  cheaper  lines. 

Though  initial  corners  always  sell,  their  place  is 
being  taken  to  a  great  extent  by  handsome  embroid- 
ered corner  effects.  The  latest  idea  is  to  carry  the 
pattern  down  one  side  of  the  handkerchief  only. 
Eyelet,  ^ladeira,  blind  work  and  shadow  sprays  en- 
riched with  blind-work  and  French  knots,  are  all 
used  effectively  in  the  make-up  of  the  new  pattern'^, 
In  these  pocketless  days  the  glove  handkerchief  has 
its  uses,  and  these  small  handkerchiefs  come  with 
very  narrow  lace  or  embroidery  edges.  They  are 
a  noveltv  and  should  be  shown. 


Favors  For  Wedding  Month 

A  line  which  brightens  up  the   stationery 

department    at    this   season  —  Roses    and 

rose  pinks  preferred. 

June  weddings  offer  a  suggestion  to  the  merchant 
who  is  anxious  to  keep  his  stationery  department 
busy  at  a  slack  time  of  the  year  after  the  Christmae 
and  Easter  rushes.  A  beautiful  case  of  favors  in 
June  colors  and  flower  effects,  roses  and  rose-pink 
was  much  noticed  in  a  large  store  last  week.  These 
favors  are  trifling  in  cost;  they  may  be  used  for 
luncheons,  teas  and  showers  given  to  the  bride-to-be, 
and  also  for  the  wedding  breakfast  or  luncheon  itself. 


They  are  very  pretty,  and  once  the  demand  is  started 
women  will  rush  to  buy  them. 

Place  favors  were  made  up  in  imitation  of  flow- 
ers, the  rose  being  the  most  frequently  used.  Small 
articles  intended  to  be  kept  as  souvenirs,  and  of 
greater  durability  than  the  favors  include  the  usual 
array  of  pin  cushions,  slippers,  etc.  Napkin  rings 
were  much  favored,  and  cigarette  boxes  for  men 
made  a  pretty  souvenir. 

A  line  of  paper  serviettes  for  picnics  and  parties 
should  have  a  border  of  tiny  roses  suitable  to  the 
month  of  June.  The  very  splashy  patterns  used 
formerly  are  now  being  discarded  in  favor  of  neater 
effects,  and  tiny  buds  and  trails  outline  the  borders. 
A  pretty  patriotic  set  of  napkins  has  the  coat  of  arms 
of  the  country,  nicely  and  plainly  printed  in  one 
corner. 


Fishing  and  Bathing  Supplies 

June  the  month  for  seasonable  display  of 
these  popular  lines  —  Water  sports  and 
toys  for  children  should  be    remembered 

Wherever  a  store  carries  a  line  of  sporting  goods, 
the  fisher's  supplies  should  be  given  a  prominen* 
place  at  this  time  of  the  year.  It  is  well  known  that 
the  trolling  is  at  its  best  in  many  places  during  the 


Group  of  handkerchiefs  from  range  shown  by  Nisbet  &  Aukl, 
Toronto.     A  glove  handkeichief  is  shown  in  the  upper  right- 
hand  corner,  and  the  three  oblong  samples   are   hand  em- 
broidered  on  one  .-ide.     Tlie  four  centre  samples  have 
scalloped  border  in  eyelet  embroidery,  and  the  lower 
samples  have  single  embroidered   corners. 
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LACES  AND  EMBROIDERIES 

SPRING  1913 


One  of  our  representatives  made  the  following  remark 
to  us  recently  : 

"The  reason  for  mjf  success  with  Laces  and  Embwidenes  in 
my  teniioTy  is  that  I  can  supply  a  buyer  with  every^thing  in 
these  lines  he  may  require." 

It  is  the  result  of  twelve  years'  of  catering  to  the  trade 
of  Western  Canada  and  knowing  their  wants. 

The   collection   will   be    submitted   to  you  in  June  or 
early  in  July. 


The   Hanley,   MacKay  Chisholm  Co.,  Limited 

WINNIPEG  -  -  MANITOBA 


IF 


ABEL    MORRALL'S 


NAME 


IS  ON  YOUR 

NEEDLE  PACKET 

YOU  HAVE  GOT  ALL  THERE  IS  TO 
BE  GOT  IN  NEEDLES  ^ 

BUT  SEE  IT  IS  ON 

Stocked   by  all    Jobbing    Houses 
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REPEAT    ORDERS    FOR    NAIAD    IS    THE 
LOGIC  ONE  CANNOT  GET   PAST 


^ 
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Unseen — Naiad  Protects 

THE 
NAIAD 
SHIELD 

BEAUTIFUL,  SERVICEABLE, 

SANITARY— A  FAVORITE 

WITH     FASHIONABLE 

WOMEN 

— Always   comfortable,    odorless, 
cool  and  thoroughly  clean. 

— Absolutely    free    from    rubber 
and  impervious  to  perspiration. 

— Does  not  deteriorate  either  on 
your  shelf  or  after  the  customer 
has  bought  it. 


BEST  VALUE  TO  THE  CONSUM- 
ER AND  A  SATISFACTORY 
PROFIT     TO     THE     MERCHANT 


V. 


Samples  and  Prices  Free 

Wrinch,  McLaren   &   Co, 

Sole  Canadian  Manufacturers 
77  Wellington  St.  W..  Toronto 
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SELL 
Oriental  Spool  Silk 

and   Your   Customers   will    be    Satisfied. 

A  Cabinet  like  illuslration  adds  to  the  attrac- 
tiveness of    your    store  and  will    help    sales. 


Height,  18^  in.;  Width,  21;  in.;  Depth,  18^  in.; 
Four  fine  plate  glass  drawers.  Quartered  oak, 
O.  E.  finish — Cost  only  $4.00. 

Ask  for  Special  Bonus  for  large  order.    Write  at  once. 


ORIENTAL    SILK 

52     Nazareth     Street., 


COMPANY 

Montreal 


^ 
(♦ 
^ 
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BATTING 


NORTH  STAR,  CRESCENT 
and  PEARL 

These   brands   represent    the    batting 
that  your  customers  want. 

They're  made  from  long  staple  cotton, 
white  as  snow,  lofty,  soft  and  elastic. 

They  come  in  big  batts  that  open  out 
into    strong  sheets  of  even  thickness. 

It  pays  yon  to  sell  these  brands 


Order  of  your   Wholesaler. 


ROBERT    HENDERSON 

Sj      (     fj        Dry    Goods    Commission    Merchants 

181-183  McGill  Street,  MONTREAL 

James  Stanbury  &  Co.,  Toronto 
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month  of  June.  A  prominent  store  is  taking  ad- 
vantage  of  this  fact  to  feature  a  fine  case  of  flies  and 
tackle. 

These  supplies  are  placed  in  the  sporting  goods 
section,  which  is  in  the  immediate  vicinity  of  the 
toys,  but  other  places  would  be  more  likely  to  catch 
the  most  trade  in  stores  where  the  toy  section  is 
somewhat  remote.  A  window  display  would  be  most 
apt  at  this  time,  and  it  would  not  seem  at  all  out  of 
place  to  have  goods  placed  near  the  section  devoted 
to  men's  wear.  Some  stores  throughout  the  country 
make  a  point  of  having  the  men's  section  separate 
from  the  other  part  of  the  store,  and  in  this  case,  the 
sporting  department  should  be  most  easily  accessible 
to  the  former. 

Baseballs  and  bats  are  now  in  demand,  and  this 
line  is  especially  profitable  to  the  average  retailer,  if 
run  as  a  juvenile  line.  This  is  due  to  the  fact  that 
professional  baseball  supplies  change  very  greatly 
from  year  to  year,  and  there  are  so  many  fads  in 
this  line,  where  professional  or  regular  players  are  to 
be  catered  to,  that  the  profits  are  undermined  owing 
to  discarded  stock.  Now,  a  fairly  wide  range  of 
goods  that  the  younger  boys  will  want  and  continue 
to  want  will  prove  more  profitable,  and  the  retailei' 
should  examine  his  line  with  the  idea  of  having  thes. 
in  stock,  rather  than  the  more  faddy  lines,  which  aro 
suited  to  the  sporting  goods  store. 

Among  the  toys,  there  is  at  present  no  line  whi'-h 
commands  more  attention  than  the  boats  and  water 
toys.  Downtown  in  all  the  large  cities  are  to  be  seen 
fine  displays  along  these  lines.  Water  wings  may  be 
offered,  and  the  cork  cushion  floats  and  other  con- 
trivances are  sure  to  be  asked  for  at  lakeside  or 
Muskoka  resorts. 

Many  shops  make  a  point  of  showing  bathing 
accessories  such  as  caps  and  shoes  or  sandals  and  rub- 
ber pockets  at  this  time  of  the  year.  These  may  be 
carried  at  the  toilet  goods  section  or  among  the  spott- 
ing goods,  though  the  first  is  found  more  conducive 
to  sales,  as  these  goods  appeal  to  women.  Water 
wings  and  other  contrivances  of  a  similar  kind  are 
also  placed  in  this  section,  even  if  also  carried  among 
the  sporting  goods. 

Preference  will  be  shown  this  year  to  the  various 
plaid  effects  in  rubber-lined  caps,  and  also  to  the 
other  lines  which  .show  a  touch  of  bright  red,  a  color 
which  stands  high  this  season.  Many  novel  shap- 
ings appear,  including  copies  of  popular  effects  in 
close-fit  motor  bonnets  with  rosettes,  all  of  the  water- 
proof silk.  Hoods  and  shapes  like  the  old-fashioned 
sun-bonnet  are  also  to  the  front.  Bright  colors  are 
to  be  very  popular. 


White  Bags  Now  Lead 

A  pretty  novelty  appears  in  form   of  belt 
and    bag    sets  —  Lace    bags    selling    well 

At  present,  owing  to  the  races  and  various  othei- 
Spring  out-door  functions,  there  has  been  a  con- 
siderable sale  of  white  bags,  especially  in  leather, 
which  looks  better  with  suits  than  the  fabric  effect. 
AMiite  leather  will  undoubtedly  be  the  article  of 
luxury  in  bags  this  season.  The  grained  and  very 
smooth  leathers  are  both  shown,  and  it  is  a  popular 
idea  to  sell  a  set  consisting  of  bag  and  belt  to  match. 
This  helps  the  sale  of  a  belt,  which  will  be  a  satis- 
factory match,  in  preference  to  having  the  customer 
return  later  for  one  which  does  not  suit  so  well  with 
the  other  article. 

Belt  and  bag  sets  are  also  sold  in  fabrics,  and 
some  styles  in  extra  long,  shallow  bags  with  long 
leather  strap  handle  are  offered  in  dark  leathers  with 


Beaded  bags  of  the  type  which  are  being  featured  tliis 
season.     Shown  by  Wrinch  &  McLaren,  Toronto. 


belt  to  match.  The  set  idea  is  also  worked  out  in 
shot  silk  and  white  fabric.  In  the  latter  case  the 
bag  and  belt  are  both  of  the  washable  order. 

Wash  bags  generally,  and  especially  the  bags  of 
heavy  laces,  have  been  in  fine  form  up  to  date.  Sales 
have  far  exceeded  what  might  be  looked  for  in  view 
of  the  backward  weather  conditions  in  many  places. 
Terry  lace  and  heavj'-  Macrame  have  been  most  often 
noted  among  the  freely  selling  numbers.  These  are 
suitable  both  for  carrying  with  light  dresses  and  for 
white  serge  or  light  colored  suits.  The  envelope 
shape  and  cord  handle  are  universal. 

Soft  bags  of  silk  or  satin  are  more  seen  than  for 
some  time.  These  include  the  old-fashioned  double 
pouch  shape  and  the  envelope.  Bags  of  white  linen 
and  pique  have  metal  mounts  in  contradistinction  to 
the  other  white  bags,  which  are  simply  self-finished. 
The  gilt  mount  is  a  favorite  this  season  wherever 
metal  is  used.  The  mount  is  quite  plain  and  plain 
oxidized  silver  is  also  permissible. 


How  the  Robinson  Co.,  Napanee,  celebrated  their  25th  birthday  —  Converted 
part  of  the  store  into  a  tea  room  and  held  a  reception  —  Presented  favors  to 
each  customer  —  A  great  success  — 'June  demands  effective  use  of  cuts  in 

advertising. 


CONGRATULATIONS  are  due  the  Robinson 
Co.,  Napanee,  not  only  upon  their  arrival  at 
the  quarter-century  post  in  their  bvisiness 
record,  but  also  upon  the  success  that  attended  the 
celebration  of  the  birthday.  Two  advertisements  are 
here  reproduced  which  will  convey  some  idea  of  the 
plan  on  which  the  event  was  developed.  The  element 
of  sociability  was  made  pre-eminent. 

The  proper  chord  was  struck  by  a  four-column 
advertisement,  containing  an  invitation  over  the  sig- 
nature of  President  J.  W.  Robinson,  This  message 
of  welcome  read  as  follows: — "I  wish  to  extend  a 
personal  invitation  to  every  man,  woman  and  child 
to  come  and  help  us  celebrate  this,  our  25th  anni- 
versary. We  are  providing  a  three  day's  festival, 
three  days  of  pleasure,  three  days  of  profit.  This 
business  was  born  in  the  merry,  merry  month  of 
May,  and  I  want  everyone  to  be  merry  with  us.  To 
the  thousands  who  have  been  our  customers  during 
the  past  25  years,  I  extend  greetings.  This  is  your 
store.  I  want  you  to  enjoy  it.  I  wish  also  to  make 
a  public  appreciation  of  the  active,  intelligent,  loyal 
support  accorded  me  during  all  these  years  by  my 
co-workers.  Without  their  help  my  efforts  would 
have  been  useless.  In  the  future,  as  in  the  past,  this 
store  will  stand  for  the  square  deal." 

This  is  the  kind  of  message  that  attaches  due 
importance  to  the  personal  interest  of  customers,  and 
Ijrings  a  response.  The  invitation  was  backed  up  by 
a  number  of  irresistible  features.  A  portion  of  the 
first  floor  was  converted  into  a  reception  and  tea 
room,  with  rich  floral  decorations,  where  from  one 
until  five  on  each  day  of  the  three  days.  May  21,  22 
and  23,  tea  and  birthday  cake  were  served.  An 
orchestra  was  in  attendance.  Souvenirs  w^ere  dis- 
tributed to  adults.  The  local  paper  declares  that  the 
birthday  party  brought  crowds  of  guests  all  of  whom 
were  made  welcome  in  delightful  fashion.  A  rose- 
eml^owered  window  with  25  lighted  candles  revealed 
the  three  large  birthday  cakes  made  for  the  occasion . 


Those  who  had  been  customers  of  the  store  for  25 
years  were  asked  to  record  their  names  in  a  register 
and  to  each  of  these  a  special  gift  will  be  presented. 
In  recognition  of  the  part  which  the  staff  always 
plays  in  building  up  a  distinct  individuality  for  the 
store,  the  names  of  the  employees  in  each  department 
from  the  porter  up,  were  published  in  the  advertise- 
ment announcing  the  plans  for  the  celebration.  To 
mail  order  and  telephone  customers  it  was  pointed 
out  that,  in  sending  in  their  orders,  if  they  had  a 
friend  or  favorite  salesperson  on  the  staff,  the  order 
would,  on  request,  be  placed  in  his  or  her  hands  for 
personal  attention. 

In  connection  with  the  advertisement  describing 
arrangement,  the  only  reference  to  prices  was  a  par- 
agraph calling  attention  to  a  full-page  advertisement 
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TUESDAY 
May  21st 


WEDNESDAY 
May  22nd 


THURSDAY 
May  23rd 


A  Grand  Festival  of  Beauty,  Pleasure  and  Happiness 

W«    Give    Below    a    Partial    Li«t    of  Special    Offering!    of    Merchandise 


Staple    Oepartmeot 


Men*«  and   Boys'   Dept      Dreas  Goodi  Dept.  Millinery  Dept. 
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Women'*  Ready-to-wear 


"'rjn.i  -.~-i..i      Carpet   Dep.irtment 


IeIobinson'imp^^ 
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Full  page  advt.  of  specials  for  the  Robinson  Co.' 
anniversary  celebration. 
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elsewhere  in  the  paper  containing  a  partial  list  of 
prices.  This  was  followed  by  another  sentence  read- 
ing as  follows: — "You  are  welcome  just  as  heartily  if 
you  do  not  wish  to  purchase  a  copper'!^  worth."  The 
advertisement  was  therefore  intended  to  emphasize 
the  social  side  of  the  event.  The  attractive  full-page 
advertisement  describing  the  specials  for  the  event  is 
reproduced  here. 

From  the  local  paper,  the  following  paragraphs 
describing  the  reception,  are  taken : — 

"Following  the  streams  of  people  up  the  staircase, 
one  was  led  to  as  pretty  a  scene  as  could  be  well  im- 


The  Robinson  Co.,u»iim| 


1887  Celebrating  25  Years  Business  1912 
Today.  weiioegyJIMMJlM  ^^  22. 23 

LET  US  S(IIVE  VOU  WITH  t  PIECE  OF  OUR  eiRTHOU  CAKE 

WE  h*ve  a  portion  of  the  fir»t  floor  up,  :onverted  tnio  a  reception  and  tea 
^  room.     Each  afternoon  from  one  till  Five  we  will  tcm  tea  and  fairtbdar 

cake.  We  would  like  to  have  the  pleasure  of  lerving  as  many  ctutoroer*  aj  can 
jmake  it  conveidcnl  to  come.  We  wrill  at  the  tame  tme  distribute  a  unall 
{•ouvenir  to  adulti.     There  wiD  be  orchestra  mutic,  floral  decoratioiu  ia  profuiioa. 

See  Our  Window  Display  Monday  Evening 

I  If  our  decoraton    carrr  out  our  plan*  on  Khedule  time,  we  will  raise  the 

window  ahadei  about  8  o'clock  to  ihow  you  the  three  large  birthday  cakes  thai 
have  be«n  built  for  the  occasion.  The  letting  will  be  a  rose  embowered  wio- 
dow  with  25  lighted  candles.     It  will  be  worth  coming  down  town  to  tee. 

j    »  REGISTER  FOR  THOSE  WHO  H»V£  BEEN  CUSTOMERS  FOR  26  VEURS 

We  would  like  very  much  to  have  a  record  of  those  who  have  been  our 
cutlomert  for  25  yean.  We  wiD  have  a  Reguler  at  our  Office,  and  to  every 
one  who  will  come  and  register  their  name  as  having  been  a  customer  for  25 
I  yean  we  will  send  a  tmaD  gift  by  mail.  Arrangements  will  be  mode  to  have 
jtbe  gift  sent  direct  from  the  place  of  manufacturer  in  Old  Land. 

I  Our  Anniver»ar>-  Decorations 

i  In  keeping  with  Victoria   Day  week  our  exterior  and  interior  decorations 

will  for  color  scheme  in  addition  to  merchandise  displays,  be  confined  largely  to 

iBribsh  colors.  Red,  While  and  Blue  with  Dominion  Flagi  and  Union  Jacks,  The 
floral  decorations  of  cut  roaea  will  arrive  each  morning  by  express  direct  from 

ttke  rosary.     \N'«  have  arranged  for  ISOO  roses  and  150  femi  for  the  fint  day. 


On  May  21it    We  WiU  Be  25  Years  Old- 1912 


{Our  Departmental  Staff- 

M-.  n  *   I  B 

lis-'" 


CW.M  CWi  Km^t-u-vw  D 


0H» 


To  Mail  Order  and  Telephone  Customers 

I  In  sending  In  your  orders  and  enquiries  by  m«ll  or  lelephonc,  H  you 
have  a  frtend  or  favorite  faldperaon  un  our  staff,  we  will  on  request 
gladly  place  the  order  In  tiietr  Bands  for  pergon>l  attention 

Anniversary   Price  Specials 


WELCOME  TO  ALL 


The  Robinson  Co.,  umiteo 

I  NapuMV'a  Qrcalv^il  Dry  Goods  Store.  Napane«.  Ontario. 

Four  column  advt.  in  which  Tlie  Robinson 

Co.  described  the  details  of  their 

birthday  celebrations 


agined.  To  the  right,  in  a  cosy  corner  banked  in 
ferns  and  roses,  the  Napanee  Orchestra  played 
throughout  the  afternoon.  Further  on,  an  arch  to 
the  left  disclosed  the  tea  room,  and  a  visit  to  it  was 
rich  in  its  reward.  Mrs.  J.  W.  Robinson,  looking 
lovely  in  a  lace  gown  and  rose  hat,  received  each 
guest  with  charming  grace,  and  presented  every  one 
with  a  beautiful  rose  as  an  appropriate  souvenir  of 
the  pink  and  white  tea  room.  Not  the  smallest  child 
was  forgotten  or  overlooked,  and  no  one  failed  to  en- 


joy a  cup  of  fragrant  tea  and  a  slice  of  one  of  the 
three  enormous  birthday  cakes. 

"The  wives  of  the  employees  made  charming 
hostesses,  wearing  dainty  white  gowns  and  most  be- 
coming hats. 

Great  $1.00   Muslin   Underwear  Salel 


Crisp,  Fresh  New  Gowns,  Drawers,  Corset 

Covers,   Chemises,  Skirts,  Slips 

and  Combinations 

$  1 .00  f  or  Val  ues  Worth  Up  to  $2.50 

l'nd<.ubteilly   tt  i*   <ipnng  s  premier  undefmujlin  even!   open*  st  GNexlV. 


B$:M3i^Ws^B£$im 


This  O'Neil- Adams  advt.  was   Are  inches  deep   and  four 
columns  wide.     It  brought  thousands  of  women  after 
the  garments. 


Effective  Use  of  Cuts 

June  is  the  month  which  demands  the  use  of  at- 
tractive cuts  in  the  advertising.  The  description  of 
dainty  whitewear,  outer  garments,  millinery  and  ac- 
cessories will  be  made  ten  times  more  effective  if  ac- 
companied by  illustrations  which  convey  some  idea 
of  the  garments  shown.  Retailers  will  find  that 
manufacturers  are  always  willing  to  help  out  in  a 
matter  of  this  kind.  Two  advertisements  of  the 
O'Neill-Adams  Co.,  New  York,  are  here  reproduced 
as  an  example  of  what  can  be  accomplished  by  the 
use  of  illustrations  and  bright,  snappy  reading  mat- 
ter. One  of  these  advertisements  was  only  five  inches 
deep  and  four  columns  wide,  yet  it  brought  thous- 
ands of  women  after  the  garments  illustrated.  The 
millinery  advertisement  leaves  no  doubt  in  the  read- 


The    Latest    "Flash"    From    Paris   on   Hat  Shapes 

€/nemt  MoJeJs  of  the  Seann  al  Exiremtly  Low  Prim  Hrre   To-Morrow 
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oilh  lom.  0/  OUT  ac^ 
t    Stick-tlpi.   Pluwtn,; 

>  hoir  ONEILL'S  r.a  help, 
your  Eutpr  Mimnit  prob- 
offcriBg  thr  .bovr  11.1 
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Special  for  Monday  Only 

$1  25 

JOO    Trimmed    Hau.    Uilar    Inmnwd.    .Im    flo.rr 
^amfd       V.iuM    M50    .nd    r  SO.    Mood*. 
\\  $4  75 


U.- ported  Hemp  Dre*.  Shape..  ll.fS  to  12  41. 

Imported  Hemp  Drei*  Shape..  'ilU  velvet  (.(>ai|«,«3,4* 

MJl.o  DreM  Sh.pe..  ff)c.  •!..)  up 

Black  Neapolitan  Dte..  Sh.pe..  v.lue  •l.TJ   ■<  aSc. 

IiT>."ftetl  Flower*.  Ro.e..  Patv.le..  Hyacintha, 
■fertV  e«.  New  Stiek-Up..  'tr     trom  M«  I.  .rjO, 

ItTvportavi  Fancy  re.ther  Stlck-L'at.  4>c.  1%^  up  to 
9.30. 

Faticy  0»tr(ch  Feather..  T)c  t.olo  tU.OO, 

Dl.ck  Cermatv  Hemp  Dre*.  Sh.pe..  .'   •»  '* 


This  O'Ncil-Adams  advt.  leaves  no  doubt  in  reader's  mind 

as   to  how   the   sliapcs   look.     Original    was   about 

3>^-in8.  deep. 


er's  mind  as  to  how  the  shapes  look — or  what  they 
cost.  It  is  all  a  matter  of  emphasis  on  those  points 
which  appeal  to  the  reader. 


,p\BRl(S 


The  Buyer's  Viewpoint 

The  prominent  position  taken  by  silk  fabrics,  and 
the  many  evidences  of  their  continued  popularity 
should  be  an  incentive  to  marked  development  along 
better, class  lines  in  that  department. 

There  has  been  a  marked  growth  in  the  Cana- 
dian demand  for  linens  of  every  description.  Prices 
are  advancing,  and  only  orders  for  November  or 
January  delivery  are  being  accepted  by  the  mills. 


Cultivate    Increased    Silk   Business 


THERE  is  one  point  where  many  buyers  fall 
down — they  have  gotten  into  the  rut  of  buy- 
ing by  price  alone,  and  of  featuring  low-pric- 
ed goods.  These  men  either  do  not  realize,  or  refuse 
to  see  that  the  broad  tendency  of  the  Canadian  mark- 
et is  set  strongly  in  favor  of  better  materials,  and 
therefore  the  adherence  to  the  price  alone  policy  is 
resulting  in  a  loss  of  prestige  and  in  an  increasing 
centralization  of  business  in  the  hands  of  a  few  big 
stores. 

Take  the  present  conditions  in  the  silk  section. 
Silk  fabrics  are  now  selling  better  than  they  have 
been  for  many  years,  and  there  is  every  reason  to 
look  for  a  continuation  of  their  popularity.  "Women 
are  devoted  to  the  straight  slim  figure,  and  the  strong 
favor  in  which  silk  fabrics  are  now  held  is  due  to  the 
demand  for  clinging  materials  and  effects  which  em- 
phasize this  slenderness  of  line.  No  materials  cling 
so  closely  or  drape  so  softly  as  the  pliable  silks  that 
are  favored  at  present,  and  therefore  it  is  predicted 
that  silks  will  continue  their  present  vogue  and  will 
in  all  probability  increase  in  popularity  during  the 
coming  Fall  season. 

FEATURE  QUALITY  GOODS. 

Manufacturers  who  make  reliable  fabrics  state 
that  the  demand  for  quality  silks  is  increasing,  and 
that  in  better  grade  goods  no  price-cutting  has  been 


necessary.  Stores,  therefore,  that  make  a  feature  of 
quality  goods  need  not  fear  the  competition  created 
by  cheaper  makes  of  doubtful  wearing  reputation. 

As  is  well  known,  the  cheapening  of  silk  fabrics 
is  accomplished  by  weighting,  and  if  the  vogue  of 
silks  is  to  be  ended  by  the  bad  wearing  repute  of  the 
material  it  will  be  because  this  practice  is  so  much 
resorted  to  in  the  effort  to  produce  silks  at  a  price. 

Women  do  not  make  the  point  of  wearing  quali- 
ties so  strongly  these  days  when  they  go  to  buy  a 
gown,  but  rely  upon  the  merchant  to  a  greater  ex- 
tent, and  take  it  for  granted  that,  because  he  has 
stocked  the  goods,  reasonable  wear  may  be  expected. 
Tempted  by  the  appearance  of  a  low-priced  silk,  they 
make  a  purchase  only  to  find  that  after  a  short  period 
of  wear,  holes,  cracks  and  splits  appear.  They  are 
out  not  only  the  price  of  the  silk  but  also  the  price 
of  the  trimmings  and  the  dressmaker's  bill.  There- 
fore, they  condemn  that  particular  make  of  silk. 
This  is  what  happened  to  taffetas,  and  this  was  what 
drove  them  off  the  market,  and  is  the  chief  reason 
why  this  silk  is  so  hard  to  re-introduce. 

LABEL  THE  FABRICS. 

It  would  really  be  of  great  benefit  if  manufactur- 
ers were  compelled  to  label  their  goods  so  as  to  show 
the  amount  of  weighting  used.  Doubtless  we  are 
far  away  from  labelled  silks,  but  if  buyers  would  in- 
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The  highest  development  of 

MERCERISATION  in  COTTON  GOODS 


For 

Cotton  Venetians,    the 

nearest     approach      in 

appearance    to  the 

finest    Silk  Satins 


"  MARCHIONESS." 

A  lustrious  and  per- 
manent finish  for 
Cotton    French  Twills. 


"  SUNBRITE.'.' 

The  latest  textile 
achievement  for 
Cotton  Italians, 
Sateens,  Twills, 
Vene  tains  and 
Umbrella  Cloths. 


•'  APPRET 

DE  LAINE. " 

A  soft    permanent 

finish  for  Black  Cotton 

Italians,      the     nearest 

mitaticn   of  Botany 

Wool  Linings. 


"LAMATTE." 

A  silky  finish,  com- 
bined with  a  sott, 
g  1  o  V  y  handle,  for 
Black  and  Coloured 
Italians    and     Sateens. 


is     shown     in 

those  which  bear 

the 


(Copyright) 


GUARANTEE. 


The  advance  in 

ANILINE 

Black  and  Colour 

DYEING 

has    been    synchronous 

with  that  of  the 

MERCERISATION. 


"  DAZZLEINE." 

For  Cotton 
Umbrella  Cloths. 


"  CAWLEY'S 
BRILLIANCY." 

For  fast  Black 

Mercerised 

Sateens. 


"  RADIUM." 

A   bright  finish,  soft  in 

handle,  and  with  great 

strength  of  cloth.     For 

fast  Black  Cotton 

Sateens. 


"  POPLA." 

The     best]  finish      for 

Mercerised   Black  and 

Coloured    Poplins 


"  FORTESSE." 

For  Cotton  Sateens, 
a  new  rich  and 
brilliant  finish,  giving 
the  maximum  strength 
with  a  perfectly  fast 
Black. 


There  are  many  different  Finishes, 

adaptable     for     all     purposes. 

Patterns,  along  with  full  particulars, 

can  be  obtained  from 


The  Bradford  Dyers'  Assocation,  Ltd« 

39  WELL  STREET,        -        -        -        BRADFORD,  ENGLAND 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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struct  their  selling  force  to  put  up  to  the  customer  the 
advantage  of  buying  pure  silk  materials  for  dress  and 
■other  purposes  where  wear  is  imperative,  at  least  the 
■customer  could  have  no  cause  for  complaint.  If  she 
bought  the  cheap  silk  she  would  do  so  with  full 
knowledge  of  the  consequences  and  could  not  blame 
the  store. 

AVHY  NOT  TELL  THE  CUSTOMER. 

Why  should  a  customer  not  be  told  that  a  silk  is 
not  pure  dye  and  therefore  not  suitable  for  dress  pur- 
poses. No  salesman  ever  hesitates  to  impart  similar 
information  about  wool  goods  and  to  declare  that  a 
fabric  is,  or  is  not  all  wool.  Retailers  could  make  use 
of  "pure  dye"  in  the  same  manner  as  all  wool,  and 
thereby  put  it  up  to  the  customer  as  to  whether  she 
will  pay  the  proper  price  for  a  reliable  silk. 

Certainly,  a  store  adopting  this  policy  would  gain 
at  least  two  important  advantages.  One  would  be  an 
increased  reputation  for  reliability  and  the  other 
would  come  from  the  creation  of  a  bigger  deman<i 
for  better  grade  silks.  In  Canada,  The  Review  ven- 
tures to  say,  the  demand  is  there,  and  only  needs 
cultivating.  And  this  condition  applies  also  to  many 
other  lines  of  materials  other  than  silks.  Merchants 
would  do  well  to  take  stock  of  their  customers'  pres- 
■ent  ability  to  buy  compared  with  what  it  was  a  few 
years  ago. 


Between    Seasons    in    Silks 

These    fabrics    show    no    sign    of    losing 
favor  —  Taffeta    the   leader  —  Soft  satins 
J  for  foundations  and  elaborate  gowns 

This  is  between  seasons  in  the  silk  section.  Spring 
selling  is  over,  and  also  the  early  placing  of  staple 
lines  for  the  Fall  season,  and  novelty  buying  for  Fall 
has  not  yet  begun. 

The  outlook  for  the  coming  season  is  decidedly 
good,  as  silk  fabrics  show  no  signs  of  diminishing 
favor.  The  only  new  item  coming  to  hand  in  the 
way  of  silk  news  is  that  several  of  the  Paris  model 
houses  are  again  taking  up  shantungs,  and  that  at  the 
recent  races  many  shantung  models  appeared. 

Taffeta  at  the  present  moment  certainly  is  the 
leading  silk  fabric,  but  the  doubt  still  continues  as 
to  its  position  for  Fall  selling.  A  very  large  number 
of  suits  and  dresses  worn  during  the  week  at  the 
Woodbine,  Toronto,  were  of  this  fabric.  For  foun- 
dations and  elaborate  gowns  soft  satins  are  still 
favored,  and  many  soft,  silky  materials  such  as  crepe 
de  chine,  chiffon  tulle  and  charmeuse  were  in  evi- 
dence. Twill  and  cord  silks  in  two  colors  are  new, 
and  some  use  is  made  of  heavy  damask  effects  in  solid 
tolors. 


Serges   Still   in   High    Favor 

Better  class   trade  giving    some   attention 

to    materials    on    the    card    order  —  New 

York  talking    about  broadcloths  —  Rough 

fabrics  the  novelty 

The  partiality  displayed  at  the  present  moment 
for  serges  is  to  continue,  judging  from  advance  or- 
ders. Diagonals  and  cheviot  serges  are  selling  for 
suiting  purposes,  and  finer  serves  have  been  well 
taken  for  dresses  and  for  children's  wear.  Whip- 
cords were  introduced  during  the  present  Spring  as 
an  alternative  for  serges,  and  the  demand  has  war- 
ranted the  continuation  of  this  fabric  in  suitable 
weights  for  the  coming  season.  This  material  is  very 
prominent  in  handsome  two-tone  effects. 

The  better  class  trade  is  paying  attention  to  ma- 
terials on  the  cord  order.  Bedford  cords  in  solid 
colors  and  in  stripes  are  being  ordered,  as  well  as  reps 
in  various  widths  of  cord.  New  York  is  talking 
about  broadcloths,  and  there  is  some  possibility  of  a 
call  for  black  in  this  material. 

The  big  bulk  of  a  promising  novelty  season,  how- 
ever, will  be  done  in  rough  fabrics.  The  present  in- 
terest in  ratines  or  sponge  cloths  should  lead  to  some 
popularity  for  Winter  selling  in  suitable  weights, 
and  another  shaggy  novelty  that  promises  some  favor 
is  velour  de  laine.  This  cloth  is  on  the  zibeline 
order,  but  has  more  the  texture  of  fur.  Soft  wool 
velour  cloths  are  included,  but  zibelines  seem  booked 
for  the  position  of  best  sellers. 

All  these  materials  come  in  solid  colors  and  in 
dark  mixtures  with  narrow  relieving  stripes.  Bouclo 
stripes  are  prominent  also  on  soft-toned  grounds  of 
l)rown,  garnet,  purple  or  green. 


■^ 


Cotton    Goods    Advancing 

Increased  cost  of  production  having  effect 

on  piece  goods  market  —  Ratines  in  high 

favor  —  Advance  showing   for  Spring 

Raw  cotton  is  lower  in  price,  but  this  condition 
is  having  no  effect  upon  the  piece  goods  market,  for 
here  prices  are  advancing,  due  to  the  increasing  cost 
of  production,  higher  labor,  and  also  to  the  fact  that 
manufacturers  are  in  a  position  to  command  higher 
prices,  as  the  makers  of  all  classes  of  cotton  fabrics 
have  orders  booked  far  ahead.  Mills  that  specialize 
on  fancies  are  in  a  particularly  good  position,  and 
many  of  them  have  orders  on  hand  that  will  take 
well  into  the  coming  year  to  execute,  and  the  prices 
received  are  exceedingly  profitable. 

There  has  been  no  weather  so  far  warm  enough 
to  force  heavy  sales  of  cotton  fabrics ;  sales  have  been 
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The  Perfect  Woven  Wash  Flannel 


28  in.  Wide 


Fast  Colors 


This  cloth,  made  from  highest  grade  yarn, 
has  that  soft  but  firm  texture  so  much  desired 
in  wash  flannels — and  Eden  Cloth,  with  its 
distinctive  patterns  and  famous  plain  shades, 
retails  at  a  price  most  profitable  to  the  dealer. 

Eden  Cloth  is  an  adaptable,  high-grade  and 
attractive  fabric,  and  one  that  women  are 
most  anxious  to  obtain.  Will  not  shrink  or 
scratch  like  wool. 

Our  retail  co-operative  helps  will  assist  you 
in  bringing  Eden  Cloth  to  the  attention  of 
your  customers. 

If  your  jobber  cannot  supply  you,  write  us 
for  samples  and  name  of  jobber  who  can. 

Smith,  Hogg  &  Co. 

115  Worth  Street  New  York  City 

Every  yard  stamped  "EDEN"  on  Selvage 


THE  NAME  AND   FAME 

OF 

"LAMBA" 

Registered 

is  now  known  throughout  Canada  as 

The  Best  Fabric    Ever  Offered 

For  Shirts,  Night-Shirts  and 

Pyjamas 


®®(i®®®®®®®®®  IRISH  LINEN  ®®®®®®®®®®®® 
®®®®®®®®®®®®      AGENCY      ®®®®®®®®®®®® 


Arrangements  have  been  made  to  supply 

LAMBA    GARMENTS 

MADE  IN  CANADA 
by 

John    W.   Peck  &    Co.,  Limited 

Montreal  Winnipeg  Vancouver 

who  will  be  ready  with  full  stock  on  July  1st. 

Place    Your    Orders    At    Once 

Lamba  Shirts  have  the  largest  sale  in  the  World, 
No  fabric  can  compare  with  Lamba  for  hard 
wear — for  beautiful  colourings — for  fast  dyes  or 
for  any  of  the  points  ^-ou^  customers  look  for  in 
the  goods  you  offer. 

All  genuine  Lamba  Garments  bear  /he  Lamba  label 

Piece  Goods    Can  Be   Obtained 

from 

Mclntyre   Sons  &   Co.,  Limited,   Montreal. 

1.  &  R.  Morley,  London. 

J.  &  N.  Philip,  Manchester. 


|: 


From  The 
Emerald  Isle 

where  flax  of  very  fine,  tough  fibre 
grows  in  abundance  and  w^here  linen 
weaving  and  finishing  is  the  mother 
industry  of  the  country,  comes 

LIDDELL'S  3& 

GOLD  MEDAL 

s&       LINENS 

These  linens,  as  nearly  a  century 
ago,  are  of  the  finest  quality  and  are 
beautifully  finished.  They  lead  the 
world  in   point  of  style  and  value. 

See  Our  1912  Range 

|R.  H.  COSBIE 

30  WEST  WELLINGTON  ST.  TORONTO 
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steady,  and  as  soon  as  the  warm  weather  arrives  will 
expand  rapidly.  Pleavier  cotton  goods  such  as  welts, 
cords,  reps,  piques  and  certain  grades  of  ratines  or 
sponge  cloths  are  the  big  sellers.  Contrary  to  expec- 
tations, in  many  quarters  these  cloths  are  obtaining 
a  hold.  There  is  not  so  much  demand  for  the  heavy- 
looped  fabrics,  but  the  finer  makes  have  sold  freely 
and  at  highly  profitable  prices.  So  great  is  the  pro- 
gress made  by  ratines  that  this  fabric  must  be 
reckoned  with  a.s  a  popular  cloth  for  another  season. 
Ratine  is  particularly  well  liked  for  suits,  for  wrap 
coats  and  for  children's  wear.  One  merit  is  that  it 
does  not  crush  nor  does  it  require  ironing — only 
pressing  out. 

Lawns  and  Swisses  have  so  far  only  had  a  limited 
sale,  but  doubtless  they  will  pick  up  somewhat,  as 
their  best  selling  period  is  ahead. 

Cotton  voiles,  particularly  in  white  and  in  plain 
colors,  have  been  free  sellers,  and  for  waist  and  dress 
purposes  voiles  must  have  cut  into  the  sale  of  lawns. 

Advance  collections  for  Spring,  1913,  are  begin- 
ning to  be  shown,  and  decidedly  good  orders  have 
been  booked.  Interest  is  maintained  in  ginghams, 
as  this  cloth  is  simply  unapproachable  for  many  pur- 
poses, and  advance  sales  have  been  quite  up  to  ex- 
pectations. Checks  are  selling  better  than  stripes, 
and  there  is  a  decided  preference  for  pink. 

Linen  Mills  are   Oversold 

Orders  for  November  or  next  year  deliv- 
ery only  accepted  —  Gradual  hardening  of 
prices  —   Popularity    of    dress    linens  — 
Rough  weaves  and  crashes. 

Canada  is  rapidly  increasing  her  orders  for  lin- 
ens of  every  description,  and  particularly  in  the  bel- 
ter grades,  business  is  growing  enormously.  Jobbing 
houses  and  agents  for  North  of  Ireland  mills  report 
a  steady  increase  in  both  the  number  and  the  size  of 
the  orders  taken,  and  also  report  satisfactorily  on  the 
growing  importance  of  the  Canadian  market.  Every 
description  of  linen  fabric  is  wanted  and  table  linens, 
household  linens,  towels  and  fancy  linens  are  free 
sellers,  also  the  increasing  demand  for  dress  linens  is 
making  itself  felt. 

For  some  time  now,  there  has  been  a  gradual 
hardening  in  prices  irrespective  of  the  trend  of  de- 
mand. This  is  due  to  various  causes,  the  increased 
cost  of  labor  and  production  being  chiefly  respon- 
sible. There  is  the  enhanced  price  of  coal  since  the 
strike  for  one  thing,  and  bleachers  also  are  demand- 
ing higher  wages. 

Belfast  manufacturers  have  carefully  kept  down 
prices  to  the  lowest  possible  level,  as,  when  they 
hinge  upon  the  prohibitive,  there  is  always  a  falling 
off  in  the  demand  and  a  tendency  to  substitute  other 
fabrics  for  the  linen  article. 


Manufacturers  are  up  against  the  increased  cost 
of  production  and,  moreover,  are  now  so  far  over- 
sold that  only  orders  for  November  or  January  de- 
livery can  be  accepted.  Therefore,  they  are  in  a  po- 
sition to  advance  prices.  Most  price  lists  are  now 
withdrawn,  and  new  lists  are  not  yet  to  hand. 

Linens  are  being  freely  accepted  by  most  markets, 
though  orders  from  the  United  States  are  not  up  to 
the  usual  size.  The  growing  importance  of  Canada 
as  a  buyer  of  linen  fabrics  is  emphasized,  and  manu- 
facturers state  that  Canadian  orders  have  been  a  coii- 
tributive  factor  in  the  present  position. 

Dress  linens  continue  to  increase  their  popularity 
in  current  sales,  particularly  with  the  big  retail 
stores.  Rough  weaves  and  crashes  in  white,  oyster 
natural  and  solid  colors  and  in  woven  line  stripes  are 


the  big  sellers. 


-^ 


Best  Report  in  History 

The  best  report  in  the  history  of  the  company 
was  submitted  at  the  annual  meeting  of  the  Domin- 
ion Textile  shareholders.  May  27.  The  net  profits 
were  $1,137,553,  after  paying  off  $204,078  for  re- 
pairs and  improvements  to  mills,  interest  on  loans, 
mill  charges,  etc.  To  these  profits  have  been  added 
the  dividend  received  from  the  Dominion  Cotton 
Mills  Co.,  and  the  Merchants  Cotton  Co.,  amounting 
to  $120,344,  in  all  $1,257,897,  and  after  paying  in- 
terest on  bonds,  preferred  and  common  dividends, 
rental  of  the  Dominion,  Merchants  and  Mount  Royal 
mills,  there  was  left  a  surplus  of  $100,224.  Sales  for 
the  year  amounted  to  $9,038,463.  The  following 
directors  were  elected:  C.  B.  Gordon,  H.  S.  Holt,  Hon. 
Robt.  MacKay,  J.  P.  Black,  D.  Morrice,  John  Baillie, 
C.  R.  Ilaswer,  G.  A.  Grier  and  Capt.  D.  C.  Newton. 


Revillon  Bros.  Re-organize 

Revillon  Bros.,  wholesale  merchants,  Edmonton, 
Alta.,  have  re-organized  their  interests  which  have 
been  conducted  under  the  style  of  Revillon  Brothers, 
Limited,  and  will  now  conduct  their  jobbing  business 
under  the  name  of  Revillon  Wholesale,  Limited,  in- 
corporated under  the  laws  of  Alberta. 

Their  raw  fur  business  including  their  posts 
throughout  Canada,  is  now  operated  by  Revillon 
Freres  Trading  Company,  Limited,  a  corporation 
organized  under  a  Dominion  charter.  Both  com- 
panies are  owned  as  before  by  Revillon  Freres  of 
Paris,  France.  The  directors  of  Revillon  Wholesale, 
Limited,  are  Victor  Revillon,  Paris;  Albert  Revillon, 
Paris ;  J.  M.  Revillon,  Paris ;  W.  R.  Bottom,  Edmon- 
ton ;  J.  E.  Brown,  Edmonton. 

The  officers  are : — J.  M.  Revillon,  president ;  J.  E. 
Brown,  vice-president;  W.  R.  Bottom,  secretary- 
treasurer. 
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Get  All  The  Profits 

By  Importing  Direct 


WE    ARE    OFFERING:— 

LACES, 

LACE  CURTAINS, 

for  CHRISTMAS  or  SPRING  1913  delivery. 


EMBROIDERIES, 
HANDKERCHIEFS 


You  should  see  these  exclusive  designs.  Get  the  ^'something diffcreyit'"  your  customers 
are  looking  for.  Our  salesmen  vi^ill  be  pleased  to  show  the  entire  range.  If  they 
do  not  call,  write  to  us  and  w^e   will   see    that   your   wants    are   attended  to. 

McFADYEN,  VALIQUET  &  SHEA 


59  ST.  PETER  STREET 


MONTREAL 


^^  ^v^^  S  %  %  ^  S 


Cotyright. 


PATENTED 


%^  B  J^  B  ^^^ 

An   Exact   Reproduction   of 
Hand   Made   Lace 

possessing  the  same  exceptional  qualities  for 
appearance  and  durability 


IBlanufactuved 
of 


BIRKIN  &  CO. 


NOTTINGHAM,  ENG. 


Manufacturers  of  B.  B.  Torchons,  Finest  Quality  Valenciennes  and  Novelty  Laces 

Represented  in  Canada  by  A.  B.  FISHER,  400  Empire  Bld^..  64  Wellington  St.  W.,  Toronto 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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The  Leading  Lines  for  Fall  1912 

WHIPCORDS,  SERGES,  TWEEDS 

The  Leading  Shades : 

Browns,  Blues, 

Blacks,  Wines. 

SOLE  AGENTS  FOR  PRIESTLEY'S  DRESS  FABRICS 


GREENSHIELDS,  LIMITED 

MONTREAL 


V, '.  ■,'.' ' > — V  - -5?; 
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KING'S 


E>tablishea  177S 


FAMOUS 


Sold  by  leading  jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  coloring^ 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 
210  St.  James  Street        -  -  Montreal 


ESTABLISHED  1849 

BRADSTREETS 

Offices  ThrouEbout  the  Civilized  World 

OFFICES  IN  CANADA: 

Calgary,  Alta.  Ottawa,  Ont.  Montreal,   Que. 

Edmonton.  Alta.      St.  John,  N.B.        Quebec,  Que. 
Halifax,  N.S.  Vancouver,  B.C.    Toronto,  Ont. 

London,  Ont.  Hamilton.  Ont.       Winnipeg,  Man. 

Reputation  eained  by  long  years  of  vigorous, 
conscientious  and  successful  %vork. 

THOMAS  C.  IRVING.  ^T.'t^'r'n'^a^SS: 

TORONTO,  CANADA 


British  America  Assurance  Gempany 

A.D.   1833 
FIRE  A  MARINE 

Head  Office,  Toronto 

BOARD  OF  DIRECTORS 

Hob.  G«o  A.  Coz,  PreildenI  W.  R.  Brook,  Vlei-Prctldcnt 

Robtrt  Blckerdike,  M.P.,  W.  B.  Melkle,   E.  W   Cox.  Gto.  A.  Morrow 

D.  B.  Htont,  Auguatut  Mysrs,  John  Hoskin,  K.C.,  LL.D. 
Prederlo  NIobolls,  Alex.  Lilrd,  Jiniei  Karr  Oaborna,  Z.  A.  Laab,  K.C. 

Sir  Haary  M.  Pallatt,  E.  R.  Vood. 
W,  B.  Mmlklm,  a»nmral  Managmri  P.  H.  SImm,  Smcr^tary 

CAPITAL  11,400,000.00 

ASSETS 2,102,753.85 

LOSSES  PAID  SINCE  ORGANIZATION      20.033.820.96 
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The  New  Idea  Pattern 

The  only  Pattern  that  makes  a  dime 
do  the  work  of  fifteen  cents. 

It  was  the  first  ten-cent  Pattern. 

It  is  the  best  ten-cent  Pattern. 

It  is  the  best  at-any-price  Pattern. 

The  New  Idea  Pattern  fits  every  purse. 

And  fits  every  person. 

If  there's  no  New  Idea  Pattern  Agency 
in  your  town,  we'd  like  to  hear  from 
you.  We're  sure  you'll  be  glad  to  hear 
from  us  if  you  write.     Do  it  now. 


The  New  Idea  Pattern  Co. 


70  Bay  Street 
Toronto 


636-638  Broadway 
New  York 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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PIQUE  WASH  BELTS 


t  1 


!        The    six    numbers    illustrated    above    are  from  a  number  ot  new  lines  oi  Swiss 
embroidery  on  pique. 
The  price  is  $24.00  per  gross  and  the  delivery  is  one  week. 


See  Salesmen  or  Write  Us. 


LADIES'  Wear  Limited 


W.  F.  GOFORTH, 

ManaslnB  Director. 


TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


THE  BUYERS'  VIEWPOINT 

P^ancy  tunics  and  overdresses  show  trimmings  of 
amber  and  jet.  Yellow  will  be  an  excellent  color  for 
evening  wear  in  fabrics. 

From  Paris  comes  the  news  that  black  Chantilly 
lace  Honncings  are  being  taken  up  by  the  leading 
designers. 

Demand  for  Robespierres  —  New  style  creation  of  Paris  designers  now  influ- 
encing: all  lines  —  A  novelty  that  was  needed  —  New  jabot  in  bib  shape 
shows  influence  of  Pierrot  pleated  frill  —  Large  fluffy  ruff  or  frill  effects 
worn  at  Woodbine  races  —  Amber  headings  on  new  tunics. 


T\V(_)  neckwear  numbers  which  are  selling  ex- 
cellently just  now  are  the  tunic  effects  of 
lace  and  embroidery  and  the  Robespierre  col- 
lars.. The  former  have  been  selling  since  their  in- 
troduction early  in  the  season,  and  are  likely  to  be 
one  of  the  most  frequently  seen  effects  for  Summer 
dresses.  The  Robespierre,  which  is  an  article  of 
neckwear  in  a  more  exact  sense  than  the  tunic  effects, 
has  only  just  appeared  in  the  last  few  weeks  here,  and 
its  success  is  already  assured. 

Two  types  may  be  noted.  The  first  consists  of  a 
low  collar,  of  silk  preferably,  though  many  of  ratine 
have  been  noted,  falling  slightly  short  of  meeting 
in  front,  and  having  the  space  filled  by  a  small  vest 
with  a  deep  jabot  therefrom.  Vest  and  jabot  are  in 
one  in  many  cases,  and  the  favorite  material  seems 
to  be  white  net,  plain  or  trimmed,  thus  giving  a  con- 
trast with  the  collar  itself.  The  other  type  of  Robe- 
spierre is  not  so  popular,  but  really  nearer  the  origin- 
al product  of  the  French  designers  and  a  more  styl- 
ish article.  This  consists  of  a  stand-up  stock,  black 
silk  preferred,  with  narrow  pleated  frill  at  the  lower 
edge.  The  edges  of  the  stock  do  not  meet  in  front 
by  at  least  an  inch,  and  the  small  vest  and  jabot  effect 
are  the  .«ame  as  in  the  case  of  the  low  Robespierre. 
Variations  from  these  designs  are  almost  as  many 
as  the  types  which  are  exact  copies.  The  designer 
has  received  a  distinct  impetus  in  a  new  direction 
from  the  introduction  of  these  French  novelties,  and 
as  a  result,  the  market  is  flooded  with  hew  and  wel- 
come creations.  These  were  much  needed  as  it  look- 
ed at  first  a.«i  if  the  season  would  fall  short  of  the 
record-breaking  good  sales  of  last  season  merely  be- 
cause of  the  Tack  of  some  one  absolutely  new  inspir- 
ation.   This  has  come,  and  will  operate  to  make  all 


lines  better,  as  is  invariably  the  case.  Up-to-date,  the 
sales  recorded  at  wholesale  have  been  most  satisfac- 
tory, and  it  looks  now  as  if  this  year  would  better  the 
record  of  the  last. 


';.■[)    ♦; 


The  Latest  Jabot 


A  style  in  jabots  which  is  practically  sure  to  be 
th^  leader  for  Fall  is  now  being  shown  by  the  most 
advanced  houses.  It  will  be  obvious  to  the  perspn 
who  likes  to  follow  out  the  transition  from  one  idea 
in  design  to  another  just  how  this  jabot  came  into 
being.  It  shows  the  influence  of  the  Pierrot  pleated 
frill  very  strongly. 

The  new  jabot  is  in -bib  shape,  though  pleated  so 
that  it  has  a  sort  of  fan-like  spread.  Instead  of  be- 
ing attached  at  a  point  to  the  base  of  the  stock,  it  is 
at  least  two  or  three  inches  across  at  the'  top.ajid  is 
pleated  into  the  lower  edge  of  the  stock  for  that  dis- 
tance. Some  of  these  jabots  are  very  large  and  form 
a  wide  spread  at  the  lower  edge  so  that  they  practical- 
ly cover  the  front  of  the  waist  with  which  they  are 
worn.  A  favorite  material  for  making  up  seems  to 
be'  shadow  lace  flouncing,  with  the  plain  stock  to 
match; 

K  dainty  small  accessory  which  has  sold  well  this 
season  has  been  the  group  of  tiny  made  flowers  in 
mixed  colors  giving  a  very  bright  effect.  These  little 
dashes  of  color  have  a  distinctly  Parisian  appearance 
lamd  serve  to  give  the  finishing  touch  to  a  costum^. 
They'vi'ill  be  repeated  for  Fall  selling,  and  there  ate 
many' numbers  now  in  pi-eparation  for  Fall  'data- 
logues.  '  ;  !      •  ■      . 
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profit,  and  in  showing  the  better  class  and  higher- 
priced  lines,  he  is  doing  no  more  than  justice  to  his 
trade. 


Ui)l)c.spieii-e  stock  collar.    Shown 
by   Laiiies'  Wuiii-,  Ltd.,  Toronto. 


Neckwear  at  the  Races 

An  article  of  neckwear  which  was  noted  at  the 
races  at  the  Woodbine  last  week  when  the  presence  of 
Royalty  brought  out  a  great  display  of  fashion,  con- 
sisted of  the  Pierrot  frill  or  ruff  effect.  Some  of 
these  were  practically  boas,  with  velvet  ribbons  to  tie 
in  front,  while  others  were  distincly  in  the  collar 
class.  The  large,  fluffy  style  made  up  in  tulle  or  net 
seemed  on  the  whole  to  be  most  prominent.  Besides 
this  article,  there  were  a  great  many  pleated  effects 
among  the  neckwear  noted. 


Lace  and  Net  Pleatings  Selling 

There  is  no  accessory  line  which  is  selling  better 
over  the  counter  at  the  present  time  than  the  pleat- 
ings of  net  and  lace.  These  are  in  demand  for  col- 
lars of  the  flat  description,  for  cuffs,  both  for  blouse.s 
and  for  coats,  and  also  for  the  trimming  of  waists. 
Very  many  women  are  wearing  the  pleatings  in  the 
cuffs  of  their  new  Spring  and  Summer  suits.  At  first 
the  tendency  was  to  take  the  plain  or  slightly  lace- 
trimmed  nets  by  preference,  but  now  there  is  equal 
demand  for  the  more  decorative  shadow  lace  pleat- 
ings, and  for  the  net  and  lace  combined  effects. 

Larger  counter  spaces  are  being  given  to  the  above 
lines  by  all  progressive  merchants,  and  prices  up  to 
the  present  time  have  been  well  kept  up.  While  the 
article  remains  as  now  a  high  style  feature,  there  is 
no  reason  why  the  merchant  should  not  get  a  good 


Amber   Beadings    Appear 

Used  on  the  new   tunics  —  Amber  is  the 

Parisian  favorite  —  Jet,  crystal  and  rhine- 

stone  effects 

Fancy  tunics  and  overdresses  of  Parisian  origin 
are  now  finding  their  way  into  the  wholesale  houses 
in  preparation  for  the  coming  Fall  and  Winter  sea- 
sons. Several  new  features  appear,  and  the  types 
which  are  to  lead  this  year  show  distinct  differences 
from  those  which  were  best  last  year. 

Crystal  is  in  great  preponderance  of  demand  to 
any  other  line.  Colored  beads  are  now  confined  to 
amber  and  jet  for  the  most  part.  The  amber  effect 
is  the  "dernier  cri"  of  Paris.  Yellows  are  to  be  ex- 
cellent for  evening  wear  in  fabrics,  and  the  popular- 
ity of  the  new  offerings  in  amber  naturally  follows. 
Jet  is  also  in  much  better  position  in  all  beaded  fa- 
brics for  evening  wear  than  for  many  seasons.  Be- 
sides these,  there  is  little  doubt  that  rhinestones  will 
be  used  wherever  possible,  both  alone  on  laces  and  to 
embellish  other  beaded  effects. 

A  certain  amount  of  color  in  tunics  is  always  in 
demand,  but  this  year  the  dainty  evening  shades  ap- 
pear in  the  groundwork  of  net  or  tulle,  and  the  bead- 
ing is  in  pearl  or  crystal  with  rhinestones.  To  get 
sufficient  color  to  avoid  washy  effects,  the  grounds 
are  a  little  more  intense  in  tone  than  usually,  but 
lighten  up  Avhen  placed  over  another  fabric.  More 
tulle  than  usual  has  been  noted  so  far  among  the  im- 
ported overdresses. 

Manj'  of  the  new  tunics  show  lace  worked  in  so 
as  to  form  an  integral  part  of  the  pattern.  Shadow 
and  maline  laces  are  especially  suited  to  this  use — 
particularly  when  beaded  with  rhinestones  or  crystal. 

* 


Oriental    Laces    Good 

Clunys  have  had  a  good  sale  for  summer 

wear   —    French    designers    using     black 

chantilly. 

Oriental  flounces  of  medium  width  to  be  used  for 
trimming,  especially  in  the  form  of  pleatings,  are 
now  selling  better  over  the  counter  than  any  of  the 
new  lines.  These  laces  are  cheap  in  price  and  give 
good  wear,  besides  being  suitable  for  trimming  wash 
dresses.  They  have  been  freely  used  for  that  purpose 
and  also  for  millinery  this  Spring. 

Shadow  laces  make  another  line  which  is  selling 
well  though  not  so  well  as  they  probably  will  when 


Dry  Goods  Review 


DRESS    ACCESSORIES 


37 


LACES 

TRIMMINGS 

EMBROIDERIES 

BUTTONS 


FOR 'THIRTY-FIVE  YEARS   THE  LEADING 
HOUSE  IN  OUR  LINE 


FLETT,  LOWNDES  y  COMPANY,  Limited 

MANUFACTURERS  AND  IMPORTERS 
142-144  WEST  FRONT  ST.  TORONTO 
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tlie  seasMJ'  for  evening  dresses  re-opens.     Macrame, 

on  the  other  hand,  is  even  better  than  before,  and 

there  are  many  new  types  of  this  popular  article  on 

the  market.     The  heavy  varieties  continue  to  receive 

the  best  demand. 
j  T 
(  I  From  Paris  comes  the  news  that  black  Chantilly 

lice  flounces  are  being  taken  up  by  the  leading  de- 
signers and  made  into  tunics  in  the  new  pannier 
shapes,  and  also  used  for  flounces  to  trim  skirts.  All 
sorts  of  overdraperies  are  especially  adapted  to  the 
uses  of  this  lace,  and  it  is  also  excellent  for  millinery 
purposes. 

'  The  Ratine  laces  are  selling  well  in  some  places, 
and  the  use  of  this  type  on  hats  is  a  notable  feature 
of  the  present  modes.  Milliners  especially  should  be 
interested  in  the  ])ossibilities  of  this  line. 


Tunic  neckwear,   illnslraled    in    washable 
number,  by  Sanderson's  Ltd..  Toronto. 


Cluny  laces  have  had  an  excellent  sale  .so  far  this 
season.  The  real  linen  Clunys  which  are  such  a  good 
imitation  of  the  real  lace  have  been  in  demand.  These 
are  used  for  trinnning  linen  dresses  and  suits.  Venise 
laces  have  also  been  mucli  wanted,  and  many  new 
types  of  this  favorite  kind  have  appeared  in  the  last 
few  weeks.  Extra  deep  flounces  were  among  these. 
Venise  with  a  deep  net  top  seems  to  be  exceedingly- 
practical  from  the  dressmaker's  point  of  view,  and 
this  novelty  has  already  been  ordered  for  advance 
delivery. 

The  emln-oidered  net  flounces  which  appeared 
some  little  time  ago  are  now  selling  excellently,  and 
in  some  cases  have  lieen  repeated  though  there  has 
been  no  falling  off'  in  the  sales  of  the  batiste  embroid- 
#ffes.  aol.first^anticipated  by  some  buyers.      .",'.;__ 


stock,    with   now  type  j.ibot,  a  Fall  prophecy    from    the 
range  of   K.   D    Faiibairn  Co,   Limited,  Toronto. 


Grosgrain   Ribbons    Wanted 

Summer  sales  are    excellent  up    to    date, 
with  demand  falling  on  changeables,  bor- 
der effects  and  velvets. 

Ril)bons  with  decorative  borders  are  now  selling 
well.  There  has  been  steady  improvement  all  along 
the  line  this  season  in  the  matter  of  sales  of  ribbons, 
and  the  present  outlook  for  Fall  trade  is  especiallyi 
promising.  i  j 

Pic-ot-edged  numbers  had  a  good  vogue  as  a  noy-! 
elty,  and  so  with  the  cord  edges  and  the  bordered 
effects.  A  stripe  of  darker  or  contranting  shade  has 
been  a  good  seller  in  bordered  types.  All  stripe 
effects  have  been  in  fair  position  throughout  the  sea- 
son. Taffetas  continue  to  be  the  leaders,  but  faille 
has  been  tietter  than  usual  and  there  has  been  a 
goodly  .stir  in  the  velvet  section.  The  extra  wide 
black  velvet  so  much  seen  on  hats  has  l^een  a  fine 
seller  during  the  past  two  months. 

The  noveltv  which  has  sold  best  consisted  of  the 


Types  of   amber  buttons.    Shown  by  A.   Weyerstall 
&  Co  ,  Toronto. 
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Our  Stock  is  complete  for 


Sorting 


Season 


Shetland  Finish 
Veils  and  Veilings 

In  White,  Black  and  Popular  Combinations. 


Bandings,  Edges, 
Flouncings  and  Allovers 

Newest  Designs  in  Shadow  Effects. 


Linen  Inserts  and  Edges 

In    Rust,    Dark    Linen    and    Natural    Shade. 


.JGUi 


MOST     CAREFUL     ATTENTION      GIVEN 
TO  LETTERGRAM  OR  MAIL  ENQUIRIES. 


CANADA  VEILING  CO. 

84-86  WELLINGTON  STREET  WEST 
TORONTO,   ONT. 
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New  French  striped  four-in-hand  ties  for   ladies.     Shown 
by  A.  T.  Reid  Co.,  Toronto. 

shot  and  changeable  effects.  These  are  in  excellent 
position  to-day,  but  a  newer  type  of  ribbon  is  the 
grosgrain  Avhich  is  engrossing  the  attention  of  the 
public.  This  ribbon  is  much  used  for  hat-bands,  for 
belting  and  for  flat  trimming  bows.  Moire  gros- 
grain was  one  of  the  prettiest  new  trimmings  noted 
in  the  mid-summer  millinery  openings.  Sailor  hats 
are  being  freshened  by  the  addition  of  a  band  of  the 
same  in  many-colored  stripes.  On  the  whole,  how- 
ever, the  white  grosgrain  has  had  the  most  demand, 
and  this  is  notable  on  the  white  felts  and  straws  for 
outing  w^ear. 


Good  Fall  Glove   Demand 

Some  of  the  Montreal  houses  report  a  re- 
cord —  One    firm    reports  80   per   cent,   of 
orders  were  for  short  gloves  —  The  length 
problem  in   next  Spring's  business. 

Montreal,  June  1. 

The  demand  for  ladies'  gloves  for  Fall  has  been 
very  large,  constituting  a  record  with  some  of  the 
supply  houses.  Stocks  were  very  low  this  Spring,  in- 
dicating that  retailers  had  been  buying  carefully, 
and  when  Fall  samples  were  shown  generous  orders 
were  the  rule. 

The  question  whether  short  or  long  gloves  should 
be  stocked  seems  to  be  getting  pretty  well  settled  by 


ordering  both,  though  for  Fall  and  Winter  the  short 
lengths  are  most  wanted.  One  of  the  big  glove 
houses  reports  that  80  per  cent,  of  the  Fall  orders 
were  for  short  gloves  and  20  per  cent,  for  the  long 
styles,  the  later  being  for  evening  wear  and  mostly 
of  the  16  and  20-button  variety. 

The  best  shades  are  again  black,  white  and  tan, 
in  the  order  named.  There  has  been  a  decided  fall- 
ing oft'  in  fancies,  such  as  greens,  blues,  etc.,  though 
a  few  greys  are  asked  for. 

There  is  some  difference  of  opinion  as  to  what 
will  be  worn  next  Spring,  as  it  is  generally 
conceded  that  a  great  deal  depends  on  whether 
blouses  are  made  with  long  or  short  sleeves.  One 
large  jobbing  house  reports  having  ordered  nothing 
but  short  gloves  for  Spring,  1913,  but  in  most  other 
cases  both  long  and  short  have  been  bought. 

It  is  contended  by  some,  that  long  gloves  are  here 
to  stay  and  that  they  will  be  good  both  Summer  and 
Winter.  A  buyer  who  has  just  returned  from  the 
European  markets  was  most  positive  in  saying  that 
long  gloves  would  continue  to  be  good  next  Spring. 
"They  may  wear  12  buttons  next  Spring,  but  there 
will  be  nothing  shorter,"  he  said.  "As  long  as  the 
demand  is  for  the  staples  like  black  and  white,  there 
is  no  risk  in  stocking  these  goods." 

It  is  admitted  by  all  that  long  gloves  are  now  a 
staple  for  evening  wear. 

There  is  a  shortage  just  now  in  some  lines  of 
fabric  gloves,  but  it  is  hoped  that  it  will  not  be  of 
long  duration,  as  steps  have  been  taken  to  meet  the 
exceptional  demand  for  these  goods  by  increasing  the 
output  considerably. 


PAGE  16  WILL  [INTEREST 

YOU 

What  do  you  consider  your  most  suc- 
cessful'sale  scheme? 


Have  you  an  idea  that  can  be  applied 
in  an  orig'inal  way  to  attract  more  cus- 
tomers ? 

By  what  methods  have  you  improved 
your  advertising  methods  ? 

Tell  the  "Review"  about  it.     See  page  16 
THERE'S  MONEY  IN   IT 
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The  Paying  Line 


Illustration  of  a  45  in.  Muslin  Skirting,  box  lot,  of    which  we  always  carry  a  large  variety 
in  stock.     Price  of  this  assortment  is  45  cents  per  yard.  (8  pieces  of  ten  yards  in   box). 

Voss  &  Stuf  f  mann,  Limited 

The  Dress  Accessories  House 

of  Canada 

Our  stock  of  dress  accessories,  including  laces,  em- 
broideries, neckwear,  trimmings  and  ribbons,  is  most 
complete  at  all  times,  and  being  direct  importers  of 
the  latest  novelties  from  the  European  and  American 
markets,  we  are  always  in  a  position  to  offer  the  best. 

Our  line  of  hosiery,  curtains,  etc.,  is  most  com- 
prehensive and  the  values  are  unequalled. 

Call  at  our  ivareroonis  when  in  Montreal  or   write  for  sa tuples 

Voss  &  Stuffmann,  Limited 

12  St.  Helen  Street  -:-  -:-  Montreal 
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Hand-made 
IRISH  LACE 

COLLARS 

(Irish  Crochet) 


The  handsome  Irish  Crochet 
laces  are  much  in  vogue,  both 
for  trimmings  and  accessories. 
We  are  showing  an  elegant 
range  of  hand-made  Irish  Cro- 
chet collars  and  laces  in  good 
designs  and  quality. 

We  specialize  in  the  latest 
novelties  in  ball  fringes,  heavy 
laces,  veilings  and  dress  trim- 
mings. 


Bohemian  Lace  Allover 

(The  very  newest  novelty) 


Call  when  in  the  city,  or  write 

The 

Thompson 

Lace  and  Veiling 

Company,  Limited 

Specialists  in  Fancy  Nets,  Laces, 
Veilings,    Trimmings,    etc.,    etc. 

76  Wellington  St.   W. 
TORONTO 


Ribbon 
Fringe 
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KLAUBER  &  CO. 

ST.  GALL,  SWITZERLAND 


Embroideries 

Calais  Laces 


NEW  YORK  WAREHOUSE: 

Broadway  at  18th  Street 

TORONTO  OFFICE: 

T.  H.  Litster, 

27  Wellington  St.  East 


^^ 
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Forging  ahead 

and  naturally  so 

I  The  SWISS  EMBROIDERIES 

made  by 


TE 


are  making  tremendous  strides  on 
the  Canadian  market. 

The  LARGE  STOCK  KEPT  in  MONTREAL 
has  just  been  re-assorted  and  satisfies 
daily  important  demands. 

IMPORTATION  ORDERS 

are  keeping  pace  with  local  sales  and  Mr, 
J.  H.  Gagnon,  of  Montreal,  G,  Thoma  & 
Go's  Canadian  agent,  actually  touring  the 
provinces,  speaks  glowingly  of  present 
successes   which  guarantee  an  even  more 

BRILLIANT  FUTURE 
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Cash's  Wash 


IT  tTA  Jl  s 


THE  ONLY  GENUINE 
BEARS   THIS    MARK 


e 


m 


^ 

fi 


Sample  card  of  these 
fashionable  WASH 
TRIMMINGS  beauti- 
uUy  embroidered  in 
colors  (guaranteed 
fast)  will  be  sent  on 
request  from  our  Mon- 
treal Branch.  301  St. 
James  St.  Montreal, 
also  our  new  colored 
catalogue  just  issued 
senc  to  ladies  answer- 
ing our  magazine  ad- 
vertisements. A  com- 
plete stock  is  carried 
at   Montreal; 

ORDERS    FILLED 
PROMPTLY 


L. 


No    3110 


Trimmings 

m 


No.  4070 


No.  4030 


J.  &  J.  CASH,  LTD.  ( 'eXT  )  South  Norwalk,  Conn.  U.S.A, 


MONTREAL     OFFICE:     301  St.  James  Street 


Always  Room  For  Another 
Customer    at    Your    Glove 

Counter 

Your  business  may  be  good  and  your  counter  may  be  lined 
with  glove  customers  but 

"KAYSER"  GLOVES 

will  always  bring  another.  "Kayser"  gloves  come  in  wools, 
cashmeres  and  silks  in  all  the  leading  shades  for  the  season. 
Look  over  your  stock  of  gloves  to-day  and  sort  up  your 
sizes  with  "Kayser" — better  still,  let  us  send  a  sample  order 
w^ith  all  sizes  complete. 

Try  them  out — you'll  be  satisfied 

Perrin  Freres  &  Cie. 

28  Victoria  Square        !  -:■  -:-         Montreal 
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All  Wearables  Should    Be   Marked 


with  CASH'S  WOVEN 
NAMES 


>^  f^-a^uucve'Ti, 


SEND  FOR  SAMPLES  AND 
PRICES  TO-DAY 


A  Lar^e  Field  Is  Open—Get^In  Line 

Every  man,  woman  and  child  wears   garments   which    should  be  marked    before   sending  to   laundry,    before    travelling 

or  before  going  to  school. 

Cash's    woven    names    are    most    valuable    for    sewing    on    shirts,    socks,    pocket    handkerchiefs    and  other  small  articles. 

There  are  dozens  of  uses  for  them.     No  man,  woman  or  child  should  be -without  them  on  their  garments. 

Write  to-day  re  circulars  and  show  cards  and  get  in  line — the  field  is  large  and  worth  while.      No  stock  is   necessary. 

WE  GIVE   QUICK  DELIVERY 

J.  &  J.  CASH,  LIMITED  ( 'bXT')  South  Norwalk,  Conn.  U.S.A. 

MONTREAL     OFFICE:     301  St.  James  Street 


FANCY  PARASOLS 


We  offer  special  lots  in 
Fancy  Parasols  at  $8.50, 
$10.50,  $12.00,  $15.00,  $18.00 
and  $24.00  per  dozen. 


THE    IRVING     UMBRELLA    CO. 

LIMITED 


79-83  Wellington  St.  West 


Toronto 


PEWNEY'S 
Kid  Gloves 

Write  for  sample  orders  of 

Glace  Kid  Specials 

at  $6.50,  $9.00,   $10.50,   11.50,   $13.50 
$15.00  and  $16.50. 

also  Suedes 


See  our  samples  of  the  new 
Velour  finish  Real  Mochas 
for  Fall  in  Ladies'  and  Men's. 


Greenshields  Limited 
Montreal 
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All  we  want  is 
our  Customers  to 
ask  our  Repre- 
sen  tati  ves  to 
show  them  these 
five  Special  June 
Lines. 


R.  D.  Fairbairn  Co.,  Limited 

107  SIMCOE,  STREET,     TORONTO 
President:    Rhys  D.  Fairbairn  Vice-Presidents:    F.  J.  Knight,  W.  C.  CKff 
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Increase  Your  Profits 

by  buying  £rom 

"The  Ribbon  House  of  Canada" 


All  kinds 


of  Ribbons 
Always  in 
stock. 


jMake  use  of  our  Mail  Order  Department 

Waltc^r  H.  Barry  &  Co^  j 

MONTREAL.  QUE. 

Winnipeg  Branch  :  ^ 

]^rSYLYESTRE  WILSON  BUILDING  sDiV 

J.  R.  GALBRAITH.   Manager. 


v^      V    1  i 


To-day— It's 
Knit  Ties 


and  if  your  stock  has  not  a  good  re- 
presentation of  the  ladies'  knitted 
neckwear  you  are  letting  your  op- 
position have  it  all  his  own  way. 

Fashion  says  "Knit  Ties"  and  people 
are  demanding  them. 

Send  for  a  few  dozen  as  a  sample 
order.     You  can't  go  wrong. 


iJaces  and  Brands 

Manufacturing   Co. 

LIMITED 

121  Prescott  Ave.      -      TORONTO 
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Leumann,  Boesch  &  Co. 

400  Empire  Building 

64  Wellington  St.  W. 
TORONTO 


Makers  of  and  Leaders  of  Fashion  in 

EMBROIDERIES 

Our  stock  is  the  largest  and 
most  complete  in  Canada. 

ALWAYS   SOMETHING   NEW. 


Import  line  for  next  season  now  being  shoAvn. 


•of 


■     -i!   oi 

Factories  at:    Kronbuhl,  St.  Gall,  wJiawoft 

Constance,  Netstal,  Buchs,  Plauen.        f "'/^  !^  'f' 

;ii;q  bim  va'xqso  .n'low 
9«ilifiii3q  bnc  va'jqeo 

^.tir/R  F)9ioIxBl  dJiW 

Agent  for  Canada    -  >  w  oUiti\  ,l)0<ihQ-iooiq  ewod  bnu  ^■.qool 

■i'y'  oUf\'//  hnn  f>fi\d  'lo  ^eJirfv/  briB  jIobIQ 

.snoiifinhimoo  ho/Iil 
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THE  BUYERS'  VIEWPOINT 

Spring  materials  should  now  be  cleared  out 
while  salable.  Reductions  may  best  be  applied  while 
conditions  ensure  a  demand.  While  flowers  are 
favored,  there  is  no  evidence  that  the  season  will  be 
a  long  one.  Mixed  flowers  were  a  feature  of  the  mil- 
linerv  worn  at  Woodbine  races. 


The  present  demand  is  for  flowers  —  Summer  lingeries  elaborate  —  Felt 
outing  hats  in  white  and  pale  shades  again  a  feature  —  Paris  is  giving 
attention  to  ribbon-trimmed  models  —  Strong  demand  expected  for  motor 

millinery  and  Panamas 


THE  season  is  far  advanced,  and  every  effort 
should  be  made  to  effect  the  clearance  of 
Spring  materials  while  they  are  yet  salable. 
This  requires  some  discretion,  particularly  when 
perishable  stock  like  millinery  is  in  question,  for  it 
is  not  wise  to  hold  out  for  top  prices  too  long.  The 
cutting  must  be  done  while  the  goods  are  desirable 
to  make  them  move  out  quickly,  and  it  is  better  pol- 
icy to  cut  pretty  deep,  than  by  delaying  reductions 
to  be  left  with  a  big  stock  on  hand  at  the  end  of  the 
season.  Now  that  warm  weather  is  arriving,  all  sur- 
plus stocks  of  flowers,  straws  and  fancy  feathers 
should  be  quickly  disposed  of. 

Flowers  are  in  good  demand  at  the  present  time, 
but  the  selling  season  gives  no  evidence  of  being  a 
long  one,  and  the  opportunity  thus  created  should 
be  quickly  utilized  for  the  clearing  up  of  flower 
stocks. 

The  millinery  worn  at  the  Woodbine  races  in 
Toronto  during  the  present  week  was  very  favorable 
to  floral  trimmings  for  many  of  the  best  dressed 
women  wore  fiower-wreathed  hats.  As  a  rule,  mixed 
flowers  were  favored,  the  crown  of  the  hat  being  hid- 
den by  them,  and  the  finish  was  a  floral  stick  up 
either  in  the  front  or  side.  Though  flowers  were  well 
worn,  osprey  and  paradise  must  be  placed  first,  and 
osprey  and  paradise  will  be  in  high  favor  during 
Winter. 

With  tailored  suits,  small  close-fitting  hats  gener- 
ally on  the  tricorne  order  are  being  extensively  worn 
in  Paris,  the  trimming  consisting  as  a  rule  of  smart 
loops  and  bows  picot-edged,  faille  or  morie  ribbon. 
Black  and  white,  or  blue  and  white  being  the  best 
liked  combinations. 


STIFF   BOWS   IN   FRONT. 

There  are  many  ways  of  placing  the  ribbon,  but 
the  newest  way  seems  to  be  to  make  two  stiff  loops 
which  stand  up  six  inches  high,  and  to  place  them  di- 
rectly in  front.  Sometimes  two  bunches  of  loops,  one 
white  and  the  other  blue  or  black  of  picot-edged  faille 
are  placed  in  the  same  position. 

Another  idea  shows  a  butterfly  bow  of  soft,  white 
satin  posed  in  front.  This  trimming  is  best  suited  to 
the  tricorne  shape,  and  the  upper  loops  being  left 
free,  move  with  the  wind,  and  add  to  the  effect  of 
the  bow. 

New  sailors  have  the  crowns  completely  hidden 
under  swathings  of  ribbon;  thus  a  black  sailor  will 
have  the  crown  covered  with  folds  of  deep  red  ribbon. 

Turning  to  dress  hats,  the  Watteau  shapes  are 
those  of  the  moment.  These  shapes  are  really  a 
plaque  of  fine  straw  and  are  trimmed  with  big  bunch- 
es of  black  or  white  cross  aigrette,  or  with  medium- 
sized  ostrich  feathers.  White  faille  or  taffeta  is  some- 
times used  instead  of  straw,  but  aigrettes  and  ostrich 
are  the  usual  trimming. 

Lace  is  used  on  all  the  large  hats  whether  of  straw 
or  faille  and  large  full  flounces  of  Malines  lace  cover 
both  the  brim  and  hang  over  the  edge.  Malines 
ruches  and  quillings  appear  on  many  hats. 

Something  new  in  lingerie  models  is  the  use  of 
embroidered  batiste.  A  model  seen  in  white  had  a 
square  crown  and  a  medium  straight  brim,  with  the 
batiste  put  on  plain  over  a  lining  of  pink  silk.  The 
trimming  consists  of  sherrings  of  batiste  over  pink. 
This  bands  the  crown  and  is  formed  into  a  flat  bow 
at  the  left  side. 
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No  microscopic 
inspection  necessary 
for  "HYGEIAN" 


The  superior  points  are  quite  evi- 
dent to  the  naked  eye  of  both 
yourself  and  your  customers. 


appeals  alike  to  the  trained  eye  of  the  expert  or 
the  natural  instinct  of  the  uninitiated  without  go- 
ing into  a  microscopic  examination. 

The  feel,  the  fit,  the  make  and  finish,  and  all  the 
minor  details,  speak  for  themselves  and  speak 
loudly  in  favor  of  "Hygeian." 

Every  thread  is  perfect  and  yet  the  price  is  moderate. 
Do  you  wonder,  then,  at  the  "Hygeian"  popularity  ? 

Get  in  touch  with  your  jobber  to-day  for  your  Fall  stock 
of  women's  and  children's  underwear. 


Ask  your  Jobber  for  Vanta  Vests  for  Infants  and  Children 


The  Eagle  Knitting  Co.,  Limited 

Controlled  by  J.  R.  MOODIE  Sc  SONS,  Limited 
HAMILTON  -  -  -  CANADA 

FRANK  M.    BARNARD,   So/e  SW/mn  A^ent 

TORONTO  MONTREAL  ST.  JOHN,  N.B. 


Must  Throw  Sprats  to  Catch  Herrings 

H.  S.  Terris,  Springfield,  N.S.,  replies  to  Vindex  —  Started  out  to  capture 
business  of  the  60  per  cent,  who  were  led  to  believe  they  got  better  values 
by  sending  away  —  A  large  increase  in  business  —  Retailers  must  organize 
—  When    bargain    hungry,    Wholesalers    have    made    it    profitable    for    him 


Editor  Dry  Goods  Review, — As  a  general  rule,  I 
read  Drii  Goods  Review  as  soon  as  it  comes  in,  as  I 
always  find  something  of  interest,  but  being  unusu- 
ally busy,  I  did  not  get  a  chance  to  read  the  last 
issue  until  to-day. 

In  it  I  notice  an  article  from  "Vindex,"  on  mail 
order  houses,  and  to  which  he  couples  my  name,  and 
ventures  to  say  that,  if  I  go  to  the  express  office  T 
will  find  some  parcels  from  the  mail  order  houses. 
i\Iy  friend  will  find  that  as  long  as  there  are  mail 
order  house?  who  advertise  and  send  out  catalogues, 
just  so  long  will  he  find  some  express  parcels  from 
that  source. 

\Mien  T  made  a  study  of  this  problem  I  found 
that  about  20  per  cent,  of  those  who  sent  away,  did 
so  because  they  could  not  find  what  they  wanted  in 
town;  another  20  per  cent,  because  they  wanted 
something  different  from  the  rank  and  file,  and  de- 
cided to  "send  away";  the  other  60  per  cent,  because 
they  were  led  to  believe  by  the  mail  order  houses  that 
they  were  getting  better  values,  and  it  was  this  last 
named  lot  I  started  out  to  capture.  Judging  from 
the  splendid  increase  in  my  business,  I  have  every 
reason  to  believe  we  have  been  successful,  but  I  find 
I  have  to  keep  hammering.  If  I  stop  I  drift  back- 
ward. Only  live  fish  can  go  up  stream,  and  the  busi- 
ness man  of  to-day  must  be  alive  to  the  methods 
adopted  by  the  mail  order  houses. 

Strange  to  say,  I  had  a  similar  experience  with 
the  Eaton  $11.95  coat  as  did  my  friend  "Vindex." 
In  November  last,  one  of  my  customers  said  to  me: 
"Can  you  give  me  as  good  a  bargain  in  a  coat  as  1 
can  get  at  Eaton's?"  I  said  I  certainly  could,  and 
I  said  it  in  a  way  as  to  leave  no  room  for  doubt. 

"Well,"  said  she,  "I'll  bring  up  the  catalogue  and 
show  you  what  T  want." 

"We  have  the  latest  catalogue  right  here,"  I  re- 
plied.   "Show  me  the  coat." 

She  picked  out  the  $11.95  special. 

"What  size,  please?  We  do  not  keep  this  particu- 
lar line,  but  I  can  easily  get  it  for  you." 

I  was  going  to  Quebec  the  next  week,  so  I  cut  out 
the  page  and  took  it  along  with  me.  I  showed  it  to 
a  firm  who  make  a  specialty  of  that  class  of  goods. 
The  best  he  could  do  was  $14,  but  to  help  out  on  the 
deal  he  gave  me  a  discount  of  20  per  cent.  With  e;c- 
press  added,  the  coat  cost  me  $12.10.  I  delivered  the 
coat.  Apparently,  it  was  the  same  as  Eaton's,  so  I 
charged  her  $11.50. 

She  not  only  got  the  same,  but  I  made  her  feel 
it  paid  her  to  look  to  me  for  it.  If  I  had  charged 
her  $11.95,  I  would  only  have  been  "just  as  good" 
as  Eaton's.    She  has  three  grown-up  sons,  and  since 


that  time  I  have  sold  each  one  of  them  a  suit,  and 
expect  to  place  one  on  the  father  soon.  If  I  ha*i 
whined  about  Eaton's  "$3  per  week  girls  on  strike," 
etc.,  as  I  have  heard  merchants  do,  the  three  suits 
would  likely  come  from  Eaton's  by  express,  along 
with  the  coat. 

Perhaps  I  am  mistaken,  but  it  is  ray  contention 
that  we  must  "throw  the  sprat  to  catch  the  herring.'' 
There  is  no  doubt  about  the  mail  order  houses  selling 
some  lines  at  cost  and  below  cost,  as  a  bait,  if  they  did 
not  they  would  have  to  go  out  of  business.  I  believe 
it  is  a  good  business  to  sell  some  things  at  a  loss  in 
order  that  many  things  can  be  sold  at  a  profit.  A 
visit  to  the  Knox-Charlton  stores  in  the  cities  will 
demonstrate  this. 

"Vindex"  also  speaks  of  the  $5  coat  for  ladies. 
I  can  give  my  friend  the  address  of  a  firm  who  can 
match  this  line  for  $4,  which  we  plan  on  advertising 
this  Fall  at  $5. 

The  buffalo  robe  we  do  not  sell,  Ijut  I  presume  it 
will  have  to  be  got  over  in  a  similar  way  as  the  coat. 

The  part  that  interested  me  most  was  that  the 
wholesale  men  should  combine.  What  for?  They 
are  organized  now,  but  have  they  done  anything  to 
help  the  retailer  solve  the  mail  order  problem?  They 
get  together  and  name  the  shorter  dating,  smaller 
discounts,  etc.,  but  what  else? 

While  in  Toronto  a  short  time  ago  I  saw  in  a 
certain  warehouse  a  table  full  of  goods,  which  the 
salesman  told  me  were  sold  to  a  mail  order  house, 
and  at  a  price  fully  25  per  cent,  less  than  their  cus- 
tomers paid  a  few  months  before.  This  is  one  case 
where  they  placed  the  mail  order  house  in  a  position 
to  sell  goods  at  a  profit,  25  per  cent,  less  than  the 
retail  man  could.  I  venture  to  say  if  they  had  taken 
the  trouble  to  send  samples  to  some  of  their  custo- 
mers, the  whole  lot  would  have  been  cleared  in  a 
short  time,  and  at  the  same  time  they  would  be  feed- 
ing the  goose  that  lays  the  golden  egg.  "The  whole- 
saler must  combine."  I  say  the  retailers  must 
orr/anize. 

I  have  no  kick,  personally,  against  the  jobbers. 
When  I  get  "bargain  hungry"  and  go  to  the  city, 
they  always  do  their  best  to  make  it  profitable  for  me, 
but  I  find  it  is  not  "opened"  for  me  until  I  "knock." 

I  have  no  kick  coming  to  the  mail  order  houses, 
no  person  can  but  admire  their  pluck  and  business 
energy.  I  do  not  expect  them  to  close  up  for  a  day 
and  come  down  here  to  show  me  how  to  compete 
against  them.  I  must  study  that  out  for  myself. 
I  am  yours  truly, 

H.  S.  Terris. 

Springhill,  N.  S. 


Retailers  have  a  great  opportunity  at  this  season 
of  the  year  to  feature  household  linens  of  all  kinds. 
The  refurnishing  of  old  homes  and  the  equipment 
of  new  ones  creates  the  demand. 


Summer  opportunities  —  Chang'e  of  season  demands  appropriate  displays  — 
June  for  household  linens  —  Many  new  homes  will  be  furnished  throughout 
this    month  —  Requirements  of  June  bride  must  be  catered  to  —  Matched 

idea  in  paper  and  coverings. 


INTEREST  in  housefurnishings  centres  at  the 
present  time  about  Summer  lines.  More  and 
more  as  time  goes  on  the  retailer  will  find  it 
worth  his  while  to  study  styles  with  the  intention  of 
differentiating  between  the  two  main  seasons.  Every 
year  sees  an  increased  number  of  families  who  make 
a  practice  of  Summer  flitting  to  cottage  homes.  Pro- 
perly played  up  to,  this  should  make  a  constantly 
augmented  demand  for  strictly  Summer  lines  in 
housefurnishings.  and,  indeed,  this  is  already  the 
case  in  many  places. 

There  has  been  an  extra  brisk  trade  this  season 
in  wallpapers,  partly  owing  to  the  introduction  of 
many  novelties  in  pattern  and  texture.  The  same 
has  been  true  of  hangings  and  draperies,  but  there 
has  been  undeniable  slowness  in  floor  coverings  in 
some  places.  This  may  well  be  attributed  to  the 
weather,  and  should  have  been  forestalled,  as,  indeed, 
it  was  bj'  some  merchants  by  live  advertising  and 
display  methods. 


June  for    Household    Linens 

Many  new  homes  will  be  furnished  through- 
out   this    month  —  Retailers'    opportunity 
in    new    goods 

Household  linens  will  have  a  specially  good  sale 
during  the  coming  months  in  many  quarters  of  the 
Dominion.  This  is  in  part  due  to  the  influx  of 
American  tourists  and  Summer  visitors  who  make  a 
habit  of  spending  the  vacation  months  here  and  have 
become  used  to  buying  their  household  linens  in  this 
country.  This,  of  course,  applies  only  to  some  sec- 
tions, particularly  in  Ontario,  but  wherever  this  op- 


portunity is  presented,  the  merchant  will  do  well  to 
remember  that  his  linens  are  a  drawing  card,  as  prices 
on  the  other  side  are  much  higher  owing  to  the  tar- 
iff which  makes  the  Irish  linens  dear. 

Besides  casual  trade  of  this  sort,  there  is  the  regu- 
lar trade  which  is  due  to  the  housewife  replenishing 
her  stock  of  linens  previous  to  the  Fall  social  season. 
This  applies  to  all  quarters,  and  it  should  be  catered 
to  b}'^  seasonable  advertising  and  by  display. 

For  the  special  trade  mentioned  above,  an  attrac- 
tive number  will  prove  to  be  the  Irish  linen  tray 
cloth  or  table  cover  trimmed  with  real  Cluny  lace. 
The  Madeira  embroideries  on  real  linen  with  Mal- 
tese edgings  and  insertions  are  also  taking  a  promin- 
ent place  this  year.  There  was  unusual  demand  for 
this  sort  of  thing  early  in  the  Spring.  This  will  cer- 
tainly be  continued  next  Fall,  and  with  increase. 


Bedspreads  and  Room  Sets 

Bedspreads  of  handsome  linen  with  embroideries 
in  Anglais  or  Madeira  and  motifs  and  borders  of 
Cluny  or  Maltese  are  considered  the  best  that  can  be 
had,  and  rank  as  the  high-class  line  in  such  articles. 
Then  there  are  spreads  of  chintz  or  cretonne  to  matcJi 
the  new  coverings  and  curtains  with  which  so  many 
bedrooms  are  being  re-decorated  for  Summer.  For 
children's  rooms,  the  newest  spreads  are  those  from 
the  jacquard  looms  with  reversible  back,  done  in  two 
colors,  generally  white  and  blue,  or  white  and  pink. 
The  borders  show  animals  in  the  Noah's  Ark  idea  or 
some  more  modern  scene  such  as  the  Maypole  with 
little  children  in  Kate  Greenaway  dresses.  These 
spreads  will  be  in  excellent  taste  in  rooms  which  show 
the  use  of  children's  wall-papers  in  similar  designs 
as  to  the  friezes. 
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JOHN  S.  BROWN  &  SONS 

LIMITED 
LINEN   MANUFACTURERS 

BELFAST  -  -  IRELAND 


One  of 
the  42 
Illustrated 
^ges 
from  our 
Canadian 
^rice  list 
and 
catalog. 


HEMSTITCHED    AND    EMBROIDERED.    SCALLOPED    AND    EMBROIDERED    DIAPER 
AND     HUCK    TOWELS. 
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on  request. 
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SHAMROCK"  LINENS 


are  widely  and  favorably  known  for  their  excellence  of 
quality  and  exclusiveness  of  design.  Mail  orders  will 
receive  prompt  attention  from  our  Canadian  warehouse. 

JOHN  S.  BROWN  &  SONS,  Limited 

84  Wellington  Street  West  -  -  TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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For  bungalow  linens,  nothing  seems  newer  or 
more  advisable  for  the  retailer  to  recommend  than 
the  heavy  cream  or  ecru  crash  which  has  been  so 
popular  in  all  fancy  lines  this  year.  Burlap  of  a 
somewhat  softer  texture  than  usual  has  also  been 
placed  high  for  this  purpose,  and  is  ranked  ahead  of 
the  crash  as  a  style  idea.  Sideboard  runner,  table 
cover,  cushions  and  various  other  similar  articles, 
even  including  the  tray  cloths  and  centre-pieces  may 
be  made  of  the  crash  or  burlap. 

Initialed  Towels  Sell  Well 

In  towels,  there  has  been  a  fine  demand  for  the 
various  lines  of  gift  towels,  and  small  sizes  for  guest 
rooms  with  a  modest  pattern  and  a  scalloped  border 
and  monogram  embroidered  in  one  corner.  This 
type  of  towel  may  be  sold  in  pairs  for  presentation, 
or  it  may  be  sold  at  the  fancy  goods  counter  to  be 
embroidered,  stamped  and  with  floss  to  work.  Sots 
of  half  a  dozen  in  the  same  style  should  be  put  out 
prominently  and  advertised  and  pushed  at  the  pres- 
ent time,  as  there  will  be  fine  demand  for  these  for 
presentation  to  June  brides. 

The  requirements  of  the  June  bride  should  be 
catered  to  by  the  enterprising  retailer  this  month. 
There  are  many  lines  which  the  entire  furnishing 
of  a  house  demands,  but  which  are  not  always  in  de- 
mand at  ordinary  times,  and  if  the  retailer  is  alive 
to  his  opportunities  he  should  be  able  to  make  good 
sales  in  these  during  the  coming  month.  All  sorts 
of  staples  should  be  prominently  put  forward,  and 
the  sales  help  should  be  ready  to  meet  the  demand  by 
a  thorough  study  of  the  lines  in  stock. 


Match    Paper    to    Coverings 

This  effect  has  greatly  facilitated  the  sale 

of     entire    re-decorations     this     spring  — 

Tapestry    effects    are     to     be    prominent 

again  next  fall 

The  matched  idea  in  wall  papers  and  washable 
coverings,  as  was  predicted  when  these  appeared  first, 
has  had  a  most  remarkable  demand  all  Spring.  The 
vast  improvement  which  these  artistically  complete 
effects  give  over  the  scrappy  appearance  which  used 
to  be  permitted  has  taken  hold  of  the  public  mind, 
and  nothing  else  meets  with  such  enthusiasm.  There 
is  little  doubt  that  one  helps  to  sell  the  other  to  such 
an  extent  that  many  persons  are  re-decorating 
throughout  where  this  was  not  actually  needed.  This 
should  be  stimulated  by  the  display  of  fabric  and 
paper  side  by  side. 

Cretonnes  have  been  the  leading  sellers,  and  ta- 
pestries have  followed  close.  Tapestry  effects  in  cre- 
tonne are  excellent  at  the  present  time.     The  tapes- 


try wall  papers  have  also  moved  rapidly  and  repeat 
orders  have  followed  in  the  wake  of  all  three  lines. 
Repeats  on  tapestries  were  almost  impossible  to  gee 
at  one  stage  of  the  game  owiiag  to  the  wide  and  gen- 
eral demand. 

Fabric  effects  in  wall  papers  are  likely  to  continue 
leaders  for  Fall  trade,  and  manufacturers'  catalogxies 
are  showing  this  fact  plainly.  The  plain  effects  are 
now  being  used  with  smaller  florals  than  were  popu- 
lar last  vear. 


Conditions  in  Floor  Coverings 

But  the  chief  difficulty  has  been  due  to  the  fact 
that  few  novelties  in  this  line  have  appeared.  It  is 
questionable  whether  the  very  general  rage  for 
Oriental  rugs  is  or  is  not  beneficial  to  the  average 
merchant.  Originally,  this  article  was  considered  as 
belonging  in  a  class  by  itself  as  an  exceedingly  lux- 
urious line,  but  now  it  has  become  generally  popular 
with  the  result  that  many  people  who  formerly  used 
large  rugs  or  carpets  now  content  themselves  with  a 
small  Oriental  on  a  fairl}'  large  floor  space. 

The  sale  of  small  Orientals  for  their  natural  use, 
either  in  small  rooms,  reception  halls,  dens,  etc.,  or 
where  several  are  to  be  used,  should  be  encouraged. 
But  it  is  not  desirable  that  the  public  should  become 
accustomed  to  large,  uncovered  floor  spaces  and  rugs 
of  a  suitable  size  should  always  be  suggested  and 
pushed  by  the  salesmen. 

It  should  be  pointed  out  that  the  suitability  and 
good  taste  of  an  Oriental  depends  very  greatly  on  the 
character  of  the  other  furnishings  of  the  room  in 
which  it  is  to  be  placed.  Small  Orientals  should  not 
be  allowed  to  take  the  place  of  a  more  correct  Axmin- 
ster  or  Wilton  in  a  decidedly  modern-style  dining 
room.  The  sale  of  large  rugs  should  be  stimulated 
by  the  display  in  the  department  of  drawings  or 
photographs  of  harmonious,  modern  interiors  which 
call  for  such  sizes. 

Matting  Rugs  and  Piece  GoodsJ 

A  novelty  which  has  appeared  this  season  and 
which  should  prove  very  interesting  to  the  retailer 
who  sees  the  advantage  of  a  display  of  strictly  Sum- 
mer goods  at  this  time  consists  of  the  rug  of  matting. 
This  takes  many  forms,  but  one  of  the  choicest  seen 
this  year  was  an  importation  from  Germany  and  of 
a  new  fi))re  which  takes  a  finer  range  of  shadings 
than  the  ordinary  matting  rug. 

Patterns  were  very  artistic,  showing  the  use  of 
the  Art  Nouveau  designs  and  border  effects  were 
most  notable.  Some  smart  effects  in  mathematical 
designs  in  borders  appeared,  and  others  among  the 
rugs  were  in  patterns  taken  from  tiling. 
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WE  ARE  READY 

With  Our  New  Line  of 
Wall  Paper  for  1913 
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The  results  of  a  thorough  exploration  of  the  world's 
leading  Wall  Paper  centres  have  been  embodied  in 
the  new  Staunton  Line. 

The  addition  to  our  plant  of  supplementary  machin- 
ery, the  only  equipment  of  its  kind  in  Canada,  enables 
us  to  manufacture  by  new  processes  a  class  of  Wall 
Papers  such  as  have  previously  been  shown  only  in 
the  best  import  lines.  Goods  from  abroad  are  particu- 
larly suited  to  the  country  in  which  they  are  made,  so 
in  manufacturing  these  goods  ourselves  we  have 
specially  adapted  them  to  Canadian  needs. 

The  lowest  priced  papers  and  those  of  higher  grade 
have  alike  received  the  careful  consideration  of  the 
dealer's  needs. 


SEE   THE   STAUNTON    SAMPLES  FOR 
1913  BEFORE  PLACING  YOUR  ORDER 

STAUNTONS  Limited 

WALL     PAPER      MANUFACTURERS 
941  YONGE  ST.  -  -  TORONTO 
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DOWN 


There  cs  no  deny  en  a  that  satisfied 
eustome-ns   /nake   sttcce^sful 
ScLstrtess.    Yoci   ^et  a  satisfied 
custom&r     every  time  you.  sett <3 
M/pollt/ena" Pure  Doyva  Quitt.   It 
IS  so    easy  to  /locn-t  out  the  merits 
of  the  Wootlven.a   quilts  o\/er  atl 
other  /na/ces .  Ouarsnteed  fitted 
i/i/itk-  ^ure  feattter    doivn-   czftd 
6/torotc^h.l.y    ventilated. ,  they ^tve 
the  MAX/MC/M  of  IVAfiMTH. 
^vitk  the  MINIMUM  of  WEIGHT. 


Fo, 


~or  Coverinqs  you-  have    t/ve   clLoic-&   of 
several    hundred    different    designs    irv    /iretty    and   artistic    effects . 
JVoveltces  <3nd  styles  never  defore    attem,p.ted   sre  desiqned  by  our  opv/t. 
artists  in-   accordance    wil/i    Woollvena"  ideas,    making  every  ffoollven.3 " 
Pure    Doi^n.    Quilt    et    worh     of  art 

You   are     s^ure    to    come    out     On.    Ton,    tf  _yoix.    stock.     lVoolli^e.na  " 


PL/RE   Dovi^n    Quilts. 


nuSS£l.L.      an-d     WOOL^L\^EA/ 

-Z3/30   Ctiri^st 0^/i.e.r  St   fin.sl>u.ry.  e.c . 


Agent  for  Canada :   Mr.  Fraser,  232  Central  Avenue,  London,  Ont. 


Quilt  Business  Insurance 

To  insure  yourself  against  poor  quilt  business,  loss 
of  interest  on  the  money  tied  up  in  a  quilt  stock 
and  loss  from  unremitting  store  space,  you  should 
decide  upon  a  quilt  stock  that  is  a  positive 
insurance  against  these  conditions. 

DEARDEN  QUILTS 

are  the  biggest  business  getters  to-day.  They  are 
reliable  in  quality,  appealing  in  appearance  and  are 
altogether  the  most  satisfactory  line  to  build  a 
quilt   business   on. 

LET   US  SUBMIT  SAMPLES. 

Jonathan  Dearden  &  Co.,  Limited 

11  and  13   Bridge  water  Place,   Manchester.     Mills — Bolton,  Lanes. 
Sole  Canadian  Agent:  R.  H.  COSBIE,  Toronto 


Dry  Goods  Review 


HOUSEFURNISHINGS 


K|»|ll|M|M|ll|ll|K|»Hl|K|Ml 


idi 


©riental  Eugsi 

Wholesale   only 

Having  withdrawn  from  the  firm  of  Courian, 
Babayan  &  Co.,  I  am  confining  my  work 
now  entirely  and  strictly  to  wholesale  with  a 
large  stock  of  all  sorts  of  Oriental  Carpets, 
Rugs  and  ART  GOODS  on  hand  and  other 
large  shipments  arriving  every  week.  My 
sixteen  years'  experience  in  Canada  as  a 
wholesale  and  retail  dealer  in  Oriental  Rugs 
enables  me  to  put  before  the  Canadian  whole- 
sale buyers  the  best  and  most  saleable 
productions  of  the  Oriental  looms  at  the 
lowest  prices. 

Mail  orders  givn  my  persona/  attention 

Levon  Babayan 

Canadian    Headquarters 

77    Bay  Street,    Toronto 
Constantinople,      Smyrna,      Tiflis,       London 
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AGENCY  WANTED 

FOR  WESTERN  CANADA 


We  are  open  for  lines  on  commission 
in  men's  and  women's  apparel  and  furn- 
ishings, or  dry  goods  specialties  for 
w^estern  trade.  Must  be  first  class. 
Correspondence  solicited. 

E.  E.  BOLERT 

504  Mercantile  Bldg.        VANCOUVER,  B.C. 


w 


ESTERN 


Incorporated 
1851 


ASSURANCE 
COMPANY 


FIRE 

AND 

MARINE 


HEAD  OFFICE.    TORONTO,  ONT. 

Assets  over    -    -    -    -  $  3,570,000.00 

Losses  Paid  Since  Organization 


of  the  Company,  over  - 


54,000,000.00 


HON.  GEO.  A.  COX,  President 

W.  R.  BROCK,  Vice-Presidsnt 

W.  B.  MEIKLE,  General  Man«ger 

C.  C.  POSTER,  SecreNwy 

Please  mention  The  Review  to 


Rugs  Well  Displayed 
Are  Half  Sold 


Note  What  a  Canadian 
Merchant  Says  About 

THE 

"BEST"  RUG  RACK 


Calgary,  April  5,  1910 

We  feel  sure  that  this  rack 
has  increased  our  sales  of 
rugs  50 '  and  we  can  certainly 
safely  recommend  it,  as  it 
will  pay  for  itself  by  increas- 
ed sales  in  a  few  weeks. 

The  Calgary  Furniture 
Store   Limited 


Can  You  Afford  To 
Be  Without  One 

when  hundreds  of  merchants  all  over  America 
are  getting  the  above  results  ?  They  are  easily 
installed,  no  damage  to  the  building,  no  weight 
on  the  ceiling,  rugs  easily  attached  and 
detached  without  injury  to  them  in  the  least. 

Send  pencil  sketch  of  your  department,  and 
we'll  submit  detailed  information,  price,  etc. 

WRITE  FOR  ILLUSTRATED   CATALOGUE. 

JOHN  H.  BEST 

235  S.  Exchange  Street,  GALVA,  ILL. 

Also    Builders    of    Linoleum,   Comfort,    Blanket,    Lace 
Curtain,    Drapery   and    Portier    Display   Racks. 


■idvertiscrs  and  Their  Travelers. 


Underwear    department   will    require    some    ginger    in    merchandising    to 

overcome   the  effects  of   backward   weather  —  Knitted   cotton   underwear 

can  be  featured  during  June  white  sales  —  How  to  arrange  the  stock  to 

best   advantage  —  Opportunity   for   aggressive   display   and   advertising 


CONTINUED  l)ack\vai'd  weather  is  hurting  un- 
derwear business.  This  department  should 
show  marked  improvement  with  the  first 
warm  period  but  it  cannot  be  expected  that  sales  will 
be  up  to  the  average,  unless  extra  attention  is  given 
it. 

Some  manufacturers  are  not  preparing  for  or 
expecting  as  many  repeats  for  June.  A  rush  of  orders 
for  immediate  delivery,  in  response  to  sales  during 
the  first  hot  spell  is  bound  to  occur  and  disappoint- 
ments are  likely  to  follow  when  wanted  numbers  are 
sold  up. 

Buyers  have  been  fortunate  in  getting  odd  lots  at 
the  mill  and  the  stock  on  hand  in  one  mill  does  not 
exceed  500  dozens.  Ranges  have  been  culled  out 
during  the  last  few  weeks  and  manufacturers'  agents 
are  planning  to  start  directly  on  Spring,  1913,  sam- 
ples. One  or  two  assortments  are  completed  for  the 
wholesale  trade  and  those  mills  selling  the  trade  di- 
rect will  be  ready  wdth  early  samples  next  month. 
They  go  to  the  buyers  in  August. 

Although  early  tiu'nover  has  been  lost,  there  is 
still  plenty  of  time  to  push  underwear  sales.  This 
year,  .Tune  white  sales  can  be  made  to  feature  knitted 
cotton  underwear  to  a  greater  extent  than  usual. 
These  events  have  to  be  planned  in  order  to  regain, 
if  possible,  the  volume  of  season's  sales.  Some  de- 
partment heads  find  it  sufficient  to  list  a  half  dozen 
price  items  at  this  time  and  are  satisfied  with  results 
if  stocks  clean  up  fairly  well  in  July  or  August. 

SHOULD   IXCREASE    SALES   RECORDS. 

^lerchants  with  stock  will  not  care  about  any 
probable  scarcity,  and  other  buyers  anxious  for  a  bet- 
ter sales  showing,  can  generally  get  stock.  Both  can 
increase  sales  on  luiderwear  to  new  records,  notwith- 


standing the  late  season.     A  little  "ginger"  in  the 
department  will  help  to  increase  profits. 

Everybody  knows  that  keeping  stock  in  Ijoxes  on 
I  he  shelves  will  not  sell  one  garment  more  than  cus- 
tomers ask  for.  Odd  lots  are  found  in  stock  assort- 
ments, as  well  as  in  the  mill.  Some  values  and  styles 
sell  themselves  and  it  is  as  unnecessary  to  feature 
these  as  it  is  to  cut  prices  on  them. 

THROAV    OUT    ODD    QUANTITIES. 

In  preparing  for  the  June  white  sale  each  equal- 
ity should  be  carefully  culled  if  there  is  not  a  full 
assortment  of  .sizes  or  if  other  numbers  do  not  fit  in. 
Throw  out  all  odd  quantities.  A  list  of  sizes  and 
quantities  of  each  nmnl)er  with  style  description 
should  be  prepared  for  the  advertiser.  Odd  lots  laid 
out  can  be  thrown  in  with  other  prices  to  sweeten  the 
selection  and  values,  and  leave  the  stock  in  good 
shape.  ''I'he  right  idea  is  to  get  the  assortments  open- 
ed out  in  boxes  or  on  tables  and  now  is  the  time  to 
do  it.  One-price  assortments  on  tables  are  best  and 
the  more  stocky  the  display  the  better.  Give  a  se- 
lection at  each  price  and  pile  the  quantity  numbers 
on  the  prominent  tables,  as  a  matter  of  policy.  To 
combine  with  culled  lots  each  buyer  has  special  pur- 
chases which  can  be  priced  at  odd  price  figures, 
shown  and  advertised.  Very  often,  the  usual  loca- 
tion of  underwear  can  be  improved  at  this  time.  Se- 
cure space  near  aisles,  elevators  or  entrances  and  fea- 
ture one-price  assortments.  Have  tables  near  the 
door.  Lots  of  plain  price  tickets  are  necessary  in  an 
efi^ort  to  increase  underwear  sales.  Anyone  can  sell 
5c,  4  for  25c  and  9c  underwear  and  2  for  25c,  is  a 
good  selling  price,  but  leaders  at  19c  can  be  made 
equally  so.     These  ]'n'ices  are  always  good,  however, 
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The  Underwear  That  S-E-L-L-S  Fast 


\mm   K 


Pen-Angle 
Underwear  (the 
kind  that's  knit 
into      lasting 
shape)  is  bound    to  give 
your   Customers    perfect 
satisfaction. 

Every  garment  is  so  shaped  in 
the  special  Pen-Angle  knitting 
process,  that  it  won't  sag, 
stretch  or  lose  its  exquisite 
shapeliness  —  and  even  the 
wash-tub  has  no  terrors  for 
this    perfect    Underwear. 

Pen- Angle     offers     the     best^ 
value    you     can    get    for   the 
money.     It  retains,  to  the  end, 

all  the  splendid  qualities  that 
made  it  sell  in   the  first  place. 


That's  why  Pen-Angle  Underwear  sells  so  fast. 

Penman's  Limited,  Paris,  Canada 

Underwear,     Hosiery, 
Sweaters 


Please  'mention  The  Review  to  Advertisers  and  Their  Travelers. 
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in  the  merchandising  scheme  and  tend  to  sell  better 
grades  by  leading  up  to  them.  Other  good  odd  pric- 
es are  29c,  33c,  39c,  47c  and  2  for  $1.19.  Culled  as- 
sortments fit  in  splendidly  to  make  a  price.  These 
prices  and  wholesalers'  clearance  lots  give  fair 
margins  for  a  sale,  when  divided  and  marked  at  these 
or  similar  figures. 

EMPHASIZE   THE   PRICE. 

To  buy  more  stock  to  help  move  the  already 
heavy  assortments  may  seem  foolish,  but  if  properly 
handled  it  always  works  out.  Any  merchant  can 
take  advantage  of  "seconds"  if  it  is  not  against  his 
merchandising  policy.  AVith  most  buyers,  a  few 
seconds,  50  dozen  or  so,  for  the  June  whitewear  sale 
are  always  appreciated.  No  risk  is  run,  provided  peo- 
ple are  told  what  they  are  buying  and  that  the  dam- 
age is  not  extensive  enough  to  affect  the  wear  or  ap- 
pearance. Although  the  goods  are  not  absolutely 
perfect,  possibly  a  drop  stitch  or  oil  stain,  customers 
must  satisfy  themselves  in  making  selections.  It  is 
understood  that  garments  may  be  returned  if  they 
are  not  altogether  satisfactory,  when  examined  at 
home.  Price  is  the  feature  to  arouse  interest,  and 
when  one  lot  is  secured  it  is  easy  to  make  a  noise  and 
have  an  attractive  window. 

Merchants  misunderstand  a  mill's  refusal  of  a 
quantity  order  at  one  price,  mostly  around  90c  to 
$1.25.  Manufacturers  are  just  as  anxious  as  mer- 
chants for  a  fair  clean  up  each  season  and  it  is  point- 
ed out  that  buyers  are  more  likely  to  have  their  ord- 
ers accepted  if  they  are  prepared  to  take  assorted 
lots.  Methods  of  buying  seconds  are  different  and  it 
is  always  possible  to  pick  up  a  quantity  job  in  some 
warehouse.  Salesmen  claim  that  it  is  possible  to  se- 
cure better  values  by  allowing  the  mills  to  supply  a 
fair  quantity  of  assorted  ranges  starting  at  $1.25  and 
lesser  lots  at  $2,00,  $2.75,  $3.60  and  $4.00  to  make 
up  the  lot.  Besides  the  advantage  of  giving  a  range 
of  sale  prices,  salespeople  do  not  concentrate  on 
cheaper  numbers,  to  the  loss  of  sales  on  better  grades. 

Customers  are  sure  to  be  satisfied  as  there  is  prac- 
tically every  style  to  select  from.  The  profit  average 
enables  better  division  of  goods  in  stock  in  making 
prices.  In  advertising,  more  enthusiasm  can  be  giv- 
en 7  to  10  lines  than  can  be  given  to  one  and  there 
is  diversion  enough  to  keep  up  interest  through  the 
hour,  half-day  and  Saturday  sales  of  the  holiday 
season.  With  window  co-operation  and  careful  dis- 
play in  the  store  for  quick  selection,  underwear  sell- 
ing will  attain  former  season's  records  at  least.  Sum- 
mer sales  of  underwear,  both  for  women  and  child- 
ren can  be  made  to  jump  in  June  and  July  by  mov- 
ing things  now.  Energy  and  publicity  will  offset 
the  effects  of  backward  weather. 


Merchants  Getting  Together 

Retailers  of  Sarnia  hold  meeting  at  which 
they  decide   upon   measures  of   co-opera- 
tion —  Newspapers  to  help 

Advertising  was  the  chief  subject  of  discussion  at 
a  recent  meeting  of  the  retail  merchants'  section  of 
Sarnia  Board  of  Trade.  Referring  to  the  advantages 
of  a  department  store  over  a  community  of  retailers 
it  was  pointed  out  that  while  one  was  practically  a 
united  force  with  greater  pulling  power,  the  other 
lacked  concerted  action — some  merchants  did  the 
heavy  advertising  while  others  sat  back  and  did 
business  on  the  spider  and  fly  principle. 

It  was  strongly  urged  that  every  business  mari 
should  use  the  newspapers  and  state  his  case  strongly 
and  plainly,  using  illustrations  and  plain  price-fig- 
ures, so  that  the  readers  can  see  that  the  prices  are 
less  than  the  mail  order  houses. 

The  committee  delegated  to  ascertain  if  the  news- 
papers would  co-operate  reported  favorably  on  a  pro- 
posal from  the  Sarnia  Canadian  offering  a  half-page 
weekly  for  a  year  to  be  used  for  trade-in-Sarnia  cam- 
paign, also  offering  to  deposit  one  thousand  dollai's 
to  be  expended  in  premiums,  etc.,  under  direction  of 
a  merchants'  committee,  and  in  the  sending  out  of 
special  editions  to  every  person  in  the  fifteen  mile 
radius,  on  condition  that  the  merchants  contracted 
for  twelve  columns  of  new  advertising,  and  kept  their 
advertisements  changed  and  up-to-date.  The  pro- 
posal will  be  acted  on  at  the  next  meeting. 


W^ill  Boom  Canadian  Commerce 

Canadians  in  the  West  are  highly  enthusiastic 
over  the  approaching  opening  of  the  Panama  Canal. 
It  will  rewrite  the  history  of  world  transportation 
in  shorthand.  No  other  country  stands  to  benefit 
commercially  by  the  Canal  to  an  extent  greater  than 
Canada,  particularly  the  Canadian  West.  When  the 
canal  is  constructed.  Western  grain,  fish,  timber  and 
other  products  intended  for  Britain  and  Europe  will 
no  longer  be  transported  across  the  continent  by  rail 
and  then  transferred  to  steam-boat,  but  will  go  by  an 
all-water  route  via  the  Panama.  A  great  deal  of 
commerce  between  Eastern  and  Western  Canada  will 
also  be  all-water,  particularly  in  heavy  traffic  such  as 
steel  rails,  on  which  it  is  estimated  the  rate  will  be 
cut  in  half.  This  is  the  one  instance  which  is  cited 
in  an  extended  article  in  the  June  issue  of  MacLean's 
Magazine  on  "The  Effect  of  the  Panama  Canal  on 
Canadian  Commerce."  The  facts  which  are  given 
in  the  article  are  well  worth  the  consideration  of 
Canadian  business  men. 
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ROCK  RIB  1  +  1    ribbed 

and     HERCULES     2  +  1 

ribbed.       Big,     Strong-, 

Sturdy      Boys'     Stockings 

knit   with    a    Double     Leg 

and    Specially    Re-Inforced    Heel    and    Toe.        Made 

to     Fit     and     Fit     to     Wear. 


HERCULES 
RIB 


PRINCESS  RIB 

Fine  1  +  1  ribbed.  Made  of  Lus- 
trous Egyptian  Lisle  Yarn.  For 
Fine  Dress. 


THESE     BRANDS     WILL     MAKE     LASTING     FRIENDS     FOR 
YOUR     HOSIERY     DEPARTMENT 

OUR     SALES     TELL     THE     TALE— YOUR     JOBBER     HAS     THEM 

L:^r(|e5t  Hosiery  M^iufevcturers  in    Gmi^S^ 


E.H.WALSH  &  CO. 
SOLE   SELLING  AGENTS 


TO  RON  TO.  MONTREAL 
AND    W^I  N  N  I  PE  G. 
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**  Beaver  Brand  " 


Knit  Goods 

HOMES    AS    WELL    AS 
IN  CANADA 


ARE  KNOWN  IN 

THOUSANDS  OF 
IN    HUNDREDS    OF  STORES 


There  are  various  ways  of  reaching  the  public  and  creating  a 
demand  for  a  line  of  goods.  Our  way  and  we  believe  the  most 
effective  way  is  to  make  the  goods  so  attractive  in  appearance  that 
they  sell  readily  and  after  they  are  sold  and  used,  the  quality  is 
found  to  be  so  superior  that  the  brand  is  never  forgotten. 
Thousands  of  Canadians  to-day  by  their  continued  purchases  of 
"Beaver  Brand"  Knit  goods,  say  that — "no  other  knit  goods  are 
quite  as  good,"  "no  other  knit  goods  will  do."  Hundreds  of 
merchants  have  realized  the  growing  demand  for  "Beaver  Brand" 
and  will  handle  no  other. 

We  make — Sweater  coats,  for  men,  women  and  children. 
Toques,  Sashes,   Mitts  and  Hosiery. 

The  Fall  line  is  at  your  service.     Write  for  the  samples. 

R.  M.  BALLANTYNE,   LIMITED 

Manufacturers  of  the  well-known 
Beaver      Brand      Knitted      Goods 


Stratford, 


^^^^-^ 


Ontario 


^A,Ar^^ 


MARK 

ilSTESCD, 

TIGER  BRAND. 

DO   THEY   COME   BACK? 

It  is  all  right  for  a  retailer  to  employ  a 
good  salesman,  but  it  is  not  the  salesman 
who  brings  the  customer  back  to  the  store. 
It   is  the  merit  of  the  goods. 

TIGER  BRAND 
UNDERWEAR 

follows  up  and  proves  the  statement  of  the 
good  salesman  who  has  pointed  out  that 
these  garments  are  soft,  durable  and  keep 
their  shape.  When  another  need  arises 
the  customer  naturally  goes  to  the  place 
where  he  bought  satisfaction. 

Gait  Knitting  Co.,  Limited 

GALT,  ONTARIO 

AGENTS:  Ontario— J.  E.  McClung,  Toronto. 
Quebec — Philip  de  Gruchy,  Montreal,  Que. 
Maritime  Provinces — Fred  S.  White,  St.  John. 
West — Hanley,  McKay,  Chisholm  Co.,  W^innipeg 


Health  Brand 
Underwear 


Our  stock  is  now  complete  in  all 
lines  of  Fall  Weights  for  AVomen 
and  Children. 

We  have  also  a  complete  stock  of 
short  and  no  sleeve  women's  vests 
in  medium  weights,  at  all  prices. 

If  you  are  not  handling  Health 
Brand  Underwear,  please  see  our 
samples,  which  are  now  on  the 
road  with  our  salesmen. 


Greenshields  Limited 

Montreal 


Please  mention  The  Revieiv  to   Advertisers  and  Their  Travelers. 
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Vy  EAD  the  following  unsolicited  endorse- 
ments— they  are  very  interesting 


fTHE   UNION   AND   ADVERTISER:  THURSDAY.  APRIL  IS. 


cerday 
Sol- 
It  «d 


A  Wonderful  Sale  of 
'  "ONYX"  Stockings 

The  Special  Sale  of  stockings 
>  conducted  in  all  three  Eastwood 
stores  on  Wednesday,  in  celebration 
of  the  Twenty-fifth  Anniversary  of 
"Onyx"  Stockings,  was  an  absolute 
success — producing  in  the  Stocking 
Department  in  each  Eastwood  store 
a  larger  volume  of  business  than 
ever  before  recorded. 

The  importers,  Lord  &  Taylor,  spent 
fifty  thousand  dollars  in  standard  periodi- 
cals to  give  publicity  to  this  Anniversary 
Sale.  It  was  given  an  unusual  degree  of 
prominence  in  the  Eastwood  advertising  in 
Rochester  and  Buffalo.  But  the  success  of  the  sale  is  not  so  much  the 
product  of  advertising,  as  it  is  an  irresistible  evidence  of  the  general  appre- 
ciation of  the  character,  integrity  and  quality  of  "Onyx"  Stockings. 


Our  experience  with  this  brand  has  covered  several  year% 
and  has  convinced  us  of  its  superiority  and  desirabihty.  Yon 
will  always  find  in  our  stores  a  large  stock  of  tlie  most  popular 
styles  for  men,  women  and  children.  Many  exclusive  Eastwood 
stocking  styles  are  "Onyx"  quality,  made  according  to  our  own 
specifications,  in  our  own  designs 


So  wide  was  the  interest  in  this  great  stocking 
event,  that  the  tremendous  demand  for  the  Anni- 
versary offerings  quickly  consumed  the  stock  in  all 
our  stores.  But  our  arrangement  with  the  import- 
ers enables  us  to  take  care  of  all  orders,  and  to 
guarantee  to  fill  them  within  a  reasonable  time. 


"Our  Anniversary  Sale 
amounted  to  over  $2,000 
worth  of  stockings." 

"The  stocking  depart- 
ments were  crowded  from 
early  in  the  morning 
until  closing  time." 

"Your  Anniversary  Sale 
certainly  was  a  big  success 
with  us." 

"Very  big  business  to- 
day. Regret  to  say  have 
not  goods  enough  to  fill 
mail  orders." 

"It  rained  from  6  a.m. 
to  6  p.m.  We  sold  out 
by  4  p.m." 


This  was  the  experience 
of  all— Night  Letters, 
Telegrams,  Telephones 
and  Messages  locally 
and  from  every  section 
throughout  the  country 
reported  the  greatest 
Sales  of  hosiery  ever 
known  in  one  day. 


One  concern  in  New 
York  City  sold  3,100 
dozens  of  men's  hosiery 
on  that  day.  The  response 
to  their  Advertisement 
was  greatest  ever  known. 


Sceptical  dealers  who  have  little  faith  in  a  well  advertised  brand  of 
merit  like  the  Onyx  must  see  the  value  of  concentrating  upon  a 
good  line  and  tying  up  with  a  successful  hosiery  department  like  ours. 

Lord  &  Taylor 

Wholesale  Distrib7ders 

CHICAGO,  American  Building,   State  and   Monroe  Streets.  BOSTON,  78  Chauncy  Street. 

PHILADELPHIA,    1033  Chestnut  Street. 

New  York 
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Important  Notice 


E  hereby  announce  to  our 
yy  customers  in  particular  and 
the  trade  in  general  that  we 
have  secured  the  sole  Cana- 
dian right  to  manufacture 
Closed  Crotch  Combinations  out  of 
nainsook  and  all  piece  goods. 

Furthermore — these  goods  will  be 
ready  for  delivery  on  June  15th,  from 
$9.00  per  dozen  up. 

Look  for  illustrated  announcement 
in  thefnext  issue  of  this  paper. 


The  Williams,  Greene  &  Rome  Co.,  Limited 

BERLIN,  ONTARIO 
Factories:— Berlin,  Waterloo  and^  Hanover 
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i(«^^^:ro"c''''''"' 


Agency 


^  MOUSE  '"^"^ 


We  are  now    receiving    and    putting    into  stock 
complete    ranges     of      Qjlf^^£Qii^(^l^ 

for  Won 


Hosiery  and  Gloves  for  Women  and  Children. 
Also 

M\    mm  mm  am   mmmmmmmmmm 

Men's  Half  Hose 


for  Spring  1912. 


MAIL  ORDERS  WILL  RECEIVE 
OUR    PROMPT     ATTENTION. 


THE  RICHARD  L.  BAKER  CO.,  TORONTO,  ONT. 


LADIES'   UNDERWEAR 

FOR    FALL    1912 

Our  samples  for  1912  are  now  in  the  hands  of  our  travellers  and  we  beg" 
to  call  your  attention  to  our  new  Combinations  in  the  well-known  brands, 


^mice/it 


KtOiTCXfO 


The    Mode   of   Manufacture  of  these  Combinations  has  been    registered. 

MANUFACTURED     ONLY     BY 

S.   Lennard   &   Sons,    Dundas,   Ont. 

Sole     Selling     Agents 

RICHARD  L.  BAKER  &  CO.,  100  Wellington  St.  W.,  Toronto,  Ont. 
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THE  ABSOLUTE  RELIABILITY 
of  JAY  Underwear  places  you  in 
an  unassailable  position  with  your 
customers.  The  above  mark 
"Pon  the  garment  is  your,  and 
their,  guarantee  that  in  fit,  fabric, 
warmth  and  durability,  JAY 
Underwear  is  perfect.  The  makers 
undertake  to  replace  any  garments 
which  may  shrink  in  washing. 

Make  enquiries  of  the  Wholesale 
Agents  : — 

L  &  R.  Morley,  -   G.  Brettle  &  Co., 

LONDON,  ENG. 


England'^s  Best 


FOR  THE  HOLIDAY  AND  TOURIST  SEASON  THE  PUBLIC  LOOK  FOR 

QUALITY  AND  STYLE 


Jaeger  Pure 
Wool  Goods 

SATISFY    THIS    DEMAND 

Coat  Sweaters  for  Men  and  Women. 
Knitted  Suits  and  Jerseys  for  Children 
in  great  variety  of  styles  and  colorings. 
Pure  Camelhair  Travelling  and  Sports 
Coats  for  Ladies.  Neglige  Shirts  and 
Shirtwaists — in  Pure  Wool  Taf?eta — 
exclusive    styles   and  designs. 


MOTOR  COATS  AND  TRAVELLING  RUGS 

DR.  JAEGER'S  %'^^^tll  SYSTEM  £?m^?^S^ 

Wholesale  Warehouse  52  Victoria  Square,  Montreal 
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-the   plain   truth 

and  why 


Underlying  the  assertion  that  "Peerless 
sales  increase  daily,"  are  hard  shelled 
facts  backed  by  figures  which  prove  be- 
yond a  doubt  that  the  statement  is  true. 
There  must  be  a  reason  why 


BRAND 


UNDERWEAR 


shows  such  a  steady  increase  and  this  is  it — beside  giving  the  wearer  perfect 
satisfaction  in  wear  and  comfort,  "Peerless"  Underwear  is  sold  at  popular 
prices,  which  appeal  to  the  masses  and  it's  the  masses  who  make  the  business. 

A  sample  order  from  your  jobber  will  prove  all.     WRITE  TO-DAY. 

PEERLESS     UNDERWEAR     CO. 

Hamilton,         -     -         Canada 

WE     ARE     REPRESENTED     BY 

ONTAKIO— C.  &  A.  (i.  (  I.  VKKK.  Kiiipiif  ISuildiiiK.  \\  .lliiiKloii  SIr.rt  «<st.  Toronto.  HHITISII  COI.l  Mill  A 
— <>K<>K(.K'  A.  CA.MrilKl.f-  .V  CO..  .M<-i-<:iiil  il«-  Block.  \  siiicoiivcr.  li.C.  ((I  lOltKC — I.  (VK.SON.  1  r»  SI.  IVIer 
St..  Montreal:  KItNKST  irAMKI-.  ll.l  St.  Joseph  St..  (Jnebec.  (|ne.  MAKITIMK  I'KO  VINC  ES— (i.  .V.  A^  OOD- 
11,1..  til  iin<l  "I  Ko.>  ISiiildinK.  Ilalifiix.  N.S.  MAMTOB.X.  S.\SK.\T(  KKH  .\N.  .\I-BKKTA  —  H.VNLKV.  M.VC- 
K\\.     <  iriSlIOI.M      (OMIWW.     I.IMITKI),     129     .Vlliert    Street.     «  innines.    .Manitoba. 
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If   You   Want   The 

Best  Underwear  You  Must  Buy  From 

TURNBULL 

MANUFACTURERS  OF 

CEETEE  Pure  Wool 

Underwear — Every  garment  full  fashion- 
ed  and  of    the  finest  quality  obtainable. 

RIBBED     UNDERWEAR    for 
ladies  and  children. 
CHILDREN'S   VESTS. 
"M"  BANDS  for  infants. 
SWEATER  COATS    SHAKER 
KNIT. 

Our  underwear   is   made  in  all  sizes — in 
summer  and  winter  weights. 

Write  for  Prices 

C.  Turnbull  Co.,  of  Gait  Ltd., 

GALT  -         -  .  ONTARIO 


Every  Ambitious  Merchant 

SHOULD 
READ 

SALES 
PLANS 


A  collection  of 
three  hundred 
and  thirty-three 
successful  ways 
of  getting  busi- 
ness, including  a 
great  variety  of 
practical  plans 
that  have  been 
used  by  retail 
merchants  to 
advertise  and 
sell  goods. 


PRICE  $2.50 


All  Orders  Payable  in  Advance. 
TECHNICAL     BOOK     DEPARTMENT 

MacLEAN   PUBLISHING   CO. 

143-149  UNIVERSITY  AVENUE    ::   TORONTO 


'hs^'H^^'JtS^ 


Hermsdorf 

Fast 

Blacks 


are  completely  black  and  eternally 
fast.  No  in-between  twilight 
tints — either  before  ox  after  the 
most  vigorous   laundering. 

Moreover,  Hermsdorf  Dyed 
Stockings  are  the  cleanliest  and 
purest  black  stockings  obtainable. 
And  they  add  durability  to  their 
other  fine  qualities  because  the 
everlasting  lustrous  black  is  not 
produced  by  acids  that  eat  into, 
and  rot  the  yarns. 

Specify    "Hermsdorf    Dyed"    Every 
Time  You  Buy  Black  Hosiery 

and  look  for  Hermsdort's  signa- 
ture on  the  sole — the  sign  of  the 
real  fast  black — the  trade  builder 
—  the  profit  producer  in  thousands 
of  the  world's  most  successful 
hosiery  departments. 

"The  Name  That  Sells  the  Stocking" 


Works : 

Chemnitz 

Saxony 


American  Bureau 

235  W.  39th  St. 

New  York 


Cuts.  Showcards.  Booklets,  etc.     FREE. 
Write  for  your  copy  of  "Stocking  Selling:  Sense.' 
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i^t&STERpQ 


Est'd 


1785 


TRADE  MARK 


BEEHIVE 

RNITTING  WOOLS 

—BRITAIN'S  BEST— 

J.  56  J.  BALDWIN'S  BEEHIVE  AND  WHITE  HEATHER  specialties 
form  the  finest  range  available  from  any  source. 

AGENT  :— DUNCAN  BELL,  r?SRONTo 


BRITISH  AMERICAN  DYEING  CO. 

GOLD    MEDALLIST    DYERS 

JOSEPH  ALLEN,  Manager 

Dress  Goods,  Cloth*,  Tweeds,    Drills,  Ducks,  Cottons  and    Ve]veteen!>,    Hosiery, 
Yarns,  Gloves,  Braids,  Etc. 

DYED,  FINISHED  AND  PUT  UP 

Also 

FEATHERS.    SILKS.    VELVETS.    RIBBONS.    LACE.    ETC. 


The  Largest  and  Best 
Equipped 

DYE  WORKS 

In  the  Dominion 
SEND  FOR  PRICE  LIST 


^''''  "^fN^EQUALLE'D"^"''        MONTREAL         TORONTO         OTTAWA         QUEBEC 


STORE     MANAGEMENT— COMPLETE 


16  Fiill-Patie 
Illustrations 


A  Co 


272  Pafifs 
Bound  in  Cloth 


ANOTHER  NEW  BOOK 

By  FRANK  FARRINGTON 
ion  book  to    Retail  Advertising  Complete 
$1.00     POSTPAID 

"Store  Management — Complete"  tells  all  about  the 
management  of  a  store  so  that  not  only  the  greatest  sales 
but  the  largest  profit  may  be  realized. 

THIRTEEN  CHAPTERS 

Here  is  a  sample: 

CHAPTER  V.-The  Store  Policy— What  it  shonM  be 
to  hold  trade.  The  money-back  plan.  Taking  back  goods. 
Meeting  cut  rates.  Sellmg  remnants.  Delivering  goods. 
Substitution.  Handling  telephone  calls.  Rebating  railroad 
fare.      Courtesy  to  customers. 

ABSOLirrELY  NEW  JUST  PUBLISHED 

Send  us  $1.00.  Keep  the  book  ten  days  and  if  it  isn't 
orth  the  price  return  it  and  get  your  money  back. 

Technical  Book  Dept. ,  MacLean  Pablishint  Co. 
TORONTO 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR    :     :     :     : 

Cbe  Dry  Goods  Review 

FOR   YOUR    DEPARTMENT 
BUYERS 


Write  for  Special  Clubbing  Rates 
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THE  HALL-MARK  OF  Registered  No.  262,005 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADING. 

Made  on  the  GRADUATED  PRINCU 

RLE,  and  starting  with  TWO  THREADS 
in   the    TOP,  it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it   descends, 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  ot  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARDWEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IM 
FOOTWEAR 

To   be  had    from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 


GET  THE 
WOMEN'S  TRADE 


Most  women  know 
value  and  are  careful 
buyers.  If  you  sell  them 
reliable  knit  goods  you 
will  get  their  business 
for  other  lines. 

DOMINION  BRUNO 
SWEATER  COATS 

please  the  women. 
They  give  perfect  sat- 
isfaction to  the  wearer 
and  leave  a  good  profit 
for  the  merchant. 

Write  jor  samples  oj 
this     popular     /inc. 


A.  Burritt  &  Company 

DOMINION  MILLS 

MITCHELL  -  ONT. 


TRADE  MARK 


ASK         FOR 


TRADE  MARK 


BURNLEY'S  WOOLS. 


REGISTERED 


Scotch 

Fingerings, 

Vanguard, 

15's,  12's 

Fine. 

Hosiery 

Yarns, 

&c.,  &c. 


REGISTERED 


ESTABLISHED     1752 


Soft 

Knittings, 

B.    Imperial, 

Soft  Spun 

Vanguard 

Fine. 

0^  and  00 

Worsteds, 

&c.,  &c. 


THOMAS    BURNLEY    &    SONS.  LIMITED 

MANUFACTURERS  OF  SCOTCH   FINGERING  &,   KNITTING  WOOLS 

GOMERSAL    MILLS,    nr.  LEEDS,    ENGLAND. 
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Summary™  Short  Course  in  Card  writing 

Brush  stroke    fancy  and    eccentric   brush  stroke    script  as    taught   in  lessons 

11,  12,  13  and  14  of  the  "Edwards  Short-cut  System  of  Cardwriting"  —  The 

accompanying  cards  show  these  alphabets  applied  in  modern  form. 

(By  J.  C.  Edwards.      Copyright,  Canada,  1911.) 


OCCASIONALLY,  one  comes  across  a  style  of 
fancy  lettering  that  is  perfectly  readable,  and 
which  adapts  itself  to  use  with  the  square- 
pointed  brush,  which  is  another  term  for  speed,  as 
most  lettering  executed  with  this  brush  is  usually  of 
the  brush  stroke  variety.  The  two  alphabets  here 
summarized  demonstrate  two  quite  speedy  styles 
which  may  be  used  to  good  effect  in  modern  fancy 
cards. 

The  brush  stroke  fancy,  as  illustrated  in  summary 
A,  is  by  all  means  the  best  alphabet  of  the  two,  and 
while  it  is  a  corruption  or  modification  of  Old  Eng- 
lish, it  is  perfectly  practical  and  readable.  Cards  No. 
1,  3,  4,  7  and  8  show  this  alphabet  in  actual  use,  ap- 
plied to  modern  show  cards. 

Card  No.  1  shows  a  neat  layout  with  a  brush 
stroke  letter,  using  a  No.  7  square  end  brush  for  the 
head  line  (Exclusive)  and  a  No.  6  brush  of  the  same 
kind  for  the  reader.  The  design  and  shading  are  in 
grey,  with  double  black  lines  ruled  down  each  side. 

Card  No.  3  introduces  the  silhouette  scenic  idea 
in  a  mild  tone  of  grey  as  the  decorative  part  of  the 
card.  This  is  easily  executed,  and  demonstrates 
what  can  be  done  in  the  way  of  relief.  The  letter- 
ing is  a  combination  of  brvish  stroke  fancy  and  brusli 
stroke  Roman.  The  reason  for  inserting  the  brush 
stroke  Roman  between  the  two  lines  of  fancy  letter- 
ing is  to  bring  out  the  most  important  words  better 
and  to  make  it  more  readable. 

Card  No.  4  shows  a  striking  card,  black  and  white 
on  grey.  The  lettering  is  brush  stroke  fancy,  made 
with  a  No.  9  brush.  The  small  lettering  and  price 
are  executed  with  a  No.  6  brush.    The  decorative  de- 


sign is  quite  in  keeping  with  the  goods  advertised  on 
the  card. 

Card  No.  7  shows  the  application  of  pallette  and 


ofapproual 

has  been  placed 

on- Aon  osiI~ 

aa[f^ertls/nd 

TKrou^hout 

£he  ent/Fe 

aiojrcsin€fIe 

rro/^/cL. 


Card  No.  8  illustrates  a  decoration  which 
suits  the  inscriptiou.  This  card  is  let- 
tered in  Brush  Stroke  Fancy  and  Speedy 
Slant   Roman. 


brushes  with  bru<h  stroke  fancy  lettering  combined 

with  brush  stroke  Roman.     This  decoration  is  quite 

appropriate  for  a  card  used  in  advertising  art  goods, 

(Concluded  on  page  89) 


This  alphabet  shows  the  capitals  and  lower  case  of  the  Brush 

Stroke  Fancy  Lettering.     Specimen   cards    demonstrating  its 

use  are  shown  on  the  opposite  page. 


gJihJiiSJ^kjWnmM 


n 


Tlie  alphabet  here  shown  is  that  of  the  Eccentric  Brush  Stroke 

Script.     This  style  of  letter  is  specially  adapted  for 

use  in  fancy  cards. 
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Specimen  Show  Cards   from  the   Summary  of  the 
"Edwards  Short-cut   System  of  Card  writing-." 


4 


(¥-■ 


41): 


#^ 


7^M/i  Class 


'^ 


rcadwab 


Card  No.  1  shows  the  Brnsh  Stroke  Fancy  Card  No.  2  is  a  fancy  cut-out  with  dis-  Card  No.  'A  introduces  a  silhouette  decora- 
lettering  applied  in  dainty  form  and  re-  play  lines  of  an  eccentric  form  of  single  tiou  in  grey.  It  is  lettered  with  Brush 
lieved  with  a  simple  brush  stroke  design.         and    double    Brush     Stroke     Block     and  Stroke  Fancy  lettering  in  black  on  fawn 

reader   of   Slant   Roman.  ground. 


Si 


GOWNS 


Card  No.  4  is  a  fancy  window  card  with 
price  quotation,  lettered  in  Brush  Stroke 
Fancy  and  decorated  with  appropriate 
silhouette  design. 


Card    No.   5  shows   an    eccentric    form    of  Card   No.  G  demonstrates  the  Brush  Stroke 

silhouette    decoration     in     the    shape    of  Script   used    in    conibitiation    with   Brush 

conventional  trees,  the  lettering  is  Brush  Stroke     Roman     in     black,     shaded     mmiI 

Stroke  Fancy.  outlined  with  white. 


FEATURES  OF  THIS  DEPARTMENT 

Authoritative  style  and  market  news  from  Paris, 
ew  York  and  Canadian  sources. 
Approliation  in  ready-to-wear  garments  discussed. 
Descriptions  of  notable  gowns  worn  at  the  Wood- 
e  race  meeting  in  Toronto. 

Illustrations  that  indicate  a  number  of  interesting 
le  tendencies. 


Lingerie  for  the  June  bride  —  Weather  against  the  sale  of  waists  —  Late 
summer  models  and  high  novelties  for  Fall  —  Byron  and  Robespierre  models 
the   latest  —  Fall   suit   business  affected  by  unfavorable   conditions^ Suit 

coats  from  32  to  34  inches. 


LINGERIE  for  the  June  bride  is  affording  an 
excellent  introduction  to  the  -June  white- 
wear  sales,  which  will  Ije  on  in  a  few  days, 
and  given  suitable  weather  conditions  every  prospect 
spells  success.  A  feature  in  the  sales  of  sets  is  that 
I  he  princess  slip  is  taking  the  place  of  the  skirt.  That 
means  that  three-piece  sets,  namely,  slip,  gown  and 
drawers,  are  most  called  for.  The  set  is,  as  a  rule, 
completed  by  a  smart  fancy  cap  to  match.  Hand- 
some hand-made  Cluny  is  the  favored  lace,  and  both 
real  and  good  imitation  Irish  crichet  lace  is  much 
used.  Pland  machine  embroideries  in  close  imita- 
tion of  hand  work  are,  as  a  rule,  combined  with  the 
lace,  and  where  Valenciennes  is  used  it  is  very  fine 
and  in  unusual  patterns  and  designs. 

Very  handsome  skirts  made  of  the  sheerest  ma- 
terials and  trimmed  with  light  laces  and  sheer  mus- 
lin embroidered  bands  and  flouncings  are  selling  for 
wear  with  matinees  and  negligees.  The  usual  lines 
(if  skirts  are  somewhat  eclipsed  by  princess  slips  and 
combinations.  Therefore,  decided  bargains  in  skirts 
are  sure  to  be  a  feature  of  the  Summer  sales. 

NEW   UNDERWEAR   TRIMMING. 

Laces  and  medallions,  or  cut  piece  goods  used  in 
medallion  effect  form  the  new  underwear  trimming. 
A  gown  trimmed  in  this  manner  had  a  row  of  ovals 
of  tucking  cut  into  a  straight  line  at  the  top,  form- 
ing a  yoke  and  with  trimming  to  match  around  the 
sleeves.  These  ovals  were  set  into  the  gown  by  means 
of  a  narrow  Cluny  lace,  and  the  same  lace  and  edge 


to  match  finished  the  top  and  sleeves  of  the  gown. 
Ribbon  is  run  through  the  lace  at  both  neck  and 
sleeves.  Ribbon  is  used  on  all  but  the  cheaper  gar- 
ments, and  there  seems  to  be  a  decided  preference  for 
pink. 

Combinations,  drawers  and  gowns  made  of  cotton 
(a'cpe,  promise  to  be  a  feature  for  Summer  selling: 
as  underwear  made  of  this  fabric  is  found  to  be  very 
practical  for  hot  weather  and  outing  wear.  Em- 
broidery done  on  the  fabric  and  Cluny  laces  form  the 
most  used  trimming,  and  designs  are  kept  as  plain 
and  simple  as  possible. 

Crepe  de  chine,  washable  messaline  and  Seco  silk 
are  used  in  the  development  of  expensive  whitewear, 
and  chiffon  is  extensively  used  for  skirt  ruffles  in 
conjunction  with  fine  Valenciennes  and  shadow  lace. 


Waist  Novelties  for  Fall 

Byron  and  Robespierre  models  the  latest 
—  W^et  weather  proving  a  set  back — Great 
demand  for  fancy  nets  is  indicated  — 
Cluny,"  filet  and   Bohemian  laces   in    lead 

The  wet  weather  during  the  month  has  been 
somewhat  of  a  setback  to  the  waist  business.  Not 
only  has  it  put  a  stop  to  repeat  orders  for  Sununer 
wear,  but  it  has  reduced  the  size  and  number  of  or- 
ders on  Fall  lines.     Manufacturers  who  do  a  novelty 
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Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get  ? 


EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  the  market  for  certain  goods,  but  that 
they  do  not  know  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

"We  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 
not  usually  sold  in  dry  goods  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 
are  at  the  service  of  our  readers. 

W^e  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 

and  use  it  when  you  would  like   us   to  give 
you  information. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 
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Snapshot  taken  at  the  Longchamp  races.     Accordion    pleated 

skirt  of  fleur  de  sole,  waist  of  charmeuse  and  chiffon  and 

heavy  novelty  lace.     The  1  irge  neck  ruche  is  of  ecru 

and  black  pleated  Brussels  net. 

business  are  dividing  their  time  between  samples  for 
Fall  and  late  models  for  Summer  wear. 

Voiles  have  been  particularly  good  sellers  and 
will  continue  so  to  the  end  of  the  season,  and  the 
opinion  is  expressed  that  this  material  has  sufficient 
strength  to  run  as  a  waist  matej'ial  for  yet  another 
season.  The  demand  is  by  no  means  confined  to 
white,  ]>ut  pale  colors,  particularly  champagne  and 
]:)ale  tan  are  big  sellers.  Hand  embroidered  voiles 
trimmed  with  fancy  laces  are  high  style. 

Lingeries  are  selling  well.  Summer  novelties  '^'.m 
to  simple  style  and  semi-tailored  effects.  The  new 
note  is  the  Byron  and  Robespierre  collar,  and  the 
former  is  safe  to  be  in  extensive  vogue  during  the 
present  season.  Robespierre  models  are  more  strik- 
ing and  not  so  well  suited  to  Summer  wear,  but 
should  exercise  a  marked  influence  on  Fall  fashions. 
I'ut  botli  collar  forms  are  so  becoming  that  they  seem 
sure  of  a  future.  Indeed,  it  may  be  that  they  point 
the  way  for  other  developments. 

TAFFETA  WAISTS  FOR  FALL. 

As  far  as  waists  are  concerned,  the  position  of 
taffeta  is  more  assured,  and  firms  which  a  short  while 
ago,  did  not  regard  taffetas  as  a  possibility  for  the 
Fall  season  are  putting  shot  taffeta  waists  into  their 
Fall  line.  Not  only  are  shots  good  in  taffetas,  but 
they  are  good  in  other  silks  as  well.  While  stripes 
lead  in  fancy  silks,  all  shades  of  brown  from  cham- 
pagne up  to  the  deeper  shades  are  to  command  a 
ready  sale. 


Chiffons  are  to  be  good,  and  a  big  sale  of  fancy 
nets  is  assured.  A  curious  feature  is  that  the  makers 
of  fancy  waists  are  using  more  Valenciennes  than  the 
makers  of  lingeries.  The  truth  is  that  other  laces  are, 
for  the  time  being,  displacing  the  old-time  favorite. 
Only  fine  effects  are  used,  but  the  manufacturers  of 
Val.  laces  are  placing  on  the  market  new  effects  in 
square  and  irregular  meshes  that  are  being  well  con- 
sidered. Some  of  these  laces  are  copied  from  Iloni- 
ton  patterns,  and  are  very  handsome.  Cluny,  filet 
and  Bohemian  lace  are  in  the  lead.  Irish  crochet, 
l)0th  real  and  imitation,  is  much  favored,  and  so  is 
Venise.  Shadows  are  more  favored  for  lingeries,  Ijut 
are  dying  out  foi'  trimming  fancy  waists. 

Narrow  vests  of  net  or  V  of  the  same,  contiiiued 
by  double  ruchings  of  light  lace  centered  with  rows 
of  tiny  fancy  buttons  or  ladders  of  small  bows,  appear 
with  good  effect  upon  the  new  waists.  Generally, 
there  arc  small  pointed  revers  of  black  silk  or  satin, 
and  in  addition  pipings  and  touches  of  relieving 
color.  The  colors  used  for  this  purpose  are  cerise 
and  burnt  orange. 

Sleeves  are  long,  and  in  directoire  effect  finishing 
with  wide  pleated  ruffles  of  lace  or  net. 

WEST   CALLS   FOR   PEPLUM    WAISTS. 

The  call  for  peplum  waists  so  far  has  come  from 
the  west,  and  Toronto  and  other  points  have  not  as 
yet  taken  them  up.  Doubtless  discouraging  weather 
has  had  something  to  do  with  this,  as  fashion  is  very 
directly  favoring  peplum  effects.  Possibly  alterations 
are  also  another  retarding  feature,  but  one  that  the 
manufacturer  provides  for  in  such  a  manner  that  it 
is  easily  overcome. 

White  satin  waists  are  the  latest  high  novelty, 
both  in  Paris  and  New  York.  They  are  made  in 
tailored  and  in  Robespierre  styles,  but  are  scarcely 
practical,  as  they  easily  soil. 


Suit  Orders  Coming  Slowly 

Fall  business  shows  the  effect  of  unfav- 
orable weather  —  Suit  coats  average  from 
32    to    34    inches  —  Belted    models   shown 

Travelers  are  out  with  Fall  suits,  but  the  rain 
during  the  past  few  weeks  has  seriously  interfered 
with  business.  Things  have  been  dull  in  the  retail 
stores,  and  it  is  a  difficult  matter  to  induce  the  plac- 
ing of  advance  business  under  such  conditions. 

The  coats  of  the  models  shown  average  from  32 
to  34  inches,  and  most  models  are  slightly  cut-away 
in  front.  A  good  many  models  are  semi-belted,  and 
fewer  large  collars  are  showing.  One  rever  that  but- 
tons over  is  a  feature  that  promises  well,  and  quite  a 
number  of  models  have  the  high  closing. 
(Concluded  on  page  79) 
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Children's 
Dresses 


Home 
&  Watts 

Limited 

Duncan  & 
Adelaide 

TORONTO 
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Running  parallel  with  the  styles 
of  the  older  folk,  children's 
dresses  show  tendencies  too 
which  must  be  considered  when 
buying  a  stock  of  junior 
garments. 

Though  the  styles  change  in 
children's  wearables  three  is 
little  or  no  loss  from  these 
changes  as  with  the  adults. 
This  makes  a  children's  stock 
always  a  safe  investment. 

"Home  and  Watts"  little  dress- 
es are  always  good  value  and 
right  styles  that  appeal  to  the 
mothers. 

Write  to-day  for  samples 
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The  Coming  Season's  Coats 

Fall  and  Winter  Line  is  Ready 


The  Independent  Range 

of   Women's    Coats   contains    the    best   values    this   season    that    we  have  ever 
shown — the  styles  are  the  last  word  from  the  fashion  centres. 

Our  Suits    parallel    in  style    and    value    the    range  of  coats  and  will  be  a  quick 
selling  profitable  line  to  handle. 

SFE  THE  SAMPLE  LINE  NOW. 

If  our  traveller  does  not  call  please  drop  us  a  line. 

The  Independent  Cloak  Company 

551-553  Queen  St.  W.  .:.  TORONTO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


Fashion  Trend  Indicated  at  Paris  Races 

Poiret  still  clings  to  straight  line  effects  —  Directoire  and  Restoration  models 

shown  —  Skirts  and  coats  in  strong  contrast  —  Charmeuse,  Crepe  de    Chine, 

chiffon  and  soft  satin  as  well  as  flowered  taffetas  are  the  smartest  materials 

—  Shoes  and  hosiery  match  millinery  and  parasol,  or  are  white. 

(Staff  Correspondence) 


Paris,  France,  May  28. 

FASHIONS,  as  illustrated  by  the  gowns  worn 
at  the  Lonchamps  and  Auteuil  Spring  races 
show  an  unusual  diversity  in  style.  On  one 
point,  however,  there  seems  to  he  agreement;  prac- 
tically everj^  smart  woman  is  gowned  in  silk.  Pan- 
nier and  drapery  effects  are  much  in  evidence,  and 
as  it  is  decreed  that  the  line  must  be  preserved,  soft 
clinging  fabrics  come  first.  This  brings  satin  charm- 
euse to  the  fore  as  a  leading  fabric. 

Though  so  many  of  the  great  houses  are  develop- 
ing Watteau  modes,  there  is  a  notable  group,  headed 
by  Poiret,  who  are  still  pinning  their  faith  to  simple 
straight  line  models.  Poiret's  models  in  particular 
are  developed  in  strong  colors  with  bizarre  Oriental 
or  Moyenage  trimming  touches. 

TYPICAL  POIRET  MODELS. 

At  his  last  opening,  Poiret  showed  a  number  of 
tailored  suits  all  of  which  had  coats  measuring  26  in. 
cut  in  straight  line  effect  and  with  exceedingly  long 
shoulders  and  %  or  long  set-in  sleeves.  Two  typical 
suits  may  be  described — one  of  white  and  the  other 
of  navy  serge.  The  white  serge  was  really  a  three- 
piece  model  with  a  straight-cut  coat  opening  in  front 
in  blazer  fashion.  There  was  no  collar.  Instead,  a 
four-inch  band  of  rich-colored  embroidery  with 
pinky-red  predominating,  edged  the  opening  of  the 
coat,  and  odd  little  triangles  of  the  embroidery  were 
let  into  the  shoulder  seam  at  the  junction  of  the 
sleeves  and  were  used  at  the  end  of  the  seams  around 
the  bottom  of  the  coat.  The  skirt  was  perfectly 
straight  and  plain  with  panels  at  the  front  and  back. 

The  navy  serge  had  a  straight-cut  military  jacket 
buttoning  straight  down  the  front  below  a  small  flat 
turnover  collar  of  magenta  and  green  embroidery, 
the  same  colors  appearing  in  striped  pearl  buttons.  A 
piping  of  magenta  gives  the  effect  of  a  sharp  cut- 
away model  to  what  is  really  a  square  cut,  back  and 
front.  This  part  is  fastened  by  a  lacing  magneta, 
and  the  same  effect  is  repeated  on  the  deep  cuff  that 
finishes  the  plain  set-in  sleeve.  The  skirt  shows  two 
wide  panels  and  two  narrow  side  gores  the  panels  be- 
ing piped  up  the  sides  with  magenta  to  match  the 
coat. 

Simple  straight-line  frocks  of  linen  printed  in 
allover  patterns  showing  vines  and  flowers  were  trim- 
med with  pipings  or  rows  of  buttons  that  ran  below 
the  waist  line.  To  wear  with  these  dresses  were 
shown  wide  spread  lace  hats  with  bunches  of  small 


flat  roses  planted  at  one  side  under  the  brim.  Most 
of  these  hats  had  low  round  crowns,  and  had  no 
trimming  whatever  on  the  upper  part. 

Red  and  white  ratine  was  embroidered  in  black 
and  white  and  trimmed  with  brass  buttons.  There 
was  also  a  tan  ratine  shown  with  the  collar  outlined 
with  green  bands  and  trimmed  with  green  china 
buttons. 

DUTCH  AND  FLEMISH  SOURCES. 

Paul  Poiret  has  seemingly  gone  to  Dutch  and 
Flemish  sources  for  his  inspiration  this  season.  This 
is  well  expressed  in  the  shape  of  a  lingerie  hat  with  a 
crown  of  dotted  Swiss  from  which  extends  a  wing- 
like wired  brim  covered  with  fluted  mull  lined  with 
rose.  Flutings,  as  flat  as  can  be  and  having  very 
little  more  material  in  them  than  if  they  were  plain, 
are  much  used  on  all  Poiret  gowns  and  millinery. 
These  flutings  are  very  crisp  and  neat  and  do  not 
interfere  with  the  development  of  the  outline. 

DIRECTOIRE  AND  RESTORATION  TYPES. 

Poiret's  devotion  to  the  straight  line  is  shared  by 
Jeanne  Lauvin  who  is  noted  for  the  production  of 
youthful-looking  little  dresses,  and  by  his  sister, 
Mme  Audre  Groult.  This  lady  is  a  recent  addition 
to  the  ranks  of  leading  dress  designers.  The  straight 
line  models  she  is  showing  are  based  more  on  Direc- 
toire and  Restoration  styles.  This  designer  is  show- 
ing models  with  the  coat  and  skirt  in  strong  contrast. 
One  of  her  prettiest  models  is  a  Robespierre  gown  of 
changeable  taffeta  in  blue  and  rose  with  a  deep  blue 
satin  coat.  This  gown  is  worn  with  a  cream  leghorn 
bonnet  faced  with  brocaded  chiffon  and  trimmed 
with  corded  cabochons  of  amber  satin  and  with 
touffes  of  natural  paradise  sweeping  over  the  side 
and  brim. 

Two  dresses  that  appeared  last  Sunday  at  Auteuil 
attracted  much  attention.  One  was  a  stunning  cos- 
tume of  black  ribbed  silk  completed  by  a  coat  of 
white  satin  trimmed  with  black,  and  another  and 
similar  model  showed  a  black  satin  skirt  completed 
by  a  satin  coat  in  brilliant  green.  This  separate  coat 
fashion  has  been  taken  up  with  surprising  quickness, 
and  dark  coats  of  taffeta  or  satin  are  seen  worn  over 
skirts  of  white  cloth,  or  coats  of  bright-hued  taffeta 
complete  lingerie  models. 

It  was  Cheruit  who  introduced  the  pannier  gown 
and  in  the  production  of  pannier  models  this  house 
has  important  support,  for  Paquin,  Doucet,  Worth 
and  Drecoll  all  adhere  to  models  having  their  in- 
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spiration  from  Watteau  modes.  Modern  panniers 
must  not  interfere  with  the  slender  line  of  the  figure 
and  therefore  the  materials  used  must  be  of  the  most 
supple  A'ariet3^  Charmeuse  is  ideal  for  this  purpose 
and  so  is  crepe  de  Chine.  A  very  much-admired 
gown  of  this  fabric  was  in  pale  pink  with  the  skirt 
laid  in  fine  knife  pleats.  A  pannier  tunic  over  this 
pleated  skirt  was  of  black  Chantilly  draped  and  held 
back  by  a  wide  black  satin  ribbon.  The  collarless 
corsage  w^as  finished  by  a  pleated  frill  or  cape  of 
black  INIalines  edged  with  narrow  black  lace  complet- 
ed with  a  band  and  bow  of  satin  ribbon,  and  the  % 
sleeves  were  trimmed  to  match.  Fancy  crystal  but- 
tons were  placed  in  the  centres  of  the  ribbon  bows. 

FLOWERED  TAFFETA. 

Pretty  flowered  taffeta  and  fleur-de  sole  gowns 
are  very  much  worn  and  on  such  materials  ruches, 
bouillonnes,  pleats  and  tiny  tucks  placed  in  braid 
fashion  trim  skirts  and  fichus. 

Chantilly  is  to  be  very  popular  and  a  new  idea  is 
to  place  the  flounce  in  a  flat  fashion  with  the  points 
up.  A  smart  model  seen  was  of  soft  white  satin 
duchesse  with  black  Chantilly  used  on  the  skirt  as 
above  described  and  with  the  edge  of  the  skirt  trim- 
med with  a  broad  bouillonne  of  black  tulle  covered 
with  interlaced  garlands  of  tiny  many  colored  flow- 
ers. The  bodice  and  the  pannier  were  of  the  same 
beautiful  lace  draped  and  caught  with  the  same  little 
garlands.  This  dress  was  made  just  short  enough  to 
show  shoes  of  pistache  green  velvet  adorned  with 
large  antique  buckles. 

Shoes  and  silk  stockings  as  a  rule  match  the  color 
of  the  hat  or  the  sunshade,  or  are  in  spotless  white. 
Sunshades  come  in  curious  shapes,  two  of  the  latest 
being  the  bell  and  the  pagoda. 


Suit  Orders  Coming  Slowly 

(Concluded  from  page  76) 

Skirts  show  more  diversity  than  coats,  many 
pleats  being  used,  and  a  few  models  are  pleated  all 
round.  Pleats,  as  at  present  arranged,  do  not  add 
much  to  the  width  of  the  skirt. 

New  York  novelty  models  favor  the  directoiro 
modes,  and  the  coats  are  considerably  shorter  in 
front  than  at  the  back,  while  the  collars  are  on  the 
Byron  or  Robespierre  order.  These  models  are  ex- 
treme, and  their  general  adaptability  is  questioned. 

Serges  and  diagonals  are  gaining  ground  as  ]K)pu- 
lar  materials,  but  the  vogue  of  rough  fabrics  is  un- 
questioned. 

The  advent  of  the  Summer  season  and  the  stroni!; 
vogue  of  suits  is  bringing  out  a  number  of  linen  and 
ratine  models.  This  latter  fabric  is  proving  its  adap- 
tability as  a  cotton  suiting  fabric,  and  seems  as 
though  it  would  receive  added  consideration  another 
vear. 


They    Sell 
Because 
They  Fit 

"Form  Fitte"  Petti- 
coats appeal  to  the 
women  because  they 
fit  snugly  around  the 
waist  without  being 
shirred  on  a  draw- 
string which  leaves  a 
bulky  waist  line  caus- 
ing the  gown  to 
wrinkle  and  lose  its 
even  contour.  Note 
the  illustration  below. 

This  is  No.  96 1,  made 
in  taffeta,  satin  and 
messaline  in  all  the 
y/  new  shades  of  the 
season, (24  in  number.) 
This  will  be  ready  for 
July  delivery  on  fall 
orders. 
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McKay  Bros.,  Ltd. 

182  Spadina  Avenue 
TORONTO 


Worn  by  the  Smart  Set  at  Woodbine  Races 

Most  brilliant  array  of  fashion  for  which  presence  of  Royalty  was  largely 
responsible  —  Much  interest  taken  in  pannier  gowns  —  Tailored  suit  in  high 
favor  —  Elaborate  neckwear  —  Number  of  linen,  pique  and  ratine  suits  was  a 
decided  feature  —  New  note  is  w^aist  or  coat  in  contrast  —  Long  ear-rings  worn 


THE  presence  of  Royalty  at  the  Woodbine  rac- 
es, Toronto,  was  responsible  for  a  crowded 
and  fashionable  meeting,  and  the  "smartest 
yet"  was  the  unanimous  verdict  from  a  sartorial  point 
of  view.  Though  the  clouds  lowered  during  the 
week,  an  unusual  number  of  smart  gowns,  many  of 
them  evidently  imported  for  the  occasion,  were  worn. 
Possibly  the  weather  was  in  a  measure  responsible 
for  the  very  large  number  of  suits,  but  apart  from  this 
influence  it  is  apparent  that  the  tailored  suit  is  in 
high  favor  and  that  its  vogue  is  growing. 

Wliite  serge  and  navy  serge  suits  were  out  in  num- 
bers, but  the  most  interesting  feature  was  the  many 
ratine  or  sponge  cloth  suits  worn.  These  were  de- 
veloped lioth  in  cotton  and  wool  ratine  cloth,  and  cer- 
tainly showed  up  this  much-discussed  fabric  in  a  fa- 
vorable light.  One  feature  favorably  commented 
upon  is  the  non-crushable  nature  of  ratine  and  also 
the  manner  in  which  it  drapes  to  the  figure.  From 
the  favor  shown  this  material,  it  has  apparently  ar- 
rived. Next  Summer  should  see  cotton  ratine  in  a 
high  position  as  a  popular-selling  fabric,  and  the 
woolen  make  should  be  prominent  for  Winter  wear, 

BRAID,   BUTTONS,   FANCY  SILK  FACIKGS. 

Very  few  perfectly  plain-tailored  suits  were  worn 
all  seemingly  being  on  the  semi-tailored  and  the 
dressy  order.  The  trimmings  used  were  braid  and 
buttons,  combined  with  facings  of  fancy  silk.  Even 
when  the  suit  was  plain  in  effect  a  fancy  touch  was 
added  by  the  elaborate  neckwear  worn.  This  usually 
consisted  of  collar  and  cuff  sets  in  real  lace,  Irish 
crochet  being  most  in  evidence.  Some  very  smart 
sets  were  of  Brussels  net  and  shadow  lace.  While  on 
the  subject  of  neckwear,  mention  should  be  made  of 
the  large  pleated  ruffs  of  black  and  ecru  net  that 
were  worn  so  much  to  complete  dressy  toilettes. 

One  of  these  ruffs  in  black  and  ecru  was  worn 
with  a  handsome  wrap  of  dark  blue  satin.  This 
wrap  was  shaped  like  a  long  stole  reaching  to  the 
hem  of  the  gown  both  front  and  back.  It  was  lined 
with  changeable  blue  and  green  taffeta,  and  the  edges 
of  the  garment,  both  inside  and  out,  had  a  shirred 
trimming  of  the  silk.  This  wrap  was  worn  over  a 
lace  and  embroidered  cotton  crepe  lingerie  gown.  A 
ruff  of  this  kind  is  shown  on  another  page  as  worn  at 
the  Longchamp  races  early  in  April.  Nearly  all 
sleeves,  both  of  gowns  and  suits,  were  finished  with 
pleated  frills  of  net  or  lace. 


LONGER   SUIT   COATS. 

There  is  a  decided  lengthening  of  the  suit  coat 
particular!}^  when  the  material  is  serge  or  cloth.  Suits 
of  faille  or  taffeta  and  of  velvet  or  velour  have  as  a 
rule  shorter  coats  that  are  in  peplum  effect  and  are 
sharply  cut  away  in  front.  Many  cloth  coats  arc 
semi-belted,  and  the  belt  is  as  often  of  gun  metal  as 
of  patent  leather.  By  far  the  greater  number  of 
suits  worn  were  of  white  or  navy  serge  and  it  was  ;. 
nice  point  to  decide  which  outnumbered  the  other. 

Certainly  the  next  favored  fabric  was  taffeta 
which  was  made  into  both  suits  and  dresses.  Pep- 
lum suits  were  for  the  most  part  developed  in  dark 
effects  such  as  black  and  blue,  black  and  nut  brown, 
black  and  wine,  black  and  green. 

One-piece  dresses  in  suit  effect  were  made  up  in 
taffeta  of  brilliant  hues  such  as  apple  and  gold,  violet 
and  blue,  royal  and  gold,  cerise  and  tan,  blue  and 
green,  pink  and  blue,  Copenhagen  and  tan.  These 
dresses  and  suits  were  trimmed  Avith  shirrings,  puff- 
ings and  pleatings  of  the  same  fabric. 

LINEN,    PIQUE   AND   RATINE   SUITS. 

A  decided  feature  was  the  number  of  linen,  pique 
and  ratine  suits  worn.  Linens  were  in  rough  weave 
and  in  solid  color,  or  in  color  with  narrow  stripes  of 
Avhite  on  a  colored  ground  with  tan  and  amethyst  as 
the  leading  colors.  Pique  was  chiefly  in  white 
though  a  pretty  pink  suit  was  noticed  and  in  ratine 
or  sponge  cloth  white,  tan  and  a  rather  bright  shade 
of  light  blue  were  featured. 

As  a  rule,  there  was  little  difference  in  the  style  of 
make-up  seen  in  the  cloth  and  washing  fabric  suits. 
Skirts  were  straight  and  plain,  only  a  few  showing 
pleats.  Coats  were  straight  cut  with  fancy  seams  and 
many  were  semi-belted.  Fine  smooth  serges  had  first 
call  though  rough  wide-wale  diagonals  in  tan,  navy 
and  Saxe  were  all  worn.  Whipcord  was  not  very 
prominent  and  when  worn  was  in  tan  and  grey. 
Some  smart  suits  were  developed  in  black  and  white 
tweeds  or  in  suiting  fabrics.  More  lingerie  waists 
were  used  than  for  a  long  period  to  complete  the  suit. 

VELVETEEN  AND  VELOUR  SUITS. 

Quite  a  number  of  handsome  velveteen  and  vel- 
our suits  were  seen.  Mouse  and  taupe  were  good  col- 
ors and  so  were  prune,  Persian  blue  and  pheasant  tan 
and  nut  brown.  Velvet  was  the  material  used  for 
handsome  capes  and  wraps,  many  being  brocaded  and 
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Crescent  Manufacturing  Co.,  Limited 

M  O  N  T  R  E  A  L 

"Country   Club"  Dress 

white    Linen    and 

Collar,    Belt  and 

pure    Linen,    at 


Order  at 
once  to  ensure 
good  delivery 

by    10-15 
June. 


Crescent 
Mii.  Co., 


:L1MITED: 
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READY-TO-WEAR     GAR  INI  E  N  T  R 


Dr>/   Goofh  Ptrvieiv 


I^^^^^^^Hj 

|v 

.    ^  ^rS^W 

Suapsliut    takeu    at    Lougeliamiis.      Coat    of    white    satin 

woru  witli  blacli  satin  draped  skirt.     The  bat  is  one 

of  tlie  new  Watteau  shapes  and  is  of  fine  black 

Jlilan  with  a  ruche  of  taffeta  defining  the 

shallow  crown.     The  high   back   is   filled 

in     with     a     fancy     ostrich     feather. 

The  second  figure  is  wearing  one 

of    the    new    ruches    of   black 

and    ecru    net. 


giving  glimpses  of  magnificent  linings.  Some  coats 
were  also  of  beautiful  brocades,  and  brocaded  velvets. 
All  these  coats  were  loose  and  full.  Satin  was  well 
worn  but  chiefly  for  foundation  purposes  and  for 
wrap  coats. 

WAIST   OR  COAT  IN   CONTRAST. 

A  new  fashion  note  was  struck  by  the  many  dress- 
es having  the  waist  or  coat  in  contrast.  Sometimes 
the  coat  is  of  the  same  material  but  of  a  different  col- 
or or  the  coat  will  be  of  brocade  taffeta  or  ribbed  silk 
and  the  skirt  or  dress  of  lingerie,  lace,  or  some  light 
flowered  fabric.  One  of  the  most  admired  of  these 
dresses  had  an  accordion  pleated  skirt  of  rose  and 
white  striped  chiffon  and  a  short-waisted  Directoire 
coat  with  postillion  back  in  rose  ribbed  silk.  A 
young  girl  wore  a  pretty  flowered  voile  high  waisted 
gown  lifted  into  distinction  by  a  peplum  coat  of  pale 
rose  and  blue  taffeta.  Very  smart  was  a  gown  of 
white  taft'eta  worn  with  a  peplum  coat  of  black  taffeta. 
This  coat  had  a  deep  fichu  collar  of  cream  net  and 
shadow  lace,  and  deep  pleated  net  ruffles  at  the 
sleeves. 


P.KCOMING  PANNIER  FASHIONS. 

All  eyes  were  focused  on  the  new  pannier  gown-, 
and  certainly  to  the  slight  figure  the  modified  pan- 
nier fashion  is  most  becoming.  The  greater  numV)er 
were   of  either   changeable   ov   l)roeaded   taft'etn    Imt 

Snapshots  at  the  Woodbine 

(See  illustrations  opposite  page). 

TOP  ROW— CENTER  GROUP. 

II.R.H.  Duchess  of  Connaught  and  Miss  Pelhj.  The 
Darhn^s  is  wearing  a  govm  of  deep  violet  satin 
ir'ifh  a  long  wrap  coat  of  ribbed  silk  of  the  same 
sliade.  Her  hat  is  of  black  straw  with  handsome 
black  plumes  over  which  is  a  black  Chantilly 
lace  veil.  Miss  Felly's  dress  is  of  grey  charmeiise 
and.  brocade  unth  straps  of  black  velvet. 

i.i-:ft   side,  top  row,    from  left  to 

RIGHT. 

Ifdiidsome  wrap  of  violet  velvet,  heavy  Venise  lace 
brocade  and.  fur.  Black  velvet  cape  and  floiver 
trimmed  hat. 

JHOHT  SIDE,  TOP  ROW.— Two  typical  chifjon 
taffeta  gowns  showing  the  popular  self  trim- 
mings of  shirring  and  pleating,  showing  also  the 
handsome  Irish  Crochet  lace  collar  and  cuff  sets 
so  mMch  worn. 

CENTER  ROW  FROM  LEFT  TO  RIGHT— 

Pannier  gown  of  rose  and  blue  shot  chiffon  taffeta. 

Group  shovnng  typical  tailor-made  suits  in  navy  and 
tan  serge  and  ivhite  ratine  or  sponge  cloth.  The 
goivn  to  the  right  is  of  orchid  mauve  velvet  and 
cream  lace  over  satin  trimmed  with  pearl  and 
crystal  fringe  and  passementerie.  The  other 
gown  is  of  black  brocade  with  white  crepe  over- 
drapery  embroidered  in  scarlet  and  gold.  The 
square  train  is  lined  with  scarlet,  one  corner  be- 
ing turned  back  and  fastened  by  a  gold  tassel. 

Taffeta  gown  worn  with  a  coat  of  brocade.  Tricorne 
hat  in  black  and  ivhiie  with  large  osprey  mount. 

BOTTOM  ROW  FROM  LEFT  TO  RIGHT. 

Typical  group  showing  gotvns  and  millinery.  Chiffon 
wrap  with  lining  of  cerise  and  gold  taffeta.  Tail- 
ored suit,  tvhite  serge  with  hair-line  stripe.  Blue 
and  green  chiffon  taffeta  suit  trimmed  with 
shirrings  of  the  same  fabric.  Black  broadcloth 
suit,  hat  of  black  straw  and  lace,  croivn  of  pink 
roses.  Pannier  suit  of  dove  and  blue  faille. 
Misses'  suit  of  white  serge  ivith  black  satin  fac- 
ings. 

ON  LEFT— 

Side  vieiv  of  Miss  Felly's  gown.  Centre  figure  is  Prin- 
cess Patricia  whose  dress  tvas  of  some  white  silky 
fabric  either  charmeuse  or  cachemire  de  soie 
banded  tvith  black  velvet  and  girdle  to  match 
u'ith  lines  of  soutache  braiding  at  the  neck  and 
on  the  cuffs  of  the  full  length  Directoire  sleeves. 
The  third  dress  is  of  steel  blue  chiffon  taffeta 
brocaded  tvith  black  and  is  a  graceful  pannier 
model. 
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Snapshots  at   Woodbine  races,  Toronto,    For  descriptions   see  page  82. 
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Suit  of  grey  whipcord ;  coat  in 
semi-military  style  with  velvet 
collar  ;  skirt  in  one-sided  effect. 
— Courtesy  Patrician  Cloak  Co., 
Toronto. 


the  prettier  models  had  the  pannier  part  developed 
in  charmeuse,  crepe  de  Chine,  chiffon  or  lace.  A 
number  of  gowns  of  chiffon  or  marquisette  were  full- 
ed into  a  deep  band  of  satin  rounded  up  in  front  so  as 
to  give  the  pannier  outline. 

LONG  AND   WRIST-LENGTH   GLOVES. 

Very  few  parasols  were  seen  owing  to  the  unfa- 
vorable nature  of  the  weather.  The  gloves  worn  were 
as  a  rule,  white,  both  in  long  and  in  wrist  lengths. 
Pumps,  as  a  rule,  were  more  worn  than  high  button- 
ed boots.  White  buckskin  was  always  worn  with  a 
white  dress  or  suit,  and  both  white  and  tan  were  worn 
with  navy.     Where  the  gown    was   very    elaborate, 


shoes  and  hosiery  matched  it,  but  it  was  very  notice- 
able that  champagne  hose  were  worn  with  white 
shoes  and  a  white  or  cream  gown.  Another  feature 
was  the  number  of  long  ear-rings  worn. 

THE    MILLINERY. 

Though  the  millinery  was  handsome,  nothing 
either  very  startling  or  remarkable  was  to  be  seen. 
From  the  novelty  standpoint  paradise  must  be  placed 
first,  and  a  very  remarkable  number  of  aigrettes  were 
remarked.  Milliners  must  have  pushed  flowers  faith- 
fully for  by  far  the  larger  number  of  hats  were 
flower- trimmed.  As  a  rule,  mixed  flowers  were  used 
pink  mauve  and  blue  being  always  present  in  the 
combination.  Cerise  was  much  in  evidence,  but  this 
color  is  becoming  common  and  passe.  Here  and 
there  touches  of  burnt  orange  were  seen.  Handsome 
ostrich  and  fancy  mounts  trimmed  many  hats  and  in 
spite  of  the  fact  that  willow  plumes  are  not  considered 
in  the  mode  a  considerable  number  were  worn. 

Veils  are  by  no  means  discarded  and  were  worn 
not  only  over  simple  tailored  hats,  but  also  when  the 
model  was  large  and  elaborate. 


Crepe  de  Chine  for  Panniers 
and   Drapery 

Crepe  de  Chine  is  featured  by  both  the  T.  Eaton 
Co.  and  the  Robert  Simpson  Co.,  Toronto,  as  the 
newest  material  for  developing  the  bridal  gown.  The 
conception  of  what  the  smart  bridal  gown  should  be 
is  illustrated  by  means  of  a  cleverly  draped  model 
which  forms  the  central  feature  of  a  displaj^  of  bridal 
fabrics  in  the  dress  goods  department  in  the  Eaton 
store.  This  display  is  made  upon  the  large  tables 
that  have  been  used  to  so  much  advantage  in  showing 
the  new  fabrics  this  Spring.  The  bride,  as  the  Eaton 
Co.  feature  her,  is  wearing  a  dress  composed  of  satin 
crepe-de-Chine  and  shadow  lace.  There  is  first  a 
skirt  of  white  satin  veiled  with  a  straight-hung 
flounce  of  shadow  lace  with  the  edge  broken  up  into 
deep  points.  The  waist  and  pannier  tunic  are  of 
white  crepe  de  Chine,  the  waist  having  a  fichu  of 
wide  crystal  and  pearl  trimming  and  a  yoke  of  shad- 
ow lace.  The  pannier  tunic  is  caught  into  a  band  of 
wide  satin  ribbon,  the  folds  of  crepe  ending  under  a 
wide  Watteau  panel  at  the  back  with  an  odd  loop  and 
end  sash  of  the  ribbon  at  onfe  side. 

For  some  time  now  crepe  de  Chine,  both  plain 
and  flowered  has  been  featured  in  Paris  and  New 
York  as  a  suitable  material  for  pannier  and  drapery 
effects,  but  this  is  the  first  popular  appearance  of  this 
fabric  on  the  Canadian  market. 
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We 
Set  The  Pace 


in 


10,000 
Pieces 


Dry  Goods 

Dress  Ginghams 

The  Bargain  of  the  Season 


We  have  secured  from  Canadian 
Cottons,  Ltd  ,  10,000  pieces  of  Dress 
Ginghams — a  special  "mill  clean-up" 
lot,  consisting  of  two  leading  lines 
with  many  new  designs  and  in  the 
popular  colorings.  All  this  season's 
patterns. 

Order  now  for  your  JULY  SALES— 
First  come,  first  served.  They  will 
go  with  a  rush.  Our  travellers  are 
now  out  with  a  complete  range 
of  samples. 


SEND  US  A  RUSH 
ORDER  AT  ONCE 
SO  AS  TO  GET  A 
GOOD  SELECTION 


ALPHONSE   RACINE  &   CO. 

WHOLESALE  MERCHANTS  AND  MANUFACTURERS 
MONTREAL 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 


On   Approval   in    Ready-to-Wear 

Misconceptions  of  favors  granted  results  in  abuses  and  undue  advantages 
are  taken  —  Manufacturers'  problems  and  attitude  —  Instances  of  unfairness 
in   cancellations   and    returns   to    secure    stock  —  Losses    to    manufacturers 

Howard    R.    Wellington. 


There  is  a  decided  misconception  of  things  on 
the  part  of  a  large  number  of  merchants,  so  far  as  a 
manufacturer  of  ready-to-wear  is  concerned.  The 
average  manufacturer  is  obliged  to  carry  thousands 
of  dollars'  worth  of  ready-to-wear  materials  consist- 
ing of  cloths,  linings,  canvas,  trimmings,  etc.,  for  a 
period  of  from  four  to  seven  months,  paying  for  the 
goods  in  sixty  days  from  date  of  shipment,  which 
means  sometimes  on  receipt. 

In  view  of  this  tremendous  outlay  a  large  capital 
is  always  tied  up,  as  it  is  necessary,  in  order  to  com- 
pete successfully  with  those  who  are  in  business  to- 
day and  out  of  it  to-morrow.  Those  manufacturers 
who  do  not  buy  materials  to  the  best  advantage  have 
only  two  courses  open — sell  close  to  compete  with 
others  and  eventually  go  out  of  business  on  account 
of  small  profits,  or  maintain  high  prices,  and  get 
very  little  business  with  the  same  result. 

But  what  has  all  this  to  do  with  sending  garments 
on  approval?  Simply  this:  The  manufacturer  can- 
not afford  to  tie  up  both  labor,  material  and  over- 
head expense  in  garments  made  up  for  the  conveni- 
ence of  the  merchant  who  takes  no  chances  with  even 
a  small  stock  order. 

MANUFACTURERS  DO  NOT  CARRY  STOCK. 

It  would  seem  from  a  large  number  of  enquiries 
received  almost  daily  throughout  the  season  that  the 
retail  merchant  expected  the  manufacturer  to  carry 
in  stock  every  conceivable  style,  especially  those  cata- 
logued, in  every  cloth,  size,  shade,  etc.,  that  is  re- 
quired by  the  consumer.  For  example,  an  enquiry 
is  received  something  like  this:  "Send  me  immedi- 
ately on  approval  style  No.  123,  navy  blue  serge, 
bust  42,  neck  and  waist  14^2,  across  back  15,  sleeve 
191/2,  waist  29,  hip  48,  length  37,  side  39,  back  39." 

This  suit  must  have  moire  silk  shawl  collar  and 
Skinner  satin  lining.  Again,  send  immediately  on 
approval  a  fine,  black  serge  skirt,  as  style  321,  illus- 
trated in  your  catalogue ;  waist  28,  hips  43,  front  38, 
etc.  A  third  illustration  is  a  letter  order  somewhat  as 
follows:  "Send  immediately  a  long  spring  cont  of 
grey  diagonal,  large  sailor  collar  effect,  half  lined ; 
size  42  X  54.    We  would  like  this  on  approval." 

Should  the  manufacturer  overlook  this  word 
"approval,"  and  make  these  special  garments  accord- 
ing to  directions,  not  one  in  a  dozen  would  be  just 
what  the  dealer  or  his  customer  expected,  and  as  a 
consequence    the    manufacturer    would    accumulate 


an  odd  line  of  garments  which  would  have  to  be 
jobbed  off  at  a  reduction  of  from  50  per  cent.  up. 

A   WRONG   IMPRESSION. 

A  number  of  merchants  in  the  smaller  towns 
take  the  stand  when  returning  a  garment,  whether 
sent  on  approval  or  not,  that  the  manufacturer  has 
a  hundred  chances  to  his  one  of  disposing  of  a  re- 
turned garment.  They  forget  that  garments  of  this 
nature,  all  special  sizes,  styles  and  cloths,  are  of  no 
use  to  other  retailers,  and  must  be  cleared  out  at  a 
reduction  of  from  33  1-3  per  cent,  to  50  per  cent.,  or 
carried  over,  by  the  manufacturer,  and  thus  depre- 
ciate in  value  the  longer  they  are  retained. 

I  have  seen,  personally,  suits  valued  as  high  as 
twenty  dollars  and  none  under  twelve  dollars  regular 
wholesale  price,  cleared  as  low  as  eight  dollars  apiece 
right  through.  Under  these  circumstances  is  it  fair 
to  ask  a  manufacturer  to  take  back  any  garment 
made  to  order,  unless  the  merchant  is  willing  to 
stand  part  of  the  loss  himself. 

ANOTHER    INSTANCE    OF    CANCELLATIONS. 

If  the  merchant's  customer  goes  back  on  her 
order  for  any  reason,  why  should  the  retail  merchant 
fall  back  on  the  manufacturer?  For  instance,  an 
order  is  placed  for  a  special  garment  and  about  ten 
days  after,  just  when  the  garment  is  about  ready  to 
ship,  the  merchant  writes  in  stating  that  his  custom- 
er has  changed  her  mind  about  the  suit  and  asking 
that  same  be  duly  cancelled. 

Does  this  pay,  and  are  merchants  right  in  taking 
advantage  of  the  practice  which  is  claimed  by  them- 
selves as  a  handicap,  through  the  consumer.  Should 
they  visit  on  the  manufacturers  what  they  are  un- 
willing to  stand  for  themselves? 

Garment  manufacturers,  in  justice  to  themselves, 
cannot  accept  cancellations  of  placing  orders  after 
two  weeks  and  should  not  be  called  upon  to  cancel 
immediate  orders  at  all,  as  usually  in  the  rush  sea- 
son, garments  are  cut  up  immediately. 

SEND  ON  APPROVAL. 

"Please  send  me  on  approval  a  few  suits  and  coats 
for  Saturday  sure,  sizes  16-18  and  20  years.  Will  re- 
turn any  unused  by  Monday," — this  is  a  very  com- 
mon request — the  manufacturer  makes  up  a  nice 
assortment  of  a  few  garments  which  have  accumu- 
lated, sends  them  out  on  Friday  night,  a  buyer  for 
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some  large  store  drops  in  Saturday  and  will  clear 
everything  in  sight  at  a  fair  price — the  goods  come 
back  Monday,  the  sale  is  lost  and  the  garments  re- 
main on  hand  possibly  for  the  balance  of  the  season. 


Politeness  Between  Salespeople 

An  article  on  "Retail  Salespersons,"  which  re- 
cently appeared  in  a  New  York  daily  discusses  the 
subject  of  politeness  between  salespeople  in  the  store. 
The  following  is  an  extract : — 

"One  thing  on  which  the  up-to-date  manager 
will  insist  is  courtesy  between  salespersons.  We  all 
know  what  a  valuable  asset  politeness  is  in  our  inter- 
course with  customers,  but  it  seems,  as  a  rule,  polite- 
ness between  salespersons  is  not  found  to  any  great 
extent  in  most  stores.  For  example:  I  was  with  a 
woman  shopping  one  day  last  Summer  and  at  the 
close  of  the  day  this  woman  approached  a  counter 
behind  which  two  salespersons  were,  and  said :  'Please 
wait  on  me.' 

The  remark  was  addressed  to  neither  one  or  the 
other,  but  was  an  impersonal  request  for  attention. 
Each  girl,  howevei",  thought  it  was  meant  for  her, 
and  one  said  to  the  other: 

"You  wait  on  her,  Mame." 

"No,"  said  Mame,  "you  wait  on  her,  what  do  you 
think  I  am.  I  have  my  book  all  counted  up.  You 
get  a  hustle  on  you  and  wait  on  her." 

Well,  "Mame"  called  the  other  a  "lazy  slob,"  and 
the  other  called  "Mame"  a  "cat,"  and  there  they 
stood  wrangling  over  who  should  wait  on  her.  "Her," 
however,  disgusted,  walked  out  and  a  sale  was  lost,  as 
many,  many,  sales  are  lost,  for  the  reasons  about 
which  we  never  will  know. 

This,  I  will  admit,  is  an  extreme  case,  but  many 
times  the  writer  has  noticed  a  salesperson  approach  a 
counter  in  the  store  in  which  she  is  employed  and  in 
most  instances  she  has  been  treated  with  disdain, 
even  with  contempt.  The  assortment  of  goods  shown 
to  salespersons  wishing  to  purchase  is  incomplete, 
and  little  or  no  attention  is  given  them.  A  sales- 
person's dollar  is  worth  a  full  100  cents,  and  when  .a 
salesperson  wishes  to  buy  in  another  section,  provid- 
ing it  be  in  the  proper  shopping  hours,  courtesy  and 
the  same  care  and  attention  should  be  shown  her  as 
is  given  the  rich  Mrs.  Vere  de  Vere. 


Smart   model   iu   Chinchilla  cloth.     The  Collar   is   de- 
cidedly    capelilie    and     the     revers     are     convertible 
and  can   be  fastened   up   to   the   throat.     The 
waist    is   slightly    bloused,    the   skirt    be- 
ing put  on  with  a  seam  at  the  waist. 
Stitched    down    pleats,    large   but- 
tons   and     face    cloth     straps 
drawn      through      bucliles 
are    used    to    complete 
this    advance    Fall 
model. 


leaves  to  be  married,  will  be  allowed  an  employes'  dis- 
count on  purchases  during  the  year  following  the 
date  of  leaving  our  service.  Such  discount  may  be 
obtained  by  applying  at  the  Superintendent's  office 
for  a  purchase  ticket,  which  will  be  stamped  'Em- 
ployes' Discount'  and  signed  by  the  Superintendent." 


The  following,  from  the  rule  book  of  one  of  the 
large  Chicago  stores,  explains  in  some  measure,  the 
mutual  interest  that  exists  between  the  concern  and 
one-time  employees: — "Any  woman  who  has  been 
in  our  employ  for  six  months  or  more,  and  who 


By  actual  test,  the  prominence  given  fancy  lin- 
ens in  the  window  displays  and  special  attractions  in 
the  department  during  June,  have  brought  most 
gratifying  results. 
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The  Made-in-Caiiada  Special  just  before  leaving  for  the  West. 


Crowds  View  Made-in-Canada  Displays 

Special    train   with    exhibits    representing    fifty-four   Canadian    manufacturers 
now  on  an  itinerary  of  education  in  the  West  —  Inspected  by  the  Governor- 
General — Displays  of  interest  to  the  dry  goods  merchant 


WITH  the  object  of  presenting  in  an  educa- 
tive way,  not  only  the  variety  and  high 
standards  of  quality  in  Canadian-made 
goods,  but  the  development  of  Canadian  industry,  a 
special  train  of  nine  exhibition  cars  started  from 
Montreal  May  16,  reached  Toronto  May  18,  arrived 
ill  \A'iiinii)eg  May  22,  and  is  now  making  an  itin- 
erary of  important  western  centres.  All  along  the 
line  crowds  of  people  have  viewed  the  displays  with 
great  interest.  At  Toronto  the  train  was  inspected 
by  H.  R.  H.  the  Duke  of  Connaught.  Fifty-four 
Canadian  manufacturers  are  represented,  and  the 
displays  are  valued  at  $50,000. 

The  train  is  a  demonstration  of  the  extent  to 
which  Canadian  concerns  are  able  to  serve  the  home 
market.  It  will  make  people  better  acquainted  witli 
home  products  and  do  much  to  convince  consumers 
at  great  distances  from  large  producing  and  dis- 
tributing centres  that  patronage  of  home  industries 
or  interchange  of  commodities  is  in  the  interests  ot 
east  and  west.  Displays  were  in  charge  of  special 
representatives,  souvenirs  were  distributed  and  free 
illustrated  lectures  delivered  at  every  stop. 

Those  exhibits  of  most  interest  to  the  dry  goods 
trade  include  knitted  goods  and  staples  of  all  kinds, 
metal  beds,  several  lines  of  housefurnishings  and 
cash  registers.  Each  car  is  divided  into  compart- 
ments with  side  aisles,  and  the  goods  shown  as  in 
display  windows. 


One  whole  car  is  fitted  up  as  a  modern  house, 
containing  parlor,  dining  room,  library,  bedroom 
and  kitchen.  Each  room  is  perfect  in  arrangement, 
col(jr  schemes  and  general  decorative  treatment. 
These  firms  represent  the  dry  goods  section  in  pro- 
viding the  furnishings  necessary  for  this  home  ex- 
hibit:— Dominion  Oil  Cloth  Co.,  Montreal,  burlap 
and  linoleum;  Stauntons,  Ltd.,  and  Reg.  N.  Rosier 
Co.,  Toronto,  wallpapers;  Geo.  H.  Hees,  Son  &  Co., 
Toronto,  draperies  and  hangings;  Toronto  Carpet 
.Manufacturing  Co.,  rugs;  Ideal  Redding  Co.,  To- 
ronto, beds. 

The  next  car  contained  exhiljits  by  Canadian 
Cottons,  Ltd.,  Montreal :  Dominion  Textile  Co., 
Montreal,  and  Penmans,  Ltd.,  Paris.  The  first  of 
these  firms  has  a  bright  stocky  display  from  the  dif- 
ferent mills  ojierated  Ijy  this  company.  Special  at- 
tention is  given  to  flannelettes,  »Saxonys,  domets, 
dress  and  apron  ginghams,  shirtings,  Oxfords,  awn- 
ing ducks,  tickings,  cotton  blankets  and  dress  goods. 
Full  pieces  are  shown.  Most  merchants  are  familiar 
with  these  staple  fabrics  and  their  place  in  supplying 
the  demand  of  all  classes  .of  the  community. 

Penmans,  Ijtd.,  specialize  on  women's  and  men's 
underwear,  sweater  coats,  hosiery  and  a  line  of  heavy 
blankets  in  a  three-section  case.  Wax  figures  and 
forms  are  used  to  show  a  woman's  novel  knitterl 
sweater  coat,  a  man's  garment  in  soft  tan  with  three- 
way  collar  and  a  splendid  number  of  tan  silk  hosiery. 
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The  Doiuiuion  Textile  Co.  show  a  .splendid 
range,  including  full  pieces  of  white  and  grey  cot- 
tons, "Sunri.se"  longcloths,  .sheeting,  quilts,  wrap- 
perettes  and  kindred  fabrics.  The  company's  adver- 
tising gives  a  list  of  goods  manufactured,  and  is 
printed  on  a  favorite  pattern  and  quality  Canadian 
print  cut  in  squares. 

The  National  Cash  Register  Co.  have  nine  casii 
registers  in  the  two  centre  sections  of  the  next  car. 
There  are  views  of  their  present  oflice  and  factory 
location, a  new  site,  and  proposed  $125,000  factory 
extension.  All  the  registers  are  on  Louis  XVI. 
lighted  transparency  stands.  Sections  of  the  factory 
in  operation,  the  first  cash  register  made,  and  the 
latest  model  No.  1  million  are  subject  of  interesting^ 
illustration.  "Get  a  receipt''  is  the.  slogan.  Parti- 
cular attention  is  called  to  the  departmental  store 
sales-recording  registers . 

The  Ideal  Bedding  Co.  display  occupies  one-third 
of  car  No.  4,  and  two-thirds  of  their  entire  line  is 
illustrated  in  an  effective  way.  An  electrically- 
lighted  silver  bed  is  the  feature.  Many  other  lines 
are  shown,  including  a  brass  bed  with  Circassian 
walnut  panels,  an  Ideal  couch  and  folding  bed  in 
model  size,  new  noiseless  self-locking  cril),  brass  hat 
and  coat  rack,  and  a  full  range  of  all  grades  of  mat- 
tresses.    R.  W.  Kidner,  sales  manager,  is  in  charge. 

The  train  goes  as  far  as  Macleod  and  Edmonton. 
and  the  journey  includes  several  side  lines  reaching 
principal  places.  The  intinerarv  of  the  train,  which 
has  been  arranged  by  the  Canadian  Home  Market 
A.ssociation,  will  reqiiire  about  one  month. 


Short  Course  in  Cardwriting. 

(Concluded  from  page  72) 

pictures,  etc.  The  pallette  is  cut  out  of  fancy  paper 
and  pasted  on  a  grey  board.  The  brushes  are  drawn 
on  plain  paper  with  pen  and  ink  and  cut  out  and 
applied. 

Card  No.  8  shows  the  brush  stroke  fancy  lettering 
used  in  the  head  lines  and  speedy  slant  Roman,  used 
in  the  reader.  The  decoration  represents  a  seal,  and 
is  quite  ai)propriate  for  the  reading  matter. 

Summary  B  shows  the  capitals  and  lower  case  of 
the  eccentric  brush  stroke  scrijjt.  which  lends  itself 
well  to  fancy  card  writing.  While  it  is  fancy,  yet  it 
is  quite  readable,  and  it  is  well  for  cardwriters  to  have 
a  thorough  knowledge  of  it.  Its  application  is  de- 
monstrated in  Cards  No.  5  and  6. 

Card  No.  ")  shows  a  unique  decoration  in  the  form 
of  a  silhouette  design.  Card  No.  fl  shows  the  brush 
stroke  script  ai)plied  in  combination  with  brush 
stroke  Roman.  The  decoration  is  most  eccentric,  yet 
strikinji. 


i';iril  Xii.  1  slious  .1  iiuiiiue  decumtioii  of 
jKillette  and  bnislies  witli  inscription 
It'ttereil  in  Itrnsli  Stroke  Fancy  and 
Rrnsli    Stroke    Itoin.in. 


Card  No.  2  does  not  show  the  use  of  either  of  these 
styles  of  lettering,  but  the  cut-out  design  is  very  strik- 
ing, and  yet  is  not  hard  to  make.  The  lettering  in 
the  head  line  is  an  eccentric  form  of  single  and 
double  brush  stroke  l)lock  with  heavy  spurs,  and 
reader  of  speedy  slant  Roman. 

This  complete  alphabet — eccentric  heavy  spur 
block,  will  be  given  later. 


The  holiday  spirit  is  in  the  air  but  it  cannot  al- 
ways be  balanced  for  a  falling  off  in  sales.  It  is  a 
l>art  of  the  year  that  recjuires  some  ginger.  There 
are  numerous  a\enues  along  which  business  can  be 
developed,  as  for  example,  increasing  the  sales  on 
Summer  lines  in  the  house  furnishing  de[)artment ; 
catering  to  the  requirements  of  campers,  catching 
the  tourist  trade,  pushing  those  lines  that  will  inter- 
est the  people  who  visit  your  .section  from  aln'oad  and 
to  whom  the  advantages  of  Canadian  lines  always 
a])peal. 


The  report  of  the  cnimiiittee  on  Trade  Advertis- 
ing, presented  at  the  recent  convention  of  the  Nation- 
al Association  of  Merchant  Tailors  in  New  York,  in- 
cluded the  following  "doiit's": — 

Don't  wait  for  the  other  man  to  drop  in  and 
talk  to  vou.    (io  and  see  him. 


The  Review  is  the  Official  Organ  of  the  Window  Trimmers'  Association 


Merchandising^  during  the  half-holiday  season  —  Preparations  for  Dominion 
Day  —  What  the  period  means  to  the  housefurnishing^  and  other  sections 
—  Clearance  is  necessary  and  trimmers  must  make  their  windows  count  in 
the  daily  sales  —  The  lever  of  half-day  sales  —  Ag^g^ressive  policy  essential 


THE  first  half-holiday  this  season  will  likely  be 
June  26th.  Unless  window  trimmers  boost 
business,  sales  are  apt  to  fall  oflf  after  this 
time,  as  the  holiday  spirit  is  in  the  air.  Dominion 
Day  comes  on  Monday  this  year.  With  the  last 
carpet  sale  of  the  season  under  way,  schedules  are  ar- 
ranged to  make  the  last  ten  days  of  June  and  Satur- 
day preceeding  the  holiday,  a  busy  time.  Interest 
aroused  helps  to  keep  things  moving  in  July,  when 
hot  weather  and  holiday  season  tend  to  make  busi- 
ness slow. 

House  furnishing  sales  will  commence  this  year 
about  June  15th  to  19th.  These  different  events  are 
handled,  so  as  to  finish  June  with  record  sales  by 
representing  each  department  at  just  the  right 
moment. 

CLEAN   UP   HOME  FURNISHINGS. 

House  furnishing  business  is  expected  to  fall  off 
at  this  time  of  the  year.  However,  with  camping 
supplies.  Summer  furniture  and  numerous  lines 
which  have  been  added  during  the  past  few  seasons, 
June  and  July  sales  are  increasing,  as  the  department 
grows. 

This  last-of-the-season  event  is  intended  to  clean 
up  home  furnishing  departments  of  all  odds  and 
ends,  poor  and  discontinued  patterns  in  carpets  and 
rugs  and  to  reduce  stock  generally. 

Several  inducements  are  offered  in  price  reduc- 
tions, sometimes  including  free  sewing,  felt  linings 
with  some  quotations,  or  laying  free.  The  necessity 
for  all  three  on  each  item  is  questioned.  The  excuse, 
that  it  keeps  workrooms  busy  is  heard,  but  as  these 
items  must  be  figured  in  the  price,  advertisers  should 
use  these  concessions  so  as  to  make  the  workroom 


bear  a  fair  share  of  the  cost.  If  such  lever  is  requir- 
ed, extreme  patterns  only  prompt  it  and  that  only 
during  the  slackest  time  of  the  year. 

PLANNING    THE    WINDOWS. 

Window  trimmers  are  best  left  to  their  own  de- 
vices in  arranging  window  trims  from  th'e  sale  lines 
laid  out.  Rugs,  short-length  carpets  and  odd  pat- 
terns in  the  different  qvialities  cannot  always  be  ar- 
ranged in  one-price  windows,  but  should  be  planned 
that  way  as  far  as  possible.  Clearance  is  essential 
and  besides  having  a  scheme  of  merchandising, 
streamers,  banners  or  window  cards,  everything  on 
view  should  be  ticketed  with  former  and  sale  prices 
contrasted.  Trimmers  usually  brighten  up  these  dis- 
IDlays  with  Summer  hangings,  odd  lace  curtains, 
drapery  materials,  brass  goods  and  accessories. 


A  Message  From  Fred  Kickley 

3Ieet  us  face  to  face  at  our  first  annual 
C.  W.  T.  A.  Convention  in  Toronto,  Avyvst 
21,  22,  23. 

This  vjill  be  a  red  letter  event  for  the 
boys  who  trim  the  windows  in  Canada — a 
chance  to  get  together  and  exchange  ideas 
for  the  betterment  of  our  professiov. 

Every  trimmer  or  card  writer  who  at- 
tends will  go  home  filled  with  fresh  ambition 
and  new  ideas. 

Paste  the  dates  in  your  hat  av.d  wxet  the 
hoys  in  Toronto  in  August. 

FRED.  L.  KICKLEY, 

Second  Vice-President. 
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FROM      JONES      BROS.      &      COMPANY,     LIMITED,     TORONTO 


EDITORIAL 

The  number  of  business 
houses  which  have  equip- 
ped or  are  now  equipping 
their  stores  is  very  signifi- 
cant. Everything  points  to 
f he  fact  that  ' '  Business  is 
good. ' ' 


Storekeepers  are  gener- 
ally learning  that  in  the 
matter  of  competition,  it 
is  more  important  to  have 
their  stores  present  an  at- 
tractive appearance,  their 
windows  artistically  trim- 
med and  their  goods  care- 
fully displayed,  than  to 
sell  at  moderate  prices. 


The  purchasing  public 
will  prefer  always  to  pat- 
ronize a  store  which  looks 
good  in  every  way  and 
where  the  goods  are  of  even 
quality  even  if  they  pay  a 
little  more  for  them.  On 
the  other  hand  how  many 
of  the  customers  of  the 
class  which  you  are  always 
glad  to  welcome  in  your 
store  do  you  know  of  go- 
ing from  choice  into  places 
looking  like  junk  shops? 


Good  fixtures  pay  for 
themselves  in  a  short  time 
and  are  therefore  an  in- 
vestment instead  of  an  ex- 
pense. 


The  best  and  latest  store 
equipments  in  Canada  are 
furnished  by  Jones  Bros.  & 
Co.,  Limited,  who  are  al- 
ways willing  to  give  en- 
quirers the  benefit  of  their 
wide  experience. 


THE  LATEST  SHOWCASE 


THE  CRYSTAL  WINNIPEG 

An  all  glass  show  case  at  a  popular  price 

The  latest  design  in  an  all-glass  show  case,  new  style, 
quartered  oak  hase,  mounted  on  handsome  metal  legs,  with 
polished  wood  floor,  all  plate  glass,  Kade  patent  corners,  no 
holes  in  glass,  gravity  mirror  doors,  two  plate  glass  shelves  in 
adjustable  nickel  brackets.  New  standard  dimensions  40 
inches  high  24  inches  deep,  any  length.  Six  and  eight-foot 
lengths  carried  in  stock. 

Price  per  foot,  F.O.B.  Toronto,  5  feet  or  over,  $10.50. 

Delivered  prices,  freight  prepaid: — 

6  ft  8  ft 

F.O.B.  Vancouver,  B.  C $79 .  80     $106 .40 

F.O.B.  points  in  Alberta  and  Saskatche- 
wan          75 . 60       100 . 80 

F.O.B.    points    in  Manitoba,  Maritime 

Provinces  and  Northern  Ontario  ...        71.40         95.20 

F.O.B.  points  in  Southern  Ontario  and 

Quebec    ...     67 .  20         89 .  60 

All  above  prices  are  subject  to  5  per  cent,  discount  for 

cash. 

Credit  terms  on  application. 


Send  for  complete  Catalogue  and  Supplement. 


Jones  Bros.  &  Company,  Ltd. 

STORE   FITTERS 
29-31  Adelaide  Street  West,  -  Toronto 


NEWS  ITEMS 

All  the  show  cases  used 
on  the  Made-in-Canada  Ex- 
hibition car  which  left  Tor- 
onto on  May  18th,  for  the 
North-West  Provinces  were 
furnished  by  Jones  Bros.  & 
Co.,   Limited. 


The  new  styles  of  show 
cases  recently  introduced 
by  Jones  Bros.  &  Co.,  Lim- 
ited, are  being  well  receiv- 
ed by  storekeepers.  They 
are  expected  to  become 
warm,  general  favorites. 


Batts'  Extension  Car- 
riers are  the  best  slides 
ever  devised  for  men's 
suits  and  overcoats.  "With 
Batts'  Hang:ers  they  are 
great  economizers  of  space, 
time  and  condition.  No 
Gents'  Outfitters  can  af- 
ford to  be  without  them. 


The  number  of  new  de- 
partmental stores  being 
equipped  in  Western  cities 
and  towns  indicates  in 
what  direction  the  wind 
blows.  Like  everything 
else  which  our  Western 
brothers  undertake  they 
believe  in  doing  it  well. 

The  Head  Salesman  of 
Jones  Bros.  &  Co.,  Limited, 
is  at  this  writing  making 
one  of  his  periodical  visits 
to  New  York,  Chicago  and 
other  American  cities  to 
see  what  are  the  newest 
ideas  there  in  store  fixtures 
iud   show  cases. 


Are  you  interested  in 
show  cases?  If  so,  be  sure 
and  send  for  Jones  Bros.' 
Catalogue  if  you  have  not 
already    done    so. 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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FEATURE    SUMMER    HOME    EQUIPMENT;' 

To  make  an  entire  front,  important  groupings  of 
regular-priced  verandalj.  Summer  cottage,  camp  ami 
boat  equipment  or  furnitui'e  for  outdoor  uses  are  also 
featured.  These  include  fibre,  grass  and  Japanese 
rugs,  screens,  split  bamboo  and  slat  shades,  cocoa 
mattings,  mats  and  grass  chairs,  settees  and  tables. 
"While  displays  are  usually  stocky,  efforts  are  made  to 
give  suggestions  to  keep  the  home  cool  and  comfort- 
able. With  these  windows,  proper  swing  will  be  giv- 
en to  lengthen  the  department's  selling  season.  Carp- 
et managers  will  have  to  be  satisfied  until  next  season 
except  for  some  leaders  for  half-day  sales. 

THE    HALF-HOLIDAY    SALES. 

Half  holiday  sales  are  just  as  successful  as  con- 
fidence and  advance  plans,  buying  leaders  or  adver- 
tising stunts  can  make  them.  A  day's  business  in 
four  or  five  hours  means  that  values  are  sufficient  and 
that  they  are  backed  up  by  windows  and  salesman- 
ship. Avoid  showing  leaders  in  the  department  to 
which  they  belong;  place  them  on  tables  in  other 
sections,  circles  or  bargain  squares  after  they  are 
taken  out  of  the  windows.  Clerks  are  detailed  to 
sell  these  lines  only,  while  the  balance  of  the  staff 
introduce  seasonable  goods  and  endeavor  to  create 
sales. 

Some  lines  sell  and  draw  customers  better  than 
others  and  goods  must  be  attractive  and  seasonable 
to  be  used  to  advantage.  Bargains  in  hosiery,  col- 
lars, belts,  smallwares,  undervests,  blouses,  muslins, 
traveler's  samples,  carpets,  curtain  ends  and  rem- 
nants of  all  kinds  are  recognized  as  part  of  the  suc- 
cess of  these  half-holiday  events. 

An  early  start,  8  o'clock,  will  make  it  advisable 
for  everyone  to  be  in  their  places  and  ready  fifteen 
minutes  before.  Goods  are  on  sale  for  the  half  day 
only  and  if  telephone  orders  are  not  filled  until  after 
9  o'clock,  or  at  all,  customers  will  have  to  come  for 
them  to  avoid  disappointment.  Where  a  crowd  gath- 
ers it  is  easier  to  sell  and  create  more  enthusiasm. 

Half-day  sales  are  a  great  lever  in  cleaning  up 
stocks.  Successes  of  previous  years  show  that  custo- 
mers are  educated  to  look  for  them.  Reduction 
should  be  complete  if  trimmers  and  ad.  men  do  their 
share  and  have  practical  schemes  and  values  to  work 
with.  Half-holiday  sales  keep  up  the  interest  in 
business  during  the  Summer  months,  and  the  first 
one  is  always  a  good  omen  of  the  success  of  later 
responses. 

DISPLAYS   FOR  DOMINION   DAY. 

For  Dominion  Day,  usual  holiday  routine  is  fol- 
lowed, except  that  everything  shown  is  summery. 
Patriotic  decorations  are  best,  and  prominent  win- 
dows will  be  given  to  ready-to-wear  and  accessories. 
Dresses,  wash  silk  and  lace,  coats,  suits,  skirts  and 
blovises  are  at  the  height  of  their  selling  for  this 
holiday.     A  good  opening  is  available  to  move  some 


(if  the  less  successful  numbers  at  this  time,  cleaninti 
up  the  suit  and  coat  stocks  and  the  balance  of  Spring 
lines. 

Accessories  will  include  long  gloves,  hosiery, 
neckwear,  belts,  sunshades  and  novelties  in  either  a 
grouping  or  arranged  among  the  other  displays. 

Factory  clearance  lots  of  blouses  are  forward 
about  the  last  week  in  June,  which  means  trimmers 
must  allot  space  and  display  in  as  attractive  a  manner 
as  possible. 

Whitewear  and  underwear  departments  show 
some  leaders  and,  if  there  is  room,  will  want  a  win- 
dow. Tlie  advent  of  Dominion  Day  will  suggest 
sweater  coats  to  the  window  trinnner.  This  year's 
showing  should  be  better  than  ever. 

Wash  goods  displays  add  to  the  light,  and  any 
effects  desired  in  Summer  draping.  Numerous  lines 
will  be  pressing  for  space.  Muslins,  lawns,  foulards, 
marquisettes  and  dress  emliroideries  make  paying 
trim  and  lend  themsehes  to  julistic  drai)es  and  effec- 
tive color  blending. 

Laces,  buttons,  fancy  parasols  and  accessories  are 
used  to  complete  the  grouping,  in  which  everything 
matches  perfectly. 

AX   AGGRESSIVE  POLICY. 

From  now  on,  stock  plays  an  important  part  in 
arranging  groupings.  Classy  windows  are  not  ex- 
pected. Merchants  are  satisfied  if  sale  lines  look 
neat  and  clean  and  sell  the  goods. 

Hot  weather  and  clearing  prices  are  no  excuse 
for  carelessness,  however.  Trinnners  have  a  splendid 
opportunity  to  show  the  drawing  power  of  their  trims, 
with  a  routine  of  two  fronts  a  week  for  the  Midsum- 
mer months. 

Stock  is  reduced  by  the  window  route,  when  othei- 
attractions  and  selling  mediums  are  unsuccessful. 

Juniors  of  the  staff  go  on  their  holidays,  people 
leave  their  shopping  until  late  in  the  afternoon  or  are 
away  at  Sunnner  camps,  but  trimmers  have  a  lot  of 
hard  wcirk  ahead  to  maintain  interest  and  clean  up 
departments  before  they  can  think  of  letting  up  on 
an  aggressive  policy. 


The  June  Linen  Display 

Present    month    affords    excellent   selling 

opportunities  —   How     white     sales    had 

their  origin  —  Keeping  up  interest  in  the 

department 

The  origin  of  white  sales  was  brought  about  by 
tlie  arrival  of  a  season's  supply  of  white  materials  and 
garments  in  the  store  during  this  month,  far  and 
away  ahead  of  the  season. 

Li  earlier  times,  and  i^n  order  to  be  sure  of  having 
imported  wliite  fal)rics  and  garments  for  sale  in  their 
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D.  &  P.  Wax  Figures 


of 

Superior  Quality 
Very   Life-Like 

We  employ  only  the  most  expert  wax 
workers  obtainable  on  the  American 
Continent,  who  are  skilled  in  the  art  of 
producing  life-like  expressions  and 
poses  in  their  wax  work  and  who  give 
most  natural  finish  to  the  work. 

Our  values  are  the  best  in  the  trade, 
and  we  guarantee  perfect  satisfaction. 

WRITE    FOR    PARTICULARS. 


DALE  &  PEARSALL 

106  Front  Street  East,  Toronto 


Street    Parades  and   Carnivals 


Use  Artificial  Flowers,  the  best  and  most  effective  for  decorating  Automobiles, 
Floats,  etc. 

Get  our  new  Circular  showing  illustrations  of  different  Automobiles  and 
Floats  decorated  with  flowers.  We  are  supplying  the  largest  and  best 
stores  in  Canada  with  Flowers  and  Foliage  for  Store  and  Interior 
Decorating. 

Send  for  our  catalogue    illustrated  in  colors. 


L.  BAUMANN  &  CO., 


357-359  W.  Chicago  Ave.,  Chicago,  111. 


THE    FLANDERS    No.    7 


Has  had  wonderful  success.  Wide-awake 
merchants  are  ordering  from  all  parts  of  the 
country.     This     new    addition     to    the 

Schilling  Adjustable  Display  Racks 

win  hold  the  widest  four-in-hand  without  a 
wrinkle.  Can  be  used  for  hosiery  and  gloves 
also.  Made  in  All  Nickel  Only,  $10.50  dozen. 
The  only  line  of  adjustable  Display  racks  made 
in  Canada. 

A.  F.  FLANDERS  MFG.  CO.        Brid^eburg.  Ont 
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A   seasonable   display    of    faiuy    liiieus    suitable    for    bridal    gifts.     For   instructions   how   to   trim   see   article   ou   June 

linen  display   in   this  department 


season,  it  Avas  necessary  to  buy  a  season's  sujiply  in 
advance  and  the  manufacturers'  delivery  in  January 
found  the  retailer  with  full  stocks  of  merchandise  on 
hand  with  little  place  for  the  new  white  goods.  White 
sales  in  January  came  as  a  relief  for  this  situation 
and  for  a  time  these  sales  were  confined  to  the  dis- 
plaj^  and  advertising  of  sheer  dress  materials  and 
their  trimmings;  also  staples  in  white  goods  and  un- 
dermusliiis,  but  as  the  merchant  recognized  the  suc- 
cess of  the  venture,  other  lines  of  white  goods  were 
added  until  now  practically  every  department  in  the 
store  contri])utes  to  the  white  sales. 

HE    FEATURES   LINENS. 

One  merchant  says:  "The  January  white  sales 
give  me  one  more  chance  to  bring  into  prominence 
my  linen  department  and  I  make  the  most  of  it,  by 
paying  as  much  attention  to  all  linen  lines  at  this 
time  when  linens  are  supposed  to  be  most  in  de- 
mand." 

"To  keep  up  interest  I  make  a  special  display  of 
fancy  linens  in  my  windows  and  I  offer  prizes  for 
the  best  examples  of  home-made  Battenberg  work 
as  applied  to  fancy  linens,  also  for  Mexican  and  Jap- 
anese drawn  work  and  convent  embroidery.  I  have 
found  this  to  increase  sales  of  fancy  linens  50  per 
cent,  during  January  and  I  am  acting  on  that  plan 
and  increasing  efforts  along  this  line  for  next  year." 


A  LINEN   WINDOW. 

This  is  held  out  as  a  suggestion  to  merchants  to 
add  more  lines  to  their  white  sales.  By  actual  test  the 
prominence  given  fancy  linens  in  the  window  display 
and  special  attractions  in  the  departments  have 
brought  most  gratifying  results.  All  styles  of  fancy 
linen  pieces  can  be  shown  in  a  simple  manner  to  good 
advantage.  In  the  window  illustrated,  a  series  of 
wires  18  inches  apart  are  stretched  taut  at  the  top  of 
the  window  6  inches  above  the  sash  line.  These  are 
to  support  the  larger  pieces  suspended  from  above, 
and  their  position  renders  the  attachment  of  the 
merchandise  invisible  from  the  street.  Adjustable  T 
stands  set  at  irregular  heights  support  the  pieces  in 
the  foreground.  The  square  or  oblong  effect  of  the 
stand  tops  was  produced  by  using  plate  glass  show 
stand  tops  in  place  of  the  T  bar.  If  the  store  does 
not  have  a  shoe  department  and  hence  no  shoe  stands, 
the  same  effect  can  be  produced  with  tops  of  mat 
board  cut  to  shape  having  a  double  thickness  where 
the  top  is  screwed  to  the  stand. 

The  background  floor  and  ends  of  this  window 
were  covered  flat  with  black  cambric;  this  had  an 
effect  of  making  the  merchandise  show  only.  Just 
a  touch  of  outside  decoration  is  shown  in  the  garlands 
of  green  foliage  entwined  over  the  stands. 
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LUXFER  PRISMS  CARRY  THE 
LIGHT  TO  YOUR  GOODS 


THE  OLD  METHOD  was  to  carry 
the  goods  to  the  front  of  the  store 
to  see  the  correct  shade,  thus 
wasting  a  lot  of  time. 

THE  NEW  METHOD  is  to  install 
Luxfer  Prisms  which  light  the 
whole  store  from  front  to  rear  with 
daylight  during  the  daytime. 

The  cost  of  installation  is  small 
compared  to  the  money  saved  in 
artificial  lighting  bills.  Send  us 
particulars  of  your  store  and  we 
will  submit  estimates. 


THE  LUXFER  PRISM  COMPANY,  LIMITED 

TORONTO  and  MONTREAL 


Have   You    Seen 
The  New  Offer? 

$23.00 

for  a  fine  Wax 
Head  on  a  1912 
Model  Form  with 
adjustable  arms 
and  wax  hands, 
mounted  on  an  ad- 
justable foot  and 
strong  wire  skirt. 
12  different  styles 
of  heads  to  select 
from. 

Also   $16.50 

for  the  same 
head  on  a  1912 
shirtwaist,  moun- 
ted with  Nickel, 
Oxidized  or  Brush 
Brass  base  and 
standard,  covered 
in  white  or  black 
Jersey. 


No.  1208 


Immediate  Delivery 

DELFOSSE  &  CO. 

247-249  Craig  St.  W.  -  Montreal 


The'^Loop"  Neckwear  Stand 


f]  f>  n  rv 


Finished  in  Ox. 

Copper     or 

Brushed  Brass 

Price   each 

$5.50 


(FOR  COUNTER    USE) 

Will  sell  more  ties 
than  a  good  salesman. 
The  neckwear  is  hung 
between  the  loops, 
which  keeps  each  tie 
in  its  proper  place. 
Hundreds  o  f  these 
Stands  are  in  use 
throughout  Canada, 
send  for  sample  to-day. 

We  make  every- 
thing in  Fixtures, 
Mirrors,  StooU,  Forms, 
Wax  Fixtures,  Win- 
dow and  Store  Fixtures 
in  metal  or  wood.  Any 
finish  Let  us  send  you 
one  of  our  1912  supp- 
lements. No    10S6  Loop  Tie  Stand 

CLATWORTHY  &  SON,  LIMITED 

Established  1896       "The  Actual  Manufacturers"       Inc.  1908 

159-161  King  St.  W.  TORONTO,  ONT. 
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f  am  positive   that  a  young  man  workings   for  $10  or   $12   a  week  can 

^  increase   his  salary  from    25  to  50   per  cent,  if  he   will  set   his   mind 

on  doing  things  and  show  his  employer  that  he  has  ability." 

A.   A.  Daoust,  ■window  trimmer  Jor  G.    G.    Gale's  &  Co.,  Montreal. 


In  this  article  Mr.  Daoiist  empliasizes  tlie  advertising  value  of 
tlie  display  window,  discusses  some  of  tlie  faults  in  window  trim- 
ming of  to-day  and  has  a  message  of  encouragement  alike  for  the 
merchant  and  the  decoratur. 


A.  A.  DAOCST 


GOOD  windows  boost  sales. 
Recall  the  names  of  those 
stores  that  are  acknowledge.! 
leaders  in  their  lines  and  at 
once  there  trashes  before  you 
the  names  of  the  business  men 
who  have  made  the  best  use  of 
their  windows. 

It  is  rather  hard  to  convince 
certain  retail  men  of  the  ad- 
vantages of  their  windows. 
This  is  difficult  to  understand 
because  the  i)e(>i)le  who  are  doing  the  business  to-day 
are  those  who  advertise  through  their  windows. 

Take  yourself  for  instance.  If  you  were  \isiting 
a  strange  city,  what  would  attract  your  attention 
more  than  nice  windows?  A  good  display  appeals 
to  everyone.     It  is  natural. 

Would  a  man  of  ordinary  good  taste  and  means 
think  (if  going  to  a  hotel  that  looked  dingy  and 
dirty  to  .spend  the  night?  Of  course  not.  A  clean- 
looking  and  neat-appearing  house  would  be  the  one 
he  would  choose.  Then  how  would  you  expect  cus- 
tomers to  enter  your  store  if  it  is  not  inviting? 

Always  put  yourself  in  the  place  of  the  passer-by. 
Think  of  what  appeals  to  you  when  you  are  walking 
along  the  street. 

TESTING   THE   WINDOW. 

To  test  your  windows,  try  some  certain  line  or 
make  a  specialty  window  of  one  sort  of  merchandise 
just  to  see  Avhat  results  it  will  bring. 

So  many  windows  are  spoiled  by  lack  of  taste. 
How  many  beautiful  stores  do  we  see  that  have  good 
windows,  but  poorly  arranged? 

The  second  reason  why  windows  should  be  given 
careful  attention  is  that  a  man  who  looks  after  his 
windows  is  building  a  reputation  for  his  store.  Where 
there  are  attractive  windows   there  will   usuallv  be 


found  a  good  quality  of  merchandise,  and  styles  that 
are  up  to  the  minute. 

BEAUTIFUL    AS    AVELL    AS    USEFl  L. 

The  trimmer  should  bear  in  mind  these  ditferent 
points  when  trimming  windows.  If  he  makes  them 
beautiful  they  must  also  be  useful.  A  beautiful  win- 
dow without  good  advertising  qualities  is  a  waste  of 
time  and  money  and  a  trimmer  should  always  try 
to  make  bis  trim  as  practical  as  it  is  beautiful.  .ludges 
in  a  competition  will  first  estimate  the  advertising 
qualities  of  the  trim,  next  the  appearance,  the  mater- 
ials and  general  arrangement  of  the  display  which 
make  it  either  a  beautiful  thing  to  look  at  or  an  eye- 
sore. 

Next,  they  will  consider  originality,  which  plays 
a  great  part  in  window  trimming  of  to-day.  How 
easy  it  is  to  do  things  that  others  have  done  before? 
Very  little  skill  is  needed  to  do  that.  l>ut  it  is  the 
original  things  that  count,  and  an  up-to-the-minute 
man,  l)y  looking  at  a  trim,  can  very  often  form  an 
idea,  of  how  he  would  do  it  himself,  what  he  wouW 
add  to  it  and  what  he  would  leave  out  to  make  it 
more  attractive. 

SPOILED    BY    OVERCROWDING. 

Many  otherwise  neat  and  ])retty  settings  are 
spoiled  by  overcrowding.  You  cannot  expect  a 
crowded  window  to  sell  goods.  Can  you  form  a  clear 
idea  of  any  one  particular  style  when  looking  at  it, 
with  another  practically  on  top  of  it?  It  is  fortunate 
that  up-to-date  merchants  are  forgetting  this  ahsurd 
idea. 

Many  mercliants  also  seem  to  think  that  they 
must  have  large  windows  to  make  displays.  Tliat  is 
another  erroneous  idea.  Why  shouldn't  a  small  win- 
dow, neatly  trimmed,  bring  good  results?  The  de- 
signs can  be  carried  out  on  a  smaller  scale — that's  all. 
Window  trimming,  whether  carried  out  extensively 
or  moderately  is  bound  to  bring  results. 

Windows  should  be  trimmed  in  harmonizing  col- 
ors. Always  be  very  careful  not  to  have  colors  that 
clash.  It  is  really  a  shame  to  see  how  shoe  windows, 
for  example,  are  neglected.     No  doubt  many  good 
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"Proper  Display!        Increased  Trade! 


K  ibUk.'n  Cabinet 


Practical  Counter  Notion 
Cabinets 


Practical 

Ribbon 

Cabinets 

Made  in 

Ei^ht 

Sizes 


Holding 

From 

50  to  700 

Bolts 

of 
Ribbon 


PRACTICAL 

RIBBON 

CABINETS 


PRICE  LIST 


Cabinet 

No. 

0  27Mx  6>^x26»-i 

1  28^x14    x26 

2  28^4x14    x38 

3  28^4x18^x38 


Capacity 
Bolts 


J8Kx23{ix38 
28Jix27Kx38 
28Kx32Kx38 
28^x42^x43'^ 


50 
100 
150 
250 
325 
400 
475 
700 


$  6  DO 
10  00 
13  50 
18  50 
23  00 
26  00 
30  00 
42  00 


MADE  OF  OAK 


No.  3     Tractical  Ribbon  Cabinet 


Practical  Counter  Notion  Cabinet 

Dimensions— width.  28-in.;  height  at  back.  10?-i-in.;  height  In  front.  4,^.in, 
Made  rerularly  in  5  lengths — i7-in.,  48-in..  60-in..  72-in.  and  96-in.  The  H-in.  is 
divided  into  6  compartments,  S^Ax6xl  in.,  10  compartments,  6^x6x?  in,.  4  compartments. 
8x6xJ.  in.;  all  inside  measurements.  Longer  lengths  are  divided  into  same  size  compartments 
but  proportionate  number.  Boxes  are  removable  and  the  sides  are  made  of  white  basswood, 
finished  natural.  The  bottom  is  wire  mesh,  thus  preventing  the  accumulation  of  dust-  The 
frame  is  made  of  oak  with  antique  finish.     All  compartments  have  card  holders  for  price  mtrks. 

PRICE  LIST 

No.  5.  37-in.  long  $  9  00  No.  7.  60-in.  long        $11   50 

No.  6.  48-in.  long  10  00  No.  8.  72-in.  long  13  50 

No.  9.  96-in.  long         $16  00 

Practical  Piece  Goods  Fixtures 

The  proper  (display  of  g'inghams.  prints,  and  piece  goods  in    general   requires  a 
Practical  Counter  or  Floor  Fixture.     Either  holds  forty  pieces.    Any  piece  removed 


without   disturbing  the  others.     Strong    spring   wire   shelves,    adjustable  to   any 

thickness  of  goods. 

Practical  Counter  Fixture,  height  3  ft.  6  in..  20  in.  counter  space.   Price,  $6.50.  ^  .^ 

Practical  Floor  Fixture,  height  5  feet.     Price,  $7.50.  Counter  hixture 

FOR   SALE   BY   THE   WHOLESALE   DRY   GOODS   AND    NOTION    HOUSES.  SEND   FOR   CATALOGUE 

ALL  PRICES  F.  O.  B.  EASTERN  CANADIAN  CITIES 

A.  N.  RUSSELL  &  SONS  CO.,  Manufacturers,  ILION,  N.Y. 


KRAMER 

ALL  STEEL  BALING  PRESS 

THERE  ARE  NO  WOODEN  PARTS 

The  ideal  Baler  for  waste  paper,  rags,  straw,  excelsior,  etc. 
Do  not  purchase  a  wooden  baler  when  you  can  use  one  made  of  steel. 
Greater  Strength — Smaller  Floor  Space,  Easier  to  Operate — More  Economical  than  any 

other  Press  on  the  market. 

OVER  2,000  SOLD  IN  ONE  YEAR 

TORONTO  TYPE  FOUNDRY  COMPANY,  LIMITED 


TORONTO 


MONTREAL 


WINNIPEG 


CALGARY 


REGINA 


Thousands   of    Dressmakers   in  Your  Town 


This  seems  like  an  exaggeration  at  first,  but  when  you  consider 
that  nine  out  of  every  ten  women  make  some  of  their  own  dresses, 
w^aists,  etc.,  and  that  a  large  percentage  make  all  of  their  clothing, 
w^hat  else  can  you  term  them? 


^ 


<;  HALL-BORCHERT 


ADJUSTABLE  AND  nvnroo  l?/^01i/10     V. 

NON-ADJUSTABLE 


DRESS  FORMS 


r 


are  the  greatest  aid  to  any  dressmaker  in  making  and  fitting  cloth- 
ing—you could  sell  hundreds  in  your  town  by  getting  the  agency. 


WRITE  TO-DAY  IF   YOU  ARE  INTERESTED 

HALL-BORCHERT     DRESS     FORM     CO.    of    Canada, 


Limited 


70-76      Pearl      Street 


TORONTO 
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retailers  in  this  line  are  wondering  why  the  other 
fellow  does"  the  business. 

We  all  understand  that  a  man  can  only  advertise 
in  proportion  to  the  business  he  is  doing,  but  does 
he  give  his  displays  as  much  as  they  need?  Very 
often  he  goes  only  one-quarter  as  far  as  he  should. 

A  dealer  can  either  make  his  windows  a  sales 
maker  or  a  detriment  to  his  business. 

Any  ambitious  young  man  can  do  a  lot  to  im- 
prove the  windows  of  the  store  where  he  is  employed 
if  he  will  only  think  that  he  can  do  things.  We  must 
all  start  and  there  are  many  chances  for  the  young- 
man  in  a  small  store,  as  he  has  usiially  some  time 
that  he  covild  apply  to  advantage. 

YOUNG    man's    opportunity. 

I  am  positive  that  a  young  man  working  for 
$10  or  $12  a  week  can  increase  his  salary  from  25 


to  50  per  cent,  if  he  will  set  his  mind  on  doing 
things  and  show  his  employer  that  he  has  ability. 
Once  he  has  the  confidence  of  the  boss,  he  will  find 
him  willing  to  encourage  him.  Things  will  then  be 
much  easier. 

Don't  get  discouraged;  tackle  everything  and 
anything.  If  it  isn't  successful  the  first  time,  do  it 
right  over  again.     It  is  worth  it  in  the  end. 

Don't  expect  to  be  at  the  top  right  off.  Start  at 
the  bottom  and  go  up  gradually;  it  is  up  hill  but  the 
only  way  every  time. 


A  Letter  to  Window  Trimmers 

TO  the  trimmers  belonging  to  C.  W.  T.  A.  and 
to  any  who  are  not  members,  I  wish  to  address 
a  few  words.  I  want  to  urge  you  boys  not  to  forget 
the  big  meet  we  are  going  to  have  in  Toronto  next 


Footwear  for  the  June  bride. — Foliage  used   on   the   frames    of    the    window    was    asparagus    and    small    roses. 
Flowers  used  in  the  corner  flower  holder  or  pedestal  were  American  beauty  roses  and  large  sprays  of  Wisteria.  Pillar 
holding  the  bells,  was  made  to  give  a  rough  stone  effect    in    perfect    white.     Bells    were    made   of    puffed    soft   white 
silk,  with  large  white  frosted  round  bulbs  in  the  centre.       Large  white  cushion  cords  are  seen  hanging  from  the  bells. 
The  Hearts  were  cut  out  of  lumber,  covered  with  red  Felt     and    padded    to   make   them    the   proper   shape.     The   show 
card   was   made  on    y^   inch  lumber  with  the  same  preparation  as  the  pillar  giving  it  a  stone  effect  with  the  lettering 
raised   and  air  brushed.     Also   two  large  hearts  are   seen    in  the  corner  of  the  card  raised  about  three  inches.     White 
silk  was  used  on  the  bottom,  and  the  rest  of  the  display   speaks  for  Itself.     For  Geo.  G.   Gales  &  Co.,   Montreal,   by 
A.  A.   Daoust. 
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Figures  of 


Quality 


This  is  the 
opinion  of  mer- 
chants     who      use 
"  Richardson's  "    Wax 
Figures — merchants     who 
watch  results  and  know  what 
brings  the  best  profits.     No.  47  is 
our  standard  figure    for   general    dis- 
play of  ladies'  costumes.  Richardson's  al- 
w^ays  have  and  will  depend  on  quality  rather 
than  price  for  patronage. 


RICHARDSON'S 


WAX 
FIGURES 


Our  forms  are  from 
New  York  models, 
and  conform  to  the 
latest  fashions,  giv 
ing  the  proper  drape 
to  the  gown,  showing 
it  off  to  the  best  ad- 
vantage in  the  most 
lifelike  poses. 

Our  wax  work  is  a 
marvel.  The  poise  of 
the  head,  the  deli- 
cately refined 
and  beautiful 
fure  enhances 
appearance      of 


face 

coif- 

the 

any 

and  is  irresist- 


gown, 
ible. 

No.  47A — Evening 
Costume  Figures,  ex- 
tra low  bust.  Special 
hard  wax.  The  very 
best  in  every  par- 
ticular, $40.00. 

No.  47B — Same  as 
47A,  with  jointed 
arms,  and  wax  halt- 
arms  and  hands, 
$35.00. 

No.  47 — Same  as 
47A,  ordinary  bust, 
jointed  arms  and  wax 
hands,  $27.00. 

Indestructible  hands, 
or  half  arms,  furnisli- 
ed  at  the  same  price  if 
desired. 

We  have  led  for 
twenty  years  in  these 
lines.  It  certainly 
pays  to  buy  the  best. 

Ask    for    quotations    on 

clothing  racks  and 

fixtures. 


Catalogue  on  request 

A.  S.  Richardson  &  Co. 

99  Ontario  Street    :  :    TORONTO 


Have  you  a  New  Way  Store  ? 

The  New  Way  Crystal  Ward- 
robe is  the  modern  device  for 
displaying  ladies' outer  garments. 
Made  by  the  Grand  Rapids  Show 
Case  Company  {Grand  Rapids, 
Michigan) — and  adopted  by  the 
foremost  merchants  of  Canada 
and  the  States. 


SAVE  TIME 

FOR  YOUR  CUSTOMERS 
AND  YOURSELF 


by  installing  a  system  of  "  Perfect  " 
cash  and  parcel  carriers. 

This  system  gives  quick  service, 
runs  smoothly  and  is  durable. 

Customers  are  gained  every  day  by 
giving  prompt  service.  This  is  the 
best  advertisement  you   can  have. 

Try  This  Service.      Write  For  Full  Particulars, 

Hamilton  Brass  Mfg.  Co.,  Limited 

Hamilton,  Ontario 
Montrial  Office,  327  Craig  Striet  Weit 


Please  mention   The  Review  to   Adveitisers  and  Their  Travelers. 


100 


T  HE     ART    OF    DISPLAY 


Drij   Goods  Review 


—  M 


r-%~_ 


-  0-  c: 


Augiist  21,  22  and  23.  We  are  now  entering  upon 
a  very  busy  season,  and  the  time  will  pass  so  quickly 
that  vacation  will  be  upon  us  before  we  know  it,  so 
we  nuist  make  our  arrangements  as  soon  as  possible 
and  have  done  with  it. 

Let  us  all  plan  to  be  in  Toronto  on  those  dates. 
It  will  pay  any  and  all  of  us  to  do  so.  This  is  to 
be  a  great  convention,  and  it  will  be  worth  much  to 
any  progressive  trinuner  to  be  present.  There  will 
l)e  trimmers  present  from  all  over  the  country,  and 
there  will  Ije  many  men  there  whom  it  will  be  worth 
while  to  meet. 

Another  thing  I  want  to  talk  about  is  the  getting 
of  members.  How  many  of  us  have  actually  added 
even  one  member  since  we  organized,  last  Thanks- 
giving Day?  We  must  all  boost  the  association,  for 
it  is  a  goo-1  thing.  Those  who  attended  the  National 
Association  of  Window  Trinnners  of  America  in 
Chicago,  last  August,  are  not  likely  to  forget  the 
splendid  time  they  had.  It  does  one  much  good  to 
meet  his  old  friends  and  new  ones,  and  to  exchange 
ideas.  Personally,  I  found  that  attending  the  con- 
vention was  as  good  as  going  to  .school.  When  I  re- 
turned home  I  had  so  many  new  ideas  that  I  did 
not  know  where  to  start  them,  and  could  hardly  wait 
for  an  opportunity  to  put  them  into  effect. 

And  I  want  to  say  to  the  trimmers  who  are  not 
memljers  that  they  will  be  just  as  welcome  at  the  con- 
vention as  if  they  l)elonged  to  the  organization.  Let 
them  all  come  to  the  meeting,  and  they  are  a.ssured 
of  a  most  enjoyable  and  profitable  time.  Even  if  you 
are  not  a  member,  come  anyway.  The  cost  is  but 
little  compared  with  what  you  will  get  out  of  it. 
Some  of  the  cleverest  demonstrations  ever  shown  will 
1)6  featured. 

Let  us  all  get  together  and  boost  for  the  first  con- 
\entiou  ever  held  by  window  dressers  in  Canada. 
Yours  fraternally, 

H.  f!.  MacDonald,  President. 


J^lc"^  CARRIERS 


SAVE  TIME  &  MONEY 


Quick  Change  Means  Pleased  Customers 

Our  ifuaiantee;— We  will  instal  a 
sjsiem  ol  our  earners  in  your  store. 
Alter  lU  clays'  test,  it  they  have  uot 
piuveii  their  superiority  to  ail 
utiier  makes  of  store  service,  we 
will  lemove  the  equipmeiit  without 
cost  to  you.  It  will  pay  you  to  in- 
vestiKate  our  modem  improved 
KLh,i_TlilC  CABLE  CASH  CAU- 
lUEHS  and  PNEUMATIC  UE- 
Sl'ATUH    TUBES. 


CATALOG  FREE 


The  Gipe-Hazard  Store  Service  Co., 


99    ONTARIO   STREET  TORONTO.  ONT. 

EUKOPCAM  OFflCillH  nOLBORNlOHDt/t  l.C.  INC. 
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I       -YORK 
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NEW  AND  GOOD 

Arms  can  be 
set  securely  at 
any  angle. 


Write  for  it. 

Our]  women's  wear 
catalogue  sent  you 
on  request. 


No.  219  XJB 


PALMENBERG'S   SONS 

Established  1852 
710  BROADWAY,  NEW  YORK 

Factory:  87,  89  and  91  West  Third  Street,  New  York 
30  Kingston  Stieet\_  1*  and  1^  Hopkins  Place 


J.    R. 


no  Bedford  Street) 


Boi*on 


LAMSON 


■>i 


Air-Line  Cash 
and  Package 
Carriers 


„^£S- 


■^  The  result  of  thirty  years' 
store  service  experience. 
■^^  Over  fifty  thousand  sta- 
tions in  America  alone. 

■^  An  easy  single  movement 

of  the  arm  raises  the  basket; 

another  movement  drivesthe 

basket  rapidly  over  the    longest 

ine. 

•^  The    easiest-to- operate,     the 
best     made,     best-finished,     best 
*  working  Carriers  of  its  type. 

WRITE  FOR  BULLETIN  F-1. 

There  is  no  style  or  type  of  Cash  or 

Parcel  Carrier  not  made  by  LAMSON. 

LAMSON   CONSOLIDATED  STORE  SERVICE  CO. 

General   Offices.  BOSTON.  USA 
"Sales    Agents    in  Principal  Cities" 


Baltimore 


Reduce  Your  Lighting 
Bills  60  Per  Cent ! 


By  replacing  the  old-style  bulb  lamps  in  your  show- 
cases and  windows  with  J-M  Liuolite  Tungsten  Lamps, 
you  can  not  only  increase  the  sales  power  of  your  show 
cases  and  w-indows  by  illuminating  the  goods  better,  but 
can    more    than    cut    your    lighting    bills    in    half, 

J-M  Linolite  Lamps  have  straight-line  filaments,  near- 
ly a  foot  long,  in  tubes  instead  of  bulbs.  Joined  end  to 
end,  these  lamps  give  a  continuous  stream  or  line  of  light. 
There  are  no  dark  spots,  as  with  bulb  lamps,  when  yon 
use 

J-M  LINOLITE 

And    the    powerful    J-M    Linolite    reflector,    which  can 

be  turned  to  reflect  at  any  angle,  throws  the  light  in  any 

desired    direction — concentrates    it    all    on    the    goods.  No 
light   is   wasted    on    the   ceiling   or   sidewalk. 

On  account  of  the  small  size  of  the  J-M  Linolite  re- 
flector (IV2  inches  deep  by  2%  inches  wide),  the  roflcctoi- 
and  lamps  can  be  entirely  concealed.  They  can  be  hidden 
back  of  the  framework  around  the  window  or  behind  the 
vertical  fillets — wherever  nearest  the  goods.  So,  J-M 
Linolite  does  not  dazzle  the  eyes  of  spectators,  spoil  the 
appearance  of  windows  or  occupy  valuable  space. 

Write   our   nearest   branch   for   booklet. 


THE  CANADIAN  H.  W.  JOHNS-MANVILLE  CO.,  LIMITED 

ManifKlarart  of  Asbestos       J$CEg<Cff*?      *sb»slo«  Roofings, Pacl(ln|t, 
atd  Magnisia  Products        "^^^h?^      "^ '^^  Eleetrlca!  Suoillea,  Etc. 

TOROKTO.OHT.       MONTREAL  QUE.      WINNIPEG.  MAN.       VANCOUVER,  B.C. 


SERVICE 
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WINDOW 
TRIMMING 

FOR  ALL  LINES  OF 

DRY  GOODS 

is  a  prominent  feature 
of  the  instruction  at 
the  Koester  School 
from  beginning  to  end. 
The  student  practices 
in  actual  windows 
using  merchandise  and 
fixtures.  Actual 
practice  makes  for 
absolute  pertection  and 
the  highest  s-alaries 
are  paid  for  this  class 
of  work. 


4p 
4i> 

4p 
4^ 


YOU  WANT  TO  OUALIFY  FOR  THE  HIGH  SALARY 

then    take    up    a    course   in    window    trimming  at 

KOESTER  SCHOOL 


the 


An    interesting  prospectus    tells    all    about    it. 
for  this.     Address 


Write 


THE  KOESTER  SCHOOL 

304-306    Jackson    Building,    CHICAGO,    III..     U.  S.  A. 
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Why  Feature  Lines  That  Carry  No  Profit? 

Window  displays  and  advertising  are  being  used  to  draw  customers  on 
whose  purchases  there  is  Httle  if  any  margin  —  Ad-men  and  salesmen  have 
a  mistaken  enthusiasm  with  regard  to  profitless  leaders  —  Credits  are  a 
drain  unless  closely  watched  —  Importance  of  planning  ahead  —  Store 
should  have  recognized   value  standard 


TO  the  average  dry  goods  merchant,  the  in- 
creasing number  of  lines  on  which,  for  num- 
erous reasons,  there  is  not  enough  profit  to 
warrant  handling,  should  be  a  subject  for  serious 
thought.  It  is  a  trade  condition  which,  when  the 
greater  cost  of  doing  business  is  considered,  bears 
strongly  on  the  problem  of  reducing  the  selling  pro- 
portion of  unprofitable  lines  which  tend  to  lessen  the 
year's  net  percentage. 

MAKE  MORE  MONEY   WITH  THE  SAME  CAPITAL. 

So  far,  merchants  have  been  pleased  with  satis- 
factory profit  showings  at  the  end  of  the  year.  Cus- 
tomers have  been  kept  coming.  Although  expected 
jjrofits  have  not  always  materialized,  it  has  been 
found  that  the  confidence  of  customers  was  there, 
departments  were  growing  and  the  prospects  bright 
with  business  in  a  prosperous  condition.  Under 
these  conditions,  the  aim  is  to  make  more  money 
with  the  same  efforts,  without  sacrificing  the  stand- 
ing of  the  store  in  the  community. 

These  questions  now  suggest  themselves.  Is  a 
possible  to  do  equal  or  increased  business  with  the 
same  amount  of  stock  and  progressive  policy  in  order 
to  obtain  a  higher  profit  percentage? 

What  methods  can  be  employed  to  bring  about  a 
growth  in  profit,  consistent  with  increasing  turnover? 

\A'hat  narrow  margin  lines  can  be  dropped  with- 
out curtailing  service  or  losing  sales? 

How  far  can  merchants  insist  on  maintaining 
profits  by  adhering  to  marked  prices? 

Where,  in  stock,  is  it  possible  to  secure  greater 
margins  and  give  equal  values? 

ARE   FEATURING  PROFITLESS  LINES. 

Several  conditions  are  responsible  for  the  extent 
of  unprofitable  turnover.  Leaders  chosen  as  attrac- 
tions or  ofi'ered  to  meet  competition  are  often  goods 
at  cost  prices  or  less.  Window  display  and  adver- 
tising, instead  of  being  used  to  increase  sales  and 
profits,  are  employed  to  draw  customers  whose  pur- 
chases are  always  profitless.  These  people  are  found 
in  the  front  rush  at  different  store  events.  They  buy 
nothing  but  special  lines.  The  basis  of  their  next 
])urchase  of  similar  goods  is  the  price  previously  paid. 
Once  a  price  is  broken,  a  precedent  is  established  and 
customers  decide  that  they  can  afford  to  wait  for  the 
next  sale. 


Some  advertising  men  and  salesmen  are  so  im- 
bued with  ideas  of  profitless  leaders,  that  they  cannot 
enthuse  over  or  sell  lines  with  a  margin  if  cost  prices 
are  known  to  them. 

Customers  buy  quantities  of  goods  during  a  sale 
event  and  salespeople  vie  with  each  other  in  com- 
paring sales  records.  Sales  clerks  are  not  to  blame, 
as  they  are  not  aware  of  the  cost  except  on  an  unusu- 
al reduction  where  clearance  is  more  to  be  desired 
than  profits. 

STOCK  REDUCTION. 

The  average  of  sales  in  a  list  of  offerings  is  in- 
tended to  show  a  fair  profit.  The  total  possible  prof- 
its, however,  will  sometimes  show  an  interesting  re- 
sult. Stock  reduction  is  the  only  advantage  evideni, 
if  all  the  goods  advertised  (including  the  exagger- 
ated quantities)  are  cleaned  up.  The  sale  may  bo 
regarded  as  an  advertising  stunt  but  results  do  not 
show  that  people  always  buy  sufficient  of  other  lines 
at  the  time  or  later  to  make  the  inducements  pay. 
Merchants  often  note,  after  an  extra  response  to 
ott'erings  that  goods  were  sold  too  cheaply  but  they 
have  to  be  content  to  charge  the  difference  to  adver- 
tising. 

Unusual  conditions  sometimes  arise  during  the 
year.  Semi-annual  stock  reduction  is  desired  and 
the  accumulation  of  clearing  lines  makes  a  list  for 
selling  on  which  profits  are  negligible.  Results  are 
made  so  much  worse  by  adding  profitless  offerings. 
In  a  store  doing  a  limited  turnover,  the  combination 
may  mean  entire  days  devoted  to  losing  sales.  Mod- 
ern business  demands  clearance  to  an  extent  to  keep 
stocks  worth  one  hundred  cents  on  the  dollar.  Good 
will  and  ability  may  make  stocks  worth  more.  That 
business  is  really  worth  more  than  another  where 
volume  of  stock  clearance  is  reduced,  thereby  leav- 
ing more  time  to  devote  to  seasonable  turnover  with 
profits. 

SMALL   MARGIN  ON   STAPLES. 

Goods,  more  or  less  staple,  sold  on  narrow  marg- 
ins but  kept  to  supply  the  demand  as  part  of  the 
store  service  to  the  community  is  another  source  of 
small  margins.  The  suggestion  may  be  considered 
as  far-fetched  that  customers  would  buy  novelties  or 
better  numbers,  but  it  has  a  direct  bearing  on  yearly 
profits.  Quantities  of  these  staple  lines  are  found  in 
each  department,  and,  while  they  cannot  be  elimin- 
ated, they  can  be  reduced  to  a  supply  medium.   Any 
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merchant  knows  that  it  is  unwise  to  push  these 
goods,  still  sales  are  not  disparaged.  Whether  these 
l^articular  materials  are  asked  for  or  not  they  are 
))laced  on  the  counter  for  selection.  Salesmen  who 
are  not  instructed  often  follow  the  ill-advised  rule, 
""cheapest  goods  first."  Customers  are  allowed  to 
choose  staple  goods  that  often  sell  themselves  and 
tliere  is  no  merit  or  profit  in  selling.  Each  sale  de- 
creases the  amount  of  available  money  to  be  used  iri 
l>urchasing  values  for  leaders  or  goods  of  the  moment 
on  which  a  greater  profit  is  to  be  gained.  A  little 
effort  would  reverse  this. 

SENTIMENT    AXD    FEAR   OF    COMPETITION. 

The  recognition  of  sentiment  in  marking  goods 
and  the  fear  of  competition  on  staple  numbers,  often 
means  shorter  profits.  Goods  are  kept  at  standard 
prices  notwithstanding  advances  in  cost  prices.  For 
instance,  staple  lines,  such  as  factory  cotton  at  oc, 
prints  at  I2V2C,  shirtings,  oilcloths,  batting,  linings, 
many  lines  in  dress  goods,  smallwares  and  other  de- 
partments, are  kept  at  marked  or  fixed  prices  no  mat- 
ter what  cost  or  percentage  is  shown.  If  one-quarter 
of  yearly  sales  is  on  goods  having  an  advanced  cost 
of  25  per  cent.,  three-quarters  of  the  business  turn- 
over has  to  be  depended  on  for  profits.  This  has  to 
be  considered  in  marking  goods. 

Style  and  novelty  must  necessarily  be  attended 
by  risk  and  loss,  yet  efficiency  in  buying  and  pre- 
(^autions  against  losses  on  novelty  explain  the  value 
standards  of  different  stores. 

The  credit  system  is  another  drain  on  profits. 
Most  merchants  provide  for  it,  however,  in  estimate<l 
costs  of  doing  business,  and  as  an  office  matter,  watch 
closely  in  order  to  avoid  losses  on  clearance  and 
leader  lines. 

Department  accounts  cannot  be  correct  unless  a 
record  of  sales,  which  were  profitless  or  a  list  of 
goods  sold  at  less  than  the  cost  of  doing  business,  is 
made.  It  is  as  impossible  to  fix  a  definite  margin  as 
it  is  to  find  the  actual  return  from  modern  advertis- 
ing. Departments  should  be  credited  with  whatever 
loss  or  advance  is  made.  Otherwise,  office  estimates 
are  nothing  but  guess  work  until  the  end  of  the 
year. 

Merchants  have,  therefore,  a  field  of  opportunity 
in  reducing  the  volume  of  goods  .sold  practically 
without  margin.  At  the  same  time  they  should  con- 
sider the  advisability  of  specializing  with  greater 
profits  in  view. 

RIGHT  STOCKS  AT  RIGHT  PRICES. 

No  merchant  knows  the  limit  of  sales  possible 
through  advertising  right  stocks  at  right  prices. 
Necessity  for  hand-to-mouth  buying  is  not  the  same, 
if  the  locality  in  which  he  is  doing  business  is  at  all 
progressive.  Advertising  has  educated  people  and 
results  are  evident  in  the  growing  response  to  well- 
planned  campaigns.  If  it  is  po.s.'^ible  to  sell  more 
goods,  as  is  indicated  by  increased  turnover,  it  is  also 


possible  to  take  greater  chances  and  depend  on  adver- 
tising and  aggressive  effort  to  dispose  of  larger  quan- 
tities at  a  profit.  People  lose  the  idea  of  continual 
reductions  which  in  time  cheapen  a  store's  reputa- 
tion. 

SHOULD    PLAN    AHEAD. 

Every  buyer  knows  that  each  month  litis  its  fea- 
tures. Quantities  of  right  lines  to  sell  at  a  profit  can 
be  secured  to  make  a  successful  sale.  Some  values 
may  have  to  be  met  at  a  loss  in  order  to  convince 
mail  order  customers,  but  enthusiasm  in  values  ad- 
vertised is  often  just  as  effective.  Mail  order  cus- 
tomers are  better  served  if  values  and  leaders  are 
planned  in  advance.  A  reputation  for  quantity  buy- 
ing is  gained  which  manufacturers  cannot  forego. 

Merchants  who  plan  ahead  are  not  so  numerous 
that  there  is  a  scarcity  of  leaders  if  the  trouble  is  tak- 
en to  find  them.  Manufacturers  and  travelers  know- 
ing they  can  place  a  satisfactory  clearance,  often  ad- 
vise merchants  of  these  quantity  concessions. 
Amount  of  stock  on  hand,  the  quantities  and  the 
coming  opportunities  to  handle  a  leader,  are  the  only 
guides.  Each  merchant  must  decide  for  himself  by 
keeping  in  touch  with  stocks,  styles  and  market  val- 
ues. 

Salespeople  must  have  instructions  in  dealing 
with  staple,  close-selling  lines,  but  must  make  the 
sale  to  satisfy  customers.  Many  of  these  lines  can 
be  replaced  by  others  which  sell  as  freely  and  afford 
more  profit.  Strict  adherence  to  marked  prices  at 
time  of  sale  will  help  profits  when  values  are  right. 

Profits  on  clearing  lines  and  bargain  leaders  are 
largely  defined  by  individual  standards  of  value.  By 
planning  ahead  and  being  in  shape  to  handle  quan- 
tities, profits  obtained  on  leaders  will  offset  losses  on 
clearance.  The  first  loss  is  smallest  if  a  purchasing 
mistake  is  made  but,  if  through  close  observation,  a 
seasonal>le  leader  can  be  offered.  To  advise  deep 
price-cutting  is  not  always  wise  but  holding  does  not 
tend  to  increase  profits.  No  one  can  decide  but  the 
merchant. 

Results  will  show  corresponding  reduction  on 
unprofitable  turnover  and  increase  in  profit  percent- 
ages in  all  departments.  Advertising  will  be  on  a 
higher  level  and  convey  stronger  messages  to  cus- 
tomers. None  of  the  methods  of  modern  merchan- 
dising are  sacrificed.  With  c(infidence  in  both  ad- 
vertising and  values,  merchants  will  find  that  com- 
petition has  no  more  advantage  than  when  profits 
were  sacrificed.  Merchants  can  offer  prices  when  so 
disposed  or  occasion  arises,  that  should  make  the  op- 
position step  and  create  a  furore  among  regular,  bar- 
gain and  mail  order  customers. 

CJoods  can  always  be  bought,  and  the  buying 
end,  as  well  as  departments,  can  be  made  to  share  the 
costs  of  "leader"  advertising  and  selling.  Merchants 
are  in  V)usiness  for  profits  and  to  increase  business  by 
them. 


Proper    Lighting    of    the    Display    Case 

Rule  of  thumb  methods  cannot  be  depended  upon  to  produce  best  interior 
effects  — ^Distributing  the  illumination  —  Fixture  should  not  interfere  with 
appearance  of  the  case  —  Must  not  harm  delicate  or  perishable  merchandise 


IT  seems  to  be  the  prevailing  practice  of  engineers 
and  architects  to  devote  the  larger  part  of  their 
energies  for  store  lighting  to  the  general  illumi- 
nation and  shovi?  windows,  leaving  cases,  cabinets 
and  interior  displays  to  the  most  convenient  and  old 
time  rule  of  the  thumb  method  at  hand.  This  prac- 
tice, however,  is  gradually  diminishing,  more  from 
the  demand  of  the  consumer  than  the  development 
of  the  art. 

AVhen  one  stops  to  consider  that  the  average  de- 
partment store  contains  about  ten  times  the  lineal 
feet  in  show  cases  as  in  show  windows,  the  problem 
should  receive  careful  thought.  The  show  case  is  in 
its  true  definition,  the  interior  show  window  and  the 
illumination  should  be  so  designed  that  the  goods 
displayed  will  be  shown  to  their  best  possible  advan- 
tage. There  are,  however,  several  features  which 
have  to  be  considered  in  properly  dealing  with  this 
problem. 

First,  of  course,  is  the  sufficient  quantity  and 
quality  of  illumination  properly  distributed. 

Second,  the  unit  must  be  inconspicuous  and  neat, 
and  put  where  it  will  not  detract  from  the  appear- 
ance of  the  case  or  interfere  with  the  lines. 

Third,  the  temperature  must  not  be  raised  to 
such  an  extent  as  to  harm  delicate  and  perishable 
merchandise. 

Fourth,  the  unit  must  not  be  raised  to  such  an 
extent  as  to  harm  delicate  and  perishable  mer- 
chandise. 

Fifth,  the  economy  of  operation. 

There  are,  however,  several  other  features  to  be 
considered,  but  the  above  mentioned  are  the  most 
important.  To  the  inexperienced  engineer  in  this 
class  of  work,  it  might  be  advisable  to  state  that 
photometric  data  and  the  point-by-point  method 
cannot  be  followed  out  to  any  degree  of  accuracy, 
although  the  characteristic  distribution  of  light  of 
the  unit  will  materially  aid  to  form  a  working  basis 
The  distribution  of  light  about  the  unit  is  so  intensi- 
fied and  altered  when  placed  in  the  case,  by  reas  )n 
of  the  mirrors  and  lamp  shelf,  that  the  mathematical 
calculations  cannot  be  followed,  and  the  only  ac- 
curate measurement  is  obtainable  only  from  the 
measuring  instruments. 

CASE    LIGHTING    DOrBLE    THAT    OF    EXTERIOR. 

It  will  soon  be  found  out  in  this  class  of  Avovk 
that  four  25  watt  units  per  8-foot  case  will  give  the 
desired  effect, ;  this,  of  course,  varying  with  the  stan- 
dard in  vogue.     A  very  good  rule  to  follow  for  the 


proper  standard  is  that  the  illumination  of  the  case 
should  be  approximately  double  the  exterior  general 
illumination. 

These  two  simple  rules  will  enable  the  contractor 
and  central  station  solicitor  to  make  interior  recom- 
mendations that  may  be  relied  upon  as  to  results, 
and  in  this  manner  secure  new  business  in  a  field 
which  is  unlimited  and  offers  a  vast  future  for  both. 

In  planning  for  satisfactory  results  in  his  cases, 
as  in  his  windows,  the  merchant  should  avail  himself 
of  the  best  possible  expert  advice.  The  accompanying 
illustrations  show  the  use  of  25-watt  Linolite  units 
in  a  continuous  shell  reflector,  which  is  attached  to 
the  case  by  two  or  three  clips.  These  clips  are  ad- 
justed to  the  interior,  and  into  them  the  shell  is 
secured  by  means  of  the  spring,  the  standpipe  then 
running  through  at  one  end  of  the  case  into  the  out- 
let box  under  the  base  or  footboard,  into  which  it 
is  customary  to  place  a  single  volt  flush  switch,  this 
giving  individual  case  control.  The  photographs  and 
data  describe  the  accessories  obtainable  for  this  class 
i)f  work, 

SECURING    AN    INTENSITY    OF   LIGHT. 

Fig.  1  illustrates  what  has  been  acknowledged  to 
be  the  most  difficult  form  of  show  case  to  illuminate. 
This  case  receives  the  identical  treatment  that  a  stan- 
dard show  case  would  receive,  with  the  exception  that 
the  unit  is  turned  on  its  axis  to  approximately  fifteen 
degrees  from  the  vertical.  It  Avill  be  noted  that  this 
case  is  glass  on  all  four  sides,  and  the  merchandise  is 
so  arranged  that  it  is  viewed  to  an  advantage  from 
any  point.  The  case  measures  six  feet  long,  four 
and  one-half  feet  high  and  eighteen  inches  wide,  the 


Figure  1. 


DRY    GOODS    REVIEW 


105 


Figure 


narrow  width  making  it  necessary    to    change  the 
angle  to  the  measurement  of  light. 

Fig.  2  shows  the  distribution  of  light  about  the 
show  case  unit,  consisting  of  four  "i.l-watt  lamps  in 


Figure  3.  —  The  Linolite  reflector. 

the  show  case  refiector.  The  miit  when  measured  i.^ 
))laced  so  that  the  value  is  in  a  plane  containing  the 
axis  of  the  lamp.  Tt  will  be  noted  that  an  average 
illumination  of  seven  to  eight-foot  candles  may  be 
maintained  on  a  current  consumption  of  100  watts 
to  a  foot  case.  This  at  times  may  be  raised  to  100 
watts  to  ten  and  twelve-foot  cases,  owing  to  the  fact 
as  previously  stated,  that  the  mirrors  in   this  glass 


give  an  effect  of  being  much  higher.  Therefore,  the 
variation  is  not  so  readily  noticed. 

Fig.  o  and  fig.  4  describe  the  unit  and  show  the 
distribution  of  light  about  the  same,  which  is  utilized 
in  a  show  window. 

The  absolute  control  of  all  rays  renders  it  possible 
lo  place  on  the  merchandise  an  intensity  of  illumina- 
tion. 

It  will  be  noticed  from  the  photometric  curve  that 
all  the  light  is  confined  practically  in  a  zone  of  45 
degrees,  the  balance  of  light  being  merely  actual 
light  from  the  lamp  itself  without  any  reflection. 

The  effect  of  this  illumination  is  pleasing  to  the 
eye,  and  has  a  tendency  to  bring  out  the  desired 
shadow  effects  on  the  merchandise,  a  point  oft-times 
neglected  by  the  engineer.  The  35-watt  unit  is  used 
largely  in  the  window  lighting,  and  the  photometric 
curve  shows  the  distribution  of  light  around  four  of 
these  lamps,  which  constitute  a  unit.  The  show 
window  installation  has  to  be  treated  as  a  distinct 
l)roposition  and  the  reflector  designed  so  that  the 
rays  are  confined  to  exactly  the  area  where  needed. 
This,  of  course,  is  sometimes  possible  by  the  use  of 
the  knuckle  joint,  which  permits  the  unit  to  be  ad- 
justed to  a  certain  extent. 

Fig.  5  shows  an  installation  where  this  object  is 
accomplished,  namely,  general  illumination  and  case 


Figure  '.!. 


Figure  4. 

lighting.  The  goods  dis})layed  are  fountain  pens, 
wliicli  are  in  ihoni.solves  not  the  most  desirable  goods 
to  illuininatc.  It  will  be  noticed  that  the  cases  are 
all  of  glass  construction,  which  permits  a  fair  amount 
of  light  to  pass  through  shadows,  and  the  reflector  is 
so  designed  that  the  sufficient  amount  of  illumination 
is  received  in  the  showroom  and  at  the  same  time  a 
direct  downward  illumination  is  received  from  the 
show  case. 
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HINTS  TO  BUYERS 

From  information  supplied  by  sellers,  but 
for  which  the  editors  of  the  "  Revievv"  do 
not  necessarily  hold  themselves  respon'^jble 


A  NEW  AND  AGGRESSIVE  FIRM. 

The  Thompson  Lace  and  Veiling 
Co.,  76  Wellington  St.  W.,  Toronto, 
is  a  new  firm  dealing  in  laces,  veil- 
ings, dress  trimmings  and  dress  ac- 
cessories. Though  this  firm  is  new 
to  the  trade,  the  members  of  the 
company  have  had  ample  experience 
in  their  chosen  line.  E.  C.  Thomp- 
son, president,  who  will  have  charge 
of  the  buying  end,  was  with  the  Can- 
ada Veiling  Co-,  for  about  14  years, 
thus  assuring  the  trade  of  an  inti- 
mate knowledge  both  of  the  sources 
of  supply,  and  also  of  a  proper  know- 
ledge of  the  class  of  goods  salable 
on  the  Canadian  market.  Associated 
with  Mr.  Thompson  are  H.  G.  Tod, 
who  was  for  12  years  with  W.  R. 
Brock  &  Co.,  and  who  will  take  over 
the  management  of  the  warehouse  anl 
inside  departments  thus  ensuring  a 
careful  up-keep  of  stock  and  prompt 
attention  to  buyers'  needs,  so  im- 
portant to  the  proper  development  of 
any  business. 

The  personnel  of  the  new  firm  is 
completed  bv  R.  L.  Burdon  arid  Geo. 
Strachan,  both  of  whom  have  an  in- 
timate acquaintance  with  the  mil- 
linery .  trade  and  its  special  needs. 
This  firm  has  young,  energetic  and 
aggressive  men  at  its  head,  and  these 
qualities  combined  with  their  long  ex- 
perience and  special  knowledge  gives 
them  every  advantage  dn  starting  and 
extending  business 

The  Thompson  Lace  and  Veiling 
Co.,  will  cover  the  Dominion  from 
coast  to  coast,  and  every  endeavor 
will  be  made  to  stock  the  newest  nr 
tides  procurable,  and  to  have  novel 
ties  on  hand  when  wanted  What  is 
most  important,  all  goods  carried 
will  be  marked  at  prices  that  will 
produce  the  retailer  ample  profit. 

That  the  policy  of  having  the  right 
poods  when  wanted  at  reasonable 
prices  is  the  right  on?^  is  proved  b^' 
the  very  encouraging  amount  of  busi- 
ness already  done  bv  the  Thompson 
Co. — a  business  that  so  far  lias  mucli 
exceeded  all   advance  expectations. 


PROFITABLE  LINES 

for  your  Notion  Department  -Collar  Pins,  Beauty  Pins, 
Ladies'  Cuff  Links,  Bead  Necklaces  and  Ear-rings  tu 
retail  at  popular  prices.     Write  to-day  for  samples. 

R.  A.  PHILLIPS 

The  Notion  and  Jewelry  Houje 
77  YORK  STREET,        TORONTO 


LARGEST  MANUFACTURERS 

Artificial  Flowers,  Plants  and  Vines,  Window 
Decorations,  Japanese  and  Chinese  Decora- 
tions, Papier  Mache  Novelties,  Electric  Lighted 
Flower  Bushes.  Write  for  our  104  page  Cata- 
loKue.    It's  free  for  the  asking. 

The  Botanical  Decorating  Company 

(Incorporated.) 
310  Fifth  Avenue.  Chicago.  III. 


Counter  Check  Books 

F.  N.  BURT  COMPANY.  Limited 
Toronto  and  Montreal 

Write  for  samples. 


L.  BAUMAN  &  CO. 

The  largest  Importers  and  Manufacturers  of 
Artificial  Flowers.  Vines.  Sprays,  Palms. 
Bouquets,  and  V/indow  and  Interior  Decora- 
tions. 

359  W.  Chicago  Are  ,  CHICAGO,  ILL. 


Write  for  Information, 
about  any   line  of  goods   you  do  not 
see  advertised    in    The  Review.      We 
will    gladly    procure    the    information 
and  supply  it  free. 
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The  Whsletile  Millinery  and'Fancy  Dry  Goods 
House  of  the  Maritime  Provinces. 

MAIL  ORDERS  OUR   ESPECIAL  HOBBY 


This  space  will  cost  you  onl/ 
$25.00  a  year,  and  your  ad.  will  no 
to  5,000  merchants  each  month. 


Laces  are  in  special  request  at  the 
present  time,  and  this  firm  have  in 
stock  a  ran?e  af  heavy  millinery 
laces,  also  fine  shadow  and  Chantilly 
iace  veils.  Their  line  incUides  a  most 
complete  raneie  of  auto  and  the     new 


shaded  veils.  Attention  is  drawn  to 
a  complete  assortment  of  Irish  cro- 
chet lace  collars,  and  also  to  an  ex- 
tensive collection  of  ball  fringes,  ball 
trimmings  and  glass  bandings.  A  dis- 
tinct novelty  just  imported  is  the 
new  smoke  veiling.  This  silk  veiling 
is  light  as  a  puff  of  smoke  and  in 
characteristic  patterns.  The  veils 
are  20  in.  wide  and  50  in.  long.  This 
is  th'e  latest  Parisian  ve.iling  novelty 
and  at  the  present  moment  is  ex- 
clusive with  this  firm. 

The  Thompson  Lace  and  Veiling 
Co.  is  located  at  76  Wellington 
West,  right  in  the  heart  of  Toronto's 
wholesale    fancy    goods    and   millinery 

section. 

«     *     • 

CANADIAN  AGENT  FOR  JOHN  S. 
BROWN  &  CO. 

Realizing  the  rapidly  increasing  im- 
portance of  the  Canadian  market,  in 
the  matter  of  th'e  distribution  of 
high  grade  linens,  .John  S.  Brown  & 
Co.,  Ltd.,  Belfast,  have  established 
an  agency  in  Toronto  to  carry  their 
product  on  the  same  lines  as  in  New 
York. 

This  means  that  what  is  practical- 
Iv  an  open  stock  of  household  linens 
—table  linens,  huckabacks,  towels, 
and  fancy  linens  for  household  use — 
will  be  carried  in  all  wanted  particu- 
lars. This  stock  will  be  at  the  ser- 
vice of  merchants  as  supplementarv 
1o  placing  orders.  Thus  merchants 
CPU  take  orders  for  sizes,  etc.,  that 
thev  do  not  carry,  from  goods  thev 
hivp  in  stock,  with  the  assurance 
that  eoods  so  ordered  can  be  obtain- 
ed with  the  least  possible  delav. 

Th°  advantages  of  such  an  agencv 
to  the  merchant  is  obvnous,  as  it 
means  that  he  can  keen  his  stock 
down  to  a  profitable  basis,  and  yet 
lose  no  sales  because  he  has  not  got 
the  sfoods  in  stock. 

It  is  almost  superfluous  to  intro- 
duce .John  S.  Brown  &  Co.,  to  the 
trade  as  they  are  manufacturers  of 
linens  of  over  three  centuries'  stand- 
ing. Shamrock  brand  linens  are 
known  the  world  over,  and  the 
standard  they  conform  to  is  their 
own. 

Th'e  greatest  attention  that  this 
long  experience  can  devise  is  given  to 
all  manufacturing  processes,  but  if  it 
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Condensed    Advertisennents 


An  advertisement  under  this  heading  will  cost  you  two  (2)  cents    a    word    for    first    insertion    and    one    (1) 
cent  a  word   for  subsequent    insertions,    and    your    advertisement    will    go    to    5,000    merchants   each    month 


AGENT    WANTED 


AGENT  WANTED— SELLING  KNIT  GOUJ)S 
to  the  larger  department  stores  and  whole- 
sale by  Chemnitz  manufacturer  of  hose  and 
14-hose.  Address  offers,  with  full  particulars, 
giving  firms  now  representing  and  towns  vis- 
ited, under  P.  T.  984,  to  Haasensteiu  &  Vogler 
A.    G.,    Chemnitz.  (1) 


FOR  SALE 


GENERAL  STOKE— UNEQUALLED  OPPOK- 
tunity  for  bright  man;  stock  and  fixtui-es 
(about  $10,000)  at  cost;  earning  $5,000  net 
yearly.  Court  fullest  investigation.  No  triflers 
answered.  Health  requires  change.  Address 
Nova  Scotia,  care  of  Dry  Goods  Review,  To- 
ronto. (2') 

GENERAL  STORE.  SMALLEST  TURNOVER 
In  last  six  years  $40,251.  Present  year  will  go 
over  $45,000.  Stock  at  present  about  $12,000, 
reduced  if  purchaser  wishes.  Premises  soliil 
stone  store.  Can  be  rented  reasonably.  $3,500 
cash  will  handle.  GEO.  WHYTE,  Wapella, 
Sask.  (tf) 


SITUATIONS    VACANT 


EXPERIENCED  DRY  GOODS  SALESMA.X 
wanted — must  have  good  Canadian  experience 
in  general  dry  goods  trade.  One  capable  as 
window  trimmer  and  card  writer  desired,  but 
must  be  good  salesman.  Address  Box  274. 
Fort    William,    Ont.  (1) 


OPENING  FOR  MANAGER  OF  OVERALL 
factory — opening  for  traveller  for  women's 
garments,  in  eastern  townships  and  eastern 
Ontario;  and  opening  for  general  drv  goods 
traveller,  district  Farnham  to  Valleytield.  Ap- 
ply to  Box  B,  Dry  Goods  Review,  702  E.  T. 
Bank   Bldg.,   Montreal.  (1) 


EXPERIENCED  SPECIALTY  SALESMAN 
wanted,  advertising  experience  desirable.  This 
is  good  position  and  offers  splendid  opportun- 
ity for  advancement.  State  fully  age,  experi- 
ence and  salary  expected.  MACLEAN  PUB- 
LISHING CO.,  LTD.,  143  University  Ave., 
Toronto. 


AGENCIES  W^ ANTED 

AGENCIES      WANTED  —  FOR      MANITOBA. 

Saskatchewan  and  Alberta.  Specialty  lines  to 
the  retail  dry  goods  trade.  Address  J.  R. 
GALBRAITH,   P.O.   Box  765,   Winnipeg.        (tf) 


DRY   GOODS   BUSINESS   FOR   SALE 

ON  ACCOUNT  OP  ILL-HEALTH  THE  OWN- 
er  of  one  of  the  best  Dry  Goods  and  Clothing 
businesses  in  Ontario  is  compelled  to  sell. 
The  stock  is  all  new  and  up-to-date.  Situated 
in  a  thriving  manufacturing  town  of  4,000 
population.  Stock  runs  about  $14,000;  last 
year's  cash  sales  $27,000.  This  is  a  good 
chance  for  a  live  man  to  make  some  money. 
For  full  information  address  Box  36,  Dry 
Goods  Review. 


PRINTING 


BOOKLETS,  CATALOGUES,  PRICE  LISTS, 
Handbills  and  any  other  fine  printing  for  the 
dry  goods  trade,  at  fiercely  competitive  prices. 
Russell  Smart  Advertising  Agency,  40U,  Chan- 
cery   Lane,    London,    England.  (tf) 


PRICE  TICKETS  FOR  WINDOW  SHOW 
goods.  Black  lettering  on  white  cards  marked 
25c,  50c,  75c,  $1,  $1.25,  $1.50,  $1.75,  $2,  $2,50, 
$3,  $3.50,  $5.  Dozen  in  set,  per  set,  15  cents 
postpaid,  or  two  sets  for  25  cents  while  tliey 
last.  Technical  Book  Dept.,  MacLeau  Pub- 
lishing  Co.,   143   University   Ave.,   Toronto. 


MISCELLANEOUS 


COPELAND-CHATTERSON  SYS  T  B  M  S— 
Short,  simple.  Adapted  to  all  classes  of  busi- 
ness. Copeland-Chatterson-Co..  Limited,  Tor- 
onto and  Ottawa.  (tf) 

FIRE  BUCKET  TANKS  AND  OILY  WASTE 
Caus  cost  little  and  soon  pay  for  their  cost  in 
reduced  insurance  rates.  Large  reductions 
result  from  the  installation  of  Fireproof  Win- 
dows, Doors  and  Skylights.  We  are  special- 
ists in  these  lines  and  can  quote  you  a  close 
price  consistent  with  really  fireproof  goods. 
A.   B.   ORMSBY,   Ltd.,   Toronto   and   Winnipeg. 

novl2 


DOUBLE  YOUR  FLOOR  SPACE.  AN  OTIS- 
Pensom  hand-power  elevator  will  double  your 
floor  space,  enable  you  to  use  that  upper  floor 
either  as  stock  room  or  as  extra  selling  space, 
at  the  same  time  increasing  space  on  your 
ground  floor.  Costs  only  $70.  Write  for  cata- 
logue "B."  The  Otis-Pensom  Elevator  Co., 
Traders  Bank  Building,  Toronto.  (tf* 

ELLIOTT-FISHER  STANDARD  WRITING- 
Adding  Machines  make  toil  easier.  BUiott- 
Pisher,  Limited,  513  No.  83  Craig  St.  W., 
Montreal.,  and  Room  314,  Stair  Building,  Tor- 
onto. 

FIRE  INSURANCE.  INSURE  IN  THE 
Hartford.     Agencies  everywhere  in  Canada. 

COUNTER  CHECK  BOOKS— WRITE  US  TO- 
day  for  samples.  We  are  manufacturers  of  the 
famous  SURETY  NON-SMUT  duplicating  & 
Triplicating  Counter  Check  Books,  and  Single 
Carbon  Pads  in  all  varieties.  Dominion  Reg- 
ister Co.,   Ltd.,   Toronto. 

COUNTER  CHECK  BOOKS— ESPECIALLY 
made  for  the  dry  goods  trade.  Not  made  by  a 
trust.  Send  us  samples  of  what  you  are  us- 
ing— we'll  send  you  right  prices.  Our  holder 
with  patent  carbon  attachment  has  no  equal 
on  the  market.  Supplies  for  binders  and 
monthly  account  systems.  Business  Systems, 
Limited,  Manufacturing  Stationers,  Toronto. 
MOORE'S  NON  LBAKABLE  FOUNTAIN 
Pens.  If  you  have  Fountain  Pen  troubles  of 
your  own,  the  best  remedy  is  to  go  to  your 
stationer  and  purchase  from  him  a  Moore's 
Non-Leakable  Fountain  Pen.  This  is  the  one 
pen  that  gives  universal  satisfaction  and  it 
costs  no  more  than  you  pay  for  one  not  as 
good.  Price  $2.50  and  upwards.  W.  J.  Gage 
&  Co.,  Limited,  Toronto,  Sole  Agents  for  Can- 
ada. 

WAREHOUSE  AND  FACTORY  HEATING 
Systems.  Taylor-Forbes  Company,  Ltd.  Sup- 
plied by  the  trade  throughout  Canada. 
THE  MONEY  YOU  ARE  NOW  LOSING 
through  not  having  a  National  Cash  Register 
would  pay  its  cost  In  a  short  time.  Write 
us  for  proof.  The  National  Cash  Register 
Co.,  285  Yonge  Street,  Toronto. 
YOU  CAN  BUY  A  REBUILT  TYPEWRITER 
from  us.  We  have  about  seventy-five  type- 
writers of  various  makes,  which  we  have  re- 
built and  which  we  will  sell  at  $10.00,  $15.00 
and  $20.00  each.  We  have  also  a  large  stock 
of  better  rebuilts  at  slightly  higher  figures. 
Write  for  details.  The  Monarch  "Typewriter 
C,  Ltd.,  46  Adelaide  St.  W.,  Toronto,  Canada. 

(tf) 


is  exercised  more  rigidly  in  one  di- 
rection than  anotlier,  it  is  in  the 
production  of  beautiful  designs  of  the 
highest  standard  of  artistic  excel- 
lence. All  designs  are  exclusive  as 
every  design  is  strictiy  copyright. 

The  Canadian  agent  is  W.  H.  Bak- 
er, who  has  an  exceptional  knowledge 
of  both'  the  buying  and  selling  of 
linens  and  also  of  the  retailers'  point 
of  view,  gained  in  the  period  of  35 
years  with  th'e  W.  A.  Murray  Co., 
now  The  Murray-Kay  Co.,  Toronto. 
For  many  years,  Mr.  Baker  has  been 
European  buyer  and  manager  of  the 
linen  and  kindred  departments  for 
this  firm.  The  warerooms  are  at  84 
Wellington  West,  Toronto. 

WM.    ANDERSON     ON     TRIP     TO 
COAST. 

Wm.  .'\nderson,  representing  Win. 
.\nderson  &  Co.,  Glasgow,  Scotland, 
was  in  Toronto  and  district  for  a 
short  period   last   month  previous   to 


starting  on  his  trip  to  the  Pacific 
Coast.  Wra.  Anderson's  zephyrs 
have  been  the  standard  for  Scotch 
ginghams  for  generations.  The  fabric 
is  woven  from  the  finest  combed  cot- 
ton yarns  obtainable,  and  as  the 
yarn  is  dyed  before  weaving  the  pat- 
tern is  woven  in  and  lasts  as  long  as 
the  material.  Mr.  Anderson  reports 
decidedly  good  business  so  'ar,  ;ind 
that,  as  ginghams  are  largely  select- 
ed for  children's  wear,  a  decided  pre- 
ference for  plaids  is  evident. 

»     *     * 
MR.  BRADFORD  IN  A  NEW  LINE. 

Mr.  Irving  L.  Bradford,  for  several 
years  advertising  and  sales  manager 
for  the  Barlow  Company,  of  Holyoke. 
Mass.,  and  for  the  past  two  years  con- 
nected with  the  Dry  Goods  Reporter, 
of  Chicago,  on  its  editorial  staff  a-; 
store  equipment  expert,  will  take  the 
management  of  the  display  fixture  de- 
partment of  the  Reflector  &  Hardware 


Specialty  Mfg.  Co.,  of  Chicago.    Many 
of  our  readers     will     remember  Mr. 


IRVING    L.   BKADFOKD. 

Bradford  as  one  of  the  best  known 
window  trimmers  of  the  Eastern 
States  a  few  years  ago. 
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Mr.  Bradford  has  spent  practically 
all  of  bis  business  life  in  tbe  -window 
dressing  and  display  fixture  lines. 
Since  he  left  actual  window  work  be 
has  put  most  of  his  time  into  the  de- 
signing, manufacturing  and  selling  of 
display  fixtures  of  all  sorts.  Having 
a  thorough  knowledge  of  window 
dressing  and  the  needs  of  the  trim- 
mer, combined  with  a  mechanical 
turn  of  mind,  he  has  designed  many 
of  tbe  best  known  fixtures  now  in  use. 
His  inventions  have  covered  a  wide 
range,  and  it  is  safe  to  say  that  some 
cf  his  devices  are  in  use  in  every  big 
store  in  the  country. 

Mr.  Bradford's  practical  and  inti- 
mate   insight    into    tbe    store    fixture 


business  and  his  wide  experience  as 
a  trimmer  will  make  him  a  particular- 
ly valuable  man  for  bis  new  concern 
and  for  their  customers.  He  has  been 
working  on  a  number  of  new  fixture 
designs  for  the  past  few  years,  and  it 
is  probable  that  these  will  be  placed 
upon  the  market  within  a  short  time. 
It  is  planned  to  add  many  new  models 
and  distinct  designs  to  the  line  now 
carried  by  the  Reflector  &  Hardware 
Specialty  Mfg.  Co.,  as  well  as  an  up- 
to-date  line  of  papier  mache  forms. 
It  is  understood  that  the  latter  are  to 
be  Something  new,  combining  Mr. 
Bradford's  ideas  and  those  of  one  oi 
tbe  leading  Chicago  trimmers.    Tbeie 


will  be  a  series  of  new  draping  forms, 
as  well  as  shirt  waist,  costume  and 
suit  models.  In  designing  these  new 
models  the  stiff,  freaky  lines  of  the 
old-fashioned  forms  have  been  avoid- 
ed. Grace,  symmetry  and  adaptabili- 
ty to  tbe  present  fashions  have  been 
carefully  considered,  and  the  results 
will  no  doubt  meet  the  approval  of 
the  most  critical  trimmer. 

There  will  be  several  hundred  pat- 
terns in  metal  stands  added  to  the 
line,  and  Mr.  Bradford  has  promised 
a  new  catalogue  for  the  fall  season, 
which  every  window  trimmer  and  all 
who  are  interested  in  modern  display 
fixtures  should   ]ia\'e. 
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WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  W^indow  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming.  Interior  Decorating,  Window  Advertis- 
ing. Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
to  the  modem,  up-to-date  merchant  and  decorator.  Price,  post 
d ?3.50 

WindowT  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Price,    prepaid    i $1.25 

Sales  Plans 

A  collection  of  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 


iiiiifiilpiil 


Retail  Advertising 
Complete 

This  book  covers 
every  known  method  of 
advertising  Ji  retail 
business  ;  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them   ?1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrationg 
pertaining  to  this  interesting  subject  and 
over  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
()ostpaid    for    J2.50 


A  complete  course  ui 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
First  Practice.  Punctua- 
tion, Composition.  Price 
Cards.  Directory  Cards, 
Spacing,  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price    post    paid    ....%l.it 

1000  Ways  and  Schemes  to  Attract  Trade 

A  book  that  swells  sales  and  increases  profits.  There  has  never  before  been  published  a 
book  like  this.  It  gives  brief  descriptions  of  over  1,000  ideas  and  schemes  that  have  been  tried  b.v 
the  most  successful  retail  merchants  to  bring  people  to  their  stores  and  to  sell  goods.  If  you  try 
a  sclieme  every  day,  there  will  be  in  it  enough  separate  and  numbered  suggestions  to  last  you 
nearly  three  years  without  repeating  a  single  one.  A  few  of  the  ideas  in  one  chapter:  An  Anniver- 
sary Scheme  with  Excellent  Points— A  Sign  Th.nt  Made  Money  for  its  Maker— Advertising  Dodge 
and  a  Clever  Salesman— A  Contest  that  Boomed  Trade— Giving  Unique  Publicity  to  a  New  Depart- 
ment— A  Baby  Day  that  Drew  a  Crowd — Monev  Makers  in  Many  Different  Lines— Plan  for  Intro- 
ducing a  New  Brand  of  Goods  that  Proved  a  Winner — Artistic  Ways  of  Displaying  Goods— Days 
Devoted  to  a  Particular  Class  of  Customers— Many  Window  Trims  Out  of  the  Ordinary— In  this 
chapter  are  seventy-four  separate  and  distinct  ideas  that  have  been  successfully  carried  out  by 
as  many  different  merchants.  There  are  13  more  chapters  and  934  more  Rclienies  just  as  good  an 
these.  208  PagreH  DVzxT.  and  180  IlltiNtrations.  Printed  on  the  best  white  paper  and  bound  in  a 
handaomely    ornamented    cover.      Price    postpaid,    $1.00. 

All  books  sen*  postpaid  on  receipt  of  price 

MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 

143-149  University  Ave.         ::        TORONTO 
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WOVEN  NOT  KNITTED 

Obtainable  From  Wholesale  Trade  Only 


MERITS: 

^^^iin  Softness 
B  *^  Easily  washed 
Lightness 
Best  for  skin  wear 
All  BRITISH 

Suitable   for 

SHIRTS,  PYJAMAS,  LADIES' 
SHIRTS  AND  UNDERWEAR,  ALL 
KINDS  or  CHILDREN'S  GARMENTS 

British  Manufacture 

Wm.  Anderson  &  Co.,  Limited 

Glasgow,   Scotland 


Please  raentioii   The  Review   to    Advertisers  and   Their  Travelers. 
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A  Few  Good  Sellers  for  Mid-Summer 


Let  Us  Send  You  a  Sample 
Assortment  of  Bags 


Our  Belt  Values  are  unequal- 
led Anywhere 


No.  2077 

A  real  live  number  for  Summer  sell- 
ing.— 6  in.  and  7  in.  Gun  Metal.  Silver 
and  Gilt  frames.  To  retail  at  $1.00 
and  $1.25. 


No.  1020 

The  latest  Paris  and  New  York  novelty. 
Made  in  Real  Seal,  dull  finish,  powdered 
grain,  to  retail  at  $4.50. 

In  Dull  Cross  Grain  Doarded  Lambskin 
in  Tan.  Navy  and  other  shades,  retail  $2.25; 
also  in  Monkey  Grain  Goatskin,  tan  and 
navy,  retail  $2.00.  Other  cheaper  lines  in 
Seal  Grain  leathers  to  retail  at  from  $1.25 
to  $1.75. 


No.  2084 

7  inch  Black  Seal  Leather.  Also  in 
Colored  Leathers,  leather  lined.  Cord 
or  leather  handle.    To  retail  at  $1.50. 


Nos.  564  and  566 


No.  231 


No.  566 

Patent  cloth  all  shades. 
Ladies'  belt,  sizes  22  to  28. 
retail  25  cents. 

No.  564 

Genuine  Patent  leather 
in  red.  white  and  black,  re- 
tail 35  cents. 

No.  235 

Parent  Leather  Coat 
Belts,  sizes  30  to  36  in  assort- 
ed buckles,  as  per  cut.  in 
.■ed.  black  and  white  shades, 
straight  or  with  drop  front, 
retail  50  cents:  also  in  Patent 
Cloth  all  shades,  with  metal 
or  covered  buckles.  1%  in.  1^4 
and  2  inch  widths  to  retail 
at  ?5  cents. 


Girls  Coat  Belt,  stripes 
of  various  colors  on  white 
background  with  covered 
buckle  to  match.  Stripes 
made  in  1  in..  1%  in.  and  2  in. 
to  retail  at  10.  IS  and  20  cents. 

WRITE  TO-DAY  for  a  few 
of  our  best  selling  lines. 
We  guarantee  a  good  selec- 
tion. 

We  handle  everything 
in  Leather  Hand  bags. 


No.  235     Assorted  Buckles 


The  Western  Leather  Goods   Company,  Limited 

1191   Bathurst  Street,  Toronto 
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Reduce  Duty  on  Fronting  I^inens 

HOW  to  keep  at  home  the  many  young  women 
who  so  to  the  large  cities  of  the  New  England 
States  has  long  been  a  problem  in  the  Maritime  Prov- 
ince. Industrial  develop mci it  there  has  not  been  al- 
together in  the  direction  that  offers  attractions  to 
all  and  sundry,  hence  employment  in  the  large  stores 
and  factories  is  the  only  way  to  many  of  the  girls  who 
must  needs  earn  their  own  living. 


This  has  brought  up  the  question,  What  indus- 
try might  be  introduced  to  help  meet  the  problem 
down  by  the  sea?  One  answer  comes  in  the  form  of 
a  suggestion  that  an  unrevised  item  in  the  customs 
tariff  be  rectified  so  as  to  permit  of  still  greater  de- 
velopment in  domestic  manufacture  of  pure  linen 
collars  and  other  lines  in  which  pure  linen  is  desir- 
able.. On  Irish  fronting  lines,  a  non-competitive 
fabric,  there  is  now  a  duty  of  17 1/^  per  cent.  It  is 
suggested  that  this  be  reduced  by  15  per  cent.,  leav- 
ing 2yo  per  cent,  for  revenue  purposes  only  and  to 
l)reveiit  any  element  of  fraud.  By  this  means,  in- 
cluding a  reasonable  measure  of  protection,  if  -,m  h 
were  found  necessary,  the  Maritime  Provinces  would 
i:o  ('iial)led  to  share  largely  in  the  growtli  uf  this 
hraiicli  of  industrial  activity,  and  employment  would 
Ite  found  for  many  young  people  who  now  go  to  the 
iieiohbdriiig  country.  It  would  also  enable  the 
whitewear  and  collar  enterprises  throughout  Canada 
to  cater  still  more  effectively  to  that  increasing  de- 
mand for  high  quality,  which  is  always  more  or  less 
insistent  in  a  couiilry  of  increasing  wealtli  and 
po])uli!tion. 


-<^ 


Minister  Speaks  of  Graft 

IN  a  nuiii.-lcj-ial  conference  when  the  country's 
moral  health  generally  comes  in  for  much  discus- 
sion, a  member  made  the  statement  tiiat  graft  was 
creeping  into  the  operations  of  the  large  stores.  His 
assertion  has  called  foilh  vigorous  protest  from  sev- 
eral quarters.  It  is  declared  that  gi'afi  is  impossible 
uiidei-  the  departmental  system. 

Some  time  ago  The  Review  pointed  out  that,  if 
such  temptation  did  exist,  the  easiest  way  to  meet  it 
would  be  to  place  tho.se  likely  to  be  confronted  by  it, 
in  such  a  position  that  any  proposition  of  the  kind 
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referred  to  would  not  appeal  to  them.  About  the 
same  time,  the  question  arose  in  the  United  States 
and  some  rather  interesting  literature  pro  and  con 
followed:  It  is  with  considerable  pleasure  that  in 
the  present  case,  The  Review  notes  the  protest  of 
leading  merchants  against  the  suggestion  of  graft. 
It  is  pretty  generally  recognized  that  a  position  of 
responsibility  should  always  carry  with  it  sufficient 
remuneration  to  enable  the  person  earning  it  to 
maintain  the  independence,  not  only  of  his  store  and 
department,  but  of  his  own  judgment  in  dealing 
with  every  transaction  on  its  merits. 


Taking  Them  into  the  Business 

Still  another  large  retail  concern  announces  a 
re-organization  by  which  it  is  taking  in  several  older 
members  of  the  staff  as  shareholders.  This  is  a 
laudable  plan  that  is  now  being  adopted  by  many 
retail,  wholesale  and  manufacturing  concerns. 

The  lack  of  any  indication  of  an  assured  future 
in  the  positions  they  are  occupying  is  most  discourag- 
ing to  ambitious  young  people.  After  spending 
three  or  four  years  with  one  firm  they  may  see  little 
ahead  of  them  that  arouses  their  continued  enthu- 
siasm. They  realize  that  the  positions  above  them 
are  not  altogether  desirable  under  existing  condi- 
tions. Any  well  meant  efforts  that  they  may  put 
forth  to  build  up  and  improve  the  business  may  meet 
onlj^  with  galling  indifference.  They  look  afield 
and  finally  quit.  Their  aim  is  to  attach  themselves 
to  a  firm  to  whom  they  may  give  the  best  that  is  in 
them  feeling  sure  that  it  is  Ijuilding  up  for  them  a 
future  position  of  stability.  Their  work  is  then  ap- 
preciated and  their  loyalty  is  developed.  They  rea- 
lize that  the  policy  of  the  store  is  to  hold  the  good 
man.  In  their  association  with  other  members  of 
the  staff'  they  hear  no  such  remark  as,  "Well,  I'll 
give  you  one  3^ear  to  stay  with  this  show;  nobody 
has  been  here  much  longer.  This  place  is  some  pro- 
cession, believe  me." 

The  employer  may  be  assured  that  to  the  em- 
ploye of  tested  loyalty  an  interest  in  the  busi- 
ness will  l)e  an  inceiuive  to  continued  effort 
rather  than  to  a  feeling  that  a  position  of  greater 
activity  w^arrants  relaxation  of  effort.  The  merchant 
who  has  built  up  a  reputation  for  service  in  his  store 
must  look  upon  his  competent  men  as  units  of  effici- 
ency that  cannot  be  lightly  dispensed  with  in  this 
day  of  strenuous  business.  He  must  encourage 
by  unmistakeable  example,  the  viewpoint  that  genu- 
ine effort  for  the  good  of  the  business  does  not  go 
unrecognized. 


Time  to  be  Careful  with  Secrets. 

A  MANUFACTURER  recently  told  The  Re- 
view what  lie  thought  of  a  competitor  who, 
he  declared,  had  stolen  an  idea  which  he  had 
intended  to  feature  strongly  in  his  next  season's 
business.  The  manufacturer  admitted  that  he  had 
shown  or  described  the  idea  to  several  people  who 
had  visited  his  warerooms,  but  he  had  every  reason 
to  suppose  that  with  them  his  secret  was  safe.  A 
merchant  who  was  desirous  of  adding  an  important 
line  to  his  stock,  but  who  did  not  know  exactly 
where  to  buy  it,  consulted  in  the  matter  with  one  of 
his  managers  in  such  a  way  that  several  of  his  clerks 
overheai'd  the  conversation.  As  it  turned  out  after- 
wards, this  clerk  mentioned  it  to  a  "newsy"  friend 
in  another  store,  and  greatly  to  the  merchant's  chag- 
rin, a  few  weeks  later,  his  opposition  announced  that 
they  had  recently  "secured  the  sole  rights"  for  the 
line. 

Here  were  two  serious  "leaks"  that  might  have 
been  avoided  by  a  little  caution.  Until  a  matter  has 
been  brought  to  that  maturity  where  the  merchant 
or  manufacturer  has  every  assurance  of  a  full  meas- 
ure of  profit  from  a  creation  of  his  own  brains,  he 
cannot  be  too  careful  in  his  statement  to  others  con- 
cerning it.  Many  a  dollar  has  been  diverted  by  a 
slip  of  the  tongue,  from  those  to  whom  it  rightfully 
belonged. 


Picking  out  a  Head  to  Hit. 

"Whenever  you  see  a  head,  hit  it,"  is  said  to 
liave  been  the  motto  adopted  by  the  founder  of  a 
large  department  store,  and  the  growth  of  his  busi- 
ness is  a  tribute  to  the  Donnybrook  method  as  ap- 
I)lied  to  opportunity.  As  a  working  basis,  the  motto 
calls  for  action,  enthusiasm,  aggressiveness,  fore- 
sight and  preparedness.  These  four  factors  must 
figure  in  any  business  that  would  be  successful  and 
probably  to  a  greater  extent  in  the  dry  goods  business 
than  in  any  other. 

Every  opening  for  profital)le  lousiness  is  a  "head 
to  be  hit,"  and  it  says  a  great  deal  for  the  foresight 
of  some  merchants  that  they  are  "hitting"  much 
more  quickly  and  eifectively  than  others.  By  too 
close  sailing  to  the  literal  meaning  of  the  motto, 
however,  much  money,  time  and  eftort  has  been  ap- 
plied with  little  or  no  profit.  These  elements  are  too 
i;)recious  to  be  applied  to  bootless  competition,  and  it 
is  all  due  to  a  mistaken  view  of  opportunity's  call. 
For  example,  time  and  again  it  is  noted  that  mer- 
chants, reluctant  to  allow  each  other  the  advantage  of 
a  special  occasion,  respond  with  a  feature  calculated 
to  go  one  better  along  exactly  the  same  lines.  A 
merchant  cannot  be  very  well  criticised  who  adopts 
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an  original  plan  to  meet  a  counter  attraction,  but 
when  the  spirit  of  retaliation  is  evident  it  is  hardly 
the  best  form  of  enterprise. 

Describing  this  form  of  merchandising  a  mer- 
chant describes  how,  at  the  time  he  was  selling  out 
and  moving  from  a  certain  town,  he  put  on  an  at- 
tractive sale.  Two  other  merchants  in  the  town  im- 
mediately came  out  with  an  event  in  which  items 
were  along  almost  identical  lines,  while  a  third,  ig- 
noring the  general  movement,  issued  a  strong  adver- 
tisement on  the  best  features  of  his  regular  lines, 
mentioning  only  one  or  two  leaders,  and,  at  the  same 
time,  sent  to  the  retiring  merchant  a  letter  of  regret. 
This  was  so  unusual  and  so  greatly  appreciated  that 
the  merchant  who  was  leaving,  gave  it  position  in 
his  advertisement  with  appropriate  comment.  Crowds 
were  attracted  to  the  special  sale  stores,  and  it  trans- 
pired that  the  merchant  who  adopted  a  different 
course  did  an  excellent  business  diiring  the  sales  and 
probably  came  through  with  more  profit  than  the 
others. 

This  case  may  be  an  exceptional  one,  but  it  goes 
to  prove  that  when  one  merchant  hits  at  a  head, 
there  may  be  another  one  bobbing  up  in  the  vicinity 
that  the  man  up  the  street  can  crack  to  equal  advan- 
tage. There  is  no  rule  that  says  it  is  a  good  idea  al- 
ways for  merchants  to  hit  at  the  same  head  simul- 
taneously with  the  same  stick.  And  it  is  something 
of  a  fine  art,  at  times,  to  pick  out  the  right  head  to 
hit. 


Spying  Out  the  Market 

The  smoke  of  the  "Made  in  Canada"  special  train 
has  hardly  died  away  in  Eastern  Canada  before  a 
party  of  English  manufacturers  arrive  with  the 
object  of  looking  over  the  opportunities  for  increased 
business  in  their  lines  in  this  country.  They  will 
first  innke  a  tour  of  the  Maritime  Provinces,  then 
Quehec,  Ontario  next,  and  will  take  in  We.stern 
r'anada  durin<i  the  latter  part  of  .Tune  and  July.  It 
may  he  that  the  visitors  will  meet  wilJi  the  "Made-in- 
Canada"  special  ilui'ing  their  travels  and  thus  have 
j)resented  to  them,  in  most  interesting  form,  some 
idea  of  Canada's  industrial  development.  I<'rom  it 
they  may  also  he  cuahled  to  ohtain  suggestions  as  to 
the  channels  through  which  they  may  direct  their 
enterpri.^e  in  this  country  with  j)rofit  to  themselves. 
The  merchant  who  views  this  unique  spectacle  of  the 
special  train,  followed  up  by  a  party  of  serious- 
minded  British  manufacturers,  each  enterprise  hav- 
ing the  po.^sibilities  of  the  market  uppermost  in  its 
objective,  will  have  every  reason  to  enthuse  over  the 
fact  that  what  are  practically  his  interests  are  now 
receiving  so  thorough  consideration  at  close  range. 


The  Passing  View 

The  continued  cold  weather  has  benefited  the 
suit  and  coat  section  of  the  ready-to-wear  depart- 
ment. The  season  has  so  far  favored  the  proper 
order  of  things — coats,  suits,  dresses  and  warm 
weather  attire.  Last  year  the  mercury  performed 
stunts  that  made  lingeries  popular  early  in  the  game. 

=:=       M:       * 

Have  you  planned  ahead  for  a  busy  July?  You 
will  find  some  useful  merchandising  suggestions  in 
the  Art  of  Display  section  of  this  number. 

Your  windows  and  j'our  advertisements  during 
July  should  be  as  seasonably  suggestive  and  practical 
as  it  is  possible  to  make  them.  You  are  now  on  the 
last  lap  of  the  season  and  must  make  the  most  of  it. 

Tlie  knitted  coat  in  blazer  style  is  a  style  idea 
that  should  bring  profit  to  Canadian  manufacturers. 
It  is  one  way  to  meet  the  competition  that  will  con- 
front sweater  coats  from  these  popular  garments  in 
serges  and  other  favored  fabrics. 

The  sudden  demand  for  blazer  coats  and  their 
scarcity  in  the  Canadian  market  would  seem  to  indi- 
cate that  their  assured  "arrival"  was  misjudged. 
That  these  coats  were  undoubtedly  coming  was  an- 
nounced by  The  Review  as  early  as  March  last. 

^        *        ^ 

One  series  of  colors  in  the  color  card  for  Fall 
millinery  is  called  "Satan,"  and  described  as  resembl- 
ing flame  more  than  anything  else.  With  flame, 
smoke  and  sulphur  all  on  the  color  card,  the  Fall 

season  slioiiM  ])ro(lnce  some  interesting  creations. 
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Department  Stores  Discuss  Graft  Charges 

Managers   laugh  at  statements    made  in    ministerial   conference    that   graft  is 

at  high  tide    and  Christianity    at  low   ebb  in  big   stores  —  System    of  buying 

renders    graft    impossible  —  Confidence    in    honesty    of    employees    and    in 

sincerity  of  wholesaler  and  manufacturer 


IN  the  absence  of  any  substantial  proof,  the  depart- 
ment heads  and  managers  of  the  large  Montreal 
stores  are  not  very  deeply  concerned  over  the 
charge  made  at  a  ministerial  conference  that  "graft 
is  in  high  tide,  and  Christianity  at  low  ebb  in  the 
direction  of  the  big  stores."  In  the  course  of  his 
speech,  the  member  of  the  conference  is  reported  to 
have  said: 

"In  some  of  the  large  stores  there  were  too  goody- 
goody  men.  The  main  reason  for  this  was,  that  the 
heads  of  departments  wanted  graft,  and*  they  did  not 
want  Christian  men  around  who  would  not  tolerate 
that  style  of  business." 

"These  remarks  are  too  stupid  to  need  considera- 
tion," is  the  opinion  expressed  by  the  head  of  one 
store,  and  the  general  feeling  seems  to  be  one  of 
absolute  faith  in  honesty  of  employes  and  in  the 
sincerity  of  wholesalers  and  manufacturers. 

SYSTEM  WOULD  SHOW   UP  GRAFT. 

In  discussing  the  statement  through  the  press, 
the  managers  present  some  facts  concerning  the  de- 
tails of  their  business,  which  cannot  but  prove  en- 
lightening to  the  person  to  whom  it  is  ascribed.  They 
are  unanimous  in  saying  that  he  cannot  be  a  busi- 
ness man  or  he  would  never  have  made  such  a  foolish 
statement — a  statement  never  thought  out  before  its 
utterance.  The  object  of  the  speech  was  undoubtedly 
to  show  the  stores  up  in  a  bad  light  to  the  public. 
But  as  Mr.  Sparing,  of  (ioodwin's  (in  the  absence 
of  Mr.  Goodwin),  pointed  out,  graft  could  not  exist 
because,  "owing  to  the  system  of  the  store,"  it  would 
be  bound  to  come  out. 

METHODS  OF  BUYIXG. 

Most  of  the  stores  have  some  40  to  50  department 
managers,  each  one  being  a  purchasing  agent  in  a 
limited  degree.  Over  these  men  is  a  buyer's  manager 
(a  fact  evidently  overlooked  by  the  man  who  made 
the  statement),  who  alone  can  actually  order.  The 
buyer  selects  the  goods  and  states  the  quantity  re- 
quired, but  before  the  order  can  be  executed,  it  has 
to  be  supervised,  and  actually  signed  by  the  buyer's 
manager — as  Mr.  Rothwell,  the  buyer's  manager  at 
Goodwin's  explained,  if  an  order  came  up  to  him  for 
confirmation  and  he  knew  the  price  was  not  right, 
he  would  (as  he  had  done  before)  refuse  to  sign  it, 
as  he  knew  the  goods  could  be  bought  cheaper  else- 
where. This  in  no  way  reflected  on  the  buyer,  but 
was  a  matter  of  superior  knowledge. 

Then,  again,  an  additional  safeguard  is  the  order 
in  all  the  stores  that  every  manufacturers'  salesmen 


is  to  be  given  a  hearing  and  a  right  to  exhibit  his 
goods.  A  record  is  kept  of  each  "exhibit,"  and  a 
perfect  check  is  maintained  on  prices  and  success- 
fully prevents  a  buyer,  even  if  he  wants  to  be  dis- 
honest, from  buying  in  any  but  the  cheapest 
markets.  But  putting  all  such  precautions  aside  for 
the  moment,  there  is  a  very  old  plan  still  left  to  pre- 
vent graft  and  that  is,  in  the  words  of  Mr.  Johnson, 
of  the  John  Murphy  Company: — "We  only  employ 
honest  people;  when  we  find  them  otherwise — and 
by  our  system  it  wouldn't  take  long — they  are  dis- 
charged." And  so  it  is  all  through  the  act.  "Sys- 
tem" kills  the  grafter,  and  his  chances  are  reduced 
to  a  minimum. 

HOW  STAFFS  ARE  SELECTED. 

Another  fact  that  perhaps  this  man  is  un- 
acquainted with  is,  that  the  department  manager 
does  not  select  his  own  staff  except  as  to  selling 
ability.  Each  store  has  an  employment  office,  and 
all  applicants  and  others  seeking  employment  have 
to  pass  the  almost  rigid  examination  of  its  officials. 
They  are  then  handed  over  to  the  department  requir- 
ing their  services. 

I5UYER  NOT  A  CREATION  OF  A  DAY. 

The  manager  of  a  department  in  a  big  store  is 
not  a  creation  of  a  day — he  has  either  grown  up  with 
the  business  he  is  now  with  or  has  graduated  in  some 
equally  large  store.  His  whole  career  is  known,  and 
he  of  necessity  is  a  smart  business  man,  and  is  it 
reasonable  to  suppose  he  is  prepared  to  sacrifice  his 
immediate  prospects  or  his  future  career  on  a  "crook" 
deal.  His  past  training  tells  him  that  the  "system" 
will  down  him  sooner  or  later,  and  he  cannot  play 
the  graft  game  with  more  than  two  firms  at  the  most, 
and  an}^  day  his  exposure  may  come.  As  the  man- 
aging director  of  one  of  the  big  stores  said:  Sap- 
posing  the  department  man  bought  from  A,  and 
refused  B  an  order,  although  he  was  50  per  cent, 
under  A  in  price.  What  would  B  do?  Why,  come 
to  the  head  of  the  firm,  and  then  where  would  Mr. 
Buyer  be?  The  whole  thing  is  too  absurd  to  even 
contemplate,  and  too  childish  to  even  reply  to. 

CHRISTIANITY  AND  BUSINESS. 

In  regard  to  the  Christian  end  of  the  speech,  the 
managers  say,  they  trust  we  are  all  Christians,  even 
if  we  do  not  parade  the  fact  to  the  public.  As  Mr. 
Sparling  pointed  out,  a  man  may  sometimes  get  into 
a  position  of  trust  under  the  cloak  of  religion,  and 
then  turn  out  a  crook.    But  he  can't  last  in  the  game. 
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"The  system"  kills  him  and  his  evil  doings  quickly. 
If  a  man  comes  to  me,  declared  one  manager,  and 
makes  the  excuse  for  some  error  he  has  committed, 
that  he  is  a  good  Christian,  then  is  the  time  to  keep 
your  eyes  wide  open.  Many  a  bad  act  is  done  under 
the  cloak  of  religion  by  men  who  prey  upon  the 
goodness  of  those  who  are  Christians. 

It  is  far  better  to  think  everyone  is  honest  until 
j-ou  find  out  your  mistake,  declared  Mr.  Sparling. 
Supposing,  he  said,  we  looked  upon  everyone  who 
came  into  Goodwin's  store  as  dishonest,  where  should 
we  be?  AVe  find  very  few  people  who  are  really  dis- 
honest, and  if  that  is  so  with  the  public,  why  should 
it  not  be  so  with  the  department  manager?  I  ought 
perhaps  to  tell  you  that  our  department  managers 
could  not  make  money  out  of  selling  to  the  public 
underpriced,  as  we  charge  everything  to  them  at 
selling  price,  and  they  have  to  return  to  us  the  full 
amount.    So  where  does  the  graft  come  in? 

"I  don't  know  who  this  man  is,"  added  Mr.  Roth- 
well,  "but  I  will  grant  him  this  much:  Twenty-five 
years  ago  a  wave  of  graft  swept  over  the 
country.  Perhaps  his  business  mind  (if  he  has  a 
business  mind),  stopped  dead  at  that  period,  and  has 
not  advanced  with  the  times.  If  he  would  only  read 
his  newspapers,  study  his  fellow-man  of  to-day,  he 
would  know  that  little  or  no  grafting  can  now  take 
place.  If  it  does,  some  of  the  smartest  business  men 
have  failed  to  discover  its  birth  or  secret.  'Be  just  to 
all  men,'  is  a  fine  old  Christian  saying." 


Itinerary  of  English  Manufacturers 

The  party  of  English  manufacturers  who  arrived 
in  Quebec,  June  6,  with  the  object  of  ascertaining 
what  opportunities  Canada  offers  for  increased  busi- 
ness in  the  different  lines,  first  took  in  the  Maritime 
Provinces.  They  were  scheduled  to  reach  Montreal, 
June  16;  Ottawa,  .Tune  17;  Toronto,  June  18;  Nia- 
gara, June  20;  Hamilton,  June  20;  London,  Juno 
21;  Brantford.  .Tune  21;  North  Bay  and  Cobalt, 
June  22.  The  itinerary  arranged  for  the  west  is  as 
follow.^: 

Arrive  Poll  Arthur,  Sunday,  .Tune  23,  8  p.m.; 
leave  E'ort  Arthur,  Monday,  June  24,  7  p.m.;  arrive 
Winnipeg,  Tuesday,  June  25,  9  a.m.;  leave  Winni- 
peg, Wednesday,  June  26,  8  p.m.;  arrive  Saskatoon. 
Thursday,  June  27,  noon;  leave  Saskatoon,  Thurs- 
day, June  27,  8  p.m.;  arrive  Edmonton,  Friday, 
June  28,  8  a.m.;  leave  Edmonton,  Friday,  June  28, 
midnight ;  arrive  Calgary,  Saturday,  June  29,  7  a.m. ; 
leave  Calgary,  Saturday,  June  29,  8  p.m.;  arrive 
Banff,  Saturday,  June  29,  11  p.m.;  leave  Banff, 
Monday,  July  1,  9  a.m.;  arrive  Glacier,  Monday, 
July  1,  3  p.m.;  leave  Glacier,  Monday,  July  1,  6 


p.m. ;  arrive  Vancouver,  Tuesday,  July  2,  noon ; 
leave  Vancouver,  Thursday,  July  4,  10  a.m.; 
arrive  Victoria,  Thursday,  July  4,  2.30  p.m. ;  leave 
Victoria,  Saturday,  July  6,  2.15  p.m. ;  arrive  Van- 
couver, Saturday,  July  6,  6.45  p.m. ;  leave  Vancou- 
ver, Saturday,  July  6,  7.30  p.m. ;  arrive  Laggan,  Sun- 
day, July  7,  10  p.m. ;  leave  Laggan,  Monday,  July  8, 
midnight;  arrive  Calgary,  Tuesday,  July  9,  4  a.m.; 
leave  Calgary,  Tuesday,  July  9,  11  p.m. ;  arrive  Leth- 
bridge,  Wednesday,  July  10,  5  a.m. ;  leave  Leth- 
bridge,  Wednesday,  July  10,  noon ;  arrive  Medicine 
Hat,  Wednesday,  July  10,  3  p.m. ;  leave  Medicine 
Hat,  Wednesday  July  10,  10  p.m. ;  arrive  Moose 
Jaw,  Thursday,  July  11,  7  a.m. ;  leave  Moose  Jaw, 
Thursday,  July  11,  noon;  arrive  Regina,  Thursday, 
July  11,  2  p.m.;  leave  Regina,  Friday,  July  12,  10 
p.m. ;  arrive  Brandon,  Saturday,  July  13,  7  a.m. ; 
leave  Brandon  Saturday,  July  13,  2  p.m. ;  arrive 
Winnipeg,  Saturday,  July  13,  6  p.m.;  leave  Win- 
nipeg, Sundaj^,  July  14,  11  p.m. ;  arrive  Montreal, 
Tuesday,  July  16,  11  p.m.;  Montreal,  Wednesday, 
July  17;  Thursday,  July  18;  Friday,  July  19,  em- 
bark, 10  p.m.;  sail  from  Montreal  or  Quebec,  July 
20;  due  liverpool,  July  27. 


-^ 


Bargains  vs.  Regular  Lines 

The  advertising  manager  of  one  of  the  most  ex- 
clusive dry  goods  houses  in  New  York  is  quoted  as 
saying  that  in  his  experience  the  advertising  of  bar- 
gain sales  cannot  materially  affect  the  selling  of  the 
regular  goods,  since  the  particidar  customer  hardly 
ever  patronizes  the  usual  advertised  bargain  sale. 
This  customer  who  really  wants  values  and  a  selec- 
tion, always  prefers  to  pay  a  little  more,  which  might 
be  asked  at  the  regular  counter,  where,  from  the 
regular  stock,  she  has  an  opportunity  of  making  a 
choice,  whereas  if  she  waits  for  the  sales,  she  is 
obliged  to  take  "pot  luck"  with  the  other  patrons  at 
the  bargain  counter.  This  is  especially  true  in 
choicer  merchandise,  and  also  will  be  true  of  any 
shop,  no  matter  where  established.  This  advertising 
man  continued  that  it  is,  however,  absolutely  neces- 
sary to  carry  on  a  certain  line  of  advertising  to  an- 
nounce to  the  public  that  they  are  still  "in  the  ring," 
and  no  matter  how  exclusive  a  business  may  be,  nor 
how  conservative  their  methods,  in  order  to  compete 
with  other  houses  in  the  same  line  of  business,  it  is 
a})solutely  necessary  to  always  "go  them  one  better." 

"There  seems  to  be  but  one  solution,"  he  con- 
cluded, "and  that  is  a  consolidation  of  general  busi- 
ness principles.  Then  this  so-called  stimulant  of 
close  competition  between  the  different  estnblish- 
ments  will  be  cut  out,  and  there  will  be  a  saner, 
cleaner  epoch,  in  business  circles." 


Train  People  in  Practical  Salesmanship 

A    work    that    is    now    being    assigned    to    experts    in    many    of    the    larger 

stores  —  An    instruction    department    to    fire    the    ambitions    of    indifferent 

members  of    the    staff  —  The    problem    discussed    from    the    viewpoint    of   an 

instructor  —  The  demand  of  specialization 


MUCH  attention  is  being  devoted  liy  large 
stores  to  the  instruction  of  new  employes  in 
the  elements  of  salesmanship,  and  to  im- 
parting a  practical  knowledge  of  the  goods  which 
they  are  expected  to  sell.  It  is  recognized  that  much 
of  the  indifference  in  a  salesforce  is  due  to  a  lack  of 
just  such  training  and  knowledge.  How  to  tire  the 
ambition  of  these  people  is  a  problem  that  is  now 
being  handled  by  experts  with  excellent  results.  The 
following  article  by  J.  H.  Alleman,  head  of  the  in- 
struction department  of  Mandel  Bros.,  Chicago, 
not  only  emphasizes  the  requirements  of  modern 
salesmanship,  but  it  affords  an  interesting  instance 
of  the  serious  view  of  the  matter  taken  by  this 
organization : 

The  indifference  and  inefficiency  of  salespeople 
are  evils  from  which  customers,  merchants  and  sales- 
people themselves  alike  must  suffer;  the  salesperson 
because  of  the  meager  returns  for  the  kind  of  service 
rendered ;  the  customer  from  the  inattentive  and  un- 
satisfactory manner  in  which  she  is  served,  and  the 
merchant  from  the  lo.ss  of  sales  because  of  the 
methods  of  such  salespersons. 

It  is  the  purpose  of  this  organization  to  train 
those  connecting  themselves  with  this  house — espe- 
cially the  younger  and  less  experienced  ones — along 
the  lines  of  practical  salesmanship,  and  to  do  it  ener- 
getically, systematically  and  persistently. 

While  recognizing  the  fact  that  salesmanship  is 
an  art  that  has  to  be  acquired  by  coming  in  touch 
with  the  customers,  there  is  much,  however,  that  can 
be  suggested  to  those  of  limited  experience,  which 
will  be  helpful  to  them  in  producing  the  results  de- 
sired. If  you  make  an  unfavorable  impression  be- 
cause of  discourtesy,  impatience,  indifference,  a  dis- 
play of  temper,  by  being  impolite  or  by  an  un- 
willingness to  show  goods  cheerfully,  you  lose  much 
yourself  as  an  employe,  and  your  employer  loses 
much  more. 

There  are  certain  elements  of  character  essential 
to  the  development  of  a  successful  salesman  or  busi- 
ness man,  viz. :  Honesty  in  statement,  courtesy,  tact, 
and  self-control.  These  qualities,  if  properly  de- 
veloped, will  mean  much  to  you  if  you  are  looking 
for  advancement  in  the  business  world.  The  larger 
organizations  of  the  country  are  constantly  looking 
for  people  competent  to  fill  positions  of  trust  and  re- 
sponsibility, and  the  one  with  the  practical  knowl- 
edge of  the  business,  possessing  a  well  rounded,  well 


balanced  character,  usually  lands  the  job  and  holds 
it.  Specialization  is  the  order  of  the  day,  and  the 
time  is  rapidly  approaching  when  the  selling  force  of 
every  large  organization  will  have  to  be  systemati- 
'cally  trained  in  order  to  keep  pace  with  the  special- 
ization of  the  industry. 

STICCESSFUL    SALESMANSHIP. 

To  become  a  successful  salesperson  one  must 
have  a  thorough  knowledge  of  the  goods  offered  for 
sale;  in  fact,  must  be  an  expert  in  the  line  and  not 
merely  a  counter  attendant.  If  a  customer  asks  for 
some  article  of  merchandise  in  your  section  and  you 
merely  show  it,  quote  the  price  and  await  the  deci- 
sion of  the  prospective  buyer,  you  are  not  a  salesman 
— you  are  merely  a  counter  server,  and  there  is  no 
reason  why  you  should  hope  for  a  more  satisfactory 
position,  or  an  advance  in  salary.  If,  however,  you 
show  a  thorough  knowledge  of  the  goods  you  are 
selling,  and  if  by  affability,  diplomacy  and  polite- 
ness, and  a  genuine  enthusiasm  for  your  work,  you 
show  your  interest  in  serving  a  particular  customer 
in  a  particular  way,  you  have  much  reason  to  hope 
that  better  results,  better  position  and  better  salary 
will  be  forthcoming. 

When  serving  a  customer,  individual  attention 
should  be  given  imtil  the  transaction  is  closed. 

Goods  should  be  shown  freely,  whether  the  cus- 
tomer wishes  to  purchase  or  not.  Offer  suggestions 
freely  as  soon  as  you  discover  such  procedure  would 
not  be  objectionable.  There  are  many  people  who 
are  slow  to  arrive  at  conclusions  and  who  appreciate 
a  salesperson's  aid  in  making  selections. 

Study  to  recognize  promptly  the  particular  type 
of  personality  that  confronts  you,  and  to  grasp  the 
point  that  makes  the  strongest  appeal  to  your 
customer. 

To  one,  you  might  make  your  appeal  from  a 
standpoint  of  utility;  to  another,  beauty,  and  to 
another,  durability  might  be  a  matter  of  greater  in- 
terest; but  remember,  whatever  point  you  are  mak- 
ing, to  keep  in  mind  constantly  that  which  lies  just 
beyond — the  bringing  about  of  a  decision  on  the  part 
of  the  customer  to  close  the  deal,  and  buy  the  article 
you  are  showing. 

THREE   ELEMENTS. 

To  close  every  sale  there  are  three  critical  points 
that  demand  your  closest  attention,  viz. : 


DRY    GOODS    REVIEW      ♦ 


1st.     The  approach. 

2iid.    The  demonstration. 

3rd.     The  closing  of  the  transaction. 

To  be  really  successful,  every  salesperson  should 
give  much  thought  to  the  theory  and  practice  of  sell- 
ing. As  both  go  hand  in  hand,  much  thought  should 
also  be  given  to  subjects  which  fire  the  ambition, 
liroaden  the  mind  and  develop  the  character  of  the 
worker.  This  brings  to  mind  the  following  cjuota- 
tion: 

"There  are  few  who  succeed,  because  there 
are  few  who  think.  It  is  the  thinkers  who 
have  the  most  ambition,  the  most  enthusiasm, 
the  most  energy,  the  most  power,  and  are  the 
most  willing  to  learn.  It  is  the  thinkers  who 
solve  the  world's  problems  and  receive  the 
world's  reward." 

Eight  quotations,  framed  and  hanging  uji  the 
walls  of  the  Instruction  Room,  would  change  the 
whole  life  and  methods  of  the  indifferent  employe 
who  would  take  the  trouble  to  go  there  silently,  and 
read,  read,  and  read  again,  and  then  go  quietly  out 
and  think,  think,  and  think  again  along  the  lines 
suggested. 

Inasmuch  as  this  article  is  to  fire  the  indifferent 
and  inexperienced  ones  with  ambition  to  do  and 
accomplish  things,  and  to  say  .something  that  will 
assist  them  to  develop  into  careful,  courteous,  pain- 
staking, successful,  salespeople,  the  question  arises, 
How  can  it  be  done?  What  can  be  done  to  stem  the 
tide  of  general  carelessness? — carelessness  that  re- 
sults in  much  loss  to  the  house  on  account  of  errors 
and  inefficient  service,  and  requires  the  work  which 
should  have  been  done  right  in  the  first  place  to  be 
done  over  again. 

THE  INSTRUCTION   ROOM. 

The  instruction  department  is  under  orders  from 
the  management  to  put  forth  its  best  efforts  to  de- 
velop the  work  as  best  it  can  along  the  lines  laid 
down  in  this  article.  It  shall  be  our  constant  aim  to 
do  our  very  best  to  make  the  newer  element  of  the 
selling  force  thoroughly  familiar  with  the  general 
sy-stem  of  the  store;  to  instruct  as  far  as  we  are 
capable;  to  give  talks  on  salesmanship  and  on  the 
attitude  of  employes  to  the  firm,  to  customers  and  to 
fellow  employes;  to  prepare  subject  matter  for  de- 
livery to  classes  in  need  of  such  assistance  as  we  can 
render.  We  cheerfully  accept  the  work  laid  out  by 
the  management. 


Dry  Goods  Men  Organize 

Toronto  Merchants  to   take   steps  to  deal 
with  some  of  the  unfair  competitive  condi- 
tions —  To  take  matter  up  with  the^whole- 
sale  men. 

After  some  years  of  consideration,  the  retail  dry 
goods  merchants  of  Ontario  have,  at  last,  awakened 
to  the  fact  that  their  interests  require  that  they 
should  become  organized  so  as  to  remove,  if  possible, 
a  great  many  of  the  trade  evils  that  now  exist. 

At  the  first  meeting  for  this  purpose,  held  recent- 
ly, in  Toronto,  there  was  a  large  attendance,  and 
great  interest  taken  l:)y  those  present  to  secure,  if  pos- 
sible, not  only  all  the  retail  dry  goods  merchants  in 
Toronto,  but  also  those  throughout  the  province. 

A  number  of  questions  came  up  for  consideration 
and  among  others  they  considered  that  they  should 
not  be  compelled,  through  unfair  competition,  to  sell 
a  large  number  of  staple  articles  at  no  profit,  that 
they  were  opposed  to  the  system  adopted  by  some 
manufacturers  of  allowing  departmental  s^orcs  and 
some  severe  price  cutters,  special  discounts  over  those 
allowed  to  the  legitimate  dealers.  The  Executive 
("Committee  was  appointed  to  take  this  mattev  up  with 
the  Wholesale  Dry  Goods  Association,  as  soon  as 
ihey  secure  additional  support  from  the  retail  dry 
goods  merchant's  of  Ontario.  The  "Dry  Goods  Sec- 
lion"  of  "The  Retail  Merchants'  Association  of  Can- 
ada" for  the  Province  of  Quebec  is  well  organized  ?nd 
ready  to  co-operate  with  the  retail  djy  goods  mer- 
chants of  the  Province  of  Ontario,  and  it  is  their  in- 
Icniion  to  have  a  joint  meeting  as  soon  as  possible. 

The  following  officers  were  elected' — R.  7::^.  Walk- 
er, chairman;  M.  J.  Crottie,  1st  vice-chairman;  W. 
Back,  2nd  vice-chairman;  H.  J.  Stron;.-;,  treasurer; 
W.  R.  Newman,  secretary;  H.  King,  Auditor. 


A.  Sommer  &  Co.,  Ltd.,  Montreal,  manufacturers 
of  ladies'  garments,  have  purchased  a  site  on  Berthe- 
let  Street,  and  will  erect  a  ten-storey  building  to  cost 
about  $600,000.  The  new  building  will  be  used  for 
offices  and  light  manufacturing. 


Parisian  Model  Houses  Make  big  Profits. 

DrecoU,  Ltd.,  Paris,  like  many  other  of  the 
famous  French  dressmaking  houses  are  largely  con- 
trolled by  British  capital,  and  therefore  the  annual 
meetings  of  directors  and  shareholders  are  held  in 
London.  The  firm,  as  at  present  organized,  has  only 
been  in  business  for  years.  The  first  balance  sheet 
presented  in  1908  showed  a  gross  profit  of  £124,830 
9s.  9d. :  in  1909  it  rose  to  £126,980  17s.  9d,  in  1910 
to  £184,996  19s.  lOd.,  and  last  year  to  £137,283  17s. 
3d.  The  net  profits  available  for  distribution  since 
the  company  was  formed  amount  to  a  total  of  £241,- 
671  12s.  3d.,  after  providing  for  all  current  ex- 
penses, bad  debts  and  for  an  ample  sinking  fund. 
The  dividend  now  paid  represents  12  per  cent,  per 
annum  for  the  present  j'^ear  on  the  preferred  ordin- 
ary share  capital  paid  up,  and  9s.  per  share  on  defer- 
red shares — that  is  in  addition  to  7  per  cent  fixed 
preferential  dividend  an  additional  dividend  of  5 
per  cent,  has  been  paid. 


>s^y^ 


EIT  GOODS  NEWS 


Continued  cold  weather  has  created  demand  for  the  new  numbers  in  sweater 
coats  —  Novelty  the  outstanding^  feature  —  Middy  sweaters  for  misses  — 
Norfolk  blazers  creating  considerable  interest — Carried  both  in  knit  goods 
and  ready-to-wear  sections  —  How  they  will  affect  the  sweater  coat  demand 


WHOLESALE  and  retail  stocks  of  sweater 
coats  are  now  forward,  and  Summer  tourist 
selling  has  commenced  with  first  announce- 
ments by  merchants  that  new  garments  have  arrived. 
Continued  cold  weather  has  made  the  demand  for 
new  numbers  more  pronounced  than  usual.  Many 
coats  are  therefore  being  bought  for  utility  wear  for 
cool  days  and  chilly  evenings.  Early  conditions  arc 
just  as  expected  and  the  novelty  of  this  season's 
sweater  coats  has  resulted  in  the  predicted  rush, 
Those  who  anticipated  this  early  demand  are  in 
.«hape  to  size  up  the  selling  merit  of  each  number 
stocked. 

SUCCESS    IN    NOVELTY. 

Novelty  is  the  key  to  the  wIkiIo  situalion.  First 
shi])ments  are,  of  course,  on  l)etter  numbers  for  this 
reason,  although  cpantities  received  so  far  are  not  as 
largo  as  expected,  especially  on  higher-priced  gar- 
ments. Assortments  shown  in  retail  stores  range  up 
to  $17  the  garment,  and  the  highest-priced  model  is 
an  all-silk,  fancy  stitch  coat  with  military  collar, 
crochet  biittons  and  loops,  in  a  rich,  self  brown 
shade.  With  most  merchants  the  retailing  price  of 
the  best  sweater  coat  stocked  has  been  limited  to  $;" 
except  sample  garments  to  tone  up  stock  and  win- 
dows. 

From  present  indications,  novelty  garments  for 
early  Fall — August,  September  and  October  selling- 
— will  have  still  greater  success  for  several  reasons. 
Selections  in  the  wholesales  are  usually  limited,  for 
retail  buyers  choose  their  own  novelties  and  later 
business  on  repeats  in  the  warehouse  is  more  staple. 
In  this  respect,  this  season's  selections  for  Fall,  both 
in  size  of  assortment  and  correct  styles  are  more  com- 
prehensive than  in  previous  seasons. 


THE    FAVORED   KNITS   AND   COLORS. 

Judging  from  early  selling  and  general  trend, 
the  development  of  the  season  will  be  interesting  and 
profitable.  So  far  new  soft  tones  in  tans,  grays  an-l 
greens  sell  as  fast  as  they  are  passed  into  stock.  Car- 
digan 1 1 1  rib  and  fancy  stitches  in  links-and-links 
and  shell  weaves  are  all  selling  well  with  the  first 
ijreferred.     Insertion  weaves  with  wood  silk  are  suc- 


Middy  pullover  sweater  in    contrasting-   or    self 
shades  in  the  season's  prevailing  colors ;  ribbon- 
laced  front  and  hood  with  large  bows.    Courtesy 
Scott  Knitting  Co.,  Toronto. 


Dry  Goods  Review 


KNITTED     GOODS 


We  are  now    receiving    and    putting    into  stock 
complete    ranges 


Of  ^GUfeenQualUy' 


Hosiery  and  Gloves  for  Women  and  Children. 

Also  Kf^QuciliJi/l 


Men's  Half  Hose 


for  Spring  1912. 


MAIL  ORDERS  WILL  RECEIVE 
OUR    PROMPT     ATTENTION. 


THE  RICHARD  L.  BAKER  CO.,  TORONTO,  ONT. 


ARE  YOU  ALIVE? 


to  the  possibilities 
there  are  for  the 
merchant  who 
handles  a  reliable 
line    of    knit    goods? 

DOMINION 
SWEATER    ^ 
COATS 


are  perfectly 
made    from 
the    best    materia'. 
They    please    the 
wearer   and    build  a 
business  for  the  mer- 
chant   who    handles 
them. 
SEND    FOR    SAMPLES 


A.  Burritt  &  Company 

DOMINION    MILLS 
MITCHELL  -:-  ONTARIO 


THE  HALL-MARK  OF  Regristered  No.  262.006 

Maximum  Comfort  and  Durability 
at  Minimum  Cost. 

FIRST  in  the  Field  and  STILL  LEADIN6. 

Made  on  the  GRADUATED  PRINCI- 
PLE, and  starting  with  TWO  THREADS 
in   the   TOP,   it    increases    in    WEAR-RE- 
SISTING   PROPERTIES  as  it   descends. 
Thus  THE  LEG  HAS  THREE  THREADS, 
THE  INSTEP  AND  FOOT  FOUR,  and  the 
HEEL  and    TOE  FIVE.     By  this  process 
the  WEIGHT  and  STRENGTH  of  the 
Sock  are  where  they  are  most   needed 
IN  THE  FEET,  making  it  essentially 

A  HALF  HOSE 
FOR  HARD  WEAR 

Absolutely  Seamless. 
Perfect  in  Fit. 
Guaranteed  Unshrinkable 

THE  ACME  OF  PERFECTION  IN 
FOOTWEAR 

Tol  be'ilad    from    any  of   the  Leading 
Wholesale  Dry  Goods  Houses 
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Dry  Goods  Review 


cespful.  In  these  garments  white  and  black  is  ex- 
ceptionally striking  and  the  range  of  colors  is  white, 
cardinal,  soft  grays,  tans  or  Alice  blue  and  white 
with  these  shades.  Solid  colors  are  selling  in  staple 
garments  at  $2,  $2.50,  $3.50  up  to  $5. 

THE   KNITTED   BLAZER. 

Many  new  mmil)ers  of  sweater  coats  have  Ijeen 
placed  on  the  market  since  the  first  of  the  year. 
Merchants  have  added  these,  as  far  as  placing  would 
allow;  without  exceeding  stock  quantities  too  greatly. 
Middy  sweaters  for  misses  are  selling  now  and  new 
hooded  styles  in  several  designs  are  going  to  be 
wanted,  as  the  season  advances.  Few  long  coats  are 
seen,  except  in  brushed  styles  and  the  25  and  30 
inch  lengths,  28-30  inch  garments  sell  as  usual. 

Norfolk  blazers  are  of  most  interest  to  sweater 
coat  departments  at  the  present  time.  Some  con- 
troversy is  heard  about  their  location  in  ready-to-wear 
sections  and  the  selling  effect  on  sweater  coats.  Nor- 
folks  have  been  featured  in  larger  centres  in  heavy 
or  fine  serges,  ramie  linen,  ratine  and  other  sum- 
mer}^ cloths,  while  the  ranges  of  tennis  coats  have 
included  flannels,  ceylons,  domets  and  Saxonys  in 
correct  designs.  So  far,  Canadian  ready-to-wear 
manufacturers  are  making  a  fine  red,  cream  or  navy 
serge  Norfolk  with  white  or  self  collar  and  belt.  New 
numbers  are  planned.  Fine  French  flannel  or  ten- 
nis coats  are  not  made  here  yet,  although  scarcity  of 
proper  materials  has  caused  the  delay. 


Live  Merchants 

know  that  honesty  is  the 
best  policy  and  that  it  pays 
to  give  their  customers  the 
best  goods.  They  also 
know  that  there  is  no  " 
better  underwear  than 

TURNBULL'S 

PURE  WOOL  UNSHRINKABLE 

CEETEE 

AND 

RIBBED  UNDERWEAR 

Display  it  in  your  Windows 

Manufactured  by 

The  C.  Turnbull  Co.,  of  Gait,  Limited 

Gait,  Ontario 


Separate  Norfolk  eoat  of  fine  red  golf 
flaunel.  Box  pleats  over  shoulders, 
and  white  collar  and  belt.  Courtesy 
Gordon   Mackay   &   Co.,   Toronto. 

Prices  so  far  show  that  department  managers  are 
taking  advantage  of  the  novelty  and  several  gar- 
ments have  been  sold.  Buyers  feel  that  next  sea- 
son's demand  will  be  better,  especially  on  Norfolk 
blazers.  Some  designers  claim  that  flannel  garments 
were  only  a  short-lived  fad  in  larger  cities  because 
copies  in  cheaper  cloths  soon  cheapened  the  demand. 
However,  conditions  here  have  yet  to  be  proved. 

EFFECT   ON  SAVEATER   COATS. 

If  these  garments  are  stocked  with  Fall  coats  for 
early  trade,  most  stores  cannot  afi^ord  to  allow  knit 
goods  buyers  to  feature  No rf oiks  and  sweaters  to- 
gether. Sweater  coat  departments  will  not  be  affect- 
ed by  sales  of  Norfolks  at  present  prices,  but  as  gar- 
ments at  $5  and  $10  will  prevail  for  the  regular 
trade,  sales  of  high-priced  knitted  garments  may  be 
lessened. 

Knit  goods  buyers  have  the  alternative  of  show- 
ing striped  outing  and  Norfolk  blazers,  which  will 
eclipse  the  cloak  departments  showing  on  account 
of  the  prices.  As  a  coming  novelty,  these  knitted 
garments  should  prove  highly  profitable  for  Fall  and 
Christmas.  They  are  neat  and  striking  and  come 
in  rich  continuation  stripes  and  attractive  solid  col- 
ors as  desired. 

Several  new  numbers  in  sweater  coats  are  being 
prepared  to  go  on  the  road  for  Fall  sorting  trips. 
Manufacturers  are  now  visiting  New  York  and  other 
centres  searching  for  novelty.  The  trade  may  ex- 
pect that  knitted  Norfolk  blazers  and  outing  coats 
will  be  the  feature  added  to  tone  up  ranges.  Some 
imported  coats  will  be  shown  directly  and  numerous 
inquiries  show  that  the  trade  is  interested  in  this  de- 
velopment. 
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Radium  Hosiery 


r 


A  LONG  STEP  TO  PROFIT 


When  you  offer  your  women  patrons  hosiery  bearing  the  "Radium" 
label,  you  are  taking  a  long  stride  in  the  race  for  satisfactory  sure 
profits.  "Radium"  hosiery  is  moderate-priced  hosiery,  and  yet  every 
stitch  is  full  of  satisfactory  wear  and  real  service  to  the  wearer. 
Take  the  long  step  to-day  by  sending  in  a  sample  order. 


■>i 


V. 


.J 


Send  in  Rush  Order 

PERRIN  FRERES  &  CIE. 

28  Victoria  St.,  Montreal 


v.. 


TRADE  MARK 


ASK    FOR 


TRADE  MARK 


BURNLEY'S  WOOLS. 


REGISTERED 


Scotch 

Fingerings, 

Vanguard, 

I5's,   12's 

Fine. 

Hosiery 

Yarns, 

&c.,  &c. 


REGISTERED 


Soft 

Knittings, 

B.    Imperial, 

Soft  Spun 

Vanguard 

Fine. 

0^  and  00 

Worsteds, 

&c.,  &c. 


--^Si^J^^^-^^-^-'^r" 


ESTABLISHED    1752 


THOMAS    BURNLEY    &    SONS,  LIMITED 

MANUFACTURERS  OF  SCOTCH  FINGERING  &  KNITTING  WOOLS 

GOMERSAL    MILLS,    nr.  LEEDS,    ENGLAND. 
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The  Review  is  the  Official  Organ  of  the  Window  Trimmers'  Association 


Merchandising^  during'  July  —  Windows  must  maintain  enthusiasm  in  spite 
of  hot  weather  —  Lines  on  which  interest  can  be  aroused  —  Frequent 
change  in  displays  more  to  be  desired  than  showy  trims  —  Alternate 
windows  —  How   to  conduct   each  department  so  that  all   may  share   in 

month's  business 


IN  JULY  merchandising  it  will  be  found  neces- 
sary to  feature  strongly   Summer  goods  such  as 

gauzy  underwear  and  hosiery,  lightweight  outer 
garments,  parasols,  as  well  as  comforts  and  accessor- 
ies for  the  lawn,  verandah,  bungalow  and  camp. 
With  many  merchants,  the  July  clearance  sale  is  be- 
ing dropped,  and  greater  attention  is  now  devoted  to 
the  departments  named.  This  is  advi.sable  because 
items,  sufficient  to  effect  a  seasonal)le  clearance,  are 
offered  during  the  extra  half-holiday  sales.  The  suc- 
cess of  these  events  in  reducing  stock  gives  more  op- 
portunity and  space  to  hot  weather  merchandising, 
allowing  enough  offerings  to  keep  things  humming, 
clean  up  every  section  of  the  store,  as  in  other  years, 
and  increase  business  for  the  month. 

Fall  campaigns  start  as  early  in  August  as  stock 
is  in  shape  to  go  ahead.  AVhile  some  clearance  is 
still  necessary  at  that  time  it  is  of  first  importance 
that  qualities  do  not  hamper  an  early  start. 

BEST   LINES   TO   DRAW    CUSTOMERS. 

Window  schedules  do  not  follow  any  particular 
routine,  but  are  likely  to  be  a  series  of  one-price 
trims,  according  to  the  plan  of  hour  sales,  half-day 
sales  and  Saturday  bargains.  Different  attractions 
must  necessarily  be  snaps  which  are  either  clean-up 
from  stock  or  values  that  will  keep  up  sales.  They 
may  be  bought,  if  thought  advisable,  for  these  num- 
erous events.  Some  of  the  best  lines  to  draw  cus- 
tomers include  mitre  squares,  cretonnes,  blankets, 
verandah  screens,  blouses,  undervests,  sunshades, 
muslins,  kimonas,  and  culls  from  dress  goods,  ready- 
to-wear,  carpets  and  housefurnishings  and  other  sec- 
tions. 


Trimmers  and  ad. -men  will  find  their  duties 
light  if  each  department  manager  is  requested  to 
throw  out  all  slow  patterns,  qualities  and  styles  so  as 
to  leave  stock  entirely  clean.  All  that  is  required  is 
to  see  the  goods  and  assure  the  heads  that  the  de- 
partment need  not  worry  about  having  to  accept  any 
quantities  back.  These  goods  are  assorted  into  lots 
and  any  balance  left  at  the  end  of  each  week  is  re- 
duced to  the  next  lower  price  in  the  same  line. 

Windows  changed  every  day,  are  more  to  be  de- 
sired than  showy  trims  and  sometimes  by  combining 
clearing  numbers  from  different  departments,  effect- 
ive stocky  displays  are  made.  Neat  trims  are  pre- 
ferred and  if  the  goods  are  arranged  so  that  they  can 
be  got  at  easily  by  salespeople,  sales  are  quicker.  Be- 
ing short  ends  or  odd  garments,  the  balance  has  to 
be  put  in  the  window  to  show.  Unless  a  time  is  speci- 
fied, the  piece  is  taken  out  when  wanted  for  custom- 
ers, and  as  the  trim  is  changed  next  day,  the  effect 
on  the  window  does  not  matter.  A  little  attention 
before  closing  hour  will  make  displays  presentable 
over  night. 

TRIM    ALTERNATE    AVINDOWS. 

Perhaps  a  better  way  is  to  dress  alternate  win- 
dows and  keep  sale  displays  a  day  or  two  ahead  of 
the  time  stated.  Previous  to  the  sale  hour,  remove 
the  goods  to  the  sale  space  and  immediately  redress 
the  window  with  the  bargain  for  the  next  event  not 
on  view.  Such  aggressive  methods  may  be  criticized 
as  cheapening,  but  in  July  any  business  can  afford  to 
take  advantage  of  the  best  medium  for  Summer  sales 
and  make  these  displays  help  sales  on  midsummer 
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merchandise  by  bringing  customers  out.  Stock  is 
fresher  in  the  Fall,  if  care  is  taken  to  carry  no  lines 
that  will  be  neglected  next  season  or  on  which  inter- 
est is  likely  to  be  lost  in  favor  of  newer  lines. 

Several  departments  have  already  been  reduced 
to  normal,  but  it  is  safer  to  take  each  section  separ- 
atelv.     In  reducing  wash  goods,  merchants  like  to 


'L^oajT 


ion 


f^'"' 


ifj-i'"^ ' 


1 

[VENTE 

1  '''^"'1 

BUNCHES 

m 

# 


Cards  u.'^ed   by  J.  H.  Koy  in   his   "Exposition   des  Modes" 

at  the  opening  of  the  Spring  season  for  the 

Paquet  Co.,  Quebec. 


have  everything  over  25c  sold  at  this  time.  Short 
lengths  and  slower  patterns  start  to  clear  at  19c  or 
21c  yard  and  8V2C  and  dY^c  are  both  good  clearing 
prices  for  muslins  or  ginghams.  Ultimately,  any- 
thing up  to  15c  or  even  higher,  is  sold,  first  at  7V2(^ 
and  any  balance,  later  at  oc  yard,  finishing  the  wash 
goods  section  so  that  kimona  cloths  and  wrapper- 
ettes  are  brought  forward  to  fill  space.  This  is,  for- 
tunately, an  all-white  season  and  prices  can  be  main- 
tained .somewhat  later  and  less  quantities  are  to  be 
reduced. 

Fancy  parasols  are  averaged  and  combined  with 
wash  goods  displays.  With  a  little  effort  and  prices 
like  $1.39,  $1.98  up  to  $4.98,  parasol  stocks  clean  up 
and  sometimes  buyers  can  handle  a  sample  lot,  if 


Figures  of 


Quality 


This  is  the 
opinion  of. mer- 
chants     who      use 
'"Richardson's  "   Wax 
Figures — merchants     who 
watch  results  and  know  what 
brings  the^best  profits.     No.  47  is 
our  standard  figure    for   general   dis- 
play of  ladies'  costumes.  Richardson's  al- 
ways have  and  will  depend  on  quality  rather 
than^price  for  patronage. 


RICHARDSON'S 


WAX 
FIGURES 

Our  forms  are  from 
New  York  models, 
and  conform  to  the 
latest  fashions,  giv- 
ing the  proper  drape 
to  the  gown,  showing 
it  off  to  the  best  ad- 
vantage in  the  most 
lifelike  poses. 

Our  wax  work  is  a 
marvel.  The  poise  of 
the  head,  the  deli- 
cately refined 
and  beautiful 
fure  enhances 
appearance      of 


face 

coif- 

the 

any 

and  is  irresist- 


gown 
ible. 

No.  47A — Evening 
Costume  Figures,  ex- 
tra low  bust.  Special 
hard  wax.  The  very 
best  in  every  par- 
ticular, $40.00. 

No.  47B — Same  as 
47A,  with  jointed 
arms,  and  wax  half- 
arms  and  hands, 
$35.00. 

No.  47 — Same  as 
47A,  ordinary  bust, 
jointed  arms  and  wax 
hands,  $27.00. 

Indestructible  hands, 
or  half  arms,  furnish- 
ed at  the  same  price  if 
desired. 

20  years|experlsnce 
in  making  wax  fig- 
ures and  forms.  Our 
guarantee  goes  with 
everything  sent  out. 

Ask    for    quotations    on 

clothing  racks  and 

fixtures. 


Catalogue  on  request 

A.  S.  Richardson  &  Co. 

99  Ontario  Street     :  :    TORONTO 
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C.W.T.A.    Men    Who    Are    Doing   Things 


«'  U  O  much  has  been  said 
about  window  trim- 
ming and  card  writing 
by  the  best  men  in 
United  States  and  Can- 
ada, that  one  may  think 
that  there  is  nothing  else 
to  do  but  fold  your  ai*ms 
and  let  things  run  as 
they  are.  If  you  think 
so — Wake  up !  You  are 
on  the  wrong  road.  We 
are  only  beginning,  for 
there  is  practically  no 
end  in  the  art  of  window 
trimming  as  a  business 
getter  no  matter  if  you 
are  with  a  high-class 
store,  medium,  or  with 
a  very  cheap  class  trade. 
Up-to-date,  classy  and 
business-like  showings 
will  eventually  draw  the 


J.   H.    ROY 

For  four  years  head  window  trimmer  and  card 

writer  for  the  Paquet  Co.,  Quebec.    He  has  been 

seven   years    witli  the   firm,   and    was    formerly 

in  Boston  and  Fitchburg,  Mass. 

(See  window  and  cards  on  another  page.) 


people  to  your  store. 
Once  inside  do  not  dis- 
appoint them.  Have 
your  interior  displays  as 
neat  as  your  windows. 
Have  it  inviting.  That 
is  the  whole  thing  in  a 
nut-shell. 

The  C.W.T.A.  has 
started  the  ball  rolling 
for  Canada,  and  there- 
fore every  window  trim- 
mer should  give  it  a 
hand.  Help  make  it  a 
success  by  attending  the 
great  Convention  in 
August.  You  will  greatly 
benefit  by  it,  for  this 
Convention  enjoys  the 
patronage  of  some  of 
the  best  window  trim- 
mers in  America." 

.1.   H.    ROY. 


This  window  by  J  H.  Roy,  for  the  Paquet  Co.,  Quebec,  was  6  x  18  feet,  floor  covered  with  white  felt  ;  sides  of  green 
plush  background  panels  made  of  2-inch  lumber  and  beaver  boards;  at  the  top  a  panel  of  foliage  painting.  18-in.  high, 
over  this  pinks  and  leaves.  Two  fancy  lattice  pedestals  ornamented  with  red  pinks  and  a  large  globe  also  in  red 
at  the  top.  There  were  two  Empire  and  two  Tannehill  drapes  in  this  window.  Everything  made  and  painted  m 
the  window  trimming  department  by  Mr.  Roy's  assistants.     Cost  under  $10. 
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To  Be  Right  You  Should 
Use  the  Highest  Quality 
Wax  Figures  and  Dis- 
play Forms,  namely 

D.&P. 

Brand 


Our  drapery  forms  represent  the 
latest  in  vogue  in  Canada  and  the 
States.  We're  recognized  author- 
ities on  correct  forms  and  fixtures 
of  all  kinds. 

"D.  and  P."  wax  figures  are 
life-like  and  perfect  in  pose  of 
head  and  contour  of  features. 


Every  Ambitious  Merchant 

SHOULD 
READ 

SALES 
PL4NS 


A  collection  of 
three  hundred 
and  thirty-three 
successful  ways 
of  getting  busi- 
ness, iiicludinga 
great  variety  of 
practical  plans 
that  have  been 
used  by  retail 
merchants  to 
advertise  and 
sell  goods. 


PRICE  $2.50 

All  Orders  Payable  in  Advance. 
TECHNICAL     BOOK     DEPARTMENT 

MacLEAN   PUBLISHING    CO. 

143-149  UNIVERSITY  AVENUE    ::   TORONTO 


Dale  &  Pearsall 

106  Front  Street,  East 
TORONTO 


You  Can  Buy  a 

PAPER 
BALER 

FOR 


$2422 


"VTOU  needn't  let  price  stand  in  your  way  any  longer. 
■*■  You  can  buy  one  of  the  best  paper-baling  presses 
made  for  only  $24.00.  It's  our  Parr  Baler  and  can't 
be  excelled  by  any  press  of  the  same  capacity  selling 
for  twice  as  much. 

Our  Parr  Balers  come  in  four  styles  and  three  sixes,  priced  at 
$24  00,  $28.00.  $30.00.  and  $38.00.  5  per  cent,  for  casfi  10  days. 
They  are  ttrone  and  riuid  and  will  stand  lone  service.  Easy  to 
operate.  Require  little  space.  Tell  us  your  requirementB  and 
^ve'Il  tell  you  which  siz*  to  buy.  Cut  shows  our  "Improved" 
Purr  Haler. 

THE  DAVENPORT  PRESS.  $35.00 

is  our  best  type  of  baler.  It  is  exceedingly  powerful  and  is  now 
used  in  over  5,000  stores.  This  press  performs  itc  work  as 
well  as  any  $65.00  or  $75.00  baler. 

Descriptive    cii  cular    with    full    information    on   request. 

Wt  help  you  sell  your  waste  at  best  pi  ices.    Agents  wanted. 

SHIPMKNTS  F.O.B. 

Davenport  Mfg.  Co.,   ZT^'l: 
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one  is  offered,  and  the  best  in  the  lot  are  leaders  to 
retail  at  $4.98. 

Snaps  in  Summer  hosiery  and  gloves  are  cleared 
(except  those  staples  to  be  carried  often)  at  50c  lines 
for  39c  and  25c  lines  for  19c.  Outside  of  regular 
values,  25c  is  the  highest  price  of  any  novelty  in  hos- 
iery. Smallwares,  laces  and  embroideries,  either 
comprise  ends  made  from  short  stock  lengths  or  cart- 
ons usually  available.  By  this  time  underwear  as- 
sortments are  reduced  so  that  any  odd  lines  on  hand 
will  clean  up  at  19c,  or  fit  in  with  an  advertised  line 
of  "seconds"  at  2  for  25c  or  9c  each. 

General  lines  in  departments  will  be  specially 
purchased  leaders,  mostly  staples  wanted  at  this  time 
and  comprising  towelling  towels,    lawns,     nainsook 


tabling,  sheets, 


sheeting  and  awnina;  ducks. 


READY-TO-WEAR    FEATURES. 

Although  ready-to-wear  departments  have  shown 
unusual  growth  in  the  matter  of  Summery  lines, 
some  clearance  is  still  necessary.  Two  departments 
are  heavy,  blouses  and  dresses.  Odd  prices  help 
when  odd  numbers  are  included  at  lower  prices  and 


the  limit  of  the  first  is  $5.00  and  for  dresses  $25. 
Final  prices  on  suits  and  silk  coats  are  quoted,  prob- 
ably $9.95  or  $10.95.  Some  odd  Spring  coats  are  let 
go  at  $4.98  and  skirt  stocks  cleaned  up  at  $3.98  and 
$4.98.  Suitable  window  groups  of  these  lines  can  be 
arranged  either  for  sale  days  or  preceeding  July  12th. 

Good  showings  are  prepared  by  the  home  fur- 
nishing section  to  prolong  the  season,  and  although 
business  is  not  over  brisk  these  attractions  arouse 
interest.  Numerous  new  lines  in  verandah  and  out- 
ing supplies  at  regular  prices,  including  short  lengths 
of  carpets  for  boats  at  odd  prices,  make  window  dis- 
plays. All  oilcloth  and  matting  remnants  are  meas- 
ured and  put  in  the  window  for  a  morning  stir.  Any 
clearance  necessary  in  rugs,  carpets,  window  shade.'', 
lace  curtains,  pillows,  etc.,  is  effected  by  counter  or 
floor  display  and  tickets. 

INTERESTING   THE   VISITOR. 

Several  special  displays  are  made  in  catering  to 
mid-Summer  business.  In  towns,  located  near  Sum- 
mer resorts,  business  is  augmented  by  demonstraliiig 
to  visitors  the  advantage  of  buying  Canadian  goods, 


This  window  by  J.   H.  Hoy  for  the  Paqiiet  Co.,   Quebec,  is  7  x  12  feet.     Floor  covered   with    white    felt;   green    phish 

curtains  for  sides  and   background.    In  front  of  this  in  centre    were    two    large   pillars,    and    between   these    a 

scenic  panel,  with   red  velvet  curtains  and  figure  entering  from  the  garden   with  basket  of    roses.     This 

model  was  draped  with  a  bordered  challie,  the  florals  were  pink    and   red  roses  and   also   apple 

blossoms  coming  from  beneath  the  wall.     The  window  cost  about  |20. 
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A  window  in  honor  of  the  June  bride,  by  Jas.   McMillan,   for    H.  S.   Terris    &    Co.,  Springhill,  N.S.     An    artistically 
draped  figure  is  posed  in  the  midst  of  a  display  of  suggestions  for  wedding  favors  selected  from  different  de- 
partments.   At  one  side  was  a  tiny  figure  representing  cupid  with  his  arrow,  and  a  show  card  reading 
"The  innocent  cause  of  it  all."    Ihe  window  was  inexpensive  and  exceedingly   attractive. 


such  a^  blankets,  comforters,  dress  goods  linens  aud 
many  staples. 

Vacation  suggests  flags,  pennants,  picnic  supplies 
and  boating  requisites.  Novelty  sweater  coats,  scai  fs. 
blazers  and  Norfolks  are  striking  on  account  of  their 
bright  colorings  and  styles  this  year.  Either  separ- 
ate trims  or  vacation  groupings  with  simple  back- 
ground are  good  business. 

A  fancj^  goods  window  is  planned  for  the  middle 
of  the  month.  Customers  have  leisure  time  to  devote 
to  this  work  and  displays  to  interest  thorn  include 
new  embroidering,  flosses  and  wools,  silks,  cushion 
lops,  denims,  forms,  felts  for  pennants,  linens,  g-iest 
towellings  and  fancy  work  accessories.  A  good 
stocky  display,  enhanced  by  elaborate  pieces  is  best. 


MUST    KEEP    UP   ENTHUSIASM. 

Several  salespeople,  including  dressmaking  and 
millinery  staffs,  are  on  holidays,  but  the  wiaJow 
trimmer's  duties  are  no  less  urgent  because  of  lessen- 
ed staffs.  Enthusiasm  must  be  maintained.  Values 
offered  are  good  advertising  for  the  windows  as  well 
;is  the  store. 

Sometimes  profits  are  small,  but  it  is  found  better 
to  sell  some  goods  at  a  loss  to  eliminate  then..  If  first 
quotations  were  right  there  is  some  satisfaction.  Cus- 
tomers getting  these  bargains  are  usually  advertisers 
for  the  firm.  The  closeness  of  reduction  depends  a 
lol  on  the  Aveather  and  windows.  Success  attends 
careful  merchandising. 


SAVE 


Time,   Money,  Trouble 

For  Your  Customers  and  Yourself 


by  installing  the  "  PERFECT "  Cash  and  Parcel  Carrier,  It  works 
quickly  and  easily,  saving  your  salespeople's  time  and  giving  your 
patrons  better  service.  This  is  a  great  drawing  card  for  your 
store  and  one  which  will  mean  money  for  you. 

WRITE  FOR  FULL  PARTICULARS. 

Hamilton  Brass  Mfg.  Co.,  Limited,     Hamilton,  Ont. 

MONTREAL  OFFICE:    327  CRAIG  STREET  WEST 
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DRY    GOODS    REVIEAV 


Do  You  Want  to  Buy  Something 
That  You  do  Not  Know 
Where  to  Get? 


EVERY  month  The  Review  receives  letters 
from  subscribers  stating  that  they  are 
in  the  market  for  certain  goods,  but  that 
theydonotknow  where  they  can  be  procured. 

They  ask  us  if  we  can  tell  them  from  what 
source  they  can  procure  the  wanted  articles. 
This  is  a  service  we  render  cheerfully. 

When  you  become  a  subscriber  to  The 
Review  this  service  is  part  of  what  you  buy. 

We  have  facilities  for  procuring  informa- 
tion about  new  goods,  novelty  lines,  articles 
not  usually  sold  in  dry  goods  stores  but  occa- 
sionally asked  for,  etc.,  and  these  facilities 
are  at  the  service  of  our  readers. 

We  are  glad  to  get  these  requests  for 
information  and  no  service  could  be  more 
cheerfully  rendered. 

CUT  OUT  THE  COUPON  BELOW, 
and  use  it  when  you  would  like  us  to  give 
you  information. 


THE  DRY  GOODS  REVIEW 

143  University  Avenue,  Toronto 


I 


THE  DRY  GOODS  REVIEW 

143  UNIVERSITY  AVENUE 

TORONTO 


For  Subscribers 


INFORMATION  WANTED 


DATE 


.igi 


PLEASE  TELL  ME  WHERE  I  CAN  BUY, 


NAME 

ADDRESS 


THE  BUYERS'  VIEWPOINT 

Gauze  flowers  are  appearing  and  it  is  expected  that  in 

these,  white  will  be  very  good. 
Rumor  has  it,  in  New  York,  that  willow  plumes  are 

to  have  a  new  lease  of  life. 
Two-tone  feathers  preferred  to  solid  colors. 


New  York's  Summer  Millinery  offerings  —  Demand  Panama  hats  —  Pink, 

blue,  lavender  and   mustard  are  favored  shapes   in   Summer  felts  —  Soft, 

natural  Milan  favored  —  Facings  going  out  but  upper  brims  are  trimmed 

with  satin,  silk  and  other  fabrics 

(Staff  ^Correspondence) 


New  York,  June  14. 

THE  panama  hat  is  now  the  first  consideration 
for  much  business  in  this  kind  of  millinery 
being  done.  Men's  hat  concerns  have  gone 
into  Panamas  for  women  and  are  meeting  with  suc- 
cess. Panamas  are  selling  as  low  as  $4.00,  the  scarf 
often  being  thrown  in,  but  good  panamas  are  bring- 
ing any  where  from  $15  up,  and  are  about  equally 
favored  either  banded  or  draped.  The  fad  for  white 
grosgrain  binding  and  bands  must  be  mentioned  in 
passing.  Occasionally,  one  finds  the  panama  trim- 
med with  wings  or  ecru  with  flowers  and  ribbon,  but 
this  is  the  exception  rather  than  the  rule. 

GAY   COLORS  IN    PELTS. 

Summer  felts  in  white  and  all  colors  are  also 
present  day  favorites.  These  have  telescope  crowns 
or  mound  crowns  and  oftener  have  rolled  than 
straight  brims.  Pink,  blue,  lavender  and  mustard 
are  the  favorite  shades.  Greys  and  biscuit,  the  more 
conventional  Summer  felts  are  also  used  but  the  gay- 
er colors  are  liked  best.  Peanut,  faced  with  colored 
Java,  are  among  the  outing  straws,  and  these  are 
pretty,  trimmed  with  velvet  or  satin  ribbon  match- 
ing the  facing  frequently  a  small  fancy,  carrying  out 
the  color  scheme  being  introduced. 

Summer  felts  bound,  and  sometimes  trimmed 
with  straw  are  among  the  novelties.  Mention  must 
also  be  made  of  white  corduroy  hats,  made  after 
the  tweed  cap  and  hat,  for  these  are  new  and  very 
smart  looking. 


Soft,  natural  Milan  is  a  Summer  favorite.  A 
binding  or  brim  facing  of  white  satin  or  velvet  is  a 
smart  touch  on  these  shapes  which  are  very  often 
trimmed  with  natural  uncurved  ostrich.  A  touch  of 
red  is  very  smart  on  white  hats  this  year.  Sometimes 
it  is  introduced  in  a  red  wing  or  in  a  brilliant  hackle 
cockade  or  small  pasted  fancy.  Cerise  is  also  very 
good  at  present  as  is  also  emerald  green,  and  biscuit 
and  old  blues  and  violet  shades. 

White  and  black  is  excellent.  White  satin  and 
ostrich,  white  wings  and  white  silk  on  black  is  good. 
Until  just  recently,  in  the  black  and  white  combin- 
ations, black  has  predominated,  but  now  that  the 
white  season  is  opening,  the  reverse  is  the  case. 

HATS  FOR  GARDEN  PETES. 

White  chip  is  now  in  vogue,  particularly  the  very 
limp  variety  in  wide  brim  hats  for  garden  fetes,  Sum- 
mer weddings  and  such  occasions.  White  hemps, 
also  very  flexible  are  also  very  good,  particularly  in 
double  brim  effects,  the  under  straw  being  in  black 
or  color,  caught  at  the  left  side  and  trimmed  there. 

Facings  are  going  out,  according  to  some  author- 
ities, but  the  upper  brims  are  being  trimmed  with 
satin,  silk  and  other  fabrics,  cut  to  fit  and  applied 
without  fulness,  and  brim  edges  are  subject  to  all 
sorts  of  hand  work,  puffings,  fancy  pleatings  and 
other  devices  being  very  good.  One  seldom  sees  a 
plain  edge  nowadays;  they  are  nearly  always  bo\md 
in  some  way.  Bands  on  black  being  the  most  favor- 
ed. 
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MILLINERY 
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Watteau  lingerie  model,   with  underbrim   trimming  of   large 
roses,  and  streamers  of  velvet  ribbon. 


IRREGULAR    SHAPES    VERY    SMART. 

Square  turbans,  bicornes  and  irregular  shapes 
nearly  tricorne  are  very  smart  as  are  also  slashed 
lirinis  and  brims  that  are  pleated  over.  The  shep- 
herdess is  a  popular  shape. 

Derbies  and  sailors  are  not  nearly  as  popular  as 
formerly,  and  milliners  rejoice  in  the  fact  that  much 
hand  work  is  favored  on  jiressed  shapes,  in  the  mat- 
ter of  bindings  and  various  Ijrim  decorations.     The 


\ei-y  small  turban  and  toque  is  also  giving  way  before 
the  medium  and  large  hat. 

TRANSPARENT  DRAPERY  USED. 

Leghorn  is  used  but  it  is  not  first  in  favor  by  any 
means.  Leghorn  is  used  as  a  foundation  for  allover 
embroidery  or  for  lace  or  the  lovely  figured  ohifl'ous 
now  in  vogue,  rather  than  by  itself.  It  is  one  of  the 
characteristic  features  of  the  season,  this  covering  a 
fine  straw  with  a  transparent  material.  Dolly  Var- 
den  chift'ons,  Dresden  effects  and  clotted  chifi'on  arc 
drawn  sometimes  over  the  entire  hat  and  then  irim- 
med  with  a  garland  of  small  fiowers. 

Flowers  have  not  come  up  to  expectations.  The 
newest  fancy  is  for  wheat  which  may  be  had  in  I'lack, 
excellent  for  mourning  millinery  but  not  necessarily 
confined  to  it,  in  white — probably  the  most  popular 
— and  in  golden  and  more  or  less  natural  colors. 

(niuze  flowers  are  also  appearing  anc"  it  is  expect- 
ed that  white  will  be  very  good  in  this  kind  of  flower, 
also  pale  ])ink.  Flower  combinations  continue  to  1  e 
more  popular  than  any  one  flower. 

A  demand  for  cherries  is  anticipated. 

Lace,  particularly  macrame,  bandings  and  Valen- 
tiennes  edging  is  very  much  used  over  straw. 

NEW  LEASE  OF  LIFE  FOR  WILIOWS. 

Cockades  of  flowers  and  feathers  continue  good. 
Ostrich,  in  uncurled  and  fancy  efi'ects,  is  very  strong 
and  a  welcome  rumor  is  afloat  that  willow  plumes 
are  to  have  a  new  lease  of  life.  Two-tone  feathers  are 
liked  more  than  solid  colors,  but  white  feathers  as 
well  as  white  wings,  lead. 

The  French  color  card  for  Fall  and  Winter  lias 
ar-ived  and  a  description  of  the  shades  wdl  be  found 
elsewhere. 


Fuchsia  Heads  Fall  Millinery  Color  Card 

Barbeau   blue   follows   in    second    place  —  Six    fiery    shades    are    christened 
Satan  —  Different   tones   of    green    have    large    representation 

(Staff   Correspondent) 


New  York,  June  14. 

FUCHSIA  heads  the  new  color  card  for  Fall 
and  Winter,  1912-13.  There  are  six  shades, 
the  lightest  and  darkest,  as  well  as  the  inter- 
mediate shades  adhering  closely  to  the  natural 
fuchsia  in  coloring.  These  shades,  while,  of  course, 
"on  the  purple,"  are  not  bluish  in  tone  at  all,  and 
are  quite  distinctive  from  the  purples  favored  on  the 
la.st  card. 

Heading  the  second  column  a  position  which, 
while  secondary,  on  the  card,  is  often  first  in  favor,  is 
barbeau  blue,  a  deep  and  strong  blue,  royal  or  regent 
if  one  prefers  the  term  in  its  lighter  shades.  This  is 
a  blue  lovely  with  black,as  we  know,  and  very  easy 
to  wear,  so  that  its  success  would  be  assured  were  it 


not  for  one  consideration — it  is  not  as  new  as  some 
might  desire,  being  very  much  like  king's  blue,  al- 
though not  quite  as  vivid. 

Six  fiery  shades,  not  inappropriately  christened 
Satan,  follow  at  the  top  of  the  third  column — certain- 
ly a  preferred  position. 

These  are  beautiful  in  all  their  shades,  and  are 
not  unlike  coque  de  roche  in  the  lightest  shade,  al- 
though slightly  more  red ;  flame  color  best  describes 
it.  As  a  trimming,  in  feathers  or  velvet,  for  example, 
these  shades  will  have  their  strength. 

Three  shades  of  citron  follow.  These  are  pale, 
greenish  yellows,  of  course,  the  darkest  shade  un- 
questionably the  best. 
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Advance  model  for  Fall  of  black  erect  pile 
velvet  and   white   Ottoman   silk. 


At  the  top  of  column  four  are  six  blues  known  as 
Wistral,  these  have  a  faint  greenish  undertone,  an<l 
are  not  far  removed  from  peacock  in  the  first  three 
shades  at  least.  In  no  way  can  the  Wistral  and  Bar- 
beau  shades  conflict,  one  being  a  warm,  bright  blue, 
and  the  other  not  less  bright,  perhaps,  but  decidedly 
colder. 

Three  shades  of  grey,  rechristened  Tempete,  fol- 
low. These  are  sure  to  be  favorites.  Next  we  have 
six  lovely  shades  called  Tulipe,  which  are  reddish 
purple,  but  deeper  and  quite  different  from  the 
fuchsia  shades. 

Sauterelle  or  grasshopper  greens  follow  in  three 
shades.  This  green  is  but  a  half  a  step  from  Paddy 
green,  and  is  generally  a  Winter  favorite. 

More  greens  follow — six  shades  named  Colibri, 
and  while  bright,  are  in  no  way  as  clear  or  as  strong 
as  the  former  series.     In  the  medium  shades  thev 


are  dull  and  more  or  less  lifeless,  on  the  order  of 
bottle  green,  with  just  enough  difference  to  make 
them  distinctive. 

Three  shades  of  dull  hyacinth  follow  under  the 
caption  Gentiane,  and  following  these  we  find  more 
bright  shades  under  the  name  Cerisaie,  which  it  is 
not  hard  to  guess,  are  not  far  removed  from  cerise, 
although  deeper  and  not  quite  as  pink. 

Levrette  is  the  name  given  three  taupe  shades, 
which  are  practically  staple,  and  following  we  have 
six  shades  of  browns,  to  be  known  as  Alazan  Lrule. 

Tomate  hardly  needs  description.  There  are 
three  shades  only,  and  the  Hrst  and  second  at  least 
is  a  faithful  reproduction  of  the  tomato,  from  which 
it  derives  its  name. 

Echevin  purples — six  shades  in  all,  follow\  These 
are  somewhat  ecclesiastic  in  their  suggestion,  and 
very  easy  shades  to  wear,  so  that  their  success  seems 
assured. 

Charniille,  more  greenish  than  citron,  and  really 
more  to  be  likened  to  the  olive  oil  shade  in  its  color- 
ing, precedes  two  yellows  and  a  brown  kuowi'  as 
^landarine,  and  three  nondescript  bluish  greys, 
1)racketed  as  Eclipse. 

The  last  three  shades  on  the  card  are  pinks,  the 
first  a  colorless  shade,  the  second  a  rose  pink,  and  the 
third  a  vivid  blotting  paper  pink — all  called 
Aurora. 


MANU- 
FACTURERS 
OF 

OSTRICH 
PARADISE 
OSPREYS 

MARABOU 

DOMINION  OSTRICH   FEATHER   COMPANY,  Limited 

96-100  SPADINA  AVENUE.  TORONTO 
Montreal  Agents  :    S.  E.  PORTER  &  CO  .  Birk's  Building 
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HIS  SHOULD  INTEREST  YOU 


A  member  of  our  firm  is  now  in  Europe  getting  authentic  inform- 
ation about  the  millinery  styles  for  Fall.  He  will  be  back  this 
month  with  the  latest  novelties,  so  that  our  range  for  the  coming 
season  will   be  right-up-to-the-minute. 

Watch    for   Later   Announcements 

We  have  some  good  selling  summer  lines  in  stock. 
Let  us  hear  from   you  if  you  need  any.     Buy  from  the  Factory. 


Montreal  Hat  &  Frame  Company 


388  Notre  Dame  Street  West 


MONTREAL 


Large  buyers  are  taking  no  chances  with 
the  probable  supply  of  comforters  and  blank- 
ets for  next  season.  Stocks  were  cleaned  up 
during  protracted  Winter. 


Manufacturers  report  remarkable  activity  in  demand   for   comforters  and 

blankets  —  Severity  of  past  v\rinter  caused   excellent  business  —  Unfavorable 

weather  delaying  call  for  summer  equipment  —  New  lines   in    mattings  — 

Substitute  for  burlap  —  Art  in  production  of  Oriental  rug  patterns. 


COMFORTERS  and  blankets  have  been  ex- 
ceptionally active  lines  during  the  present 
season.  The  protracted  Winter  had  the  effect 
of  cleaning  up  retail  stocks,  and  buyers  have  been 
very  early  in  the  market.  Last  year  some  shipment^i 
were  not  made  until  August  and  September  for  Fall, 
but  manufacturers  report  that  large  stores  are  not 
only  buying  in  much  larger  quantities  for  next  sea- 
son, l)ut  the  call,  particularly  from  the  West,  has 
been  for  immediate  delivery.  There  has  also  been 
a  strong  demand  for  flannelette  and  grey  blankets 
from  concerns  catering  to  prospecting,  construction 
and  camping  outfits.  This  is  a  market  which,  owing 
to  present  industrial  activities,  stretches  across  the 
continent  and  has  been  a  source  of  business  to  many 
concerns  which  have  chosen  to  specialize  on  it. 
Throughout  the  West  there  are  numerous  general 
stores  to  whom  this  class  of  business  means  much. 

The  influx  of  settlers  to  the  West  accounts  for  an 
increasing  demand  in  the  cheaper  variety  of  com- 
forters. The  drop  in  cotton  prices  has  not  been 
manifest  in  the  cotton-lined  comforters,  but  prices 
have  remained  very  firm.  Turkey  red  chintz  has 
been  a  popular  covering,  and  in  fact  it  is  evident 
from  orders  taken  that  the  very  striking  patterns 
have  been  largely  taken  for  the  medium  trade.  Very 
dainty  patterns  in  silkolines  have  been  selected  in 
the  higher  grades,  and  here  delicate  greens  have 
taken  a  leading  position  as  an  inset  coloring.  It  is 
difficult,  however  to  assign  strong  position  to  any  one 
series  owing  to  the  insistent  demand  on  the  part  of 
the  customer  that  the  predominating  shades  match 
the  color  scheme  of  the  room.  This  idea  has  consti- 
tuted the  comforter  manufacturer  somewhat  of  an 


authority  on  latest  interior  decoration. 

The  past  Winter  was  an  ideal  one  for  the  mer- 
chant who  had  stocked  up  on  comforters.  Judging 
from  increased  orders  received,  retailers  are  taking 
no  risks  with  the  next  season. 


Selling  Factor  in  Rugs 

Reproduction  of  Oriental  designs  in  Machine- 
mades  something  of  fine  art  —  Patterns  num- 
bered and  indexed  to  correspond  with  original 

AN  inspection  of  many  of  the  Oriental  de- 
signs in  machine-made  rugs  that  are  now 
on  the  market,  leaves  little  room  for  surprise 
at  their  growth  in  favor  with  that  class  which  while 
not  feeling  disposed,  for  financial  reasons,  to  invest 
in  the  genuine  article,  will  consider  the  purchase  of 
a  well-executed  imitation.  Time  Avas  when  the  Ori- 
ental pattern  was  only  found  in  the  homes  of  people 
of  means,  but  the  ingenuity  of  manufacturers  in 
producing  accurate  designs,  rich  colorings  and  in 
fact,  all  but  genuine  appearance  in  reproduction, 
has  opened  up  an  extensive  field. 

The  importance  which  many  manufacturers  at- 
tach to  the  origin  of  design  in  these  Oriental  rugs  is 
in  itself  indicative  of  the  close  study  and  the  high 
degree  of  specialization  entering  into  their  produc- 
tion. Thus  there  is  thrown  around  these  goods 
much  of  that  sense  of  choice  selection  and  of  appre- 
ciation of  the  art  that  enters  into  the  faithful  pre- 
sentation of  the  old  patterns.  This,  too,  is  a  factor 
which  undoubtedly  figures  in  the  price. 
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Our  Salesmen  commence  the  sale  of  our  new 
Wall  Papers  for  1913,  West  of  the  Great  Lakes 
on  June  17th,  and  in  the  East  of  Canada  on 
July  2nd. 

New  Designs,  New  Colorings, 
New  Manufacturing  Processes  in 


In  Popular  Priced  Goods — 

STAUNTON    PAPERS    will    bring    you    the   business. 

In  Medium  Priced  Goods — 

STAUNTON  PAPERS  are  specially  attractive. 

In  Higher  Grade  Goods — 

STAUNTON  PAPERS  command  unstinted  admiration. 

Wait  For   The   Staunton   Salesman 


The  Staunton  Line  for  1913  will  be  fully  described  in  our  Trade 
Magazine  "Gilt  and  Glimmer,"  If  you  handle  Wall  Paper  you 
should  be  on  our  Mailing  List  —  If  you  are  not  receiving  "Gilt 
and  Glimmer"  regularly   each    month,    please  drop  us  a  line. 


STAUNTONS  Limited 

WALL      PAPER      MANUFACTURERS 
941  YONGE  ST.  -  -  TORONTO 


Please  mention   Tlie  Review  to   Adrcrtisers  and  Their  Travelers. 
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The  Review  recently  inspected  a  display  of  ma- 
chine-made rugs,  in  Oriental  patterns,  which  were 
all  numbered,  and  indexed  so  as  to  make  easily  pos- 
sible, a  reference  to  original  design.  Thus,  was 
made  available  a  fund  of  information  that  might  be 
effectively  applied  in  salesmanship.  Among  others, 
for  example,  there  was  an  old  Persian  pattern,  the 
original  of  which  is  in  South  Kensington  Museum, 
London ;  the  original  of  another  old  Persian  animal 
pattern  was  in  the  "Louvre"  Museum,  Paris ;  a  third 
was  a  reproduction  of  an  old  Persian  hunting  carpet, 
the  original  of  which  is  in  the  hands  of  the  Emperor 
of  Austria,  worth  two  million  kronen,  showing  real 
gold  and  silver  effects.  These  are  but  a  few  from  an 
assortment  of  about  fifty  patterns,  all  numbered.  To 
those  who  cannot  afford  the  genuine  article,  there  is 
some  recompense  in  the  fact  that  the  designs  of  their 
selections  are  at  least  of  worthy  ancestry. 


Summer     Demand     Delayed 

Departments  ready  for    call    for   summer- 
home    equipment    report    evil    effects     of 
weather  —  New  lines  in  mattings  —  Close- 
woven  fibre    materials. 

The  unfavorable  weather  has  not  been  all  that 
could  be  desired  by  those  departments  that  have  prc- 
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Oriental  Eugsi 

TO  THE  TRADE 

Tlie  increasing  demand  and  public  education  for 
genuine  Oriental  Rugs  makes  it  almost  necessary 
now  for  every  housefurnishing.  carpet  and  dry 
goods  store  to  carry  a  stock  of  tliem.  The  fine  new 
residences  being  liuilt  in  all  parts  of  Canada  re- 
quire fine  Oriental  Rugs,  and  if  the  dealers  do  not 
carry  tliem  the  customers  are  sure  to  go  to  other 
larger   cities   to   get    them. 

I  always  have  a  very  large  and  complete  stock  of 
all    sorts    of   genuine   Oriental    Rugs   from 

SMYRNA— PERSIA— CAUCASSIA 
EAST  INDIA  AND  TURKEY 

For  immediate  delivery  and  import  orders  are 
taken    now    for   fall    delivery. 

My  16  years'  experience  in  Canada,  as  well  as  my 
exceptional  bu.viug  facilities  in  the  Eastern  mar- 
kets, enables  me  to  offer  the  finest  productions  of 
Oriental  hand-looms  at  the  lowest   wholesale  prices. 

JVIail    orders   always   given   my   personal   attention. 

Levon  Babayan 

Importer  and  Manufacturer 

77  Bay  Street,  Toronto 

GoDstantiDopIe,       Smyrna,       Tiflis,       London 
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pared  themselves  mattings,  shades,  etc.,  for  the  Sum- 
mer-cottage trade.  Initial  trips  to  hot  weather  re- 
sorts for  the  purpose  of  ascertaining  requirements 
have  been  postponed,  and  in  some  quarters  there  hns 
f)een  little  inclination  to  consider  camping  requisite.-. 
The  rush  will  come,  however,  and  he  is  a  wise  buyer 
who  is  well  prepared. 

One  or  two  lines  in  the  matting  class  have  re- 
cently made  their  appearance,  one  line  being  a  close- 
ly woven  article  in  fibre.  It  comes  in  all  of  the  col- 
oring preferred  for  porch,  verandah  or  bungalow 
floor  coverings,  and  its  hard,  though  resilient  te.vture 
suggests  stitisfactory  wear.  In  the  woven-fibre  class 
might  also  be  mentioned  a  weave  that  is  now  offered 
as  a  substitute  for  burlap  for  wall  treatment.  This 
material  is  also  very  closely  woven  and  in  patterns 
and  colorings  to  imitate  tapestry.  One  point  about 
it  that  is  hardly  possible  in  burlap  is  that  it  may  be 
removed  from  the  wall  after  any  length  of  time, 
when  a  change  is  required,  and  used  as  matting.  It 
is  a  thick  hard  weave  and  would  undoubtedly  stand 
very  exacting  wear.  Its  production  in  colors  and  de- 
signs will  undoubtedly  make  it  a  material  to  be  con- 
sidered in  interior  decoration  for  den,  living  or  din- 
ing rooms. 

9 


New  Store  for  Saskatoon 

F.  K.  MacMillan,  Saskatoon,  is  planning  for  the 
equipment  of  his  new  department  store,  which  is  to 
l)e  erected  on  the  corner  of  Third  Avenue  and 
Twenty-first  Street,  that  city.  The  interior  fittings 
of  this  store  will  cost  about  $203,000.  Mr.  MacMillan 
has  just  returned  from  a  trip  with  the  object  of 
securing  information  concerning  up-to-date  equip- 
ment, as  applied  in  the  leading  stores  of  Canada  and 
United  States.  He  visited  a  numlier  of  the  largest 
cities  in  the  eastern  portion  of  the  Dominion  and, 
cro.ssing  the  line,  looked  in  at  New  York,  Phila- 
delphia, Dayton,  Ohio,  and  other  points.  The  store 
that  struck  ^Ir.  MacMillan's  fancy  most  of  all,  and 
which  proved  admirable  for  his  purpose,  he  discov- 
ered at  Dayton.  This  store,  which  is  owned  by  Rike, 
Kuniler  &  Co.,  was  opened  in  March.  It  is  seven 
storeys  in  height  above  the  ground,  and  is  replete 
with  every  modern  convenience  and  facility  for  the 
proper  conducting  of  a  great  business.  The  internal 
ecjuipment  of  this  store  cost  $208,000.  and  so  far  as 
up-to-dateness  is  concerned  Mr.  Mac^lillan  declares 
he  has  not  seen  its  superior  on  the  continent. 

Mr.  MacMillan  found  his  visit  to  this  store  of 
more  value  to  him  than  were  the  calls  he  made  at 
some  of  the  great  departmental  stores  covering  acres 
of  ground  in  larger  cities.  Rike,  Kuniler  &  Co.'s. 
])lace  is  something  like  the  one  Mr.  MacMillan  has 
in  his  mind's  eve. 
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THE    BUSIEST    CORNER 

IN    AMERICA 

is  given  up  to  a  display  of 

ButtericK  Patterns 

TKis   is   one   great    evidence   of  the   value    the 
ButtericK    Ag'ency    has    in    the   judgment    of 


BOSTON    STORE 


State  and  Madison  Streets, 


Chicago,   Ills 


The  Butterick  Publishing  Company 

33  RICHMOND  STREET  WEST,  TORONTO,  ON T.,  CANADA 
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Lengthening  of  waistline  makes  more  encouraging^  outlook  for  belts  —  Patent 

leathers  in  black,  white,  or  black  and  white  fancies  —  Useful  accessories  in 

mesh  bags  —  Increasing  sale  for  popular-priced   jewelry  —  Favor  for  shell 

goods  in  hair  ornaments  —  Bandeau  with  pleated  tulle  aigrettes. 


DECIDEDLY  more  encouraging  is  the  ovitlook 
for  belts.  This  improvement  is  due  to  the 
lengthening  of  the  waist  line  and  the  re-ap- 
pearance of  belted  models.  Many  of  the  Fall  tailor- 
ed dresses  of  serge  or  panama  are  completed  with  a 
belt.  The  belts  used  are  from  1  i/o  to  2  inches  wide 
and  patent  leather  is,  up  to  date,  most  in  evidence. 
Suede  is.  however,  coming  to  the  front.  Paris  novel- 
ties imported  for  Fall  selling  show  cut-out  patterns 


Norfolk  or  jacket  belt  in   patent  leather  of  light   blue   shade 

with   white  edging ;  comes  also  in    red    and    black,    black 

and  white  and  other  combinations.    Shown  by  Western 

Leather  CJoods  Co.,  Toronto. 

in  colored  suede  mounted  on  black.  Dull  purple, 
Pheasant  tan,  mole  and  nut  green  are  some  of  the 
colors  seen. 

For  present  selling,  patent  leathers  in  black, 
white  or  black  and  white  fancies  are  being  ordered. 
The  staple  demand  is  for  elastics. 

Tliere  has  been  a  good  sale  of  wash  belts.  Wash 
belts  have  been  in  short  supply  but  repeats  are  now 
in  and  merchants  can  now  obtain  a  full  assortment. 


Mesh  Bags  and  Purses 

Mesh  bags  and  purses  of  German  silver  and  white 
metal  are  not  losing  any  of  their  popularity.  A 
novelty  recently  i^laced  on  the  market  consists  of  a 
change  purse  or  ring  mesh,  suspended  from  a  long 
metal  chain.  There  is  an  embossed  frame  closing  in 
the  usual  wa^^  This  is  intended  for  a  change  purse. 
The  chain  is  passed  round  the  neck  and  the  purse 
forms  a  useful  accessory  that  can  be  retailed  as  low 
as  7oc. 


Imitation  Jewelry 

Another  novelty  suitable  for  Summer  selling  is 
a  sacliet  pocket  to  attach  to  a  dress  shield  or  for  plac- 
ing in  the  arm-holes  of  corset  covers,  undervests  and 
slips  for  the  purpose  of  destroying  the  odor  of  pers- 
piration. These  pockets  come  in  serges  and  are 
rights  and  lefts  so  as  to  fit  any  garment. 

Popular-priced  jewelry  is  a  line  that  is  increas- 
ing in  sale.  Manufacturers  closely  copy  expensive 
jewelry,  and  it  is  surprising  how  good  is  the  effect 
gained  and  the  moderateness  of  the  prices  asked. 
There  is  an  increasing  sale  for  ear-rings  of  the  pend- 
ant type.  A  very  favored  shape  shows  a  pendant 
!;)ear-shaped  drop  with  a  button  to  cover  the  screw 
fastener,  for  few  people  have  their  ears  pierced  now- 
a-days.  Pearls,  rhinestones,  coral,  amethyst,  amber 
and  topaz  are  the  leading  stones,  and  the  mounting 
is  either  rolled  plate,  rose  gold  or  platinum  effect. 


r'.ande.ni  for  the  hair.  The  aigrette  effect 
is  of  pleated  tulle  held  with  Uanil-uiade 
l)ink  ril)bou  roseliuds.  The  coronet  is  of 
ribbon-covered  wire.  Shown  h.v  K.  D. 
Fairbairn    iV-    Co..    Toronto. 
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Brooches,  liK-e  pins  and  bar  pius,  includijig  a 
large  assortment  in  Sterling  silver  to  sell  at  popular 
prices,  are  numerous.  Souvenir  pins,  broaches,  tie 
pins,  etc.,  in  Sterling  are  an  important  line  in  all 


Baff  in  dull  crossgrain    boarded    lambskin    in    tan, 

navy  and  other  shades.      Comes  also  in   monkey 

grain  goatskin,  tan  and  navy.     Cheaper  grades 

in    seal  grain   leather.      Shown   by    Western 

Leather  Goods  Co  ,  Toronto. 

centres  frequented  by  the  tourist  and  a  representative 
selection  meets  with  a  ready  sale  when  properly 
shown. 


Hair  Ornaments. 

Slowly  but  surely  the  tide  is  again  turning  in 
favor  of  shell  goods.  There  is  some  call  for  barrettes, 
and  both  amber  and  shell  combs  and  pins  are  be- 
ginning to  sell.  Pearl  mountings  are  the  latest.  Seed 
pearl  jewelry  is  one  of  the  novelties  traceable  to  the 
Durbar.  Pearl  flowers  and  sprays  formed  of  pearl 
beads  threaded  on  fine  wire  are  shown  mounted  on 
ordinary  shell  or  amber  pins. 

Bandeaux  with  pleated  tulle  aigrettes  fastened 
with  a  knot  of  ribbon  flowers  are  new,  the  bandeaux 
being  formed  of  ribbon  wire  wrapped  with  narrow 
ribbon.  Bandeaux  are  also  formed  of  black  velvet 
encrusted  with  rhinestones  and  pearl  beads,  the 
aigrette  being  of  white  tulle  with  a  wired  ornament 
of  pearls.  Amber  beads  are  also  used  in  the  same 
way. 
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Weather  Affects  Ribbon  Sales 

Montreal,  June  3,  1912. 
The  long  continued  wet  weather  and  the  general 
backward    conditions   this   Spring  have    materially 
effected  sales  of  ribbons.    There  has,  of  course,  been 


the  usual  demand  for  black  velvets  for  millinery  pur- 
poses, but  in  other  lines  business  has  been  very  dull. 

It  is  expected  that  a  few  weeks  of  fine  deather 
will,  however,  bring  about  a  brisk  demand  for  vari- 
ous lines  of  wide  ribbons  for  sash  purposes.  The 
lighter  shades  of  blue  and  pink,  it  is  predicted,  will 
be  particularly  good.  The  several  shades  of  browns 
and  tans  have  been  in  good  demand,  and  wholesale 
stocks  have  been  pretty  well  cleaned  up. 

It  seems  difficult  at  present  to  forecast  Fall  de- 
mands, as  few,  if  any,  of  the  new  Fall  samples  have 
been  received.  It  is  unlikely,  however,  that  there 
will  be  any  very  marked  change  in  the  widths  and 
colorings. 

Fashion  on   the   Boardwalk 

Blazer  coats  with  millinery    to    match  — 

Jackets  decidedly  cutaway  —  Habutai  silk 

shirts  for   men's  and   women's  wear. 

Atlantic  City,  June  14. 

Serge  is  surely  the  leading  fabric,  white  serge 
dresses  being  50  to  1  of  any  other  fabric.  A  stun- 
ning dress  of  this  material  had  large  revers  and  a 
half  skirt  of  violet  velvet,  and  slashes  in  the 
sleeves  revealing  the  velvet  underneath.  Changeable 
taffeta,  and  changeable  Haytienne  were  next  favor- 
ites for  suits  and  dresses.  Jackets  were  decidedly 
cut-away  in  front,  and  the  skirts  seemed  to  favor  the 
draped  effects. 

The  pannier  was  frequently  seen  in  moderated 
effects.  Gowns  of  black  and  white  in  satin,  taffeta, 
and  charmeuse  were  very  prominent,  the  white  be- 
ing as  a  rule  introduced  in  the  form  of  yoke  and 
undersleeves  of  the  fine  and  filmy  lace.  Foulards 
were  conspicuous  by  their  absence  and  so  was  the 
much-talked-of  ratine.  Pongees  and  Shantung  in 
the  natural  shade  trimmed  with  hunter's  green  were 
new. 

The  blazier  girls  were  out  in  full  force,  and  the 
majority  wore  pot  hats  of  the  same  colored  striped 
material  as  their  coats.  Another  summer  rage  is  for 
Habutai  silk  shirts  both  for  men's  and  women's 
wear.  Some  of  the  striped  serge  trousers  of  the  men 
vie  with  the  blazers  worn  by  the  women  in  the  loud- 
ness of  their  colors. 

The  medium-sized  hat  with  some  form  of  stuck- 
up  trimming  is  worn  with  tailored  garments,  but 
with  either  dressy  gowns  or  suits  flower  trimmed 
hats  are  most  seen.  The  draped  leghorn  trimmed 
with  mixed  flowers  in  pastel  shades  introduced  by 
Georgette  has  achieved  popularity  and  many  adap- 
tations were  in  evidence. 

The  Rembrandt  was  another  model  favored,  but 
mostly  in  the  new  yellow  green  shade. 


THE  BUYERS'  VIEWPOINT 

A  remarkable  run  has  developed  on  Plauen  lace 
collars  and  coat  sets. 

Neckwear  suitable  for  tailored  dresses  and  waists 
should  now  be  featured. 

Immense  vogue  for  pleated  frillings  of  lace  an-l 
net. 


New  neckwear  designs  are  being-  taken  from  Louis  XVI.  and  Directoire 
periods  —  Robespierre,  Dauphin  and  Byron  collars  the  leading  models  — 
Individual  veils  increasing  their  demand  —  Phenomenal  lace  season  predicted 


HiVD  not  the  demand  arisen  so  suddenly  that 
it  was  aji  impossible  problem  to  fill  orders, 
a  phenomenal  business  must  have  been  done 
in  Plauen  lace  collars  and  coat  sets.  As  it  is,  the 
sale  has  been  large  and  most  proiitable,  for  in  spite 
of  enhanced  prices  that  always  accompany  the  vogvie 
of  a  certain  article  when  it  increases  to  such  an  ex- 
tent as  to  become  a  fad,  all  the  collars  and  sets  that 
could  be  imported  have  been  sold,  buyers  being 
satisfied  to  take  delivery  in  small  cpiantities,  as  the 
goods  came  to  hand. 

The  near  approach  of  the  hot  season  is  bring- 
ing some  relief,  but  Plauen  sets  and  collars  stand  in 
high  demand  and  it  is  hardly  likely  that  their  vogue 
will  end  with  the  present  selling  season. 

Taking  neckwear  generally,  the  demand  is  a 
wide  one,  and  there  is  more  or  less  sale  for  a  variety 
of  articles  and  styles.  Hunting  stocks  are  good,  so 
are  Windsors,  particularly  in  bengaline.  Knitted 
ties  are  hard  to  keep  in  stock,  and  there  is  a  call  for 
square  jabots  of  lawn  and  lace,  or  of  net  and  lace, 
and  also  for  tulle  bows.  Practically  all  styles  of  col- 
lars of  fine  muslin  and  lace  and  with  touches  of  hand 
embroidery  are  selling. 

Designers  are  busy  with  Fall  lines,  and  also  with 
neckwear  suitable  to  wear  with  the  little  tailored 
cotton  dresses,  and  tailored  waists  for  Summer  wear. 
Shawl  collars  and  turnback  cuffs  to  match,  made  of 
sponge  or  ratine  and  braided  or  embroidered  are  en- 
joying consideration.  The  newest  ideas  are  modifi- 
cations of  Louis  XVI.,  Robespierre  and  Dauphin 
collars  that  Paris  and  New  York  is  now  featuring. 
Smart  models  in  jiique,  and  in  colored  linen  with 
tab,  revere  and  jabot  effects  of  knitted  and  pleated 
lace  and  net  are  new.  They  are  practical  and  be- 
coming, and  are  designed  to  give  the  up-to-the- 
minute  touch  to  either  dress  or  waist. 


These  collars  are  being  featured  now  in  every 
possi])le  variation  in  Paris  at  the  present  time.  They 
are  foinided  on  the  picturesque  collars  worn  by  men 
in  the  18th  century,  and  both  designers  and  Ijuyers 
would  do  well  to  consult  prints  after  portraits  by  the 
leading  painters  of  that  period  for  inspiration. 

Collars  of  this  period  rise  high  at  the  back  and 
turn-over  to  the  full  depth  of  the  collar.  There  is 
some  kind  of  stiffening  used,  but  they  open  in  front 
and  rolling  away,  show  the  neck  in  a  picturesque 
manner.  Dauphin  collars  are  such  as  were  worn  by 
boys,  and  are  flatter  and  cut  across  in  front,  forming 
wide  points.  The  Byron  is  another  model  of  the  per- 
iod, well  known,  because  of  the  familiar  pictvu-es  oi 
the  poet.  These  collars  are  high  at  the  Ijack  and 
pointing  to  a  narrow  V  in  front. 

Designers  are  seizing  on  these  new  and  pic- 
turesque modes,  and  in  satin  lace  and  net  they  pro- 
mise a  large  vogue  for  the  Fall  season. 

Pleated  frillings  of  lace  and  net  are  enjoying  an 
immense  vogue.  These  pleatings  are  selling  by  the 
yard,  and  are  also  on  the  market  made  up  into  in- 
dividual sleeve  ruffles  ready  to  tack  into  the  edge  of 
any  sleeve.  Lawn,  Val.,  shadow,  Chantilly,  Malines, 
and  })lain  and  esprit  nets  are  all  used  for  these  popu- 
lar pleatings. 

Laces   a   Chief   Trimming 

Free  use  of  light  laces  —  Enormous  yard- 
age will  be  wanted  for  pleatings  and  frill- 
ings —  Whitewear  makers  buying   novelty 

Laces  are  increasing  their  lead,  and  are  rapidly 
becoming  the  chief  trimming  item  on  many  gowns. 
Fashions  favor  the  free  use  of  light  laces,  and  shad- 
ows, Chantilly,  Malines,  embroidered  nets  and  novel- 
ty laces  of  the  same  variety  promise  to  be  well  con- 
sidered for  pannier  and  drapery  effects  for  the  com- 
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Here  We 

Are 

Again 


TOROHTO 

LACE, 

Veilings. 
DressTrimmih^s 
^    Embroideries 


You  don't  have  to  wait 
for  us  because  we're  on 
time,  with  the  most  cor- 
rect designs  and  styles  in 

Veils  and  Veilings,   Flouncings, 

Laces,  Allovers,  Embroideries 

and   Dress  Accessories   for 

Spring  1913 

Our  Salesmen  are  on  the  road  with  complete 
line  next  week.  A  visit  to  our  Warehouse 
starts  ideas  which  result  in  sales  in  your  store. 


CANADA  VEILING  CO 

84-86  WELLINGTON  STREET  WEST 
TORONTO,   ONT. 
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Silk  veiling  shown   in  individual  silk    veil    by    Thompson 
Lace  and  Veiling  Co.,  Toronto. 

ing  Fall.  Laees  and  nets  are  also  strong  for  many 
purposes.  An  enormous  yardage  will  be  wanted  for 
pleatings  and  frillings,  and  allovers  will  be  used  for 
yokes,  undersleeves,  tunics,  waists.  Very  wide 
flounces  and  bands  are  selling. 

Cluny  is  in  good  request.  Barmen  Clunys  are 
being  bought  in  quantities  by  whitewear  manufac- 
turers, and  real  Cluny  is  also  being  bought  for  trim- 
ming the  better  grades  of  whitewear.  Manufactur- 
ers of  whitewear,  and  of  dresses  and  waists  are  buy- 
ing many  novelty  laces,  and  as  a  fact  the  use  of 
these  laces  promises  to  cut  materially  into  the  sale  of 


the  staple  Vals.  another  season.  For  many  uses, 
shadows  are  holding  their  own  and  there  certainly 
will  be  a  good  Summer  sale  for  these  goods.  For 
high-class  dresses  and  waists  for  Fall  selling,  plain 
net  is  taking  the  place  of  shadow  laces. 

Very  little  macrame  will  be  wanted  for  Summer 
selling  but  the  demand  is  expected  to  revive  for  Fall. 
Venise  will  also  be  a  leading  Fall  lace,  and  Venise 
and  Plauen  ball  trimmings  are  to  be  freely  used. 
Handsome  bands  in  metal  laces  are  selling  for  the 
trimming  of  party  and  evening  dresses,,  and  for 
millinery  purposes. 


Modified  Robespierre  collar  of 
cadet  blue  linen,  with  long  tabs 
of  pleated  net.  Shown  by  Flett, 
Lowndes  &  Co.,  Toronto. 


Other  novelties  in  laces  that  are  expected  to  sell 
are  Colbert  laces,  tape  laces  and  Bohemian  lace. 

There  is  every  disposition  to  take  up  with  ma- 
chine imitations  of  hand-made  laces,  and  in  the  near 
future,  it  is  safe  to  say,  that  many  novelties  of  this 
class  will  be  put  on  the  market.  There  is  an  in- 
creasing interest  in  real  laces,  Irish  crochet  being  in 
particularh'^  high  favor. 


Bertha,  of  fine  Brussels  net  in  ecru,  with  Honiton 
lace  and  insertion.     Shown  by  the  Feick  Manu- 
facturing Co..  Berlin. 


Call   For   Individual  Veils 

Shadows,    chantillys    and     novelty    laces 

leading  —  White,   black   and    magpie    the 

sellers  —  Indications   point   to   return   of 

chenille   spotted    meshes. 

The  interest  in  veilings  is  increasing,  and  now 
that  the  weather  is  becoming  normal,  individual 
veils  are  being  increasingly  worn.     Within  the  last 
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Novelty  neckwear  developed  in  black  satin  and 
while  pique.  By  a  clever  airangenieiit  of  buttons 
and  loops  the  pique  is  separable,  so  that  collars 
can  be  easily  laundered.  —  Shown  by  A.  T.  Reid 
Co.,  T  ronto. 


few  days  or  .*o  they  have  appeared  on  Toronto  streets 
in  increa.sing  numbers,  and  a  distinct  increase  in 
counter  sales  has  been  noted.  Veils  are  being  more 
worn  in  the  big  fashion  centres,  but  here  much  of  the 
call  is  attributed  to  the  fact  that  at  nearly  all  her 
public  appearances  made  in  that  city  the  Princess 
Patricia  wore  a  veil.  This  was  the  case  upon  the 
days  when  she  attended  the  races  at  the  Woodbine, 
Toronto. 


'  >   ■      ■ 
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Novelty   narrow   flounces   and    band^   of   em- 
broidery.—Shown  by  a  Manufacturers' Agent, 
Toronto. 
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The  Very  Latest  Novelty 


"SMOKE" 
VEILING 

This  beautiful  Veiling 
is  the  latest  addition  to 
our  already  excellent 
stock  of  Veilings  and  is 
the  talk  of  New  York. 

We  always  aim  at 
showing  the  newest  when 
it  is  still  new. 

See  our  new 

Muslin  Flouncing. 


The 

Thompson 

Lace  and  Veiling 

Company,  Limited 

Specialists  in  Fancy  Nets,  Laces, 
Veilings,  Trimmings,   etc.,  etc. 

76  Wellington  St.  W. 
TORONTO 
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Modified  Uobespien-f  i_'oniir  of  white  pi<jue  and  knife  pleated 
shadow  and  iilet  hice.  When  worn  as  illustrateil  tlie  lare 
forms  a  jabot.  When  the  coHar  is  Itrouijlit  down  low  to 
a  V  point,  lace  forms  wide  pleated  revers.  Shown  l)y 
Flett.    Lowndes    &    Co.,    Toronto. 


Shetlands  continue  to  be  the  dominant  selling- 
it  em.  Shadow  Shetlands  are  good.  Just  at  present 
))la('k  is  best,  but  there  is  every  indication  that  while 
Slietland  shadows  in  both  simple  and  elaborate  de- 
signs will  enjoy  the  strongest  vogue  later.  Magpie 
effects  are  also  in  an  excellent  position.  Craquele 
meshes  in  varied  meshes  and  with  delicate  veinings 
and  floral  patterns  are  good. 

For  more  dressy  wear,  lace  veilings  are  decidedly 
good.  Chantillys  lead,  and  white  Chantillys  are  im- 
l)roving  their  lead.  Novelty  laces  are  also  decidedly 
in  evidence,  one  of  these  in  a  very  light  mesh  is 
illustrated.  This  is  one  of  the  latest  Parisian  novel- 
ties in  individual  veils. 


Late  Demand  for  Black  Velvet  Ribbons. 

Indications  are  that  more  ril)bons  will  sell  from 
now  on.  Lai'ge  ribbon  bows  are  increasingly  used 
to  trim  the  mid-season  hat,  and  the  new  outing  hats 
of  Panama  or  Java  are  as  a  rule  trimmed  either  witl> 
Ijlack  taffeta  or  black  ribbon  velvet. 

Almost  all  the  novelty  ribbons  shown  for  Fall 
liave  a  fancy  edge.  Picot-edged  ribbons  lead,  but 
cord  edged,  ribbed  edged  and  moire  edged  ribbons 
are  showing  in  big  variety 


THE 

RIBBON  HOUSE 
OF  CANADA 


YOU     DON'T     HAVE     TO    WAIT 


When    your    order   comes    in    it   is   promptly    attended    to   and    the    goods    reach 

you    by    the    first    train    out. 


We  Have 

Everything  in 

Ribbons 


A  Complete 

and  Well  Assorted 

Stock. 


SEND     A     MAIL     ORDER 

Walter  H.  Barry  &  Co. 

Montreal 

Mii-nino™.   Pr,n,.i.  /Sylvester  Wilson  BIdg., 
Winnipeg   Branch  |j/„   Qalbraith.  Manager 


Please  mention  The  Review  to  Adwertisers'  and'  Their  Travelers. 
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LEUM  ANN,  BOESCH  &  CO 

( 400  Empire  Building    ^ 

64  Wellington  St.  W. 
TORONTO 


Makers  of  and  Leaders  of  Fashion  in 

EMBROIDERIES 

Flouncings,  AUovers,  Galloons,  Sets,  Edgings, 
Insertions,  Readings,   Corset   Cover 
Embroideries  in  great  assortments, 
a  complete   stock   always   on   hand. 

ALWAYS   SOMETHING   NEW. 


Import  line  for  next  season  no\v  being  shown. 


Factories  at :    Kronbuhl,  St.  Gall, 
Constance,  Netstal,  Buchs,  Plauen. 


A.   B.   FISHER 

Agent  for  Canada 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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The  Buyer's  Viewpoint 

All  signs  point  to  an  exceptional  silk  business 
next  Fall.  Style  tendencies  all  favor  their  con- 
clusion. 

Fancy  cords  and  novelty  velveteens  will  be  pro- 
minent amonj^  pile  fabrics. 


Panniers   expected  to  promote   the  sale  of   flowered    silks  —  Heavy  advance 
business    on    pile    fabrics  —  LikeUhood     of    plaids    for    the     novehy     season 

now    being    featured    in    Paris. 


AS  the  l^'all  season  approaclies,  the  indications 
that  silk  fabrics  will  have  extra  prominence 
become  stronger,  as  fashion  is  trending 
strongly  towards  periods  when  silks  were  extensively 
worn.  Modified  pannier  effects  are  becoming  as- 
sured, and  the  trade  is  expecting  that  flowered  silks 
will  come  in  their  wake.  Late  advices  from  European 
fashion  centres  point  to  a  reviving  interest  in  soft 
satins  and  cashmere  de  sole.  Soft  satin  ground  bro- 
cades in  self  color,  scroll  and  floral  designs  arc  among 
novelties,  and  so  are  brocaded    and    floral    printed 


cre])es.  Crepe  de  Chine  is  increasing  in  importance, 
and  charmetise  is  a  leading  fabric  both  for  suits  and 
dresses  in  the  New  York  market. 

Many  novelty  effects  are  produced  in  cord  weaves. 
Two-tone  and  shot  Ottomans  and  reps  are  showing 
in  big  variety,  and  there  is  an  increasing  feeling  for 
failles  and  grosgrains.  In  popular  lines,  bengalines 
and  poplins  are  coming  to  the  front.  Speculation  is 
rife  as  to  the  position  of  taffeta,  but  both  waist  manu- 
facturers ind  makers  of  dresses  are  taking  tip  this 
silk. 


.^&~ 


Brocaded  silks  foi-  liniiiys.     Shown    by   .\i.sbot  &  Auld,   Toronto. 
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The  Perfect  Woven  Wash  Flannel 

28  in.  Wide  Fast  Colors 


Tliis  soft,  firmly  woven  wash  flannel  finds  a  ready 
acceptance  whenever  offered.  The  colors  are  fast  and 
woven  in  the  fabric — 140  attractive  designs.  The  Famous 
Plain  Shades  and  White  make  the  line  complete. 

EDEN  CLOTH  is  warm,  but  not  uncomfortable,  and 
does  not  shrink  or  scratch  like  wool.  Serviceable  and 
)iractical  for  both  day  and  night  wear.  A  profitable 
cloth  for  retailers  to  handle. 

Electros,  show  cards,  etc.,  for  the  asking. 

EDEN  CLOTH  sold  through  jobbers,  ask  to  see  the 
line.  If  your  jobber  does  not  handle  EDEN  CLOTH 
write  us  for  samples  and  name  of  jobber  who  can 
supply  you. 

Smith,  Hogg  &  Co. 

115  Worth  Street 


New  York  City 


Every  yard  stamped  "EDEN"  on  Selvage 


THE  NAME  AND  FAME 

OF 

"LAMBA" 

Registered 

is  now  known  throughout  Canada  as 

The  Best  Fabric    Ever  Offered 

For  Shirts,  Night-Shirts  and 

Pyjamas 


Arrangements   have  been  made  to  supply 

LAMBA    GARMENTS 

MADE  IN   CANADA 

by 

John    W.   Peck  &    Co.,  Limited 

Montreal  Winnipeg  Vancouver 

who  will  be  ready  with  full  stock  on  July  1st. 


Place    Your    Orders    At    Once 

Lamba  Shirts  have  the  largest  sale  in  the  World. 
No  fabric  can  compare  with  Larr.ba  for  hard 
wear — for  beautiful  colourings — for  fast  dyes  or 
for  any  of  the  points  _ro?<r  customers  look  for  in 
the  gnods  you  offer. 

All  (genuine  Lamba  Carmen /.s  bear  /he  /.omhii  hihcl 

Piece  Goods    Can  Be   Obtained 

from 

Mclntyre  Sons  &  Co.,  Limited,   MontreaL 

L  &  R.  Morley,  London. 

J.  &  N.  Philip,  Manchester. 


KING'S 


Established  1775 


FAMOUS 


Sold  by  leading  Jobbers 


SCOTCH 


Every  piece  perfect 


HOLLANDS 


Scotch  Hollands,  for  nearly  a 
century  and  a  quarter,  have 
been  recognized  by  the  Trade 
of  the  world  as  the  most  reli- 
able and  saleable  shading  made. 

for  its  non-shrinking  qualities, 
durability,  coloring,  and  stead- 
fast dyes.  King's  name  on 
every  piece. 

Hollands,  of  John  King  &  Son, 
are  handled  by  all  the  leading 
houses.  Made  in  all  colorings 
and  widths. 

They  are  popular  because  they 
are  the  most  effective  shading 
for  the  money  in  the  market, 
and  dealers  can  turn  them  over 
more  quickly  than  any  other. 


JOHN  KING  &  SON, 

GLASGOW,  SCOTLAND 

Canadian  Representatives: 

CAMPBELL  SMIBERT  &  CO., 
210  St,  James  Street         -  -  Montreal 


Vlewe  mention  The  Review  to   Advertisers  and  Their  Travelers. 
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These  Fabrics   are   Leaders 

Large  advance   orders   placed   on    serges 

and  whipcords  —  In  the  latter  two-tones 

are  particularly  good  —  Plaid   novelty. 

•Judging  from  the  advance  placing  orders  serge 
•again  is  the  leading  material.  Serges  are  ordered  out 
in  big  variety  according  to  the  use  the  material  is 
designed  for.  Fine  serges  lead  for  tailored  dresses, 
and  makers  of  these  garments  have  ordered  them  in 
quantity.  For  children's  wear,  storm  serges  are 
•selected,  and  as  this  is  practically  the  only  material 
selling  for  this  purpose,  the  consumption  is,  and  will 
he  large.  Manufacturers  of  suits  are  taking  the 
;softer,  rougher  weaves  in  diagonal  and  cheviot  effects. 

The  big  rival  to  serge  at  the  present  time  is  whip- 
cord, and  particularly  for  the  early  season  whipcords 
will  be  heavy  sellers.  While  on  the  subject  of  whip- 
cords, it  is  of  interest  to  note  that  the  revival  of  in- 
terest in  twills  is  leading  to  a  call  for  coverts,  and  that 
•coverts  have  a  representation  in  the  Spring  lines  for 
1913,  now  in  active  preparation. 

Pebble  cheviots  are  strong,  ;uid  are  being  pro- 
duced in  makes  closely  allied  to  curls  and  chinchillas. 
C]iinchilla«  are  moving  well  and  have  the  confidence 
of  the  market. 

In  all  these  weaves,  plain  colors  lead  and  are 
growing  stronger.  Two  tones,  however,  are  particu- 
larly good  in  whipcords — the  upper  twill  being  of  the 
light  color  on  a  darker  ground. 


Ziljelines  come  chiefly  in  mixtures,  and  in  wool 
fancies  Pekin  and  hairline  stripes  are  good.  Paris 
is  featuring  Scotch  plaids,  and  it  is  quite  possible 
that  plaids  will  be  introduced  for  the  novelty  season. 


Confidence   in   Pile    Fabrics 

Manchester  booked  up  with  orders  for  vel- 
veteens and  corduroys  —  Large  advance 
business  on  silk  plushes. 

All  indications  point  to  the  unusual  selling 
strength  of  pile  fabrics  during  the  coming  Fall. 
Velveteens  and  cordui'oys  will  be  unusually  good, 
with  blacks,  blues  and  browns  the  leading  colors. 
Large  orders  have  been  placed,  but  it  will  be  a  matter 
of  small  surprise  should  a  shortage  develop  at  an 
early  date. 

jNlanchtester  is  reported  to  be  booked  up  with 
orders  for  vehcteer.  and  corduroys.  Corduroys,  in 
particular,  are  expected  to  be  in  short  supply.  Fancy 
cords  and  novelty  velveteens  will  also  be  in  big  de- 
mand. The  advance  business  on  silk  plushes  is 
larger  than  last  year,  as  plush  is  expected  to  do  well 
as  a  near  fur  trimming  material,  and  the  same  ap- 
plies to  Persian,  baby  lamb  and  pony  cloths.  Silk 
velvets  with  the  erect  pile  are  again  to  be  the  leading 
millinerv  rnaierial. 


Coat    and    Skirt    in    Distinct    Contrast 

New    fashion    feature   has    now^    reached    New    York  —  Coat    dresses    embody 
this    idea  —  New    York    women    do    not    favor    fuller    skirts  —  Modified    pan- 
niers   accepted  —  White    satin    for     day    w^ear  —  Blazers    and     Norfolks    or 
Mackinaws    have   captured    the    trade  —  White    reigns   supreme. 

Staff  Correspondence 


New  York,  June  15. 

IT  is  now  an  open  secret  that  New  York  has  not 
taken  kindly,  either  to  the  fuller  skirts  or  the 
extreme  pannier  modes,  which,  in  obedience  to 
the  rumored  agreement  with  the  manufacturers  of 
fabrics,  Pari-ian  costumers  had  produced  for  the 
Spring  openings.  As  they  were  the  only  new  things, 
buyers  for  the  exclusive  shops  and  for  the  big  depart- 
mental stores  all  featured  models  containing  these 
lines,  and  many  were  sold.  In  the  fitting  room,  how- 
ever, Madame  Americaine  exercised  her  judgment, 
and  all  the  extra  fullness  was  taken  out,  leaving  the 
new  lines  to  conform  with  the  much-liked  slender 
-figure  effect. 

Much   the  same   has   happened   to  the   pannier. 
,.\  few  extreme  models  were  brought  over  with  the 


waist  pointing  in  front  and  bouft'ant  pannier  drapery. 
Ready  for  something  new,  the  innovation  was  wel- 
comed, but  never  worn.  Clever  fingers  took  the  new 
mode  in  hand,  and  the  fullness  was  pushed  down 
far  enough  to  preserve  the  much-liked  silhouette. 
Moreover,  filmy  lace,  ninon,  chiffon  or  net  is  taking 
the  place  of  taffeta  for  pannier  drapery.  In  this  and 
in  other  modified  forms  the  pannier  promises  to  be 
the  basis  of  a  number  of  pretty  gowns  that,  while 
having  decided  pannier  suggestions,  are  not  extreme, 
and  which  do  not  call  for  the  slightest  change  from 
the  slender  hipless  figure. 

FORMS   OF    MODIFIED    PANNIERS. 

Modified  pannier  lines  are  being  introduced  into 
fancy  dresses  and  dressy  suits.     The  most  conserva- 
( Concluded  on  page  44) 
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No  Advertising  Plan 
To  Boost  Your  Sales 

among   tne   dry  goods  mercnants   or   Canada   is   complete   unless 

THE  DRY  GOODS  REVIEW  is  included. 

1 1    is   a   practical   and   influential   trade   paper,    edited   by 
men  wno  know  tne  dry   goods  business. 

IX  IS  read  by  progressive   mercnants   from   coast  to   coast, 
]ust  because   it  tells   or  practical   tnings    in   a   practical   -way. 

IX  makes Jitselr  useful  to  its  readers — therefore,  useful  to 
its  advertisers. 

IX   IS   al-ways  first  witn  tne  news — the  kind  of  new^s  tnat 
aids  buying  and  selling. 

IX   IS  getting  results  for  its  advertisers  and  helping  travel- 
lers make  sales. 

IX    is    patronized     by     the     leading    [manufacturers     and 
wholesalers   of   Canada. 

IX   IS   read   by   the    the    men     who    have    the     final    say 
about  vi'hat  and  Avhere  to  buy. 

IX    IS    the    only    trade    paper    in    Canada    that    covers 
thoroughly  every  department  in  the  dry  goods  store. 

Dry  Goods  Revie^v 

Canada  s  Only  Semi-montnly  jJry  Goods  Pa^er 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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Features  of  this  Department 

Sudden  demand  for  sport  coats  such  as  Blazers, 
Norfolks  and  Mackinaws  has  developed. 

Tailored  dresses  in  coat  effect  are  now  highly 
favored. 

A  fashion  idea  that  is  obtaining  prominence  in 
New  York  is  the  wearing  of  coat  and  skirt  in  distinct 
contrast.  This  feature  is  now  being  introduced  in 
coat  dresses. 


Weather  has  had  serious  effect  on  ready-to-wear  business— Warm  spell  would 
bring  desired  rush — Conditions  reflected  in  size  of  Fall  orders  —  Robespierre 
collars  latest  style  touch  in  suits  —  Also  a   feature  of  the  new  blouse  models 


THE  weather  is  responsible  for  a  decided  fall- 
ing oft  in  seasonable  business,  and  June  has 
been  a  decidedly  poor  month  with  the  ready- 
to-wear  trade.  Due  to  the  cold  and  wet,  there  has 
been  as  yet  no  opening  up  of  Summer  business,  and, 
as  usual,  under  such  conditions,  the  cancellation  evil 
looms  up  large,  and  much  complaint  is  heard.  There 
is  no  possible  fault  to  be  found  with  general  condi- 
tions, and  a  week  or  even  a  few  days  of  genial  sun- 
shine, and  warm  Summer  would  set  business  mov- 
ing, and  completely  change  the  whole  situation. 
When  this  takes  place,  it  is  not  by  any  means  im- 
])0ssil»le  that  many  buyers  will  wish  they  had  not 
been  so  hasty  in  cancelling  orders  for  Summer  gar- 
ments, as  there  is  bound  to  be  a  big  and  instant  de- 
mand. Women  are  wearing  their  early  Spring  suits 
yet,  and  as  it  is  not  the  habit  of  Canadian  women  to 
buy  before  the  need  is  felt,  a  change  in  the  weather 
must  bring  with  it  a  rush  of  orders  for  Summer 
garments,  and  it  is  just  a  question  as  to  whether  the 
trade  can  be  adequately  supplied  in  the  short  period 
now  devoted  to  Summer  business. 

Not  only  is  Summer  business  at  a  standstill,  but 
the  absence  of  seasonable  trade  is  reflected  in  the 
size  of  the  Fall  orders  travelers  on  the  road  are  now 
sending  in.  Nobody  questions  the  fact  that  a  big 
Fall  season  in  ready-made  garments  is  ahead  of  us, 
only  absence  of  seasonable  business  makes  buyers 
indisposed  to  place  advance  orders. 


"Sport"  Coats  Make  Hit 

Good  summer  business  indicated  —  Blaz- 
ers, Norfolks,  Mackinaws,  strong  sellers  in 
the  States  —  Exactly  suited  for  Canadian 
summer  wear. 

Due  somev/hat  to  weather  conditions,  and  due 
also  to  the  modern  craving  for  something  new,  there 
is  every  sign  of  a  profitable  coat  developmeni  for  the 
Summer  season.  Interest  so  far  centres  in  tlie 
"Sport"  coats — that  is,  in  blazers,  Norfolks  and 
Mackinaws.  Coats  of  this  class  have  made  a  hit  in 
practically  all  centres,  and  in  a  country  where  out- 
door life  is  the  rule  all  Summer  long,  as  it  is  in 
Canada,  "Sport"'  coats  should  command  a  ready  sale. 
Blazers  are  cut  on  decidedly  mannish  lines  and  are, 
to  all  intents  and  purposes,  a  reproduction  of  a  man's 
sack  coat  only  in  brilliantly  striped  flannels  or  cotton 
Terry  cloth  or  ratine. 

Norfolks  come  in  cheviots  and  serges,  and  much 
of  their  attractiveness  depends  upon  the  cut.  The 
proper  Norfolk  is  loose  and  boxy.  Golf  red,  Kelly 
green,  cadet  and  navy  are  the  colors  most  in  evidence, 
and  the  red  coat  often  has  a  green  collar,  while  the 
green,  cadet  and  navy  coat  is  gotten  up  with  the  col- 
lar in  white.  Tan  is  also  effectively  combined  with 
cadet  and  na^'3^  Some  models  have  the  distinctive 
pleats  coming  from  a  deep  yoke,  others  have  no  yoke, 
but  all  have  revers  that  can  he  buttoned  over  and  a 
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STAR"  BRAND 

Hard-to-Beats 


This  Waist— No.  4067 

For  Immediate  Delivery 

$13.50  Dozen 


A  beautiful  creation  of  fine  lawn,  trim- 
med with  a  combination  of  tucks  and 
Valenciennes  lace  insertion,  showing 
the  popular  peplum.  This  is  one  of 
our  hot  weatherivalues,  and  a  big  seller 
at  $13.50  per  dozen. 


♦ 


W>Md 


/>£-jl^~     M«^' 1,  ^ 
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No.  4067 


No.   4048 


This  Waist— No.  4048 

For  Immediate  Delivery 

$10.50  Dozen 


A  stylish  "Peter  Pan"  waist,  made  of 
good  grade  linon  with  neatly  hem- 
stitched collar  and  cuffs  and  tie. 
Since  this  waist  was  first  shown  it 
has  been  a  heavy  seller.  Price  per 
dozen,  $10.50. 

WRITE  FOR  SAMPLES  TO-DAY 


The  Star  Whitewear  Mfg.  Co.,  Limited 


BERLIN,   ONTARIO 


/Vc'.NY'    niriiti'iii    The    Untied)    to    A  (I  lerh-^rrs   mnl    Their    Travelers. 
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Tailored  suit  of  velour  chjtli.      Collar  of  ribbed 

velvet,    finished    with    a    black    satin    tie    with 

tasseled  end      The  three-pitce  skirt  wmps   over 

to  the  side  closing  with  large  braid  bultons. 


collar  that  can  be  turned  up  around  the  neck.  Patch 
pockets  over  each  hip  are  very  convenient  and  add  to 
the  comfort  ot  the  coat,  and  the  belt  is  fastened  in 
front  V)y  either  button  or  buckle.  Mackinaws  are  very 
like  the  Norfolks,  only  they  are  cut  longer  and  are 
made  of  plaids  or  checks  in  greens,  browns,  greys  and 
black  and  while,  and  have  a  hood  that  can  be  pulled 
up  over  the  head.  Norfolk  coats  are  around  28  inches 
long,  but  Mackinaws  are  full  36  inches.  These  coats 
are  very  smart,  and  their  utility  also  recommends 
them. 

Owing  to  the  quantity  of  lace  worn  and  the  very 
light  nature  of  the  Summer  dresses,  an  unusual 
number  of  fancy  coats  have  been  put  out.  Smart 
top  coats  made  in  Terry  cloth  or  serge,  seven-eighths 
length,  and  in  mannish  models  and  lined  throughout 
with  soft  .nlk  to  match  (tr  in  contmsting  shades  are 


taking  with  the  better  trade.  For  more  dressy  wear, 
draped  wraps  oi  crepe  de  Chine,  satin,  brocade  and 
taffeta  arc  showing.  Wraps  of  this  class  are  edged 
with  shirrings  of  silk  or  marabout. 

Smart  little  coatees  of  tatfeta  are  also  slmwing  to 
wear  over  Summer  gowns. 

There  is  an  excellent  outlook  for  garments  of  fur 
fabric,  pariicularly  for  seal  plush,  though  caracul,  in 
the  better  grades,  is  showing  signs  of  a  return  to 
favor.  Pony  skin,  and  moire  lamb  and  mole  are 
now  successfully  imitated,  and  furs  of  this  class  will 
Ije  used,  not  only  for  coats,  but  also  for  fur  trimmings. 
J^ate  models  in  seal  plush  are  handsomely  trimmed 
with  pony,  the  collar,  cuffs  and  a  shaped  flounce  be- 
ing of  the  latter  imitation  fur.  In  the  high  price  of 
furs  lies  one  reason  for  the  success  of  these  handsome 
imitations.  The  cheaper  furs  have  advanced  so  far 
that  it  is  iiapossible  to  produce  a  roomy  wrap  coat  at 
a  reasonable  price,  and,  for  this  reason,  the  imitation 
furs  are  stepping  into  the  place  of  the  real  fur  coat. 

Excellent  orders  are  now  coming  to  hand  in 
medium  and  the  cheaper  grade  coats  in  chinchilla 
cloths,  zibelines,  heavy  cheviots  and  diagonals  and 
rough  fancies.  Reversible  cloths  are  selling,  but,  as  a 
rule,  the  reverse  surface  is  confined  to  the  inside  of 
the  coat  or  a  little  touch  inlaid  into  the  collar  and 
sleeve. 

Many  of  the  later  models  are  in  cape  effect,  bm 
later  novelties  show  a  tendency  to  follow  the 
Robespierre  and  Byron  lines.  These  collars  cover 
the  back  of  the  neck,  but  do  not  fasten  in  fronts  and 
the  front  r-losing  is  so  arranged  that  it  is  convertible, 
and  will  either  show  revers  or  button  up  to  the  neck. 

Other  features  are  semi-belts,  stitched  pleat  ar- 
i'angemen^s  shirred  backs,  and  wide  arm-hoJes  com- 
pleted by  roomy  sleeves.  i\ll  garments  are  straight 
cut,  and  the  latest  models  are  semi-kimono,  the  sleeve 
Ijeing  in  one  with  the  back.  Very  handsome  buttons 
are  used,  and  some  models  have  collars  of  ribbed  vel- 
vet or  imitation  fur. 


Robespierre  Collar  on  Suits 

Designers  using  this  feature  as  the  keynote 

to  novehy  suits  —  Use  of  pleats  productive 

of  new  skirt  effects. 

The  Robesi:)ierre  collar  promises  to  be  the  key- 
note to  novelty  styles  in  Fall  suits.  Robespierre  and 
kindred  models  are  new,  striking  and  becoming,  and 
are  excellently  adapted  for  cold  weather  wear,  as  they 
protect  the  back  of  the  neck.  As  they  do  not  fasten 
in  front,  they  present  no  alteration  difficulties.  Either 
the  coat  can  button  up  the  front  to  the  neck,  or 
pointed  revers  faced  with  velvet  and  trimmed  with 
lines  of  buttons  can  be  used.  Belt  effects,  peplum 
and  blouse  effects,  or  the  set-in  panel  at  the  back  can 
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IMPORTANT  ANNOUNCEMENT 


The  wonderful  development  in  Canada's  cloak  and  suit  manufacturing 
industry  is  substantially  recognized  in  the  announcement  that  we  have 
been  able  to  secure  as  Chief  of  our  Designing  staff  Mr.  Gotthoffer,  for 
fourteen   years  designer  for  the  well-known  house  of 

Max  Rubel  &  Co.,  New  York 

SPECIALISTS    IN    MISSES'  AND 
JUNIORS'   SUITS    AND    COATS 

The  popularity  of  garments  designed  specially  for  misses  and  small 
women  (not  ladies'  garments  merely  cut  down  in  length  of  sleeve  and 
skirt)  warrant  us  in  securing  the  services  of  a  man  who  is  a  RECOG- 
NIZED POWER  in  the  cloak  trade  throughout  the  entire  American 
continent,  and  it  is  with  the  greatest  pleasure  that  we  announce  the 
first  showmg  of  the  new 

"WINTEX" 

productions  which  will  be  ready  about  July   ist. 

We  suggest  to  every  wide-awake  merchant  whether  you  have  already 
placed  your  regular  orders  or  not,  that  you  send  a  request  immediately 
for  a  dozen  of  these  new  models  which  will  be  selected  with  the  utmost 
care.  Only  prompt  attention  to  this  will  insure  delivery  in  time  for  the 
opening  of  Fall  business. 


J.  H.  Winters  &  Company 

King  and  Spadina  -:-  Toronto 


Please  mention  The  Review  to  Advertisers  and,  Their  Travelers. 
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Whipcom  --uit.  br;i((l  vn:\\  iiKidrl  ill  blouse  elfect. 
The  Byron  collar  is  uf  liLjljcd  silic  and  the  long  plain 
sleeves  have  a  cutf  of  Ihe  same.  The  front  of  the 
skirt  is  in  apron  or  over-skirt  effect  completed  with 
a  pleated  flounce.  There  is  one  wide  gore  at  the 
back. 


till  be  appi-opi'iately  combined  with  the  new  collars. 
The  majority  of  the  coats  are  in  the  modified  cut- 
away styles  with  the  corners  rounded  or  in  inverted 
V  shape. 

Sleeve^  are  long,  and  very  plain,  and  in  suits  there 
is  a  perceptible  tendency  to  use  a  few  gatherers  to 
emphasize  the  setting-in  point.  Buttons,  braids  and 
cord  silk  and  velvet  facings  constitute  the  accepted 
trimmings. 

The  use  of  pleats  is  giving  designers  more  lati- 
tude, and,  therefore,  there  are  new  effects  in  skirts  to 
be  seen.  Though  pleats  are  used  they  are  very  scant, 
and  only  add  little  to  the  width  of  the  skirt.  On  the 
other  hand,  skirts  are  comfortably  wide,  and  do  not 
impede  movement  in  walking.  A  new  feature  is  the 
use  of  gathering  in  the  back.  Nearly  all  models  have 
the  high  waistline  and  fasten  either  in  front  or  at  the 


side.  A  strap  across  the  back  fastened  with  a  buckle 
is  a  new  feature  and  buckles  in  some  models  take  the 
place  of  buttons. 

One  evidence  of  the  growing  popularity  of  the 
suit  is  the  smart  models  developed  in  linen,  and  the 
new  ratine  or  Terry  cloths  for  wear  in  the  Summer 
season.  Tn  linens  rough  weaves  in  colors  are  most 
favored.  Tans  are  very  much  in  evidence,  and 
wistaria  and  Copenhagen  are  good.  Pale  blue  and 
pink  are  steady  sellers.  In  ratine  and  Terry,  white 
and  champagne  are  the  leading  sellers.  Norfolk,  pep- 
lum  and  cutaway  coats  are  all  used,  and  the  skirts 
follow  the  prevailing  straight  lines.  Where  trim- 
ming is  used,  soutache  seems  most  favored. 


Boon    to    Blouse    Designers 

The  new  Directoire  and  Robespierre  col- 
lars   prepares    the    way    for    some     new 
touches  in  waists. 

The  introduction  of  the  new  Robespierre  and  By- 
ron collars  has  come  as  a  welcome  boon  to  blouse 
designers,  as  it  has  prepared  the  way  for  the  intro- 
duction of  new  touches  that  are  sufficiently  different 
to  sharply  mark  the  line  between  the  blouse  of  the 
preceding  and  that  of  the  present  season.  Another 
feature  of  this  fact  that  makes  for  sales  is  that  the 
innovations  are  not  extreme,  but  are  pretty  and  dis- 
tinctly wearable. 

A  new  model  developed  in  satin  has  a  deep  yoke 
with  the  front  shirred  scantily  to  it.  The  Robe- 
spierre collar  is  high  at  the  back  and  rolls  over,  being 
cut  more  heart-shaped  than  in  a  V  in  front,  and  the 
opening  filled  in  with  a  chemisette  of  fine  net.  A 
ribl)on  in  con<^rasting  color  is  set  on  under  the  collar 
and  the  ends  knotted  together  at  the  bust  line  in 
front.  Crystal  ball  buttons  in  groups  of  three  ac- 
complish the  closing.  The  full  length  sleeve  has  a 
deep  cuff  slashed  over  a  pleating  of  net  and  a  frill  of 
lace  falls  over  the  hand. 

A  new  lingerie  model  of  embroidered  voile  has 
long  extended  shoulders  and  a  deep  pointed  cuff  with 
scalloped  edges.  The  collar  is  of  crochet  lace,  and 
leaving  a  V  in  front  fastens  with  a  black  velvet  bow. 

Another  lovely  model  is  of  white  over  pink  chif- 
fon with  the  fullness  on  the  long  shoulder  seams  and 
at  the  arm-holes  given  by  a  double  row  of  cordings, 
and  the  three-ciuarter  sleeve  is  finished  in  the  same 
wa^^  making  a  puffed  sleeve.  The  Robespierre  collar 
is  of  white  satin  overlaid  with  beige  lace.  There  is 
a  jabot  of  shadow  lace  the  same  shade  caught  to  the 
collar  by  a  cluster  of  tiny  silk  rosebuds  with  two  ve' 
vet  ends. 

An  exceedingly  odd  combination  is  a  waist  of 
cluster-tucked  white  crepe  de  Chine  with  directoire 
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"Patrician"  Fall  Suits  and  Coats 

The  Finest  Range  Yet  is  Now  Ready 


For  Your 


PATRICIAN" 

GARMENTS 


GIVE 
'  THEM  A  FEW 
MOMENTS  OF 
YOUR  VALUED 

TIME 

IT  WILL  PAY  YOU 


Inspection 


PROT>UCE 

RESULTS 


The  complete  range  will  be  presented  to  you 
shortly.  It  will  pay  you  to  give  it  a  few  moments  of 
your  valued  time,  as  it  offers  novelties  which  will  not 
be  seen  elsewhere — lines  which  for  real  trade  pulling 
value  Avill  not  be  equalled  this  season. 

We  Specialize  on  Stout 

and  Small  Women's  and 

Misses'  Suits  and  Coats 

Although  we  make  a  complete  range  of  all  sizes 
of  women's  suits,  we  specialize  on  stout  and  small 
women's  and  misses'  sizes,  giving  the  same  attention 
to  style,  fit  and  quality  as  in  our  regular  line.  Every 
out-of-the-ordinary  sized  woman  or  girl  can  get  per- 
fect satisfaction  from  the  "Patrician"  range. 

Our  Mr.  Bergman  visits  New  York  every  month 
and  keeps  constantly  in  touch  with  the  latest  styles 
both  in  style  and  cut  and  cloth  and  even  goes  into  the 
smallest  details  such  as  buttons,  braids,  etc.  Let  us 
advise  you  of  style  changes.    Keep  in  touch  with  us. 

Hold  your  Fall  orders  until  you  have  inspected 
the  complete  "Patrician"  range  of  suits  and  coats. 
The  values  leave  nothing  to  be  desired.  The  styles 
are  right  up-to-the-moment.    Wait  and  see. 


PATRICIAN  CLOAK  &  SUIT  CO. 

SAMUEL  BUILDING 
KING  AND  SPADINA  -  -  TORONTO 


Please  mention  The  Review  to   A  dvarisers  and  Their  Travelers. 
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collar  and  deep  cuffs  of  white  pique.  There  is  a  kite- 
shaped  jabot  of  fine  Malines  lace  caught  to  the  blouse 
just  above  the  waistline  by  a  bow  of  dull  blue  silk 
and  a  ladder  of  tiny  bows  of  the  same  silk  up  to  the 
neck  give  a  smart  waist  coat  effect. 

Not  quite  so  striking  is  a  chift'on  waist  in  amber 
tan  chiffon  with  the  long  shoulder  seams  and  deep 
armholes,  and  the  sleeves  finished  with  a  double 
cording.  The  neck  is  collarless  and  finished  with  a 
narrow  Venise  galoon,  below  which  is  a  pleated  col- 
lar and  full  jabot  of  pleated  tan  chiffon  edged  with 
white  shadow  lace.  These  models  are  recent  importa- 
tions from  Paris,  and  embody  some  of  the  newest 
style  featiu'es  on  the  market. 

Tailored  shirts  are  to  be  strong  in  satin,  taft'eta 
and  in  outing  flannels,  delaines  and  heavy  cottons 
such  as  piques,  reps  and  kindred  fabrics,  and  the 
novelty  here,  as  in  the  fancy  waist,  promises  to  be  the 
use  of  the  Robespierre  and  directoire  collars. 

The  latest  model  in  Summer  blouses  is  the  Nor- 
folk middy.  Some  models  button  down  the  front 
like  a  coat,  and  some  have  the  yoke  and  slip  over  the 
head,  lacing  up  the  front.  They  all  have  the  char- 
acteristic Norfolk  pleats,  and  are  belted  in  loosely  at 
the  waist.  Collars,  cuffs,  belts  and  pockets  are  in 
navy,  red,  cadet  and  tan. 


Dresses  in  Coat  Effect 

Manufacturers  showing  tailored  styles  in 
serge,  velvet  and  bordered  fabrics 

For  the  coming  season,  manufacturers  of  dresses 
are  putting  out  strong  lines  of  tailored  dresses  in 
serge,  Panama,  face  cloth  and  velvet,  and  such  other 
materials  of  like  weight  as  may  strike  them  as  suit- 
able for  dress  development.  As  a  rule,  dresses  of  this 
type  fasten  at  the  front,  and  fancy  cutting  and  cross 
buttoning  forms  a  big  portion  of  the  decorative  fea- 
tures. Many  models  have  the  sash  belt  with  the  ends 
finished  with  tassels,  fringe  and  in  other  ways.  Some- 
times this  belt  is  of  braid.  There  is  a  panel  at  the 
back,  and  just  a  suspicion  of  a  drapery  effect  in  con- 
nection with  this  panel  is  beginning  to  creep  in. 

Manv  coat  dresses  are  seen,  both  with  the  peplum 
indicated,  and  with  a  separate  peplum  attached  to 
the  waist  with  the  skirt.  Tunic  effects  are  still  good, 
and  pleats  are  introduced  at  the  sides  and  in  long 
panels. 

Sleeves,  as  a  rule,  are  full  length  and  are  finished 
with  pleated  frills  of  lace  or  net.  Guimpes  and  high 
collars  of  shadow  lace  or  net  are  in  high  favor. 

Modified  pannier  effects  promise  to  exert  a  strong 
influence  over  party  and  reception  gowns.  White 
and  pale  shades  promise  to  be  much  in  evidence,  and 
a  new  note  is  the  velvet  belt  and  trimmings  of  velvet 
ribbon.     Lace,  chiefly  in  the  light  varieties,  are  to 


l)e  used  for  trimmings.  Lace  tunics  drawn  into  a 
strapped  band  of  silk  or  satin  is  also  a  new  feature. 
The  actual  skirt  is  little  or  no  wider,  but  a  fuller  ap- 
pearance is  given  by  the  use  of  drapery.  Shirrings^ 
puffings  and  pleatings  are  in  immense  vogue  as  trim- 
mings. Expensive  models  show  the  use  of  bead, 
pearl  and  crystal  trimmings  and  gold  lace. 


Coat  and  Skirt  in  Distinct  Contrast 

(Concluded  from  page  36) 

five  models  show  the  idea  suggested  by  the  arrange- 
ment of  the  trimming  or  by  pleats  and  draped  by 
means  of  shirrings  or  puckerings  at  the  front  or  side. 
As  a  rule,  this  is  applied  to  the  overskirt,  but  a 
party  gown  of  white  taffeta  flounced  with  two  full 
flounces  of  bright  cherry  chiffon  had  clusters  of 
shirring  the  length  of  the  skirt,  both  back  and  front. 
An  extra  flounce  filled  in  the  back,  but  the  front  wa* 
slightly  lifted,  forming  a  pannier  like  drapery  effect. 

This  pannier  effect  is  presented  in  numberless 
ways,  some  of  which  are  very  graceful,  and  whicli 
will  doubtless  be  made  use  of  in  early  Fall  models,  as 
well  as  the  Summer  models  intended  for  the  heated 
season. 

More  recent  than  the  pannier,  and  quite  as  pro- 
minent, is  the  wearing  of  a  totally  distinct  coat  and 
skirt,  and  this  fashion  has  advanced  so  far  that  coat 
dresses  are  being  shown,  which  while  they  are  real*y 
one-piece,  have  all  the  appearance  of  a  coat  and  skirt 
of  contrasting  color  or  material.  One  seen  in  a  Fifth 
Avenue  store  had  the  coat  of  white  satin,  and  the 
skirt  of  black  satin.  The  coat  was  peplum  cut,  the 
joining  at  the  waist  hidden  under  a  leather  belt, 
and  having  narrow  vest  and  collar  of  black  satin. 
Tight  directoire  sleeves  were  piped  into  the  long 
shoulder  with  black  satin,  and  were  slashed  to  show 
ruffles  of  lace  half  way  to  the  elbow.  The  pannier 
tunic  was  caught  up  under  a  band  ornamented  with 
a  row  of  cut  jet  buttons  to  show  a  skirt  of  the  white 
satin. 

VOGUE   OF   WHITE   SATIN. 

While  on  the  subject  of  white  satin,  mention 
should  be  made  of  its  great  vogue  for  day  wear.  Not 
only  are  coats  of  white  satin  fashionable,  but  simple 
dresses  of  this  fabric  have  put  in  an  appearance,  and 
the  very  smartest  idea  in  blouses  is  the  tailored  waist 
in  white  satin.  The  majority  of  these  waists  are 
made  with  Robespierre  or  Byron  collars,  and  witb 
the  deep  shoulder  and  the  long,  tight  sleeve. 

BLAZERS    AND    NORFOLKS. 

New  York  stores  are  making  a  great  showing  of 
outing  and  sporting  coats  in  the  shape  of  blazers  and 
Norfolk,  or  Mackinaws,  as  many  call  them.  The 
blazers  are  offered  in  brilliant  stripe  combinations. 
The  Mackinaws  run  from  28  to  32  inches. 
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Lingerie    model    ui'   'allt)vt'f    lace     and   em- 
broidery   trimmed    with    Armenian 
lace,     in    pannier    effect. 


Louis    XV.    dress    of    shot    blue    and    black 
taffeta    trimmed    with    pleatings    of    the 
same      and      bands      of      black      velvet. 
The    waist    is    in    jumper    style    with 
an     under    blouse    of    black     chan- 
tilly  over   white    net.       The  three- 
quarter  sleeves  are  finished  with 
pleated  inches  of  lace  and  net. 


Merchants    Vie>vs    On    Timely    Topics 


John  Carruthers,  Orillia,  expresses  opinion  that  time  has  come  to  increase 
profits  percentage  in  order  to  meet  higher  costs  of  doing  business  —  Re- 
tailer discuss  corset  prices— How  Qua  &  Patterson  conduct  their  department 


Editor  Dry  Goods  Review. — The  sooner  the  re- 
tailer gets  away  from  the  idea  of  putting  one-third 
on  cost,  the  better.  My  opinion  is  that  we  must  get 
more  profit  on  nearly  everything  if  we  are  going  to 
pay  our  debts  and  meet  the  high  cost  of  running  a 
business.  This  idea  of  paying  37i/2C  for  dress  goods 
and  selling  at  50c  is  past.  We  should  get  65c  unless 
we  bought  very  badly.  Again,  this  paying  8c  and 
selling  at  10c  and  paying  10c  and  selling  at  121/-3C  is 
out  of  the  question.  These  costs  should  stand  12  or 
121/2C  and  14  or  15c.  I  am  doing  this  on  nearly 
everything  but  we  find  some  opposition  with  the  old 
ideas  of  the  25  and  33 lo  per  cent.  on.  I  believe 
some  merchants  forget  they  only  get  20  and  25  per 
cent  out  of  it  and  very  often  it  costs  them  that  to  run 
their  business. 

Then,  the  ready-to-wear  is  creeping  in  or  rather 
is  in  to  a  big  extent  and  this  line  should  stand  50  to 
100  per  cent,  at  first,  as  the  second  season,  or  later  on 
the  same  season,  if  tliey  are  not  sold,  we  have  to 
make  some  cuts  and  sometimes  Ijig  cuts. 

Now,  the  idea  of  our  selling  a  waist  that  is  offer- 
ed to  us  as  a  leader  at  $9.00.  for  $1.00.  It  is  done  by 
some  when  they  sliould  get  $1.50  or  if  it  is  bought  in 
the  ordinary  way,  they  should  have  $1.25. 

Things  have  changed  of  late  years  and  if  we  pay 
more  rent,  taxes  and  salaries,  we  must  get  more 
profit  or  get  out  of  business.  Now,  I  hesitated  before, 
I  thought  of  writing  this  way,  but  retail  dry  goods 
men  should  do  something  to  improve  the  way  of 
conducting  things,  and  if  some  others  would  give  us 
their  views,  it  may  get  us  out  of  the  rut  of  selling  on 
the  old  percentage.  Let  us  remember  an  article  is 
woi'th  what  it  will  bring. 

Yours  respectfully. 

Orillia.  -lune  10.  .John  Carrutlievs 


In  the  May  1st  num])er  of  Dry  rjoorls  Review,  a 
letter  from  a  merchant  was  published  advocating  a 
re-adjustment  of  corset  prices  by  manufacturers  so 
that  the  retailer  could  average  50  per  cent,   profit. 


The  writer  pointed  out  that  while  Canadian  corsets 
were  excellent  value,  they  were  being  sold  on  a  basis 
that  did  not  enable  the  retailer  to  make  any  more 
than  he  did  30  years  ago  when  his  expenses  were  one- 
half  to  two-thirds  of  what  they  are  to-day. 

The  Review  took  the  ground  that  corsets  could 
be  bought  and  merchandised  so  as  to  give  the  profit 
desired.  Among  the  letters  received  in  reply,  mer- 
chants on  the  one  hand  agree  that  there  is  room  for 
improvement  on  this  as  well  as  on  other  lines,  while 
others  state  that  it  is  up  to  the  merchants.  Here  are 
two  letters  recently  received: 

Editor  Dry  Goods  Review :— "With  regard  to  the 
letter  fronj  a  merchant,  advocating  some  action  in 
regard  to  price  of  corsets,  would  say  we  rather  think 
that  it  would  be  a  delicate  subject  to  discuss  publicly. 

"No  doulit  there  is  room  for  improvement,  so  far 
as  profit  to  the  retail  merchant  is  concerned,  as  the 
goods  are  so  well  known  to  the  purchasing  commun- 
ity and  nearly  every  merchant  carries  the  same  goo.Is 
with  u  special  number  or  name  attached  to  the  corset. 
Many  lines  of  corsets  are  cut  a  little  over  cost  price, 
which  fact,  no  doubt,  was  in  the  mind  of  the  mer- 
chant who  addressed  the  letter  to  you.  Corsets,  how- 
ever, are  only  one  of  many  other  lines  in  the  same 
condition." 

Editor  Dry  Goods  Review: — "We  have  read  the 
letter  in  j\Iay  1st  number  of  Dry  Goods  Review  and 
your  rei)ly  on  the  question  of  cost  and  selling  prices 
of  Canadian  corsets  re  profit  at  the  50  per  cent,  ad- 
vance. 

"We  quite  agree  with  the  .stand  that  you  take  re- 
garding the  question  from  both  the  manufacturer's 
and  the  retailer's  point  of  view. 

That  it  is  the  fault  of  the  merchants,  in  most 
cases,  there  is  not  the  slightest  doubt  in  our  mind. 
We  don't  intend  going  into  the  matter  in  dettiil,  but 
will  IcU  you  how  our  department  is  run. 

"We  have  one  of  the  best  corset  departments 
outside  the  larger  towns,  carrying  the  two  best  Cana- 
dian lines  up  to  $6.00  retail. 
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"In  the  lines  from  50c  to  $1.00  we  get  the  best 
that  price  can  buy  at  $4.00,  $6.00  and  $9.00,  as  we 
consider  these  popular-priced  corsets  great  customer 
drawers  to  the  store. 

■'In  the  department  we  carry,  in  the  two  lines, 
35  different  models,  all  sellers  as  to  prices,  and  as 
to  the  average  profit  to  the  department  all  round  it 
stands  well  over  the  mark. 

This  cannot  be  done  by  running  a  stingy  depart- 
ment, but  only  by  building  up  a  good  liberal  one  in 
proportion  to  your  business,  giving  value  in  the 
marked  lower  lines  (never  mind  the  other  fellow's 
prices)  and  keeping  posted  in  every  way  with  the 
corset  trade.  Advertise  your  better  lines  well,  for 
corsets  are  bread  and  butter  goods,  wanted  all  the 
time,  then  your  department  will  flourish  and  there 
will  be  no  complaints  as  to  profits. 

"Trusting  the  above  information  may  be  of  some 
use  to  you,  we  are 

Yours  truly, 

Qua  &  Patterson 
Collingwood.  June  8 


The    Robinson    Anniversary 

A   birthday  party  that  had   a  social  side 
and  which  made   a    high-sale    record. 

Commenting  on  the  success  of  their  25th  birth- 
day celebration.  The  Robinson  Company,  Napanee, 
give  due  credit  to  G.  B.  Ryan  &  Co.,  Guelph,  for 
some  ideas  that  were  adopted  by  that  firm  in  an  an- 
niversary event  last  year.  These  consisted  chiefly 
of  the  reception,  the  distribution  of  birthday  cake 
and  the  introduction  of  a  pleasing  degree  of 
sociability. 

ADVERTISING  AND   DECOEATION. 

In  making  the  event  known,  the  Robinson  Co. 
took  an  extra  page  in  the  local  paper,  and  supple- 
mented their  mailing  list  with  hundreds  selected 
from  their  own  books  and  records  that  were  not 
subscribers. 

Being  Empire  week,  the  store  adopted  the  British 
colors,  red,  white  and  l»lue,  with  Union  Jacks,  and 
Dominion  fltigs  for  interior,  as  well  as  exterior  use, 
supplemented  \)\  the  lavish  use  of  ferns  and  cut 
roses.  The  evening  before  when  the  shades  went  up 
at  8  o'clock,  as  announced,  upon  a  window  of  three 
huge  birthday  cakes,  in  a  setting  of  ferns,  lighted 
candles  and  cut  roses,  it  was  pouring  rain,  but  the 
sidewalk  was  blocked  with  people.  The  announce- 
ment had  even  brought  rigs  in  from  the  country. 

ENTERTAINMENT. 

The  firm  engaged  a  splendid  orchestra.  Each 
afternoon  birthday  cako  and  tea  was  served  in   a 


specially  provided  and  decorated  tea  room  on  the 
first  floor  up.  The  wives  of  the  members  of  tlie  com- 
pany and  managers  acted  as  hostesses,  giving  a  per- 
sonal touch  to  the  reception  that  was  pleasing. 

Each  visitor  to  the  tea  room  was  presented  with 
a  rose.  Almost  the  entire  rose-cut  from  Dales  for 
three  days  was  required,  and  this  gives  an  idea  of 
the  lumiber  of  people  who  visited  the  tea  room.  The 
president  of  the  company  was  on  hand  to  personally 
greet  and  extend  a  welcome.  The  card  writer  had 
shields  with  the  word  "Welcome,"  hung  in  conspicu- 
ous places,  as  well  as  suitable  phrases  referring  to  the 
event. 

INTERESTING  FEATURES  AND  RESULTS. 

In  announcing  the  event  it  was  made  very  plain 
that  the  firm  wanted  every  customer  to  come  if  they 
could,  whether  they  wanted  to  procure  anything  or 
not,  that  they  were  bidding  for  the  continuance  of 
their  good-will,  not  their  money.  It  was  gratifying 
to  the  management  the  way  the  people  respondel 
with  their  kind  words  of  appreciation.  The  entire 
staff  entered  heartily  into  the  making  a  success  of 
the  event.  The  good-will  feeling  prevailed.  Dis- 
gruntled customers  of  former  days  (it  is  hard  to 
please  all)  forgot  the  petty  things  of  life,  and  moved 
with  the  smiling,  good-natured  crowds.  About  500 
people  registered  as  having  been  customers  for  25 
years,  it  having  been  announced  that  a  small  sou- 
venir would  be  mailed  from  some  maker  from  whom 
the  firm  import  in  the  Old  Land. 

\\  bile  we  were  mild  in  o\u'  appeal  for  business," 
states  Mr.  J.  E.  Robinson,  the  secretary,  "we  may  say 
that  our  staff  was  taxed  to  the  limit.  It  was  a  short 
and  riiiny  week,  but  our  sales  were  only  equalled  by 
two  Christmas  weeks'  records.  1910-1911." 


Mr.  Wilson  Leaves  Greenshields 

A.  R.  Wilson,  who  for  the  past  nineteen  years 
has  been  a  valued  employe  of  the  wholesale  dry  goods 
house  of  Greenshields,  Limited,  Montreal,  is  severing 
his  connection  with  that  firm  to  go  into  business  for 
himself.  A  partnership  has  been  formed  with  J.  (». 
Duhamel  under  the  firm  name  of  Duhamel  &  Wilson 
to  act  as  accountants,  auditors  and  assignees.  Mr. 
Duhamel  has  been  practising  accountancy  for  the 
last  thirty  years,  and  has  a  wide  experience  in  work 
of  tliis  kind.  Mr.  Wilson,  as  accountant  for  Gi'een- 
.«:hiclds.  Limited,  has  the  practical  experience  to 
eminently  fit  him  for  work  of  this  character,  and  the 
now  firm  will  doul)tless  meet  with  a  large  measure 
of  success  The  new  partnership  commenc^es  this 
month  with  offices  at  3  Notre  Dame  Street  Eastj 
Montreal. 
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HINTS   TO   BUYERS 

From  information  supplied  by  sellers, 
but  for  which  the  editors  of  the  "Re- 
view" do  not  necessarily  hold  themselves 
responsible. 


FISK     INTERLOCKING     ADVER- 
TISING SCHEME. 

All  advertising  service  that  lias  be- 
hind it  the  practical  viewpoint  of 
those  who,  from  experience,  know 
what  they  are  talking  about,  has  just 
been  organized  in  the  Fisk  Interlock- 
ing Advertising  Service.  This  has 
been  placed  upon  the  market  by 
Henry  S.  Fisk,  Chicago,  who  was 
formerly  engaged  in  general  news- 
paper work  for  the  Root  Newspaper 
Association,  and  who  previous  to  that 
was  vice-president  and  advertising 
manager  of  The  Dry  Goods  Reporter, 
Chicago.  He  is  familiar  with  whole- 
sale and  retail  distribution  of  dry 
goods  and  kindred  lines,  can  plan 
selling  and  advertising  campaigns, 
present  them  intelligently  to  pros- 
pective clients  and  execute  the  orders 
when  received.  "All  this,"  he  points 
out,  "from  the  viewpoint  that  there 
is  no  such  thing  as  an  advertising 
problem,  pure  and  simple,  but  that 
every  advertising  problem  is  in  real- 
ity  a   selling  problem." 

The  Fisk  Interlocking  Service,  be- 


sides concentrating  upon  retail  adver- 
tising, develops  some  new  phases  of 
technical  and  trade  publishing,  and  is 
of  equal  importance  to  the  manufac- 
turer and  jobber. 

The  service  is  sold  only  to  one  deal- 
er in  a  town.  It  answers  the  demand 
for  bright,  practical,  business  bring- 
ing appeal  to  the  customer.  Address 
Fisk  Publishing  Co.,  Schiller  Build- 
ing, Chicago. 

-*       *        * 

NEW  WINNIPEG  QUARTERS. 

The  Winnijjeg  branch  of  the  H.  W. 
Johns-Manville  Company,  owing  to 
their  fast  increasing  business  in  as- 
bestos, magnesia  and  electrical  sup- 
plies, has  found  it  necessary  to  move 
into  new  quarters  at  No.  92  Arthur 
street,  Winnipeg,  on  or  about  June 
1st. 

This  is  a  six-storey  and  basement 
building,  100  feet  deep  and  50  feet 
wide,  and  will  be  occupied  throughout 
by  the  company's  offices  and  store- 
rooms. By  reason  of  this  move,  a 
much  larger  and  more  complete  stock 
of  goods  will  be  carried  on  hand  than 
heretofore,  and  a  larger  force  will  be 
employed  to  look  after  the  company's 

interests. 

*       *       * 

WILL  AGAIN  ENLARGE  FACTORY 

Although  i*:  is  hardly  a  year  since 
llie    Parisian    Corset   Co..    of   Quebec, 


completed  the  commodious  brick  fac- 
tory they  are  now  occupying,  they 
find  it  is  not  large  enough  to  cope 
with  their  rapidly  growing  business. 
Plans  have  been  prepared  and  work 
will  be  commenced  at  once  to  add  an- 
other storey  to  the  structure,  so  the 
present  cramped  conditions  will  be 
relieved.  By  the  addition  of  this  ex- 
tra storey,  62,160  square  feet  of  floor 
space  will  be  secured,  and  it  is  claim- 
ed the  building  will  be  the  largest  in 
Canada  devoted  exclusively  to  mak- 
ing corsets. 


OPENED   NEW   BRANCHES. 

Owing  to  their  increasing  business, 
Messr.  James  Hymans,  of  13  Bevis 
Marks,  London,  E.  C,  the  manufac- 
turers of  the  famous  "Hymo"  inter- 
lining, have  found  it  necessary  to 
open  their  own  offices  at  the  under- 
noted  addresses  in  the  following 
towns: 

Bradford,  162,  Swan  Arcade  (town 
office),  Telegrams,  Hymo,  Bradford. 

Leeds,  15  Park  Place. 

Manchester,  15  Cannon  Street 
teleplione  1276  City) ;  and  have  plac- 
ed experienced  men  in  charge  of  each 
of  the  above  new  branches,  where 
they  will  be  pleased  to  welcome 
clients. 
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EDITORIAL  FEATURES 

Men,  Methods  and  Clothes. 

Trade  Pullers  for  the  Men's  Store. 

Display  Garments  in  Better  Way. 

Ideas  for  Summer  Window  Trims. 

High  Time  for  Increased  Neckwear  Profits. 

Getting  the  Best  in  Store  Fronts. 

How  Customers  are  Lost  and  Won. 

When  a  Man's  Wife  Helps  Him  Select  a^Suit. 

Advance  News  of  Men's  Wear  Markets. 

Edwards  Short  Cut  System  of  Card  Writing.   .. 

Review's  Information  Bureau. 
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Art  Clothes 

for 

Fall  1912 


This  picture  illustrates 
one  of  the  set  of  eight 
new  Style  Cards  for 
next  season.  The  origi- 
nals are  20  x  30,  hand- 
colored,  heavy  board. 
Eight  cards  go  with 
the  new  Sample  Book 
and   Fashion    Portfolio. 
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f^Tirst  Choice— The  ART  CLOTHES 
^-^  AGENCY 


T^HIRTY  new  Agencies  ready  for  acceptance 
-*•  July  1st.  Seventy  already  taken  up  by 
merchants  who  have  waited  since  last  Spring. 
Make  application  at  once  to  secure  Selling 
Equipment  for  Fall. 


Please   niention  The  Review  to   Advertisers  and  Their  Travelers. 
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What  Would  You  Do  in  the  Absence 

of  the  Boss? 


T 


HE  consideration  and  purchase  of  new  lines  is  a  function 
which  a  good  many  merchants  reserve  to  themselves; 
although  they  may  consult  with  certain  members  of  the  staff 

I  as  to  the  trend  of  style,  they  prefer  to  make  their  own  selections. 

They  figure  that  as  they  are  paying  for  the  goods,  and  take 
responsibility  for  the  turnover,  they  are  going  to  oversee  the 
expenditure  of  every  dollar. 

There  may  be  occasions,  however,  when  in  the  boss'  absence, 
his  head  clerk  may  have  to  make  up  his  mind  upon  some  line 
which  appeals  to  him  and  which  he  feels  sure  would  sell.  Immediate 
action  is  necessary.  It  may  be  that  a  neckwear  traveler  arrives 
with  a  novelty  that  will  put  ginger  into  the  season.  The  great 
question  is,  what  degree  of  responsibility  is  the  boss  willing  to  repose 
in  his  staff  ? 

As  the  one  left  in  charge  of  the  store,  what  would  you  do?  You 
know  your  employer's  policy  and  you  also  know  that  the  line  would 
make  an  attractive  display  and  bring  business.  How  would  you 
decide  ? 

If  you  have  had  any  experiences  that  fit  the  case,  the  Review 
would  like  to  hear  of  them  in  your  own  words. 

For  articles  available  for  publication,  dealing  in  a  helpful, 
practical  way  with  the  subject,  the  Review  will  pay  from  $1.00 
to  $5.00  each. 

All  articles  must  be  received  not  later  than  July  12th.  Address, 
Editor,  Dry  Goods  Review,  143  University  Avenue,  Toronto. 


FUR^SHINGS 


Clothes,  Methods  and  Men 


While  Robespierre  and  Byron  collars  are  now  the 
great  style  feature  in  ladies'  neckwear,  the  only  thing 
in  men's  styles  that  contains  a  suggestion  in  that 
direction  is  a  wing  collar  with  an  inch  space  in  front 
and  with  wings  of  unusual  size  pressed  back  flat  to 
the  sides.  This  collar  is  said  to  have  been  worn  by 
one  of  London's  best  dressers. 

«        :!c        He 

Over  in  London,  according  to  all  reports  they  are 
dispensing  with  much  of  the  formality  in  attire 
which  generally  goes  with  the  silk  hat.  Some  very 
prominent  peoj)le  have,  for  example,  appeared  in 
short  coats,  striped  trousers  and  silk  hat,  while  others 
have  even  worn  striped  shirts  and  collars  with  their 
silk  top-piece  and  got  away  with  it. 
*    *    * 

An  increasing  vogue  is  noted,  in  London,  for  the 
combination  suit — that  is  the  coat  and  vest  of  black 
and  the  trousers  of  striped  materials.  The  coat  is 
described  as  being  without  vents,  long,  soft  lapels 
and  two  buttons. 

One  of  the  final  touches  in  the  representation  of 
English  vogue  in  this  country  consists  in  a  more  gen- 
eral adoption  of  spats.  In  London  they  are  the 
thing.  White  and  champagne  are  two  favored  col- 
ors, and  pique  is  the  material  generally  adopted. 

If  there  is  anything  in  the  statement  of  a  Cin- 
cinnati clothing  manufacturer,  a  successful  baseball 
club  is  a  fine  business  asset.  He  points  out  that  the 
high  standing  of  the  Cincinnati  club  helps  his  sales- 
men. The  fact  that  they  are  from  that  city  counts 
in  the  introduction  of  their  goods.  Now,  it  may  be 
that  baseball  in  Canada  has  not  reached  the  high 
pitch  of  popularity  that  it  has  in  the  States,  but  no- 
body has  so  far  complained  about  poor  business  as 


the  result  of  the  slump  in  the  Toronto  ball  club,  or 
in  the  fact  that  Montreal  has  been  walloping  the 
Leafs  lately.  There  are  evidences,  however,  that  a 
live  athletic  organization  has  helped  the  sporting 
goods  department  of  a  large  Toronto  store  very  ma- 
terially. 

*  *    * 

A  very  strong  demand  for  knitted  scarfs  or  muff- 
lers with  fringed  ends  is  reported  by  neckwear  manu- 
facturers. Qualities  range  all  the  way  from  wood 
silk  to  pure  silk.  The  report  that  small  coat  collars 
are  said  to  be  returning,  especially  for  city  wear, 
would  seem  to  fit  in  with  this  development. 

A  new  overcoat  model,  now  on  the  New  York 
market  is  one  with  a  belt  so  constructed  that  it  can 
be  worn  in  three  ways — with  full  belt,  half  belt,  or 
without  the  use  of  the  belt  at  all.  The  fit  is  said  to 
be  perfect  when  worn  in  any  of  the  three  ways.  In- 
dications are  that  belted  overcoats  will  be  popular 

next  season. 

*  *    * 

The  popularity  of  the  blazer  coat  for  ladies'  out- 
ing wear  is  not  without  a  counter  feature  in  the  men's 
department,  according  to  a  New  York  report.  The 
blazer  was  a  highly  favored  garment  20  years  ago. 
It  now  reappears  in  the  form  of  the  three-button  sack 
made  of  flannel  with  stripes  of  alternating  colors 
which  may  be  those  of  the  athletic  club  or  regiment 
to  which  the  wearer  belongs. 

*         5):         * 

A  combination  cigar  cutter  and  tie  clip  for  the 
front  of  the  shirt  is  the  handy  little  article  shown  by 
a  manufacturer's  agent.  In  the  end  of  the  clip  oppo- 
site that  which  holds  the  tie  to  the  shirt  is  a  circular 
opening  into  which  the  cigar  tip  may  be  thrust,  and 
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pressure  on  the  clip  brings  together  two  tiny  blades 
which  do  the  trick.  It  is  made  in  gold,  silver  or  gun 
metal  finish. 


Considerable  ingenuity  has  been  shown  in  the 
conversion  of  bulky  accessories  to  pocket  or  satchel 
dimensions  without  losing  anything  of  their  service- 
ability. There  is,  for  example,  a  pocket  umbrella, 
which,  when  closed  or  in  its  case,  is  only  a  little 
over  a  foot  long,  while  the  diameter  is  about  one  and 
one-half  inches.  The  cases  are  made  in  imitation 
leather,  genuine  sealskin,  alligator  skin,  etc.  The 
better  grades  have  gold  chains  instead  of  straps  for 
carrying,  and  gold  or  gold-filled  handles;  others  are 
of  bone  or  wood.  The  light,  though  strong  frame 
is  non-rustable ;  covers  are  of  a  silk  and  linen  mixture 
or  all  silk.  Various  attempts  have  been  made  to 
combine  umbrella  and  cane,  and  the  present  season 
has  produced  a  very  good  combination.  The  outer 
section  or  cane  is  made  of  genuine  wood  and  when 
slipped  off  from  the  umbrella  it  collapses  within  it- 
self, after  the  manner  of  a  drinking  cup,  and  can 
thus  be  carried  in  the  pocket.  The  grooves,  where 
the  sections  join,  resemble  the  natural  rings  of  bam- 
boo and  other  woods.  The  outward  appearance  is 
that  of  a  good  cane.  Another  innovation  takes  the 
form  of  walking  stick  with  an  electric  flashlight.  A 
band  near  the  head  of  the  cane  may  be  extended, 
exposing  the  light.  The  latter  is  put  into  operation 
or  extinguished  by  simply  elevating  or  slipping  back 
a  section  of  this  band.  The  mechanism  is  compactly 
stored  within  the  cane  without  increasing  its  size  or 
indicating  that  it  is  anything  but  what  it  seems. 

*    *    * 


In  connection  with  a  "Backward  Straw  Season" 
sale,  L.  J.  Applegath  &  Son,  Toronto,  made  an  ex- 
ceptional display  in  their  windows  on  Yonge  and 
Richmond  Streets,  each  section  being  devoted  to  a 
different  price.  Particular  attention  was  directed  to 
Panamas.  One  of  the  cards  was  an  air-brush  de- 
sign ill  blue  and  brown,  the  heading  "Straws  for 
1912,"  being  in  large  script  with  the  following  reader 
in  a  panel  outlined  by  the  airbrush:  "Panamas  from 
Ecuador;  Leghorns  from  Italy;  Split  braids  from 
China;  Sennits  from  Japan;  Panamas  from  Porto 
Rico ;  Milans  from  Italy ;  Bangkoks  from  Siam ;  Split 
braids  from  Canada;  Manillas  from  the  Philipines; 
Javas  from  Borneo  and  Yeddos  from  Japan."  Such 
an  index  to  the  range  of  stock  should  prove  interest- 
ing to  the  reader. 


According  to  one  of  the  speakers  at  the  eighth 
annual  convention  of  hosiery  and  underwear  manu- 
facturers the  increased  cost  of  living  does  not  extend 
to  hosiery.  "The  consumer  is  getting  more  for  his 
money  than  ever  before.  Clerks  and  shop  girls  are 
wearing  silk  hosiery.  In  fact,  just  at  present  they 
will  have  nothing  else.  The  term  'silk-stocking 
element,'  to  denote  the  rich,  has  become  obsolete. 
The  thing  to  give  us  most  concern  is  not  so  much  the 
increased  cost  of  living  as  the  increasing  cost  of  liv- 
ing. I  am  aware  that  there  has  been  a  slight  reces- 
sion in  this  cost  of  living  in  the  last  two  or  three 
years.  This  is  but  a  counter  current.  Our  trouble  is 
that  all  we  buy  costs  more  and  what  we  sell  brings 
less.  The  only  thing  that  saves  us  is  enlarged  out- 
put, with  the  economies  of  production." 


The  statement  that  some  of  the  men's  outing 
fashion.*  of  the  year  are  in  the  direction  of  revivals 
is  not  without  interesting  proof.  Authorities  point 
out  that  large  bandana  handkerchiefs  to  be  worn 
around  the  waist  in  place  of  a  belt,  the  wide-end, 
wide-striped  neckwear  and  heavy  grosgrained  silk 
belts  with  old-fashioned  "snake"  hooks,  the  blazer, 
the  striped  flannel  suit  and  the  striped  hat  all  bear 
evidence  to  the  fact.  Vogue  points  out  that  in  out- 
ing wear  also  there  are  many  opportunities  for  color 
matching  other  than  those  which  have  been  in  favor. 
With  the  new  blazer,  the  grosgrained  silk  belt  may 
match  the  silk  trimmings  on  the  coat,  the  same  col- 
ors in  the  handkerchief;  the  buttons  on  the  low 
turndown  points  of  white  tennis  or  outing  shirts 
might  be  covered  with  striped  silk  to  match  the 
blazer  or  necktie. 


A  salesman  who  has  just  returned  from  a  trip 
through  the  western  provinces  reports  that  there  has 
been  an  unusual  demand  this  year  for  men's  coats 
in  beaver.  For  some  years  beaver  has  been  looked 
upon  by  the  trade  as  too  high-priced  to  stock,  but 
the  advances  in  the  price  of  coon  coats  has  brought 
the  beaver  to  the  front  as  a  serious  competitor. 

Now  that  good  coon  coats  are  selling  around 
$175,  it  is  only  a  little  step  to  beaver  at  $200  to  $225, 
and  men  who  formerly  looked  upon  beaver  as  a 
luxury  beyond  them  are  seriously  considering  the 
purchase  of  this  fur  instead  of  the  coon.  And  so  it 
is  with  the  dealer.  In  view  of  the  slight  difference 
in  price  orders  are  being  placed  about  equally  for 
these  furs. 


TRADE  PULLERS  FOR  MEN'S  STORE 


Some  suggestions  that  can  be  worked  out  with  profit  during  the  summer 
season  —  Special    selling   plans    and    ideas    that    have    been    applied    by 

other  men's  wear  dealers 


The  fact  that  dry  goods  merchants  devote  con- 
siderable attention  to  white  sales  during  June  and 
even  into  July,  should  contain  an  idea  for  tlse  men's 
wear  store  or  department.  There  are  numerous 
articles  of  white  in  men's  wear — shirts,  wash  ties, 
pyjamas,  etc. — which  might  be  strongly  featured 
under  this  heading  with  advantage.  Such  a  plan 
might  go  far  to  help  out  an  otherwise  dull  month. 


*    * 


A  watch  "for  the  boy,"  to  accompany  purchases 
of  $5  and  over  is  a  trade-pulling  plan  that  has  been 
applied  by  some  stores.  Anything  that  pleases  the 
youngsters  is  appreciated  by  the  parents.  One  store 
has  found  it  an  excellent  idea  to  keep  on  hand  a 
number  of  small  purses,  bearing  the  store's  name  or 
advertisement  inside.  When  a  boy  or  girl,  or  even 
an  older  person,  appears  at  the  store  with  loose 
change,  he  or  she  is  given  a  purse. 
*    *    * 

A  "round-up"  sale  with  cowboys  as  an  advertis- 
ing feature  was  the  idea  that  a  large  men's  and 
woman's  clothing  store  carried  out  with  success 
recently.  During  the  week  a  circus  visited  the  town, 
and  as  the  result  of  some  appropriate  cuts  that  ap- 
peared in  the  store's  advertising,  not  a  few  children 
are  said  to  have  confused  the  sale  with  the  appearance 
of  the  circus  and,  calling  at  the  store,  asked  to  see 
the  animals.  An  explanation  was  made  through  the 
advertisement.  The  name  under  which  the  sale  was 
conducted  may  suggest  something  for  the  clearance 
season. 

s{;       *       lis 

To  the  men's  wear  dealer,  the  opportunities  of  the 
holiday  or  tourist  season  should  not  be  overlooked. 
Many  of  the  city  stores  are  now  featuring  articles 
suitable  for  traveling,  for  the  camp,  for  sporting  pur- 
poses. One  store  recently  ran  an  advertisement  with 
the  headings,  "For  Your  Holidays — We  Have  Been 
Thinking  of  You,"  and  directed  attention  to  caps, 
sweater  coats,  negligee  shirts,  wash  ties,  raincoats, 
etc.,  mentioning  prices.  Still  another  store  is  going 
a  step  further  by  running  a  series  of  advertisements 
enumerating.  "What  You  Will  Want  for  Motor- 
ing," and  other  means  of  recreation.    Each  form  of 


pastime  is  made  the  subject  of  a  paragraph,  articles 
required  for  it  and  obtainable  in  the  store  are 
enumerated,  and  prices  named.  It  is  thus  possible 
for  a  prospective  purchaser  to  estimate  the  cost  of  an 
outfit  for  whatever  sport  he  intends  to  favor  during 

the  holidays. 

*  *    * 

An  attractive  men's  wear  window  for  the  "month 
of  roses,"  had  for  its  central  feature  a  gigantic  ring 
with  a  large  electric  light  bulb  to  suggest  a  pearl 
solitaire  setting.  The  ring  was  placed  diagonally  in 
the  window  and  through  the  centre  of  it  was  arranged 
a  neat  unit  of  wedding  accessories.  On  one  side  of 
the  ring  was  posed  a  figure  in  correct  wedding  attire 
and  on  the  other  a  few  selections  in  up-to-date  hat 
styles.  The  ring  was  covered  with  gold  paint,  and  in 
making  it  the  window  trimmer  had  the  assistance  of 

an  ingenious  tinsmith. 

*  *    * 

A  men's  wear  dealer  applied  to  good  use  an  idea 
embodied  in  an  advertising  letter  sent  him  by  a 
manufacturer.  On  the  front  of  the  envelope  was  the 
following,  printed  in  small  type  panel  form:  "A 
shirt  that  will  pay  you  well.  A  shirt  your  custo- 
mers will  buy.  Don't  want  to  hear  about  it?  Very 
well,  don't  read  this.  The  other  fellow  will."  Inside 
was  some  information  about  a  special  line  of  shirts. 
The  men's  wear  dealer  selected  a  larger  envelope  for 
his  purpose,  about  8x4  inches,  and  had  printed  on 
the  front  the  words :  "If  you  are  so  well  off  that  you 
don't  want  to  save  money,  don't  look  inside."  The 
inside  information  referred  to  some  reductions  in 
.shirt,  hosiery  and  neckwear  values.  A  sufficient 
number  of  these  envelopes  and  letters  were  printed 
to  distribute  in  the  offices  and  non-competing  stores, 
and  on  the  counters  of  the  store  were  three  much 
larger  envelopes  in  similar  style.  One  was  also  used 
as  a  show  card  in  the  window.  This  little  plan  was 
a  trade  puller. 

^        ^        ^ 

For  some  years  a  Buffalo,  N.  Y.,  store  has  fea- 
tured a  "salesman's  week,"  during  which  time  the 
entire  operation  of  the  store  is  placed  in  the  hands 
of  employes.  Heads  of  departments  vie  with  each 
other  in  making  a  record,  and  the  plan  is  one  that 
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brings  out  everj'  spark  of  enthusiasm  in  the  staff.  A 
similar  plan  might  be  worked  out  for  a  men's  wear 
store.  In  the  introductory  advertisement,  say  two 
days,  preceding  cuts  of  the  staff  members  could  be 
used  and  the  store  for  each  day  following  placed  in 
absolute  charge  of  one  of  the  clerks.  The  advertise- 
ment each  day  might  contain  the  cut  of  the  succeed- 
ing day's  manager.    It  is  an  idea  that  would  arouse 

local  interest  in  the  store  and  in  the  staff. 
*    *    * 

Arouse  the  interest  of  motorists  by  making  motor- 
ing information  available  in  the  men's  wear  store  is 
an  idea  that  might  be  adopted  to  advantage  during 
the  summer  season.  Guide  books  or  road  maps  given 
away  free  could  be  advertised  so  effectively.  Men's 
Wear,  New  York,  tells  of  a  Baltimore  merchant  who 
keeps  maps  and  blue  books  on  file  where  anybody 
can  come  in  and  look  them  over.  He  has  paper  and 
pencils  ready,  and  a  slate  blackboard  with  bulletins 
about  all  of  the  important  roads  in  the  vicinity.  He 
has  a  .sign  up  in  each  hotel  pointing  out  that  free  in- 
formation may  be  obtained  at  his  store.  Along  the 
highways  he  has  signs  telling  where  he  is  and  about 
his  free  information  bureau.  The  plan  has  made 
good  with  motorists. 


Direct  Window  Salesmanship 

Electrical  invention  makes  it  pos- 
sible to  have  store  news,  written 
in  ofifice,  appear  simultaneously  in 
window. 

DOl'BTLESS  many  merchants  read  the  article 
that  appeared  in  the  press  a  year  or  so  ago 
describing  an  electrical  invention  by  which 
sketches,  drawings  or  a  person's  handwriting  could  be 
transmitted  any  distance  by  wire.  Thus,  the  picture 
of  a  man  who  had  become  famous  in  Halifax,  could 
be  sketched  on  the  recording  tablet  of  this  apparatus 
and  faithfully  reproduced  a  few  minutes  later  on  a 
receiving  tal»let  in  Winnipeg.  Cuts  were  published 
at  the  time  showing  how  perfectly  this  invention 
could  be  operated. 

While  there  does  not  appear  to  have  been  any 
remarkable  development  of  the  long  distance  possi- 
bilities of  electricity  as  controlled  by  such  a  contri- 
vance, it  does  seem  to  have  been  applied  with  success 
in  connection  with  systems  having  central  control. 
Thus,  in  some  of  the  large  hotels  the  manager  has  at 
hand  a  desk,  specially  equipped,  upon  which  he  may 
write  his  instructions  to  the  chef  in  the  culinary  de- 
partment, where  every  detail  appears  in  his  own 
hand  as  he  writes.  In  some  of  the  large  depart- 
mental stores  with  central  management,  this  telauto- 
graphic  message  .system  is  in  use,  and  now  comes  the 
suggestion  that  it  be  applied  to  window  advertising, 


as  a  substitute  for  show  cards  or  to  supplement  the 
same. 

The  idea  is  now  being  applied  for  advertising  pur- 
poses, and  with  exceptional  results  in  the  Hydro- 
Electric  shop,  Toronto.  A  small  table  is  placed  in 
the  centre  of  one  of  the  windows,  and  upon  this  is 
the  recording  apparatus  with  its  continuous  roll  of 
paper  attached.  Back  in  the  office  a  clerk  writes  a 
message  to  the  public.  The  recording  desk  is  of  black 
metal  and  not  much  larger  than  a  good  sized  ledger. 
In  the  centre  of  this  is  a  pad,  and,  attached  to  the 
electrical  mechanism,  the  pen  or  pencil.  This  is  held 
by  a  small  jointed  metal  instrument  somewhat 
resembling  an  artist's  pantograph,  and  every  move- 


A  telautographic  window  message.     This  is  reduced  one- 
half.    The  sketch  and  writing  done   on    a    recording 
desk  in  the  store  or  office  appears  simultaneous- 
ly in  the  window. 

ment  or  stroke  made  by  the  writer  is  repeated  in  the 
window  before  the  eyes  of  the  onlookers.  The  pen  is 
dipped  as  required  into  the  ink  on  a  pad  at  the  side 
in  response  to  a  motion  by  the  writer,  and  a  flashlight 
at  the  recording  desk  indicates  that  the  distant  pen 
is  reproducing  properly. 

That  the  telautographic  window  message  is  a 
decided  attraction  is  evident  by  the  crowds  that 
gather  daily  in  front  of  the  shop,  where  it  is  used. 
The  paper  on  which  the  messages  are  written  is  about 
six  inches  wide,  the  instrument  stands  on  a  small 
table  and  does  not  interfere  with  the  view  of  articles 
displayed.  Plow  such  an  idea  might  be  applied  in 
describing  several  features  in  the  window  of  a  dry 
goods  store  it  is  not  hard  to  imagine.  Not  only 
might  the  ad.  man  or  card  writer  describe  articles  on 
display  in  the  window,  but  interesting  news  of  de- 
partments and,  in  fact,  many  elements  of  direct 
salesmanship  that  could  not  formerly  be  worked  out 
in  window  displays  might  now  be  introduced. 

Accompanying  this  article  is  a  sketch  that  was 
produced  on  the  instrument  referred  to  above.  It 
is  reduced  about  one-half,  and  is  sufficient  to  suggest 
that  interesting  advertising  features  are  possible. 


High  Time  for  Increased  Neckwear  Profit 

Manufacturer  points  out  that  popular  prices  in  certain  parts  of  the  country 

are  too  low  —  Retailers  only  get    50  cents  for  lines    that  come  much  higher 

in  other  places,  enabling  the    dealer  to    clean  up    stock  without  serious  loss 

—  Silk   buying    a    different   proposition  —  The    label    problem 


DISCUSSING  the  question  of  profits  recently, 
a  leading  Canadian  neckwear  manufacturer 
stated: — "It  is  high  time  that  the  retailer 
should  realize  the  necessity  of  getting  more  profit  on 
his  neckwear  and  that  manufacturers  have  gone  their 
limit  in  price  and  size  of  scarf  to  retail  at  fifty  cents. 

"Manufacturers  are  not  making  any  money  to- 
day on  popular-priced  neckwear,  and  the  time  is 
ripe  for  a  change  all  round.  These  conditions  fiily 
prevail  in  Toronto  and  some  of  the  Western  Ontario 
cities.  In  Montreal,  Ottawa,  St.  John,  Winnipeg, 
Vancouver  and  Victoria,  Calgary  and  Ednicnton  and 
all  the  Western  towns  and  cities,  ^event^'^-five  cents 
and  one  dollar  are  the  popular  prices.  At  ;:hese  pric- 
es they  are  able  to  make  from  seventy-five  to  one 
hundred  per  cent,  profit  on  their  neckwear,  which 
enables  them  at  the  end  of  the  season  to  clean  up 
their  stock  without  any  serious  loss. 

"It  is  a  different  proposition  buying  tie  silks  to- 
day and  ten  years  ago.  When  three  patterns  or  col- 
ors constituted  a  range ;  when  manufacturers  bought 
just  what  was  shown  them  and  made  no  special  effort 
to  originate  ideas,  it  was  easy.  Now,  when  we  are 
forced  to  design  ninety  per  cent,  of  our  tie  silks 
which  we  never  see  until  our  sample  lengths  arrive, 
all  we  can  do  is  to  drawn  on  our  imagination  as  to 
the  ultimate  result  of  our  brain  work.  If  we  succeed 
in  producing  good  sellers,  everything  is  lovely,  but  if 
to  the  contrary — the  result  is  disastrous. 

WILL   NOT   STAND   FOR   INFERIOR   SILKS. 

"This  is  just  the  point  I  am  trying  to  get  at.  We 
manufacturers  must  have  more  profit  on  novelties  to 
enable  us  to  clean  up  our  stock  at  the  end  of  the  sea- 
son without  too  great  a  loss.  Going  back  to  the  re- 
tailer, if  he  pays  $4.25  and  $4.50,  and  sells  at  fifty 
cents,  his  profit  is  too  small  to  enable  him  to  clean 
up  without  a  loss.  On  the  other  hand,  if  he  pays 
$5.00  to  $5.50,  and  sells  at  seventy-five  cents;  $6.00 
to  $7.00  and  sells  at  $1.00,  his  profit  will  admit  of 
his  clearing  out  his  odd  lines  without  any  serious 
loss  and  at  the  same  time  increasing  his  sales.  It 
may  be  said:  'Why  not  buy  cheaper  silks  to  sell  at 
$4.25  and  $4.50?'  This  is  easier  said  than  done. 
Silk  manufacturers  are  not  in  business  for  their 
health,  and  positively  refuse  to  produce  special  de- 
signs and  give  the  necessary  extra  care  and  attention 
in  the  factory  without  making  a  profit  for  themselves, 
consequently  we  are  forced  to  pay  the  outside  price 
for  novelties. 


"The  retailer,  too,  will  not  stand  for  inferior  silks, 
but  is  not  willing  to  pay  the  price  in  order  to  secure 
the  newest  ideas.  The  manufacturer  has  been  im- 
proving his  qualities  and  styles  from  year  to  year; 
selling  his  goods  at  the  same  old  price,  and  facing  a 
diminished  profit  every  season  which  has  now  almost 
reached  the  vanishing  point,  and  it  is  almost  time  to 
call  a  halt.  The  facts  are,  that  while  the  prices  on 
almost  every  other  line  of  merchandise  have  steadily 
increased,  neckwear  is  sold  to-day  at  the  same  price 
as  ten  years  ago,  notwithstanding  the  fact  that  better 
qualities  and  better  styles  are  produced  which  cost 
more  money  to  make  and  sell. 

REDUCE  QUALITY  ON  50  CENT  NECKWEAR. 

"One  thing  I  would  like  to  say  right  here  is  that 
the  average  retailer  thinks  that  we  manufacturers 
are  making  all  kinds  of  money  out  of  him,  and  have 
no  reason  for  complaint — we  should  carrj  a  full 
range  of  colors  in  every  line  never  fail  to  give  him 
just  what ;  he  orders,  and  on  the  shortest  notice.  You 
know  it  is  possible  for  the  retailer  to  give  the  buying 
public  too  much  for  their  money — the  manufactur- 
ers, in  their  efforts  to  produce  an  improved  class  of 
neckwear  both  in  style  and  quality,  from  year  to 
year,  have  sacrificed  their  own  profits  for  the  benefit 
of  the  retail  trade,  and  this  feature  of  our  business 
has  now  reached  its  utmost  limit,  and  for  the  future 
for  fifty  cent  neckwear,  either  the  quality  must  be 
reduced  or  the  novelty  styles  eliminated. 

"These  are  the  reasons  for  saying  it  is  high  time 
for  a  change." 

THE    LABEL    PROBLEM. 

Another  matter  which  seems  to  call  for  readjust- 
ment between  the  manufacturer  and  retailer  is  that 
which  has  to  do  with  distinctive  name  labels  for 
men's  neckwear.  Many  retailers  have  apparently 
come  to  regard  it  as  obligatory  upon  the  manufac- 
turer to  have  name  labels  made  and  applied  to  the 
neckwear  which  they  buy.  Twenty  dozen  labels  is 
the  minimum  quantity  that  a  manufacturer  can 
order  at  one  time,  and  when  he  receives  a  neckwear 
order  that  will  only  use  part  of  this  number,  the  re- 
maining labels  are  carried  for  the  convenience  of  the 
customer.  With  the  next  order,  however,  come  in- 
structions to  have  a  new  design  of  label  made.  These 
are  procured,  and  in  many  cases  the  quantity  that 
the  manufacturer  must  take  is  larger  than  the  neck- 
wear order  calls  for.     Nevertheless,  he  feels  that  he 
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forty  four  /<^'^'^^-:2^^^.^^^^ 


Presidgj;i\*  S\>spender 


TORONTO. 


This  cheque  represents  one  payment  for 
royalty  (25c.  per  dozen)  paid  to  the  Patentees  on 
PRiL^lUl^iN  1  ^u:^J^lj.iNJJiLR6  sold  in  Canada, 
Australia  and  New  Zealand. 

The  popularity  of  this  famous  suspender 
is  the  greatest  ever. 

Are  3^ou,  Mr.  Business  Man,  getting  your 
share  of  profit  on  sales? 

DOMINION  SUSPENDER  COMPANY 

NIAGARA     FALLS 

MAKERS 
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An  originality  that  malies  good  use  of  available  materials  is  demonstrated  in   this    straw    hat    and   outing    shirt 

window.      Background  of  English  rye  straw  talven   from  crockery  crate  and   arranged  as    shown  over  regular 

background  of  pleated  outing  flannel.    Floor  also  covered  with  rye  straw.     By  J.  H.  Gehan. 

for  A.  M.   Gladney  &  Co.,  Marmora. 


is  justified  in  anticipating  the  merchant's  con- 
tinued patronage.  A  few  weeks  later,  however,  a 
traveling  salesman  may  report  that  the  merchant  has 
transferred  his  account,  temporarily  or  otherwise. 
As  the  result  of  these  somewhat  arbitrary  conditions, 
labels  accumulate  on  the  manufacturer's  hands. 
Some  houses  have  as  many  as  5.000  dozen  in  stock 
that  are  practically  worthless.  Prices  for  labels  run 
from  6  to  10  cents  a  dozen  according  to  design,  and 
to  apply  those  that  must  be  stitched  to  the  tie  by 
hand,  it  costs  10  cents  a  dozen.  In  the  busy  season 
it  would  require  a  factory  full  of  girls  to  sew  labels 
to  all  of  the  neckwear  ordered.  Not  a  few  retail 
houses  have  labels  made  to  their  own  order,  and 
whenever  they  wish  them  to  appear  on  goods  order- 
ed, instruct  the  manufacturer  to  that  effect.  This  is 
by  far  the  more  rea.sonable  method.  It  would  not 
be  surprising  if  manufacturers  were  to  get  together 
for  the  purpose  of  adopting  a  drastic  solution  to  the 
label  problem  as  it  exists. 


Now  comes  the  report  from  New  York  that  one 
retail  house  there  has  sold  English  collars  during  the 
past  year  to  the  value  of  $35,000.  It  is  carefully 
pointed  out  that  this  is  not  due  to  any  superiority  in 
make,  but  to  preference  for  the  style,  one  highly- 
favored  number  being  the  polo  collar  which  rounds 
away  in  front  leaving  room  for  the  tie  to  tie  close  up 
to  the  top  instead  of  the  centre. 


Humorist's  Little  Frolic 

In  the  course  of  a  playful  satire  on  the  methods 
of  the  enterprising  barber,  Irvin  S.  Cobb,  with  hum- 
orist's license  in  Saturday  Evening  Post,  pokes  fun 
with  impunity  at  the  haberdashing  profession  as  fol- 
lows:— "The  barbering  profession  has  much  in  com- 
mon with  the  haberdashering  or  gents'  furnishing 
profession  as  practised  in  our  larger  cities.  You  in- 
vade a  haberdashering  establishment  for  the  pur- 
pose, let  us  say,  of  investing  in  a  plain  and  simple 
pair  of  half  hose,  price  twenty-five  cents.  That  em- 
phatically is  all  that  you  do  desire.  You  so  state  in 
plain  and  simple  language,  using  the  shorter  and 
uglier  word  socks.  Does  the  youth  in  the  pale  mauve 
shirt  with  the  marquise  ring  on  the  little  finger  of 
the  left  hand  rest  content  Avith  this?  Need  I  answer 
this  question?  In  succession  he  tries  to  sell  you  a 
fancy  waistcoat  with  large  pearl  buttons,  a  broken 
lot  of  silk  pajamas,  a  bath-robe,  some  shrimp-pink 
underwear — he  wears  this  kind  himself  he  tells  you 
in  strict  confidence — a  pair  of  plush  suspenders  and 
a  knitted  necktie  that  you  wouldn't  be  caught  wear- 
ing at  twelve  o'clock  at  night  at  the  bottom  of  a  coal 
mine  during  a  total  eclipse  of  the  moon.  If  you  resist 
his  blandishments  and  so  far  forget  that  you  are  a 
gentleman  as  to  use  harsh  language,  and  if  you  in- 
sist on  a  pair  of  socks  and  nothing  else,  he'll  let  you 
have  them,  but  he  will  never  feel  the  same  towards 
you  as  he  did." 
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IS  is  the  point 


that  makes  the  S.&H.  Over 
and  Under  Suspender  supe- 
rior to  every  other  invisible 
suspender  ever  before  plac- 
ed on  the  market. 

Ordinary  suspenders,  being 
sewn  at  the  back  joint, 
cannot  and  will  not  adjust 
themselves  to  the  figure, 
consequently  this  is  their 
weak  point — but 


OVER  1  UNDER  SUSPENDER 

MADE  TO  RETAIL  AT  50c.  WITH  A  GOOD  PROFIT  FOR  THE  RETAILER 

does  not  bulge  because  it  cannot.  The  patent  nickel-plated  adjustable  ring 
which  holds  the  two  parts  where  they  cross,  adapts  itself  automatically  lo  every 
shoulder  width  and  to  every  movement. 


Here's  another  Good  Thing 
—Patent  Button  Clasp.  It 
hooks  into  the 
trousers  and  the 
pull-up  of  sus- 
penders keeps 
5,D?  it  in  place. 


\ 


This  suspender  can  be  worn  over  or  under 
the  shirt  as  desired.  All  metal  parts  on  this 
suspender  are  made  of  solid  brass  nickel- 
plated,  removing  all  possibility  of  rust. 

A  SAMPLE  DOZEN  WILL  BE  SENT  EXPRESS 
PREPAID   TO    ANY   ADDRESS    IN   ONTARIO 


Designed  and  made  by 


^^^  Sword  Neckwear  Co.,  Limited 


Toronto 


Canada 
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A   trade-pulling   window   with    furniture   arranged   to   suggest  a  corner  in    a    college    man's    den. 

—  See  article  for  further  description. 

Display  Men's  Garments  in  a  Better  Way 

Use  of  individual  pieces  in  furniture  as  fixtures  —  Fit  up  the  window  to 
represent  wardrobe  corner  of  business  man's  ofBce  or  den  of  college 
student  —  Card  with  one  price  for  lot  —  Demonstration  that  is  sure  to  attract 


SHOW  the  garments  in  a  better  way.  Can't 
you  develop  a  l)etter  system  than  the  one 
we  have  to  show  men's  clothing?  That  is 
the  demand  and  the  question  being  put  to  men"s 
wear  window  trimmers  every  day  by  the  man  who 
pays  the  l^lls,  who  now  is  outside  his  store,  looking 
in,  and  with  the  eye  of  a  customer,  rather  than  a 
projirietor,  he  sees  the  garments  shown  in  his  display 
window  in  the  same  style  of  set-up  as  last  week  or 
last  month  or  a  year  ago. 

The  boss  judges  his  trade  by  himself,  and  heuca 
there  is  his  constant  demand  for  new  methods  in 
window  displays  of  men's  wear.  He  saw  the  unit 
system  of  setting  men's  clothing  on  half  shell  forms, 
prevalent  months  ago,  developed  into  the  simpler 
and  easier  style  of  suspending  men's  coats  by  the 
hanger  in  the  collar  to  metal  and  wood  stands;  this 
style  serving  well  to  spread  out  the  garments  in  a 
flare  at  the  bottom  to  show  the  coat  entire,  and  to 
show  with  it  to  better  advantage  the  other  garments 
contained  in  a  suit  complete.     This,  so-called  "care- 


less abandon"  style  growing  old,  is  now  leading  to  a 
revival  of  men's  wear  displays  shown  in  connection 
with  furniture. 

The  newest  set-ups  show  the  use  of  individual 
pieces  in  furniture  as  fixtures.  It  is  so  easy  to  fit  up 
one  section  of  a  clothing  window  to  represent  the 
wardrobe  corner  of  Mr.  Busy  Office  Man.  In  this 
set  a  costumer,  (your  friend  the  furniture  man  will 
loan  this  to  you,  if  you  ask  him,  and  you  can  repay 
ly  having  his  card  attached).  On  the  co.stumer, 
bang  the  difi'erent  articles  of  wearing  apparel,  just 
as  Mv.  Office  Man  has  it.  You  know,  there's  the 
hat,  top  coat,  coat  and  vest,  the  cane,  the  gloves  and 
jierhaps  an  umbrella.  You  could  have  a  card  witii 
one  price  for  the  whole  bunch,  or  go  further  and  set 
a  large  window  with  a  number  of  units  of  the  kind, 
and  what  a  hit  you  would  make. 

The  den  of  Mr.  College  -Man  offers  a  fit  subject 
for  reproduction  in  the  window  displays,  where  the 
furniture  to  a  great  extent  would  take  the  place  of 
(Concluded    ou    page    63) 
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"  May  5,  1908 
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ARE  SOLD  ALL  OVER  CANADA 


From  the  smallest  village  to  the  largest  city  "'f^ANT  J^RACK"  coated  linen    collars    are  known    and 

appreciated  by  users  of  waterproof  collars. 

They  are  the  standard  for  perfect  fit,  correct  styles,  comfort  and  durability. 

"f^ANTj^RACj^''  has  the  flexible  lip  which  gives  greater  wear  and  the  slit  back  prevents  the  collar 

button  pressing  into  the  neck.    ("I^ANT  |^RAC|\''    is    made    in    only    one  grade    and   that   the    best,) — 

requires  no  laundering,  rub  off  with  a  wet  sponge,  that's  all.     (Made  in  Canada.) 

The  Parsons  and  Parsons  Canadian  Co. 

HAMILTON  -:-  ONTARIO 


^ 
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"KING  EDWARD" 

SUSPENDERS 
Retail  QQ'jPrice 


Easily  the  best  value  in  suspenders  The  comfort- 
promoting  construction  and  excellent  finish  of  "  King 
Edward"  Suspenders  make  them  very  rapid  sellers. 

Berlin  Suspender  Co.,  Ltd. 

BERLIN  ONTARIO 


No  Slaughter  Sales 

are  required  to  sell  the  famous  "LION 
BRAND"  BLOOMERS.  They  are  in 
such  a  demand  that  the  merchant  can 
sell  them  quite  readily. 


When  buying  boys  clothing  look  for  this 
trade  mark.  It  is  your  guarantee  that  you 
will  have  no  dead  stock  on  your  hands. 

WRITE    FOR    SAMPLES 

THE  JACKSON  MFG.  CO.,  CLINTON,  ONT. 

Factories:     CLINTON  GODERICH  EXETER 
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IDEAS    FOR    SUMMER    DISPLAYS 


How  a  background  in  imitation  of  polished  mahogany  may  be  produced 
at  little  cost  —  An  effect  that  throws  goods  out  to  advantage  —  Setting 
of  chain  units  —  A  plan   that  permits  use  of  various  hardwood   finishes 


HOW,  to  look  for  the  needs  of  the  Summer 
man.  You  can  entice  the  coin  from  his 
purse  and  induce  him  to  leave  some  of  it 
in  your  till  in  exchange  for  the  articles  in  Summer 
wearing  apparel  you  carry,  if  you  set  up  displays  in 
your  windows  that  are  attractive,  a  combination  in 
display  of  articles  of  men's  furnishings  that  are  kin- 
dred or  closely  allied.  This  has  a  tendency  leading 
to  one  article  affecting  the  sale  of  another  by  show- 
ing in  combination,  which  is  like  unto  the  salesman 
behind  the  counter  who  sometimes,  when  selling 
neckwear,  sells  the  collar  used  to  show  off  the  neck- 
wear also. 

BACKGROUKD  SUGGESTION. 

Since  most  Summer  furnishings    are    in  light 
colors,  the  permanent  hardwood  backgrounds  com- 


mon in  exclusive  stores  are  ideal  for  framing  the 
display.  Here  the  contrast  is  in  the  extreme,  and 
you  only  need  a  good  lighting  connection  to  have 
Summer  furnishings  displays  to  stand  out  prominent 
at  all  times.  For  the  merchant  with  a  limited  display 
appropriation  there  is  a  possibility  of  getting  an  effect 
about  as  good  at  smaller  expense;  with  the  numerous 
wood  grain  papers  on  the  market,  practically  all  the 
hardwoods  in  use  are  imitated  to  perfection. 

GRAIN  PAPER  TO  IMITATE  MAHOGANY. 

In  our  illustration  a  mahogany  window  back- 
ground has  been  imitated,  using  polished  mahogany 
wood  grain  paper.  The  effect  was  heightened  by 
setting  in  sections  of  window  paneing  in  the  centre 
in  imitation  of  leaded  glass.  The  cost  of  the  cover- 
ing, including  these  sections,  was  $7.50  for  a  win- 


This  window  shows  the  effective  use  of  ingrain  paper  for  background  purposes. 


Shiits  arranged  in  link-unit  form. 
—  See  article  for  further  description. 
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dow  15  feet  across  the  back,  having  two  ends  7  feet 
deep,  and  the  entire  background  10  feet  high. 

This  had  the  advantage  over  real  hardwood  in 
that  the  low  price  permitted  frequent  changing  to  use 
various  hardwood  finishes.  For  instance,  light  ash 
was  used  in  the  Fall  and  Winter  to  display  dark 
colored  merchandise.  As  seen  through  the  window, 
the  effect  is  most  perfect.  Returning  to  the  mer- 
chandise display,  negligee  shirts  of  various  kinds  are 
set  up  in  display  unit  style  with  belts,  canes,  neck- 
wear. The  chain  unit  is  the  most  unique  in  this 
setting;  this  formation  of  a  chain  using  shirts  and 
belts  can  be  carried  to  any  height.  The  display  as  a 
whole  is  well  set,  contains  just  enough  merchandise 
not  to  distract  attention ;  it's  an  ideal  setting  for  n 
classy  store,  seasonable,  timely  and  suggestive  of 
business  getting. 


Display  Men's  Garments  in  a  Better  Way 

(Concluded    from   page    60) 

fixtures  to  support  the  merchandise  as  a  setting  to 
back  up  displays  of  clothing  and  furnishing,  in  com- 
bination. For  young  men's  clothing,  this  is  most 
fitting;  there's  a  demonstration  of  display  effective- 
ness in  every  item  of  wearing  apparel  shown  in  the 
illustration  here.  For  a  small  space  the  furniture  is 
well  set,  and  the  seeming  carelessness  of  the  mer- 
chandise arrangement  has  a  tendency  to  attract  at- 
tention and  hold  the  eye.  The  display  to  do  that 
has  fulfilled  its  mission. 


Roger  LaRue,  head  of  the  firm  of  Thibaudeau, 
Freres  &  Co.,  wholesale  dry  goods  dealers,  Quebec, 
died  June  5,  after  a  brief  illness.  Mr.  LaRue  was 
one  of  Quebec's  most  prominent  business  men.  In 
addition  to  his  activities  in  the  dry  goods  field,  he 
was  a  director  of  many  important  commercial  cor- 
porations, had  held  the  position  of  a  harbor  commis- 
sioner, and  was  an  active  worker  in  the  Board  of 
Trade. 


APPRECIATES  THE  READING  MATTER. 

From  H.  J.  Tonkin  &  Co.,  Germiston,  Trans- 
vaal, S.A. — Herewith  please  find  Ten  Shillings  in 
payment  of  our  subscription  to  the  Dry  Goods 
Review. 

Please  let  the  amount  in  excess  of  Two  Dol- 
lars go  to  the  extension  of  the  date  of  your  sub- 
scription as  far  forward  as  it  will  go.  You  will 
be  glad  to  know  that  whilst  we  are  only  interest- 
ed in  the  men's  section  of  The  Review  we  appre- 
ciate the  reading  matter  and  the  articles  of  gen- 
eral interest  appearing  from  time  to  time.  The 
get  up  is  splendid  and  far  in  advance  of  any- 
thing of  the  kind  which  we  get  from  England. 


NOW! 


NOW  FOR  "KING  COATLESS" 

Our  national  advertising  campaign 
is  bringing  mail  orders  in  from 
men  everywhere. 
Make  a  "King  Coatless"  display  and 
catch  this  trade  yourself.  NOW'S 
THE  TIME. 

"KING  COATLESS" 

SUMMER  SUSPENDERS 

1.  Made  from  sweat-proof  elastic  webbing. 

2.  Self-adjusting,  sliding  back. 

3.  Rustless,  adjustable  buckles. 

4.  Patent    goose-neck     button    loops -can't 

slip  off. 

$3.80  the  Doz. 

For  either  2,  3  or  4  pt.  as  pictured  below. 
Show  Cards  or  Newspaper  cuts  free.  Order 
at   once. 


GENUINE  STAMPED 
"KING  COATLESS" 

3  STYLES,  as  illustrated 

2  point  fasten,  one  at  each  side,  as  photo  above. 

3  "  *'  .Tnd  one  at  back. 

Wire  rush  orders  at  our  expense 

The  King  Suspender  Co. 

TORONTO  -:-         ONTARIO 
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Canadian     Window     Trimmers'     Association 


First  Annual 


Convention  Program 

to  be  held  in  Assembly  Hall^ 


Addresses 

Demonstrations  JEROME  a.  KOERBER,  Strawbridge  &  Clothier, 

Stereopticon  Talks     H.  HOLLINSWORTH,  Robt.  Simpson  Co.,  Limited, 

Displays 


THOS.  DALE,  Fixture  Specialist, 

AND  OTHERS 


Philadelphia 
Toronto 
Toronto 


Wednesday,  Aug.  21st.,  1912 

MORNING 

9.00  a.m. — Assembling  of  members  and  welcome  by  en- 
tertaining committee. 

10.00  a.m. — Address  of  welcome  by  President  H.  C. 
MacDonald.  Reports  by  officers  and  committees ;  ap- 
plications for  membership;  general  business;  nom- 
inations; appointment  of  contest  judges;  election  of 
honorary  members;  new  business. 

AFTERNOON 

1.30  p.m. — Report  of  National  Association  of  Win- 
dow Trimmers  of  America  convention,  held  in 
Chicago,  by  Vice-President  H.  Robinson. 

2.30  p.m. — Hints  to  Window  Trimmers.  How  to 
ask  for  an  increase  in  salary;  attitude  toward  heads 
of  departments;  trimmer's  ambitions  and  oppor- 
tunities; truthfulness  and  honesty;  jealousies  and 
standing.     H.  HoUinsworth. 

Applications  of  Wall  Papers  in  Modern  Window 
Backgrounds.  Demonstrated  by  practical  panels, 
with  suggestions  to  work  out  many  inexpensive  set- 


tings showing  the  possibilities  open  to  trimmers  in 
this  direction.    H.  HoUinsworth. 

4.30  p.m. — Entire  convention  assembles  for  photo. 

Thursday,  Aug.  22nd. 

MORNING 

9.00  a.m. — Election  of  officers;  announcement  of 
awards  of  contest  judges. 

10.00  a.m. — Window  trimming  from  the  merchant's 
viewpoint.  Discussion  opened  by  prominent  mer- 
chant. 

11.00  a.m. — Introductory  Address.  A  heart-to-heart 
talk  with  the  boys,  touching  their  relations  with  their 
department.  Hints  how  to  push  ahead  and  win  out. 
Personal  experiences  touching  on  formal  and  in- 
formal displays.     Jerome  A.  Koerber. 

AFTERNOON 

1.30  p.m. — Air  brush  and  show  card  demonstration. 

2.30  p.m. — Comprehensive  talk  on  windows,  which  will 
cover  the  proper  handling  and  selecting  of  merchan- 
dise for  display  purposes.  Pannier  and  period  drapes 
and  their  derivation,  including    demonstrations    on 


Fntprf  ninmpnf  "^^^  Reception  Committee  have  in  view  a  program  which  will  combine  plea- 
sure and  business  to  the  extent  that  the  first  annual  convention  may  set  a 
high  record  for  those  that  are  to  follow.  Every  window  trimmer,  whether  a  member  or  not,  will  find  it 
to  his  advantage  to  attend.  Merchants  and  buyers  in  the  city  at  the  time  are  invited  to  be  present  at 
the  meetings. 


Please  mention  The  Review  to    Advertisers  and  Their  Travelers. 
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Canadian     Window     Trimmers'     Association 


Three  Profitable  Days 


Aug.  21,  22,  23,  1912 


"Prince  George"  Hotel,  Toronto 

GEO.  J.  COWAN,  Window  Trim's  Expert,  Dry  Goods  Reporter,  Chicago 
H.  C.  MacDONALD,  Murray-Kay  Co.,  Limited,         -  Toronto 

H.  ROBINSON,  R.  McKay  &  Co.,         -         -  -  Hamilton 

AND  PROMINENT  MERCHANTS 


Elections 
Discussions 
Reports,  Awards 
Entertainment 


new  fall  drapes,    with    lantern   slide    illustrations. 
Jerome  A.  Koerber. 

EVENING 

7.45  p.m. — Stereopticon  Lecture.  Talks  on  window  trim- 
ming, illustrated  by  over  100  slides  showing  the  fin- 
est stores  and  window-trimmers'  work  in  America 
and  Europe,  discussing  their  strong  and  weak  points, 
proper  effects  of  colors,  up-to-date  backgrounds,  dis- 
play arrangement,  including  trims  for  all  seasons  of 
the  year.    Geo.  J.  Cowan. 

9.00  p.m. — Awards  of  Prizes. 

Special  attractions  of  the  convention  every 
day.  Displays  of  window  photographs,  high- 
class  show  cards,  contest  prizes,  manufac- 
turers' latest  improvements,  new  fixtures,  draping 
trimming  requirements  of  all  descriptions. 

Friday,  Aug.  23rd. 

MORNING 

9.00  a.m. — Keport  of  nomination  committee;  selection 
of  city  for  next  convention;  completing  unfinished 
business. 


10.00  a.m. — The  manufacture  of  wax  figures;  proper 
care  and  instructions  in  cleaning  and  repairing. 
Demonstrated.     Thomas  Dale. 

The  educational  features  of  this  address  will  be  appar- 
ent to  every  window  trimmer,  who  has  to  experi- 
ment in  keeping  his  wax  figures  in  shape.  It  will  be 
an  interesting  demonstration  of  the  work  from  the 
manufacturer's  standpoint. 

AFTERNOON 

Open. — The  last  afternoon  will  be  free  to  trimmers 
who  want  to  visit  the  many  manufacturers  or  the 
departmental  stores.  This  will  enable  those  to  get 
away  who  have  to  be  at  business  Saturday. 

Extra  Demonstrations 

The  committee  have  under  consideration  several  other 
attractive  features,  which  will  be  announced  later. 
The  program  is  being  arranged  with  a  view  to  touch- 
ing on  the  newest  things.  Everything  points  to  suc- 
cessfully obtaining  proposed  or  added  demonstra- 
tions which  will  be  held  on  Friday  afternoon,  or  in- 
terspersed among  the  other  days. 


Merchants 


See  that  your  window  trimmer  attends  this  event.  It  will  be  rich  in  ideas,  and 
place  him  in  touch  with  some  of  the  best  men  in  the  business.  He  will  return 
with  enthusiasm  and  ready  to  apply  himself  to  the  demand  of  the  fall  openings.  Stores  large  and  small 
are  equally  interested.  Co-operation  for  better  advertising  and  merchandising  means  more  business. 
Send  your  men  along.    If  possible,  come  yourself. 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 
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Summary  of  the  Edwards'  Short-Cut  System  of  Card  Writing 


A  Striking 
Design 


CtLtfroiTLtraJl- 
on  wiUl  relief. 


/  hi»  cioli  Iccit  jewel 
/not  -cini'iii  in  n /tvcnlii- 
Ziiv  i/i'ni'  cjtsc  on  sn/c 


I  his  proLLy  sot 
of  real  Hi'ihi no 


/^/2ci/  Ci'  'rd  board. 
isio-dHif  >  crij  much 
in  yoauc  for  special 
winciovv  c-arAsand 
price -thicket's  \ 


Bxhibft 


Card  No.  1  shows  the  application  of  a  grape 

design  cut  from  a  wail  paper  border  and 

applied  with  I'elief  to  a  fancy  brown  card 

using  straight  pen  lettering, 


No.  2,  samples  of  pen-lettered  tickets. 
The  top  ticket  is  a  reader,  using  the  slant 
pen  lettering,  whicli  is  quite  suitable  for 
"ewelry  displays,  etc  The  lower  ticket 
also  shows  the  slant  pen  lettering. 


No.  3,  a  striking    horse  show  card.    The 

lettering  used  is  the  latest  addition  to  the 

"Edwards'   Short-cut  system,"  being  the 

eccentric  heavy  spur  block. 


No.  4  is  a  card  which  can  be  made  at  con- 
siderable speed.    The  design  is  a  conven- 
tional floral  and  can  be  made  with  a  few 
strokes  ot  the  brush. 


No.  5  is  a  unique  cut-out  design  using  a 

fancy  cardboard  and  lettered  with  brush 

outlined  script  as  shown  on  the  opposite 

page. 


No.  6  is  a  striking  card  of  grey,   with  a 

design  cut  from    wall   paper   and    pasted 

on.      The  lettering  is  straight  pen. 


Summary —Short  Course  in  Card  writing 

The    fourth    of    a    series    of   articles    summarizing    the    lessons   as    taught    in 

the  "Edwards  Short-cut  System"  showing  the  alphabets  applied  to  modern 

cardwriting  —  The    use    of    fancy    cardboard    illustrated 

(By    J.    C.    Edwards.       Copyright,    Canada,    19U.) 


WINDOW  cards  do  not  make  practical  interior 
cards,  for  they  are  generally  far  too  fancy, 
and  while  they  attract  outside  they  detract 
when  placed  on  an  interior  exhibit. 

No  card  other  than  a  nicely  written  white  card 
should  be  used,  unless  to  give  prominence  to  some 
particular  sale,  when  a  colored  card  is  used  or  a  white 
card  with  colored  lettering. 

This  is  speaking  from  the  standpoint  of  modern 
merchandising,  and  you  will  find  this  rule  adhered 
to  rigidly  in  all  self-respecting  businesses,  whether 
in  the  small  village  or  the  largest  city. 

When  it  comes  to  window  display  cards,  there  is, 
however,  much  more  latitude  (except  in  sale  cards, 
which  should  always  be  in  keeping  with  the  Ci^.rds 
used  inside),  and  the  more  attractive  the  card  the 


better;  not  necessarily  too    fancy,    but     neat     and 
effective. 

USE   OF   FANCY   CARDBOARD. 

This  is  where  fancy  cardboard  comes  in  for  its 
share  of  popularity,  and,  indeed,  it  is  much  in  use  at 
the  present  time.  From  the  plain  matte  grey  board 
to  various  tones  of  sepia,  shading  into  deep  brown,  in 
plain  and  mottled  effects,  fancy  cardboard  comes  in 
a  number  of  weights,  and  a  variety  of  prices,  but  if 
bought  in  quantities  through  the  store  may  often  be 
bought  at  wholesale  prices. 

Take  Card.  No.  1,  which  is  a  striking  example 
of  the  effect  obtained  through  the  use  of  fancy 
cardboard.  The  design,  consisting  of  a  bunch  of 
grapes,  was  cut  out  of  a  handsome  wallpaper  border, 
pasted  on  a  relief  background  of  champagne  card, 


AaBbCcDdEeFf 
MmlitiOoPpQ^ 


a 


YyWikXjlY^Zz 


This  is  the  latest  addition  to  the   "Edwards'  Short-Cut    Sys- 
tem " — the  Eccentric  Heavy  Spur  Block.    It  is  an  easy  letter 
to  make  and  quite  suitable   for  strong  headlines. 


AaBJbCcBdEeE/^(G 

§.fflhMa|jMkLMmN 

aOoPiDaOJRrSsTt 


UuVvWwXxYy  1k^ 

The  summary  or  the  brush  or  pen  outline  roman  am   taugiit 

in  Lessons  17  and  18.    Notice  it  applied  on   the  opposite  page 

on  Card   No.  4. 


aagM 


i^i 


$^a^2^^^ 


This  summarizeu  Lessons   No.  19   and    20    of    the    "Short-Out 

System."    It  is  the  Brush  Outline  Script.     Card   No.  .5  shows 

it   put  into  use. 


AaBbCcDdBePfGgHhliJjKk 
ULMmNnOoPpGLqRrSsTtUu 
VvWwX^c  Yy  2^^.  123456789 
Jia  SJ)  CcJ)d^c  F/aqHh  ILJjKkJLL 
MniNnOoPpQcfRrS3  71  L/u  VvWiv 

This  plate   shows    a   .summary   of   Lessons   No.    15    and    16  — 

Straigrht  and   Slanting   Pen    Lettering.     Cards  No.  1,  2  and  <i, 

shown  on  the  opposite  pace,  demonstrate  their  use. 
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and  mounted  on  a  brown  mottled  card.    The  letter-     difference  between  the  shabby  cocked  hat  and  "red- 
ing is  straight  pen,  using  a  No.  1  Soennecken.  ingoto   gris"   and   the  extraordinary   sumptuousness 
,        ,        ,  of  the  court  robes.     The  whole  wardrobe  of  the  Cor- 
onation is  laid  out  in  the  Pavilion  de  Rohan,  and 
Card  No.  2  shows  three  pen-lettered  tickets  suit-     surely  few  costumes  showed  such  weight  of  gold  em- 


able  for  jewelry  stores;  or,  in  fact,  almost  any  store 
where  small  cards  could  be  used  to  advantage.  The 
complete  summary  of  both  straight  and  slanting  pen 
lettering  is  .shown  below. 


Card  No.  3  illustrates  the  heavy  black  letter 
known  as  the  eccentric  heavy  spur  block,  as  sum- 
marized below,  and  outlined  in  white.  The  lettering 
below  is  the  brush  stroke  Roman,  executed  with  a  No. 
6  brush. 

•        •        • 

Card  No.  4  demonstrates  a  very  speedy  decora- 
tion, which  represents  a  conventional  floral  design. 
The  lettering  is  the  brush  outline  Roman  as  shown 
in  the  summary  below. 


Card  No.  5  illustrates  brush  stroke  script,  as 
shown  in  the  accompanying  summary,  applied  to  a 
cut  out  design.  The  only  decoration  used  outside  of 
a  black  shading  is  the  fancy  card  itself. 


Card  No.  6  also  shows  what  can  be  done  by  using 
cut-out  wallpaper  designs.  The  lettering  is  straight 
pen  with  the  addition  of  a  scroll  applied  to  the  "W" 
which  adds  greatly  to  the  effect. 


As  this  is  the  last  article  of  the  series  which  has 
covered  every  issue  for  almost  two  years,  and  also 
the  last  of  the  lessons  from  the  "Edwards  Short-Cut 
System  of  Card  Writing,"  it  might  be  well  to  state 
here  that  any  further  information  regarding  outfits, 
etc.,  may  be  had  by  writing  to  the  author.  If  you 
have  had  difficulties  which  you  found  hard  to  sur- 
mount, a  personal  letter  stating  your  troubles  to  Mr. 
Edwards  will  be  promptly  answered.  Address:  care 
of  Dry  Goods  Review,  143  University  Ave.,  Toronto. 


Napoleon  Was  Careless 

Here  and  there  in  the  different  museums  of 
France,  states  Dr.  Daymard,  of  Paris,  admirers  of 
Napoleon  may  come  across  his  uniforms,  hats  and 
court  robes,  and  scarcely  one  who  has  seen  half  the 
motley  collection  but  wonders  a  little  at  the  strange 


broidery  and  such  material  richness  and  yet  such 
real  vulgarity.  That  rain-worn  cocked  hat  shown  at 
Fontainebleau  or  the  two  others  shown  at  the  In- 
valides,  and  the  steel-grey  overcoat,  slightly  cut  and 
soiled,  but  still  serviceable,  which  is  also  in  the  In- 
valides,  all  look  much  more  in  taste,  and  certainly 
much  more  in  character,  so  far  as  Napoleon  is  con- 
cerned. The  large  gold-embroidered  bees,  which  re- 
placed the  banished  fleur-de-lys  as  a  decorative  mo- 
tive, are  finely  wrought — the  velvet  and  the  silk  are 
the  best  that  could  be  had,  each  detail  is  worked  out 
with  care;  and  yet  the  whole  effect,  witli  clashing 
color  and  clumsy  design,  is  disappointing  indeed. 
But  the  cocked  hat  and  the  overcoat,  even  in  llieir 
rude  simphcity,  have  all  the  sense  of  style  which 
these  pretentious  garments  lack.  Yet  Napoleon  was 
much  less  careful  with  his  everyday  clothes  than 
with  his  finery.  He  .spent  money  on  repairs  foolish- 
ly, when  new  clothes  would  have  been  better,  and  yet 
persisted  in  wiping  his  pen  on  his  white  riding 
breeches,  and  scorching  the  soles  of  hU  boots  Ly  us- 
ing his  feet  instead  of  a  poker. 

It  was  all  rather  false  economy;  in  souic  of  these 
matters  no  man  was  more  careful,  but  in  others  cer- 
tainly none  was  more  careless.  He  used  constantly 
to  deduct  large  percentages  from  tailors'  bills,  but 
tiie  tailors,  knowing  this  beforehand,  were  sometimes 
even  more  handsomely  paid  than  they  really  hoped. 
Inhere  is  a  strange  document,  juist  re-discovered  and 
published  for  the  first  time,  relatins;  to  repairs  to  the 
Coronation  costume.  It  is  in  .eluded  in  the  accounts 
oi'  the  tailor  Chevalier  for  the  year  1806.  Nopoleon, 
having  scored  the  great  victory  of  A^'slerlitz,  was 
coming  back  to  Paris  to  make  a  great  impression. 
Pfis  Coronation  robes  were  to  be  prepared.  But  it 
was  no  simple  matter.  Napoleon  had  growii  stouter, 
and  therefore  the  following: 

"For  enlarging  the  Coronation  costume  and  re- 
lining  it  with  six  ells  of  satin  at  15  Fr.,  87.50  Fr. 

"For  enlarging  six  pairs  of  riding  breeches,  20 
Fr. 

"Re-arrangement  of  the  backs  of  two  waistcoats, 
10  Fr. 

"Enlargement  of  a  hunting  coat,  32.50  Fr. 

"Enlargement  of  twenty-four  pairs  of  riding 
breeches,  87.50  Fr." 

Dr.  Daymard  does  not  record  whether  the  Em- 
peror whittled  down  this  account  or  not. 
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Beaver  Brand 

For  the  Misses 


An  important  department  in  your  store  is  that 
of  misses'  wear — important  because  in  getting 
the  trade  of  the  children  you  are  not  only  lay- 
ing the  foundation  for  their  trade  for  when  they 
grow  up  but  you  are  almost  sure  to  gain  the 
mothers  patronage    now. 

Misses  "Beaver'"  Brand  Knit  Coats  are  equal 
in    style    and    quality    to    our    adults    garments. 

Let  us  show  you  our  range  of  misses'  coats 
and  toques  for  Fall. 


^A,Ar^^ 


R.  M.  Ballantyne,  Limited 


Manufacturers  of  the  well-known 
Beaver   Brand    Knitted    Goods 


Stratford 


Ontario 


--^ver  Brand 


EARL  &  WILSON 

I  A  Summer  Collar  for  Stout  Men 


EARL  &  WILSON 
Collars  in  Canada 

Red-Man  Brand 


NEW  SHAPES  FOR 
QUICK   DELIVERY 

Address  all  enquiries  to 

A.  E.  ALTMAYER 

c/o  Earl  &  Wilson  -  New  York 


EARL  &  WILSON 

Comfortable,  close  fitting,  business  Collar 


INCREASE  THE  EFFICIENCY 
OF  YOUR  SALES  FORCE  BY 
SUBSCRIBING  FOR     :     :     :     : 

Cbc  Dry  Goods  Review 

FOR   YOUR    DEPARTMENT 
BUYERS 


Write  for  Special  Clubbing  Rates 


Flat  Brushes 


FOR  CARD-WRITING 

RED  SABLE  IN  ALBATA,  approved  and 
used  exclusively  by  the  author  of  the  "Edwards 
Short  Cut  System  of  Card-writing,"  and  other 
prominent  card  writers  of  Canada.  Best 
French  make,     all  sizes.     We  also  handle 

CARD-WRITERS'  SUPPLIES 

consisting  of  Thaddeus  Davids'  letterine, 
Soenneken  pens,  T  squares,  cardboard,  etc. 

L  Write  for  prices. 

E    HARRIS   CO.,  LIMITED 

73  King  St.  East,  -  -  Toronto 
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RevieAv's"    Information    Bureau 


Replies   are    first   sent   to  enqviirers   by    mail,    then    published    here    for 

general   information   of    "Review"   readers.      Names    of    correspondents 

will   be  given  on  request.     Address  :   Dry  Goods  Review  or  Men's  Wear 

Review,  143   University  Ave.,  Toronto. 


Editor  Men's  Wear  Review. — Please  advise  us  as 
to  names  of  importers  or  jobbers  of  English  rubber- 
ized raincoats  to  sell  from  $10  to  $15. 
«        •        » 

J.  Mandelberg  Co.,  Montreal;  M.  Pullan  &  Sons, 
Toronto;  J.  J.  Foley,  Manufacturer's  Agent,  Toronto. 

*  *        • 

Editor  Men's  Wear  Review. — Where  can  I  buy 
Dr.  Deimel's  Linen  mesh  underwear? 

From  the  Deimel  Linen  Mesh  System  Co.,  Mont- 
real. 

*  *        » 

Editor  Men's  Wear  Review. — I  am  secretary  of  a 
local  ball  club  and  would  like  to  know  addresses  of 
reliable  firms  who  supply  suits  for  teams. 

Miller  Manufacturing  Co.,  Toronto;  Defiance 
Manufacturing  Co.,  Toronto;  Mossbacher  &  Co.,  779 
Broadway,  New  York. 

*  •        • 

Editor  Men's  Wear  Review. — Please  give  us  the 
name  of  a  firm  making  gymnasium  jerseys. 

Would  suggest  that  you  write  Scott  Knitting  Co., 
24  Ryerson  Ave.,  Toronto,  or  The  Dr.  Jaeger  Co., 
Montreal.  The  first  named  make  a  specialty  of  knit- 
ting jerseys  in  special  designs  to  order. 

*  »        • 

Editor  Men's  Wear  Review. — Please  send  us 
names  of  firms  making  light-weight  flannel  shirts, 
duck  trousers,  flannel  trousers  and  duck  jumpers. 

Light-weight  flannel  shirts: — Dufferin  Shirt  Co., 
Toronto :  Van  Allen  Co.,  Hamilton,  Out. ;  Regal  Shirt 
Co.,  Hamilton;  Deacon  Shirt  Co.,  Belleville. 

Duck  Trousers: — Defiance  Mfg.  Co.,  Toronto; 
Miller  Mfg.  Co.,  Toronto. 

Flannel  Trousers : — Dufferin  Shirt  Co.,  Toronto ; 
Regal  Shirt  Co.,  Hamilton. 

Duck  Jumpers: — Miller  Mfg.  Co.,  Toronto;  De- 
fiance Mfg.  Co.,  Toronto;  Deacon  Shirt  Co.,  Belle- 
ville. 

*  «        • 

Editor  Men's  Wear  Review. — Do  you  know  of 
any  firms  who  install  moving  stairways? 

The  Otis-Fenson  Elevator  Co.,  Toronto ;  and  The 
Turnbull  Elevator  Co.,  Toronto. 


Editor  Men's  Wear  Review. — Where  can  we  ob- 
tain cuts  for  newspaper  advertising  purposes? 

From  British  and  Colonial  Press  Service,  67  Ade- 
laide St.  West,  Toronto;  Central  Press  Agency,  Tor- 
onto ;  Syndicate  Cut  Co.,  38  Park  Row,  New  York. 

•        •        • 

Editor  Men's  Wear  Review. — I  have  been  think- 
ing of  issuing  a  weekly  circular  letter  to  say,  200  peo- 
ple who  should  deal  at  home  but  who,  for  some  reason 
have  been  in  the  habit  of  buying  elsewhere.  Our 
market  is  at  the  present  time,  unsurpassed  and  I 
thought  it  an  opportune  time  to  bring  this  on.  My 
(lifiiculty  lies  in  not  knowing  what  would  be  the  most 
economical  method  of  doing  this.  There  are,  I  be- 
lieve, a  number  of  duplicating  machines  on  the  mark- 
et but  I  do  not  know  which  would  best  suit  my  pur- 
pose nor  what  firms  put  these  out.  A  small  printing 
press  might  work  out,  too.  I  would  want  about  cap 
size.  If  you  could  put  me  in  communication  with 
Arms  and  favor  me  with  your  suggestions  I  would  es- 
teem it  a  favor. 

»        *        • 

We  would  suggest  that  you  communicate  with 
the  following  firms:  The  Canadian  Writerpress  Co., 
122  Writerpress  Building,  Hamilton;  American 
Multigraph  Sales  Co.,  129  Bay  St.,  Toronto;  United 
Typewriter  Co.,  9  Adelaide  St.  East,  Toronto ;  and  the 
.Autographic  Register  Co.,  29  Colborne  St.,  Toronto. 
All  of  these  people  have  machines  suitable  for  the 
purpose  you  describe,  and  at  prices  ranging  from  $15 
to  $300.  We  would  suggest  that,  if  there  is  no  print- 
ing office  near  at  hand,  you  get  a  machine  of  larger 
capacity  than  you  may  immediately  require  for  we 
are  positive  that  you  will  find  the  plan  will  pay  you 
and  you  may  want  to  enlarge  upon  it  from  time  to 
time.  B.  W.  Thomas,  Hartford,  Ont.,  is  a  merchant 
who  has  developed  his  advertising  along  that  line  and 
he  may  be  in  a  position  to  give  you  some  helpful  in- 
formation. He  began  with  a  Writerpress,  but  subse- 
quently learned  something  about  printing  and  now 
has  a  small  press  in  the  rear  of  his  store.  He  issues 
a  very  creditable  sheet  for  advertising  purposes  and 
also  prints  his  own  letterheads. 
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Wreyford  &  Company 

Toronto 
IWHOLESALE  MEN'S  FURNISHERS; 

Dominion  Agents  for 

YOUNG  &  ROCHESTER,  London 

Manufacturers  Shirts,  Neckwear,  Dressing 
Gowns,  etc. 

TRESS  &  CO.,  London 

High  Class  Hats  and  Caps.     Latest  shapes 
The  "Inver"  and  "Lothian" 

AERTEX  CELLULAR 

Underwear    and    Shirts,    Union    Suits  and 
Shirts  and  Draw^ers,  stocked  in  Toronto 

T.  H.  DOWNING  &  CO.,  Leicester 

Manufacturers  Hosiery,  Knit  Goods,  etc. 

COHEN  &  WILKS,  Manchester 

Rain  Coats  for  Men  and  Ladies. 

Rubber  and  yarn-proof.  See  our  Hand  Spun 

Coat— The  "Thoroughbred." 

Now  showing  Fall  Samples 

Spring  Goods  in  Stock 


^RAH^ 


wcc'd. 


Comfort 


We 


ar 


Comfort  and  w^ear  are  the  two  main 
points    considered  by  the  customerj 
when  buying  underwear. 

"MAPLE   LEAF"  BRAND 
UNDERWEAR 

gives    the    maximum    comfort    and  J  ?.] 
wear  and  is  moderate  in  price.     It 
sells  readily  and  leaves  a  good  pro- 
fit for  the  merchant. 

WRITE  FOR  SAMPLES 

Thos.lWaterhouse  &  Co.,  Ltd. 


INGERSOLL 


ONTARIO 


Montreal,     Harold     F.    Watson     Weldon     Company 
Coristine     Building 


Have    the    Best    in    Your    Store    Front 

Latest    metal    installation    overcomes   many  problems  —  An  investment  that 
the!  up-to-date   merchant   must   seriously    consider  —  Numerous   advantages 


Men's  wear  and  dry  goods  merchants  are  giving 
more  attention  to  store  front  arrangement  and  con- 
struction to  secure  the  greatest  amount  of  glass  sur- 
face and  display  space.  Several  systems  are  used  in 
planning  or  reconstructing  modern  fronts,  and  most 
merchants  have  left  the  decision  of  the  best  one  with 
the  architect.  The  result  has  been  that  practical  in- 
stallation of  store  fronts,  applied  to  the  building  as  it 
stands,  is  less  understood,  and  has  been  neglected  be- 
cause the  small  amount  of  money  involved  did  not 
pay  architects,  who  were  busy  with  larger  contracts. 

The  value  of  improved  store  fronts  to  business  is 
recognized.  Installation  has  become  comparatively 
simple,  owing  to  the  features  of  new  metal  systems. 
All-metal  and  glass  store  front  construction  is  applied 
in  original  designs  making  suitable  store  fronts  and 
windows  for  any  or  all  kinds  of  merchandise.  Most 
systems  include  the  entire  front  from  sidewalk  to 
T-beam,  and  provide  for  all  the  details  of  light  reflec- 
tion, artificial  window  lighting,  interior  layout,  size 
of  store,  drainage,  ventilation  and  strength. 

A  PAYING  INVESTMENT. 

Simplicity  and  low  cost  of  metal  front  construc- 
tion is  interesting  to  both  owner  and  tenant,  as  the 
improvements  involved  make  first  cost  a  paying  in- 
vestment to  both.  With  outside  measurements  given, 
different  plans  are  suggested  for  each  front,  and  in 
deciding  on  designs  submitted  each  merchant  wants 
the  latest  features.  All  exposed  woodwork  is  elimi- 
nated and  freedom  from  rotting  or  warping  is  now 
assured.  Non-rusting  construction  is  specified,  and 
painting  is  unnecessary.  Fireproof  construction  to 
lower  insurance  rates  is  aimed  at.  In  the  method  of 
glass  setting  a  perfectly  flat  surface  on  the  outside 
is  obtained  in  improved  systems. 

Narrow  frames  enhance  appearance,  but  weight 
of  sash  depends  entirely  on  the  size  of  glass  plates, 
contraction  and  expansion  and  differences  in  glass 
thickness,  and  must  be  sufficiently  yielding  to  ensure 
safety  from  breakage.  Weather  changes  and  expo- 
sure are  also  considered.  Each  system  has  different 
methods  of  meeting  these  conditions,  which  make  it 
imperative  that  merchants  be  informed  as  to  the  rela- 
tive merits  of  each  one. 

IMPROVED   VENTILATION. 

Several  improvements  are  claimed  for  proper 
ventilation,  which  in  themselves  are  favorable  argu- 


ment.* of  the  superiority  of  metal  frames  over  old- 
time  fronts.  The  theory  of  frosting  is  explained  in 
different  ways,  and  overcoming  the  trouble  is  not 
entirely  under  control  from  the  front.  Improved 
systems  have  a  simple  slide  in  connection  with  ven- 
tilation and  drainage  openings,  which  helps  elimi- 
nate frost.  This  angle  slide  is  operated  from  the  in- 
side. Of  course,  a  proper  airtight  background  is 
necessary  to  maintain  uniform  temperature  and 
volume  of  ah',  and  permit  the  vent  service  to 
overcome  any  quick  changes  in  interior  or  exterior 
atmosphere,  causing  moisture. 

In  adding  exterior  improvements,  the  general 
effect  in  many  instances  is  lost,  and  later  expense  is 
bound  to  come  with  increase  in  business,  rebuilding 
or  alteration  costs.  First  costs  are  cheaper  in  the  end, 
and  with  metal  and  glass  fronts  as  a  satisfactory  basis, 
other  improvements  can  be  added  sooner  or  later. 
Original  ideas  in  metal  canopies,  doorways,  arrange- 
ment of  prisms,  signs  and  bulletins,  using  space 
above  the  windows  and  making  individual  window 
lambrequins  m.ay  be  added  in  time  and  are  perman- 
ent. The  cost  is  no  greater  in  proportion  in  smaller 
stores  than  larger  ones. 

NEGLECT   IS   COSTLY. 

When  merchants  take  into  consideration  the 
numerous  improvements,  which  are  good  advertis- 
ing and  keep  people  talking,  they  cannot  afford  to 
neglect  their  store  fronts.  Up-to-date  entrances  are 
more  than  advertising,  they  are  an  invitation  into  the 
store.  Modern  fronts  stand  for  progress  and  bespeak 
the  standing  and  business  ability  within.  Close 
study  of  the  matter  of  front  construction  is  not  en- 
tirely for  the  man  who  is  building.  The  adoption 
of  these  classes  of  fronts  for  blocks  at  a  stretch  by 
larger  firms  in  many  United  States  cities  is  an  indi- 
cation of  modern  business.  Each  merchant  should 
satisfy  himself  whether  or  not  business  is  being 
sacrificed  to  avoid  an  expenditure  which  is  entirely 
warranted. 

Expense  at  first  may  be  thought  prohibitive,  be- 
cause the  trouble  has  not  been  taken  to  estimate  the 
saving  of  first  outlay  or  to  find  actual  first  costs.  Each 
merchant  should  know  the  best  in  store  front  con- 
struction in  the  interests  of  his  own  business. 
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WRITE  FOR 
THIS  CATALOGUE. 

As  a  modern  merchant, 
you  are  interested  in 
knowing  all  there  is  to 
know  concerning  modern 
Store  Fronts. 


The  Hester  System  Metal  Store  Fronts 


No  city  too  large;  no  town  too  small.  The  Hester  System 
of  Metal  Fronts  will  be  of  great  benefit  to  any  retail 
merchant. 

Every  month  the  glass  of  a  show  window  is  covered  with 
frost  it  means  a  loss  of  money  to  the  merchant 


Hester  System  Ventilated  Metal  Sash  represents  the  only  perfect  method  of 
holding  plate  glass. 

Metal  Store  Fronts  finished  in  Polished  Copper,  Oxidized  Copper,  Gun  Metal, 
Polished  Brass,  Nickel-plated. 

WRITE  TO-DAY  FOR  CATALOGUE. 

THE  CANADIAN  STORE  FRONT  CO. 

QUEEN  AND  PETER  STREETS,  -:-  HAMILTON,  CANADA 


Plea.Re  mention  The  Review   to   Advertisers  and   Their  Travelers. 


SHIRTS,    COLLARS    AND    CUFFS 


■''^ZJ^ 


Shortage  in  some  of  the  fabric  ranges  favored  for  negligees  —  Delayed  ship- 
ments of  percales  arriving  —  Large  Fall  orders  on  fine  line  stripes — The 
merchant  and  the  trade  marked  shirt  —  Question  of  better  profits  for  Fall 


PKESENT  season  shirt  business  is  good. 
Travelers,  generally,  are  expecting  increased 
repeats  from  their  territories.  Factories  are 
busy,  and  merchants  are  advised  of  a  shortage  in 
some  ranges  of  correct  materials  for  negligees.  This 
shortage  is  regarded  as  in  great  measure,  a  result  of 
the  British  coal  strike.  Buyers  will,  therefore,  have 
to  be  satisfied  with  a  number  of  less  sightly  designs, 
instead  of  finer  stripes  and  with  plain  colors  in  espe- 
cially-wanted fabrics.  It  also  means  that  factory 
clearances,  after  July  1,  will  not  contain  such  un- 
usual values  or  good  patterns,  although  better  cus- 
tomers may  be  favored  with  fair  assortments. 

A    FABRIC    PROBLEM. 

Some  mills  have  just  received  delayed  shipments 
of  repeat  designs  in  percales,  and  are  advised  that 
other  orders  cannot  be  filled  with  any  guarantee  of 
delivery.  To  secure  materials,  manufacturers  are 
accepting  the  best  fabrics  and  designs  to  be  had. 
With  these  conditions  it  is  almost  certain  that  the 
volume  of  repeats  for  Summer  negligees,  following 
the  demand  during  the  first  warm  days,  will  clean  up 
assortments  or  cannot  be  met  as  desired.  Each  mer- 
chant is  cautioned  to  make  a  second  selection  of  pat- 
terns or  ascertain  what  is  the  best  he  can  do  in  re- 
sorting sizes. 

FINE  LINE  STRIPES   FOR  FALL. 

All  Fall  orders  have  been  on  fine  line  stripes  in 
black  and  white  and  blue  and  white,  or  on  plain 
colors  in  favorite  cloths.  Later  orders  for  Spring 
have  naturally  been  selected  on  similar  designs. 
Cloths  available  at  present  for  repeats  are  mostly  in 
wider  stripes  and  more  pronounced  patterns,  several 
designs  being  already  cancelled.  Stocks  in  sight  do 
not  nearly  measure  up  to  the  anticipated  demand  for 
repeats.  If  a  corresponding  increase  is  shown  on 
repeats  a  shortage  will  be  general.  Such  conditions 
are  unusual  in  the  shirt  trade  and  are  not  cited  in 
order  to  boost  business.  Sufficient  orders  are  already 
placed  to  keep  factories  busy  until  Fall  materials  are 
in  hand,  so  it  is  not  a  case  of  accepting  or  wanting 
more  business  by  manufacturers. 

Buyers  can  select  an  opening  order  complete  from 
almost  any  one  range  of  shirts  now  submitted  for 


Fall.  Advertising  and  stock  conditions  make  it  good 
policy  to  specialize  wherever  possible.  Comparing 
range  for  range,  merchants  must  admit  that  patterns 
are  not  sufficiently  different  to  establish  a  marked 
preference  for  one  assortment  over  another,  and  that 
a  satisfactory  selection  might  be  made  from  any 
range. 

INFLUENCE    OF   TRADE    MARK. 

The  distinctive  name  or  trade-mark  sometimes 
plays  a  unique  part  in  shirt  merchandising.  Each 
merchant  naturally  enthuses  over  the  line  he  carries. 
When  a  customer  demands  a  named  make  the  sales- 
man has  a  straight  argument,  favoring  his  own  line 
to  effect  a  sale.  Some  interesting  conditions  arise 
where  stock  is  assorted  between  two  or  three  makers. 
For  instance,  a  customer  demands  a  shirt  size  15,  but 
does  not  care  for  the  pattern  shown.  This  the  sales- 
man has  just  endorsed  as  his  best  make.  A  novel 
design  is  seen  in  a  case  or  window  and  the  pattern 
pleases.  If  the  size  is  not  in  stock,  however,  the  near- 
est design  is  found  in  another  maker's  line.  Should 
a  sale  be  made  at  all,  it  is  a  shirt  considered  to  be 
"just  as  good."  This  is  a  unique  position.  The 
merchant  must  exercise  some  tact  or  find  himself 
commending  three  different  manufacturers'  shirts  as 
his  "best."  A  customer's  opinion  of  this  misCTiided 
enthusiasm  is  not  likely  to  be  flattering,  as  a  sale  at 
any  cost  seems  to  be  the  object.  Appearance  of  stock 
is  another  consideration,  and  except  where  facilities 
warrant  removing  of  contents  of  boxes  to  cases  or 
fixtures,  effective  stock  keeping  is  almost  impossible. 
Proper  arrangement  of  sizes  is  out  of  the  question,  as 
labels  are  different  and  boxes  are  not  uniform  with 
shelving.     Other  troubles  .suggest  themselves. 

For  Fall,  the  question  of  better  profits  suggests 
itself.  Most  men  can  be  educated  to  buy  an  assort- 
ment of  shirts  because  of  novelty  or  replenish  their 
wardrobe.  Satisfaction  is  based  almost  entirely  on 
wearing  qualities,  fit  and  comfort.  Buyers  are  more 
apt  to  remember  the  price  in  case  of  inferior  colors, 
fabrics  or  workmanship.  This  gives  a  simple  guide 
in  asking  for  better  profits  to  average  the  season's 
selling.  Shirts  marked  to  secure  better  margins 
should  be  sure  to  prove  satisfactory. 

(Concluded  on  page  79) 
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Re^al  ''^  Putin o^^  Shirts 

FOR    SMART     DRESSERS 

MADE    BY 

The  Regal  Shirt  Co.,  Limited 


HAMILTON 


ONTARIO 


Please  mention  The  Review  to  Advertisers  and  Their  Travelers. 


NECKWEAR    AND   ACCESSORIES 


Novelty  to  be  an  outstandings  feature  of  the  Fall  season  —  The  return 
of  the  Ascot  —  Border  ends,  odd  stripe  and  bar  spacings  —  New  lines 
that  are  now  finding  favor  —  The  millinery  and  neckwear  cards  — 
Controversy    in    New  York  as   to    the    future    of    knit    ties  and   tubulars 


THAT  novelty  is  to  play  a  stronger  part  than 
ever  before  in  neckwear  business  for  Fall  is 
the  assertion  of  manufacturers.  Silks  for  the  new 
season  have  been  bought,  and  the  statement  that  no 
particular  fad  is  uppermost  may  be  regarded  as  an 
advance  impression  of  these  fabrics. 

Such  has  been  the  run  of  novelty  in  men's  neck- 
wear during  the  past  few  seasons,  however,  that  it 
would  seem  impossible  to  bring  forward  anything 
having  a  decided  note  of  novelty.  Rather  would  one 
expect  to  see  a  turn  of  favor  towards  some  from 
other  than  the  four-in-hand  or  Derby,  but  this, 
of  course,  is  out  of  the  question. 

The  return  of  the  Ascot  depends  largely  upon  the 
sanction  which  fashion  may  place  upon  wing  col- 
lars. For  the  past  few  years,  there  has  been  a  deter- 
mined efifort  to  work  up  a  wide  demand  for  this 
style  of  collar,  and  the  degree  of  success  that  has 
been  attained  in  that  direction  is  some  warrant  for 
the  approval  with  which  manufacturers  regard  the 
Ascot  as  a  feature  of  the  Fall  season.  Some  houses 
are  paying  considerable  attention  to  the  production 
of  novelties  in  this  line  which  will  undoubtedly  do 
much  to  give  a  new  trend  to  the  season. 

PRESENT  SEASON  NOVELTIES.    . 

Border  ends,  odd  stripe  and  bar  spacing,  and 
lengthwise  stripes  are  already  features  of  the  market, 
and  the  Fall  season  will  see  a  further  play  upon 
stripes,  bars  and  borders.  A  recent  novelty  is  made 
of  two  contrasting  colors,  or  lengthwise  bars,  meet- 
ing in  the  centre  of  the  tie.  A  striking  creation  is 
a  tie  of  this  style  made  up  in  gold  and  green.  The 
fabrics  used  are  satins,  peau  de  soies  and  reps,  in 
75c.  values.    The  tie  had  its  origin  recently  in  Paris. 

One  house  is  showing  a  very  neat  Summer  line 
of  printed  border  poplins,  with  borders  of  black, 
Copenhagen,  tan,  navy,  cardinal  and  violet.  These 
ties  are  in  48-inch  length,  and  they  are  also  made 
on  the  bias. 

THE  TREND  OF   COLORS. 

Not  only  is  there  a  strong  play  upon  new  color 
effects  for  the  Summer  season,  but  this  feature  is 


likely  to  become  all  the  more  interesting  for  Fall. 
A  manufacturer  or  designer  scorns  no  suggestion 
that  is  likely  to  meet  with  the  approval  of  the  trade. 
Sea  green,  for  example,  is  a  shade  that  is  reported 
to  have  come  into  remarkable  favor  during  the  past 


New  Slimmer  poplins.  Bordered 
tubulars  and  open-end  Dcrbys  in 
all  the  preferred  colorings.  Sample 
illustrated  is  in  rich  blue,  with 
combination  of  deeper  blue  and 
tan  for  pattern.  Shown  by  .Sword 
Neckwear  Co.,  Toronto. 


few  weeks.  In  fact,  one  authority  has  it  that  this  is 
a  shade  which  enjoys  quite  ns  much  vogue  as  grey 
or  blue  for  informal  wedding  neckwear.  At  a  recent 
stylish  event  in  Winnipeg,  for  instance,  the  bride- 
groom not  only  wore  a  tie  of    sea    green,  but  his 
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Have  You  Boy  Scouts 

in  Your  Town? 

The  institution  of  the  Boy  Scout  and  Girl  Guide  movement 
in  Canada  has  created  great  possibilities  for  merchants  to  success- 
fully cater  to  the  boys'  and  girls'   trade. 

"Are  You  Prepared" 

to  be  the  official  outfitter  of  your  town  ?  "  Millers'  Official  out- 
fits lead  America.  We  are  authorities  on  Boy  Scout  and  Girl 
Guide  uniforms. 

We  also  specialize  in  Militia  and  Cadet  uniforms, 
duck  and  all  service  clothing  for  butchers,  barbers, 
waiters,  cooks,  doctors,  bartenders  and  porters,  etc* 

Write  Dept.  No.  1  for  illustrated  catalogue,  men- 
tioning  what    you  are   particularly  interested    in 

The  Miller  Manufacturing  Co.,  Limited 

251-253  Mutual  Street  TORONTO 
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example  was  followed  by  the  five  young  men  who 
acted  as  assistants  at  the  ceremony. 

After  all,  there  is  no  great  distance  between  the 
approved  neckwear  colors  and  those  which  are  chosen 
as  leaders  in  the  millinery  color  card  for  next  season. 
Six  shades  of  fuchsia  or  purple  are  given  first  place 
on  the  card  that  has  just  been  issued,  and  it  is  evi- 
dent that  purples  will  have  good  position  on  the 
neckwear  ranges  for  Fall.  Deep  blues,  flame  shades, 
browns,  greens  and  greys  all  figure  prominently  in 
the  diff^erent  gradations  of  tone  in  the  millinery  color 
card,  and  have  been  selected  by  neckwear  manufac- 


A  Parisian  neckwear  novelty 
in  two  lengthwise  stripes  of 
contrasting  colors.  Made  in 
satins,  peau  de  soie,  or  reps. 
Shown  by  A.  T.  Reid  Co., 
Toronto. 


turers.     A  particularly  strong  position  is  given  to 
browns. 

ARE  KKITTED  TIES  AND  TUBULARS  PASSE? 

Quite  a  controversy,  which  is  likely  to  have  an 
echo  on  this  side  of  the  line,  has  been  caused  in  New 
York  by  the  practically  unqualified  statement  of  an 
authority  that  tubulars  and  knit  scarfs  are  passe. 
The  statement  which  appears  in  Men's  Wear  (N.  Y.) 
is  accompanied  by  letters  from  buyers  and  manufac- 
turers who,  however,  do  not  all  seem  agreed  on  the 
matter.  Some  of  the  arguments  for  and  against  are 
quoted  here: 

"A  tie  that  lasts  too  long  becomes  monotonous  to 
the  well-dressed  man.  He  gradually  goes  back  to  his 
silk  cravat  as  to  an  old  friend." 


'"As  long  as  the  close-fitting  double  collar  remains 
in  vogue,  so  long  will  knit  scarfs  be  sold.  They  are 
one  of  the  lines  that  require  extreme  precaution  in 
purchasing.  Tubulars  are  not  a  factor  of  great 
importance." 

"So  many  men  have  found  these  scarfs  so  easy 
to  tie  with  the  closed-front  collar  that  I  do  not  be- 
lieve they  are  going  to  give  them  up." 

"Now  that  the  popular-priced  ties  are  showing 
up  such  excellent  effects,  the  question  arises  whether 
it  is  not  a  good  time  to  lay  low  on  knit  wear  and  see 
what's  going  to  happen.  On  the  other  hand,  it  is 
known  that  high-grade  stuff  cannot  be  duplicated 
very  well  upon  the  circular  machines,  and  that  this 
is  an  uncap tured  field  for  the  high-grade  retailer." 

"It  seems  the  more  'death  knells'  in  regard  to  this 
article  the  more  it  takes  on  a  new  lease  of  life." 

One  manufacturer  of  high-grade  knitted  neck- 
wear considers  that  the  demand  for  this  class  of 
goods  has  reached  its  climax  and  is  now  on  the 
decline. 

"The  wearing  qualities  of  the  knit  and  tubular 
cravats  are  such  that  it  cuts  the  consumer's  bills  in 
two.  That  is  very  good  for  the  man  who  wants  it 
that  way.  We  believe  the  time  has  come  when  the 
well-dressed  man  wants  a  cravat  that  is  a  cravat  with 
all  the  richness  of  color  blending,  which  can  only 
1)6  brought  out  in  cut  goods." 

"We  apprehend  that  the  manufacturers  of  cut-up 
neckwear  are  beating,  and  can  beat  the  manufactur- 
ers of  knit  neckwear  out  of  sight.  No  cut-up  manu- 
facturers of  men's  neckwear  need  be  afraid  of  the 
future.  It  will  take  care  of  itself  in  the  infinite 
variety  of  silks  and  the  superb  quality  found  in  the 
maniifactures  of  men's  neckwear." 

THE   POSITION   IN   CANADA. 

So  the  statements  go — some  arguing  that  knitted 
ties  are  on  the  wane  and  others  that  they  are  selling 
better  than  ever.  In  Canada,  while  there  is  a  de- 
mand for  high-grade  knits,  manufacturers  have  too 
great  confidence  in  the  quality,  the  design  and  the 
general  richness  of  their  silks  and  the  increasing  de- 
mand for  them,  to  regard  the  question  as  one  of  seri- 
ous comparison. 


Blazer  coats  of  striking  colors,  with  millinery  to 
match,  have  been  a  feature  of  the  fashion  displays  on 
the  board-walk  at  Atlantic  City  this  summer,  and  it  is 
stated  that  some  of  the  striped  serge  trousers  worn 
Ijy  the  men  vie  with  the  jackets  worn  by  the  women 
in  the  matter  of  brilliant  color  effects.  Habutai  silk 
shirts  are  another  item  on  which  male  and  female 
minds  appear  to  be  unanimous. 
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Shirts,  Collars  and  Cuffs 

(Concluded  from  page  74) 

Except  in  exclusive  stores,  very  few  shirts  are  sold 
over  $2,  and  $18.50  dozen  values  often  bring  this 
price.  Some  finer  zephyrs  wear  exceptionally  well 
and  look  the  part.  Lines  at  $12  are  retailed  at  $1.50. 
Shirts  in  good  fabrics  at  $10.50  sell  for  $1.50  and 
$1.25,  and  the  latter  margin  is  good.  Some  larger 
stores  get  $1.50  for  $9  shirts,  but  the  trade  asking 
$1  and  $1.25  are  limiting  their  average  to  advantage. 
Many  men  do  not  mind  25  cents  extra,  to  others 
$1.50  looks  a  lot  for  a  shirt.  Customers  who  follow 
every  whim  of  fashion  make  no  objection,  but  for 
a  staple,  growing  trade  it  is  felt  that  $1.25  is  suffi- 


The  latest  novelty  in  men's  wear  takes  the  form 
of  a  black  full  dress  shirt.  The  black  bosom 
of  the  shirt  is  finely  pleated,  and  the  body 
sleeves  and  soft  double  cuffs  are  white.  This 
shirt  recently  created  a  sensation  in  London, 
and  has  arrived  in  New  York. 

Copyright,  Fairchild  Co.,  New  York. 


ciently  high  to  warrant  confidence  in  $9  values. 
Complaints  are  then  not  so  justifiable,  or  as  apt  to 
be  heard,  but  if  $1.50  is  paid  by  a  customer  for  a 
$9  line,  only  average  satisfaction  is  to  be  expected. 
Salesmen  claim  that  in  this  way,  there  is  less  neces- 
sity for  clearance  and  greater  opportunities  for  re- 
peats if  fair  margins  are  asked.  Customers  are  thus 
more  generally  satisfied  with  the  store  and  the  brand 
of  shirt. 

The  Fall  outlook  is  particularly  promising. 
Manufacturers  will  be  kept  busy  to  give  prompt 
August  25th  deliveries  on  orders  already  placed  for 
city  and  outside  trade.  Delay  in  shipments  of  ma- 
terials from  the  mills  for  Fall  is  not  anticipated, 
and  by  that  time  it  is  hoped  difficulties  in  securing 
correct  cloths  and  patterns  will  have  been  removed. 


The  Well-Dressed 
Shirt-Sleeve    Man 

Demands 


a 


STAR  BRAND" 
SHIRTS 


I 


Are  Made ybr  Partieular  People 


t's  not  because  "Star"  brand  shirts  are 
more  widely  advertised  than  other 
good  lines,  it's  not  because  the  patterns 
are  so  much  better,  it's  not  because  the 
fit  is  more  perfect  but  it  is  because  they 
embody  the  real  elements  which  make 
you  notice  a  particularly  well  groomed 
man  pass.  He  is  in  his  shirt  sleeves, 
without  hat  and  perhaps  a  tennis  rack- 
et in  his  hand — his  shirt  is  refined,  yet 
striking;  neat,  yet  free  and  easy  and 
comfortable  looking.  That's  the  reason 
"Star"  brand  shirts  appeal  to  partic- 
ular men. 

"Star"  brand  neckwear  is  featured  in 
the  better  stores.  Let  us  send  you  a 
sample  assortment. 


Van  Allen  Co.,  Limited 

Hamilton         -:-         Ontario 


In  his  advertising, 
as  in  the  arrangement 
of  his  stock,  he  must 
seriously  weigh  the 
lasting  impression  for 
good  or  ill,  likely  to 
be  created  in  the 
minds  of  his  custom- 
ers. 


Using  the  steam  roller  in  promoting  a  sale  —  How  far  should  merchant 
use  heavy  display  in  an  advertisement  that  must  command  attention  by 
reason    of    its     size  ?  —  Good    and     bad     points    in     midsummer    advertising 


TO  WHAT  extent  is  a  merchant  justified  in  us- 
ing bold  display  in  an  ad.  which,  by  reason 
of  its  size,  must  attract  attention.  This  ques- 
tion has  undoubtedly  confronted  ad.  men  not  only  for 
men's  stores,  but  also  for  large  departmental  concerns. 
It  is  now  suggested  by  the  two-page  ad.  of  W.  R. 
Megan,  Vernon,  B.  C. 

In  commenting  upon  an  ad.  of  this  kind  it  is 
necessary  to  get  the  ad.-man's  viewpoint.  In  consid- 
ering the  matter  he  evidently  concluded  that  the  oc- 
casion required  something  different,  an  ad.  that 
would  be  a  sizzler.  In  one  sense  he  achieved  his  ob- 
ject. The  headlines  are  sufficient  to  suggest  that  the 
ad.-man's  ink  effervesced  regularly.  The  ad.  is  a 
hair-raiser. 

But  was  it  necessary  to  devote  so  much  space  to 
the  enthusiastic  discussion  of  generalties?  Surely  no 
person  can  get  past  two  pages  in  a  newspaper  when 
those  pages  contain  monthly  store  news.  "Price 
wars"  and  "reigns  of  terror"  do  not  sell  the  goods, 
do  not  present  the  practical  dollar-and-cents  picture 
that  is  produced  by  neat,  well-worded,  attractively 
arranged  series  of  panels  with  descriptions  and  com- 
parative prices.  All  that  is  needed  in  such  an  ad.  i? 
about  five  inches  of  attractive  heading  and  introduc- 
tory. The  headlines  on  departments  should  also  con- 
vey notable  facts. 

The  ad. -man  here  undoubtedly  produced  the  kind 
of  ad.  he  wanted.  It  is  decidedly  unique.  It  is  a 
credit  to  his  ability  as  an  imaginative  writer.  Such  an 
ability  applied  to  a  description  of  values  should  pro- 
duce something  decidedly  attractive. 

Another  suggestion:  the  order  of  the  price  panels 
is  not  the  best.  On  one  side  are  three  superlatively- 
worded  messages  about  men's  clothing.  Nutuially, 
the  reader's  eye  scans  adjacent  matter  for  sometliing 
to  back  up  the  talk.  He  finds,  instead,  values  in 
crash  towels,  petticoats  and  the  like.  On  the  oppo- 
site side  are  heavily-bordered  paragraphs  alicur  lad- 
ies' dresses,  piece  goods  and  carpets,  but  the  adjoin- 
ing paragraphs  are  about  men's  shoes.    The  ad. -man 


says  it  is  "impossible  to  quote  "one-tenth  of  the  sav- 
ings to  be  had."  yet  The  Review  submits  that  one- 
third  of  the  reading  matter  is  neither  here  nor  there 
when  it  gets  to  the  court  of  last  resort — the  man  or 
woman  who  reads  it. 

The  advertisement,  however,  br-iighl  results ;the 

ad.-man  may  have  considered  it  neeessary  to  work  the 

.«Team  roller,  and  it  may  be  the  k'nd  of  advertising 

that  the  people  are  used  to  in  that  part  of  the  West. 

TJje  spirit  of  the  community  may  require  strenuous 

methods  before  it  can  be  moved  to  "sail  right  into  the 

tiiiok  of  mighty  bargains."    After  ail,  there  is  a  great 

deal  in  the  way  a  merchant    educntfi     his    people 

through  advertising  and  in  the  impression  be  wishes 

to  create. 

*    *    * 

The  advertisement  of  Turpin  Bros.,  Medicine 
Hat,  has  been  successful  in  one  thing — it  has  the 
open,  white-.spaced,  bright  appearance  which  should 
1)6  characteristic  of  the  Summer  advertisement.    The 


SUMMER 


TIME 


IS     HERE! 

The  Good  Old  Summer  Time. 

and  we  juet  want  to  let  you  know  that 
our  stock  of  Summer  goods,  luch   as 

Balbriggan  Underwear 

B.D.V  Light  Weight 

Wool  Underwear 

Outing  Shirts 

Silk  and  Fancy  Sox 

Oxford  Shoes 

Sailor  and  Panama  Hats 

Is  fery  complete  and  we  inTitt  your  inspection. 


TURPIN  BROTHERS 


Tm  Cet  ttn  ii(  Dollar's  Wortk. 


"■   li 


This  advertisement  sings  of  summer,  yet  it   has   out   of 

young  man  in  orercoat,  and  is  too  general    in 

character  to  make  impression. 
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BUSINESS  PULLERS! 
PLANS  WHICH  HAVE  PAID ! 

Have  you  an  original  suggestion  in  the 
interests  of  the  trade  ? 

SALES  are  sales,  no  matter  how  named,  but  some  are  more 
successful  than  others.  Every  season  merchants,  advertisers 
and  salesmen  adopt  different  methods  to  make  business, 
but  the  problem  is  to  launch  something  that  is  original  to  the 
locality.  Some  plans  are  merely  theories,  others  are  practical 
and  successful,  but  everybody  is  eager  for  a  novel  stunt  or  to 
know  how  the  other  fellow  does  it. 

Departments  have  different  sales  schemes  especially  effective  in 
creating  an  impression  upon  customers,  so  that  they  become 
interested  and  buy.  If  they  do  not  respond  at  once,  they  will 
remember  and  buy  later. 

What  is  your  best  trade  puller  ?     Did  it  pay  ? 
How  did  you  carry  it  out? 

Everybody  in  the  store  has  ideas  which  he  or  she  thinks  can 
be  applied  to  make  business,  either  for  his  or  her  department 
or  the  store. 

THE  REVIEW  wants  original  plans  for  selling  goods  in 
different  departments — ready-to-wear,  carpets  and  home-furnish- 
ings, dress  goods  and  silks,  or  any  of  the  other  numerous  lines — 
ideas  for  attracting  customers  to  different  floors  or  methods  put 
into  operation  to  concentrate  selling  in  particular  sections, 
advertising  schemes  for  special  sales  and  how  they  were  conducted, 
and  preparation  necessary  to  carry  out  the  event. 

For  the  best  examples  THE  REVIEW  will  pay  the  following: 

First,  $5.00        Second,  $3.00        Third,  $2.00 

Other  answers  reserved  for  publication  will  be  paid  for  at  the 
regular  correspondence  rates. 

Prize  replies  will  be  published  in  July  Special  Fall  Number  of 
DRY  GOODS  REVIEW.  All  must  be  in  the  hands  of  the 
Editor  of  DRY  GOODS  REVIEW,  143  University  Ave.,  Toronto, 
not  later  than  June  24th. 
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June  Is  fhe  Summer  Clothing  Month 


light  bo  wqU  toi  you 
to  consider  tb«  r«tl  Mtli- 
fkctioD  there  li  io  wenrioir 
comfortable  spparel  »nd  to 
msk*  your  lelection  noi» 
wbile  tbe  Biica  aro  complete 
ID  the  imarter  p»tt*rD8 
We  hav6     levflra)     Uiiei     of 

Two-Piece    Suits 

at  $15,  $U 

and  $20 

that  will  give  jou  excellent 
me«r  ajid  held  their  ehspe 
The  coftU  are  half  lined, 
taped  at  the  eeania  and  have 
the  beet  hair-eloth  iimer 
lining  ao  that  they  will  re- 
tern  t^eir  appearance  the 
eame  aa  our  J-Piece  8uiu 
that  are  Imed  aU  throngh. 
Suppoae  yoQ  step  in  to-tnor- 
row  aud  try  ooa  a  few  of  the 
new  modelj  for  yoor  own 
aatjafaction 

■•TOULL  LIKE  OUR 
CLOTHES  "—Rgd. 


»«ii#»W(Pl«e.CC5 


Uattara  anil  Clothiers 


Bll  813  Oorenunent  Street,  Opposite  Post  OSice 


A  summer  advertisement   that  might  have    been   improv- 
ed by  condensation  and   more   white  Bpace. 

emphasis  placed  on  the  fact  that  Summer  has  come 
would  seem  to  suggest  a  doubt  in  the  mind  of  the 
writer  as  to  the  arrival  of  the  season,  as  well  it  might. 
The  cut,  moreover,  is  not  Summery.  It  represents  a 
young  man  in  a  Spring  attire.  A  cut  with  figure 
garbed  in  light  weight  suit,  negligee  shirt  and  straw 
hat  would  have  been  more  appropriate.  If  such  a  cut 
were  not  available,  a  panel  quoting  prices  on  a  choice 


selction  of  men's  hot  weather  accessories  would  have 
answered  a  better  purpose.  The  wording,  as  it  stands 
is  too  general  in  character  to  run  under  a  heading  an- 
nouncing the  definite  arrival  of  a  new  season. 


An  interesting  contrast  is  afforded  by  the  appear- 
ance of  the  two  advertisements — Turpin's  and  that  of 
Fitzpatrick  &  O'Connell.  The  cut  in  the  latter  is 
very  appropriate,  but  the  panel  at  the  side  is  a  trifle 
crowded.  This  might  have  been  condensed  thus: 
"Consider  the  real  satisfaction  of  comfortable  apparel. 
You  will  want  a  smarter  pattern.  Select  it  now  while 
sizes  are  complete.  Two-piece  suits  at  $15,  $18  and 
$20.  They  retain  their  appearance  quite  as  well  as 
our  three-piece  suits  which  are  lined  all  through. 
Coats  are  half-lined,  taped  at  seams,  and  best  hair- 
cloth inner  linings.  Drop  in  to-morrow  and  try  one 
on  for  your  own  satisfaction."  This  should  admit  of 
more  white  space.  Prices  quoted  at  top  instead  of 
centre  would  also  have  been  an  improvement  and  fol- 
lows out  the  rule  that  in  ad. -writing  as  in  every  other 
kind  of  writing  the  outstanding  fact  should  always 
come  first.  By  the  way,  why  not  adopt  a  clear  type 
name  for  the  foot  of  the  ad.  instead  of  the  highly 
ornamented  one  now  used? 


WANTED!— WANTED!=WANTED! 


Everybody,  Everywhere  to  Know  That  the  Doors  of  This 

Great  Store  Are  Now  Wide  Open  on  the  Most  Sensational  VALUE  GIVING 
SALE  the  Okanagan  Country  Has  Ever  Known 

READ!^THINK!=REFLECT!=CONSIDER! 


What  a  Sale  of  This  Magnitude  Signifies.      Get  Abo2a*d — Scdl  Right  Into  the  Thick  of  These  Mighty  Bargains 


AU  Our  Fine  Men'i  Suils 


A  Reifn  of  Terror  m  the 
Boy*'  Dep&rtmcnl 


lOc 


10c 


37;c 


50c 


20c 


75c 


25c 


lOc 


ImpoMible  to  Quote  One>Tentb  of  the  S*vingi  to  be  Had 

L*d»'    Tkjlar«t    Sub  I  Mia'e   3wi> 


25c 


^^      Read  Every  Word!     Note  the  Cut  Prices  Quoted!     30c 


7k 


70c 


35c 


Men's  Fumithings 


15c 


TAKE  NOTICE 


95c 


75c 


Bargains! 


Bargains! 


30c 


$1^ 


Oceans  of  Ltdiet'  DroMt 


— --•—     HErrs  3HOES 
$250  I    ChoKe  Jl  JO 


j>~.    ^   Nothmg  Spared.  A  Veritable  Whirlwind  of  Bargains     '■•i^i  l.*-^ 

"il.95 


12k 


A  Few  From  tkc  Hardware 


Don't  MiH  tbe  Croceriei 


SI. 95 


$1.75 


Bar'*  ShoM 
$1.00 


Piece  GooJi  Go  Tombfaig 


Price  War  On  Carpeb 


NAIL  THE  OPPORTTJNTTV      THIS  MEAK  YOU 


W.  R  Megaw 


WE  AA£  AOVEATISING  FAR  AM)  WIDE 


Soma  bre«ze  about  this  advertisement.     It  was  a  two-page  layout,  yet  the  ad.  man  saw  fit    to  devote    large    proportion 
of  the  space  to  superlative   references.     Impossible,  he  says,  to  quote  one-tenth  of  savings.    Nevertheless,  much 

space  could  have  been  saved. 
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FOR  EVERY  PURPOSE 

there's  an  "Asbestol  Eisendrath's  Cele- 
brated Horsehide  gloves  or  mitten"  to 
fit  the  man  and  his  need.  It's  the  glove 
and  mitten  line  that  can  be  counted  on, 
and  it  is  known  and  called  for  by  men 
of  action — men  who  want  the  right  sort 
of  hand  insurance. 

The  "Asbestol"  line  of  gloves  and  mittens 
is  a  universal  favorite  with  the  best  re- 
tailers in  the  land  because  its  makers 
have  said  it  must  be  a  "best  value"  line. 
And  then,  too,  they  like  the  insurance  feature  that  goes  with  every  pair, 
insuring  them  against  the  elements — steam,  water  and  heat. 

All  told,  it's  a  good  line  for  you  to  know.     Your  jobber  has  the  stock. 
Next  time  you  order  specify  "Asbestol." 

The  "ASBESTOL"  trade  mark  is  registered  in  Canada. 

EISENDRATH  GLOVE  COMPANY 


CHICAGO,  ILL. 


Bl! 


Whence  Comes  Mocha  Leather? 

About  thirty  years  ago,  when  the  last  of  the  ante- 
lope disappeared  forever  from  the  Western  plains  of 
America,  the  question  of  a  skin  which  might  be  sub- 
stituted in  the  manufacture  of  leather  was  a  serious 
one  to  the  glove  manufacturers  of  Fulton  county, 
New  York,  and  other  centres  of  the  industry.  Up  to 
that  time  antelope  skins  had  been  extensively  dress- 
ed into  leather  known  as  doeskin,  from  which  a  good 
quality  of  glove  was  made. 

Lightweight  deerskin  and  chamois  dressed  lamb- 
skins were  resorted  to,  but  they  did  not  prove  satis- 
factory, and  the  problem  was  causing  no  end  of  worry 
to  manufacturers  when  an  epoch  was  marked  in  the 
leather-dressing  business  by  the  discovery  that  the 
skins  of  the  haired  sheep  of  Africa  and  Arabia  could 
be  made  into  leather  which  was  even  better  than  that 
of  antelope  for  glove  purposes. 

The  name  Mocha  is  no  doubt  derived  from 
Mocha,  a  town  in  Arabia  from  where  it  is  said  the 
first  skins  were  brought,  but  the  true  origin  of  the 
name  seems  to  be  more  or  less  buried  in  obscurity. 
However,  the  greatest  number  of  skins  come  from 
British  Ec-u^t  Africa,  although  what  are  known  as  the 
white  head  variety  of  Mocha  sheep  are  raised  to  some 
extent  in  AraVna  and  parts  of  Persia. 

The  skin   of  the  black  head   Mocha,   which  is 


grown  in  Somaliland,  on  the  west  side  of  the  Red 
Sea,  gives  a  larger  spread  and  in  other  ways  is  the 
most  desirable  for  glove  leather.  There  is  also  the 
variety  known  as  the  red  head.  These  designations 
apply  to  the  color  of  the  head  of  the  animal,  the  hair 
on  the  body  being  black  and  white,  red  and  white, 
or  all  white,  according  to  the  variety. 

The  Mocha  market  of  the  world  is  at  Aden,  at 
the  southern  end  of  Arabia,  and  there  are  never  more 
than  eight  or  ten  buyers  residing  there  at  the  same 
time,  and  they  practically  buy  the  supply  of  Mocha 
skins  for  the  world  excepting  what  skins  are  bought 
through  native  dealers.  These  buyers  keep  native 
collectors  at  the  principal  points  to  which  skins  are 
brought  by  caravans.  The  skins  are  taken  in  boats 
across  the  Gulf  of  Aden  to  Aden,  where  they  are 
sorted  and  baled,  about  300  in  a  bale,  according  to 
size  and  weight,  ready  for  shipment. 

When  delivered  by  the  natives  to  the  collectors 
the  skins  have  been  sun-dried.  The  carcasses  are 
eaten,  the  meat  being  about  the  only  kind  consumed 
by  the  natives.  Before  the  skins  are  baled,  native 
women  sprinkle  each  skin  with  napthaline  to  prevent 
its  destruction  by  worms  on  the  long  voyage.  The 
bales  are  wrapped  in  a  carabas  made  of  matting  wov- 
en by  the  natives,  and  those  for  America  are  shipped 
to  Marseilles,  Trieste,  Naples  or  Genoa  and  reshipped 
to  New  York. — M.  G.  Hughes  in  Gladen's  Review. 


Season's  Vogue  in  Hats  and  Caps 


Sales  not  up  to  previous  years  —  Is  Panama  sentiment  passing  ?  —  One 
result  of  prices  that  bring  this  hat  closer  to  general  wear  —  Why  straw 
season     should    be     prolonged  —  August     1st.    not    too    late    for    clearance 


STRAW  hat  business  is  good,  llecent  sales  in 
city  stores  were  fully  up  to  corresponding 
days  a  year  ago.  A  change  in  the  weather 
lias  helped  materially.  TLii  season's  sales,  liowever, 
are  not  up  to  previous  years  and  compia'iit,-=  are  heard 
I'.iat  half  the  stock  was  sold  by  thi:^  time  last  y(?ar. 
Merchandising  has  started  earlier  than  usual  this 
scnisoa  and  Pf.uamas  are  first  to  be  offered  at  odd 
prices. 

Some  authorities  report  that  sentiment  about  hav- 
ing a  Panama  for  exclusiveness  is  said  to  be  passing. 
Maybe  quantities  on  hand  in  the  different  shops  have 
had  the  effect  of  making  buyers  afraid  that  supplies 
are  in  excess  of  demands.  To  own  a  real  Panama  at 
one  time  was  some  distinction.  Then  they  were  a 
luxury  because  of  their  price  and  scarcity.  Cusiom- 
ers  are  not  so  impressed  now  with  salesmanship  or 
the  advantage  of  having  something  different  in  an 
imported  headpiece.  With  the  advent  of  $5  values 
as  an  attraction  and  lower  prices  generally  everybody 
can  have  a  Panama. 

From  some  quarters  it  is  reported  ihat  better 
numbers  are  not  taking  as  well  as  formerly  because 
cheaper  lines  are  within  the  reach  of  average  buyers 
and  to  those  not  in  the  know  appearance  is  very  simi- 
lar. Another  reason  also  for  considering  Panamas  in 
staple  numbers  only  is  that  they  are  getting  more 
common.  There  are  those  who  anticipate  that  next 
summer,  Panamas  will  be  found  ou  the  sajne  level 
as  other  staple  lines,  and  that  if  buyers  take  Panamas, 
value  will  have  the  upperhand  of  sentiment.  Sirange 
that  some  merchants  break  prices  on  Panamas  first 
and  while  the  season  can  often  be  prolonged  for  a 
time,  confidence  in  obtaining  prices  for  higher  grades 
seems  to  be  lacking  with  many  buyers. 

WHY   THIS  PRICE-CUTTING? 

The  whole  trouble  in  maintaining  prices  is  that 
some  merchants  are  more  anxious  than  others  either 
to  forestall  the  opposition  or  sell  greater  quantities  at 
less  than  fair  and  approved  profits.  August  1st  would 
seem  to  be  soon  enough  and  plenty  of  time  for  clear- 
ance. If  merchants  only  thought  so  they  could  make 
better  profits  and  finish  the  season  with  a  complete 
clean-up.    Many  customers  buy  a  second  straw  hat  a 


season  without  regard  to  price.  When  prices  are  re- 
duced other  men  buy  a  hat  to  have  a  clean  one.  One 
salesman  points  out  that  both  conditions  would  be 
better  served  by  holding  prices  until  August  1st  and 
then  putting  on  a  clearance  at  half  price  for  the  bal- 
ance.   Let  the  left  overs  go ! 

Quantities  for  clearance  are  not  any  larger  be- 
cause salesmanship,  instead  of  price,  controls  the  de- 
partment until  that  date.  The  same  merchants  are 
usually  first  to  take  advantage  of  the  other  fellow  each 
year  with  the  apparent  result  that  in  ten  days  the 
whole  policy  is  reduction  earlier  than  necessary. 
Many  hats  are  sold  at  prices  uninvited  by  customers 
who  do  not  expect  reduced  prices  and  are  willing  to 
pay  regular.  The  lack  of  necessity  for  early  price 
reduction  cannot  be  impressed  too  strongly  in  the  in- 
terests of  the  straw  hat  trade  generally. 


Later  Fall  and  winter  models.     Derby    with    4-in.  crown 

and  2J4  in.   brim,    and    Fedora    model    in    fine    fur 

overtop  felt,    with    turban   roll    brim   and    self 

band.— Courtesy  Toronto    Agency.    Waldron, 

Drouin  &  Co.,  Montreal. 
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Fixtures  used  are  pedestals,   hat  stands  iind  glass  shelf.      A  frame  made  of  wood  about    five    feet    high,    forming 

an  arch,  is  placed  in  centre  of    window.     A  vase  filled  with  artificial  roses  is  placed  on  pedestal,    with  a 

four-inch   white  ribbon  suspended  from  centre  of  same.    Small  3-inch  letters   are    cut    out   of    maroon 

cardboard  and  pinned  to  hats,  spelling  "August  Sales."    Other  hats  to  be  arranged  are  shown 

with  pennants  of  college  or   university. 

Phocographod  exclUBirely  for  Mea's  Wear  Review, 


WANTED    NUMBERS    ARE    SHORT. 

Only  unusual  weather  conditions  later  excuse  any 
break  in  this  year's  prices  before  August.  To  offer 
leaders  for  a  day  or  sale  event  may  be  good  merchan- 
dising; but  quantities  are  likely  to  be  limited  to  ad- 
vance special  purchases  or  stocks  on  hand  by  advance 
orders.  Several  better  selling  numbers  are  jDractical- 
ly  sold  up  and  samples  thrown  out  by  the  travellers. 
Lists  of  stocks  on  hand  do  not  show  that  any  unusual 
values  for  repeats  will  be  quoted.  Repeat  orders  are 
being  received  but  wholesale  stocks  are  already  short 
on  wanted  numbers.  For  this  reason  alone,  merch- 
ants are  safe  in  holding  prices  until  a  comparatively 
late  date. 

THE   OUTING   HAT   DEMAND. 

In  several  instances  quantities  are  limited  to  20 
and  25  dozen  on  approved  numbers.  Sennits  have 
had  an  excellent  run.  The  double  brim  boater  has 
proved  a  good  seller.  Leading  priced  numbers  for 
holiday  retailing  will  be  cleaned  up  in  the  trade  be- 
fore July  1st.  Usual  sales  are  reported  on  novelties 
and  imported  straws  and  repeats  are  not  counted  on 
to  any  great  extent.  Samples  of  "land  and  water" 
hats  are  now  being  brought  forward  for  vacation 
outings.  The  next  month's  business  will  see  a  great 
turnover  in  both  wholesale  and  retail  stocks  in  all 
lines  of  summer  hats. 


Good     Underwear    Leaders 

Assortments  will  include  some  odd  higher 
priced  numbers — No  price  changes  on 
Fall    lines  —  Features    of    import    hosiery. 

FALL  placing  on  men's  underwear  is  about  fin- 
ished by  travelers  going  direct  to  the  trade. 
Sample  lots  have  been  cleaned  up  at  25  per 
cent,  and  33  1-3  per  cent,  reduction  and  are  being 
listed  and  sent  out  to  buyers,  who  contracted  for  these 
sets  at  ordering  time. 

V.4.LUES  IN   MILL  CLEARANCES. 

Some  exceptional  values  in  seconds  in  Fall  under- 
wear are  to  be  placed  on  the  market  about  the  end 
of  this  month.  Buyers  will  find  these  mill  clearances 
are  better  than  usual  and  assortments  will  include 
some  odd  higher-priced  numbers.  These  garments 
will  be  good  sale  leaders  for  those  accounts  handling 
the  line  or  for  those  buyers  fortunate  enough  to  have 
them  submitted. 

Stock-taking  is  completed  in  the  warehouses  and 
Fall  underwear  is  coming  through  as  manufacturers 
are  forwarding  shipments,  as  soon  as  they  will  be  ac- 
cepted. Stock  is  not  being  opened  out  in  some  whole- 
sales because  of  the  backward  spring  season.  The 
tendency  is  to  neglect  present  requirement.'-  imme- 
diately Fall  shipments  are  laid  out,  but  department 
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Fixtures  used  in  this  display  are  pedestal, 
shirt  easels  and  glass  shelf. 

A  large  daisy  is  cut  out  of  cardboard 
with  the  words  "August  Sales"  on 
petals. 

An  undershirt  is  puffed  in  centre  of 
flower  and  placed  on  shirt  easel,  then 
on  pedestal  which  is  covered  with 
green  crepe  paper  and  cardboard 
leaves  representing  them. 

Shirts  are  stretched  over  box  covers, 
with  skirt  of  same  fastened  with  hose 
to  standard  of  easel. 

The  drawers  are  drawn  through  hole 
punched  in  centre  of  box  cover  with 
pair  of  hose  in  centre. 

Photographed  exclusively  (or  Men's  Wear  Review. 


inaiuiaei's  are  not  anxious  to  lose  the  interest  on  this 
season's  lines  and  feel  that  a  lot  of  business  can  still 
be  (lone  on  repeats. 

XEW   FALL   NUMBERS. 

Few  changes  are  noted  in  general  Fall  underwear. 
Some  heavier  weights,  added  at  the  first  of  the  year 
for  western  trade  have  done  well.  Some  new  num- 
bers, ribbed  all  wool  garments  weigh  fully  three 
pounds  each,  boys  garments  in  similar  quantities  are 
meeting  with  success,  as  the  trade  were  unable  to  pro- 
cure these  sizes  previously.  A  first  season  line  of  finer 
combinations  for  boys  in  a  well-known  brand  is  a 
profitable  addition  for  the  trade. 

SAME   PRICE  BASIS. 

Prices  are  not  expected  to  be  any  higher  and 
values  submitted  for  next  year's  business  will  be  prac- 
tically on  the  same  basis  as  this  year's  showings.  In 
anticipating  Fall  1913  samples  no  revision  is  expected 
and  manufacturers  will  not  be  asked  for  any  changes 
in  garments  to  fit  price. 

Complaints  are  heard  about  the  slowness  of  early 
Spring  business  and  the  effect  is  reflected  in  the  late- 
ness of  Fall  ordering.  Mills  claim  that  their  returns 
are  increased  over  last  year,  but  that  underwear  busi- 
nes  for  Fall  is  late  is  recognized  by  the  trade  at  large. 


Spring  Import  Hosiery 

Men's  sample  hoisery  for  Spring,  1913,  have  been 
assemljled  in  one  or  two  instances  and  forwarded  to 
wholesale  buyers  for  import  selection.  Entirely  new 
designs  are  included  in  novelties  and  some  unusual 
values  quoted. 

Cenerall}'  considered  color  tones  are  quieter  than 
those  of  last  year's  and  samples  are  devoid  of  any 
high  colors  Values  in  pure  thread  silk  hosiery  for 
this  market  arc  also  improved  in  comparison  with 
last  year's  qualities  and  lines  to  retail  at  50c,  75c  and 
$1  are  splendid  weight,  with  the  correct  feel  and  rich 
glossy  finish.  Good  makes  to  sell  at  3  for  $1  and  25c 
qualities  should  be  considered  by  the  trade  and  are 
likely  to  meet  a  great  demand.  Each  merchant  wants 
the  best  values  possible  and  while  some  numbers  are 
entirely  new,  in  point  of  value,  samples  are  superior 
to  values  as  leaders  at  these  prices  this  year.  Silk 
ankle  makes  with  lisle  garter  top,  foot  and  heel, 
shown  to  meet  25c  and  3  for  $1  values,  are  promising 
retail  lines  for  the  trade.  Buyers  are  safe  in  expect- 
ing improved  weights  at  prices  similar  to  those  paid 
last  year. 

Among  novelties  crochet  effects  in  self  designs  or 
with  neat  insertion  stripes  are  similar  to  and  match 
(■rochot  ties  for  the  season. 

(Concluded  on  page  88) 


How    Customers    are    Lost    and    Won 

Some  instances  which  show  the  importance  of  tactful  introduction  —  How 
the  skilful  handling  of  one  customer  ultimately  attracted  others  —  Confi- 
dence in   his    salesforce    reflected    in    the    attitude    of    the    boss  —  Losing 

patience  with  the  customer. 


THE  other  day  a  man  entered  the  store  and 
asked  to  sec  some  overalls.  These  I  showed 
him  and  after  a  little  talk  with  him  found 
out  exactly  what  he  wanted,  also  the  size.  These  I 
got  for  him  and  being  satisfied  with  the  goods,  he 
said  he  would  take  them.  I  then  asked  him  if  he 
needed  anything  else;  he  replied  he  did  not. 

As  we  were  walking  towards  the  front  of  the 
store,  we  passed  a  table  with,  perhaps,  fifty  pairs  of 
shoes  of  all  kinds  on  it.  I  drew  his  attention  to  one 
particular  shoe  and  he  said,  "Why,  I  never  knew 
you  kept  shoes  here ;  have  you  a  heavy  shoe  that  will 
stand  mud  and  water?"  I  said  we  had,  and  asked 
what  size  he  wore.  I  selected  about  half  a  dozen 
pairs  of  different  style,  price  and  quality  and  dis- 
played them.  After  a  little  explanation  on  the 
shoes,  he  decided  on  a  pair  and  thanked  me  for 
mentioning  the  shoes  to  him  as  he  had  thought  he 
would  have  to  go  to  the  shoe  store  at  the  other  end  of 
the  town  to  get  them  and  that  he  had  been  saved  a 
long  walk  and  half  an  hour  of  time  which  meant 
money  to  him. 

Now,  that  man  passed  right  by  that  display  of 
fifty  pairs  of  shoes  twice  and  knew  he  wanted  them, 
but  whether  his  mind  was  occupied  with  his  own  im- 
portant business  or  whether  he  noticed  them  but  had 
been  in  the  habit  of  going  elsewhere  for  them  and 
didn't  like  to  change  off,  I  can't  tell.  But  he  was 
pleased  to  know  that  I  took  an  interest  in  his  wants, 
satisfied  them  and  saved  time  for  him. 

The  same  day,  another  young  fellow  entered  and 
wanted  a  hat.  I  showed  him  several  of  the  new  and 
different  shapes  and  in  about  ten  minutes  he  had 
decided  on  one.  I  then  asked  him  if  he  had  been  in 
town  long  and  he  said  he  had  just  come  that  day 
and  had  secured  a  job  in  one  of  the  factories.  T 
thought  it  would  be  a  good  chance  to  get  him  ac- 
quainted with  our  store,  so  I  told  him  if  he  had  a 
few  minutes  to  spare  I  would  be  pleased  to  show  him 
some  of  our  new  clothing  and  when  he  was  in  need 
of  a  suit  he  would  know  the  kind  of  goods  we  kept 
and  that,  as  we  had  as  good  values  as  any  person  in 
town,  he  might  see  something  that  he  would  like. 

After  showing  him  a  few  of  our  suits  he  said  that 
he  had  always  been  accustomed  to  tailor-made.  I 
then  told  him  that  we  had  samples  of  goods  to  be 


tailor-made.  I  found  out  about  the  shade  he  had  in 
mind,  then  displayed  some  of  them.  He  finally  de- 
cided on  one  and  asked  how  long  it  would  take  us  to 
have  it  made  up  for  him.  I  replied  that  ten  days  was 
the  required  time.  lie  then  said  he  would  come  in 
next  Saturday  night  and  get  measured  for  the  suit, 
as  he  would  not  be  able  to  pa^^  for  it  for  a  week  or 
two.  I  thought  perhaps  this  was  an  excuse  to  get 
out,  so  I  told  him  he  might  just  as  well  get  measured 
to-night  and  that,  when  the  suit  came,  we  would  hold 
it  for  him  for  a  week  and  that  would  amount  to  the 
same  thing.  Then  he  would  be  sure  of  having  the 
cloth  he  had  selected  and  that  we  always  got  word 
from  the  house  each  week  to  cancel  samples  that 
were  being  sold  out.  By  getting  his  order  in  early 
he  would  be  sure  of  his  first  choice  of  patterns.  He 
agreed  to  this  and  we  had  his  measure  taken  and  had 
the  suit  for  him  in  ten  days.  He  came  in  for  it  at 
the  end  of  the  second  week  and  was  well  pleased 
with  it.  He  had  the  spot  cash  in  his  pocket  and  paid 
for  it.  Then  the  next  week  he  came  in  and  got  a 
pair  of  shoes  and  a  shirt. 

We  won  this  customer  by  a  little  talk  and  taking 
some  interest  in  him  as  to  his  whereabouts  and  wel- 
fare. He  felt  grateful  to  us  for  it  and  was  pleased  to 
know  where  to  come  for  his  requirement'^.  He  is 
working  in  a  factory  with  quite  a  number  of  men ; 
they  become  his  friends,  he  lirings  them  ti>  our  store 
with  him.  ihej  see  what  we  have,  we  do  our  utmost 
to  please  and  oblige  them,  thus  bringino;  them  and 
their  friends  back  to  our  store.  This  means  an  in- 
crease in  sales,  profits  and  turnover.  "We  had  no  ex- 
pense in  advertising  to  get  them  here.  All  it  cost  us 
was  a  little  tact  and  courteous  treatment. 

There  are.  of  course,  exceptional  times  when  a 
salesman  will  encounter  a  person  who  is  not  willing 
to  be  shown  goods  Vnit  just  wants  to  be  left  alone  and 
handle  himself.  This  kind,  .salesmen  can  almost 
always  pick  out  Ijy  the  way  in  whicli  they  converse 
during  the  time  the  first  sale  is  being  made.  When 
a  person  of  this  kind  comes  in  it  is  much  better  not 
to  let  them  have  the  feeling  that  they  are  being 
l)ored,  for  there  is  nothing  that  will  drive  custom 
away  from  a  store  quicker. 

Often,  when  the  proprietor  is  much  worried  over 
his  business,  and  perhaps  is  quite  irritable  on  ac- 


MEN'S    WEAR    SECTION. 


Dry  Goods  Review 


Clever  display  of  juvenile  sailor  suits  in  the  Philadelphia  store  of  John  Wanamaker. 

From  Mens  Wear.  New  York.     Copyright    Fairchild  Co 


count  of  his  nerves  giving  out,  he  will  come  down  to 
the  store  and  make  everything  as  disagreeable  as  he 
can  with  his  salespeople.  A  customer  will  come  in 
with  something  that  she  has  got  in  the  city  or  per- 
haps three  or  four  years  ago  and  wants  it  matched. 
It  is  ten  chances  to  one  if  she  will  get  it.  The  pro- 
prietor, perhaps,  sees  her  going  out  of  the  store  with- 
out purchasing.  Business  has  been  dull,  he  is  anx- 
ious to  make  every  po.ssible  sale  and  all  at  once  will 
come  and  give  the  sales  person  a  scolding  for  not 
making  a  sale.  He  will,  perhaps,  call  the  customer 
back  from  the  door  and  make  her  walk  a  hundred 
feet  or  more  to  see  if  he  can't  match  it  for  her.  He 
finds  out  he  can't  and  the  customer  is  in  a  hurry.  He 
is  at  once  showing  the  customer,  as  plainly  as  if  he 
read  it  for  her,  that  he  doesn't  place  confidence  in 
his  salespeople  and  then  the  customer  will  also  place 
the  same  opinion  of  his  salespeople  in  her  mind  and 
will,  in  a  great  many  instances,  leave  the  store  al- 
together. 

Had  the  proprietor  held  his  nerves  back  until 
the  sales  person  was  alone  and  then  quietly  gone  to 
him  and  inquired  how  the  sale  was  not  made  and 
when  found  out  that  the  salesperson  had  done  his 
or  her  best.  He  should  say,  "Alright,"  in  a  cheery 
way  and  give  them  some  encouragement  to  put  more 
life  into  the  business. 


Good  Underwear  Leaders 

(Concluded   from    page    86) 

These  novelties  in  silks  at  leading  prices  are  en- 
tirely different  from  anything  yet  featured  by  haber- 
dashers and  can  be  retailed  at  50,  75  and  $1.  Ap- 
pearance is  similar  to  cashmere  except  for  the  high 
finish  of  silk.  In  pattern  numbers  showing  vertical 
stripes,  insertion  designs  vary  from  1-4,  3-8  to  11/2 
inch  in  width.  Silk  gauze  and  regular  lisles  in  plain 
and  fancy  weaves  are  quoted  at  usual  prices  for 
values.  Cottons  in  cheaper  makes  are  the  same  values 
as  other  seasons. 

Blacks  and  tans  are  the  pronounced  colors  and 
another  season  of  these  shades  is  expected.  Shade 
ranges  in  silk  lisles  and  cottons  comprise  soft  tans 
and  darker  browns  assorted  with  tans,  or  self  as  order- 
ed, light  grays,  soft  greens,  blues  and  rich  wines. 
Most  of  the  fancies  are  in  self  tones,  the  plain 
weave  of  stripes  contrasting  with  ground  knit.  Fore- 
most in  samples  are  soft  grays,  with  darker  gray, 
white  or  black,  browns  with  tan  or  gold,  blues  with 
gray  and  deep  wine  shades  in  self  fancies. 

Combined  with  domestic  makes  in  staple  num- 
bers for  high-cla.ss  trade,  buyers  can  draw  a  fair  con- 
clusion with  regard  to  novelty  hoisery  trends. 


CLOTHING  FOR  MEN  AND  BOYS 
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Unseasonable   weather   has   had    baneful    influence    on    clothing   business  to 
date  —  Warm    weather    to    bring     about     the     much-needed     turn  —  Excep- 
tional  call    for   raincoats  —  Features   of    the    Fall   styles. 


WITH  warm  weather  holding  off,  the  retailer 
of  men's  clothing  has  yet  no  very  enthusi- 
astic comment  to  make  upon  the  Summer 
outlook  as  based  upon  records  up  to  the  present  time. 
It  is  an  ill  wind  that  blows  nobody  good,  however, 
for  frequent  rains  have  brought  about  an  exceptional 
demand  for  raincoats.  Apart  from  this,  the  retailer 
has  no  very  glowing  report.  The  continued  cold 
caused  men  to  still  wear  their  Winter  overcoats,  and 
this  told  against  the  sale  of  Spring  overcoats. 

There  is  nothing  like  warm  weather  to  make  a 
man's  fancy  turn  to  thoughts  of  new  clothes,  but  the 
necessary  spell  has  been  lacking,  and  as  a  result 
business  has  not  developed  as  desired.  It  seems  to 
be  a  tendency  of  human  nature  to  postpone  a  matter 
of  this  kind  if  but  little  encouragement  offers,  and 
there  are  many  men  who,  if  they  can  worry  along 
for  a  certain  time  without  new  suits,  are  still  willing 
to  do  without  them  for  the  rest  of  the  season.  These 
things  explain  the  heavy  condition  of  stocks  in  many 
quarters  to-day,  and  will  also  probably  explain  the 
sweeping  clearances  that  are  sure  to  come  later.  The 
man  who  has  done  business  on  a  very  conservative 
basis  would  appear,  for  once,  to  have  struck  it  right. 

Although  reports  from  many  sections  of  the 
country  are  to  the  effect  that  merchants  have  given 
fair  consideration  to  those  Fall  lines  in  men's  wear 
that  have  been  shown,  there  is  a  backward  disposi- 
tion noted  which  is  no  doubt  due  to  existing  condi- 
tions. 

Warm  weather  would  do  the  trick,  and  it  is  not 
yet  too  late.  The  hot  weather  that  was  served  out 
last  year  was  certainly  a  warrant  for  preparations  to 
meet  a  like  visitation  this  year,  but  the  opportunity 
to  specialize  on  warm  weather  goods  has  so  far  been 
lacking.  Should  the  unseasonable  temperature  con- 
tinue, a  serious  crimp  in  camp  and  outing  wear  may 
develop. 

The  Review  has  already  outlined  the  style  fea- 
tures of  the  coming  Fall  season.  On  the  whole  no 
great  changes  are  indicated.     Garments    will    still 


show  conservative  tendencies.  The  reporl  from 
London  that  there  is  an  increasing  vogue  for  com- 
bination suits — that  is,  coats  and  vests  of  one  color 
and  trousers  of  another  is  said  to  be  a  trend  already 
noted  by  exclusive  Canadian  shops.  It  will  un- 
doubtedly have  the  affect  of  increasing  the  call  for 
neat  trouserings  and  for  dark  fabrics  for  coats. 

Although  there  are  those  who  predict  the  return 
to  favor  of  coats,  melton,  beaver  or  fabrics  of  that 
class,  with  small  velvet  collars,  others  are  equally 
firm  in  the  opinion  that  coats  of  the  Ulster  type  in 
soft,  light,  but  warm,  fabrics  will  still  have  the  call 
by  reason  of  their  suitability  for  Canadian  climate. 
Belted  models  are  coming  to  the  front,  one  of  this 
class  having  the  belt  convertible  so  that  it  may  be 
used  for  full,  half  or  mereh^  strap  dimensions,  or 
removed  altogether  without  impairing  the  appear- 
ance of  the  coat. 

There  has  been  a  fair  demand  for  small  boys' 
clothing.  Galateas,  piques  and  linens  are  made  up 
in  sailor  and  Buster  styles.,  with  fancy  touches  that 
always  appeal  to  parents,  in  spite  of  weather  influ- 
ences, and  attractive  displays  have  always  brought 
results. 


New  Home  for  Broadway  Brand 

Randall  &  Johnston.  Toronto,  manufacturers  of 
Broadway  clothing,  have  moved  from  71  York  Street 
to  the  building  formerly  occupied  by  H.  E.  Bond  & 
Co.  (Picadilly  Brand  Clothing),  corner  Simeoe  and 
Wellington  Streets.  They  will  occupy  four  floors. 
Their  facilities  for  display  and  production  will  be 
greatly  improved  by  the  change. 


C.  W.  T.  A.  WILL  GIVE  PRACTICAL  AID. 

Sarjeant  &  King,  Barrie,  wrote  the  Secretary 
of  the  Window  Trimmers'  Association  as  follows: — 
Enclosed  find  $2  feles  for  F.  N.  Sarjeant,  who  is 
now  our  junior  window  trimmer.  We  would  ask 
you  to  give  him  your  best  practical  aid. 


Post  Cards    From    Review's  Road  Men 

Brief  stories  by  representatives  of  this  paper  about  men,  methods  and 
events  in  the  places  they  visit  each  week  —  Hundred  years  of  peace  sug- 
gests merchandising  idea  —  Enterprise  of  young  men  in  business  —  A 
men's   wear   dealer   who    is    bluff    proof  —  Made-in-Canada  clothing  special 


Editor  Men's  Wear  Review: — What's  the  matter 
with  a  "Hundred- Years-of-Peace  Sale."  The  cele- 
bration of  the  century's  peace  is  a  live  subject  in  this 
district.  On  June  18,  1912,  exactly  one  hundred 
years  ago,  the  Americans  decided  to  invade  Canada. 
Here  is  an  opportunity  for  merchants  to  make  dis- 
plays suggesting  the  development  of  Canadian  in- 
dustry and  the  nurturing  influence  of  international 
friendship.  Soldiers,  arms,  flags;  old  uniforms,  cos- 
tumes of  the  times  as  compared  with  thoire  worn 
now,  might  be  used  in  attractive  settings.  Tell  your 
readers  about  it.  The  merchant  might  describe  his 
leaders  as  "peace  offerings." 

Niagara  Falls,  Ont.,  June  10.  L.  H.  Drake. 


Editor  Men's  Wear  Review. — Its  one  thing  for  a 
customer  to  say  he  can  send  to  the  city  and  get  an 
article  cheaper  than  in  the  local  store,  and  it's  an- 
other thing  for  the  merchant  not  to  let  him  get  away 
with  that  kind  of  story.  I  met  a  man  the  other  day 
who  was,  as  he  said,  "bluff  proof."  He  keeps  the 
catalogues  of  the  large  stores  on  his  counter  and 
when  anj'one  suggests  mail  order  to  him  ho  turns 
up  the  article,  finds  its  price,  compares  it  with  his 
own,  figures  the  express  charges  and  emphasizes  the 
risk  of  not  having  it  according  to  order.  He  has 
converted  many  customers  by  that  kind  of  argu- 
ment. 


Peterboro,  June  13. 


J.  W.  Deyell. 


Editor  Men's  Wear  Review. — Met  a  newspaper 
publisher  the  other  day  who  said  that  one  of  his 
biggest  problems  was  to  get  the  local  merchants  to 
change  their  advts.  Some  of  them  seemed  to  prefer 
to  run  a  general  advt.  covering  three  or  six  months 
rather  than  worry  about  once-a-week  changes.  One 
man  with  preferred  position  had  run  the  same  advt. 
for  two  months,  and  all  that  time  the  cit}-  papers 
were  coming  in  with  the  attractive  offerings  of  the 
mail  order  houses.  Not  very  good  business,  do  you 
think? 


Smith's  Falls,  June  6. 


J.  W.  Deyell. 


sale,"  for  clearance  purposes,  the  feature  of  which  is 
the  reduction  each  day  of  the  prices  on  certain  lines 
at  stated  periods  of  the  day.  The  See-Saw  sale  is  now 
an  established  event.  It  is  advertised  by  full-page 
advertisements  beforehand. 

St.  Catharines,  June  5.  L.  H.  Drake. 


Editor  Men's  Wear  Review.- — I  asked  a  merchant 
here  what  he  thought  about  Canada  handuig  back 
the  Bunker's  Hill  cannon  to  the  Americans.  He  re- 
plied: "Just  at  present,  I'm  too  busy  selling  rain- 
coats to  American  visitors  to  bother  about  this  can- 
non affair.  It  pays  me  to  specialize  in  certain  Eng- 
lish lines.  The  fact  that  they  are  English  and  carry 
with  them  the  stamp  of  London  style  is  a  good  sell- 
ing point;  and  talking  of  cannon,  there  wasn't  much 
ceremony  about  giving  and  taking  in  this  district 
one  hundred  years  ago." 

Fort  Erie,  June  13.  L.H.D. 


Editor  Men's  Wear  Review. — Why  k  it  that 
manufacturers  of  men's  wear  lines  are  not  more 
largely  represented  on  the  Made-in-Canada  special 
train?  Crowds  of  people  are  attracted  by  this  train 
at  its  points  of  call  in  the  West,  but  in  my  opinion 
the  displays  do  not  go  far  enough.  I  was  discussing 
it  with  a  merchant  the  other  day  and  he  suggests 
that  manufacturers  of  men's  wear  lines  get  up  a 
display  train  and  that  merchants  be  advised  of  its 
coming  far  enough  in  advance  to  get  up  special  show- 
ings in  the  stores  of  lines  carried  in  the  train.  It 
strikes  me  as  a  good  advertising  stunt. 

Brandon,  June  7.  David  Williams. 


Editor  Men's  Wear  Review. — One  of  the  several 
bright  men's  wear  stores  in  this  city  holds  a  'see-saw 


Editor  Men's  Wear  Review. — In  several  places 
that  I  have  recently  visited,  the  enterprise  shown  by 
young  men  in  business  has  impressed  me  much.  I 
don't  disparage  the  older  heads  who  have  probably 
came  through  more  strenuous  days  than  the  young- 
sters know  anything  about,  but  rather  is  ii  to  the 
credit  of  these  young  men  that  they  have  stepped 
out  in  this  way — good  stores  and  equipment  and  a 
willingness  to  consider  novelty  when  it  means  good 
business. 

Smith's  Falls.  June  6.  J.  W.  Deyell. 


When  Wife  Helps  Husband  Buy  a  Suit 

Salesmen  regard  this  as  a  difficult  proposition  —  Tact,  patience  and  fine 
judgment  of  human  nature  required  —  Some  amusing  incidents  referred 
to  —  Wife  often  makes  the    final    decision  —  The   Desire   to  look  elsewhere 


IN  discussing  the  problem  outlined  in  the  last 
Men's  Wear  Review,  salesmen  appear  to  be  un- 
animous in  the  opinion  that  when  a  man  is 
accompanied  to  the  store  by  his  wife  to  help  select 
a  suit  for  him,  it  is  time  to  brush  up  on  tact,  patience 
and  general  appreciation  of  the  five  points  in  human 
nature.  Tn  the  large  cities  it  is  only  seldom  that  the 
"better  half"  puts  in  an  appearance,  although  it  may 
be,  in  seven  cases  out  of  ten,  the  husband  has  been 
given  a  pretty  fair  idea  as  to  her  preferences.  In 
such  case,  however,  the  salesman  only  has  the  one 
person  to  deal  with,  and  is  not  to  be  held  responsible 
if  the  man,  allowing  his  own  tastes  to  run  too  freely, 
brings  down  some  criticism  upon  himself. 

Sometimes  a  merchant  will  make  a  point  of  wait- 
ing on  a  couple  himself,  when  they  come  to  buy  cloth- 
ing, but  on  a  busy  day,  he  cannot  do  this.  He  must 
rely  upon  his  salesmen,  and  it  is  just  as  well  that 
he  should,  because  if  his  salesmen  cannot  handle 
the  most  difficult  proposition  they  are  not  experi- 
enced men. 

It  is  in  such  a  case  as  the  one  described  that  rules 
of  book  are  practically  worthless.  No  rule  has  ever 
been  known  to  fit  a  woman's  whim;  therefore,  the 
prize  in  most  cases  is  to  the  salesman  whose  agility  of 
observatioii  is  only  equaled  by  his  ability  to  apply  it 
to  practical  purposes.  It  is  as  though  he  were  dealing 
with  one  person  and  a  dual  temperament. 

Summing  up  his  experiences  for  the  year,  a  sales- 
man is  sure  to  find  some  interesting  character  com- 
binations: There  is  the  man  and  wife  who  are 
avowedly  at  variance  with  each  other.  In  many  such 
cases  a  garment  is  selecte(J  which  neither  one  likes. 
There  is  the  wife  who  lords  it  over  the  man,  she  has 
sworn  to  obey.  He  is  allowed  to  speak,  but  her  ideas 
rule  in  the  matter  of  clothes.  The  salesman  in  this 
case  must  preserve  a  nice  balance  of  treatment.  There 
is  the  bully  of  a  husband,  who  openly  sneers  at  his 
wife's  choice,  while  she  looks  quietly  on.  It  is  noticed 
in  the  long  run  that  the  husband  picks  the  suit  she 
liked  best.  Here  the  salesman  must  assume  an  at- 
titude of  profound  respect  for  each.  Then  there  is 
the  masculine  creature,  who  knows  what  he  wants, 
and  is  going  to  have  it  in  spite  of  his  wife  or  any 
other  member  of  the  family  or  his  wife's  relatives. 
It  is  comparatively  easy  here,  as  the  salesman  only 
has  one  person  to  please.  Any 'interference  from 
the  wife  is  scorned.  Probably  the  hardest  one  of  the 
lot  is  the  pair  who  haven't  been  married  long  enough 
to  know  what  they  want,  but  each  of  whom  hates  to 
concede  a  point  to  the  other.  In  this  case  the  sales- 
man must  be  as  smooth  as  a  new  silk  hat,  and,  more- 
over, must  be  careful  to  rub  the  right  way. 


From  the  replies  received.  The  Review  has 
selected  three,  each  of  which,  in  an  interesting  way, 
imparts  some  good  advice,  seasoned  by  actual  ex- 
perience on  the  matter.  One  is  by  Roy  Kenny,  with 
E.  J.  Malone,  Tillsonburg,  Ont. ;  one  by  A.  Steven- 
son, clothing  salesman  for  Thornton  &  Douglas, 
Stratford,  and  one  by  Angus  McNaughton,  Hunting- 
ton, Que.  

Mr.  Stevenson's  reply : — Here  is  a  problem  every 
clothing  salesman  has  been  up  against  at  some  time 
or  other.  I  have  met  with  it  several  times,  and  find 
you  have  to  feel  your  way  very  carefully  before  you 
start  to  understand  them.  I  have  found  the  best 
way  is  to  study  the  personality  of  your  couple,  watch 
how  they  address  each  other  in  talking  over  the  gar- 
ments as  you  show  them,  and  decide  which  has  the 
master  mind. 

If  the  man  is  short  and  cross  in  his  answers  to  his 
wife,  I  am  sure  if  you  can  please  him,  the  wife  will 
have  very  little  influence  in  persuading  him  one  way 
or  the  other,  and  once  the  suit  is  home  she  won't  in- 
terfere. On  the  other  hand,  if  the  wife  holds  the 
power,  you  had  Ijetter  give  in  to  her  views,  for  if  you 
gain  her  confidence  she  will  do  the  deciding,  and 
bring  the  husband  back  for  the  next  suit.  Under  no 
circumstances  annoy  the  man  or  give  him  the  idea 
that  you  think  he  doesn't  know  what  he  wants ;  that 
it  is  his  place  to  dress  as  his  wife  directs. 

Then  there  is  a  third  class,  the  man  that  will  not 
offend  his  wife  and  the  wife  that  won't  offend  her 
hu.sband.  I  believe  this  is  the  hardest  problem  of 
any  of  them.  One  will  say,  "I  like  this  suit,"  and  the 
other,  "I  don't  care  much  for  it,  but  you  have  to  wear 
it."  You  show  a  lot  of  suits  and  it  is  the  same  story 
each  time. 

The  wife  will  wear  out  first  and  want  to  look  else- 
where, but  the  husband  is  half  inclined  to  stay.  You 
have  a  fev/  suits  there  that  she  likes,  but  do  not  just 
satisfy  the  husband.  I  believe  you  can  win  the  man 
much  easier  than  the  woman,  and  I  woidd  give  in  to 
the  wife  and  try  to  lead  him  into  her  views,  but  don't 
let  him  see  that  you  are  trying  to  switch  him. 

Give  him  all  the  credit  you  can  for  his  selection. 
He  may  want  a  light  Summer  suit,  his  wife  a  darker 
fabric.  Explain  the  excellent  materials  in  the  Sum- 
mer suit,  but  that  it  is  only  good  for  the  Summer 
months,  where  the  other  selection  is  good  for  all- 
year.  You  are  going  to  save  him  the  price  of  a 
second  suit,  and  vice  versa. 

If  the  wife  wants  the  light  suit,  there  art,  dozens 
of  arguments  to  use,  but  don't  lead  out  so  strong  that 
you  can't  come  back.  I  fully  believe  if  you  get  tlie 
wife's  confidence  she  will  do  her  part  when  the  suit 
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arrives  home,  and  the  husband  is  not  entirely  satis- 
fied with  the  color  or  pattern.  Every  time  he  puts  it 
on  she  will  say  something  to  smooth  it  over  and 
make  it  look  better.  The  other  way,  if  she  doesn't 
like  it  she  will  roast  him  every  time  he  puts  it  on, 
and  he  will  tire  of  his  choice  before  it  is  worn  out, 
and  it  will  always  be  classed  as  a  very  unsatisfactory 
suit,  and  the  next  suit  will  be  bought  somewhere  else. 


Angus  McNaughton's  views: — In  country  trade 
it  is  a  very  common  thing,  almost  the  rule,  for  the 
wife  to  accompany  her  husband  when  a  new  suit  is 
wanted.  As  a  rule,  too,  the  wife  helps  the  sale,  and 
the  man  is  pleased  with  what  suits  his  wife.  So,  we 
find  it  good  policy  for  the  salesman  to  first  find  what 
the  wife's  taste  is. 

In  the  first  place,  the  salesman  should  measure 
his  man  with  his  eyes,  and  to  make  sure  work,  use 
the  tape  before  he  asks  his  customer  to  try  on  the 
suit,  especially  the  coat.  It  is  important  that  only 
goods  in  ^tock  with  the  correct  size,  be  shown. 

Always  see  that  the  first  garment  tried  fits,  for 
when  a  good  impression  is  made  as  to  the  make  of 
the  goods,  it  usually  helps  in  the  selection  of  the 
quality  and  color. 

It  is  always  well  for  the  salesman  to  show  his  as- 
sortment, but  try  to  concentrate  your  customer's 
mind  on  a  few  lines. 

From  vear  to  year,  special-priced  suits  such  as 
$8,  $10,  $12.50,  $15,  $17.50,  $20  are  bought,  and  the 
wife  usually  is  the  first  to  mention  about  the  price, 
which  i?  a  great  help.  As  far  as  possible,  let  the 
salesman  consider  the  wife's  taste. 

Some  funny  things  happen.  For  example,  a 
man  and  his  wife  drove  some  10  miles  on  a  very 
cold  day  in  Winter  to  buy  clothing.  The  man 
wanted  a  suit  and  fur  coat,  and  the  wife  a  fur  jacket. 
The  man  took  the  salesman  into  his  confidence,  while 
the  wife  was  being  warmed.  He  was  more  concerned 
about  his  wife's  coat  than  his  own  si:it  and  coat,  but 
wanted  to  make  the  whole  purchase  in  one  place. 

As  it  sometimes  happens,  our  stock  of  suits  and 
men's  fur  coats  were  much  larger  than  our  stock  of 
jackets,  so  we  concluded  to  first  sell  the  suit  and  fur 
coat,  which  we  did.  ' 

Not  having  a  woman's  coat  in  stock  to  suit  the 
required  style  and  price,  I  show'ed  the  man  a  small- 
sized,  good  colored  wallaby  coat,  which  suited  him 
fine.  I  told  him  it  was  intended  for  a  man's  coat, 
but  really  I  considered  it  a  good  style  for  women, 
being  a  box  cut.  He  agreed  with  me.  This  all  hap- 
pened on  the  side. 

So  I  brought  forward  the  coat  selected  by  the 
husband.  The  wife  was  w^ell  pleased  with  the  fur,  so 
I  suggested  she  try  it  on.  This  she  did,  and  stood  be- 
fore the  mirror.  "Why!"  she  exclaimed,  "this  is  a 
man's  coat."  I  admitted  it  was  a  little  mannish.  At 
this  she  became  nettled,  and  said  she  did  not  want 


a  man's  coat.  Her  husband  replied  that  as  she  now 
wore  the  trousers,  he  thought  she  should  have  the 
coat  also.  After  some  sharp  digs  between  them,  the 
salesman  standing  over,  the  coat  was  bought  and 
both  went  away  happy. 

Moral. — The  salesman  must  let  men  and  wives 
settle  their  own  little  differences  as  to  style. 

This  was  the  first  fur  coat  of  men's  style  we  sold. 
Since  that,  they  have  become  the  leading  style  in 
city,  town  and  country.  This  couple  had  an  eye  to 
common  sense. 


Roy  Kenny's  reply: — On  approaching  my  cus- 
tomers, I  would  address  them  thus:  "A  beautiful 
morning?"  or  "Something  I  can  show  you?"  and 
you  usually  get  the  reply  from  the  lady,  "Yes,  my 
husband  wants  to  see  a  suit."  At  once  I  must  form 
the  impression  that  she  holds  the  reins  and  that  it  is 
up  to  me  tc  cater  to  the  lady  and  still  keep  the  gentle- 
man in  hand.  I  conduct  them  to  the  department, 
give  her  a  chair  and  take  his  measure.  If  his  breast 
measure  is  40  inches,  I  slip  a  40-inch  on  him  i\i  once. 
Finding  this  to  be  a  perfect  fit,  I  remove  it  and  turn- 
ing to  them,  I  ask  them  both  what  thej^  would  prefer, 
a  black  or  blue  or  a  colored  suit,  in  the  meantime 
sizing  up  what  he  has  been  wearing.  If  it  is  a  fancy 
suit,  I  have  an  idea  what  to  show  them.  The  first 
suit  I  put  on  him  is  a  $15  suit  in  a  nice,  dark,  fancy 
stripe.  I  get  Ihe  reply  from  the  lady,  "I  would  not 
let  him  wear  that  at  all."  I  then  ask  her  idea  of 
color  for  him,  and  her  answer  is,  "I  don't  know  until 
I  see  it."  1  immediately  bring  back  a  few  very  nice, 
quiet  patterns,  ranging  in  price  from  $15  to  $22,  and 
try  them  on. 

Everything  he  likes  she  doesn't,  and  what  she 
likes  he  doesn't  think  would  be  suitable.  They  don't 
Avant  to  go  over  $15  or  $18,  and  I  came  to  the  conclu- 
sion, after  spending  about  one  hour,  that  it  is  im- 
possil^le  for  me  to  sell  them  a  colored  suit.  I  then 
turn  to  the  lady  and  say,  "Madame,  how  would  you 
like  your  husband  to  have  a  nice  black  suit."  She 
doesn't  know,  but  he  says,  "Let  us  see  them.."  She 
remarks,  however,  "Never  mind,  we  will  call  again." 
I  say,  "Just  one  moment.  We  have  some  beautiful 
l)lack  suits  manufactured  expressly  for  our  own  trade. 
They  are  simply  dollars  cheaper  than  you  can  buy 
them  elsewhere  in  town.  Will  you  please  try  this 
40  on  you,  sir^^  Now,  is  not  that  a  beautiful  suit, 
Madame?  Look  at  the  drape  and  hang  of  it.  Does 
it  not  fit  beautifully  on  the  shoulders?" 

"Yes,"  she  replies,  "I  like  the  make  of  that,  John, 
better  than  anything  you've  had  on." 

I  have  catered  to  her  all  through  the  sale,  and 
have  wound  up  by  selling  them  a  $24  black  suit.  But 
it  has  taken  one  hour  and  twenty  minutes  to  do  this, 
and  when  they  came  in  their  price  was  from  $15  to 
$18  for  a  fancy  suit.  As  well  as  this,  I  sold  them 
$6.50  of  furnishings. 


Increased    Cost    of    Fitting    Customers 

Do  patrons  exact  more  from  the  ready-made  clothing  merchant  than 
from  the  custom  tailor  ?  —  How  to  give  perfect  fit  at  less  expense  is 
burning     problem  —  Confidence     in     the     salesman     an     important     factor 
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ACUSTO^l  tailor  was  being  shown  through  a 
ready-to-wear  clothing  establishment,  when 
take]i  to  the  busheling  room  where  more 
than  fifty  tailors  were  at  work  on  the  bench,  ex- 
claimed, in  amazement,  "What  is  this  army  of  tailors 
doing  here,  in  a  ready-to-wear  clothing  establish- 
ment?" 

That  alterations  on  ready-to-wear  clothing  were 
so  extensive  as  to  require  the  services  of  great  num- 
bers of  tailors  was  entirely  beyond  his  conception. 
But  such,  alas,  is  the  case. 

Only  a  comparatively  few  years  ago  alterations 
on  ready-made  clothes  consisted  merely  in  shortening 
sleeves  and  trousers.  A  couple  of  tailors  were  suffi- 
cient to  take  care  of  all  the  alterations  of  quite  a 
large  business.  The  cost  for  alterations  in  those  days 
was  so  small  as  to  be  insignificant,  but  to-day,  with 
conditions  general  throughout  the  country  which 
make  necessary  a  whole  galaxy  of  tailors  to  take  care 
of  the  alterations  of  even  a  fair-sized  business,  with 
the  cost  of  such  alterations  equaling,  and,  indeed,  in 
some  case?  exceeding,  the  cost  of  salesman's  salary 
for  selling  the  goods,  it  is  not  surprising  that  clothing 
merchant?  everywhere  are  experiencing  a  feeling 
actually  bordering  on  alarm  over  these  conditions. 

The  temptation,  naturally  enough,  is  to  seek 
desperately  for  some  measure  of  relief,  and  to  ap.ily 
as  a  remedy  that  which  will  prove  to  be,  at  best, 
merely  a  palliative. 

The  person  afflicted  with  headache  may  think  he 
is  curitig  the  malady  with  headache  nostrums,  when 
he  is  merely  obtaining  temporary  relief.  To  effect  a 
cure  it  is  necessary  to  discover  the  underlying  cause, 
that  it  may  be  corrected  or  removed. 

In  going  over  the  situation,  and  carefulh^  noting 
all  facts  in  the  case,  with  a  view  of  discovering  exact 
causes  \inderlying  present  conditions,  we  find  many 
of  the  best  class  of  men,  those  who  are  fastidious 
dressers,  wearing  ready-made  clothes.  These  men 
have  been  weaned  away  from  the  custom  tailor  by 
a  process  of  education,  in  which  the  ready-to-wear 
clothing  merchant  has  persistently  and  in.sistently 
claimed  to  be  able  to  fit  the  customer  to  the  custo- 
mer's entire  satisfaction,  and  has  guaranteed  so  to  do, 
offering  this  guarantee  to  men  who  had  been  accus- 
tomed to  having  their  clothes  made  to  order  as  an 
inducement  to  buy  them  ready  made. 

THE  EXACTING  CUSTOMERS. 

Thus  it  is  seen  that  the  ready-to-wear  clothing 
merchants  have  educated  their  customers  up  to  a 


point  where  they  not  only  expect,  but  actually  exact, 
more  from  the  ready-made  clothier,  in  the  way  of 
perfect  fitting  garments,  than  from  the  custom 
tailor. 

That  it  would  have  a  most  unfavorable  effect 
upon  his  business  for  the  ready-made  clothier  to,  in 
the  slightest  degree,  relax  his  efforts  or  modify  his 
claims  to  perfectly  fit  the  customers,  after  having 
educated  them  to  expect  so  much,  every  thouglitful 
person  will  admit. 

The  problem,  therefore,  is  not  how  to  fit  the  cus- 
tomers less  perfectly,  but  how  to  fit  them  perfectly 
at  less  expense.  Before  the  problem  can  be  solved, 
it  must  be  understood,  and,  to  aid  in  a  clear  under- 
standing of  it,  I  will  point  out  the  important  fact 
that  fitting  the  customer  consists  of  two  propositions : 
The  one  to  fit  the  body,  and  the  other  to  fit  the  mind. 

In  considering  the  problem  of  fitting  the  body, 
attention  is  called  to  the  fact  that  the  manufacture 
of  ready-to-wear  clothing  has  been  developed  to  such 
a  high  degree  of  perfection  in  recent  years  that  it 
can  properly  be  spoken  of  as  an  art,  in  which  the 
highest  salaried  and  most  skilled  designers  are  em- 
ployed, with  the  result  that  the  garments  of  our 
ready-to-wear  clothing,  in  many  instances,  not  only 
rival,  but  actually  surpass,  in  excellence  of  detail  the 
garments  made  by  high-class  custom  tailors. 
Furthermore,  when  it  is  remembered  that  provision 
is  usually  made  to  fit  five,  or  even  more,  different 
shape  men  in  each  size,  it  will  be  clearly  seen  that 
much  has  been  accomplished  to  make  fitting  the  body 
easy. 

The  fitters  employed  to  mark  alterations  are,  as  a 
rule,  very  good  tailors,  and  the  continuous  experience 
which  marking  alterations  all  day  long  gives,  enables 
them  to  become  very  expert  in  their  work. 

ONE    WEAK   SPOT. 

There  is,  however,  one  weak  spot  along  this  line 
of  excellent  facilities  that  has  been  so  splendidly 
developed,  and  which  has  made  it  possible  to  fit  the 
body  so  perfectly.  The  element  of  weakness  is  in  the 
busheling  room,  and  exists  because  many  bushel  men, 
being  unable  to  properly  understand  the  ma''kings 
on  the  garment,  or  the  written  instructions  on  the 
busheling  tickets,  make  the  alterations  wrong,  and, 
as  a  result,  a  second  alteration  is  necessary,  which 
probably  means  a  dissusted  customer,  who  has  lost 
confidence  in  your  ability  to  fit  him. 

See  to  it  that  the  superintendent  of  your  bushel- 
ing room  has  examiners  or  assistants  enough  to  in- 
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sure  every  biishelman  being  properly  instructed 
about  his  work,  that  the  ideas  of  the  fitter  who  marks 
the  garment  for  alteration  may  be  properly  under- 
stood and  carried  out. 

''fitting  the  customer's  mind.'" 
However,  it  is  the  second  proposition,  how  to  (it 
the  customer's  mind,  that  staggers  the  intellects  of 
our  ablest  clothing  men.  The  cost  of  fitting  the  cus- 
tomer has  reached  a  point  where  it  is  causing  con- 
sternation, because  of  failure  to  answer  this  second 
problem.  One  of  the  best  known  ready-to-wear 
clothing  fitter's  in  the  business,  a  man  who  marks 
the  alterations  for  many  thousands  of  customers, 
among  whom  are  some  of  the  most  promineni  men 
in  the  country,  recently  remarked,  "The  fitter's  life 
is  one  continual  round  of  trouble,  because  tliose  cus- 
tomers whose  bodies  are  not  hard  to  fit  liavc  such 
extraordinary  ideas  that  it  is  w^ell-nigh  impossible 
to  fit  their  minds."  There  is  not  a  clothing  salesman 
who  does  not  appreciate  the  truth  of  this  remark. 

Along  comes  a  customer  whose  body  •  ai  be  fitted 
without  a  bit  of  trouble.  A  garmeu*^  is  put  on  him 
which  simply  cannot  be  improved,  biil,  walking  over 
to  the  mirror,  the  ciistomer  remarks,  critically,  "Oh! 
That  does  not  fit  at  all,"  and  in  one  minute  our 
fastidious  sartorial  critic  points  out  more  things  the 
matter  with  the  fit  of  the  garment  than  a  rapid-action 
tailor  could  make  right  in  two  days.  This  example 
is  a  case  mild  in  the  extreme,  but  the  next  will  give 
you  a  better  run  for  your  money,  because  here  comes 
a  customer  who  has  his  wife  with  him. 

They  prove  very  easy  to  please  in  selection  of 
material,  and,  as  the  man  is  easily  fitted,  being  well 
proportioned,  the  salesman  is  congratulating  himself 
on  making  an  easy  sale,  when  the  madame  wflks 
over  to  inspect  the  fit  of  the  suit.  Here  is  where  the 
trouble  begins,  but  who  can  tell  where  it  will  end? 

"The  shoulder  seam  is  entirely  too  far  over,  and 
just  look  at  the  fit  of  those  sleeves;  perfectly  horrid. 
What  is  the  cause  of  all  that  fullness  in  tlie  back  of 
the  coat?  and  the  trousers,  they  don't  fit  at  all."  and 
thore  3^ou  are. 

The  lady  has  spoken,  with  the  result  that  yoTir 
perfect  fitting  suit  of  a  moment  ago  is  knocked  into 
a  cocked  hat. 

This  fitting  the  mind  is  some  job,  especially  when 
it  is  the  wife's  mind. 

Oh,  well,  cheer  up,  the  worst  is  yet  to  come. 
Our  next  customer  brings  three  of  his  men  friends 
with  him,  and,  being  a  man  with  great  respect  for 
the  opinion  of  his  friends,  he  will  not  buy  a  suit 
unless  all  three  of  his  friends  agree  that  it  is  perfect 
fitting.  No  trouble  at  all  in  fitting  the  customer's 
body,  but  here  there  are  three  minds  to  fit,  and,  oh, 
such  minds ! 

Then  there  is  the  customer  who  can  put  on  a 
ready-made  garment  that  fits  him  so  perfectly  that  it 
puts   a  made-to-order  garment  in   the  shade  com- 


pletely, but,  looking  in  the  mirror,  he  asserts  with 
great  positiveness,  "Well,  I  will  take  it  if  it  can  be 
made  to  fit,  but  you  can  see  it  will  require  a  great 
deal  of  alteration,  and,  mind  you,  I  will  not  take  it 
unless  it  is  a  perfect  fit." 

So,  all  the  live-long  day,  the  salesman  encounters 
customers  whose  bodies  can  be  fitted  perfectly  and 
easily,  but  the  mind,  how  to  fit  the  mind?  that  is  the 
momentous  question. 

Of  course,  to  say,  yes,  that  garment  tits  you  to 
either  the  customer,  his  wife  or  his  friends,  who  have 
declared  that  the  garment  must  be  altered,  would,  of 
course,  be  likely  to  lose  the  sale,  so  the  usual  course 
is  to  concede  the  point,  and  after  agreeing  that  the 
garment,  wdiich  is  all  right,  does  not  fit,  the  salesman 
adds,  with  more  or  less  enthusiasm,  "But  we  will 
make  it  fit  you  all  right,"  so  the  perfect  fitting  gar- 
ment is  chalked  up  and  cut  up  in  an  effort  to  meet 
the  erroneous  and  oft-times  impossible  ideas  of  the 
customer. 

NEEDLESS    ALTERATIONS. 

Of  course,  a  garment  that  fitted  well  at  first  never 
fits  as  well  after  being  altered,  so  back  comes  the  cus- 
tomer for  a  second  alteration,  because  the  ill  fit  which 
originally  existed  only  in  the  customer's  mind  now 
exists  in  reality,  and  here  is  the  real  cause  of  the  ex- 
cessive cost  of  alterations.  It's  not  in  making  the 
alterations  which  are  necessary  to  fit  the  body,  but 
in  altering  the  garment  which  is  all  right,  in  a  too 
often  fruitless  effort  to  fit  the  vagaries  of  the  custo- 
mer's mind. 

The  answer  to  this  second  proposition,  How  to  fit 
the  customer's  mind?  and  the  remedy  for  this  dis- 
tressing state  of  affairs,  is  winning  the  customer's 
confidence  to  a  high  degree. 

Ability  to  do  this  necessitates  a  perfect  under- 
standing and  co-operation  between  fitter  and  selling 
force,  and  the  highest  order  of  salesmanship.  Every- 
thing in  these  days  points  out  and  emphasizes  the 
need  of  scientific  salesmanship,  but  the  rapidly  in- 
creasing cost  of  alterations  proclaims  this  need  in  a 
way  that  cannot  be  disregarded. 

For  the  man  who  owns  the  business,  or  his  man- 
ager, to  go  to  the  fitter  and  selling  force  and  say, 
"The  alterations  must  be  cut  down,"  may,  and,  if 
pressure  is  used,  it  undoubtedly  will,  result  in  reduc- 
ing the  busheling  expenses,  but  it  will  not  solve  the 
problem  of  fitting  the  customer's  mind. 

Such  action  will  in  no  sense  cure  the  trouble.  It 
is  like  the  headache  powder  that  merely  numbs  the 
nerves  without  removing  the  cause.  In  fact,  putting 
the  screws  on  the  fitter  and  selling  force,  instead  of 
winning  a  high  degree  of  confidence  from  the  custo- 
mer, will  develop  a  situation  which  will  more  and 
more  lose  you  the  customer's  confidence. 

Why  is  it  that  the  customer,  his  wife  and  his 
friends  are  captious  about  the  fit  of  a  garment,  in- 
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sisting  that  a  perfect  fitting  garment  be  altered?  It 
is  because  they  have  been  stung.  Someone  has  sold 
them,  as  perfect  fitting,  a  suit  that  should  have  been 
altered,  and  that  will  happen  again  and  again,  if  the 
fitter  and  selling  force  are  made  to  shoulder  the  whole 
responsibility. 

The  owner  of  a  major  league  baseball  oiganiza- 
tion  sends  the  whole  aggregation  of  ball  players,  in 
charge  of  his  manager,  to  the  Sunny  South  about  six 
weeks  before  the  season  opens,  that  they  may  be 
fitted,  drilled  and  taught  how  to  play  the  game  in 
the  most  scientific  manner  known.  What  would 
you  think  of  a  baseball  magnate  who  called  his 
players  together  without  any  preliminary  training 
the  day  before  the  season  opened,  and  said  to  them, 
"Now,  if  you  want  to  hold  your  job,  go  in  and  win 
your  games?'' 

Such  a  team  would  have  about  as  much  chance  to 
win  as  a  grasshopper  among  a  flock  of  turkeys. 

PERFECT  CONFIDENCE   MUST  EXIST. 

Winning  ball  games  is  an  easy  matter  as  com- 
pared to  fitting  the  customer's  mind,  and  the  respon- 
sibility is  yours.  Mr.  Merchant,  of  making  the  con- 
ditions such  that  perfect  confidence  and  co-operation 
shall  exist  between  the  fitter  and  selling  force,  and 
of  training  and  developing  them  to  a  point  where 
they  are  capable  of  winning  and  holding  the  confi- 
dence of  customers  to  a  degree  which  will  enable 
them  to  easily  fit  the  customer's  mind. 

This  alteration  question,  which  is  uppermost  in 
the  mind  of  every  thoughtful  clothing  man  in  the 
country,  can  be  settled  only  when  the  man  who 
owns  the  business  faces  the  situation  fairly,  makes 
conditions  right,  and  thoroughly  trains  his  forces. 

As  a  first  step  in  this  training,  every  salesman 
must  be  taught,  and  so  thoroughly  taught  that  he 
becomes  an  expert  in  determining  the  best  size  to  fit 
a  customer  with.  There  must  be  no  chance  of  the 
size  being  turned  down  by  the  fitter  when  it  is 
brought  to  him  to  be  marked. 

Of  course,  it  is  an  expensive  and  risky  thing  to 
alter  the  wrong  size  garment,  especially  for  a  parti- 
cular customer,  and  it  is  natural  enough  if  the  sales- 
man has  made  a  mistake  in  determining  the  size  for 
the  fitter  to  ask  that  the  right  size  be  brought  him. 

Right  here  is  where  the  customer's  confidence  in 
a  salesman  may  be  shattered  in  the  twinkling  of  an 
eye. 

The  size  the  customer  requires  must  be  deter- 
mined by  the  salesman  before  the  sale  is  made,  and 
not  by  the  fitter,  after  the  customer  has  been  led  up 
to  a  decision  and  the  sale  made ;  therefore,  the  sales- 
man must  be  able  to  properly  determine  the  size,  and 
the  fitter  must  enthusiastically  back  up  his  decision. 

A  salesman  who  is  at  all  up  to  the  snufif  decides 
early  in  the  gome  what  size  he  is  goifxg  to  give  his 


customer,  and,  having  decided,  shows  the  goods  in 
that  size.  When  the  customer's  mind  has  been 
focused  upon  a  certain  garment,  and  all  its  desirable 
points  have  been  so  pointed  out  and  emphasized  that 
the  customer  decides  that  this  is  the  garment  he 
vvants  and  no  other,  when  the  salesman  has  assured 
him  that  this  is  the  size  which  he  must  have,  that  the 
lines  and  proportion  of  this  size  are  good,  and  that 
it  can  be  altered  successfully,  that,  in  fact,  no  other 
size  would  do,  just  imagine,  after  having  fixed  these 
ideas  in  the  customer's  mind,  having  the  fitter  decide, 
when  the  customer  is  brought  to  him,  that  the  wrong 
size  has  been  selected!  Such  an  act  simply  divests 
the  customer  of  all  confidence  in  the  salesman. 

THE  FITTER  AND   SELLING  FORCE   MUST   WORK 
TOGETHER. 

Tlierefore,  the  fitter  and  the  selling  force  must 
agree  upon  a  standard  for  determining  the  best  size 
to  fit  a  customer  with,  and  every  member  of  the  sell- 
ing force  must  be  drilled  on  this  point  until  there  is 
no  possibility  of  the  fitter  rejecting  the  size  presented 
for  alteration.  The  selling  force  must  become  so 
expert  that  the  fitter  wall  have  perfect  confidence  in 
their  judgment  and  never  refuse  to  mark  a  garment 
submitted  to  him,  knowing  that  even  if  it  seems  to 
him  to  be  a  wrong  size,  the  salesman  must  have  good 
reasons  for  presenting  it,  and,  therefore,  he  marks  it 
without  question. 

,  For  the  salesman  and  fitter  to  discuss  sizes  in  the 
presence  of  a  customer  is  fatal.  The  customer's  mind 
is  filled  with  doubts,  and,  even  if  the  alteration  is 
successful,  it  will  not  please  him,  because  he  will 
have  a  preconceived  idea  that  the  garment  will  not 
fit,  founded  on  the  doubts  projected  into  his  mind 
by  the  disagreement  of  fitter  and  salesman  on  what 
size  he  required. 

It  is  of  the  utmost  importance  that  every  sales- 
man, in  addition  to  being  an  expert  in  deter- 
mining the  size,  shall  have  a  clear  knowledge  and 
full  appreciation  of  the  points  of  excellence  of  the 
models  they  are  selling. 

Salesmen,  do  you  ever  stop  to  think,  as  a  well- 
fitting,  graceful  coat  is  tried  on,  what  creating  that 
model  cost  the  designer  in  thought  and  effort?  As 
you  have  noted  the  shoulders,  perfect  fitting  along 
natural  lines,  do  you  realize  that  perhaps  months  of 
the  most  careful  thought  and  experiment  were  de- 
voted to  that  one  detail  before  the  desired  result 
could  be  accomplished?  Well,  if  you  have  not,  then 
it  is  not  surprising  if  you  consider  as  a  defect  some 
feature,  for  instance,  a  graceful  fullness  in  the  back 
of  a  coat  below  the  shoulders,  a  feature  which  the  de- 
signer considers  one  of  the  chief  points  of  excellence, 
and  which  was  put  there  with  the  greatest  care,  it  be- 
ing an  important  part  of  his  carefully  wrought  out 
plan  to  produce  a  model  which  would,  by  the  carry- 
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ing  out  of  natural  lines,  skilfully  cover  up  the  defects 
of  a  poor  figure,  yet  would  cleverly  display  the  fine 
points  of  a  good  figure. 

A  well-known  designer,  whose  great  skill  has  won 
him  an  enviable  place  in  the  profession  which  he 
adorns,  one  day  walked  into  a  shop  where  clothes,  de- 
signed by  him,  were  sold,  and,  going  over  to  the  fit- 
ting department,  saw  garment  after  garment  marked 
for  alteration  in  such  a  way  that  the  quality  of  the 
model,  which  was  its  crowning  point  of  beauty,  the 
feature  which  he  had  worked  months  to  produce, 
would  be  completely  obliterated.  The  designer's  dis- 
gust at  witnessing  thousands  of  dollars  being  reck- 
lessly spent  for  busheling  which  would  completely 
wipe  out  the  most  important  feature  of  a  model  that 
he  had  given  his  time  and  best  thoughts  for  months 
to  secure  can  easily  be  imagined. 

Why  do  such  things  occur? 

Simplj'  because  the  salesmen,  not  having  the  de- 
signer's conception,  not  knowing  the  points  of  beauty 
and  superiority,  of  course,  cannot  impart  to  the  cus- 
tomers the  ideas  not  possessed  by  themselves. 

The  novice  may  view  a  magnificent  painting,  the 
work  of  a  great  painter,  with  little  appreciation  and 
no  enthusiasm  at  all,  but  listen  while  the  picture  is 
described  by  the  master. 

The  artist's  dream  which  gave  birth  to  the  subject 
or  theme  of  the  picture  is  brought  vividly  before  you, 
everything  in  the  painting  takes  on  life,  you  almost 
expect  to  hear  the  people  speak,  the  atmosphere  can 
be  felt  and  the  sunshine  is  as  real  as  the  noonday  sun. 
Why  has  this  bit  of  canvas,  which  a  moment  ago 
seemed  so  dull  and  uninteresting,  suddenly  become 
seemingly  a  thing  of  life?  Simply  because  you  are 
now  seeing  it  through  the  artist's  eye.  You  are 
sensing  it  through  his  emotions. 

This  is  what  the  salesman  must  do.  He  must  see 
the  points  of  excellence  and  beauty  of  the  models  he 
is  selling,  through  the  eyes  of  the  man  who  designed 
them.  He  must  feel  the  same  pride  in  and  desire  to 
defend  thom  that  the  designer  feels,  and,  in  order 
that  this  may  be  possible,  Mr.  Merchant,  get  in  touch 
with  the  men  who  design  the  clothes  you  are  selling. 

Send  your  buyer  or  someone  else  to  get  from  the 
designer  his  ideas  and  conceptions,  and,  when  he  has 
secured  them,  let  him  return  and  impart  them  to  the 
salesman.  Whoever  is  delegated  to  do  this  must  be 
a  person  capable  of  fully  imparting  the  ideas  received 
to  the  selling  force. 

If  distance  or  any  other  reason  precludes  the  pos- 
sibility of  getting  in  personal  contact  with  the  de- 
signer, then  get  in  communication  with  him  by  letter. 
He  will  be  glad  to  co-operate  with  you. 

A  COMMANDING  POSITION. 

The  salesman  who  is  an  expert  in  determining  the 
size  and  has  a  thorough  knowledge  of  the  model's 


strong  points,  with  plenty  of  enthusiasm  about  them, 
will  be  in  a  commanding  position  to  deal  successfully 
with  the  problem  of  fitting  the  customer's  mind. 
However,  in  successfully  deahng  with  the  situation,  it 
is  necessary  to  keep  uppermost  in  your  mind  tlie  fact 
that  the  customer's  implicit  confidence  in  you  is  the 
all-important  and  essential  factor.  A  prerequisite  in 
winning  that  confidence  is  to  make,  not  only  all 
necessary,  but  all  desirable,  alterations.  Although 
you  may  make  all  alterations  that  should  be  made, 
may  even  fit  the  customer  perfectly,  without  winning 
his  confidence,  yet  you  can't  possibly  hope  to  win  the 
customer's  confidence  unless  you  do  fit  him  properly. 
The  customer  not  only  must  be  perfectly  fitted,  his 
confidence  must  also  be  won. 

When  a  garment  is  tried  on  a  customer,  if  there  is 
an  imperfection  in  the  fit  do  not  give  the  customer  a 
chance  to  point  it  out,  but  get  ahead  of  him.  All 
required  alterations  not  only  must  be  made,  if  mak- 
ing them  is  to  be  an  opportunity  of  winning  the 
customer's  confidence,  they  must  be  made  at  the 
salesman's  suggestion,  before  the  customer  has  de- 
manded them.  This  will  be  a  big  factor  in  winning 
confidence- 

When  a  customer  criticizes  a  perfect  fitting  gar- 
ment do  not  attempt  to  combat  him,  but  quickly  take 
off  the  garment,  and,  when  you  have  selected  another 
that  fits  him  properly,  before  he  has  an  opportunity 
to  look  for  defects  or  think  of  criticisms,  in  the 
briefest  ,  but  most  forceful  and  convincing  manner, 
call  attention  to  the  excellence  of  the  fit,  the  beauty  of 
the  model  and  the  perfection  of  the  garment's 
balance. 

These  ideas  must  be  projected  into  the  customer's 
mind  with  sufficient  force  to  exclude  all  negative 
thoughts  and  to  so  permeate  his  mind  with  yoar  ideas 
that  instead  of  looking  for  defects  he  will  be  dwelling 
upon,  and  looking  for,  the  excellent  features  you 
have  pointed  out.  Many  occasions  will  arise  when 
the  greatest  diplomacy  will  be  required  to  secure  an 
opening  for  these  suggestions. 

The  following  will  serve  as  an  illustration: 
A  customer,  accompanied  by  his  wife  and  a 
friend,  called  to  buy  a  suit.  Every  garment  shown 
them  was  condemned  because  of  dissatisfaction  with 
the  fit.  While  the  wife  and  friend  were  both  severe 
in  their  criticisms,  yet  it  was  clearly  apparent  that 
the  friend  was  the  factor  to  be  dealt  with,  as  both  the 
customer  and  his  wife  looked  upon  him  as  the  oracle. 
Therefore,  the  salesman,  recognizing  the  neces- 
sity of  making  this  man  his  ally,  succeeded,  by  the 
aid  of  the  most  adroit  diplomacy  in  winning  his  con- 
fidence and  good-will.  From  that  moment  it  was 
clear  sailing,  all  the  unreasonable  criticisms  of  the 
garment  by  both  the  customer  and  his  wife  being 
over-ruled  by  their  friend,  and  the  suit  was  satisfac- 
torily sold,  with  only  the  slightest  alterations. 
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THE  MAN  WITH     A  CHIP  ON  HIS  SHOULDER. 

Another  case  will  be  cited,  in  which  not  only 
diplomacy,  but  persuasive  powers,  were  necessary.  A 
customer,  who  entered  the  store  with  a  chip  on  his 
shoulder,  opened  vip  on  the  salesman  by  layir.i.'  out 
the  firm  and  everyone  connected  with  it,  all  because 
of  repeated  disappointment  with  the  fit  of  clothes 
purchased  in  the  establishment.  It  did  not  take  the 
salesman  long  to  discern  that  the  customer's  ideas 
of  a  garment's  fit  were  impossible,  and  that  the  sales- 
man's and  fitter's  efforts  to  carry  out  these  ideas  had 
only  resulted  in  ruining  the  garments. 

This  customer's  body  was  easy  to  fit,  but  it  was 
exceedingly  difficult  to  fit  his  mind,  because  he  was 
hard-headed  and  very  set  in  his  opinions.  After  a 
great  battle  of  intellects  the  salesmari  mind  prevailed, 
controlling  and  directing  the  customer's  mind  at 
will. 

From  that  moment  the  customer's  confidence  in 
this  salesman  has  been  so  great  that  he  will  allow  no 
one  else  to  wait  on  him,  and  although  the  salesman 
has  sold  him  rnany  clothes  since  the  memorable  en- 
counter at  their  first  meeting,  the  alterations  have 
always  been  insignificant,  and  never  a  second 
alteration. 

To  control  the  minds  of  your  customers  means 
controlling  the  alteration  expense  account. 

As  the  extent  of  ability  to  control  and  direct  the 
minds  of  others  accurately  indicates  the  degree  of 
salesmanship  possessed  by  a  person,  then,  obviously, 
the  way  to  cut  down  the  alteration  expenses  is  to  tune 
up  the  selling  force.  How  is  this  to  be  accomplished? 
The  ability  to  deal  successfully  with  this  vexed 
alteration  problem  depends  upon  having  the  right 
conception  of,  and  method  for,  tuning  up  the  selling 
force. 

Making  the  selling  force  feel,  either  individually 
or  collectively,  by  your  attitude  towards  them,  or  by 
criticisms,  that  you  are  dissatisfied  with  them,  and 
possibly  that  their  positions  are  in  danger,  is  not  a 
good  way  to  tune  up  your  selling  force.  The  minds 
of  the  selling  force  must  first  of  all  be  filled  with 
confidence  in  their  employer.  When  this  relation  of 
confidence  is  established,  then  every  member  of  the 
force  must  be  thoroughly  taught. 

What  a  wonderful  power  it  is  to  be  able  to  con- 
trol and  direct  the  minds  of  others.  The  person  who 
is  able  to  do  this  must  have  not  a  few,  but  many, 
qualities  of  his  intellect  developed  to  the  highest  de- 
gree of  perfection.  For  doing  this  there  is  no  school 
in  the  world  that  equals  the  school  of  everyday  ex- 
perience right  on  the  floor  of  your  store,  and  any 
man  or  boy  of  average  intelligence  can,  in  this 
school,  have  developed  in  him  the  ability  to  control 
and  direct  the  minds  of  others.  However,  much 
serious  thought  is  required,  and  it  is  necessarv  to 


have  someone  to  point  the  way.  A  teacher  is  neces- 
sary who  is  himself  not  only  a  great  salesman  with 
marvelous  analytical  powers  and  a  sufficient  knowl- 
edge of  psychology  to  at  least  define  the  general  laws 
and  principles  which  govern  the  mind,  but  who  is 
able  to  impart  this  knowledge  to  others. 

Furthermore,  he  must  be  trusted  and  liked  by 
those  he  is  to  teach,  or  he  can  accomplish  nothing. 
Have  you  such  a  man  in  your  organization?  If  not, 
get  one. 

A  Varsity  eight  might  as  well  hope  to  get  into 
shape  and  win  the  boat  race  which  would  give  them 
the  honors  and  championship  of  the  great  colleges 
of  the  land  without  a  coach  or  trainer,  as  for  a  cloth- 
ing merchant  to  expect  that  his  selling  force  could 
be  tuned  up  to  a  pitch  which  would  result  in  cutting 
down  the  busheling  expenses  without  the  right  man 
to  teach  them. 

Every  member  of  a  major  league  baseball  team 
is  drilled  individually,  hours  at  a  time,  day  after  day. 
To-day  they  are  taught  to  become  skilled  in  sliding 
to  base,  to-morrow  it  is  the  most  effective  way  of 
bunting  the  ball,  and  some  other  day  it  is  working 
out  the  fine  points  of  inside  baseball,  but  all  the  time 
the  members  are  taught,  drilled,  disciplined. 

THE  DEVELOPMENT  OF  YOUR  SELLING  FORCE, 

The  developing  of  your  selling  force,  Mr.  ]\Ier- 
chant,  to  a  high  degree  of  effectiveness  is  necessary 
if  you  are  to  win  in  the  business  game,  which  has 
higher  stakes,  and  is,  indeed,  more  serious  than  play- 
ing ball,  and  which  requires  even  more  careful  train- 
ing and  higher  development  of  the  individual  than, 
the  latter.  ,  ^ 

How  could  I  have  better  won  the  confidence  of 
that  suspicious  customer  who  was  sure  we  could  not 
fit  him,  or  what  method  of  suggestion  would  have 
most  effectively  headed  off  and  eliminated  the  nega- 
tive ideas  of  the  man  and  his  wife  who  were  so  criti- 
cal about  the  fit?  By  what  stroke  of  diplomacy 
could  the  confidence  and  good-will  of  the  customer's 
friend  who  came  to  criticize  the  fit  of  the  garment 
have  been  won? 

And  the  captious  customer  who  seems  to  oppose 
everything  on  general  principles,  like  the  Irishman 
who  was  "aginst  the  govermint,"  by  what  sort  of 
persuasion  could  he  best  be  won?  These  and  many 
kindred  questions  are  asked  of  himself  each  day  by 
every  thoughtful  salesman.  Is  there  someone  in 
your  establishment  to  help  with  the  answer?  If  not, 
then  your  selling  force  will  not  be  tuned  to  the  right 
pitch. 

Diplomacy  can  be  developed  in  the  individual. 
The  habit  of  careful  thought  and  skilful  analysis 
of  your  experiences,  always  remembering  thai,  every 
result  has  an  adequate  cause,  can  be  formed. 
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From  the  daily  selling  experiences  may  be 
gleaned  ways  of  most  effectively  developing  those  ele- 
ments of  intellect  most  essential,  but,  like  the  coach 
for  the  Varsity  crew,  there  must  be  the  teacher  to 
point  the  way. 

Tune  up  the  selling  force. 

See  to  it  that  there  is  a  perfect  understanding  be- 
tween fitter  and  selling  force. 

All  this  spells  efficiency,  that  great  wave  which  is 
rolling  over  the  country,  and  as  the  soft  zephyrs  and 
warm  spring  sunshine  bring  life  and  beauty  every- 
where, so  real  efficiency  wherever  it  finds  lodgment, 
brings  order  out  of  chaos  and  turns  waste  into  profit. 
It  will  solve  the  alteration  problem. 

Trv  it. 


Flemish  Oak  Cravat  Holder  for  counters,  showing  stand 
also  filled  with  "Mitchell  Slide  Easy  Ties"  about  to  be 
presented  to  the  trade  with  the  compliments  of  Niagara 
Neckwear    Co.,    Limited,    Niagara    Falls. 


A  Popular  Suspender 

The  popularity  of  the  President  Suspender  in  the 
men's  wear  trade  of  Canada,  Australia  and  New  Zea- 
land is  strikingly  illustrated  by  the  fact  that  the 
Niagara  Neckwear  Co.,  Niagara  Falls,  Ont.,  recently 
issued  a  cheque  for  $33,944  to  the  patentees  for 
royalties  at  25  cents  a  dozen  on  sales  ir  those 
markets. 
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CONDENSED     ADVERTISMENTS 


WANTED— SALESMEN  TO  CARRY  (COM- 
missiou  only),  all  pure  thread  silk  knitted 
neckties.  Price  $4.25  per  doz.  F.O.B.  Albany, 
N.Y.     Geo.   T.    Stoneman,   Albany,   N.Y.      (1) 


FOR  SALE— CLOTHING  AND  PURNISH- 
Ing  business — Sault  Ste  Marie.  The  largest 
and  most  remunerative  clothing  business  In 
the  city.  Annual  turnover  twenty  to  twenty- 
two  thousand — will  do  twenty-flve  this  year. 
Pitted  with  wardrobes  and  rods,  to  accom- 
modate five  hundred  suits;  will  give  five  or 
ten-year  lease.  Modern  living  apartments 
upstairs   for   family    of   six.     Garage    in    rear. 


Established  twenty  years;  owner  retiring. 
Stock  about  ten  thousand.  Possession  July 
first.  Average  price  suits  $20.  C.  E.  Sulli- 
van, Box  934. 


AGENT     WANTED     ON     COMMISSION     TO 

sell  the  Skeldon  blanket  in  Maritime  Pro- 
vinces and  Newfoundland.  Miller  &  Por- 
teous.  Limited,  Skeldon  Mills,  Ayrshire,  Scot- 
land. 


SALESMEN   —  A   SIDE     LINE— WE     WANT 

salesmen   to  sell  the  Fisk  interlocking   adver- 


tising service  to  newspapers,  dry  goods, 
department,  general  and  variety  stores 
throughout  Canada.  In  my  opinion  this  is 
the  best  side  line  proposition  open  at  the 
present  time.  I  will  be  very  glad  to  write 
full  Information  to  any  traveling  man  who 
will  ask  for  it.  My  advertising  service  can 
be  sold  not  only  to  dealers,  but  also  to  news- 
papers. We  take  only  one  In  a  town,  either 
a  newspaper  or  a  dealer.  You  had  better 
write  and  find  out  all  about  it.  Dealers  who 
should  happen  to  see  this  advertisement  are 
invited  to  send  for  sample  copies  of  the  Flsk 
Interlocking  Advertising  Service.  Henry  Stir- 
ling Fisk,  President,  Fisk  Publishing  Com- 
pany,   Schiller    Bldg..    Chicago,    III.  (1) 
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CORRECT  DRESS  F°R^EN 

DETAILS  OF  MALE  ATTIRE  FOR  ALL  OCCASIONS  OBTAINED  FROM  AUTHORITATIVE   SOURCES 
AND   CORRECTED    FROM    TIME    TO    TIME    IN    ACCORDANCE   WITH    CHANGE    OF    VOGUE 


Evening  Dress — Formal 

Wedding*,  Dinners,  Receptions 
Theatre  or  Dance 

Overcoat — Light-weight     black     Chesterfield, 
opera    cape    or    InTerness.     Coat — Swallowtail 
of  vicuna  or  dress  worsted,  with  lapels,   "Wk- 
faced    to    the    edge.      Waistcoat — White    tancy 
silk  or  white  wash  material.     Trousers — Same 
material   as   coat,    with   silk    braid    down    out- 
seam.      Collar — Poke,     wing     or     band,    cuffs 
with   square   or    round    corners.     Shirt — Plain 
Unen   or   pique,  stiff  bosom,   with   one   or  two 
studs.     Cravat— White,  of  silk,  pique,  linen  or 
cambric.      Gloves— White    glace    kid    or    white 
silk.      Jewelry— Pearl     links     and     studs     to 
match.     Hat— Black   silk   or  opera   hat.     Foot- 
wear—Patent  leather   pumps,   with    black  silk 
or   lisle   socks,    plain    or   self-clocks. 

Day  Dress — Informal 

Business  Purposes 
Travellins,  etc. 

Overcoat— For     Fall,     light-weight     Chester- 
field.    For    Winter,    Chesterfield    or    double- 
breasted    overcoats;    ulster    for    stormy    wea- 
ther.    Coat — English  walking  coat,  sacque  and 
morning  coat.     Waistcoat— Same   material   as 
coat.     Trousers— Same  material  as  coat.  Shirt 
—Soft,  plain   or  pleated   bosom.     Collar— Fold 
or  wing.     Stiff  cuffs,  corners  round  or  square. 
Necktie  —  Four-in-hand,      with      open      end. 
Gloves — Cape    walking    gloves     and     natural 
chamois.     Jewelry — Links  and   studa   of  pearl 
or    grey,    neat    watch    chalu    or    fob.      Hat — 
Derby  or  soft  fedora  style.     Footwear — Black 
or   tan    calf   boots.      Plain    or   fancy    socks   In 
quiet  shades. 

Evening  Dress — Informal 

Informal  and  Home  Dinners 
Club  or  Stag 

Overcoat— Light-weight      evening      coat     of 
Chesterfield   of  black.     Coat— Dinner  Jacket  In 
plain     or    self-striped     black ;     swallowtail    If 
worn    with    black    waistcoat   and    tie.      Waist- 
coat— Same  material   as   coat  and   bound   with 
braid    if    desired.     Trousers— To    match    coat, 
outseams     plain      or     braided.       Shirt — Plain 
dress   shirt   or   pleated    bosom.     Collar — Wing 
and    band ;    double     styles     are     often    worn. 
Cuffs  —  Single    or    double.      Cravat  —  Black. 
Gloves    —    White      buckskin      or      pale     grey 
suede.         Jewelry    —    Pearl      or      gold      cuff 
links    and    studs    to    match.      Hat— Derby    or 
soft,  black  tuxedo.     Footwear- Pumps  or  pat- 
ent  low   shoes,   bluchers   or   bals.     Black   silk 
or  lisle  half-hose,  white  shot  or  white  clocks. 

For  Outing  Wear 

Nearly  every  form  of  sport  or  outdoor  ex- 
ercise  has    Its    adaptable   outfit.     Utility    and 
not    style    is    often    the   governing    point,    and 
It   is   difficult   to   tell   very   often   Just   where 
the   serviceable   business   suit   should    be   dis- 
carded.     In    motoring,    for   example,    the    man 
who  Is  well  protected  by  an  ulster  of  a  color 
that  will  not  easily  become  travel-soiled  need 
not    worry    if    the    distinctive    motoring    garb 
ends  there.     These  ulsters  are  made  in  loose, 
double-breasted   style,  with   belted   back,  giv- 
ing a  military  effect,   wide  collar,   wind  cuffs, 
etc.      Sweater    coats,    knitted    gloves,    knitted 
vests,    Alpine,    golf   and    driving   caps,    flannel 
or   Oxford    shirts,   tweed    knickers,   heavy    tan 
shoes,    reefers   or   Norfelk   Jackets,   are  all   ac- 
cessories  which   mark  departure  from   regular 
garb   for  outing   purposes. 

Day  Dress — Formal 

Ailtrnooa  Weddiots,  Beceptiaos,  House  Calls,  Maliates 
Overcoat— Chesterfield     In     black     or     grey 
cheviot  or  vicuna.     Coat — Full  frock  of  black, 
or    morning     coat     of     black     or     dark      grey 
with    bound    edges.      Waistcoat — Fancy  white 
pique,     delicate     shades     of     silk     or     same 
material    as    morning    coat.      Trousers— Grey - 
striped     cheviot     or     worsted.       Shirt — White, 
stiff,     plain     bosom,     with     frock     coat;    with 
morning    coat,    neat    stripes    or    white   pleats 
are    permissible.       Collar  —  With  frock   coat, 
the     wing     or     straight     collar     to     meet     In 
front    and    lap    over.      Cuffs — Stiff,    single    or 
double.      Cravat — Four-in-hand    or    once    over 
In      --■        black    and    white    effects    or    grey. 
Gloves— Grey   suede   or  tan    glace    kid.     Hat — 
Silk.     Derby    Is    sometimes     worn     with     the 
morning     coat.       Footwear — Dongola     kid     or 
calfskin  shoes.    Hosiery  of  plain  black  or  with 
clocks. 

Dress  for  Funerals 

For    funeral    wear,    the    man    who    adheres 
strictly    to    black    Is    on    the    safe    side.      The 
black   frock   coat,   with   trousers   to   match,   or 
dark,  unobtrusive,  striped  pattern,  white  laun- 
dry, black  necktie,  black  silk  hat,  with  mourn- 
ing  band,    black   gloves   and   shoes,   constitute 
the    correct    dress     for     mourners    and     pall- 
bearers,   but    generally    there    are    many    de- 
partures    from    the    rule.     The    cutaway    coat 
often   replaces  the  frock  coat,  the  stiff  hat  Is 
seen    where,    to    be    correct,    the    tall    silk    hat 
should   be,  and  the  black  sacque  suit  Is  more 
frequently   seen   than   either   the   frock   or  the 
cutaway.      Strict    style    ethics    in    the    matter 
of   funeral    is    often    more    closely    adhered    to 
in    the    large    centres    of    population    than    In 
those    sections    where    a    funeral    creates    an 
emergency    for    which    wardrobes    are    by    n» 
means    properly   equipped. 
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SUMMER  UNDERWEAR 


Suits  The  Man  Who  Loves  Comfort 


Easy-fitting,  light,  cool  and  airy, 
TOOKE  Summer  Underwear 
makes  a  strong  appeal  to  your 
customers  when  hot  weather 
sets  in. 

Made  both  in  combination  and 
two-piece  styles,  of  light  but 
exceedingly  strong  fabrics,  in 
small  checks.  Combinations 
have  knitted  balbriggan  insert 
in  the  waist  to  give  elasticity 

This  TOOKE  line  is  certainly 
a  business-getter.  Order  a  good 
supply  at  once  and  make  the 
most  of  it. 

Can  be  retailed  l|at  $1.00  per 
suit. 


TOOKE    BROS.,    LIMITED,    MONTREAL 

MANUFACTURERS    OF    SHIRTS.    COLLARSJ  AND    |NECK- 
WEAR     AND     IMPORTERS      OF      MEN'S      FURNISHINGS 


WINNIPEG     WAREHOUSE 


91     ALBERT     STREET 


Please  mention  The  Review  to   Advertisers  and  Their  Travelers. 


DRY    GOODS    REVIEW 


WHERE  KNOWLEDGE  IS   POWER 
'TIS  FOLLY  TO  BE  IGNORANT 

Particularly 

if   that   knowledge   can   be 
acquired  at  a  very  low  cost. 

Merchants,  Salesmen,  Ad-writers  and  Window  Trimmers  will  find  their  efficiency 
greatly  increased  by  a  careful  perusal  of  the  following  books. 


The  Art  of  Decorating  Show  Windows  and  Interiors 

The  most  complete  work  of  the  kind  ever  published,  over  400 
pages,  600  illustrations  ;  covers,  to  the  smallest  detail,  the  following 
subjects  :  Window  Trimming.  Interior  Decorating.  Window  Advertis- 
ing. Mechanical  and  Electrical  Effects,  in  fact  everything  of  interest 
to  the  modem,  up-to-date  merchant  and  decorator.  Price,  post 
d    4 $3.50 

Window^T  rimming  for  the  Men's  Wear  Trade 

The  fundamentals  of  Men's  Wear  Display,  with  600  illus- 
trations, showing  every  move  in  trims  pictured.  A  complete 
course  in  Men's  Wear  Trimming.  Handsomely  bound  in  cloth. 
Piioe,    prepaid    4 $1.25 

Sales  Plans 

A  collection  ol  333  successful  ways  of  getting 
business,  including  a  great  variety  of  practical 
plans  that  have  been  used  by  retail  merchants  to 
advertise  and  sell  goods.  Sent  prepaid  to  any  ad- 
dress.   Cloth    binding    $2.50 


Card  Writers'  Chart 


Retail  Advertising 
Complete 

This  book  covers 
every  known  method  of 
advertising  .'i  retail 
business  :  and  an  ap- 
plication of  the  ideas  it 
expounds  cannot  help 
but  result  in  increased 
business  for  the  mer- 
chant who  applies 
them   $1.00 


50  Lessons  on  Show  Card 
Writing 

The  lesson  plates  are  printed  on  cardboard 
and  fit  into  the  book  loose  leaf.  This  system 
has  the  advantage  of  enabling  the  student  in 
practice  to  work  without  a  cumbersome  book 
at  his  elbow. 

Besides  the  fifty  lesson  plates,  this  book 
contains  over  seventy  instructive  illustrations 
pertaining  to  this  interesting  subject  and 
">ver  three  hundred  reproductions  of  show 
cards  executed  by  the  leading  show  card  ar- 
tists of  America.  Bound  in  green  cloth.  Sent 
postpaid    for    $2.50 


A  complete  course  ui 
the  art  of  making  dis- 
play and  price  cards 
and  signs.  Beautifully 
printed  in  six  colors 
and  bronze.  Includes 
specially  ruled  practice 
paper.  Some  of  the 
subjects  treated  are  : 
F'irst  Practice.  Punctua- 
tion. Composition,  Price 
Cards,  Directory  Cards. 
Spacing.  Color  Combi- 
nations, Mixing  Colors, 
Ornamentations,  Ma- 
terials Needed,  etc. 
Price   post   paid   ....$1.50 

1000  Ways  and  Schemes  to  Attract  Trade 

A  book  thnt  swells  sales  and  increases  profits.  There  lias  never  before  been  published  a 
book  like  this.  It  gives  brief  descriptions  of  over  1,000  ideas  and  schemes  that  have  been  tried  by 
the  most  successful  retail  merchants  to  bring  people  to  their  stores  and  to  sell  goods.  If  you  try 
a  scheme  every  day.  there  will  be  in  it  enough  separate  and  numbered  suggestions  to  last  vou 
nearly  three  years  witlioiit  repeating  a  single  one.  A  few  of  the  ideas  in  one  chapter:  An  Anniver- 
sary Scheme  with  Excellent  Points— A  Sign  That  Made  Money  for  its  Maker— Advertising  Dodge 
and  a  (lever  Salesman— A  Contest  that  Boomed  Trade— Giving  Unique  Publicity  to  a  New  Depart- 
ment—A Baby  Day  that  Drew  a  Crowd— Money  Makers  in  Many  Different  Lines— Plan  for  Intro- 
ducing a  New  Brand  of  Goods  that  Proved  a  Winner— Artistic  Ways  of  Displaying  Goods— Days 
Devoted  to  a  Particular  Class  of  Customers— Many  Window  Trims  Out  of  the  Ordinary— In  this 
chapter  are  seventy-four  separate  and  distinct  ideas  that  have  been  successfully  carried  out  by 
.as  many  different  merchants.  There  are  13  more  chapters  and  934  more  scheme.s  just  as  good  as 
jhese,  208  I'agps  9M;x-,  and  180  Illustrations.  Printed  on  the  best  white  paper  and  bound  in  a 
hnndsomely    ornamented    cover.       Price    postpaid.    $1.00. 

All  books  sent  postpaid  on  receipt  of  price 

MacLEAN   PUBLISHING   CO.,  Technical  Book  Dept. 

143-149  University  Ave.         ::         TORONTO 
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RESERVE  SPACE  NOW 

In  the  Special  Fall  Number 
issued    first   week   in    July. 

This  will  be  the  finest  and 
most  useful  number  that 
we  have   ever   published. 

Every  good  buyer  in  Canada 
from  Coast  to  Coast  will  get 
a  copy.  90%  of  these  buyers 
are  paid  subscribers  to 
The  Dry  Goods  Review. 


EARLY  FORMS  GO  TO 
PRESS  WEEK  OF  JUNE  23. 
Get   Your   Copy   in   Early. 


